
The Connection Systems Checklist

Every sales transaction starts with a connection; it’s the spark from which we 
buy. 

Buying a Ferrari is no big deal, for a billionaire. He just needs a reason. The 
smallest desire. This desire could have sparked from a childhood memory of 
himself, sitting next to his favorite uncle, flipping through a magazine, and 
stopping to ogle over the latest sports cars. 

He remembers sitting on the back porch, calm, relaxed, and happy. His 
uncle paused for a long moment, almost alarming him, then shows him the 
picture of the Ferrari. His uncle’s mouth creases into a smile, “Now that’s a 
car,” he said. But what really hooked in his memory was the gleam in his 
uncle’s eye that he will never ever forget. 

Now every time he sees a Ferrari this memory pops in his head. This 
memory set the first domino in place and now 30 years later he has the 
ability to act on it. 

My friend Mike calls it selling to the spark. The connection comes from this 
initial feeling. 

The passing of his uncle prompts him to go out the next day to buy the 
Ferrari. He wants to capture that feeling. He’s sparked by his pain. He 
doesn’t have many options. He can buy online or go to his local dealership. 
He decided to check out the dealership first. Once he arrives at the 
dealership the salesperson just has to be cordial, and tip, tip, tip go the 
dominoes, getting closer to the sale. He can’t stop himself from acting on his 
desire. A few good questions from the salesperson and the man convinces 
himself that he definitely needs the car. 
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It’s your job to create a connection that shows them that you care and that 
you will deliver on your promises. Once this trust is in place and if they are 
ready, the sale will happen. 

When the purchase occurs, now it’s up to the salesperson and the company 
to build on that relationship and make the experience so amazing that he 
tells his billionaire friends. Now the dominos start tipping outward making 
WoM (Word of Mouth) a big part of a successful sales cycle.

This first domino starting to tip can happen at a coffee shop, talking to a 
friend on the phone, or online. Someone posts a picture of their pancakes on 
Sunday morning and now you want some too. 

Advertising, just like a timely referral, also sells to the spark of hunger. It’s no 
accident that the commercials for food always come on right before the peak 
meal times. People are hungry and just need a little spark to get them to 
take action. The fast food industry then creates a visual and/or auditory 
connection, they appeal to your memories of you enjoying a delicious meal, 
the first domino tips into the next, and you place the order.
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The spark brings the customer to you, the start of the connection. Then you 
have a chance to deepen the connection. This is what keeps the customer 
sticking around. Once the connection forms the rest is much easier. 

When the initial connection occurs it tips the first domino into the next. That’s 
why each step of the buying process is so important. The more you can 
show them how valuable your product or service is, the more proof they 
have that your answer works well. The less barriers they incur, the easier the 
sale. 

Once you have the connection, it’s important to understand the customer’s 
struggle and find the right offer that fits their needs. Whether you are selling 
a high priced product/service or low priced one, you have to reach people 
when they are in pain and need your help. If they’re not in enough pain they 
won’t pay attention. If your offer isn’t compelling enough they won’t pay 
attention. 

They want their pain reduced, but before they buy they also want to know, 
that the process will be worth their time and money. They want to know how 
they will feel at the end. How satisfied they will become. This is why your 
ability to tell compelling stories is so important. The stories help set off the 
memory, so when they feel the pain they come to you for help.

If any part of your sales system from first contact to close comes on too 
strong or weak, they won’t feel comfortable. You’ve lost your chance to earn 
their trust. That’s why infusing your company’s personality (brand) into your 
site and pages is important. You attract your “ideal” customer and push away 
people who might not be a good fit for your company. This is all apart of the 
measuring and refining process. You can do this with A/B testing to see what 
your customers respond well to, so you can do more of it.

Let’s break down the core components of building a connection and turning 
that connection into a loyal customer. Then we’ll review the checklists for 
your website, sales/service pages, and landing pages. These checklists help 
guide your focus to connect and convert people into not just buyers, but true 
fans of your business.

First, we have to start by asking the right questions: (You will probably want 
to print this out to make it easier.)
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What problem do you solve for your customer?

How do you solve their problem? (This is your BIG domino, main offer. The 
one thing you do so well that they can’t help but share you with their friends 
who need similar help.)

Why are they frustrated with their problem? 

Why do you enjoy solving their problem? (This should be the foundation of 
your marketing. Your “why” dictates most of your choices.)
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What are your (business) core values? (What do you stand for as a 
company?)

Who is your most critical “ideal” customer? (Convince the difficult and the 
rest will follow.)

What will their life look like after you have helped them? (Focus on benefits 
after they use your product or service.)

