Marlon’s 12-Week Course

Week 2

Marlon:  What we’re going to do is go ahead and crank up this call today.  In our initial session, what we did was I tried, as much as possible, to talk to most of you individually about what you were doing, give you a little bit of focus for your target market, and so forth.

But today, what I want to do is make this a more structured call.  I’m going to walk through our 8-step online action plan, that all of you should have the URL and username and password for.  You get a free 3-month subscription to this software, because this is a 12-week program.  So for the duration of the 12 weeks, you’ll have access to the software.

By that time, you should have actually walked through all the steps of using it.  Then, if you want to pay to continue use of it, that’s fine.  But you get 3 months free use of the software.

It’s a brand new software product.  You’re the first to see it.  We have not launched it yet.  I’d appreciate it if you do not tell anyone whatsoever about the software, because I don’t want my competitors to knock it off before I can even market it.

As you know, in internet marketing some people’s marketing model is simply to find a new product.  They don’t have any ideas, so they just find a new product and knock it off.  That’s much less of a problem in most industries than it is in the extremely competitive world of internet marketing.  

So what I’m going to do is, again, we’re going to be going through the 8 steps online software program that you’ve all received a username and pass code to.  This walks you, step by step, through my total system for marketing and selling your products.

I know about the one problem that Chuck has, but everybody else has access to the software.  Is that correct?

Attendee:  That’s correct.

Marlon:  Okay, great.  Right now, I don’t hear any background noise.  So if you all have any background noise that happens to come on, you can press *6 and mute yourself out.  I’m going to try to leave everyone on the call, so as I go through the section I’m able to ask questions.

Again, the part of the call that I’m getting ready to do is recorded and I do plan to use it as some initial training for people with this software.  So just understand if you ask a question, somebody else in the future will be hearing your question.  Don’t be shy because of that.  There’s no problem with it.  Some people, for whatever crazy reasons, don’t want anyone to hear their voice.

So I just want you to know, upfront, what I’m going to be doing.  I plan to use just this next little section as some training in the future, when I do put this software into production.

Alright, welcome to our training in using our online 8-Step Get Started Quick-Start Software.  This is going to be exciting.  I’m going to walk you through 8 steps.  It’s almost like Pushbutton Cash.  You push these buttons, you fill in the blanks, and you pretty much have your whole marketing system set up and ready to go to make you money.

So you should be looking online at the 8 steps.  If you’re not, then it’s no problem, I’m going to be explaining each step as we walk through it.  

So if for some reason you’re not able to access the software at this very moment, don’t worry about it.  I’m going to explain thoroughly each step as we walk through it.

Step #1 or circle #1 says, “Select your target market.”  And when you click on that link it’s going to say, “Enter 10 possible target markets below.”

Now, let’s talk about what you’re going to do in terms of selecting your target market.  These are enter your 10 best target market ideas.  

Now, at the bottom of that page you’re going to see a link that says, “Click for instructions on selecting your target market.”  So at the bottom of that page, when you click on “click the link,” it says, “Click for instructions on selecting your target market.”  

It says, “Step 1:  select your target market.  Objective:  show you how to target a market of people to sell to.  Action:  write out a description of your target market.”

So the purpose of this step is to help you select your target market.  Now, as you scroll down that page, you’re going to see some steps in bold.  These are subsets for selecting your target market.  And it will say, “Step 1:  make sure that there’s a large group of people with a problem.”  

So step 1 in selecting your target market is selecting a group of people with a problem.  Now, how large does that group need to be?  Well that’s, to some degree, a guess.  But it needs to be large enough to support you.  If you have too small a target market, you can’t support yourself.  So this is a judgment call for a judgment field.

What I mean by that is if you have a product to sell for $50, you don’t have any backend or repeat business products and you’ve only got 3,000 people in your target market, if you reach 10% of that target market, which should be, I believe, your initial objective to penetrate 10% of your target market, in most cases, 10% of 3,000 would be 300 times $10, means you’ve got a pretty limited income there.  You should be able to blow through that target market in about a month or 2, then you’re out of people to sell to.   

So how big of a group of people?  If you’re going into a niche market like carpet cleaners, HVAC or so forth, marketing consultant Dan Kennedy recommends a minimum of 30,000 people in the target market, although he’s seen people like hair replacement, where they sell hair replacement, there’s one guy who’s successful in that market and there’s only like 3,000 or 5,000 companies.  But he sells high-end training that’s an expensive ticket.  You don’t go in there with $50 and make money.  You need to be selling something $2,000, $3,000, $4,000, $5,000.

So selecting the target market with the right size is important.  

Step 2, able to reach a group of people with the message about your solution.  And here’s some steps here.  Talked about Google.com and how to research the number of websites that are available in Google.

The reason that you do that is you want to see how many potential joint venture partners there are.  So if you’ve got a large number of potential joint venture partners, then you know you’ve got a viable avenue to promote just by contacting other websites, potential websites, and asking them to promote your product or service through your affiliate or associate program, for commissions.

I also talk in here about searching for newsletters, searching for the word “e-zine,” searching for the words “mailing list,” searching for the words “card decks,” as it relates to whatever target audience or niche you’re searching for.

So you want to find out are there mailing lists, are there e-zines, are there card decks?  What are your advertising resources?  I mentioned Venture Direct there.

These are all the steps that you want to go through in initially selecting a good target market.

You want a group of people that want your solution.  If you go in with something that people need but they don’t want, you have a problem.  People don’t buy what they need, they buy what they want.  How many times have you heard someone say, “I’ve got a product everybody needs?”  Problem is there isn’t anybody who wants it.  

What people need is not necessarily what they want.  And sometimes, people will spend money on what they want when they don’t even have their basic needs satisfied.  So do the people want your solution?

Then, the people have got to be able to afford your solution.  I’ll never forget, a long time ago when I first graduated from college and had a job selling insurance, I called on a guy trying to sell him insurance, who for Christmas had received a turkey from the church.  And yet, I didn’t understand why he could afford insurance but for Christmas he couldn’t afford to buy a turkey.

People have got to be able to afford your product or service.  They’ve got to have money.  You’ve got to ask yourself, “Am I selling to people with money?”

Now, let me give you a little quick shortcut in finding your target market.  

One of the great shortcuts in finding a target market is to ask yourself, “Who is a heavy buyer of the product or service that you’re selling?  Who are the people with the money?  Who are the heavy users?  Who are the heavy buyers?  We call them players.  Who are the players with money?  Who are the players with money?

So like in internet marketing, you can go out and sell a lot of $20 or $50 e-books and you can make some money, but at some point you’ve got to ask yourself, “Who are the people that aren’t spending the $50?  Who are the people spending $1,000 and $2,000 and $3,000 to go to boot camps.  Right?  

A lot of people shortcut their success by immediately targeting the high end of the market.  Literally, when I started this business, internet marketing, I was going to sell Amazing Formula and then I would move people up from Amazing Formula to a $500 product.  And eventually, I hoped to go in and sell some seminars and boot camps and high-end consulting at $1,000 an hour.

Then, as this market has progressed so quickly, what happened is all of a sudden you have people come into the market, they just skip selling the entry-level products and they just started selling $1,000 and $2,000 boot camps right off, by doing teleseminars.  

So it’s an interesting approach to a market.  You can look and see in this particular market, who’s selling high-ticket items, and can I just skip selling the low tickets and immediately go to selling the big-ticket items.  That requires a more powerful sales process in order to do that.  In other words, the way they’re selling boot camps right now is by doing a whole lot of free teleseminars.  And it’s some pretty high-powered selling, but it’s working.

So that’s one of the shortcuts of selecting the target market is to say, “Who are the people with the money and what are the people with the money buying?”

You don’t want to target people without money in any market.  In any market you go with, ask yourself who’s got the money and what are they buying.

So you want to sell to the people who have the money.  For one reason, it’s going to recession-proof your business.  Because if you go into recession, the people that are on thin budgets are going to stop buying.  But the people that have deep pockets, the people with the money, even in recession, they’re going to keep buying.  Why?  They’ve got money.  So they may buy a little less, but you’re going to have a relatively recession-proof business.  You’re going to have a lot more stable business.

So key question to ask yourself in any business, in any market, like if you’re selling to investors, who are the people with the money and what are they buying in terms of investing?  Are they buying courses?  Training products?  Are they buying software?  

Ken, with the trucking companies and selling your recruiting product, you really want to ask yourself who’s spending the larger dollars in that marketplace.  

Attendee:  Marlon, how do we find that out?  Because I went to the library and I did find people’s products similar to what and how they sold in the directory.  But I really didn’t quite find how to actually pinpoint who was selling it for them, so I can at least get on to asking for the list.

Marlon:  There’s a lot of ways to do it.  #1 is you just look at your marketplace to begin with, and see who’s selling big-ticket items, what companies are selling them and what are people buying.  It’s just being aware to ask the question to begin with.

Attendee:  Okay.  Then, where do we go to find out the answer?

Marlon:  You open your eyes.  It’s everywhere.  It’s in your marketplace.

First, let me make sure you understand this call is being recorded.  We will be using this recording in the future.  I don’t know if you came on the call late or not.  This is Vida, right Vida?

