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for Sales Pages
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For Specific Results Ad Claims




What Are You Selling?

* Specific Results Examples
- Make Money: Results = $
- Weight Loss: Results = Lbs.



Marketing Challenge

=> Disclose: High-Achiever Results
* Making money: specific claim (in $)
* Weight loss: specific claim (in lbs.)
* Non-specific Al-enhanced result
* Any specific result in numbers
-OR-
You Won't Sell Anything!!



What are High-Achiever Results?

4— Typical Results
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Prior to 1980: Extreme Example
B "I made $1 Million My 1st Year"

* Consumers' Net Impression: This might be
typical

* FTC: Need to Correct Deceptive Net Impression



1980 FTC Endorsement Guides

* "Safe Harbor" Provision: aTypical Testimonials

* Testimonials with atypical results are
legal, provided they are accompanied by
a clear disclaimer, such as "results not

typical®”. /4

Disclaimer



1980 FTC Endorsement Guides
Legalized This Example

* "I made $1 Million my 1st Year"

* "Results not typical”

4

Disclaimer



2009 "Results Not Typical" Disclaimer
Was Not Effective

* Consumers didn't understand or believe the
"results not typical" disclaimers

* NET IMPRESSION: despite the disclaimer,
consumers still believed atypical results were
typically achievable



What Actually Happened

4— Typical Results
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2009: Endorsement Guides
Results Not Typical Disclaimer Eliminated

"Results Not

Typical* Safe % £TC- ", the revised Guides eliminate what sometimes

Harbor is

Eliminated  Previously has been referred to as the “Results Not Typical”
- safe harbor for consumer testimonials."

* FTC: "If the advertiser does not have substantiation that the

Substantiate = - - .

specific result €@NAOrser’s experience Is representative of what consumers will

o eex Of - generally achieve, the advertisement should clearly and
conspicuously disclose the generally expected performance in
the depicted circumstances, and the advertiser must possess

and rely on adequate substantiation for that representation.”



2009: Are Disclaimers Totally Eliminated?

*FTC: "... cannot rule out the possibllity that a strong
disclaimer of typicality could be effective in the context
of a particular advertisement."

* FTC: provided that "...that the net impression of its
advertisement with such a disclaimer is non-deceptive."

Disclaimers Disfavored, /

But Not Totally Eliminated
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*FTC: "... cannot rule out the possibility that a strong
disclaimer of typicality could be effective in the context
of a particular advertisement."

* FTC: provided that "...that the net impression of its
advertisement with such a disclaimer is non-deceptive."

Disclaimers Disfavored, /

But Not Totally Eliminated



FTC Sales Page Framework

Sales Page Without Disclaimers

1. Specific or Al-Enhanced Result Claims are "Typicality”
claims (Net Impression)
-OR-

‘1.1 Substantiate that testimonialists typically
achieve the claimed
result(s) (Net Impression)

1.2 Disclose Generally Expected
Results (GER)

* Develop context to support Overall Net
Impression (ONI)

* Include "qualified" testimonials with aTypical opinions &
high-achiever results

* Track participant results &
develop GER

* Qualify specific or Al-enhanced claims with GER

Sales Page With Disclaimer

1. Specific or Al-Enhanced Result Claims are "Typicality” claims (Net Impression)

2. Develop Overall Net Impression (ONI)

3. Develop a "Chinese Wall" strategy &
Supporting context

3.1 Develop "qualifying” aTypical
Result Disclaimer

3.2 Completely Segregate aTypical Results
& Disclaimer from ONI
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LOIS GREISMAN

Associate Director for
Marketing Practices

Federal Trade Commission (FTC)
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"Max Disclaimer"” Strategy
Crashes & Burns

*FTC: "... cannot rule out the possibility that a strong
disclaimer of typicality could be effective in the context

of a particular advertisement."”

FTC: provided that "...that the of its
advertisement with such a



Many of our products and promotions provide information
about potential income you may earn.

but rather actual results
from those who have had exceptional success. Some of
these students have relevant prior experience or other
advantages that helped them make the most of our course.