The next step is to find ways to connect with your customers by creating a 
fantastic experience at each stop of the sales process. A system like this will 
make referrals so easy and fun because it will make your customer look 
good when they perceive that they can help someone else by sharing their 
awesome experience.
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That’s why every domino that you have in place matters. If one doesn’t tip 
into the next then you’ve lost them, probably forever.
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Every Step

Have you seen the video of a small domino that knocks down a bigger 
domino from Stephen Morris? Over a million people have seen the video.

The next domino is 1.5 times larger than the previous. It’s this idea of 
creating exponential systems for your business that will help you grow while 
keeping your costs in check. You never know when someone who buys from 
you has a friend with even more buying power.

Every website (landing pages, sales pages, about page, etc.) needs to be 
answering arguments in customers’ heads of why they should buy today. 
Some people are very critical; these are the people you should be targeting. 
They are harder to convince, but once you win over the most discerning 
buyer, then the rest will fall in line.

The following checklists were created to help you see if you are answering 
every critical argument that your customer has at the right place and right 
time.
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If you aren’t sure how to improve a section of your site then try these simple 
steps:

1. Ask yourself how does this help earn their trust?
2. Check in with your core values. (How can you answer a possible 

objection from the core of how your company helps people.)
3. Ask an employee, co-worker, or customer who might have a fresh 

perspective.
4. If you still struggle to find the right message that you want to convey 

then please feel free to contact me at karl@dominoconnection.com.

Each checklist was created to be printed out on it’s own, so you will see 
similar questions in each section. 

You never know which page an ideal customer might land on and start their 
journey to learn more about you, so try to look at your site with fresh eyes. I 
suggest starting at your most popular pages first. Go through each page with 
your checklist so you are building trust quickly and encouraging them to 
deepen the connection with you. 

Remember to keep your focus on your each page’s ultimate goal. In the end 
it should all funnel toward adding more leads and ultimately closing more 
sales with your ideal customers.
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Website Connection Checklist

23 questions and areas your website should focus on:

(Check off each box as you go through your website) 

 Do you tell a compelling story that grabs their attention and shows the 
customer how you are able to help them with their problem?

 Do you answer what is special about your product or service? (your BIG 
domino)

 Do you answer who is your “ideal” customer? 

 Are you showing how you help people vs. just telling them how you can 
help them? (i.e. testimonials, portfolio, solid data, before and after images, 
etc.)

 Do you answer who wouldn’t be a good fit for your products and 
services?

 Do you answer what is the first action you want someone to take when 
they visit your site? (Is this crystal clear?)

 Do you answer what your website visitor should do within 5 seconds?

 Do you explain to the customer about who you are? 

 Do you answer why you are worth their attention?

 Do you answer why you do what you do? (Your “why” is a huge part of 
why they choose you over a competitor.)

 Do you answer what are the benefits of your products or services?

 Do you use images that help you counter the customer’s potential 
objections?

 Do you grab people’s attention with your headlines?
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 Do you answer common objections that your potential buyers might have 
with purchasing your products and services?

 Do you answer what exactly will you be delivering to them after they buy?

 Do you give a detailed description of what’s inside when they buy?
 

 Do you offer any bonuses for buying?
 

 Do you have any testimonials to support your offer?
 

 Do you have a money back guarantee? (If appropriate)
 

 Do you have a FAQ page? (Frequently Asked Questions)
 

 Do you answer why your offer is such a good deal?
 

 Do you offer a special incentive (peek into your treasure chest) for them 
to contact you?

 Does the structure of the website lead people along a journey that builds 
trust and increases your conversion rate?
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Sales Pages Connection Checklist

24 questions and areas your sales page should focus on:

(Check off each box as you go through your sales pages)

 Do you tell compelling stories that grab their attention and help them see 
how you are able to help them with their problem?

 Do you share why you created this product? (When people know why 
you created your product you are adding to your story and building trust.)
 

 Do you answer what is your offer and why does it matter?

 Do you answer what are the benefits of your product?

 Do you answer what are the features of your product?

Are you showing how you help people vs. just telling them how you can 
help them? (i.e. testimonials, portfolio, solid data, before and after images, 
etc.)

 Do you answer as many possible objections that your potential buyers 
might have with purchasing your product?

 Do you build trust with your images, showing people you put extra effort 
into getting the details just right?

 Do you use targeted copy to draw attention to certain concepts and keep 
them reading?

 Do you answer who you are? (Why you are worthy of their attention?)

 Do you answer what exactly will you be delivering to them after they buy?

