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An Introduction To 

Hidden Sales   

 
 
Are you as successful as you want to be? 

  

 
 
 
 

 
 
How would you like to double or 
triple your sales without 
needing to add more customers 
or traffic?  Of course you would.  
Everyone would.  But I also 
know that there are many of 
you reading this, (watching the 
videos and listening to the 
audios if you upgraded), who 
have yet to make your first 
dollar online.   

This is actually the perfect product for you for that very reason.  If 
youôre building a business, you need to set it up correctly.  Let 
me give you a perfect example of what I mean by this.   
 
Letôs say you have a restaurant where youôre selling hamburgers, and 
after all your expenses, the hamburger ends up costing you $10 to 
make.  That includes your overhead, food costs, employee costs, etc.   
 
If youôre business is set up incorrectly, and youôre selling that 
hamburger for $8, you will lose $2 every time you sell a hamburger.  
It doesnôt matter if you put in more hours or sell more hamburgers, 
the entire business is set up wrong and you will lose money.   
 
Thatôs where this ebook (and course if you upgrade) are going to help 
you.  Itôs going to explain how businesses are really set up 



online.  Often times when you see a product for sale and you know 
theyôre making a lot of sales, people assume that thatôs how the 
business is runðtheyôre selling one ebook or one product.   
 
People attempt to copy that and they end up losing money, not 
making sales, or not attracting affiliates.  Thatôs because they donôt 
know whatôs going on behind the scenes.  They donôt realize all the 
hidden sales that are taking place.  If you donôt know this entire 
process and you try to copy it, then youôre going to be like that owner 
of the restaurant whoôs selling hamburgers at a loss every time. 

 
 
 

Are You Ready To Be 

Successful?  

 
 

The ñTruthsò 
 
Are you frustrated and not making the money you feel you should?  
Are you confused?  Does it seem like so-called ñsystemsò that youôre 
learning about on how to make money just donôt work?   
 
Maybe they could.  What if just one important component was 
missing?  Maybe the person teaching you wanted to keep it a secret 
or thought it was too complicated, so they just taught you the 
introductory stuff.  Here are some important truths that you need to 
know.   
 
 
 
 
 
 

 
 
 
 
 
 



 
 
 
First truthðone ebook does not 
contain the key to make you 
rich.  By making one sale and 
having no follow-up or follow- 
through, youôll be lucky if you 
break even.  Right now many 
successful people online are 
losing money on that first 
product that you see.  Thatôs 
why you have to learn the 
strategies offered in this hidden 
sales ebook (and course if you 
upgrade).   

 
 
 

   

 
Another truth, 50% affiliate commissions wonôt cut it nowadays.  You 
need to realize that in Internet Marketing, the norm is now 70% 
commissions and sometimes even 100% commissions on the front 
product and many times there are commissions on the first upsell as 
well.   
 
Another truthðnormal affiliate pay-per-click advertising is getting next 
to impossible to make money on.  If people own the product, not only 
do they get all the money, but they also get all of their backend sales.  
By just doing pay-per-click for other peopleôs products, youôre at a 
huge disadvantage.  But there are certain tactics that you can 
implement that will tip the scales in your direction.  Within this ebook 
(and course if you upgrade) Iôll share them with you. 

 

 
What You Are Getting If You Chose The Upgraded 
Course  
 
If you were one of the people who invested in the full course then, 
what you are receiving in this course is not only an ebook that has a 
massive amount of examples of online businesses and their hidden 



sales processes, but youôll also get the hidden sales processes of 
real world businesses that do business both online and off. Youôre 
going to be able to incorporate or bring many of these examples into 
your business.   
 
Through the audios and videos of some of the top gurus in Internet 
Marketing, youôll get a bunch of top secret sales processes from their 
online IM businesses.  These are tips and techniques that most gurus 
never tell you about, but use every day to make huge money. These 
are hidden sales processes that you, too, can bring into your 
business.   
 
