


SALES PAGE 
GUIDE  & 

STEPS

Let’s start at the beginning, shall 
we? 
A landing page or sales page is a 
dedicated, promotion based page 
that someone clicks on as a result 
of clicking a link on your website or 
advertisement. Its purpose is to 
evoke a response or cause the 
reader to act or follow a direction 
set out in your specific marketing 
campaign. A landing page is 
different from your Home or About 
or Contact pages and is usually a 
standalone page that outlines a 
certain offer, captures leads (i.e., 
collects the names of emails of 
potential customers) or converts 
new visitors( cold leads) into 
familiar followers (warm leads). 
Lot’s of jargon broken down into 
one paragraph, you following? 
Good. 

Easy Follow  Guide that helps 
you create a successful 

landing page. 
 

Throughout this PDF, I will be using the terms 
“Landing Pages” and “Sales Pages” 
interchangeably, do not be alarmed or get 
confused, they are the same. 
Let’s move on, in the early days of internet 
marketing, businesses would leave an opt-in 
box on their website, and customers would 
eagerly sign up to receive more information. It 
would be a box that said something like the 
box below:  

What is a Sales Page ?



What is a Sales Page ?

As time went on and customers became inundated with offers and information, it became 
necessary for marketers to get more creative with their proposals to get to the “gold,” 

customers information.  

PRO TIP :



If you have an online 
business, you need to 
know the basics of 
understanding and 
building a funnel. A sales 
funnel, or revenue funnel 
is in its purest form, the 
process of converting a 
website or landing page 
visitors into customers. 
The whole purpose of a 
funnel is to move 
customers from the stage 
where they recognize 
they have a problem up 
to when they purchase 
and beyond, this is known 
as the buying process. 
Depending on the market 
you’re in and the different 
customers you serve, the 
buying cycle could have 
up to six sections and 
could look something like 
the mailmunch version I 
modified to add post- 
purchase follow up.

Some versions of the buying cycle include competition 
analysis after interest and post-purchase evaluation which 
are both important to consider as they help you stay 
ahead of the competition. If you want to get more in-depth 
in the psychology behind people’s buying habits check out 
this link that breaks down the whole buying process 
comprehensively. Click here. 
Expert sales funnels tend to start with a free offer, called 
the lead magnet. This is where the customer gives you 
their information, and you deliver a free, value-packed 
product. By doing this, you establish trust with the 
consumer. In the next step, the marketer provides a 
tremendous and affordable offer, something the customer 
finds hard to resist due to the value provided and price. 

Let ’s Talk Briefly About Sales 
Funnels 

https://www.business2community.com/consumer-marketing/six-stages-consumer-buying-process-market-0811565


Listen, if you have an online business, you’re going to need a sales funnel, period. 
Everyone who opens a store, brick, and mortar or virtual needs customers and needs those 
customers buying or they won’t be around for long. Also, starting each campaign with the 
end goal in mind will help you stay focused on the offer's unique benefits and solution. Now 
that you understand the process your customers go through to purchase your product or 
service, so let's talk about how to create one. 

Build a mailing list: Offer potential 
customers lots of free, value-filled 
information through your blog, social 
media, website and lead magnets- 
free offers. Create a Facebook 
business page, build a Facebook 
community and advertise it to build a 
following of your ideal customers. 
Make sure you interact with your 
community members by asking 
questions, taking polls, running 
contests and paying attention to your 
analytics to determine what they 
need. It might differ from you think. 
For a straightforward guide on how to 
create and grow your Facebook 
group, follow Neil Patel’s Guide. 

steps to a successful sales funnel

Create a Landing Page: Have a clear, irresistible offer with it's 
stand alone URL not tied directly to your website and definitely 
not on your homepage, which is too distracting. Explain why the 
visitor needs it in his life, create urgency ( get it now or die 
buhaha!) Ok, maybe a little dramatic but you get the drift. Make 
sure you integrate, which we will talk about later, so you provide 
a way for them to get it. 

https://neilpatel.com/blog/an-eye-opening-guide-on-how-to-grow-a-facebook-group/
https://neilpatel.com/blog/an-eye-opening-guide-on-how-to-grow-a-facebook-group/


Advertise everywhere: Get your landing page in front of your target customers using 
Facebook ads, blog posts, website pop-ups, use Google AdWords and Bing AdWords, 
pretty much anywhere you can think of. Tony Robbins in his business seminar says it 
takes the average person seeing your ad or brand 16 times before they buy from you, so 
get those ads running. 

steps to a successful sales funnel

Present a front-end offer, and an upsell if you’re savvy: For example, let’s say you’re 
selling yoga mats, and you create a sales funnel to get millennial yogi moms to buy your 
mat. While establishing that offer, you might also be thinking, well the essential oil cleaner 
would work wonders for keeping the mat clean, smelling great and increasing the ohm- 
age.  You create a second offer that says, buy the mat today and I’ll toss in the fabulous 
essential oil spray for half price. That’s an upsell. 