Lurn generally
provides message boards and forums where students can
share their successes but
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FTC Sales Page Framework

Sales Page Without Disclaimers

1. Specific or Al-Enhanced Result Claims are “Typ«cality” claims
(Net iImpression)

1.1 Substantate that testimonialists typically achieve the clamed
result(s) (Net impression)

OR-

- 1.2 Disclose Generally Expected Results (GER)

* Develop context to supporlt Overall Net impression (ONI)

* Include “guaified” testimonials with aTypical opinions & high
achiever results

* Track particpant results & develop GER

* Quality specilic or Al-enhanced clams with GER

Sales Page With Disclaimer

1. Specific or Al-Enhanced Result Clams are “Typicalily"clams
[Net Impression)

2. Develop Overall Nel Impression (ONI)
3. Develop a "Chinese Wall® sirategy & supporting context
3.1 Develop “gualifying” aTypical Resull Disclamer

3.2 Completely Segregate aTypical Results & Desclamer from ONI




*

Framework Do's & Don'ts
DO: Develop Overall Net Impression ("ONI") Context

DO: Avoid "Max Disclaimer" Strategy
DON'T: Contradict Overall Net Impression ("ONI")

DO: Develop a "Chinese Wall" Strategy
- Develop a
- Completely Segregate Disclaimer from ONI
- Develop aTypical Results Disclaimer



Overall Net Impression ("ONI") is Key

* ONI is typically the Sales Page Headline

* Focus On: System, Method or Protocol
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BOOK PUBLISHING
MADE SIMPLE

We Provide You The Education, Mentorship, Tools & Technology To
Successfully Publish Great Books - All In One Place
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Join the program that has helped
thousands of people publish a book

Al PUBLISHING

WELCOME ’
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Our method makes self-publishing accessible to aimost
anyone, even non-authors!




Real books from real students
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() Publishing.ai

A new era in self-publishing:
where Al meets imagination

Al is amongst the most disruptive technology of the last 2,000 years. Our proprietary Al
publishing software now helps you streamline your business in a way that’s never been
possible before...

From Al-powered topic generation to outlines, manuscripts & so much more.
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Introduction . i grutputy e guits eiws -y

imagine a world where ideascome ™ - .
1o life effortiessly, chapters unfold
naturally, and amazing books flow o -

10 ideas generated

seamiessly from beginning to end,

Welcome to the power of Al-driven

Mu\rning1m Scalng Your Smal Business

Searting & Tech Stariup



Publishing'’s blog

Featured posts

ISAMAZONKDP. =~

Using Al to Write a Book: Guide to Seif-Publishing cBooks

PROFITABLE? ~ "~~~

AN IN-DEPTH EXPLORATION S

How to Make Maoncy With Amazon Audible: What You Need To Know

S mn reed N0

Best Al Book Writing Software & First Look at 2025 Publishing.al Reviews

B anzrao2a

Fun Retwrement Jobs That Pay a Small Fortune: No Degree Required
REVENUE CROWTH

Is Amazon KDP Profitable? The Realities of Scif-Publishing Eamings

S man rees Y2024

Wih dozers of Side husties popping up every week, iet's cut to the chase. You want something that's going to be
worth your time and enargy. And not just that, bt also brings in a decent iIncome. So, here's the big question: Is
Amazon KDF profRabie?

V42024 « 7 min read




PERSOMNAL & BUSINESS DEVELOPMENT

How to Start a Sei-Publshung Company

Learn how to start 3 scit-pubikshing company

step-by-step. Turn your passion into profit and
pubish books under your own brance

415/2025 + 9 mn resd

THE Al REVOLUTION
Top %0 Best Al for Writing cBooks

Discower the top 10 best Al tools for writing
cBooks—boost croativty, save time, and

pubish faster weh these powerhul wnting
asdstants!

ANA20ZS « 12 men resd

THE Al REVOLUTION
How to Write 2 Book with ChatGPT

Uniock your inner publisher! Discover how to
wntc 2 book faster and casker using ChatGPT—
Al tips, structure hacks, and creative inspiration
Insice

AN4I2023 » & men rued

PERSOMNAL & BUSINESS DEVELOPMENT

Audible Review: is It Worth
Your Time? Read This First!

Ursure f Pubishing.com's Audble course IS
legit? Our in-depth review explores s value,
cffectivencss, and whather it's worth your ime
—read this before decidng!

