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Internet Marketing

The ‘Gray’ Area of
Marketing

One of my favorite classic novels of all time is
‘The Picture of Dorian Gray’ by Oscar Wilde and
not just because Wildian literature was genius.
As the story goes, Dorian Gray is the subject of a
full-length portrait painted in oil by a man named
Basil Hallward. Basil is an artist that values
beautiful things and is therefore impressed and
infatuated by Dorian's youth and beauty.
He grows to think that Dorian’s beauty is
responsible for the new creativity that has been
brought to his art and how he has gotten better
as a painter. Unfortunately, while everything is
going well, Basil has a friend that calls to his
house from time to time called Lord Henry
Wotton. Lord Henry is not a very good influence
in general and is obsessed with the ideas of the
flesh and of sensory pleasures. He is very afraid
of introducing Dorian to him since Dorian is still
pure and untouched by the stresses and
downfalls of life. Of course, when Lord Henry
calls to Basil’s house whilst he is painting Dorian,
he cannot help their meeting. Lord Henry soon
becomes as enthralled by the stunning Dorian as
Basil is and invites him to spend some time with
him. Dorian is young and naïve and is extremely
taken by this aristocrat. His hedonistic worldview
that beauty and sensual fulfilment are the only
things worth pursuing in life captivates him and
starts to listen to his advice.
Lord Henry makes him aware of his beauty
and also of the fact that beauty is transitory and
it will fade with time and that he will be no longer
an object of affection once his wrinkles set in. He
insinuates that the beautiful still-life painting that
Basil has painted of him will remain forever
lovely and he will not. Now understanding that
his beauty will fade,
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Dorian becomes frantic, nearly ready to sell his
soul to ensure that the creepy motionless picture
will age instead of him.
The wish is of course granted, and Dorian
pursues a life of supposed immorality while
staying young and beautiful beyond his years
while his portrait ages and records every soulcorrupting sin onto the canvas.
This story is wonderful and extremely creative
but also shows us that sometimes taking
someone’s word for the way that we should be or
not be is essentially taking bad advice. And let me
tell you there’s a lot of bad advice out there. The
only solution is to do what feels right instead of
what others say.
As an Internet Marketer, we can do a lot of
research and still take some seriously bad and
harmful advice for our businesses. Always get
two or three opinions or you might be taken for a
fool.
Below is my favorite piece of bad marketing
advice that I suggest you avoid as I have already
experienced it not to work overall:
Sell the easiest, most money making
product even if you don’t really believe it’s
good.
No. Don't try to put lipstick on a pig. If your
product or service isn’t of good quality but suits
you in every other way…forget about it. No
amount of marketing, money or rubbish chat is
going to make people buy something that’s
essentially lousy. And if they decide to buy
initially, your refund rate will be horrible and you
will lose future trust. Always be authentic, if you
don’t believe in a product, no matter how easy it
is or how much is already selling – don’t do it.
Invest in quality only. I mean that.
Because there is no painting that will absolve
you from this mistake.
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IN THE NEWS

List Building Goal Helper
If you don’t have a clear, measurable list
building goal, then odds are you will be building
your list much more slowly and in a ‘hit or miss’
fashion. That’s why you’ve got to set a goal and
see how fast you can get there.
List Goal is a simple app that helps you
quickly set your list goal, keeps you focused on
the goal by continuously reminding you of it, and
helps you find new ways to get more
subscribers.
http://listgoal.com/

YouTube Shortcuts
Did you know that by toggling the spacebar,
you can pause and un-pause a YouTube video?
Or that you can find the exact frame you
want? When it’s paused, use the comma button
to go the previous frame, and the period button
to go the next frame.
Here’s a full list of YouTube video shorts:

https://sites.google.com/a/umich.edu/goinggoogle/accessibility/google-keyboardshortcuts---youtube

Guest Emailing
You’ve heard of guest posting. But what about guest
emailing? Here’s how:
 Find a list owner to work with
 Ask to write an email for their list
 Offer a terrific lead magnet related to the topic
 Use a 1-click opt-in to get the subscribers
So what’s the incentive to the list owner to let you do
this?
Maybe that they’re sick of writing emails, but they
want to keep emailing so their list doesn’t forget them.
Or maybe you do a swap and let them send an email
to your list.
Try it – you could add several hundred subscribers
with the right email to the right list.

IN THE NEWS
Be Careful What You “Like” on Facebook
A court in Switzerland has convicted a man on several counts of defamation
for ‘liking’ libelous comments on Facebook. Fine? $4,100.
http://money.cnn.com/2017/05/31/technology/facebook-like-defamationswitzerland/index.html

What’s Better –
Paid Search or Organic Search?
It depends, and you might be surprised.
http://marketingland.com/compare-paid-search-organic-search-withoutsounding-foolish-215962
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6 FORGOTTEN TIPS
FOR MORE SALES
None of these take much time, but any one of them
can add consider sales to your bottom line. Or try all
six, and see your sales explode.

Your Prospects Are Afraid…
Provide your real contact information,
including name, company name, snail mail
address (physical is better than P.O.) and phone
number.
Why? Because your prospects are afraid you
are not who you say you are.
On your ‘about me’ page, provide all of this info
again, along with photos of you, any employees
you have and maybe even your location. Make it
super easy to trust you and you’ll get more sales.
Elevate Your Prospects’ Status to Make More
Sales
People want to prove they are better than
others and have people look up to them. This isn’t
bad, it’s just human nature. And you can use this
tidbit of knowledge to make more sales, too.
Play up to this tendency to feel more
important. Show prospects how buying your
product will raise their status among peers,
friends, family, etc. Show them how important
they will become as a direct result of buying your
product.
Have Your Sales Message Come from a Peer
One of the ‘secrets’ to boosting response of
your sales message is to have it come from a peer
of your ideal prospect.
In other words, you want your message to
come from someone of the same group you are
selling to.