Iôve convinced many of my online friends to pull back the curtain on 
their businesses and really give the secrets and techniques that they 
use.  Some of them are so original and good that, not only had I 
never heard about them before, but I also quickly implemented them 
into this product.   
 
Youôll hear about mistakes that have been made by me and others. 
Youôll learn a lot from these mistakes so you donôt have to make them 
yourself!  
 
These sales processes have been around for years.  What I expose 
to you in this course are new tweaks and techniques that these highly 
successful businesses are now using.   
 
The main problem is that you have never heard of them until now, 
you didnôt realize their importance in the success of your business, 
and that it can cripple or kill your business if youôre not implementing 
some of these secrets and techniques. 
 
In many of the examples youôll be listening to me talk about my 
fitness centers or about someone selling cars or about someone 
explaining their business that is in a totally different niche than yours.  
Take a step back and see how you can bring the ideas and 
techniques into your business. Bringing these techniques into your 
own business could possibly be worth hundreds of thousands 
dollars to you in the months and years to come. 
 



Sure you may not be selling cars, but the concept of car dealerships 
making money off of the financing, for example, a service that many 
customers will need, can easily be brought into your business.  So as 
you go through this course, make sure that you are keeping an open 
mind and that youôre taking plenty of notes.  And be thinking, ñHow 
can I implement these strategies into my own business.ò  

 
If you have not already upgraded your account and want all the 
video and audio case studies from gurus who are making 
hundreds of thousands and even millions of dollars per year, 
then just log in and look for the ñupgradeò button after clicking 
one of the red buttons. 
http://www.HiddenSalesProject.com/login.php  

 
 

Why Listen To Me? 
 
A little about myselfé  
 
Iôve been in business for over 20 years, from starting my own DJ 
service in college to owning 4 Little Caesarôs Pizza restaurants, a 
TCBY Yogurt restaurant, real estate, and most recently 2 full size 
fitness clubs.  My business partner and I were bringing in over $2 
million a year from the fitness clubs and one day I realized I was 
bored and decided to sell everything to my business partner.  
 
I was learning about marketing online in an effort to market online to 
my fitness club members better and I realized that I was having more 
fun learning about stuff online than I was doing the day-to-day 
business for my fitness clubs.  So I decided to sell all of my offline 
businesses and jump 100% online.   
 
Now the dumb thing was that I actually jumped online before I had my 
first website, before I had my first sale, even before I had captured 
my first subscriber.  But I knew from what I had learned in business 
all those years that I could succeed.   
 
Currently I have two offices, one in the Ukraine and one in my home 
town with 4 additional part-time workers.  I am not only introducing 

http://www.hiddensalesproject.com/login.php


products in the Internet Marketing niche, but also touching on niches 
outside of Internet Marketing.   
 
I learned all about backend marketing in my past businesses. The 
difference between a marginal business and one that did really well 
was decided by what happened after the initial sale. 

 
 
 

What Exactly Are  

Hidden Sales ?  

 
 
 
 
 
 
Are you possibly sitting on a 
gold mine and donôt even 
know it?   

 
 

            

       
 
 
Oftentimes people give up right before they achieve true success.   
 
Think of hidden sales as ñoverlooked opportunitiesò.  Think of them as 
flushing money down the drain when you donôt use them.  Itôs money 
that could have been in your pocket, but you just werenôt aware of it.  
By finding these hidden sales and taking advantage of them, not only 
will you increase your sales and income, but things will start to 
snowball.  

 



 
The Facts Behind Hidden Sales 
 
 
 
 
 
 
Fact #1:  ñOnce a person 
buys from you, itôs easier to 
get them to buy again.ò 
 

    
 
Realize that when a customer is already there and buying, youôve got 
to keep selling to them.  It is so much easier to sell more to an 
existing customer than to try to acquire and sell to new customers. 
 
