Marlon’s 12-Week Course

Week 3

Marlon:  Hi Soka, how are you doing?

Attendee:  Very good, thank you.  

Marlon:  We don’t have a very good connection.  Are you on a cell or are you on a land line?

Attendee:  I’m on an internet phone.

Marlon:  I really can just barely hear you.  You’re extremely faint.

Attendee:  Can you hear me better now?

Marlon:  Yes, yes, yes.  Much better.  The reason I asked you, Soka, I’ll probably have you do a little thing later in the call, to talk about how you got your article in Magical Blend.  I was at the bookstore the other day, picked up a magazine called Magical Blend, because I saw on the cover an article about Dan.  And I thought, “This is something that Soka would be interested in,” and it was your article.  Unfortunately, it was sending people to a product about your higher self instead of Gann Tradings.  

But we’ll talk about how you got the article in there, because I think that’s something that would be of assistance to everyone.

We’re getting ready to crank this up.  Let me just check the number of people on the call.  

Okay, I hear a little background noise.  So if any of you need to mute out the call, you know the procedure; *6 mutes it out, and it toggles, so *6 will bring you back in if you’ve got any background noise going on.

So when I ask you a question, in order to answer the question you’ve got to press *6.

Let me take a little bit of a roll call here.  Let me get my page opened up.  Let me take a little bit of a roll call and see some of the people we’ve got on the call.  Ken Hammond, are you on the call?  Ken Hammond?  Okay.

Gary Wilkinson, are you on the call?

Attendee:  Yeah, Gary Wilkinson.  Hello, Marlon.

Marlon:  Hi, Gary.  Robert, are you on the call?

Attendee:  Yes, I am.  

Marlon:  Okay, good.  Tatiana, are you on the call?  Tatiana?  I don’t think she’s on.  Peter, are you on the call?  

Attendee:  Yes.

Marlon:  Okay.  Karen Dennison, are you on the call?  

Attendee:  Yes, I am.

Marlon:  Soka is on the call.  And then I know we have Lisa, are you on the call?

Attendee:  Yes, I am.  

Marlon:  Alright.  Lisa’s on the call.  Now, I need to get a little log-in page made, so it will organize finding out exactly who’s on the call.  Who else do we have on the call today?

Attendee:  Sabir Mya here, from Saskatchewan in Canada

Marlon:  Great, glad you’re on the call.  Tell me your first name again, sir.

Attendee:  Shabir.

Marlon:  How are you doing? 

Attendee:  Good, thanks.  
Marlon:  Who else do we have?

Attendee:  Marlon, Larry Foster from Pennsylvania.  

Marlon:  Alright.  Tell me your first name.  

Attendee:  Larry.  

Marlon:  Oh yeah, Larry Foster.  Okay, Larry.  How are you doing today, Larry?

Attendee:  I’m doing great.  

Marlon:  Who else do we have?

Attendee:  Ron Rujo from Colorado.  

Marlon:  Okay, good.  Let me get some URL’s here, so I can give you all some feedback.  It was Tibias, is that right?  I’m getting the name wrong.  In Canada.  

Attendee:  Shabir.  

Marlon:  Tell me your name again, sir.

Attendee:  Shabir.  

Marlon:  I’m so sorry.  What is your website?

Attendee:  It’s still not up yet.  

Marlon:  Okay, what is the area, product or service that you’re selling?

Attendee:  The main one, at the moment, the initial one is going to be an e-book for medical students.

Marlon:  An e-book for medical students on what topic?

Attendee:  Basically, the first one is going to be a general one on survival in medial school and how to get through.

Marlon:  Survival in medical school.  That should be an easy product for you to sell, because you can sell it, I assume, through school newspapers.  That would be the first one is putting ads into the little college papers that the medical students read.  

Attendee:  Right.  

Marlon:  Have you priced that?  

Attendee:  Not yet.  

Marlon:  Okay.  I would think that actually is a nice targeted product.  I’m not saying you’ve got a real good backend on it, maybe, maybe not, but it is something that you could easily target.

Larry, what’s your URL you’re working on?  Larry Foster?

Attendee:  Well, you wanted me to go back into my 20 years in the oil industry.  And actually, I was a total failure at that for about 20 years.  I don’t have anything online, but I was thinking more of a small business consulting a lot of things not to do.  