Are you selling to women in their 40’s? Have your
message come from a woman in her 40’s. Selling to
investors? Have your message come from another
investor, and so forth.
You can likely take any promotion you are running
right now, change the message to come from the
prospect’s peer, and increase your response
considerably.
This technique is even more important when you
are selling to someone who is highly skeptical.
Nothing melts resistance faster than hearing a
message from someone you perceive to be very
much like yourself. Split test this and see the
response – I think you’ll be shocked at the increase
in sales you experience from this simple technique.
Focus on the Benefits of the Benefits
You already know how important benefits are to
the selling process. Features are great, but it’s the
benefits that sell. For example, that weight loss book
is pretty and it has 300 pages – those are features.
The benefit is the reader will lose weight if they
follow the plan laid out in the book.
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But what are the benefits of the benefits?
In the above example, ask yourself what are
the benefits to losing weight? For example:


Looking better



Feeling better




Becoming more attractive
Living longer




Fitting into clothes they already own
More confidence

 Turning heads and getting dates
 And so forth.
Talking about just the main benefit – in this
case, losing weight – isn’t enough. You want to dig
deeper and expound on all the benefits your
customers is going to get, and then paint a picture
of their new life after they use your product.
Find the Story
Every product has a story buried somewhere –
you just have to dig it out.
For example, look at this headline from John
Carlton:
“Amazing Secret Discovered by One-Legged
Golfer adds 50 Yards to Your Drives, Eliminates
Hooks and Slices… And Can Slash up to 10 Strokes
from Your Game Almost Overnight!”
I have zero interest in golf. None. Yet after
reading this headline, I want to know about the
one-legged golfer.
Now imagine if I did golf – and imagine what all
the golfers who read this headline did. Yup –
guaranteed, they couldn’t help but keep reading
to find out about that one-legged golfer.
That’s the power of a good story.

Get More Micro-Commitments
The more a person commits to something, the
less likely they will change their mind.
For example, if you can get someone to opt-in to
two or more of your lists, they are more committed
to staying on your lists.
And get this… they are also more likely to make
purchases, too.
It’s a principle of psychology that the more a
person commits to something, the more likely they
are to stick with it for the long haul.
For example, someone might say they are going
to start running. But all they do is say it – they don’t
do anything else - and within a week they’ve
forgotten all about it.
But if that same person buys new running shoes
and clothes, visits running websites, subscribes to a
running magazine and joins a running club, then I can
about guarantee they’re going to run.
It’s the same with your lists. If you can get
subscribers to opt in to multiple lists, they become
more committed to you and to the niche or topic
itself.
So let’s say your niche is dogs. You might ask your
new subscribers to opt in to a special course on potty
training, another course on bad behavior
modification, another course just on their particular
breed of dog and so forth.
By getting more of these micro-commitments
from your readers, you greatly increase the odds
they will become your customers and even purchase
from you multiple times.
Now how great is that?
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IDEAS
Make Your Subscriptions Pay for Themselves
Take a look at your monthly subscriptions – software, autoresponders, membership sites – and then
decide to make them pay for themselves.
Sign up as an affiliate for each one, post a review for each on your website along with your affiliate
link, and then add a resources link on your main page.
No, you won’t make a fortune this way, but you will likely make enough to more than cover all of
these monthly expenses.
And with some of the expensive upgrades available on subscriptions, you might also find yourself
making some good money, too.

Quick Adjustments to Your Marketing that Bring
in More Sales
Small changes can make a big difference. For example, building tribes,
identifying enemies, reciprocity, social proof and loss aversion are all tactics
you can implement this week to see results fast.
https://www.entrepreneur.com/article/293689

7 Must-Do’s to Grow a Fanatical
Following Online
Imagine your fans love you so much, they rave about you in social media and
buy anything you put out. Fantasy? Luck? Nope. Here’s how to make your
followers as loyal as your childhood golden retriever.
https://www.entrepreneur.com/article/290336
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How to Get More Offline
Clients Than You Can Handle
Maybe you’ve never even
considered working with
brick and mortar type
businesses, but after
reading this you might
want to rethink your
position.

First, it’s great money.
Second, it’s great money FAST.
Third, you don’t actually need to do any of the work yourself,
since you can outsource everything.
The hard part? Getting clients. At least, it tends to be hard for most
marketers trying to run a marketing business for offline clients.
But I’m going to show you how to get all the clients you want,
using three easy techniques.
All three of the techniques center on one thing – offering a FREE
20 minute consultation about why their website isn’t getting them
enough customers, and how to fix it.
Think about it – how many business want more customers?
Nearly all of them.
How many businesses would like those customers to find them
on the internet and then walk in the door, read to buy? Nearly all of
them.
And how many businesses would like someone to tell them why
their website is doing such a lousy job of getting new customers,
and how they can fix it?
Just about all of them.
So your offer is going to be a free 20
minute consultation on why their website
isn’t getting them business and how it can
be fixed. Totally free, no obligation, no
nothing beyond you honestly and
earnestly helping them.
There are two keys to your offer – first,
it’s only 20 minutes. Most business owners
are happy to find 20 minutes to have an
expert look over their site and give them
some helpful advice.
Second, you are going in without
expectation of self-profit. Your entire
motive is to help them. And when you
think like this, it will show
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They’ll let their guard down and have a real conversation
with you.
And more often than not, they’ll also hire you to do the
work for them.
The three methods you’ll use to get these appointments
are:
1. Posting on Craigslist or a comparable website if
you’re outside of the U.S. Of the three methods, this
one tends to get the lowest response. Yet the
appointments you do get – perhaps 1 to 2 per week will very often result in a sale. However, if you scale
this up and post in numerous cities, this method alone
can be enough to keep you busy. You’ll just have to
conduct your appointments via Skype or phone. Be
sure to find ways to post that don’t conflict with
Craigslist rules, since they can sometimes get a little
cranky if you post the same add in multiple cities.
2. Create cards that you leave in strategic places. First,
create your cards. They could be brochures, or they
can be oversized business cards. Spend plenty of
time getting your wording just right. Next, scout your
locations. You want to find places where business
owners have down time – for example, accountants,
suppliers, repair shops, computer shops, etc. Mark
each card with a code so you can give a commission
to the business where your new customer found your
card. Done correctly, this will yield several
appointments per week.
3. Email business owners directly. You can generally
find their email address on their website, or you’ll find
a ‘contact me’ form. Either way, let them know you’ve
been studying their website. You’ve discovered 3
things they could be doing to bring in a whole lot
more customers, and you’d be happy to stop by and
show them what those things are.
And finally, because you go in with no expectation of selfprofit, business owners will feel completely confident in
recommending you to other business owners.
This will be a natural outcome of your business model, but
it’s not the one to rely on. Some months you’ll get several
referrals, and other months you might not get any.
So when they come, be thankful, be happy, and by all
means go out of your way to show appreciation to the person
who referred the new business owner to you.
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Really??!
I received a marketing email telling me how GREAT a new video making product is, because it works in
conjunction with a piece of software almost everyone already has.
Cool!
So I go to check it out, and guess what?
They NEVER show you what the videos you’ll be making will look like.
Not ONE single example!
Worse still, the video they use to sell the video maker is a regular talking head type of video, NOT the
kind you’re supposed to be able to make with this software.
What thinking person will take this offer seriously?
It’s like someone trying to sell you their artwork without letting you SEE the artwork.
If you’re selling software, and especially video creation software, let people see what it can do, rather
than just telling them.
Otherwise, who’s going to believe you?