Offer a downsize option for customers on a tight budget:  So, keeping the same yoga 
mat business in mind, let’s say you have a reversible, embossed, Liforme type mat that is 
durable and rivals Lululemon’s best selling option, it comes with a carrying case and 
retails for USD 75.00. But, you also have a PVC mat that is not as thick, is reversible, 
grips well, lasts long and offers the needed level of knee protection, is comparable to the 
Lululemon (Un)mat and has it’s own carrying strap. That mat might retail for USD 49.99 
and would still be an excellent value for a customer seeking a yoga mat.  

Follow up: an essential part of creating a lifelong customer is making sure the customer 
feels heard even after they have given you their money. Put a system or people, “Hey 
mom” in place to send out emails asking if they need help operating the product or if they 
have feedback or questions. Do you know those pesky surveys Rogers and all these 
service providers and retail operators include on their receipt or in a follow-up email? That 
correspondence up will let your customer know you care about him or her and will 
encourage them to keep you in mind as a pleasant experience. 

https://neilpatel.com/blog/an-eye-opening-guide-on-how-to-grow-a-facebook-group/
https://neilpatel.com/blog/an-eye-opening-guide-on-how-to-grow-a-facebook-group/
https://neilpatel.com/blog/an-eye-opening-guide-on-how-to-grow-a-facebook-group/
https://neilpatel.com/blog/an-eye-opening-guide-on-how-to-grow-a-facebook-group/


There are many 
variations of landing 
pages that serve 
different purposes. 
However, for the 
sake of brevity and 
clarity,  I will focus 
on two types mostly 
used by online 
entrepreneurs in 
their marketing 
efforts-The Rapid 
Conversion Landing 
Page/ Lead 
Generation or 
“Lead-Gen”, as they 
are affectionately 
referred to in 
marketing circles 
and the Long Form 
 Sales Page.

There are varying schools of thought on which sales page 
performs better, but I think the products and prospects 
determine which is best. Certain products such as well known 
watches and shoes can do well with a few well-written words 
and a high-resolution picture. Case in point Louboutin-I mean, 
there are literally, no words!

The Landing Pages You will l ikely 
Use as an Online Entrepreneur. 

 Some products, on the other hand, will need more lengthy 
explanations, outlining features and benefits to arouse the desire for the 
customer to make the purchase. Imagine a new app nobody’s heard of 
trying the same stunt, I just don’t see it going well.  

Some of the ways to research what your competition is doing include researching your product on 
Amazon and seeing what people are buying, be sure to read the reviews to see what you can add 
to the conversation and how you can improve on what exists. You can also join online 
communities that target the same people you do and listen and make a note of questions.Don’t 
forget to consider adjacent communities as well. So, as an example, if you sell yoga mats, scope 
out what gym mat forums are saying and what moms with floor tiles in their playspaces are doing- 
you’d be amazed at the knowledge you gain and ideas that come up by just listening. To get 
started on your market research read Inc.com’s breakdown of Market research in human language 
and not that superfluous jargon that just makes me want to scratch my eyes out. Click here. 

https://www.inc.com/curt-hanke/23-market-research-questions-you-should-ask.html


This landing page is a 
search optimized, content 
rich page that serves the 
purpose of  starting an 
online relationship with the 
visitor. Its focus is to collect 
an email address in 
exchange for something of 
value such as a step by 
step guide, a how to or a 
case study.  The Rapid 
Conversion Landing page 
 (aka “squeeze” page) is 
mainly used to build an 
email list of subscribers and 
drive quite a bit of traffic to 
your website

The premise of the rapid conversion landing 
page is simple: create a premium free 
product, such as a software application, report 
or mini course, offer it to visitors where they 
can find it and collect their email address as 
subscribers to your email list for the free 
downloadable product. Most lead-generation 
pieces are no more than one- to two-pages 
long, contain two call to action buttons or 
forms and get directly to the offer. They can 
be  emails, landing pages, and short sales 
letters for online products or offline mailings. 
Some businesses use really short versions 
like postcards, PPC ads, and banner text. 