 

 

 
 
Fact #2:  ñMost people who 
leave your site wonôt be back 
unless you get their contact 
information.ò 

 
 
Before a person has a chance to leave your site, tap in to the tricks 
and techniques available to get them to stay, to get them to take 
action, or to get them into your funnel so that you can continue to 
advertise to them. 
 



Once you understand these two facts and you learn to incorporate 
hidden sales backend techniques into your business, your sales will 
explode. 

 

 
Categories Of Hidden Sales  
 
Here are some categories of Hidden Sales that you can use to 
significantly increase your sales. (Youôll find many of these strategies 
discussed in greater detail within the upgraded course.) In the next 
section, ñDo You Know What A Customer Is Worth?ò, you will see 
how these hidden sales can significantly impact your profits. 
 

 One-Time-Offer (OTO) ï This is an offer you see right after a 
purchase or after registering for free. It can be used in any 
number of ways after someone takes a desired action. This 
technique is usually a great bargain and many times a script will 
actually keep people from seeing the offer again if they donôt 
buy right away. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



Example: Mike Filsaimeôs OTO after people purchase his product 
at https://the7figuresecrets.com  

 

 
 
 

 

Example: This is my own OTO page that I sell to allow others to 

add this into their own sales systems. You can see it here: 
http://www.jeffdedrick.com/greatoffer2009/  
  

 
 

 

 
 
 Upsells ï This usually takes place right as the customer is 

making a purchase and the business owner is trying to 

https://the7figuresecrets.com/
http://www.jeffdedrick.com/greatoffer2009/


persuade them to purchase a more expensive version or add 
another product onto their order. 

 
 

Example: Michael Cheney offers buyers a chance to upgrade to a 

Platinum membership for only $47 more after customers click the buy 
button on this page http://www.11daystolistprofits.com  
 

 
 

 

 
 
 Downsells ï This offer is made to a customer after they reject 
the initial upsell.  Itôs an offer that is usually the ñliteò version of 
the offer they just said ñnoò to. 

  
 

 Cross sellingðThis is the strategy of selling other products to 
a customer who has already purchased (or shown an intention 
of purchasing) a product from a company.  It is designed to 
increase the customerôs reliance on that company and to 
decrease the chance of the customer switching to a competitor.   

  
 

http://www.11daystolistprofits.com/


 Seminars ï Sales of seminar tickets is not where the money is 
made. Itôs all the ñback of the roomò sales and ñcoachingò sales 
where the money is made. 

 
 

 List building ï By building a list you can continue selling to 
your list, but you can also make money from your list in a lot of 
other ways. 

 
 

 Bundles and packages ï If people are in a buying mood, why 
not sell them similar items at a slight discount. 

 
 

 Add on sales ï These are products that go with your product 
or are needed by people who buy your product. 

  
 

 Giving away free items ï There are many ways to make 
money by giving away products. 

 

 Forced Continuity Programs ï You can give a trial 
membership away to things like newsletters and coaching and 
people have to take action to quit or they will be billed. 

 

 

 

 

 

 

 



Example: Russell Brunson gives away one month of his newsletter 

and one month to his online membership to people who opt in to this 
page: http://membershipsite.dotcomsecrets.com/index.html 

  

 

 

 Self Liquidating Free Products ï These are products like CDs 
and DVDs that are given away. Many times there is a small 
postage or handling charge that helps pay for some or all of the 
product being given away. These then lead into additional 
sales. 

Example: Matt Bacak gives away a free CD on this page 

http://www.trafficexplosioncd.com  
 

 
 

http://membershipsite.dotcomsecrets.com/index.html
http://www.trafficexplosioncd.com/


 

Example: Russell Brunson gives away an entire box of 
products at this page: http://membershipsite.dotcomsecrets.com/index.html 

 
 

 

 Free teleseminars ï You can use teleseminars to introduce 
products or sell people products. There are certain strategies 
that work better than others for this. 