Marlon:  Okay, so you’re undecided on your product.  You’re still working on it.

Attendee:  Exactly.

Marlon:  Now, have you made it to look at Standard Rates & Data yet?

Attendee:  No, that’s an hour and a half from me, the closest one.

Marlon:  Well, you’ve got 2 choices:  you can drive an hour and half, or you can pay the $500 to join the online service.

Attendee:  I think I’ll drive the hour and a half, the first available day to do that.

Marlon:  I understand.  Sometimes it’s hard with schedules.  And that is quite a lengthy drive.  But it is the best way to go find lists.  I don’t really know a better way for you to find a list than to get your hands on the Standard Rates & Data.

Attendee:  Would an alternative be to use the search engines?

Marlon:  I just don’t think so, Larry.  The information in Standard Rate & Data Service is extremely proprietary.  You just can’t access that data online for free.  If you’re going to access it, you’re going to get it from Standard Rate & Data and you’re going to pay $500.

There are mailing lists available online and brokers with mailings lists, but virtually all of them that I have seen are compiled lists.  They are not lists of buyers.  And it’s all the difference in the world when people have spent money for a product versus say a list of dentists.  So what do they want to buy?  You don’t know.  Right?  

So I don’t know a better way to do it than Standard Rate & Data.

So it is an hour and a half, but it will be an hour and a half getting there and probably 3 or 4 hours or whatever you can afford to spend looking through it that will be time extremely well spent and can save you an awful lot of time in the long run.

Ron in Colorado, do you have a URL?

Attendee:  Well, I do, Marlon.  It’s TheHighlandMintStore.com.  

Marlon:  TheHighlandMintStore.com.  

Attendee:  Mainly, I’m a pilot.  So I was trying to do an information product.  I’m going to select my target market for pilots.  

Marlon:  I remember we discussed that I talked to you about some things that you might find out, doing surveys, trying to find out what pilots buy.  Do pilots read a trade magazine?

Attendee:  They do.  There’s mostly the Alpha magazine, which is the union.

Marlon:  Alright, and do they have ads for products in there?

Attendee:  They do. 

Marlon:  Okay.  Is anyone selling some products or product lines to pilots and making money on it?

Attendee:  It seems a lot of them have been in there a long time, so I assume they’re making money.

Marlon:  Yeah, you can bet that.  If they’re paying for the ads and they’ve been in there a long time, yes, they’re making money.  Yes, longevity.  You can also tell by their product line.  If they have a fairly substantial product line, chances are they’re making money.  You normally don’t want a big product line when you’re not making money.

Attendee:  I had one main question for you, Marlon, if I may.  I know what the problems are of pilots.  Last night, in about 30 minutes, I listed 20 of them…

Marlon:  Wow!

Attendee:  …that I can relate to, just because I am one.  Should I survey on those problems or should I go to the Standard Rate and find products that pilots have bought in the past and do my survey on that?  Which would you recommend that I probably do?

Marlon:  Both.  

Attendee:  Maybe both?

Marlon:  Here’s the thing.  There’s several approaches to it.  You can do a survey on those 20 problems and get the number one problem that pilots tell you they have, and create a product or solution for it.  

Or number 2, if these are information solutions, what you do is create an e-book or a CD or a training manual that gives information solutions to all 20 problems or at least gives them research, resources and other data.

Attendee:  Oh, interesting.  

Marlon:  So you take all the problems that they’ve got and you create that front-end product that’s kind of like Amazing Formula.  It doesn’t give them all the solutions.  It gives some information, but not full solutions.  And you sell that for under $100, like $30, $40.

Then, they buy that and you create the whole better life pilot system that you sell for $495, and then you actually try to do pilot coaching or pilot boot camp specifically for pilots, specifically to solve all of their problems.  

Attendee:  Okay.  I hadn’t thought of maybe combining all of them.

Marlon:  I think I would take all 20, create an info product on it that’s just an introduction to the solution.  

Attendee:  Would you do that as a resource, you mean, like “Here’s a way to solve this problem, here’s where you would go” for the different 20 problems?

Marlon:  You don’t want to give them too much information.  Because if you solve their problem too thoroughly, they’re not going to want to buy your $500 course.  