Rapid Convers ion "Lead-Gen" 
landing Page

PRO TIP:



The basic Lead -Gen contains an opt-in page which is exactly as the name suggests, the 
visitor decides(opts in) by typing in their information that they would like to receive 
information, emails, mail or product updates from the marketer. The lead magnet or 
downloadable freebie and a thank you page. The opt-in or squeeze page is usually 
 constructed using the following layout, keep in mind that the testimonial or proof is optional:  

Once the visitor fills out the document, the funnel should take them to a download link or send 
them an email, depending on how you have it set up. And then finally, the visitor, who is now a 
subscriber is sent to the thank you page. This page is usually just as simple, with download 
instructions or reiterating that the visitor will be added to the mailing list,as well as instructions on 
how to unsubscribe. Later I will give you a step by step rundown on how I create both these 
pages but for now, knowing what the working parts are should suffice. 
 

Rapid Convers ion "Lead-Gen" 
landing Page



I like this illustration by onlinemarketinginstitute.org, which breaks down all the working parts 
of an opt-in landing page and thank you page. 

Rapid Convers ion "Lead-Gen" 
landing Page



THE MOTHA  
OF ALL 

LANDING 
PAGES

Okay, now that we have gone over 
the basics of the opt-in funnel, let’s  
talk about what  people who think 
like me likely term “the motha!” the 
long form sales page. When I first 
started learning copy, my 
instructors had me write the same 
long form sales letter over and over 
again. The theory was, if you 
practice like an athlete, you will get 
better. I must have written that 
damn American Express letter 15 
or 20 times by hand, it was not 
easy, and it was definitely not fun, 
but it worked. I start this section 
this way, because the truth is, the 
only way to master these forms of 
landing pages is to practice. So, 
now that I’ve bored you to death 
with that story, let’s get into what 
the "motha" is.    

When implemented correctly, a long form 
sales page can highly increase 

conversions.

The long form sales page is very close to a 
traditional sales letter that follows a specific 
pattern to get visitors to buy. It consists of 
approximately 11 elements organized 
sequentially to guide readers through the buying 
process. The only way to be able to lead 
someone through a psychological buying process 
is to know the fundamentals of selling and know 
your prospective customer as well as a close 
friend. I know, that’s a tall order, but by applying 
a few industry secrets, you will have this process 
under your belt in no time. 

Long Form sales page-the motha !



There are three basic rules of selling anything: people hate being sold to, people buy with 
their emotions and then rationalize, and people need logical reasons to justify their purchase. 
Since you know this about your potential customer, the first step of selling anything to 
anyone is starting with their needs in mind. Entrepreneurs often start with their own needs ( I 
need more money, so I’m going to start a business that is hot right now), instead of the 
needs of the customers, then wonder why they make no money. Focus on the customers 
you are about to serve, what are their needs? What problems do they face? What fears do 
they have? What are their frustrations? 
Copywriting genius Bob Bly provides this formula: 

How to Sell Ice to an Eskimo

Get attention

Identify the readers problems

Position the product as a solution

Prove the value of your solution versus 

others

Call for action 

Once you identified the problem or need and you can prove how your offer will improve their 
situation, move on to the second rule-emotion. Appeal to your target’s feelings and desires, 
use the most potent emotions fear, pride, greed, lust, vanity and laziness among others to 
tap into good and unsavory emotions to get their reaction.Once you know what drives your 
particular audience, make your offer match that desire, show them how it improves their lives 
and makes logical sense, and you’ve got them hooked. 
 
As you can see, it takes a bit of research to understand the psyche of the people you are 
targeting. This is not a time to throw shit against the wall in hopes it sticks. You must put in 
the effort to understand the age, spending habits, hangout spots, needs, fears, desires, 
family structure and behavioral patterns of your audience. To know your potential customer 
intimately as if he/she were your dear friend, you must become a professional prospect 
stalker, in a non-creepy way of course. 



