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Hot Seat #6 – Tarot Card Readings

This hot seat is for Deb and this is one that is pretty far out of my domain of knowledge. It
is for tarot card readings. Deb is a tarot card reader.

Deb says that she is a professional tarot card reader. Her prospects – “Anyone can be a
prospect because everyone finds themselves in a position now and then that makes them
wish they could find out the ending before it happens. However, typically my client is a
well-educated woman between 25 and 55, mid to upper income, spiritual but not religious.

The hot points – “People want to see around the corner in their lives and their dramas.
Their most well worn subjects are jobs, love, money and sometimes family.”

The launch story – Deb has a very extensive story here that she shared. It is very lengthy.
I’m not going to read this whole thing to you. You can pause the video and read it
yourself. Then you can read the second part.
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Basically the story was that Deb is a lot like you. She’s trying to raise her kids and have a
good life, but kids are full of surprises. Love life is not going that great. Just basically
some disenchantment and she’s always looking for the answer. She went to some
psychics and didn’t find anything. She even tried doing some of these readings but didn’t
find anything.

All of a sudden, she found the right person. This Mary gave her a fantastic reading and
they really connected. Basically, Deb ended up becoming a reader and sort of finding the
answer almost in a mystical crazy way. She stumbled onto the answer for herself and
now is able to give some readings.
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Let’s drop down to the offer.

The offer is to give three card readings approximately one hour in length once a month for
three months. The cost is $300. She only has 68 slots so she has built in scarcity since
she is going to be doing this. It is a one-on-one thing. It is like a coaching type of situation
so obviously there is a limit. Scarcity has a great reason why.

This is a natural launch. It is like coaching. Anyone in a coaching environment or a
teaching one-on-one environment, it is not that complicated to do a launch. When you are
coming into the launch, the story is since you can only take a limited number of people,
you want to make sure everyone gets the right chance, or gets a good chance.

“I want to make sure I get the right people,” so pre-launch content is all about telling them
what it is, what to expect, why you are the right person, and the results you’ve had in the
past. The subtext is, “I’m giving you all this information ahead of time so that you can
make the right decision. I can't take everyone so I really have to focus on attracting the
right people.” That is sort of the subtext to this type of a launch.

This will work whether you are doing tarot card readings or whether you are doing
business coaching. If you are doing a one-on-one type of coaching, a one-on-one
service, then there is only so much of you that can go around.
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There is one thing in this offer that I don’t like. “This will be good for six days or until I sell
out, whichever comes first. Then I’m going to pull the deal and my readings are going up
to $125.” The part here that she’s going to pull the deal and the price is going up, that just
feels a little punitive the way it is currently worded.

What I would do is change it so that your current pricing is $125. So what you are doing
up here is giving a deal. It is normally a $375 deal, but as part of this launch special, they
can get it for $300. You are only going to make it available until you fill the spots or at the
end of six days. After that then the price is going back up to the normal price which is
$375.

Up here Deb talked about the reason why she wanted to do this. She wanted to set up a
short subscription so that when you are in the middle of a problem, you can check on the
progress. The way I word this down here would be more like, “Then I got this great idea.
Well, I think it is a great idea. I’m not exactly sure how people are going to respond to
this, but I thought that if I could set up this short subscription process, then people can
check in.

“They won't have to wait if they are in the middle of a problem. They can check on their
progress because every time you take an action, the possible outcomes change. With
this subscription we could have this ongoing relationship where you can check in with me
and I’ll get to know you. I’ll become more familiar with you and your situation.”

I’m not sure if that is congruent with the way tarot cards work, whether you need a
relationship or whatever. It doesn’t sound like you do, “I decided to put together this
subscription process because of this reason.” It sounds like you can check in whenever
you want to check in.

“The normal price that I charge for this would be $375 for three sessions, but since this is
a brand new idea and I’ve never done anything like this before, what I’ve decided to do is
put together a great special offer. The deal is when I open the doors I will have 68 spots
available. I don’t know how quickly they are going to go.

“People might snatch them up in a few hours or maybe I won't fill them up. I’m not sure,
but for those 68 spots, they will be available for a maximum of six days. I’m going to
discount the price from my normal $375 so you can get this for $300.”

That’s the way I would word it. Then you go on to tell them about the special bonus and
the special offer. Then I wouldn’t spring the six month deal on them until they get to the
order page. Then six months at $550 – I might go $525 or $500 – gives a bigger incentive
to go to six months.
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Down here I’m a bit confused. She says, “P.S. You know I still have Mary read my cards
from time to time. My life isn't perfect either, but it is nice to know that I have options.
Mary is going to take 20 people and read for them herself, so get ready.”

I don’t know what that means. For the people who didn’t read Deb’s entire story, Mary is
sort of like Deb’s mentor. I just don’t get this. “Mary is going to take 20 people and read
for them herself.” Does that mean that there are really 88 slots available, or does that
mean that there are 48 slots and Mary is going to take 20 of them.

Either way this launch has been setting up Deb and her expertise. Now in the P.S. to flip
on this idea that there are 20 – I just don’t get it. I think this is a real problem here. It is
very confusing to throw it in the P.S. at the last second. If these people are going to get a
reading from Deb and from Mary, I guess that is an extra bonus, but I’m really confused.
I’m worried about that.

Down here there’s a double clutch offer. “I’ve decided to open up only ten spots for the
six month subscription.” Is this going to be after the launch? Again, I’m confused on the
double clutch.

I basically like it. The story is a good one. The scarcity is a good one. The set-up is a
good one. As I mentioned, I would change this whole thing that the price is going up.
Take the price back up to the normal price of $125.

This thing is a real danger sign – I’m really worried about that. I’m not quite sure on the
double clutch offer. Otherwise it looks like it could be pretty rock solid.

Pre-launch content – “At least one video to answer questions from my list and one PDF
on what to expect.” That sounds good.
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It is going to be about a two week pre-launch and one week in the launch. To me a two
week pre-launch – you definitely want to do the video and a PDF. If you did a video, a
PDF and then maybe a lengthy blog post answering objections, in two weeks I would look
for maybe three pieces of content instead of two.

Otherwise, it looks pretty good if you answer those danger signs that I mentioned.