What you might do, there’s several approaches.  One approach is you overwhelm people with the amount of information.  Kind of like when you go to an internet marketing seminar and somebody gets up there and just slams through extremely in-depth information relatively fast.  So you really feel like you’d better buy their boot camp or buy their in-depth coaching or training because they know so much, but it’s just so much I can’t absorb it.  So you can do that kind of thing and overwhelm them with resources.

And then, if they want something that makes it all simpler, where you’ve already gone through and sifted through the best resources and recommend step-by-step solutions, they’ve got to buy your $500 package or your $700 package.  That’s one approach.

The other approach is the front-end product is just real introductory and gives them enough information they don’t want a refund but not enough information and not enough solutions that they won’t buy the backend product.

So you either overwhelm them with data so that they really feel they need the backend course to sort it all out, or you create just a general intro.  And you could actually try both approaches and see which one converts better to the backend.  

Attendee:  Okay.  

Marlon:  But that’s probably how I think I would approach that.

Attendee:  Just one other question, and I’ll let you go.  If I went to products that pilots have already purchased, I would want to do that probably separate.  That’s something entirely different, isn’t it?  And then kind of break off from there.

Marlon:  Yeah, these are really 2 separate businesses.  One of them is an information product business.  Nobody’s done it before.  And you don’t know if pilots will buy an info product solution to their problems or not.  They may or they may not.  You don’t know, really, until you try it.

Not everyone are self-developers or self-improvers.  Not everyone wants to solve their problems or buy info product solutions to their problems.  

I kind of think you could do it.  I think you could go in the pilots magazine, run full-page ads for the info product, sell it for $29.95, $39.95, and then backend it.  I’ve kind of got a feeling you could do that successfully, since you are a pilot and you can really communicate with them about their problem.

Attendee:  And then backend it with the more expensive product.

Marlon:  A $500, $600, $700 product, and then backend that with coaching and seminars.  

Attendee:  Yeah, okay.  Thank you, Marlon.

Marlon:  Alright.  So that’s Ron.  Who else do we have on the call today, where I have not mentioned your name yet.

Attendee:  Hi, it’s Tatiana.  

Marlon:  Oh hi, Tatiana.  I mentioned you earlier, but you weren’t on the call yet.  Glad to have you here.

Attendee:  Thank you.  

Marlon:  Who else do we have?

Attendee:  Hi, it’s Donny Oswald.

Marlon:  Hi, how are you doing?

Attendee:  Great.  

Marlon:  Do you have a URL you’re working on?

Attendee:  Yes, it’s GameDayGuru.com.

Marlon:  Good URL.  GameDayGuru.com.  Let me check that URL out.  How’s the marketing on this site going so far?

Attendee:  I’m just getting started on it, Marlon.  I don’t even have the site up yet.  I just registered the URL and started to work on it on my computer.  But I don’t have the pages uploaded.

Marlon:  Okay.  Alright.  Who is the target market for the product?

Attendee:  On and offline gamblers.  

Marlon:  On and offline gamblers.  And then what’s the product you’re selling?  An info product?

Attendee:  It’s an info product on how to win in on and offline casinos.  

Marlon:  Now, what’s the front-end price point?

Attendee:  Well, it’s going to be about $97.  

Marlon:  Under $100, okay, that’s good.  Digitally delivered or are you sending them something in print or a CD?

Attendee:  I’m going to send them something in print, as well as something they can download.  

Marlon:  Okay.  And then what’s the backend price point?

Attendee:  The backend price point is $700.  

Marlon:  $700?  Alright.  That sounds like a great target market.  It’s easy to reach, because you can run ads in those how to win at gambling magazines.  

Attendee:  Right.  

Marlon:  There’s plenty of publications that you can reach the target audience in using ads that either do one of several things:  1) you can drive them to a website; 2) you can have them call a hotline, sell them on the hotline on going to your website; 3) they can go to a hotline where you give them a little data, have them request a free report, and you send it out to them by mail.  

So you’ve really got a range of possibilities there.  You also have the people who advertise in the sports pages, all the gambling hotline people who might JV with you on selling your product.  

So you’ve got a really hot target market there.  You’ve got a sound front-end/backend strategy, or at least on the surface a sound strategy.  And you have a market that you can easily target through the publications.

So again, this is a project that I like.  Because you can target it, they will spend money.  Gamblers spend an awful lot of money buying gambling systems and so forth.