Example: With this service you can quickly set up your very own 

teleseminars and announcement pages in just minutes 
http://www.YourLiveTeleseminar.com .  

 
 

http://membershipsite.dotcomsecrets.com/index.html
http://www.yourliveteleseminar.com/


 

 Offline free offers ï You can drive people into toll free number 
hotlines or into your website to capture their information or sell 
them products right away. 

Example: Fitness clubs give away trial memberships in hopes of 

getting people to become members. The trick is to present these 
people with a great offer to join right as they come in before they 
even start their trial membership. 

 
 

 

 Telemarketing Programs ï This can be a very highly 
successful backend strategy. 

 

 Lifeline productsï This is where you have people buying your 
products and they canôt easily quit because other people are 
involved. For example, you create newsletters for doctors to 
send to their patients and the only way that the doctor can quit 
your service is if they decide to totally stop their successful 
advertising program to their patients. 

 



 

Example: This is a great example of a lifeline product. If I were to 

quit this monthly service, then my 125 audio buttons on multiple 
websites would stop working. You can see their service here: 
http://www.onlinewebsiteaudio.com  

 
 

  

 Branded Ebooks ï There are certain viral strategies to use 
that get your ebook or product out to many people who then will 
see your links. These people can be asked to sign up and join 
your list or asked to buy a product through your affiliate link. 

Example: Sign up here for FREE and get over 35 ebooks that you 

can brand with your very own cash producing affiliate links: 
http://www.ViralEbookExplosion.com  

 
 

http://www.onlinewebsiteaudio.com/
http://www.viralebookexplosion.com/


 

 Repositioning and renaming old products ï This is when 
you turn an old or dead product into another product. 

Example: A perfect example is this site itself. Apart from updating 

the materials, I changed the entire sales process. The original sales 
process just sold the product with the ebook and videos all wrapped 
into one product. The new sales process gives the ebook away for 
free and then potential customers see the upsell. 

 
 

 

 Exit Traffic ï When traffic is leaving your site you want to stop 
them and get them to take a desired action. Donôt ever let them 
just leave. 

 
 
 
 
 
 
 

 



Example: Iôll bet you have seen these virtual agents pop up when 
you try to leave sites. On many sites they have been very effective in 
increasing sales. You can check out Dave Guindonôs page here: 
http://www.virtualsmartagent.com   

 
 

 
 

 
Do You Know What A Customer Is Worth?  
 
Knowing which Hidden Sales opportunities you are going to use and 
how much they affect the bottom line is the key to knowing how much 
to spend on advertising, how much to pay affiliates, and how much 
you will make.   
 
For example: 
 
 Letôs say that the average new customer buys your $27 ebook, 
but then goes on to buy 3 more times at $47 each time.  That 
customer is worth $168 to you.  With this knowledge, you could 
spend up to $168 to get that customer and still break even.  But if 
your only product was the ebook, then you could only spend $27 to 
get that customer. 

 

http://www.virtualsmartagent.com/


Initial 
Product 
Value 

Upsell 
Value 

Customer 
Value 

Total 
$  
Income 

$27 $0 $27 $27 

$27 $141 $168 $168 

 
 

 Letôs say you are paying affiliates to bring that customer to you.  
If the $27 ebook is the only product you have (and no other Hidden 
Sales processes working for you!), then after a 50% commission, you 
would only be making $13.50, and not finding too many affiliates 
willing to promote for you.  However, if you were set up like the above 
example, you could afford to pay out 100% in commissions and still 
make a profit of $141 off the 3 sales @ $47 apiece (and you would 
have a ton of affiliates sending customers to you!). 

 
 

Initial 
Product 
Value 

Product 
Value After 
Affiliate 
Commission 

Upsell 
Value 

Customer 
Value 

Total 
$  
Income 

$27 50%=$13.50 $0 $13.50 $13.50 

$27 100%=0 $141 $141 $141 

 
 

What if you added even more Hidden Sales processes?  How might 
that impact your visitor value and conversion? 
 