6 Tips to Help You Get Great Reviews
Timing, confidence and simplification are keys to getting an abundance of positive reviews.
And once you have them? Don’t forget to place them on your website for all to see!
http://www.huffingtonpost.com/siva-yenneti/millennials-the-next-mark_1_b_8214654.html

Quora’s Native Advertising Solution is
Finally Available
Good news! It’s out of Beta and you can start using it now:
…
http://www.socialmediatoday.com/smt-influencer/quoras-nativeadvertising-solution-out-beta-and-available-everyone
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Case Study: How to Make $10,000 a
Month GIVING AWAY a Free Course

Suppose you could give away free access to a
course to anyone and everyone.
And further suppose that by giving away the
course, you can make $10,000 a month.
Interested? Here’s how one bloke (we’ll call him
Jim) is doing exactly that:
Jim created a large, comprehensive course
aimed at newbies who want to start an online
business.
Mind you, he didn’t create it from scratch. Rather,
he took the best PLR he could find and repurposed
it into a massive course that teaches people all of
the main methods of online marketing, such as PPC,
affiliate marketing, list building, flipping websites,
Amazon, selling software, creating info products,
blogging and so forth.
In the course, he includes the basics of each
method and encourages his students to choose a
method and get busy building their business.
Then for each method, he promotes an affiliate
link for the ‘best’ in-depth course in each category.
Now pay attention to this next bit – he only
promotes recurring courses. That is, membership
type courses and sites that bill month after month.

So when he makes a sale, he’s going to continue
to get paid on it for as long as that person remains a
member.
It gets even better, because he also promotes
related products such as web hosting,
autoresponders and so forth. Anything that makes
sense, works and bills monthly is a product he’s
likely to promote.
And he doesn’t even stop there. He is also
creating his own recurring courses on each topic.
Once he finishes a course, he puts it online and then
changes the corresponding affiliate links to his own
course.
He likes to make each course a set length of time
such as six to eight months, because he’s found the
students tend to stay longer and pay more when
there is an ‘end’ in sight.
And of course inside each of his own courses, he
promotes corresponding products that help his
students build their businesses better and faster.
He does all of this by first building trust with his
list, showing that he knows what he is talking about,
and being the reader’s advocate and teacher.
Creating the trust is crucial, and it’s pretty darn
easy, too. When you tell your readers the good and
the bad of any money making method, they start to
trust you. Remember, most marketing emails for
online business type products are only telling the
subscribers how great something is. They don’t tell
what’s not so great. But he always gives his opinion,
both good and bad, and because of that people love
him, trust him and pretty much do whatever he says
to do.
So by the time he gets around to promoting
affiliate links, his readers are taking his suggestions
without a second thought.
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I know he’s earning at least $10,000 a month
with this method, and frankly he’s not working all
that hard, either. The main thing he focuses on is
continuing to bring new people into his free
course, knowing that eventually he will make one
or more sales to many of them. And when he
does, those sales will be recurring.
It’s a great business model and one that almost
anyone can duplicate. Remember that your
target market is newbies and folks who haven’t
seen much success yet in their online business.
And you can monetize this even further if you
like, by promoting special deals to your readers
who have been with you long enough to trust you,
as well as selling solo mailings to other
marketers.
One thing – if you decide to sell solo ads, I’d
advise you generally only send the ads to those
subscribers who have not purchased from you.
It’s a way to monetize your non-buyers, without
annoying or losing any of your customers.
Now you might be wondering – how do you
give away your course? The fastest way to do it
without relying on other list owners is to set up a
funnel in which you drive paid traffic. Ideally the
funnel is self-liquidating, so that it pays for itself.
And you can do this by advertising your free
course, and then having a backend product that
allows you to break even.
Make sure your backend product is a great one
with tremendous value, and you’ll do fine.