So all around, it sounds like a pretty good project, Gary.

Attendee:  That’s Donny, thanks.  

Marlon:  Oh, Donny?  I really apologize.  What I haven’t done and I’ve got to do and I’m negligent in not doing it, is getting a database of all of our people on the call.

A very good project, though.  You do need to write a hot sales letter for that, though, because there are a lot of gambling products, systems and so forth out there.  So the data I give you on today’s call might be extremely useful to you.

Who else do we have on the call?

Attendee:  Vivian Huddle.

Marlon:  Vivian?  Do you have a URL?

Attendee:  I have several sites, actually.  But the one I’m going to tell you about is not quite up yet.  I’m working on it.  I’m a CPA, remember?  I met you at a seminar.  It’s Accounting-Advice.com.  

Marlon:  Accounting-Advice.com.  Alright.  

Attendee:  Accounting advice and tax advice, software advice for businesses.  

Marlon:  Are you doing any marketing on the site yet?

Attendee:  No, I don’t have it set up yet.  

Marlon:  Is anything stopping you from getting it set up?

Attendee:  It’s a membership site.

Marlon:  Okay, it’s a membership site.  But are you having any problems in getting it set up, or is it going okay?  Hello?  Vivian?  Vivian, are you there?

Attendee:  It looks like she got lost.

Marlon:  Okay.  I guess she did.  Alright, we’ll go on.  Who else do we have on the call and I’ve not addressed you yet?

Attendee:  My name is Boyce Berkel.  

Marlon:  Hi Boyce, how are you doing?

Attendee:  I’m fine, thanks.

Marlon:  Do you have a URL for us today?  

Attendee:  Yes.  It’s StevensSkinCream.com.  

Marlon:  Oh yes, StevensSkinCream.  Maybe shorten that URL, because I’m having trouble with it.  So I know other people will have trouble.  Long URL’s are just difficult for people.

Attendee:  I’ll tell you quickly, we had retail outlets and the product is actually Steven’s cream.  But we’ve learned that many people go looking on the website for Steven’s Skin Cream, and they can’t find us.  

Marlon:  Well, okay.  That’s good.  But I think you’re not limited to one URL.  You can have multiple URL’s.  Like StevensCream, EasySkinCream.  I think I would just go the multiple.  

Attendee:  Yeah, we do have DrySkin.cc and Ecsema.cc.  I have a number going into this site.

Marlon:  Alright.  So I made some recommendations to you on your sales letter.  I don’t see them implemented yet, so I think what I have to say on today’s call is going to be real helpful to you.

Attendee:  Yeah.  Yeah.  The sales letter that you told me about, I plan to develop a diabetic site.  

Marlon:  Very good.  

Attendee:  That will be a new site.

Marlon:  Yeah.  And I think that will be real good.  Again, we talked about it.  The targeting of that market, I think, will be good.  Another audience that you could target is senior citizens.  Like I saw yesterday at the store, a cream for skin, but it was really targeted at babies.  But initially, I thought it was targeted at senior citizens.  Some senior citizens, because they sit around all the time, they develop skin irritation problems.  So there’s another really easy market to target, because you can target senior publications that they read, magazines and so forth.

Attendee:  Yes.

Marlon:  So again, I think you’ve got a real good product here.  The other way you can market this is I am told right now that – they didn’t do it for a long time – the market’s tough for radio stations, so they’re doing a lot of PI, per inquiry or per order campaigns.  So that’s another possibility for you.

Sometimes, radio stations will go through long periods where they won’t do those.  But in a real soft market, they will.  And right now, it’s a soft market.  

I talked to a guy the other day that had a weight loss product, and he’s selling it through the PI deals at the radio station.

Attendee:  Okay, I can look into that.  

Marlon:  You get a media company for that.  

Attendee:  No, I don’t.

Marlon:  That’s what you get is a media company that specializes in the per-inquiry stuff.  And I think I probably know one.  If you email me at MarlonOnly, I’ll send that over to you if you decide you want to go that route.

Anyway, the point is you’ve got a great product, you’ve got real good targeting there.  It’s easy to target that skin cream with different markets.  And like the senior publications, some of those are going to cost very little for your ads.  If you go in there with a really great direct response ad, I think you’re going to be successful.  