Attendee:  Yeah.

Marlon:  Okay.  Vida, in your case, tell me your URL again for that product you’re selling.  

Attendee:  101Happiness.com.  

Marlon:  Yeah, the 101Happiness.com.  You’re selling things related to the instant happiness thing.  In that marketplace, which is really a self-improvement marketplace, not everybody’s interested in happiness even if it’s pushbutton happiness.  They aren’t interested.  

Attendee:  The thing behind it, maybe I named it wrong, it’s really a series of spontaneous stress releasing products.  

Marlon:  Right, I understand.  

Attendee:  Also, the technology is really a management tool for your energy, for your emotional energy.

Marlon:  I understand that.  So what you do, Vida, is you go to magazines that are self-improvement magazines and to the media that targets your market.  

So, #1, you get on card deck mailing lists.  You go to VentureDirect.com.  That’s on the web page I was just showing you there, in the step-by-step system we’re walking through, and you get on the mailing list for the card decks.  

#2, you subscribe to every single one of the self-improvement magazines.  

#3, you go to the Oxbridge Directory of Newsletters, which is available at MediaFinder.com.  

Now, if you’re overseas, like Soka, if you want to sell overseas instead of in the United States, you’ve got to see if you can find a resource for newsletters in your country or the countries that you want to sell in.  

In the United States and probably Canada, MediaFinder.com has the Oxbridge Directory of Newsletters.

The point is this:  whatever country you’re selling in, you find the sources of information that people are going to be turning to and the sources that you can use to reach a target market.  That means card decks.  That means magazines.  That means mailing lists.

In your case, Vida, you go and look under stress in the Standard Rate & Data Service for the direct mail lists, and you’re going to see all of the lists there for self-improvement and all the lists of stress-related products that people have bought.  And you go in there and you look for the lists where people have spent the most money; specifically in the front of the Direct Mail Rates & Data, in volume 1, there’s a whole section called “High-Ticket Lists.”  So go in there and see what people have spent.

So how do you do it?  You look everywhere.  You’ve got to inundate yourself in your target market.  It’s like it’s this thick pool, and you’ve got to jump right in the pool, read the same things they’re reading, the same magazines, the same newsletters, you get on the same mailing lists, you get the same card decks.  You immerse yourself in a target market, and then you know who’s selling what.  And what you’re looking for are the people who are selling some expensive tickets, some expensive items.  

You ask yourself, “In this marketplace, who’s really got the money?  There’s not necessarily a pushbutton answer to that.  It’s not necessarily an answer you get overnight.  You may spend a month thinking about it.  You may spend a month researching it.  Then again, you may be able to get a quick answer to it.  

What I’m going to do is I’m going to mute out our call.  I’ve got to get through these steps, and then at the end of the day’s call I’m going to take questions.  But I’ve got 8 steps to go through.  

Attendee:  Okay, thanks.  

Marlon:  I hope that answers your question, Vida.  

Attendee:  Yes, thank you.

Marlon:  Alright.  In selecting your target market, you have the group of people that want your solution, the group of people that can afford the solution.  We’ve talked about looking for the players with money.  And then, you’ve got to verify that you can reach your target market, like we were just talking about.  

You go to a directory of newsletters, Oxbridge Directory of Newsletters at MediaFinder.com.  You go to the Direct Mail Rates & Data in the United States.  That also has lists for Canada.  

If you’re in other countries, if you’re in the UK, you’re in Australia, you’ve got to find out what lists are available that can allow you to reach your target market.

Then, after you’ve found your target market, you’re going to develop your product ideas and so forth.  We’re going to talk about that in just a little bit.

So what you do on step #1 is you have 10 spaces there where you can list your 10 best target market ideas.  And that’s really all you’re doing in step #1 is you’re trying to say who are the potential target markets.

Now, in the scenario we were just talking about, where we’re looking at a stress-reduction product, let me just give some ideas of how I might approach that.

I would ask myself, “Who makes a lot of money and has a lot of stress?”  This is the way I might approach that.  “Who has a lot of money and has a lot of stress?”  Well, here’s an idea that comes to my mind:  pilots, for example.  Pilots make a high discretionary income and then have a relatively stressful job.  

Related to pilots and maybe even a better target market is air traffic controllers.  Air traffic controllers direct the traffic.  And my God, that’s a highly-stressful job and they make a lot of money.  So there’s a potential target market, where I could go to Direct Mail Rates & Data and I can rent a list of pilots or I can rent a list of air traffic controllers.

I can go and find the magazines that air traffic controllers read, and I can run some lead generation classifieds and display ads in there, or I can rent a list and send them a postcard that drives them to my website.

So if I was continuing with this idea, I would say, “Okay, who else has a lot of stress and has a lot of money?  Let’s see, who else has a lot of stress and has a lot of money?  Well, sports athletes come to mind.  When the game’s on the line and they’re shooting this 3-point shot, athletes come to mind as people who have money and need to reduce stress.

And it doesn’t have to be athletes at necessarily the pro level.  There’s also like in baseball, you have all the big baseball teams and then you have the minor league teams.  But those people still have money to spend.  So you might start at a minor league level and work your way up to the pro level.

So anyway, this is a process you go through.  Ask yourself who has a lot of money but also has the want or desire for the product that it is you’re selling.  

Another one that comes to mind, a great target market, is dentists.  Dentists has a lot of stress and high discretionary income.  Related to dentists, I might think of chiropractors.  

Now, you don’t target all of these markets at the same time.  You pick one of them and run some ads, get them to your website.  I might place an ad in a trade magazine that sends them to a website.  I might send out 2,000 postcards that drive them to my website and see if I make a few sales, see if I break even on the mailing.  So that’s how I would get started.

So, walking through the software, step #1 was to select a target market.  And we just walked through some basic steps in doing that.

Step #2, you click on circle #2 and it says, “Top 12 customer problems.”  It says, “Based on your survey, rank the concerns of your customers or prospects from highest to lowest, using the percentages from the survey results.”

What you’re going to do is a survey, your 12-product survey.  I believe we may have to change the order of these.  I should really be doing maybe the 12.  I’ve got to add some survey things in here.  This is our beta version of this, so I can see I’ve got a missing hole in here I’ve got to fill in on doing a survey.

So let’s just talk about that right now.  How do you do a survey of customer problems?  Well, the first thing that you do is you’ve got to get a list.  Again, that could be online forms, if you’ve got online forms that are available to target your market.  That’s a great place to offer people $10 or $20 to take a survey, where you can find out their problems.  

So what you’re trying to do is get their problems or complaints.  And you can do that 1 of 2 ways.  One way is you can list every one that you can think of and just have them rank it on a scale of 1 to 10, or you can do freeform.  If you can get a mailing list of the people, you actually email them.  You can email people and ask them, “What’s the biggest problem you have?  What keeps you up at night?”  

Or another good way is just to talk to people.  If you can attend seminars that they attend or meetings and so forth, you just ask them, “What’s the biggest problem that you have?  What keeps you up at night?”  And people will tell you.

Again, we use that word earlier, “immersing” yourself in your target market.  If you immerse yourself in your target market, you’re going to know what the stress points are and you’re going to be able to then know what the problems are and know what the stress points are, just by immersing yourself in your target market.  That’s one way you do that.

Now, if you’re lucky enough to have a customer list, you can just email your list.  Like for me, it’s easy.  I’ve already got an opt-in list, already built an opt-in list.  So if I want to know what my customers’ needs are, what their problems are, what their complaints are and so forth, I can just go to my customers by sending them a survey and I can find out what those problems are.

Now, by the way, when I clicked on step #2 on the top 12 customer problems, somewhere in here I got some sort of an error.  If you are using the software and you receive any sort of an error, please either Human Click our support and report the problem or you can go to any of our websites, like AmazingFormula.com, click on support on the toolbar and just post a note to our customer support board that you had a problem.  Copy the error message and let us know, and help us troubleshoot this and beta test it.  

Alright, top 12 customer problems.  Let me give you a couple more ways to find out.  

I already mentioned emailing your customer list.  That’s what I did one time.  I just put together a list of all potential customer problems and asked people to rank them on a scale of 1 to 10, and that worked well for it.

You can talk to people, as we talked about, going to meetings and so forth.

I have a friend and she develops joke books for women.  And she’ll invite them over to her house for a pot luck dinner.  And in her case, she’ll come up with a product idea, but she can also ask them about problems they have, that sort of thing.  Easy way to find out what people’s problems are.

Another great way is just to go to online forums and look at all of the questions that people are asking, and you pretty much know what the problems are.  

Now, understand this.  Knowing the top problems that customers have is really important, really important.  Let me explain that.  I’ll give you an example from my target market, because I know it best.

In internet marketing, one of the biggest problems people have is they don’t have a product to sell.  The number 2 problem is they don’t have a sales letter and they don’t feel they’re very good at writing.

So if you’re going into this target market and you’re assuming that people already have a product, can already write and already have a sales letter, you’ve got a big problem because they don’t.  

So if you didn’t realize that those were the 2 biggest problems that most people have in online marketing, in my market, in what we call the internet marketing circle, then you’ve got a real big problem.  You aren’t producing the right products.  You aren’t tapped into people.

