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Secret Interview 
Blueprint: Sean Donahoe 

 

No part of this eBook may be reproduced or transmitted in any form or by any means, electronic or 
mechanical, including photocopying, recording or by any information storage and retrieval system, 
without written permission from the author. 

 

The information provided within this eBook is for general informational purposes only. While we try to 
keep the information up-to-date and correct, there are no representations or warranties, express or 
implied, about the completeness, accuracy, reliability, suitability or availability with respect to the 
information, products, services, or related graphics contained in this eBook for any purpose. Any use of 
this information is at your own risk. 

 

The author has made every effort to ensure the accuracy of the information within this book was correct 
at time of publication. The author does not assume and hereby disclaims any liability to any party for 
any loss, damage, or disruption caused by errors or omissions, whether such errors or omissions result 
from accident, negligence, or any other cause. 
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Sean Donahoe is in the Finance space, he is in the stock trade and stock market, options 
trading, and futures trading. He sells a lot of high ticket products from the leads that he gets 
from his Facebook video ads. He sells products which are $5,000, $10,000, $25,000. What video 
ads allow him to do is really getting into sales psychology, entrenching himself in his potential 
clients’ mind, with what they are needing, what they are demanding. He finds their driving 
passion. He really wants to tap into that with his targeting and make sure they are really honing 
their campaigns on one specific thing. Video ads allow you to do just that.  

 

One way he sells high ticket products is through webinars. There are two ways he gets people 
onto webinar. One is the JV approach and the other is through paid traffic. He uses recurring 
and automated webinars. He uses video ads to really engage them up front, then give them a 
liquidation offer right after, then a nice little incentive such as a free download, a resource list 
or piece of software.  One of the best paid ad strategies for him right now is through Facebook 
Video Ads. 

 

You have 3 seconds to engage your customer with your video ad before Facebook counts it as a 
view. So he addresses a problem to a targeted audience, he asks them a question and then 
hints to a solution. His goal is to get their attention, get them intrigued. And then to watch part 
2 of the video, tell them the solution is over there. They need to watch to see it. Then your part 
2 or your part 3 can take them to a landing page where you have them sign in or sign up to get 
a give away. 40%-50% lift in conversions just by applying this one strategy.  

 

The simpler, the better. The more complex you go with Facebook ads, you lose them. Be real, 
be genuine. Take about what you’re doing, talk about it with passion, know what you’re doing, 
talk with confidence, and you will get the engagement you need to create that conversion 
across to get more information. Your goal is to get them off Facebook where you can then sell 
them. Your goal with your Facebook video ad should always be the click, not the product.  

 

What Sean also likes to do is get their email addresses. He does the two-step opt-in or he uses 
Facebook Connect to get their real current email address. From that, he puts them on an 
automated webinar and starts them into a whole lead flow. He also uses SiteScout for 
retargeting. 
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As Sean says… Keep it simple!  It’s important not to overcomplicate things.  Especially the 
content in your videos. 

 

So get to work putting out your own simple videos and be sure to let me know about your 
progress.  I love to hear all about how you’re doing.  Sharing wins & successes will brighten 
my staff and I’s day.  We love hearing that stuff! 

 

I’ll see you on our next live training session! 

 

All the best, 

 

Bill McIntosh 

Creator of the Social Video Formula 