 Letôs say that with only the $27 ebook you are at a conversion 
rate of 2%.  So if 5000 people visit your site and 2% buy, then 100 
customers have spent $27 for a total income of $2700. 
 
 Now letôs say that along with your $27 ebook, you also have 
Hidden Sales processes bringing in an average of an additional $141 
(3 sales times $47) and also increasing your conversion rate to 3%.  
You are now raking in $4050 on the ebooks and additional sales of 
$21,150 (150 customers times $141) for a grand total of $25,200!   

 
 
 

 

Initial 
Product 
Value 

Product 
Value After 
Affiliate 
Commission 

Upsell 
Value 

Customer 
Value 

5000 
Customers 
At 
Conversion 
Rate ofé 

Total 
$ 
Income 

$27 0%=$27 $0 $27 2% $2700 

$27 0%=$27 $141 $168 3% $25,200 

$27 100%=$0 $141 $141 3% $21,150 

 
 

Would you rather have $25,200, or $2700?  Stupid question, huh?  
Weôve talked about doubling and tripling your income with Hidden 
Sales, in this example weôre seeing closer to 10 times more income.  
Even if you paid affiliates 100% on the front end, youôre still looking at 
an income of $21,150ðalmost 8 times more income. 
 
What advantages would this give you in your business: 



 You could outsource more so you could make more products 
more quickly bringing in even more sales. 

 You could advertise more and pay more for pay-per-clicks. 

 You could pay affiliates more and have bigger and better 
contests, which snowballs into bringing in even more affiliates. 

 
Without knowing these numbers, you stand to potentially lose money 
in the same way that my previous restaurant owner example was 
losing money on every hamburger. 

 

 
Hidden Sales Case Study  
 
Iôm going to walk you through one of my sites and show you all the 
areas where Iôm making sales.  
 
The site we are going to look at is 
http://www.ViralEbookExplosion.com . 
The easiest way to show you is through a series of videos. 
 
Just log in to the site at: 
http://www.HiddenSalesProject.com/login.php 
 
Click here to see the videos: 
 

 
 

http://www.viralebookexplosion.com/
http://www.hiddensalesproject.com/login.php


When you are watching these videos, try to write down how you can 
incorporate some of these techniques into your current products and 
websites. 
 
 
 

Examples Of Hidden 

Sales   

 
 

Hidden Sales Examples From The Online World  
 
I would like to now walk you through some very successful online 
businesses and show you how they try to monetize every area of 
their website to make as much money as possible from each 
customer that visits their site. 
 
Weôll take a look at some of the different categories of hidden sales.  
Although I have grouped these examples into specific categories, you 
will quickly see that there is often times a combination of categories 
being used within one sales process. 
 

 

Upsells 

The first sales process weôll walk through is for Go Daddy.  Because 
you are not likely selling domains, lots of the examples for Go Daddy 
and the other sites I am going to show you wonôt apply specifically to 
your own business.   
 
You can, however, use the same concepts and ideas that these 
successful companies are using.  Look at what theyôre doing and try 
to see how you can adapt their practices so they apply to your 



business.  Ask yourself how you can copy the same concepts in your 
business. 

 
 
 

 
 

 
 
In this example, Go Daddy is selling domains for $1.99.  These are 
ñ.infoò domains only.  If they were only selling $1.99 domains, at the 
end of their sales process, I would have spent only $1.99.  Letôs go 
through the process that they go through to get me, the customer, to 
spend more money.   
 
In this example, I purchased the domain:  ñI-Want-To-Pay-More.infoò 
and checked off the $1.99 price.   

 

 
 
As you can see, I am immediately given other options to register.  Go 
Daddy searched their data base and found that ñI-Want-To-Pay-
More.comò, ñI-Want-To-Pay-More.netò, and others are available.  