 Do you answer who is your product for? (explain who would be a good fit 
for your product)
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 Do you answer who wouldn’t be a good fit for your product? (explain who 
wouldn’t be a good fit for your product.)
 

 Do you offer bonuses if they buy?
 

 Do you have testimonials that add trust to your copywriting?
 

 Do you offer a money back guarantee? (If appropriate)
 

 Do you have FAQ page? (Frequently Asked Questions)
 

 Do you answer why your offer is such a good deal?

 Do you have too many offers that might confuse their decision process?
 

 Do you have a recap of your offer?
 

 Can you create a limited time offer? (bonuses, discounts, coupons, etc.)
 

 Do you have a heart to heart with the reader? (Why did you really create 
this product?)
 

 Do you have a “P.S.” that builds trust and entices them to think twice 
before they have a chance to decide not to buy?

 Does the structure of the sales page lead people along a journey that 
builds trust and increases your conversion rate?
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Services Page Connection Checklist

23 questions and areas your service page should focus on:

(Check off each box as you go through your services pages)

 Do you answer what is your offer and why does it matter?

 Do you tell compelling stories that grab the reader’s attention and help 
them see how you are able to help them with their problem?

 Do you answer what are the benefits of your service?

 Do you answer what are the features of your service?

 Do you answer why you do what you do?

Are you showing how you help people vs. just telling them how you can 
help them? (i.e. testimonials, portfolio, solid data, before and after images, 
etc.)

 Do you answer as many possible objections that your potential buyers 
might have with purchasing your service?

 Do you build trust with your images?

 Do you use targeted copy to draw attention to certain concepts and keep 
them reading?

 Do you answer who you are? (Why you are worthy of their attention?)

 Do you answer what exactly will you be delivering to them after they buy?

 Do you answer who is your service is for? (explain who would be a good 
fit for your product)

 Do you answer who wouldn’t be a good fit for your service? (explain who 
wouldn’t be a good fit for your product.)
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 Do you give a detailed description of what happens after they buy? 
(Show them the steps that occur and how valuable your service is to them.)
 

 Do you offer bonuses if they buy?
 

 Do you have testimonials that add trust to your copywriting?
 

 Do you offer a money back guarantee? (If appropriate)
 

 Do you have FAQ page? (Frequently Asked Questions)
 

 Do you answer why your offer is such a good deal?

 Do you have too many offers that might confuse their decision process?
 

 Do you have a recap of your offer?
 

 Can you create a limited time offer? (Coupon, discount, etc.)

 Does the structure of the service page lead people along a journey that 
builds trust and increases your conversion rate?
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Landing Pages Connection Checklist

11 questions your landing pages should focus on:

(Check off each box as you go through your website)

 
 Are you engaging your visitor with easy to consume content?

 
 Are you showing people why they should trust you? (i.e. testimonials, 

portfolio, solid data, before and after images, etc.)
 

 Did you create a compelling offer that matters to your audience?
 

 Did you explain the benefits of your product/service?
 

 Did you answer what are the features of your product/service?
 

 Did you grab the reader’s attention with high quality images that adds to 
your story?
 

 Did you answer what exactly will you be delivering to them after they give 
you their information?
 

 Did you answer who is your product/service for? (explain who would be a 
good fit for your product)
 

 Are you offering a guarantee? (If appropriate)
 

 Are you creating urgency for them to give you their information today?
 

 Do you have a strong call to action?
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Major needs:

1. Compelling Offer – Infusing an offer that your most critical  “ideal” 
buyer can’t say no to.

2. Congruent Message – From social media messages to blog to sales 
page everything must build confidence in what you are offering to your 
potential buyer.

3. Write for Dual Readership – Create a pages for scanners and 
detailed readers.

4. Inject Detail – Develop detail that show instead of tell, which is why 
stories are so important.

5. Gripping Narrative – Create a story that helps the reader see 
benefiting from your offer.

6. Use Branding Effectively – Is your branding congruent from first 
contact to the sale?

7. Write Convincing Copy – Use words that hit your reader’s sweet 
spot. Know what type of language your audience likes to read.

8. Targeted Web traffic – The more targeted people (ideal customer) 
who view your products and services pages, the easier it will be to 
close sales.

These checklists focus on grabbing your ideal customers’ interest quickly so 
you have a chance at getting them to take action with you. If you want to 
improve your customer connection right away, so you can close more sales 
then let’s set-up a quick chat, just email me at karl@dominoconnection.com. 

“Karl puts tremendous work into his site analysis. From basic button color 
analysis, to deeper product redesign, he helps rethink a site.” - Andrew 
Warner of Mixergy
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