3 MORE Highly
Effective Email List
Building Techniques
For 2017
Last month we covered 3 ways to list build that
are working especially well this year. If you
missed the article, you might want to go back and
see how to build your list with Facebook Live
Videos, Guest Posting with Upgrades and Hosting
a Virtual Summit.
Today we have three more list building
techniques that are working really well this year.
And before we get started, I just had a thought:
What if you implemented all 6 of these
techniques in the next 60 days? Can you imagine
just how fast your list might grow?
Hmmm. Something worth thinking about. And
definitely something worth doing. That’s because
if your list isn’t growing, odds are your income is
either stagnant if you’re lucky, or diminishing if
you’re like most marketers.
The fact is, there are two kinds of customers
who tend to buy the most stuff from you. One is
the fan who will buy most anything you
recommend or create. The second is the new list
member who right now thinks you’re hot stuff.
And you are! But the problem is, sooner or later
they will latch onto someone else or lose interest
in the topic, and then they’re not such a great
customer any more.
Which is why you always need to be list
building.
Let’s get started:
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Method #1: Give the Bonus
This one is simple and quick. You take one of your products
and offer it to someone who is about to launch a product. Your
product then becomes the bonus to their product.
To be effective, you should offer a product that is currently
selling well or at least recently sold well. This will make it
easier for the product launcher to say yes.
Your product should also be an excellent fit while not
duplicating content. For example, if they’re selling a course on
meditation, you might offer your product on getting great
sleep, easing stress or thinking more clearly – all benefits of
meditation.
Everyone who buys the product from the launch will be
added to your list, so you can send them the freebie.
Method #2: Do Webinar Giveaways
When you publish a new blog post on how to do
something or achieve some kind of results, give a free
webinar, too.
To entice people onto the webinar and get them to join
your list, you’re going to offer an incentive. It should be
something people love that is very closely related to the blog
post topic.
Once people get on your webinar, let them know how to
get the freebie, teach the content in the blog post, and at the
end pitch your paid product that is directly related to the blog
post.
Here’s what the sequence looks like:
 Publish a blog post
 Offer a free webinar to blog post readers
 Let everyone on social media know about the webinar
as well
 The incentive to get on the webinar is that you are
teaching the content in the blogpost (and then some)
AND giving away something really enticing and
valuable.
 On the webinar, give them the URL to download the
freebie (they give their email address so you know
where to send it). Teach the blogpost content. And
pitch a product that is directly related to the blog post.
Don’t forget to record the webinar and place it on the blog
post. This will keep new people coming to the webinar and
signing up for the enticing freebie, as well as buying your paid
product.
And of course you can continue to send people to the
recorded webinar via social media.
Rinse and repeat.

Method #3: Get New Subscribers to
Tell Their Friends
Using a tool such as SmartBribe
http://www.smartbribe.com/ you can
bribe your brand new subscribers to tell
other people about you via social media.
Here’s how it works:
You need a lead magnet. Identify the
most popular and awesome free thing you
give away. Or create something new, or
even use one of your products as your lead
magnet - whatever works for you.
Then you set up SmartBribe to give
away something even BETTER on the
thank you page in exchange for people
telling their friends about you.
Once your new subscribers tell their
friends about you via Twitter and email,
they’ll get the even more awesome thing.
A word of caution: Most people will read
this article and do nothing.
A small handful will choose one list
building technique and use it to quickly
add more subscribers.
But only the truly motivated will use all
6 techniques – those in this article and the
one that appeared last month – to build
their lists at an exponential rate.
And those are the folks who will be
earning 6 figures a year from now.
Just sayin’.
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The 7 Secret Principles
of Hypnotic Writing
Well over a decade ago I bought and devoured
an expensive course called “Hypnotic Writing” from
Joe Vitale. If I remember correctly, it cost $1,000
and arrived in a heavy box with tons of CD’s and two
thick manuals. And it was perhaps one of the best
investments I ever made in learning not just good,
but great copywriting that converts like crazy.
This morning I was cleaning out some old files,
and ran across my handwritten notes from the
course. In the notes I discovered a list of “The 7
Secret Principles of Hypnotic Writing.” They still
stand the test of time today, so I thought I would
share them with you here.
Please keep in mind, these aren’t so much a
primer as a list of clues as to what Vitale’s “Hypnotic
Writing” is. But from these clues you can discern
enough valuable information to almost instantly
improve your own writing, whether it’s blog posts,
sales letters, emails or anything else.
1: Make it Personal
Hypnotic writing speaks to YOU, the reader.
You’ll find words such as you, me, I, yours, etc. All of
this makes you feel like the writing is speaking to
your personally. In fact, it is. The more personal, the
more hypnotic.

2: Keep it Active
Hypnotic writing is active. You’ll find lots of verbs.
You’ll find little passive writing. It’s the difference
between saying, “The writing was hypnotic,” and
saying, “Joe weaves hypnotic writing.” The first is
passive, the second is active.
3: Get Emotional
Hypnotic writing taps your emotions. You may
find it doing so in a story format or in a direct
narrative. Either way, the writing will pull at your
heart strings. One of Joe’s most famous letters
began, “I was nearly in tears…” That line engaged the
emotions of readers. You had to read the letter to
discover what the tears were for.
4: Be Sensual
Writing hypnotically involves your senses. You’ll
find descriptions of feeling, tasting, seeing, smelling
and hearing. All of this will help you become
involved with the writing and therefore susceptible
to what it commands.
5: Be Commanding
Hypnotic writing commands the reader to do
something. As the reader, you might not detect the
command as it may be embedded. But there will
always be one. Ask yourself, “What do I want to do
after reading this?” What you do next may be a result
of the hypnotic command.
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6: Curiosity
Hypnotic writing plays on your curiosity. You may
find it beginning a story – but not ending it until the
end of the article. You may find it promising to tell
you how to do something, but it will only give you
limited details, thereby urging you to order the
product it’s promoting to get more information.
7: Hypnotic Writing is Hidden
You won’t find any obvious clues that signal,
“Warning, hypnotic writing at work.” The writing will
instead be smooth and personal, and the hypnotic
aspect will sneak in below conscious awareness.
Now imagine if you actually had the power to
influence your prospect’s subconscious mind.
Imagine if you could do it by using simple trigger
words that activate involuntary reactions in their
brains.
And imagine you can do it in writing and in speech.
You might not believe you can do this. But I’m
going to tell you that you can, because over time we
are all subtly hypnotized to accept certain
suggestions. This process started when we were
babies and has never stopped.
You wouldn’t even suspect these simple words of
holding any special power. But when you use them
correctly, they can dramatically improve your power
of persuasion.
Yes, I’ve just given you a sample of ‘hypnotic
writing.’ If you re-read the previous 5 paragraphs,
and if you study it very carefully, you will notice I
used three little words to great effect – “Imagine, you
and because.”
If all you do is begin using these three words more
often in your copy, you will experience an increase
in the persuasiveness of your writing.
Imagine if you could persuade anyone of anything,
because when you do, you’ll hold the power to make a
fortune.
;-)
Try it out next time your write, and see what
happens.