So this is the process of immersing yourself in a target market, doing a survey, finding out what their problems are, or just talking to people.

I have a friend who sells marketing training to dentists, and he actually has a group of dentists he meets with in what he calls a mastermind group every week, and he’s got 8 or 10 or 12 guys in there who are dentists and they meet every week.

The main reason he does that is just because he wants to be tapped into their psyche.  He wants to know what’s going on with them.  Right?

I have another friend who sold marketing training to computer consultants.  What she would do is do free seminars in different cities around the nation, that she would invite the people to.  And one of the reasons she did it was just so she could know what their problems were, just so she could see what questions they were asking, so she could really be tapped into their psyche.  

When you really do a great job of being in a target market, you have a sixth sense of knowing what’s going on in the marketplace.

Alright, before we go to our next step here, I’m going to unmute the call and let you ask any questions you have on identifying your customer problems.  

Alright, we should be unmuted.  If you pressed *6 to mute your phone, you’ll need to press *6 again to unmute it.

Do any of you have any questions on how to target your customers’ problems?

Attendee:  Yeah.  Thank you very much for mentioning the forums.  I registered to go into one of the forums, but the problem is that I was getting them messages to put in Chinese language, the mother languages, and I was kind of afraid of importing a virus into my computer.

I’m just going to ask you is that a legitimate thing to be afraid of or is that kind of silly?

Marlon:  Actually, I don’t know what happened there, so I can’t really comment on it.  It’s really a technical question and not a marketing question.  But let me say this, Vida, all of you who are involved in an internet business have got to find competent technical help; people who are programmers, people who you can go to with a question like this and ask them, and they’ll know the answer to it.

So let me tell you how you go about finding your technical staff.  Really important part of running your business is having some really great technical people to go to.  I’m going to tell you 2 ways to find some.

Method #1 is to go to eLance.com.  You post your problem there, in the appropriate category, and then people from around the world will bid on it.  So they actually are bidding on answering your question or solving your problem.

We use eLance.com.  We also use RentACoder.com.  Great place to find technical help and assistance.  We’ve use eLance a whole lot and we use RentACoder a lot.  

In your particular instance, I’m not sure I understand the problem.  

Attendee:  I don’t want to waste your time with this.

Marlon:  I’m really not sure.  It sounds like you were going to a foreign language forum where people are discussing in another language.  That’s what it sounds like on the surface.  So the browser is trying to interpret the conversation there, in which case you’re not in an English-speaking forum.  So you do want to find some English-speaking forums.  

I just gave you some examples of high-stress target markets, like traffic controllers.

Attendee:  I’m going to look into those.  

Marlon:  Pilots.  And you ask yourself who else has a lot of stress but has a lot of money.  

What you don’t want are people who have a lot of stress but they don’t have money.  That’s not going to work for you.

So you might spend a week, Vida, just asking yourself and brainstorming with friends.  Call up your friends and say, “Hey, I need to brainstorm with you a minute.  Who comes to your mind as people who have a lot of stress but also have a lot of money, and preferably they’re self-improvers?”

Let me give you an example.  Chiropractors are a great target market because they’re self-improvers.  Dentists might be a great, perfect target market for you because they have a lot of stress and they’re self-improvers, and they have a history of spending money on self-improvement.  

Air traffic controllers, I don’t know about air traffic controllers.  They’ve got a lot of stress and they’ve got money, but are they willing to spend their money on stress reduction?  I don’t know, but you could test it for something.  Between $600 and $1,000, you can send out 5,000 postcards to air traffic controllers.

Also, I don’t know if air traffic controllers are a large enough target market.  Same thing with pilots.  I don’t know how many pilots there are.  

I know this:  I know there’s at least 30,000 dentists and maybe as many as 60,000 dentists that you could reach.  So that right there is a target market that might be able to support you on that product.  Great question, though.  Does anybody else have questions?

Attendee:  Marlon, Tatiana.  My target market is home-based business owners.  Ever time I try to find the forum, the only thing I could find the forums offer is business opportunities.  Any suggestions how I need to more target my search in order to find the right forums? 

Marlon:  Let me answer that question in 2 ways, Tatiana:  #1 is if you can’t reach the target market, by definition it isn’t a target market.  Right?  If you can’t target it, it’s not a target market.  

So you’re beginning to find the problem with targeting home-based businesses.  Now, if you think it’s just you or maybe you aren’t skilled enough, then realize this:  there is a company called Warrillow and all they do is they consult with big businesses and hold seminars on how to target what’s called the small business market, because it’s so darned hard to target.  So they work with Fortune 500 companies to help them figure out how to target small businesses, because while it sounds easy in theory it actually can be very difficult.  

So it’s not just a problem that you’re having.  In theory, targeting home-based businesses is good.  In reality, it isn’t the easiest thing to do.

So I can recommend the book that they publish.  They also have a website.  You should be able to search on like Warrillow or something like that.  The name of the book is Drilling For Gold.  Here it is.  The author is John Warrillow.  It’s about targeting small business owners, which is not just home-based businesses, it’s the whole gamete.  But if any of you are targeting home-based businesses or small business owners, you need to buy this book and also go to their website, which is Warrillow.com.  And they have an excellent e-zine that they send out each week, that gives you tons of ideas and tips on targeting home-based businesses.

Now, having said that, the first thing that I recommend, Tatiana, again, is you go to your library and get Direct Mail Rates & Data and you go through Direct Mail Rates & Data and look for lists of home-based businesses.

I personally think home-based businesses are probably too broad of a target market because you can’t reach them.  It’s like they want everything.  It’s just such a broad category.  

There’s been magazines that have been launched trying to target home-based businesses, and the magazines failed because it’s not a tight enough market.  

Which product is this for, Tatiana?

Attendee:  The book.  

Marlon:  What was the topic?

Attendee:  Organization secrets.

Marlon:  Oh, the organization secrets.  OrganizationSecrets.com.  So I would go to Direct Mail Rates & Data and see if I could find people who have bought a book, system or course on organizing.  Right?  That’s the first thing I would do.

That’s what comes to my mind.  I’m sure you can find lists of people that have already bought a product, book or course on organizing.  Preferably, 100% direct mail sold.  And that’s how I would target that market.  

Now, as far as the second way that you target it is through the pay-per-clicks.  

The third way, you just get your broad list of e-zines, as many as you can get, and you write articles and send them out to all of the e-zines, or you hire Dr. Nunley to do it for you, at DrNunley.com.  

For about $600, I think it is, he’ll write an article and send it to something like 6,000 e-zines.  I forget the exact number, 3,000, 5,000, 6,000 e-zines.  And the last I checked, it was $600.  The price may have gone up, it may have gone down, I don’t know.

Or you can write the articles yourself, if you can get the list and develop a really great list of e-zines, you can send out the articles yourself.

Next thing, you do solo mailings to e-zines.  Again, trying to target those home-based business owners sounds good in theory, but it’s maybe a lot harder than you think.  

The single best thing you can do is go through Direct Mail Rates & Data.

Once you find that list of people, you’ve got to find out what their problems are.  And you find out what the problems are by immersing yourself in the target market, by doing a survey, so forth.

Does anyone else have any questions before we go on?

Attendee:  Yes.  Good morning, Marlon, it’s Peter.  Do you hear me?

Marlon:  Yes, I hear you, Peter.  How are you doing?

Attendee:  Fine, and you?

Marlon:  Doing well, sir.  What’s your question today?

Attendee:  I wanted just to come back to the link that you gave to about this home business, this company sorting small businesses for the top 500 companies.  

Marlon:  Do you need me to repeat the link?

Attendee:  A bit slower, the URL.

Marlon:  Alright.  Actually, let me make sure their website is up.  I know they work because I get mailings from them all the time.  But let me find them here.  Yeah, here it is.  Warrillow.com.  

Attendee:  Let me just check.  I don’t find it.  

Marlon:  Let me repeat it.  You go to www.warrillow.com.  

By the way, all of you, if you’re interested in selling to small businesses, you should go to that website and subscribe to their free e-zine.  If it won’t come up, just email me at MarlonOnly@AmazingFormula.com, and I will send you the link.  Alright?  

Attendee:  Okay, fine.  I’ll send you an email.

Marlon:  Just send me an email to MarlonOnly@AmazingFormula.com and I will email you the link.  

By the way, this is a great example of somebody who’s targeted a market selling a book and selling seminars and selling consulting by effectively targeting a market.  The market is companies, especially Fortune 500 companies, that need to reach small businesses.  Their front-end lead generation is through the book they publish, that they sell at bookstores.

So don’t overlook doing books that target your market and generate leads for you that you get published in a bookstore.  Great method of lead generation, and also credibility and a great way to get consulting, helps you get into doing seminars and boot camps and so forth.

Alright, I’m going to take one more question before we move on.  Anyone else have a question?

Attendee:  Marlon, this is Ann.  I have a quick question about postcards versus e-zines.  Which one is better and how do you know which one to use, or is it better to use both?  

