
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



You want to increase your sales, isn’t it?  

 

But first, what will doubled sales look like to your business? That’s would 

mean a lot right? To you, it may mean expanding your business to other 

places and satisfying your customers more… to some other persons, it 

may mean more profits to enjoy. Either way, it will make a difference to 

you. 

 

Having trained and interacted with over a thousand entrepreneurs, sales 

people, marketers… from over 47 countries, I can tell you for sure that  

sales is the fuel for every and any business. Without it, one is done!  

 

I will reveal to you the secrets to which I have used in my consulting for 

several entrepreneurs that increased their sales sporadically in a moment. 

Before then, let me tell you something very crucial: 

 

All these 5 Secrets would not work themselves out if you decide 

to fold your arms. Mind you, your knowledge may increase, but 

your sales will not change if you don’t act. 

 

Taking action is key.  

 

If you really think doubling your sales will make a good difference in 

your business and you’re ready to act these secrets immediately, then I 

have got one more good news to tell you.. 

 

You’ll be shocked at the speed to which you will double your 

sales. To some persons, it could happen in just a 7 sort days! 
 

So… what do you want? 
 

Your sales and success is in your hands. 

 

Cheers! 

 

Ortega 
 
 



 

SECRET 1: 
IS IT A "HE" OR "SHE"? 

Who are you selling to? Are you in business selling to just anyone? 

Many businesses have wound up because they started out without 

knowing who their ideal prospects are. 

The truth is, not everybody will have a have a flair for your product 

or service. This is because everyone has different needs at different 

point in time. Huge mistakes in businesses are usually made by 

trying to get just anybody to buy. Common, you’d agree that 

selling a bottled water to a poor homeless beggar might look 

unreasonable expensive to him because there are several 

alternatives such as sachet water. Plus, he can’t afford it! 

 

A prospect is a potential buyer, who has a need and is interested in 

getting your product now or later. I have come to discover that one 

of the best ways to know your prospects is to see them as humans 

and not just the regular demographic template engraved in a 

business plan.  

 

 

 
 
 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

KNOW YOUR 

PROSPECTS 

LIKE A 

FRIEND 

 

Here’s how to create a prospect’s avatar: 

 Who did I truly create this product for? 

 What are my prospect’s pains and 

frustration? 

 What has been keeping them awake at night? 

 What is it that they would like to change 

right away? 

 What are their fears? 

 What are their desires and interests? 

  What is it that I can give them that would 

put smiles on their faces? 

  Does my prospect have the money to pay? 

 On an average, how much does he or she 

make per month? 

 Where does my prospect hang out? 

 What does my prospect enjoy doing? 

 Where can I meet my prospect? 

 What can I use to catch my prospect’s 

attention? 

 What results will I give my prospects that we 

would want to have my service or product 

every time? 

 

 



After getting answers to the ‘prospects-avatar’ questions, go online 

and look for a picture that looks like your ideal prospects. Then, 

have it placed on somewhere you can see it. 

Ensure to create for both genders if your business gives services to 

both genders and ensure to give them names that you like or can 

remember. 

Sample (An Ideal Prospect For A Masseuse) 

PAIN AND FRUSTRATION: Mr John wakes at night with a regular 

back pain after working all day having business meeting with his 

workers. He tries changing his bed foam to something better, but 

the pains did not go completely. 

 

FEARS: He fears he could one day be struck by a disease since 

these pain affect his functionality at home and in his work. 

 

INTERESTS: He is interested in anything that could relieve his 

pains and make him function well. 

 

ASSOCIATION: He periodically hangs out with his friend in a bar, 

conference, entrepreneurship summits, events…  

 

He also spends his time in The Zoro Therapy facebook page, The 

Unique Massage Place, Health And Body facebook groups to ask 

questions and share his pains  
 
 

You could continue like that. 

 

 
 

 

 



 

SECRET 2:  

TELL MOMMA THE 

TRUTH: WHO IS SHE TO 

YOU? 

You see, your clients or customers are exactly who you think them 

to be. Many a times, customers have the habits of acting “slutty”. 

Their typical attitudes are as follows: 

They go from one place to another looking for the best business 

deals, they are never really satisfied with one deal, they are always 

concerned about getting the best value for their money, they go 

about taking advantages of a new-business person who hasn’t 

understood his terrain and pricing well… and they are quickly 

pissed off when disappointed in their getting value from a product 

or service.  

 

Sadly, many businesses don’t understand this to be the natural 

habit of many customers or prospects out there. They are just 

focused on getting their products out of the store and are never 

concerned about who their customers really are. 

Again, don’t blame the regular customer’s unsatisfied actions and 

curiosity that makes him always search your competitors without 

you knowing in order to get great deals. What you should focus on 



instead is how you could nail them into your business and convert 

them to a committed wife. 

Wait a minute! I am not talking about going into a sexual 

relationship with your customers; I am talking about changing 

your perceptive on them – from slutty to being a wife. 

 

Here are the characteristics of a typical wife: 

 She likes attention. 

 She likes someone who is caring 

 She likes someone who listens to her pain, cry, fears, 

celebration… 

 She likes someone who is hardworking and is a support. 

 She likes someone who would be beneficial to her interests 

and goals. 

 

 

Sadly, many businesses don’t know this or do this. If you can fill 

the gap by changing first, your perception about who your 

customers are and give them their interests, you could double your 

sales almost instantly. 

 

ACTION POINTS: 

 Treat each prospect as a billion dollar prospects 

 Repeatedly and consciously catch their attention by focusing 

on their benefits. 