Headline-this is the first impression visitors get of your offer. The font, position, and copy are 
very important and should be well thought out. The headline should be urgent, useful, unique 
and ultra Specific. Copyblogger.com is an excellent resource for learning how to write 
headlines that get people’s attention and keeps them reading. If you consider that people will 
spend about 8 seconds reading your headline and that 80 %  of readers will likely stop at the 
headline, you understand how well thought out this has to be. So, to formulate a great 
headline, outline your unique selling proposition, make a promise or address a pain point or 
objection. Your best bet is to find out what words your potential customers are using and 
what is causing them to lose sleep at night. 
Unbounce offers the following tips on how to format headlines: 

Dissect ing the "Motha"

Center your headlines 

Make them big and dark, dark grey (or, 

when on a dark background, white) 

Use “Title Case”, aka Capitalize Each 

Word 

Don’t use a period at the end as such 

visual cues present mental stopping 

points for your visitors 

Break up lengthy headlines with “eye 

rest” punctuation marks, such as ellipses 

and em-dashes 

Consider putting quotation marks around 

the headline as this can draw the eye 

Support each headline with a meaningful 

subhead written in sentence case, aka 

Capitalize the first word only 

Try it : After going through the 

Copyblogger headline resource and writing 

a few on your own, play with these headline 

tools to generate more ideas.  

 

Here are a few ideas I came up with using 

the keywords "Designing Sales Pages". 

 

 The Lazy Man's Guide To Designing Sales 

Pages 

 5 Sexy Ways To Improve Your Sales Page 

Design 

 

3 Ways To  Create Better Sales Pages With 

The Help Of Your Dog 

 

Pretty fun and with a bit of tweaking you can actually have some headline or even content ideas 
to go with.

http://www.title-generator.com/


“Hero” Shot- this is the first visual representation of the offer your visitors will encounter on 
your sales letter page, and it should be relevant, high resolution and clearly show the 
benefits of using your product. Oli Gardener of Unbounce.com  puts it this way, “ Your Hero 
shot should sell the hell out of your product-make it clear and dominant on your landing 
page. 

Dissect ing the "Motha"

Opener or Hook-The only way to keep your reading going from one sentence to the next is 
to write something that appeals to his/ her psyche and makes them want to learn more. This 
is the purpose of the “hook”,  to be a persuasive opener that unearths the desire for your 
product in the visitor and makes them want to know more. There are many ways you can 
write your persuasive opener, but the main idea is it has to resonate with a psychological 
need or desire or pain point your visitor has for him/her to keep reading for the solution. A 
great hook speaks to your reader's desires, longings or fears:   
Example : "Tired of watching all your friends get engaged while you can’t find a date? 
This is for you!” 
 Features and Benefits-in this section you will give a brief synopsis of what your product or 
service is and some features and benefits of your offer. Keep this area short, succinct and 
clear, four to six sentences are enough. 

First Call to Action- Placing your call to action early makes it easier for those who convert 
early to purchase. Another important reason for placing your call to action this soon is for 
mobile visitors who do not wish to scroll through your entire letter to find the call to action. 
Make your call to action clear, definitive, action-oriented and stand out. For a step by step 
call to action guide, check out Hubspot's’ 8 step guide to creating a call to action. 

Trust Signals or skepticism busters: So far, the visitor has devoted a lot of time to your 
sales letter which means they are curious. Now, you need to get them to trust you. There are 
various ways you can build proof into your sales letter but some popular ones 
are testimonials, authority attestations, reviews, testimonials and feedback. 

https://unbounce.com/conversion-glossary/definition/hero-shot/
https://unbounce.com/conversion-glossary/definition/hero-shot/
https://academy.hubspot.com/hs-fs/hub/137828/file-27961313-pdf/docs/8-step-guide-to-creating-a-call-to-action.pdf
https://academy.hubspot.com/hs-fs/hub/137828/file-27961313-pdf/docs/8-step-guide-to-creating-a-call-to-action.pdf


Dissect ing the "Motha"
Benefits and Features-This area is where the long form of the copy comes in and what 
readers who are genuinely interested in the product or service will want to read to find out 
what’s in it for them. Some experts will tell you to outline the features, which is wise. 
However, seasoned copywriters will tell you to focus on the benefits or the specific 
advantages to be had from the purchase of your feature or service. Simply put, the benefits 
create the psychological link between the reader’s desires and your offer. To learn how to 
differentiate between features and benefits read this blog post from Wordstream. 

Irresistible Offer- Close the sale by ensuring the reader sees how great the value is that he 
or she is receiving, in other words, give them an offer they cannot refuse.Use a comparison 
to show your up such as: "If you had to purchase this product from XYZ company or these 
“parts of the combined offer” separately, it would cost you more, or you would have to put it 
together yourself or…” However, with this offer, you get a happier life, a better date night, a 
safer gadget.” 