16

2 Ways to Start Any
Online Business
[But Only 1 Works]
There are two ways to start a business.
Method #1 is the method chosen by nearly all
online marketers, and it goes like this:
You have a great idea. A terrific idea. The idea
of the century.
Or just a good idea.
In any case, you think about it. You do some
research. You talk to your friends and see what
they think.
And then you go for it.
You execute the idea, make the product or
service, and wait for people to buy.
Except that they don’t. No, it’s not your
marketing – your marketing is fine.
No one is buying because you are just one
more bit of noise in a very noisy world.
You’re just one more person trying to sell
something.
And they don’t have time for you.
It’s nothing personal. It’s reality.
Then there is method #2:
You have a great idea. You do some research,
talk to your friends and so forth.
You decide to go for it.
But you don’t start with making the product or
service.

Instead you focus on finding the audience and
building a list.
You build a list of a few hundred people interested
in this exact thing.
Then you build your product, and you tell your list.
And your list pays attention to you.
You are no longer an interruption in their day.
They asked you to email them.
And they buy.
You can even use this list to tweak your product,
validate your product, presell your product… do you
see how powerful this is?
Here are two examples of putting this method into
action, courtesy of Video Fruit.
Case Study #1: 250 subscribers and a $10,000
product launch.
John buys a Wordpress theme from Michael Hyatt.
John realizes the theme is difficult for new users, and
people could use help with it.
So John creates an email list around this theme,
and then creates a course on how to use the theme.
He got 250 people who were interested in getting
help with Michael’s theme, and sold $10,000 worth of
the product.
From the time he thought of the idea to the time his
product launch ended was 30 days.
The product itself was sold for 7 days.
Imagine if you got the same results and repeated
this every month.
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Case Study #2: 2,000 subscribers and a
$325,000 product launch in 90 days.
Katherine wanted to create a journal that
boosted productivity. So she built a list around the
topic of journaling for productivity, and created
and sold her journal. From start to finish it took her
90 days.
She launched on Kickstarter but used her list
to jumpstart the campaign. Thanks to her list, her
campaign received $40,000 in 4 days from her
list, and the campaign took off from there.
She succeeded because she didn’t try to get
everyone on Kickstarter to buy her product.
Instead, she focused on her email list, and once
she got them to buy, everything else fell into
place.
Building your audience first, and then creating
the product to sell to them has tremendous
advantages.
Plus it’s just plain easier than building the
product first, and then trying to find an audience.
Here’s what to do:
 Choose your niche – something profitable
with lots of interested people, like health
and wellness or self-improvement or
business.
 Choose your sub-niche – the small niche
within a niche that you can be the master
of, making you the sub-niche ‘leader’ if
you will.
 Create an offer they crave – this will be
your lead magnet to attract people to sign
up. NOTE: Sometimes it can be as simple
as an announcement list that will tell them

when the solution to their problem is available.
 Cultivate relationships with your audience.
Keep your readers interested by continuing
the conversation you’ve already started.
 Cultivate real relationships with your peers, so
you might gain access to their audiences later.
 Validate your idea or offer with your
subscribers, to make sure you’re on the right
track. Ask for feedback and make any
adjustments you see fit.
 [Optional: Do a pilot run selling a very limited
number of copies at a discount, to get
feedback and further refine your product.]
 Launch when you have enough subscribers to
make it count. The actual number will depend
on your topic and niche. You saw from one of
the case studies above that it can be done with
just 250 subscribers if the topic is narrow
enough.
Does this all sound somewhat backwards to you?
We’ve been conditioned to think we should make the
product first and then find the customers.
But if you do it the other way around, you’ll know
in advance if you’re on the right track or not.
And when you do launch, you’ll be making sales
from Day 1, which is far more pleasant than launching,
then scrambling to get traffic, and finally realizing
you’ve wasted your time.
The next time you have a great idea, give this
technique a shot.
There is no reason in the world why you can’t have
your own $5,000- $10,000 launch in 30 days if you
follow this plan.
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Super Fast Business Idea
(Make Money Today)
Do you have a list? Or do you have access to
a list? (Think JV with a list owner)
I received an email the other day from a chap
who is changing niches. Apparently he is moving
from IM to the coaching niche. And as he’s
transitioning over, he’s making one last offer to his
IM list:
For six weeks, he will answer any questions
you have about IM in the areas he knows best. Not
only will he answer every question within 24
hours – he will also point you to a great resource
that explains his answer in detail.
For this, he is charging about $300.
Think about it – he knows his niche. He knows
how to do online marketing. So answering
questions is pretty simple for him, I’m sure. But
he’s also pointing to a resource for every answer
he gives.
Frankly, as long as you are somewhat familiar
with your niche and good at using Google, you
can do this, too.

Take the money, stay on top of your emails, spend
5 minutes (or less) researching a good article that
answers each question in depth, and you’ve got it.
You might be thinking, “What if people ask stuff I
don’t know?” Google it. “What if they bombard me
with a million questions?” It won’t happen. Maybe the
first day or two they will, but after awhile they’re going
to run out of questions. After the first two weeks, I bet
you don’t even hear from some of your ‘students.’
I don’t see why anyone with a halfway decent
knowledge of their niche can’t perform this service.
And who says you can only do it once? You can
offer this service over and over again, as many times
as you want.
Google is your research partner. And list owners
are your JV partners.
One thing – make sure you really do send them
great info. After all, you want to help others as much
as possible, get yourself some great reviews, and
then rinse and repeat.
Easy!
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Quick iTunes Tip
There are entire courses on how to get into the “New and Noteworthy” section of iTunes, but you don’t
need them. Instead, do this:
If you’re about to put your first podcast on iTunes, don’t. Wait until you have at least 3 episodes
recorded (5 is better) and THEN put them in iTunes.
This way when people listen to one of your podcasts, they can go back and listen or download more
of them. This will give you a better shot at ranking in iTunes and getting more listeners and subscribers.
Next, release 4-5 episodes every week for two months.
Get your list members and friends to subscribe, listen, rate and review.
This will almost certainly get you into the “New and Noteworthy” section of iTunes, gaining you new
listeners and subscribers for as long as you remain there.