They are instantly offering almost the exact same product that I 
originally wanted.  They are giving me the domain name with just a 
minor difference, but notice that all the other options will cost me 
more money!   
 
In your own business, what could you offer your customer that is 
almost exactly the same, but offers you more income potential?  If 
youôre selling an informational CD, for example, your customer may 
want it in the MP3 downloadable format, or they might want the 
transcript.   
 
People have taken a product and included the streaming audio, but 
then sell the downloadable MP3 and the transcript.  If you are selling 
CDôs, you could also sell the DVDôs, you could sell the transcripts, or 
you could even bundle them together to increase your sales!  Think 
about how you could apply this concept of ñsimilar productsò to your 
business. 

 

 
 
Here Go Daddy is showing me additional options of domains that are 
available.  You will notice that some of these are slight variations of 



what I originally typed in.  These domain suggestions might possibly 
be even better than what I originally thought of.   
 
Notice the area titled ñPremium Domain Namesò.  These are just wild, 
unrelated domains that are usually higher in price.  In this example 
youôve got sites that are over $1000!   
 
This may be an example of the ñprinciple of contrastò where you are 
shown what domains can be valued at or what they can be worth 
($1000 or more), then you donôt think twice about paying only $2. 
 
The same principle is also at work as youôll see in the next few 
screenshots. They want you to spend $2.99 here, $13 there, 
$49.99/year here.  All the individual dollar amounts seem small in 
contrast to that $1000.   
 
Iôd be really curious to find out if these high priced domains are 
actually an impulse buy and people are checking them and buying 
them.  There again, itôs a good strategyðimpulse.  Youôll see this 
over and over in the examples.  With the impulse buy, people have 
their wallets out and theyôre ready to purchase, so why not give them 
something to buy. 

 

 
 
In this screenshot, youôll notice Go Daddy is offering a discount on 
the ñ.netò and the ñ.usò of our chosen domain.  Theyôre doing the old, 
ñHey, weôre having a sale.  Would you like to pick up an additional 
item and save money?ò   



 
Also notice that the ñAdd these domains nowéò is pre-checked.  This 
is similar to a forced continuity program where youôre getting 
something automatically and you have to ñask outò of it.   
 
Since this box is pre-checked, if you just click the button to move on, 
ñYes!  Add these to my order.ò, when you go to the next page, these 
two items will automatically be added on.  Notice that the ñYes!  Add 
this to my order.ò button is bigger than the ñNo thanks.ò button. 

  

 
 
On this page youôll notice that for our $1.99 domain, Go Daddy is pre-
populating the two-year pricing. They are indirectly asking for a two-
year commitment right away.  Instead of allowing you to spend only 
$1.99, they are trying to get you to spend $11.98 for two full years.  
The thing they donôt spell out for you is that the second year is at the 
full price.  The one-year for $1.99 is a loss leader.  You will not 
continue to receive this price forever.   
 
Go Daddy also pre-checked the ñAuto- Renewò.  They want your 
registration to automatically renew without any effort on your part.  
 
For those of you who have membership sites, you should be doing 
the same thing.  Your customers should be on auto-renew.   
 
I did this in my fitness centers where after the one year contract was 
up, they became a month-by-month member automatically.  Itôs 
human nature for people to put things off. Even if they loved my 
athletic club and wanted to be a member, there was always the 
possibility they would let their membership lapse.  I didnôt want to take 
the chance that the member might find the act of coming in to sign up 
again inconvenient and that I might lose that member forever. 
 



The last couple of boxes above offer to certify your domain with a 
seal and add email to your domain.  As you can see, these two items 
are not pushed as hard as the others.  You are not forced to un-check 
or choose a less costly option. 

 

 
 
Here youôll see that Go Daddy has conveniently put together ñPlan 
Featuresò that customers may see a need for.  If people are buying a 
domain name, thereôs a good chance theyôre going to need other 
services.  Go Daddy has done a great job of giving people options to 
purchase these.   
 