Urgency Bonus: By creating an act now bonus, or timely bonus you encourage the reader 
to take action and get off the fence. Of course, not all bonuses will be time sensitive; some 
can just be added in to sweeten the deal. But all bonuses should be something of value that 
the reader thinks ” I can’t believe they are giving this away." 

Urgency can be created with an act now bonus

http://www.wordstream.com/blog/ws/2017/02/21/features-vs-benefits
http://www.wordstream.com/blog/ws/2017/02/21/features-vs-benefits
http://www.wordstream.com/blog/ws/2017/02/21/features-vs-benefits


Dissect ing the "Motha"
Guarantee and PS-the guarantee provides your reader with the confidence that they have 
nothing to lose by giving your offer a chance. Clearly state that if she feels you are not 
everything you promised or he is not satisfied with the results, just walk away, no questions 
asked. While alleviating any resistance to your product toss in a PS, if you decide to return 
the product, I’ll let you keep the bonus.” 

Call to Action-Deciding where exactly the call to action should go is very tricky. Clicktest is a 
free, user-managed tool that you can use to help you decide where people click on a landing 
page or webpage you are building. You can either earn points by helping others out, or 
purchase points to have your page tested. 

Order form/device- In this last area you can restate  the primary benefit, “You  really can 
lose weight and have energy again!” and then restate the guarantee and an additional 
benefit: “You have absolutely to lose and power, confidence and a sense of achievement to 
gain from my revolutionary product.” And then collect the necessary data-name, shipping 
address, payment information, etc. 

Make it easy for your reader to order your product

http://www.wordstream.com/blog/ws/2017/02/21/features-vs-benefits
http://www.theclicktest.com/
http://www.theclicktest.com/


visual breakdown of a sales page



BOMB SALES 
PAGES ARE A 

COMBO OF 
COPY & 
DESIGN

So, here are the actual, freaking 
steps I promised on the cover, 
cause, you know, I'm good like 
that. Enough playing, to create a 
high converting long form sales 
page, you will need to include 
preparation, copywriting and 
design. I have created a few sales 
pages in my lifetime, and have 
gone from being Godawful to 
average to what I’d consider pretty 
good-say otherwise, and I will have 
your head!  
I typically schedule 2 weeks (40hrs 
total) to go from start to finish with 
a long sales page(10-20 pages, I 
hardly do longer), and this is how I 
do it. Bear in mind that you will still 
need to create the offer (whatever 
you’re selling or giving away) in a 
completely different process, which 
will take significantly more time. 
Also, if you are new at this, getting 
the words right will take some time, 
so give yourself as much time as 
you need.That said,  this is how I 
schedule my time and work my 
way through a long form landing 
page. 
 

Where are the dang steps already?



Sale Page Planner

Monday

Tuesday

Wednesday-2hours

Thursday-3hours

Friday-3hours

Saturday- 3hours

Sunday- 3 hours

Research Days 1-3

Target Audience-5 hours Learn all you can about what makes your 

target audience tick, what makes them take 

action. Figure out age, sex, income, what 

they do on and offline, where they work, 

family status. At the end of your research 

you want to be able to create a persona 

and know this person better then he/she 

knows himself. Create an image of that 

person and write as if having a conversation 

with her. 

Highlight any "gold" you find, make notes, 

keep important info in one file and 

unimportant in another

Have a "big idea," a promise that takes your 

prospects needs into consideration and 

raises the bar.

Gather copy inspiration, images, 

layouts, quotes, proof -3 hours

Pick your favorite layout and build 

the foundation of your sales page

Before you start writing determine your USP- 

Unique Selling Proposition ( that thing that 

sets your offer apart).

Create a headline that grabs attention. 

Make it unique, useful, urgent, and ultra 

specific.

Hook the reader with a strong lead, make a 

big promise and paint a picture-let your 

reader visualize his life with your product.

Supply proof-interview, award, testimonials

Create a clear, specific call to action that 

tells the reader exactly what to do.

Add a bonus to encourage immediate 

action 

Offer a guarantee to show the reader she 

has nothing to lose

Close with a strong push-call to action

Writing & Editing  Days 4-7

Make your lists of features and 

benefits-tie them to a core emotion

Write your copy, use a 

conversational, persuasive tone 

Work on your headline-make it 

meaningful, tie it to reader's core beliefs

Tap into emotions, cut out cliches, 

keep the readers stimulated



cheeky samples

Now that's a headline !