Creating Apps? Then You Better Know THIS:
A whopping 88% of Apps are abandoned by users due to bugs and glitches.
I gotta tell you – a 12% success rate does not make for happy customers.
https://smallbiztrends.com/2017/05/app-glitches-lead-toabandonment.html

Need a Voice Over Artist?
Try this site – it’s pretty much all volunteers and amateurs, so you might find
exactly the voice you’re looking for at a price that’s unbeatable.
https://www.castingcall.club/

Why sell $10 of stuff when you can sell $20?
Or to put it another way… if you normally sell
$5,000 of products a month, and you increase that
amount by just 20%, you’re selling an additional
$12,000 of products per year.

15 Quick Tips
For Increasing
The Size
Of Your Sales

Here are some tips to make it happen painlessly
and nearly effortlessly:
1. Offer additional offers on the order form,
after they start to put info on the form. By
waiting to make the offer until after they’re
begun the checkout process, you greatly
increase the odds they won’t abandon the
cart and they will take the extra offer.
2. Let them know that customers who bought
product “X” also bought product “Y.” You can
do this before the actual sale, during the
checkout process or afterwards in an upsell
or follow up.
3. Another way to word the “X” and “Y” product
proposition is this: “Successful [investors]
who bought “X” also bought “Y”, and as a
result saw an additional [12%] increase in
[profits.]
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4. After the sale, send them an, “Important
Alert: Because you bought “X,” you get to
try “Y” at a preferential rate. Because it will
do [benefits] we highly encourage you to
try it immediately. And with our no
excuses guarantee, we’ll take all the risk
and you get all the benefits.”
5. Make a deal with another product owner
to sell one of their products on the order
page at a steep discount. “Special Bonus
for my customers ONLY: When you order
right now, you can add [Joe’s Colossal
Traffic Course] that normally costs $299
for just $19 more.” You make more money
and Joe gets to add to his list of buyers.
6. Add a subscription bonus into the sales
package. “When you buy today, you get a
[3] month free subscription to [The ABC]
membership. If you like it, do nothing and
you will be billed $29 a month starting in
month 4.”
7. Add a subscription bonus with no autobilling. If you have a subscription – such as
software – that people love and get
addicted to, you might add it as a free
bonus without the auto billing. People use
your free subscription, get hooked and
then they have to subscribe to the paid
version when their trial runs out.
8. Offer an upgrade to a premium version of
your product, such as a physical copy that
is mailed to them, or a deluxe version that
includes tutorials, case studies, etc.
9. Marketing test bump: At the end of your
offer and before the purchase, because
they are a first time buyer (or whatever
reason you want to use) and you want to
ensure their success, you’re going to let
them also have “X” product, which usually
sells for [$], for only [$]. This works really
well when the second product provides
help in implementing the first product. For
example, if your product teaches
someone how to build a website, the
bump could be a hosting package or a
WordPress theme.

10. Add
an
interpersonal,
interactive
experience. For example, you might offer
an upgrade that includes live conference
calls or even live one-on-one coaching.
11. If applicable, offer continuous updates for
a certain period of time for a larger price.
12. If your price is big, offer to take payments.
For example, you might offer to take 5
payments of $99 instead of one payment
of $447 for your course.

13. Offer templates as an upgrade. “It took me
years to develop this, to learn exactly what
to do, say, etc., and it’s made me [$x], but
you can have it for only [$].
14. Offer a critiquing service as an upgrade.
For example, if you’re teaching coding,
website building, copywriting, how to
create a dating profile that works, etc.,
then offer to critique their work for an
added fee.
15. Offer advanced training in the form of
teleseminars, webinars, live in person
seminars, etc. And by the way, you don’t
have to be the expert – you can get
experts to do this for you. For example, if
you’re selling someone else’s product, ask
them to do a live webinar for your buyers.
BONUS Method: Presell a product you’re
about to launch. If you’ve got a related product
that’s coming out in the next 1-3 months, offer it
at a discount to your buyers today. This method is
so powerful, Jay Abraham used it to sell $2.5
million of a subscription that didn’t even go live
for 6 months after he started promoting it.
Your results will vary ;-)
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3 Simple Tricks That Can Massively
Increase Conversions
If you have the same offer with the same amount of traffic but you double conversions, then you’ve
just doubled your sales and profits, too.
Here are 3 methods to do just that:
1: What’s in a Name? Everything
You pour your heart and soul into a blogpost, article – even an entire book – and nothing happens.
No one reads it. No one comments. No one shares it on social media. No one buys your book.
Yet the content is excellent, it’s well-written and it’s entertaining.
People SHOULD be reading it.
So how do you fix it?
9 times out of 10 it’s as simple as changing the title.
That’s right – relaunch with another title and see if you don’t do a whole lot better.
I know of one fellow (retired now) who spent his career finding under-appreciated books, buying the
rights and retitling and rereleasing them.
He made a fortune doing this before the Internet blew up.
So go back and find your content that didn’t do as well as it should. Polish it off, do any necessary
updating, and most of all give it a new title that is irresistible.
You just might just have a new best seller on your hands.