4/S5/2025 « 1 men resd




P Publis! ing.com

We Provide You The Education, Mentorship, Tools &
Technology To Successfully Publish Great Books -
All In One Place

S000 Balcones Drive STE 10763

+DISCLAIMER: Al testimonials shown are real but do not claim to represent typical results. Any success depends on many
variables which are unique to each individual, including commitment and effort. Testimonial results are meant to demonstrate

what the most dedicated students have done and should not be considered average. Publishing.com makes no guarantee of
any financial gain from the use of its products.

© 2025 Publishing.com._ All fights reserved.




P Publis) ing.com

| Software ' Wasteh Intro Training

n G m E. | Our Story  Student Testimonials

o | Contact Amazon KDP Royalty
We Provide You The Education, Mentorship, Tools & — Calculator
Technology To Successfully Publish Grest Books - | -
All In One Place F— Help Ce
5800 Balcones Drive STE 10763
Austin, Texas 78731

*DISCLAIMER: All testimonials shown are real but do not claim to represent typical results. Any succe
variables which are unique to each individual, including commitment and effort. Testimonial results &
what the most dedicated students have done and should not be considered average. Publishing.com
any financial gain from the use of its products.

© 2025 Publishing.com. All rfights reserved.



Disclaimer

* DISCLAIMER: All testimonials shown are real but do
not claim to represent typical results. Any success
depends on many variables which are unique to each
individual, including commitment and effort.
Testimonial results are meant to demonstrate what
the most dedicated students have done and should
not be considered average. Publishing.com makes no
guarantee of any financial gain from the use of its
products



These results are not typical




These results are not typical

Accept and Continue

Return 1o Home




Acknowledgment

By clicking “Accept and Continue,” | understand
and acknowledge that: These experiences are
from our most successful students; their success
should not be considered typical. Student
earnings vary based on effort, experience, and
other factors. Many students don't apply our
strategies and thus see little to no financial
return. We cannot guarantee success or any
specific financial result.
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FTC Sales Page Framework

Sales Page Without Disclaimers
1. Specific or Al-Enhanced Result Claims are "Typicality” claims (Net Impression)

1.1 Substantiate that testimonialists typically achieve the claimed
result(s) (Net Impression)

-OR-

1.2 Disclose Generally Expected Results (GER)
* Develop context to support Overall Net Impression (ONI)

* Include "qualified” testimonials with aTypical opinions & high-achiever results
* Track participant results & develop GER

* Qualify specific or Al-enhanced claims with GER

Sales Page With Disclaimer

1. Specific or Al-Enhanced Result Claims are “Typicality” claims (Net Impression)
2. Develop Overall Net Impression (ONI)
3. Develop a "Chinese Wall" strategy & supporting context

3.1 Develop "qualifying” aTypical Result Disclaimer

3.2 Completely Segregate aTypical Results & Disclaimer from ONI




FTC Sales Page Framework

Sales Page Without Disclaimers

1. Specific or Al-Enhanced Result Claims are "Typicality” claims (Net Impression)

1.1 Substantiate that testimonialists typically achieve the claimed
result(s) (Net Impression)

-OR-

1.2 Disclose Generally Expected Results (GER)

* Develop context to support Overall Net Impression (ONI)
* Include "qualified" testimonials with aTypical opinions & high-achiever results
* Track participant results & develop GER

* Qualify specific or Al-enhanced claims with GER



* Qualify specific or Al-enhanced claims with GER

Sales Page With Disclaimer

1. Specific or Al-Enhanced Result Claims are "Typicality” claims (Net Impression)

2. Develop Overall Net Impression (ONI)

3. Develop a "Chinese Wall" strategy & supporting context

3.1 Develop "qualifying” aTypical Result Disclaimer

3.2 Completely Segregate aTypical Results & Disclaimer from ONI



Context Matters
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LOIS GREISMAN

Associate Director for
Marketing Practices

Federal Trade Commission (FTC)



Time for Q&A
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Take this with you.

Revisit anytime. _——
Missed something? Want to explore further? E h:! ..*:l:'ﬂ .E

Scan or click below to open this presentation.
Anytime, anywhere.

View presentation
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