Marlon:  I would say 2 things.  #1 is you can target so many more things with postcards, because there’s like 15,000 mailing lists available, with up to a million names on them, with 30,000 and 40,000 and 50,000 hotline-fresh names.  

You don’t have that in the online marketing.  It just doesn’t exist.  So it allows you to pinpoint with a laser instead of a broad stroke, instead of a shotgun.  

Now, a lot of industries, you can’t even find e-zines.  And if there are hardly any e-zines, you can’t even buy solo mailings to them, so you’ve got no choice.  

But some industries, a lot of niches, there’s only maybe 1 or 2 online forums available, and they’re low-traffic.  

So it really depends on your target market.  If you’re able to target them with e-zines, great, go for it.  It’s cheap.  But if you’re not able to target the market with e-zines, then you’ve got no choice but to go to other media, whether it’s running ads in magazines, renting a list of subscribers to magazines – which, by the way, is a pretty good way to target a market.  

It’s better if they pay to subscribe to the magazine or newsletter than if it’s free.  The newsletter from the Oxbridge Directory of Newsletters at MediaFinder.com, great way to target a market.  

And then Direct Mail Rates & Data and sending a postcard to them, or a letter that mails for one ounce or under, so it’s first-class postage.  These are all great ways to target a market.  

Attendee:  Okay, great.  Thank you.  

Marlon:  Okay, we’re moving on to circle #3, which is your 12-product survey.  

So what you’ve done so far is you’ve listed your 10 best target market ideas and you’ve listed your top 12 customer problems.  Now you go to your 12-product survey and what you do is you use those target market ideas.  From that target market, you’ve hopefully selected one.  Use your customer problems to come up with your product ideas.  People always ask, “Marlon, how do I come up with my 12 product ideas?”  Well, you look at your top 10 complaints and your products are solutions to those problems, to those complaints.  And that’s how you come up with your top 12 product ideas.

So in this section, what you do is you fill in your top 12 product ideas, your 12 product surveys.  You’re going to come up with your top 12 product ideas by looking at your complaints and your problems.  The solution is your product.

You come up with your title for these products, and then you’re going to do your survey.  And then over here, it says the name of the product idea.  And then based on the surveys, you’re going to rank them from 1 to 12.  

So you’ll come up with 12 product ideas, you’ll do a survey, and here’s the way I usually do the survey.  I’ll say, “Which of the following would you be most likely to purchase in the next 30 days?”  That’s the survey I did, and then I just listed the products, the product titles.  And I had people tell me.  “Which one of the following would you be the most likely to buy in the next 30 days.”

Now, let me say this.  This survey is not going to be 100%, but it’s a lot better than guessing.  The ideal thing is if you give them money.  I actually know a company that gives people money, and they can buy 1 of the 12 products or they can keep the money.  That’s the way to do the best survey.  You give them money.

Like if all of the products are priced $100 or less, everyone gets $100.  And they can either spend it on one of the products or you’ll send them the $100.  And you’ll find out, real fast, if people are interested in your product or not.

I don’t usually do that.  I usually just do a 12-product survey, my 12 best ideas, and ask people to tell me which of those would they be most likely to buy in the next 30 days.  

I’ve found you need 30 to 50 responses to have a pretty accurate survey.  At about 50, you’re getting pretty good survey results there.  

Again, you can invite members of your target market over to your home and have them vote.  You can get them on a conference call and have them vote.  A lot of different ways you can do that survey.

A lot of times, it’s hard to get people to take the survey, depending on your target market, so you’ve got to pay them.  I’ve seen people pay as much as $50 per survey.  But typically, you only need to pay $10 to $20 per returned survey.  And, again, you’ve got to limit it and tell them you only need 50 surveys, because you don’t want 1,000 people to return the survey and all of a sudden you’re owing 1,000 people money.  

But that’s what you do on your 12-product survey.  

Based on the customer problems, you come up with your 12 best ideas and you ask people to vote.  And then you can do it a number of ways.  You can give them a free product if they vote, a free bonus if they vote, a free report if they vote.  But if all else fails, pay people cash.

Then, once you do that 12-product survey on circle #4, you rank all your product ideas based on how they filled out the survey.

Do we have any questions on doing the 12-product survey, before we go on?  Do you understand how do you do it and do you understand why you do it?

Alright, I don’t hear any questions on that.  It’s pretty simple.  

What you’ve done is you’ve targeted a market, based on a survey, talking to them, doing your research, you find your 12 top problems, you turn each of those problems or complaints into a product idea, and then you do a survey with those product ideas and ask them which they’d be most likely to buy in the next 30 days.  And you rank the products in order that they returned from the surveys.

Now, you’re going to select product #1, assuming it’s a product that you can create or deliver or sell.  Or, if it isn’t, then you go to the first product where you’re actually able to deliver it.  Maybe product #1 is actually something you can’t deliver or a product you can’t create.  So you’ve got to have a product you can create.

Then you go to the next step, which is your KSL, killer sales letter promotion.  Here, you’re filling in the blanks to create your sales letter.

So you’ve got the little circles, we have sub-circles.  On your KSL promo, you’ve got your product titles, headlines, credibility elements, features, benefits, guarantees, bonuses and prices.  

These are all where you fill in the blanks.  This is kind of a brainstorming tool, is what this is.  Like on your product title, you fill in your product title here, your possible title, and you’re going to go ahead and test those.  

Again, sometimes I’ll do this, sometimes I won’t.  That’s kind of up to you.  You can just use as a brainstorming tool, but I will tell you this.  If you will take your 12 best product titles and you will do some research with those, you’ll do a survey on your 12 best titles, the title of the product itself will make a difference.

So let me give you an example of how this progression might go.

You come up with your 12 best problems, 12 best customer complaints or problems, turn those into a product title, now you do a survey and people tell you, “This is #1 out of the products you listed, that people would want to buy.”

If you want to, you can then try for that product.  You come up with 12 different product titles and do another survey.

Honestly, I usually don’t do this.  Should I do it?  In the ideal world, should you do it?  Absolutely.  And the reason is because you come up with a product that you want to sell people, but what you will find is how you title that product makes a really massive difference in how it’s going to sell.

So should you do a survey of your 12 best titles?  Yeah.  

Do I personally usually do that?  No, because you’re usually pressed for time to get the product out and it’s hard to get people to take surveys.  People get tired of taking surveys, and so forth.  

So sometimes, what you should do becomes less important than what it’s practical to do.  Sometimes there’s a balance.

Since I sell information products, it’s a lot easier for me.  I make the title of my product the same, typically, as the headline in my ad.  That’s what I do.

And then, it’s kind of interesting the way the thing works.

I will launch a product to my list, and based on whether or not people are buying, I’ll change the headline.  Since it’s a website, I can change a headline in a heartbeat and upload the sales letter.  If I launched a new product and after an hour I’m not happy with sales, I’ll go in there, I’ll change the headline, and I’ll beef up the sales letter or I’ll change the benefits of the sales letter.  I’ll upload it and see if it changes how people are buying.

Now, you can also split-test headlines and so forth.

So there are a lot of ways to handle this, a lot of different ways to do it.  What I’ve done here is provided you a really great brainstorming tool.  Right?  A really great brainstorming tool that you can use in your product development.

So anyway, you’ve got your product titles, where you can list your 12 best headlines, titles for your headlines.  And again, you can split-test those headline ideas if you want, and I recommend it.  

Then we’ve got your 10 credibility elements that you want to include in your sales letter.  You’ll probably want to include at least half of those in your sales letter, when you go to write it.  

You want to list 10 features, 10 benefits, 10 possible guarantees.  That’s just a brainstorming tool.  You’re only going to use one guarantee, but you want to brainstorm up to 10, 10 different ways you can articulate or state that guarantee, 10 possible bonuses, 3 different prices that you want to test.

This is really just a tool to organize your thinking and get the elements together for your sales letter.  And then you’ll actually go into the PushbuttonLetters.com software to write your sales letter.

But once you’ve done this research and you’ve already thought through product titles, headlines, credibility elements, features, benefits, guarantees and bonuses and some price points, when you go into the PushbuttonLetters.com software, it’s really a lot faster to write your sales letter.

So having said that, do we have any questions on this KSL stuff, on brainstorming your titles or headlines?

Attendee:  Yeah.  It just occurred to me, every once in a while on ___ supplements, they’ll have like a national survey of what people rank as their #1 need or desire.  It just occurred to me, as we were speaking, it may be helpful if you could tell us if there’s a way any websites or musician websites that carry those surveys may be a place for some of us that don’t have…

Marlon:  There’s no national clearing house that I know of for surveys.  But having said that, again, you do a couple things.  One is if you pick target market, like let’s say you pick dentists to sell to, you’d subscribe to the dentist trade publications and the trade publications are going to publish the survey.

Then, you go to the dental website for their trade publications and you can contact the trade publication and find out about any research they done.  Or sometimes, they’ll have the back issues of their magazine on line, and you can actually go in there and search it, depending on the trade organization.  

Now, you can access the trade publications for different industries at TradePub.com.  There’s where you can subscribe to trade publications of every industry – agriculture, computers, construction, education, find everything in there.  

Attendee:  Great. 