 Get to know about them deeply. Look for where they 

congregate, discuss…. Find the questions they are asking, 

and get their thought process. 

 Ensure to make your product or service about solving their 

problems or granting their desires. 

 Treat them as humans. Celebrate them in their birthdays. 

Send them wishes periodically, give bonuses, provide 

discounts, ask them questions… 

 Don’t sell crap, give them great value for their money 



 Make them perceive the benefits of your offers 

 Always be there for them with the best services and 

solutions. 

 Think and talk them, and not you. 

 

 

 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

YOUR CLIENTS ARE THE KINGS 

OF YOUR BUSINESS; TREAT 

THEM LIKE YOU WOULD TO 

YOUR WIFE IF YOU WANT TO 

STAY IN BUSINESS BECAUSE 

THE GIVE YOU THE MONEY AND 

HELP GROW YOUR BUSINESS. 



SECRET 3:  

MAKE IT ALL EASY FOR 

THEM 

There are a lot of products or services out there today. Many are a 

bunch of technical jargons that an average prospect finds it difficult 

to understanding it.  

 

Whatever products or services you have for your customers, ensure 

to strive on making it all easy for them. Make your applications and 

websites user friendly. Add a tutorial or support system to your 

products that could lead customers through the processes.  

 

Keep on innovating to provide better value to your customers in 

the best form available.  

 

One more thing, many businesses fail in this part. They make 

everything complicated for their customers.  

 

Try to reduce the stress undergone by your prospects on their 

getting satisfactions from a product or service. Note that virtually 

every prospect buys something before and after coming to you. 

 

For instance you sell phones. After buying phones from you, your 

prospects could want to either buy Phone Sim cards or phone 

accessories. Sometimes, the product may even get damaged due to 

their negligence, so they would want to have it fixed, right? 

 



Now, if you are like many entrepreneurs who like stressing their 

customers, your customers will have to go through several business 

stores, offices, or companies to meet their complementary needs. 

 

But if you’re like the few smart business owners, you could have 

those complementary services as either your down-sells or up-sells. 

It’s easy to go about this. You don’t necessarily have to be the 

owner of the complementary products or services; you could form 

be an affiliate deal with a business, or form a joint venture. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

SECRET 4: 

 MAKE THEM AN OFFER 

THEY CAN’T REFUSE 

Customers are wiser each day. Many a times, they could easily spot 

when a sales person is trying to sell them something. They quickly 

see the end from the beginning… When they see the ‘salesy’ part of 

the presentation, they whisper to themselves the regular “I-knew-

it!”.  

 

Then… if the products or services concerned is not spotted as 

beneficial to them, they cross their hearts… and refuse to heed to 

your sales tactic. This is what is known as objections.  

 

Objections are not bad. They are proof of concerns. They are 

usually erected by the logic brain due to prospects’ past experience 

or exposure. But you’d need to smash the objections to make a sale, 

isn’t it?  

 

Here is how you can go about it, but first listen to this: 

 

Making an irresistible offer is easy when you remove YOU from the 

picture and put THEM in the picture. Remember your customers 

are interested in fulfilling their dreams, goals and solving a 

problem or going passed a frustration or conquering a fear.  



First, know what your prospects' or customer's objections are. Some 

common objections include: 

* It is too expensive. 

*I can't trust this product. 

*I don’t trust you 

 

*Is this the best price around? 

*Will I get the value I intend to get? 

*The risk is too much 

*Has it been done before? And on who? 

* I don't have time 

Now that you’ve known some of these objections, you need to 

appeal to the logic brain in order to smash these objections. 

It is too expensive: Show them the true value of the products or 

services. Ask them if they are interested in price or value. Show 

them an association of your offer to something or someone, maybe 

to an influential person. Show them proofs and facts. 

 

I can’t trust you: Soft sell them- give them FREE or low-ticketed 

items first, show them social proofs… 

 

Will it work? Take the risk off them, give them a money-back 

warranty, give them a means they could get support from, give 

them guarantee. 

 

 

 

 



 

SECRET 5:  

DON”T LEAVE MONEY 

ON THE TABLE 

Sales is more successful when follow-up is done. Many business 

leave money on the table when they don't follow up. Without 

follow up, your customers may end becoming “slutty”. There are 

several reasons why you should start following up right away. 

Some of them include. 

 

 It gives you the opportunity to know  if your customers are 

satisfied with your service 

 It provides you the option to correct a wrong caused by 

selling bad-products or your customers being addressed 

badly. 

 It gives you the opportunity to resell, upsell and down-sell 

to them. 

 It gives you the opportunity to re-sell your organization 

value. 

 It helps you remind your prospects the benefits of your 

products or services. 
 
 

To effectively carry out the follow-up process, ensure to keep a data 

of your customers and time of purchase. There are some cool online 



resources to help you manage your customers’ data and send 

automated follow-up messages. Some include MailChimp, Aweber, 

Constant Contact…  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 



CONNECT WITH ME 
 
 

Facebook: Ortega Ogomigo 

Instagram: Ortega Ogomigo 

LinkedIn: Ortega Ogomigo  

Website: ortegaogomigo.com 

Send me a mail: info@ortegaogomigo.com 
 
 

 

For a limited time, you could 

schedule a FREE 30 Minutes Sales 

Diagnostic And Prescription by 

clicking here to schedule a time 

with me: 

www.bit.ly/30MinutesFREE 
 

It will be 100% about you… No sales pitch. 
 
 
 

 

 

www.bit.ly/30MinutesFREE