Sale Page Planner 2

Monday-3 hours

Tuesday-3 hours

Wednesday- 3 hours

Thursday- 3 hours 

Friday-2 hours 

Saturday- 2 hours 

Sunday- 2 hours

Design-Days 8-11

If you're like me and have no 

eye for design-seek help

Choose your platform-Clickfunnels, 

Leadpages, Thrive Themes, Unbounce, 

whichever you choose spend day 1 learning 

the platform and taking notes

Don't make the mistake of picking a design 

before you understand the nuances of the 

platform-you will frustrate yourself trying to 

recreate someone's work who was born with 

a paintbrush-Can't say I didn't warn you.

Schedule and follow your browsing time, just 

like research this part can get distracting 

and before you know it, you're six episodes 

into "Fail Army."

Follow the tutorials and jot down issues you 

have to go back to fix. Use the momentum 

and edit later. Keep a spreadsheet with 

helpful tutorials for future reference

"Shop" for design inspiration on 

Pinterest, your email, Facebook ...

Youtube and platform specific 

training are your best friends

Follow tutorials until you have 

something presentable

Finalize -Days 12-14
Go through the sales page, print it, read 

through, run it through Grammarly and fix all 

obvious typos and awkward sentences. Have 

someone else read through it to see if it 

makes sense and flows well.

Fix whatever design flaws exists, make sure 

it looks great on mobile.

Integrate:

Log in to your page building software-in this 

case Leadpages 

Click on “Integrations” in the top left hand 

drop down bar 

Choose your email provider by clicking on it. 

On the next screen click “connect to 

Aweber” 

Next sign in to Aweber ( a screen will pop up 

requesting your name and password). 

Click allow access and you are done. 

 

 

Edit Copy

Edit Design

Integrate and Launch



FINAL TIPS 
AND 

RESOURCES

While I believe I have given you 
everything you need to create and 
launch basic sales pages, I am not 
vain enough to think I could not 
have missed something. If you 
have read this guide and found it 
lacking, please feel free to contact 
me at (nadapoyser@outlook.com), 
and I will update the guide and 
mention your input-I’m all for 
sharing the love and learning what 
I don’t know. 
For more information on Landing 
pages check out Unbounce’s 
website, which has courses and 
tons more information than I could 
have included here. I would love to 
hear from you if you found this 
guide useful, or if you thought it 
was full of sh*t. Please join my 
Facebook community for more 
resources by clicking here.  

conclusion

I enjoy using Clickfunnels and Unbounce. Thrive Themes has a great community but I 
found the software a little advanced for my abilities. Leadpages is similar to 

Clickfunnels and cheaper but has been known to be buggy. Try out the tutorials listed 
below to help build your own sales page. 

 
ClickFunnels : https://www.youtube.com/watch?v=AFz6YMteUrU&t=825s 

LeadPages :https://www.youtube.com/watch?v=jUIpOUJZ3NQ 
Thrive Themes : https://www.youtube.com/watch?v=nWcwC9OtcXY 

Unbounce : https://www.youtube.com/watch?v=XnLNQ2yrNCU 

https://www.facebook.com/groups/CreateLaunchOnline/


WEBSITE HOSTING : BLUEHOST OR

GODADDY

IMAGE DESIGN: CANVA

COPYWRITING COURSES:

PERSUASION REVOLUTION

W E B S I T E :  W O R D P R E S S
Every campaign, launch and business
wil l  require a new set of ski l ls and tools.
Here is my l ist of tools for writ ing,
edit ing, designing and launching a sales
page.  
I am not aff i l iated with any of the l inks
supplied, so I wil l  not be paid for
recommending them. Also note, that this
is not an exhaustive l ist and so your
favorite tool may not have been included
due to ignorance or the need to save
time. 
Follow me on social media for more t ips.

MARKETING AND SALES
TOOLS

Resources and Tools

Click on each link to access the website

EMAIL MARKETING : AWEBER OR

MAILCHIMP

ROYALTY FREE IMAGES: PEXELS

O P T - I N  F O R M S :  C L I C K F U N N E L S
O R  U N B O U N C E

https://www.canva.com/
https://twitter.com/NadaPoyser
https://www.facebook.com/CreateLaunchOnline/
https://www.linkedin.com/in/nada-poyser-25a74876/
https://www.pinterest.ca/nadarivers/
https://www.pexels.com/