2: Stop pushing your customers
BUY THIS! DO THAT! DO IT NOW!
“This is the greatest so-in-so ever and
you will fall in LOVE with it, even though you
don’t even know what the heck it is yet…”
Let’s face it – in the name of brevity and
enthusiasm we tend to tell our customers
what they should be doing and how they
should be doing it.
We have their best interests at heart –
don’t’ they see that?
Actually, no they don’t.
Imagine someone standing on the other
side of the room from you.
They’re screaming at you that you should
do what they say.
What’s your reaction?
My reaction isn’t fit to print, so I won’t.
Now imagine that same person smiles at
you across the room, walks over, extends
their hand and introduces themselves.
Next they start talking about this problem
they have. That’s funny, it’s the same
problem you have. And they sound just like
you. They even have the same thoughts
about the problem, the same worries and
fears that you have.
How do you feel? Like you just met a
kindred spirit perhaps?
They invite you to walk with them, and
without even thinking, you are right there
with them, side by side, going for a short
walk.
By the end of the walk, they’ve shown
you how they solved their problem. You’re
elated. There is a solution! You ask if you can
buy the solution and they graciously sell it
to you.
What just happened?
Instead of feeling like someone was
trying to command you to buy something,
you voluntarily bought it because you
wanted it.
All because they came over to where you
were, talked to you in your own words and
then walked with you to the solution.
That’s how truly great sales work. You
don’t shout from the rooftops or across the
room.
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Instead, you go to where they are. You feel what
they’re feeling, say what they’re thinking, and
become a kindred spirit. Then you gently guide
them to where you want them to go.
Use this technique in all of your sales materials
and I guarantee your conversions will at least
double, if not triple.
3: $40,000 a Month via Phone
Why do you suppose you see so many $10
products, and so few $10,000 products?
It seems like it would be harder to sell a $10,000
product.
But what’s easier – selling 1000 $10 products, or
just ONE $10,000 product?
Odds are, it’s going to be much easier to sell one
big product than 1,000 small ones.
John Chow opted to sell the big products and it
paid off big time. In just 2 years, he grew his blog
from $0 in revenue to more than $40,000 per
MONTH.
To do this, he worked a whopping 2 hours per
day.
And he didn’t even do his own selling. Instead, he
licensed a phone team to sell big ticket items for
him.
If you want to sell big ticket products, I would
highly suggest hiring or licensing a professional
phone team. They’re going to be able to convert
prospects at a much higher rate than you can
through online marketing.
Offer a free product that totally ROCKS to get the
prospect’s information.
Work on building that relationship and let your
phone team do the rest.
And in two years? If you follow in John’s
footsteps, maybe you can be making $40,000 a
month as well.
These are three very different methods that all
have the same end goal - to increase your
conversions on everything you sell. Use them
wisely and the sky is the limit!
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Why Aren’t You Earning
Five Figures a Month?
Because you’re not doing what it takes to earn that kind of money. Anyone who earns 5 figures a
month (or 6 figures, for that matter) decided to do something that could potentially earn that much
money.
For example, you’re not going to earn tons of money by doing marketing for local businesses yourself.
You just don’t have the time to go get the new business AND fulfill all the things they need.
But if you outsource all of the actual work, then you can focus just on getting new clients.

Need Sound Effects for Your
Videos and Audios?
It offers hundreds of thousands of Creative Commons sound effects.
http://freesound.org/

10 Things Learned at Social Shake-up 2017
The importance of evergreen material - 48% of traffic to the Atlantic’s website
comes from articles NOT posted that month.
Still not using live video? “Just push the damn button.”
‘Pizza’ marketing, the 5 “P’s,” the key to success in social media and more:
http://www.socialmediatoday.com/smt-influencer/10-things-i-learned-socialshake-2017
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Upgrade Your Customers and
They’ll Tell the World
How many people sitting
in coach on an airplane
wish they were in first
class? Odds are, most if
not all of them.

First class flyers get fancy lounges in the airport, preferential
boarding, comfortable and roomy seats, their own special first class
flight attendants, real food and drinks, blankets, pillows… just about
whatever they want within reason.
The first time I flew first class, it was on a complimentary upgrade
for having made me miss my connection due to an airline delay.
(Those were the days when airlines thought of you as a valued
customer instead of cattle.)
I was shocked at how well they treated the first class passengers,
even bringing hot moist towels so we could wash our hands, free
drinks, completely edible food, soft pillow… I never wanted the flight
to end.
And I was hooked, too. Who wants to go back to coach after flying
first class? Not me!
Which makes me think – what if we offered our best customers a
complimentary upgrade?
Think of it this way: You’ve got prospects, you’ve got customers,
and then you’ve got SPECIAL customers who spend lots of money
with you.
So what do you do?
You create special perks just for these customers.
For example, maybe you give them:








Their own member’s area full of fun and
useful stuff
Discounts on all of your products
First dibs on new products – they get to
buy your new stuff before anyone else
Discounts you’ve negotiated on other
people’s products
Special videos you made just for them
Insider’s info on your niche
And whatever else you can think of that
they would love.
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There are two different routes to take in creating your
preferred customer program.
Either you charge customers to be a preferred customer.
This might be an annual fee that gets them in the door and
gives them all the perks of being a preferred customer
Or perhaps they have to EARN preferred status through
the purchases they make from you.
For example, you could require they make a certain
number of purchases or they spend a certain amount of
money with you in a time frame you choose.
In the first case, anyone can become a preferred
customer. In the second case, as long as they continue to
make the necessary number of purchase, they get to retain
their status.
So why would you bother to create a preferred customer
program?
Your preferred customers feel special. They get better
treatment and get fussed over and pampered, and who
doesn’t like that?
Your preferred customers will become your best
advocates on social media. One happy preferred customer
has the power to tell many, many others.
Your preferred customers will look to YOU, first. Whether
it’s to buy something, get advice or whatever, you will be the
person they turn to in your niche – which is exactly what you
want.

