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Expert Secrets
by Russell Brunson

How to turn what you know into a movement of people who trust you -

and pay for your help.

BEST POINTS FROM THE BOOK

A movement needs three things: a charismatic leader, a future-based cause,
and a brand-new opportunity.

Miss any one of the three and you are just selling advice. Brunson's ClickFunnels tribe - who named

themselves 'funnel hackers' - was built on all three.
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Offer a new opportunity, never an improvement on the old way.

Buying an 'improvement' means admitting the last decision failed, and people resist that. A new

opportunity raises their status instead - the iPod next to better MP3 players.

02

Your results are your certification.

You do not need credentials to lead - just be a few steps ahead of your audience, publish daily, and

share your flaws and backstory. That attractive character is who people actually follow.

03

Before you sell anything, get a result for a small group - for free.

The Opportunity Switch: teach your method as a free masterclass to a beta group. Their results

become the proof, stories, and testimonials everything else is built on.

04

Find the one belief that makes every other objection irrelevant.

The Big Domino: if people believe your new opportunity is the key to what they want most, and only

attainable through your vehicle, the sale is made. If they must believe two things, rework the pitch.

05

Tell the story of your epiphany so listeners have the same one.

The Epiphany Bridge retraces the moment you discovered your method - backstory, the wall, the

aha, the plan, the result. People buy on emotion, so skip the jargon and explain it 'kinda like' things

they already know.

06

Every buyer is blocked by three false beliefs: the vehicle, themselves, and
outside forces.

'It won't work.' 'I can't do it.' 'My situation won't let me.' Sort every objection into those three buckets,

break each with its own story, and reframe each as a curiosity-driven secret.
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THE BOOK, IN SHORT

Russell Brunson, co-founder of ClickFunnels, wrote this for people who know something valuable -

coaches, consultants, teachers, creators - but cannot get anyone to pay for it. His diagnosis:

information alone does not sell. Belief does. 'Belief creates the customer. Belief creates the results.'

The book lays out 22 'secrets' in five sections for building that belief at scale.

Section One, Creating Your Mass Movement, starts with choosing a market: pick one of the three

core markets (health, wealth, or relationships), drop to a sub-market, then carve out a niche of your

own. Then assemble the three parts every movement has: you, as the charismatic leader or

attractive character; a future-based cause people can rally behind and even name themselves after

(his customers call themselves funnel hackers); and a new opportunity - a fresh vehicle, never an

improvement offer. It ends with the Opportunity Switch: teach your method free to a small beta

group, so their results become your proof.

Section Two, Creating Belief, is the engine room. Find your Big Domino - the one belief that, once

accepted, makes every other objection irrelevant. Then knock it down with Epiphany Bridge stories,

built on an eight-question script: backstory, desires, the wall, the epiphany, the plan, the conflict, the

achievement, the transformation. False beliefs come in three kinds - about the vehicle, about the

buyer's own ability, and about external forces - and each one is broken by its own story and

repackaged as one of your '3 Secrets.'

A story replaces a belief; a lecture does not.

Beliefs form as experience, then the story told about it, then belief. So in a sales presentation your

best teaching actually hurts sales - the pitch is stories that break old beliefs, not a class.
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Stack the offer to about ten times the price - and keep re-showing the total.

People remember the last thing they saw before the price. Reveal one element at a time, then show

the whole stack again with its running total, so the full stack is the final image.
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One presentation, delivered live every week, beats a new offer every month.

The Perfect Webinar: roughly 60 minutes of belief-breaking stories, then the stack. Run it live for a

year, fix it using real questions, and automate only once it stops changing.

10

Close with small yeses, not one big ask.

Trial closes - 'Does that make sense? Can you see yourself doing this?' - about once a minute keep

heads nodding. For offers above roughly $2,997, switch to an application and the four-question

close.

11

Your audience already exists - inside someone else's audience.

The Dream 100: list the 100 list owners, podcasters, bloggers, and influencers who already reach

your dream customers. Dig the well before you are thirsty, then earn or buy your way in.
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Sections Three to Five turn belief into sales, under the heading of your moral obligation: if your offer

truly helps people, you are obliged to sell it well. The Perfect Webinar runs about 90 minutes - belief

stories first, then an offer stacked to roughly ten times its price, re-shown after every element so the

total value is the last thing seen before the price. Delivered live every week, the same script also

ports to email sequences and product launches; high-ticket offers close by application and four

questions; and the Dream 100 fills the funnel. Brunson's closing scoreboard is not revenue - it is

lives changed.

DO THIS WEEK

This week, write your Big Domino sentence: 'If I can make people believe [new opportunity] is the key

to [what they want most] and is only attainable through [my vehicle], every other objection falls away.'

Then record yourself telling your Epiphany Bridge story in plain, simple words - and offer the

opportunity free to three to five people as a beta group.

By Russell Brunson, first published 2017 (updated edition 2022); the second book of his

Secrets trilogy, after DotCom Secrets. Read it if you sell knowledge - courses, coaching, or

consulting - and want an audience that actually buys.
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