This is the first time youôve seen them get away from direct domain 
selling.  Theyôll be doing a lot more of this in the coming screenshots. 
 
Go Daddy offers different plan levels to try to get people to purchase 
plan features such as private registration, expiration protection, and 
even transfer protection.  These are additional services having to do 
with the domain itself that theyôre offering to the customer to buy.   
 
Notice they have pre-checked, ñShow me exclusive offers that will 
help me get the most from my domain.ò  In this case, customers have 



to go out of their way to choose a ñquick checkoutò and bypass these 
options.  If people just go down and hit ñcontinueò, then on the next 
screen they are going to see another set of products that they can 
purchase.  

 
 

 
 

 
 
After hitting ñcontinueò, Go Daddy reminds you that ñThe savings 
donôt stop!...weôve got the products and services you need to make 
the most of your presence on the Web.ò  



 
These may include hosting, traffic, and possibly an SSL certificate if 
you are selling something.  Theyôre offering quick blogs and online 
photo; the options seem endless.   
 
Some of these are 2-year services where you have to pay every year, 
so there is a yearly cost.  Go Daddy uses drop down menus and pre-
populates some of these with the longer time frames.  If itôs a one 
month plan, the drop down box is pre-checked for 12 months showing 
you the savings by choosing that option.  Theyôre choice is not to 
have customers buying monthly.  They want to get as much money 
out of the customer as they can during this transaction. 

 

 
 

 
 



 
 

 
 
At this point, Go Daddy is not only giving customers the option to buy 
new items, including Website Tonight, Traffic Blazer, and Quick 
Shopping Cart, but theyôre going back and trying to resell you on the 
private registration and other items youôve already turned down once.  
Again, theyôve got some of the drop down options already pre-
checked for 12 months and 2 years trying to get a full year or two of 
payments from you. 
 



 
 
At this point weôve now decided to continue on to the checkout.  Go 
Daddy is showing me that I have indeed chosen to purchase ñI-Want-
To-Pay-More.infoò, once again asking if I want to purchase matching 
domains.  This is the third time theyôve offered this. 
   
They originally offered the ñ.comò, ñ.netò, ñ.orgò, ñ.bizò, and ñ.usò.  Then 
later on they showed the sale where they offered the ñsave 23% ñ for 
the ñ.netò and the ñ.usò and again theyôre offering the ñ.comò and ñ.netò 
right in the shopping cart when weôre reviewing what weôve 
purchased.  Theyôve pre-checked the registration for two years.  As 
you can see, weôre paying $12.38 instead of the $1.99. 

 

 
 
In review, if Go Daddy ran their business like many other people do 
online, they would have only sold the $1.99 .info domain.  However, 
by trying to sell as many similar or related products as possible to the 
customer, they have been able to create a successful company.  

 

 
 
If I had gone through the whole sales process and bought all of their 
non-domain products or cross sells that they recommended (without 
buying any additional domains), my total would have been $882.74.  
That is only for todayôs purchase.  That does not include the many 



recurring costs every month and every year for some of the cross 
sells that were purchased. 

 

 
 
After my decision not to purchase the $800+ in products and 
services, I exited the site.  Go Daddy tried one last time to get me to 
purchase with this exit ad:  ñWait!  Donôt miss your chance!ò  Even Go 
Daddy realizes the importance of having an exit strategy for their 
business. 

 
 
 

 
 
Letôs now move on to Dell Computer to learn some of their strategies 
to make more money through hidden sales.  Dell uses a low cost 
strategy similar to Go Daddy to get people in the door, to get people 
to their web page, or to call their company.  

 

 
 



 
 
In this example, Dell is advertising the Inspiron 1501 at the low price 
of $489.  In subsequent screens you will see that Dell does a great 
job of trying to get you to upgrade and to cross sell you on additional 
products.   
 