You will set yourself apart from
everyone else in your niche. When you
offer the premier preferred customer
program everyone talks about, you
become an instant authority in your
niche, which helps to bring in even more
customers.
Your preferred customers will sell
products for you, as well as preferred
memberships. Simply by doing what’s
natural – bragging about the great deals
and treatment they get – you will likely
get new customers coming to you
through social media with no extra effort
on your part.
You’ll get feedback to grow bigger,
better and faster – a team of your best
customers who will give you feedback
on how to improve your products, as
well as telling you what they would like
to see next.
Any way you slice it, a preferred
customer program is a great thing for
both your customers and your bottom
line.
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Quick Etsy Idea To
Turn Old Books
Into Ready Cash
Here’s a quick idea to make some extra
income on Etsy.
If you don’t yet have an Etsy seller’s
account, sign up for one.
Then buy books with ‘plates’ – those
prints that look especially good. You’ll find
them for all sorts of things, but what you’re
looking for is pictures people would want
to hang on their wall.
For example, I found a seller who buys
certain art books from the 80’s and 90’s and
cuts out the pictures. These pictures are
high quality and look fabulous.
Then he mats them, frames them and
sells them.
You could just mat them if you don’t
want to hassle with the framing, but there
are more buyers for framed pictures that
are ready to hand on the wall.
One book might yield you a dozen or
even 50 pictures that you can then mat and
sell. And since you can buy good used
books through Amazon at cheap prices,
your costs are very low.
I don’t want to create direct competition
for the guy who is successfully doing this,
so I’ll leave it to you to pick your niches. Just
think about what enthusiasts like, find
those books with artsy type pictures
depicting those things and you’re in
business.
And by the way, this guy is up front
about the fact that he gets his pictures from
old books. But they look so good, people
really don’t care.
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From Kmart Employee
to Multi-Millionaire
Manny Khoshbin arrived in the U.S. at age 14 when his
family fled civil unrest in Iran. They were penniless and lived
in a station wagon for weeks before finally affording an
apartment.
Manny got his first job at Kmart, stocking shelves for $3.15
an hour. Fast forward to today and he’s a multi-millionaire.
His advice?
1. Have BIG Goals. “Average goal-setting techniques
create average results, Khoshbinn warns. He says you
need to be more aggressive in charting exactly where
you want to be in 1, 2, 5, 10 and 20 years. “Set goals
you can 100 percent commit to each year, and then
stick to them.”
2. Make a Plan. “You can’t drive from point A to B if you
can’t see where you’re going,” Khoshbin says. So plan
every step of the journey to achieving each one of
your 1, 2, 5, 10 and 20 year goals.
3. Learn from the Best. To get to the top, you must
become really good at what you do. Surround
yourself with successful, like-minded people and
learn everything that you can about your business.
Experts aren’t born, they’re made, which means you
can become an expert at whatever you choose.
4. Check in Every Week. Once a week sit down with your
goal list and see if you’re on the right path. Make
adjustments, decide what needs to be done and let
your subconscious find the solutions and paths to
achieving your goals throughout the week.
5. Be Stubborn. Too many people give up before they
reach their goal. Remind yourself daily on why you
are doing this in the first place.
You might want to write out your big “Why” and tack it to
the wall in front of your desk, to be reminded daily of why
you are working hard to achieve your dreams.
One last note: If a Kmart stock boy can become a multimillionaire… what can you accomplish?

“A copywriter’s
first
qualifications…
…are imagination and enthusiasm.
You are literally the script writer for
your prospect’s dreams. You are the
chronicler of his future. Your job is to
show him in minute detail all the
tomorrows that your product makes
possible for him.”
– Eugene Schwartz, Breakthrough
Advertising

Decide what
you want.
You can’t get from here to there
unless you know where ‘here’ and
‘there’ is. So if you’re going to go for
what you want, go for what you want,
not what you think is possible. Most
people hone down their dream
because they can’t see how they can
do it. Dream as big as you want. Big
dreams are exciting. Big dreams attract
big people.

Be open to
everything…
…and attached to nothing. Realize
that you don’t know enough to be a
pessimist – about anything. When you
close your mind to what is possible,
you close off the genius that resides
and lives inside of you.

30

EPILOGUE

LAST WORDS

Who are you listening to?
It's a fine sunny day in the forest, and a rabbit
is sitting outside his burrow, tapping away on his
typewriter. Along comes a fox, who is out for a
stroll.
The Fox asks the rabbit: "What are you
working on?"
Rabbit replies - "My thesis."
The Fox is interested. "Hmmm. What's it
about?" The rabbit, not looking up says – "Oh,
I'm writing about how rabbits eat foxes." The Fox
is insulted - "That's ridiculous! Any fool knows
that rabbits don't eat foxes. It’s the other way
around!"
Rabbit answers calmly -"Sure they do, and I
can prove it. Come with me." They both
disappear into the rabbit's hole. After a few
minutes, the rabbit returns alone to his
typewriter and continues typing. Soon, a wolf
comes along and stops to watch the rabbit who
is working very hard indeed.
The Wolf asks - "What's that you're writing?"
to which Rabbit replies - "I'm doing a thesis on
how rabbits eat wolves." The Wolf laughs
loudly. "You don't expect to get such rubbish
published, do you? Everyone knows that
wolves eat rabbits."
The Rabbit stops typing again. "No problem.
Come with me. Do you want to see why?" The
rabbit and the wolf go into the hole, and again
the rabbit returns by himself, and goes back to
typing.
Inside the rabbit's hole, in one corner, there is
a pile of fox bones. In another corner, a pile of
the wolf’s bones. And on the other side of the
room, there a huge lion smiling and picking his
teeth.
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The moral is that it doesn't matter what you choose for a thesis
subject or topic. It doesn't even matter what you use for data. What does
matter is who you have for a thesis advisor/teacher.
So my question is this – Who are you listening to?
If your online business is something you want to succeed long term,
is your advice coming from someone who is in your field and has
mastered it, or from someone who talks the talk but hasn’t got very far?
What you need is someone who has been there, done that, been
through all the obstacles and is listening to what the current market is
saying and is being creative and resourceful with it.
If you don’t have the right teacher, or should I say, if you’re listening
to the wrong one, it won’t matter what you do – you won’t get far
because you are operating on flawed advice.
Sometimes, and this is silly but true, our experts can be our partners,
our kids and our friends who want the absolute best for us but may not
fully understand what we are trying to do. Your best bet is to do your
research and find the top people that are absolute masters of their field
and the evidence shows.
If you want a very good link to some physical names of experts in
their respective fields, it is here http://www.outbrain.com/blog/2014/10/10-online-marketingexperts-you-should-follow-when-you-start-your-digital-career.html
Meanwhile, do not be lead down the rabbit hole by anyone without
evidence first that what they are saying is accurate.

See you next month!

BE
inspired
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