Marlon:  So you go there and you can subscribe to those publications.  Also, you subscribe to the newsletters that people in that industry read, and those newsletters are going to publish survey results.  

Then, you go to Google.com.  Let’s say you were going to sell to dentists.  You type in “dentist” and “survey.”  Let’s see what comes up here.

Dentist and survey, and then here are some surveys that have been done on dentists.  A whole bunch of surveys, as a matter of fact.  And you can go through there and read through those surveys, if you want.  

Attendee:  Oh, great.  

Marlon:  That’s why you’ve got to have a target market.  Once you’ve selected a target market, it’s easier to get your data.  Like I can go here and type in “home,” “business” and “survey,” and I get some surveys related to home businesses.  

The more targeted the market, the easier it is to find the data.  

Attendee:  Marlon, let me tell you something.  Just this particular thing you just said now makes this course worth 1,000 times what you’re selling it for.  I mean it.  I really am grateful.  

Marlon:  Good.  I appreciate that.  Let’s put it to good use during this 12 weeks and get you up and rolling the way you want to be.

Who else has a question here on either doing the survey or selecting your 12 product ideas, or doing the 12-product survey.  Do we have any questions?

Attendee:  Marlon, I’m assuming that the online software is designed so that we can save our answers, is that correct?

Marlon:  Yeah, it saves the to the database, sure.  

Attendee:  Okay.  So is there someplace that we can go back and retrieve those?

Marlon:  Yeah.  When you log in with your username and password, you log into your copy.  And I’m assuming, but I’m not sure – this is a brand new beta test – you’re right, I don’t see a place where it lists different things that you’ve done.  We’ve really got to get that in there.  

What I would recommend, Janette, is there’s the printable version link.  So when you fill this out, for now, I would click…

Attendee:  Actually, you lose all of your answers for now.

Marlon:  I see it come up saying that it’s saving them.
Attendee:  Is that what that little thing in the corner is?

Marlon:  Yeah.  But I actually don’t know that answer for sure.  I will find out.  And if we don’t have it in there…  See, you click this link and it says, “Editable version” and “printable version.”  

Attendee:  But if you type in something under editable and then you go to printable, it goes away.  

Marlon:  What I will do is talk to our program and either make it clearer on here or, preferably, we’ll have it like Pushbutton Letters, where you can do it for different products and save it and select each one.

Attendee:  Excellent.  I know it’s writing it to a database, Janette, because it says, “Saving.”

Attendee:  Marlon, actually it saves.  I tried to key in something last night, and today when I opened it I had everything that I keyed in.

Marlon:  Oh, you did?  

Attendee:  Yeah.

Marlon:  So it is saving it.  

Attendee:  It is saving it, it just doesn’t allow you to choose between different plans.  

Marlon:  You need to be able to do it for different projects.  

Attendee:  Yeah.

Marlon:  I don’t see that in there, and that’s kind of messed up.  So I will talk to our programmer and see if he can make it clearer.  Make it so you can follow this process for different products, topics and so forth.  That is something I feel needs to be added.

Do any of you have any questions on like filling out the KSL promo section or doing your 12-product surveys?

Attendee:  For everybody else, it’s saving?

Marlon:  Tatiana said she went in last night and filled out data, and today, when she logged back in, it saved the data.  

Attendee:  I did that, too.  I filled in some information last night, and this morning it’s there.

Marlon:  Okay, so you logged back in this morning and your data was there?

Attendee:  Exactly.  

Marlon:  For those of you who used it, did you find the tool helpful?

Attendee:  yes.  

Marlon:  Alright, did it help you clarify your thinking?

Attendee:  Yes.

Marlon:  I’ll work on that and see if we can get it set up for different projects, so you can select the projects.  But it should be saving your data, Janette.  When you log out and then log back in, your data should be there.

Attendee:  The only way it seems to save is if I click the next arrow.  If I click from editable to printable, it does not save.

Marlon:  Okay.  

Attendee:  Try entering it on printable.

Marlon:  We’ll work on it.  

Attendee:  Marlon, what software do I use to use the killer sales letter software, to edit that afterwards?

Marlon:  Well, here’s my recommendation.  We sell a software program called PushbuttonLetters.com.

Attendee:  I have that.  The question is there’s inappropriate little transitional sentences, sometimes, so how do I go in and edit those things that are automatically on the killer sales letter software.  

Marlon:  In the Pushbutton Letter software?  

Attendee:  Right.

Marlon:  Oh, and how do you edit the transition that we preprogrammed into it?  

Attendee:  Yes.

Marlon:  You save the letter as HTML.  At the end, it saves as HTML, then you just open it in FrontPage, Dreamweaver or any HTML editor and edit it.  

Attendee:  Thank you.  

Marlon:  I use FrontPage.  It’s not as clean a code, I’ve found, as Dreamweaver.  But for me, I like using it.  Lisa uses Dreamweaver, and she does most of our pages.  And then sometimes I go in and muck them up.  

Attendee:  Okay, thank you.

Marlon:  But you can open it in any HTML editor, then.  Alright, any other questions before we move on?  

Attendee: A question on product titles.

Marlon:  Alright, go ahead.

Attendee:  You’ve got a table here of title, test, test name and test results, and numbered here from 1 to 10 or 1 to 12, whatever.  And you were mentioning earlier that this is about testing the titles.  What’s going on horizontally in each section, where you’ve got “Test 1, 2, 3, 4, 5, Test Name, Test Results?”  Are you taking each title?  Is that product one there, with title there?

Marlon:  Which button are you on?  

Attendee:  5.

Marlon:  Oh yeah, title an then test name 1 through 5 and then test results.  

Attendee:  What’s going on with that?

Marlon:  Actually, to tell you the truth, I’m not sure.  I think I’m going to change that, because that confuses me.  I use a programmer in designing the software.  I had them design it.  They designed it in Excel, and then we had it translated into PHP.  

I’ve been through it pretty carefully, but sometimes until you see the final form you don’t think through things.  I don’t know.  Honestly, that kind of confuses me.  I think we’ll change it.  

I understand what the design was.  You know how we came up with 12 product ideas?  The idea was for each product, instead of “Title” there, it should say “Product.”  And for each of 10 products, it’s saying come up with 5 different titles for that product and test them.  So it’s actually not labeled correctly.  But really, that’s overkill.

What you really want to do, you’ve got your 12 complaints, you’ve come up with your 12 best product ideas, you survey those product ideas and come out with the number one idea that people say they like, and then you test 5 or 10 titles for that product idea.  And then you write your sales letter for that product idea.  

And then, if it doesn’t work, you go back to the next product and start on it.  

Attendee:  The fact you’re testing, you’re actually surveying 3 times:  one for the problems, one for the potential product, and then one for the…

Marlon:  Title.  And in the ideal world, yeah.  You can come up with that best product out of your 12 products and say, “This is the one they wanted to purchase,” but you don’t necessarily have the best title on it.  

Bookstores actually do this with what are called velocity surveys on books.  They will take different book covers and titles, and they do velocity surveys where they actually stick them in bookstores and see how they sell.  

So it’s no different than that.  It’s coming up with your best 10 or 12 different titles.  And it’s amazing.  If you come up with 12 titles for a product, I’ve got $100 that says you can’t guess which title’s going to win the survey.  You know what I’m saying?  I can never guess.  I never know what title people are going to select.

So should you test titles?  Yeah.  When you’re in a hurry to get a product out, do you always do it?  No.  Can you go back later and test titles?  Yeah.  

But again, the way I do it, since I have info products, it’s a little bit different.  The title of my product is usually the headline of my ad.  And what I do is real-time testing.  So if that ad isn’t selling when I launch to my list, I just change it on the spot.  I change the headline right there on the spot, until it starts selling.

Because when we launch a product, if we launch it to our list, our traffic will be going crazy.  So for us it doesn’t take that long to find out if something’s going to sell or not.  And if after an hour it doesn’t sell, I start panicking.  I rewrite the headline, I’ll go in and just start massively revamping the sales letter and then upload it and see if that works or not.

Like Website Power Systems, that put biz on web, we had that problem.  We launched it and it just wasn’t selling.  Of course, I’m a fast writer, I totally rewrote the sales letter in the space of about an hour, 2 or 3 times, until it started selling.

Attendee:  Are there some markets where the problem survey is a little bit less defined?  I’m thinking about this Gann trading thing.  People in the trading market probably just want to make money.  If I’m trying to come up with 12 different problems related to Gann trading…

Marlon:  No, I would disagree with that.  I think that if you had a group of traders on a teleconference call and you said this, “Let’s talk, first of all, about the books on Gann trading, what do you like about them and what do you not like about them, what are your complaints,” you’d get a bunch of complaints, I’ll guarantee you.  

Attendee:  Sure.  Sure.  

Marlon:  They’re going to like things about the books out there on Gann trading, and then they’re going to have a lot of complaints.  “I think they’re too complicated.  I think they don’t have enough charts.  I think they’ve got too many charts, I can’t understand the charts, I think they’re too long, I think they’re too short, I think they’re too complicated, I think they’re too simple, I think that they didn’t use enough examples from real-life, what Gann really did, or I think they are too theoretical and don’t provide enough of how it works in the real world with enough illustrations and examples.”