In this screenshot, however, Dell takes a different approach.  Here it 
actually looks like they are trying to downsell you, meaning that the 
original laptop computer is checked off, but you are given options to 
downgrade resulting in a lower priced computer.  Their strategy might 
be to take that customer who came here happy to buy that $489 
computer, then lower their guard by making it look like they are trying 
to help them out by offering them ways to save money.   

 

 
 



Things quickly change, though, in this screenshot where Dell is 
offering their help with your printer purchase.  You entered their site 
with the intent to buy a computer, but if youôre like most people, youôll 
more than likely need to buy a printer also.   
 
Dell has the first box pre-checked and even highlighted in green (the 
Dell recommended box), and theyôre trying to entice you to spend an 
additional $49 to purchase the printer.  Thereôs even a button 
underneath that you can click on to ñAdd accessories and servicesò. 

 

 
 
Here Dell is trying to get you to buy a warranty.  Notice the heading of 
this section-- ñProtect My Investmentò.  Theyôre not saying, ñSpend 
More Moneyò (which is what they want you to do!), theyôre saying, 
ñProtect My Investment.ò  Everyone wants to ñprotect their 
investmentò.   
 
But if you notice in the green ñDell Recommendedò box, the price is 
$340.  Thatôs almost as expensive as the original computer!  (They 
entice you to add this to your purchase by offering you $75 in Dell 
Dollars.)  Youôll find that in most businesses, warranty programs are a 
huge percent of profits. 
 



 
 

When we get to the ñReview My Summaryò page, Dell shows you 
everything youôve purchased.  Notice in green it says, ñWe have 
some recommendations for you highlighted in green belowò.  Theyôre 
not done with you yet! 
 
Notice that the price has jumped from $489 up to $1177, but Dell also 
shows you that it is only $36 per month.  Theyôre trying to put it into 
some kind of perspective that makes it sound like itôs not all that 
much.   
 
In the original ad of $489, the price was as low as $15 per month, but 
customers didnôt really notice that.  Now they have already gone 
through the complete sales process, theyôve checked the things they 
want, and now it is time to buy.   
 
After seeing this price of $1177, the customer may be feeling some 
sticker shock and might be hesitant to make this expensive of a 
purchase.  By Dell breaking it down into a lower monthly price, theyôre 
hoping it will prevent people from abandoning the shopping cart and 
not purchasing anything. 

 



 
 

Dell still isnôt done with you.  Notice here underneath the price of 
$1177, theyôre even asking you to purchase ñEssential Add-Onsò, 
products they want you to feel like you need. Dell doesnôt want to 
take the chance of their customer going to someone elseôs website or 
a local store to buy these products.  Theyôre giving them the 
opportunity to make one purchase and get everything. 

 

 
 
So, when all is said and done, Dell Computer originally got us to 
come in by advertising the low price of $489, but after purchasing 
some of their recommended products, theyôve more than doubled 
what we were originally going to spend, and in doing so, more than 
doubled their profits. 

 
 
 



 
 
Our next example of a company that does a great job of the hidden 
sales process is the online printer VistaPrint.  Iôve used VistaPrint 
many times for printing projects, and they send out offers all the time 
for 250 free business cards.  Weôre going to walk through the process 
of getting those free business cards and how Vista Print continues to 
make a lot of money giving out free business cards even to their 
current customers.   
 
Watch how a free offer adds upé 

 

 
 
After clicking on the email I was sent and selecting a business card, I 
went to the order checkout page where they are offering me 
additional quantities of business cards.  The 250 are free, but they 
are, of course, trying to upsell me into purchasing more business 
cards which would obviously cost some money. 

  



 
 
On this page, the 100-lb. premium paper stock for $12.99 is pre-
checked.  They are already planning on your upgrading your free 
cards to cards with a higher quality paper. 

 

 
 
Here, VistaPrint tries to get you to purchase printing for the backside 
of your card. 

 