They’re going to have all kinds of complaints and things that they want that aren’t in existing products.  You can go into the Gann software and do the same thing.  “What do you like about the Gann software?  What do you not like about it?  Have you bought it?  Why have you bought it?  Why did you not buy it?  What did you not like about it?  There must be some reason you didn’t buy it.  Why didn’t you buy it?”

“Well, I looked at it and I thought it didn’t hold to the true Gann principles or it wasn’t flexible enough or it didn’t work.”  

You see what I’m saying?

Attendee:  I do, yeah.  

Marlon:  You really drill down.  You really drill down.  

Attendee:  In a market like that, or any market of that nature, it’s less online and more in magazines, isn’t it?  So it’s going to be less of an online survey and more of a…

Marlon:  Well, no.  There is a magazine, which is great because you can run ads in that magazine.  That magazine also accepts articles.  And most of the people that promote the software just right a Gann trading article every month for the magazine.  

But you can promote that all day long online.  Stocks.com and all the other websites, you can buy banner ads.  The banner ads are cheap on those websites.  There’s mailing lists, there’s e-zines, there’s every promotional vehicle available in the world.  And there’s also tons of direct mail lists that are available.  And it’s an extremely responsive market, investors, and they spend an awful lot of money.

You could also run ads in stocks and commodity magazines, and not just the Gann magazine.  You can run ads in the other magazines.  

Attendee:  Great, thank you very much.

Marlon:  Alright.  Okay guys, we’re going to move on.  So we just went through getting the elements ready for your sales letter.  

Circle #6 is your associate promo.  Right here, get your brainstorming about top 10 potential associates to contact.  The best way to get those is using Alexa.com.  

If you go in and you search on your keywords, let’s say for example you were going to sell to dentists or you’re going to sell to pilots, you can go on Google and search and find websites that sell products to dentists or sell to pilots or whoever, chiropractors.  But just because they’re listed at the top of the search engine doesn’t mean they have the most traffic.  

What you really want to do is go in and do an Alexa search on Alexa.com.  You go to Alexa.com, because Alexa shows you their traffic.  And what you really want are the high-traffic websites.  Just because they’re at the top of the search engine doesn’t mean they have the most traffic.  And what most people do is they start trying to do JV’s and recruit people as associates who are listed at the top of the search engine.

Well, you really don’t care about that.  What you really care about is their Alexa traffic.  And one of the cool things about Alexa is it gives you links related to a website.  So you find one website and then you look at the related links, and it leads you over to other websites.  And then it will show you how much traffic those other websites get.

So, Alexa is a great way to do your search on your potential associates for your associate program.  

So you find your potential joint venture partners through Alexa.  You look at their Alexa traffic and make sure they’ve got traffic.  And the best thing to do is pick up the phone and call them.  Don’t email them.  They aren’t going to read their email.  They get a million offers.  

If they’re really a great potential partner, I would write a very professional letter that’s one or no longer than 1½ pages that’s basically short and to the point, very professionally printed stationary, letterhead, with a professional logo.  I would FedEx the letter to them and then I would follow-up in 2 days by phone.

You call these potential JV partners on the phone, to get them to be your associate.  You don’t email them, because you aren’t going to get any response to email.  

So the idea here on this potential associates button is just to get you brainstorming:  10 possible associates to contact, 10 possible matches between your product and associates.  In other words, let’s say you’re going to sell to dentists and you find websites that dentists visit.  You try to find a reason that it’s going to benefit that person to promote your product; some kind of self-serving interest.

Let me give you an example.

I have a product called WebsiteTricks.com.  It’s for computer beginners that don’t know computers very well, and it teaches them downloading, the basics.  

So I could actually go to websites that are selling downloadable e-books and get them to sell this website tricks product because it’s going to reduce their customer service.

So what I would look for is people selling to computer beginners that want to reduce their customer service.  And my appeal to them is, “Not only do you make 50% on the product, but you also reduce your customer service.”

So I find some reason, other than commission, that my product or service might benefit them.  Some other reason they might want to promote it, other than just that I’m paying them a commission.  

How do you find that reason?  Well, you talk to people.  You can ask them, “Other than money, is there any reason you might want to sell or promote this product, or any reason some other websites might want to sell or promote the product?”  And you brainstorm with people and you ask people.

The third thing here is 10 possible websites, potential affiliates, possible URL’s, and then the contact name from BetterWhoIs.com.

Let’s say you find a URL for a website.  You don’t know the contact name, necessarily, on that website.  Sometimes it’s listed, sometimes it isn’t.  So you go to BetterWhoIs.com, you type in the URL, and it will give you the Who Is data, which is name, the contact and a phone number.  A lot of times it’s good, sometimes it isn’t.  

So that’s how you find potential affiliates.  Before I go on, do we have any questions on that?  

Basically, you just do what we talked about.  You use Alexa.  By the way, maybe this isn’t clear and I should explain.

By the way, I use the Alexa toolbar.  At Alexa.com, you can download the Alexa toolbar, and it will actually be right there, on your internet explorer.  When you have the Alexa toolbar on and you go to a website, it will tell you the Alexa ranking of that website, how it compares in traffic to about 2 million other websites.  

And then, it actually has a graph of the traffic and you can see how much traffic that particular website gets.  So that’s the reason I like using Alexa.  

Let me just give you an example.  You can do this without the Alexa toolbar, although I use the toolbar, which is free.  But if you go to Alexa.com, you can type in any website there, and then you can see a graph of the traffic of that website.

So let’s say I go to Alexa.com.  I want to search for AmazingFormula.com.  It will bring up my website with related links, and then there’s a little graph here.  It says, “See traffic details.”  And when you click on that, it actually brings up a graph of my traffic and I can look at traffic for the last 3, 6 months or a year.  And that’s how you know when you’ve got a good JV partner, is when they appear on Alexa.  If they don’t have any graph of traffic or there’s no traffic available on Alexa, they probably just don’t get much traffic.

Usually, though, it will have a rating.  If you’ve got somebody with 150,000 200,000 300,000 400,000, 500,000 rating on Alexa, honestly, they’re just not getting much traffic.  You need to find JV partners preferably with 100,000 or less Alexa ranking.  

So that’s basically how you get associates.  You call them up on the phone and try to give benefits to them to promote your product or service.  They don’t care about you.  They don’t necessarily even care about the commission.  Try to explain all the reasons it would benefit them to promote your product or service.

Alright, circle #7 is e-zine promo.  

Attendee:  Marlon, I bought your marketing handbook.  In your handbook, you’re talking about Zeus.  

Marlon:  I don’t understand what you said.  Repeat it.  

Attendee:  I don’t know how do you express it.  Zeus, which is a traffic finder robot.

Marlon:  Yeah.  And what’s the question about Zeus?

Attendee:  What about this kind of particular thing?

Marlon:  I think Zeus is good for helping you hunt down websites and so forth.  But it kind of depends.  If you’re in a real niche, you don’t need to use Zeus because you don’t have that many websites.  I don’t think it’s going to be that hard for you to go to Alexa and track down your website.

But if you need some help or if you have a really big target market, Zeus is an amazing software.  It takes a day or 2 to train it.  But it is a really cool tool.  It’s available at Cyber-Robotics.com, for those of you who aren’t familiar with it.  Zeus.  Really amazing software.  I don’t think you need to use it when you’re starting out.  But as you progress along, you may want to use it to find more websites to promote to.

In the old days, approaching people with email was a good way to approach them.  But so many people use that method now, it depends on your target market.  If you’re going to a target market where not many people have used Zeus, I think you can go in there and use it.  But if you’re in a target market where a lot of people have used it, I think I would prefer just calling them on the phone with a very personal approach.  

I also definitely recommend just hand-calling and FedEx’ing your top 50 associate prospects.  I would not email them.

Once you’re down into 200, 300, 400, 500, then you might go to Zeus.  

Attendee:  Okay.

Marlon:  Step 7, e-zine promo.  This is just where you hunt down names of e-zines, the author, URL, any data there.  This isn’t all you need to do in terms of e-zines.  It’s just a starting point to get you started on putting together your list of e-zines to run solo ads to, to submit articles to, and so forth.

For some of you, you’re in a target market where there’s hardly any e-zines.  Like we wanted to do promotions on some web design classes to PhotoShop users, and there just wasn’t any solo ads to buy.  There are only a couple of e-zines done on PhotoShop.  There were no solo ads you could buy.  So it just wasn’t viable for that market.

For other target markets, you can use e-zines.  

You really need to go beyond e-zines, though, to be doing your research on newsletters, magazines, everything method and resource you can use to reach your target market, card decks.  You’ve really got to go way beyond the e-zines and really find out all the ways you can reach your target market.

But e-zines are a good start.  They’re cheap to run ads in, if you have them available.  Some of them offer solo mailings.  They’ll publish your articles for free.

So yeah, if you’ve got e-zines available, a great way to promote.

If you don’t have much money, nothing beats writing articles and sending them out to 500 e-zines.

Attendee:  That isn’t considered spamming, to submit articles to e-zines?

Marlon:  I haven’t really had problems with it.  But again, I haven’t done it recently.  E-zines are in the publishing business.

Now, if you’re sending them as an article and you’re pitching your product, “By the way, in addition to my article, you’ll want to go check out my website,” then that’s spam.  But sending an article to an e-zine, I think only the most rabid person would publish an e-zine and then claim you spammed just because you sent an article for potential submission.  That would be like a journalist saying you spammed them because you emailed them a press release.  That’s their business.  

So, no.  I’ve not had any problems.  I’ve not really heard of many problems.  I’ve heard of 1 or 2, but you always have somebody that’s out of touch with reality.  You’re publishing an e-zine, you pretty much are inviting article submissions, especially if you get on the lists that are available to submit your e-zines to.

Alternatively, again, you can go to Dr.Nunley.com and have him write an article and send it out to his e-zine lists.  

Attendee:  Okay, thank you.

Marlon:  Button 8 is your article ideas.  This is where you come up with your initial article ideas to submit to magazines, newsletters, e-zines and so forth.  Just a good brainstorming tool there.  

And then finally, your 10-Day Action Plan link.  This is actually collated pretty much from my Give Me My Money Now software.  So if you have Give Me My Money from GiveMeSecrets.com, or it’s part of the CashLikeClockwork.com course, which some of you have, this is really a summary of the steps and the data in the GiveMeSecrets.com product.

Overall, this is our tool.  Now, I realize some of you already have a product, right?  So you don’t need to do your 12-product survey and so forth because you already have a product you’re selling.  In your case, you need to go to step 5, go through your killer sales promo, associate lists, e-zine lists, newsletter lists, magazine lists, potential JV partners, and so forth.

You also still should do a survey of your top customer problems, because whatever your product or service is, you need to be angling it as a solution to the top 2 or 3 problems that your target market has.  If you don’t know what those problems are, you don’t know how to position it.  

So I’ll use, as an example, Ken.  Ken has an online kind of like monster board for the trucking industry.  People go there and find trucking jobs, and recruiters can use it.  He still needs to know the top 10 problems that recruiters have and the top 10 complaints that truckers have, as far as trying to find jobs.  And he needs to know the top 10 complaints trucking companies have, as far as finding recruits.  Because then, he can specifically address some of those complaints and problems in his sale copy on the website.  

If you don’t know the complaints, you can’t target your copy.  So it’s really important that you be tapped into the psyche of your target market and know what their big complaints are and know what their problems are, because then you can custom-tailor your copy to address their problems.  If you don’t know the complaints, how do you customize the copy?  

So overall, this is the process we go through.  I’ve taken some questions as we’ve gone along, but let me stop now and ask for other questions.  Do any of you have any additional questions about this process or how it would work for you?  Any questions?

Attendee:  Yeah.  Can you repeat what is that you said about Cyber-…?

Marlon:  It is a software program called Zeus, and it is available at Cyber-Robotics.com.  Zeus is a software program that goes and hunts down websites and creates a page of links to all of those websites, and then allows you to email those people and say, “Hey, I’ve already put your website up on a page of links, would you mind giving me a link back to your website?”  A really nice, neat tool.  It works really great in niche markets.

Like I had a friend, Kirt Christensen, who used it very successfully to build a diamond website and to get traffic to his diamond website.  And he also used it with a paintball website.  And it worked magnificently for those 2 niche target markets.

In a real broad target market, I don’t think it works very well.  But if you’re in a nice niche, it will work great.

Attendee:  Okay, thanks.

Marlon:  Again, I like the tool, it’s a really great tool, but there isn’t anything like calling your most important people on the phone and having a little person-to-person communication.

Who else has a question?  So you all are doing good?  

So apart from the software, we’ll end the discuss on software and talk in general.

Do any of you have any questions about where you are on what you need to do next on your 12-week process?  Obviously, you need to take the software, begin doing your surveys and so forth.  If you haven’t done your complaint survey, you haven’t done a 12-product survey, you may want to do some title surveys.  

Some of you maybe are beyond that and you’re ready to begin writing your sales letter.

Some of you have a sales letter but you didn’t do your problem survey, so you’ve got a general sales letter that’s not targeted at people’s complaints and problems.  You need to go back and find out the complaints or problems, and go back and recast your web copy, your sales letter, to reflect what people told you were their problems and complaints.  

Attendee:  Marlon, where can we find a place that our websites can be hosted for very little money or no money, just to try out, as I write the letters and create the website that I’m posting?

Marlon:  I’m going to give you a couple resources.  One great place that’s got a whole lot of tools all built together, if you will email me at MarlonOnly@AmazingFormula.com, I will email you back a suggestion that has autoresponders built into it and a lot of other stuff.

But beyond that, if you just want some cheap hosting, real cheap hosting, SplashHost.com.  

You can get real inexpensive hosting there.  I don’t even know what package we have there.  They’ve got a starter package here.  Let’s see what we do.  I think for like $10 or $20 a month, you can get a whole bunch of domains on there.  Like for $20 a month, you can have 20 different web domains on there and 400 MB of web space.

The thing on this is their data transfer a month is real limited.  So if you’re getting much traffic, then you’re going to end up in getting bandwidth charges.  So as far as starting out, this is okay.  

I have one that I would really, probably for your money, I would recommend that you email me and I will send you back a link that I think I’d really recommend over this.  If you’ll hold on just a second, I’ll ICQ Lisa and have her give me the URL.  She’ll ICQ me a link back in just a minute.

By the way, if you guys don’t use ICQ from ICQ.com, I really like it.  You can instant message other people.  It works really well.  We also use the MSN messenger.  I like it real well.

While I’m waiting for that back from Lisa, who else has a question?

Attendee:  Marlon, this is Ken Hammond again.  For hot CDO jobs, and I’m a personal believer too, obviously, in sales letters on the main website.  And the challenge that I’m having with my recruiting site, I think if people are going to go to a recruiting site, “Hey, I’m ready to look for a job, let me start searching right away,” for the look on the main page should I just have maybe another site, like a doorway page, an offering, like a free report?

Marlon:  I want to mention something to you all real quick, and then I’ll answer that question.  

Last week, when we did our makeup call, a few of you got cut off at the very end, like Soka.  I was just wrapping up with you.  I really didn’t have anything else to say, but I was just wrapping up with you when we got cut off.

I talked to my conference call company.  The new company, we’ve had a few problems with them.  Like I did the sales copy call on doubling the conversions, and they actually didn’t record it and I’ve got to redo the whole darn call again.  I’m going to give it to you all.  I’m copying it to you all, but I think I’m going to record it as a separate little product.  I’m going to try to get that done this week.  I’m also working on all of your Quick Start Guides.  I’ll be probably emailing you a digital version of the Quick Start Guide this next week, and then I’ll be – hopefully within a week or so – printing up and mailing your physical Quick Start Guides.  I’m just writing the last couple chapters.  

So if we’re on any of these calls and something happens, the line gets disconnected, you can always go to AmazingFormula.com, click on the support, and Human Click and ask my support staff what you should do, or if a call’s going to be continued.

The problem seems to go when the call exceeds an hour and 45 minutes.  We have our tech people trying to figure out why we have this problem.  We shouldn’t have the problem.

But in any event, if we ever get disconnected on the call, you can go to Human Click or like when we got disconnected last week we sent an email to everybody, so check your email after a few minutes and also you can Human Click us.

As far as your question, Ken, I think that I would put a person’s picture on there.  And under it maybe say, “Recruiter.”  See where you have the truckers?  Under that, the column could continue with a personal letter, and then a personal letter under recruiter.  That’s one way to do it, so it’s a one-column letter that scrolls way down.  That would be method #1.

Method #2 is, “Truckers:  start here to find the hottest jobs.”  That’s okay.  Under that, right where it says the search button, right under that, “Click here for free report “How To Find The Hottest Jobs, Fast.”  

Attendee:  Okay.

Marlon:  And then recruiters, right under where it says “Driver’s Search,” “Click here for free report:  “How To Reduce Your Recruiting Costs,” whatever your hot title is.

Attendee:  Okay.  I did have a pop-up before, that said, “Get this free report on how companies take advantage of their drivers.”  

Marlon:  But everybody has pop-up blockers now, so I’m not sure how.  You could try it and track the click-thru’s.  

You also have some room over here, on the right, where the featured companies are.  First of all, you’ve got no opt-in here.  What I think I would do is where it says, “Featured Companies:  Try Me.”  

Attendee:  Can you mute out everybody?  It’s kind of hard to hear.

Marlon:  Ken, where we have “Featured Companies,” on the right-hand side, where it says, “Prime, Inc.,” I almost think you should have your opt-in box there.  And then lower, Prime, Inc. down below the opt-in box.  

So where it says “Featured Companies,” there should really be an opt-in box that says, “Subscribe to free newsletter.”  

See, the problem is you’ve got a dual purpose here; truckers and recruiters.  I almost have a little bit of a doubt how this site’s organized.  Trying to handle truckers and recruiters on the same site is kind of a pain in the neck.  I kind of wonder if you shouldn’t have one for truckers and one for recruiters, because the person is a trucker and they go to a trucker site, and it’s all to them.  Right?  The trucker doesn’t want to read and see crap there about the recruiters.  The recruiters don’t want to see crap for the truckers.

I almost feel like you should have TruckerJobs.com for the truckers and then GetTruckers.com for the recruiters.  Or GetCDLJobs.com for one and TruckerCDLJobs.com for the other.  That’s one thought.

The other thing is I like the testimonials there, but you could remove where you’ve got the testimonials and, above that, have the e-zine opt-in for the truckers, e-zine opt-in for the recruiters.  And then below them, the search boxes, you have your link to your 2 free reports, which are really your sales letters.

So let me bring you back online, but that would be my idea.  

Attendee:  I like that.  That is the challenge of having both.  You’re right, it wouldn’t hurt to have another site just for truckers.

Marlon:  If I was doing it, I’d have one site for truckers and one site for recruiters.  

Attendee:  Yeah, and still have all 3, too.  Why not?  

Marlon:  Yeah, exactly.  The websites themselves, the domains aren’t expensive.  Out of curiosity, let me check something here.

I use NameCheap.com to register domains.  TruckerJobs.com, unfortunately, is taken.  

Attendee:  I’ve got a lot of other ones.

Marlon:  You’ve got a bunch of good domains?  Alright.  Well, you get the idea.  

One of the best examples of how to do the opt-in for a website, I really like it probably better than what I do, MarketingWithPostcards.com is Alex Mandossian’s site.  And I really like his opt-in box on that website, although it’s a little big for your website design.  But you get the idea.

The eye goes to the right-hand side of the page, so it’s not bad to have your opt-in box on the right-hand side of the page.

Attendee:  Yeah, maybe like you said, above the featured company box instead of below it.

Marlon:  Yeah, I think I would try it the opt-in box is above, and then below I would have a free report, one for truckers and one for the recruiting companies.

Attendee:  Okay.  And Marlon, 20% will go to you if you can sell this site to Yahoo for their HotJobs.

Marlon:  Oh, yeah?  That’s a good deal, huh?  

Attendee:  You like that?  

Marlon:  Alright, before we close up this call, who else has a question on being on track or going in the right direction?

Attendee:  Marlon?  Tatiana.  

Marlon:  Hi, Tatiana.

Attendee:  Could you go to TimesavingSecrets.com?  

Marlon:  Hold on.  TimesavingSecrets.com.

Attendee:  I changed the header and the beginning of the sales letter of Organization Secrets.  

Marlon:  The URL is TimesavingSecrets.com.  Headline:  You will make your work easier and save at least one hour per day, guaranteed, or your money back.  

For me, the font here, I would use Arial Black.  This looks like just plain Arial.  I would probably make this bolder, like Arial Black, and see what it looks like.  That is a clear headline.  “You will make your work easier and save at least one hour per day, guaranteed” – I would underline guaranteed.  I would eliminate “or your money back.”  

Personally, I would split-test this.  I would make it simpler.  I would just say, “You will save at least one hour per day, guaranteed.”  Then, under it, in parentheses, “So you can go golfing, take a trip, or do whatever you want to.”

But you can go ahead and split-test against this headline.  But that’s a lot clearer promise to me than what you had.

But now, let me say this.  If you’re going to make that promise, “You will save one hour per day, guaranteed,” I would start out with 4 or 5 testimonial links with a photo, testimonial, photo, testimonial, where they can click for the testimonial, open in a new box, and the testimonials are 5 people there that saved at least one hour per day.

Attendee:  Okay.  Actually, I have second subhead, that’s part of my testimonial.  

Marlon:  Alright.  See, you’ve got to recast your testimonials when you redo your USP.  So the headlines can’t be, “Tatiana got me organized.”  They’ve all got to be, “I saved 1½ hours a day!”  Somebody else has got to say, “I saved blah, blah, blah.”  You see what I’m saying?  You need testimonials that reinforce that.  And I might just start out with those testimonials.  

Attendee:  Okay.

Marlon:  I like the focus better.  I think it’s a clearer focus.  But you’ve got to carry it through with the sales letter.  “Dear business owner:  it’s so easy to become a slave to your business.”  That’s okay, but if you’re going to make the promise “save one hour per day,” I think you start out like this.  “Dear business owner:  you will save one hour per day, guaranteed, period, end of story.”  

New paragraph.  “That’s right, I said you will save one hour per day.  What does that mean to you?  One hour saved per day saves you 5 hours a week, 250 hours a year, for a total of 2,000 per 8 years.  Let me ask you a question, yes or no.  Do you want to save 2,000 hours?  What could you do with an extra 2,000 hours?  Well, I dare say a lot.  So the question is can I, honest to God, save you at least one hour per day?  Well, listen to what the following 5 people say, and you tell me.”  Boom, boom, boom.  

“Now, you’re probably asking how in the heck can I save you one hour per day.  Is this just another boring time management thing, where I tell you to pick out your top 5 priorities and put them on a list?  Well, the answer is no.  It’s a simple system, but there’s a lot more to it than that.”  

You see what I’m saying?  You’ve really got to go for the jugular.  This copy is just too soft.  It’s too feel-good.  It’s just not direct enough.  

Attendee:  Okay.  

Marlon:  But that’s what I’d do with it.  Who else has a question before we wrap this up, to be on focus?  Anyone else need me to look at a website, give you an opinion, anything?

Attendee:  Yeah.  If you can, look at the homepage of 101Happiness.com.  

Marlon:  I already critiqued this letter for you before. 

Attendee:  Yeah, but I revised that homepage.  

Marlon:  Yeah, but I gave you a headline to use.  You didn’t use the headline.  You don’t want a bold font here for the letter.  Look at AmazingFormula.com and at the font we used.  You’re not even close on this letter.  You’ve really got to take the Pushbutton Letter software, and not just the software, the understanding of the whole system, and write a long-form, hardcore sales letter that sells people on the product.  It’s not even close.  I walked you through writing that letter on one of those other calls.  You’ve really got to do it.  

Attendee:  I’m doing that one on another website.  

Marlon:  Oh, alright.  I don’t know what to tell you.  What works are sales letters, and this one doesn’t really have one.  So that’s my comment.  Okay?

Attendee:  Okay.

Marlon:  Who else has a question?

Attendee:  Marlon, can I ask you something?

Marlon:  Yes, go ahead.  

Attendee:  You were talking to the other gentleman about pop-up blocker.  A lot of the top marketers are using the kind of dialogue box pop-up that comes up automatically and gets you to click okay or cancel versus the kind of pop-up where you had some checks and a graphic of your e-book, and all that kind of thing.

The advantage of the latter is you get their name and personalization.  The advantage of the former is they just have to click okay and you’ve got their email address.

Do you have any comments to which is better?

Marlon:  The question is there are some pop-ups that pop-up and you just click okay and it automatically grabs the person’s email.  

There’s other pop-ups where people type it in.  Which do I prefer?  

Well, what I prefer is what I use, which is the one where they type in their email and name.

Now, the problem with the one where they click okay is it doesn’t get their name or it doesn’t necessarily get their name accurately.  I don’t use that.  

That’s a java script that you can use to get people to opt-in to your list.  I prefer getting their accurate name and having them type in their email address.  So that’s the type of pop-up that I use is just the one where they have to type in their name and email.  

We have not split-tested it.  No, we did one time.  About 8 months ago, I split-tested it, and the method that we use worked better for us 8 months ago.  But markets change, things change.  It may not work better right now.

But when I tested it in the past, the one that we use worked better.  

Now, the SalesCopyPro.com software, I believe, allows you to split-test pop-ups.  So you might want to try that software, Soka, and test that.  

Attendee:  Thank you.

Marlon:  Alright, who else has a question?  Alright guys, this is it for this week.  You’ve all got assignments, you’ve all got a lot to do using this software.  If you have any critiques or problems or error messages or anything, again, go to AmazingFormula.com, click on support and report it, or Human Click us anytime and just report it so that we can get it fixed.

If you have recommendations on it, you can email me at MarlonOnly@AmazingFormula.com.  Vida, you had a question on the hosting.  If you will email me at MarlonOnly, I will send you back the link of who I really recommend for your hosting.

Just because for not much more than you will pay for hosting, you can get autoresponders and some other features.  

Attendee:  You say MarlonOnly?

Marlon:  Yeah, MarlonOnly@AmazingFormula.com, and I will send you the link back.  

Attendee:  Okay.

Marlon:  Any of the rest of you that need some hosting with autoresponders and other things, you can email me and I will send you a link.

I’ll be meeting you all same time next week, hopefully later this week I’m going to be emailing you a digital version of the Quick Start Guide.  I’m also going to be doing the Double Your Conversion data and creating an audio program based on that for you.

I hope you enjoy the software.  Go through and use it.  It helps simplify your thinking process, makes things quicker.  I’m also going to check and see if we can create it so you can do different projects with it.

Until next week, get busy.  Have a good week.  Let’s get you farther along this next week than you are this week.  So next week, when I talk to you, you feel that you’ve made some progress and you’re farther along, and you’re getting closer to where you want to be.

So that’s it this week, and I will see you all next week, same time. 
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