So you’ve got 2 options:  you can go there with ads that send them to a website, option #2 is you offer some sort of free report and have them request it by email, or they request a coupon for the skin cream by email, or they request a free tube by email.  

Number 3, they can go into a hotline that could actually be 5 minutes long and tell them all about the skin cream and offer them a free trial, a free tube, 70% off their first tube, whatever you want to do.  

So you’ve got all the marketing avenues in the world there.  I like that project, Boyce.  Who else do we have on the call?

Attendee:  Marlon, this is Lisa Satora.  

Marlon:  Hi Lisa, how are you doing?  Do you have a URL, Lisa?

Attendee:  Yes, I do.  It’s YourAuctionCoach.com.  

Marlon:  I sent you an email I think it was this morning.  Did you get that?

Attendee:  I did.  I did, and I have a question about that.

Marlon:  Okay, go ahead.

Attendee:  I’m starting to understand now what you said and how the process works, and I have a question on the high-end traffic.  What price range is considered to be high-end?

Marlon:  Okay.  Lisa wants to do eBay auction training, and I had referred her over to a website called AuctionTrainer.com.

She came back with an idea from a guy that has RestaurantDoctor.com, where he does coaching for about $12 a month.  And my comment to Lisa was that his $12-a-month coaching is simply a front-end lead getter for his business because his real business is selling high-ticket backend seminars, which he calls summits.  He also sell coaching and other products that are a lot more profitable.  You aren’t going to make money on a $12-a-month membership site unless you get thousands of people to join it, which is actually harder than heck to do.  It’s not an easy thing to do.  

The average person is going to stay at a membership site 3 to 4 months, unless you’ve really got some compelling reason for them to stay in there.  So it’s like spreading water.  

So he uses a front-end lead generator, and you’ve really got to have a backend in that business, a high-ticket item.  How high-ticket is high-ticket?  The answer to that is it’s really relative to the market.  We know people in that business will pay something like $2,000 and $3,000 because that’s what AuctionTrainer does.

Now, realize this:  AuctionTrainer is quite possibly – and I’m not an attorney – selling a business opportunity.  Maybe or maybe not.  They may not.  They may just be providing training, since they don’t actually provide products you can resell.

If you provide products to people for them to resell, you probably enter a thing called being a business opportunity, in which case you’ve got to register with different states and there’s a lot of laws concerning it.

If you only provide raw training, then you don’t have those issues.  So that is a little bit of an issue when you go high-ticket.

But to answer your question, “How much will they spend,” you just looked at what AuctionTrainer is doing and they’re selling – gosh, I don’t even know the amount of that ticket – I think it’s like $3,000 to $5,000.  I maybe wrong on that.  

Attendee:  It’s about $3,000, and then they do some rebates and discounts.  

Marlon:  Okay.  So the answer to that question is for that market, $3,000 would be a high ticket.  But if you’re selling to dentists, $3,000 is not necessarily a high ticket to dentists.  It’s not a bad ticket, but dentists are a lot smaller target market.  You can only target, I think, 30,000 dentists.  But they will spend a lot more than that for education, training, seminars and so forth.

So it’s really relative to the target market.

Attendee:  So you have an opinion on membership sites versus non-membership sites and what is a better way to go?

Marlon:  Membership sites versus non-membership sites?  Well, the advantage of membership sites is that you develop a relationship.  The purpose of a membership site, first of all, is to develop a relationship.  A membership site itself may or may not be profitable.  Probably it’s not real profitable.  You’re maybe bringing in people there at break-even, at best.  And you’re making your money because you develop a relationship and you’re able then to endorse products and get a very high response on your endorsements.  You may do seminars to that target audience and so forth, that you get a high response to.

The best thing that I can tell you, Lisa, is you get a model and you follow it.  AuctionTrainer is very successful.  You may look at them and model what they do.  It’s sort of a membership, but basically they’re just selling the high-ticket out front.  But that’s a lot more of a sales situation, a lot more sophisticated sale.

See, what most people would do, the problem is they consider a $20, $25 membership thing their product they want to profit from, and it isn’t going to happen.  And I can tell you that just getting 200, 300, 400, 500 people to join a monthly membership site is not an easy deal.  And you still haven’t made any money.  You’ve got to work hard to probably get 150 people in there, and you’re treading water because a bunch of them drop out while others drop in.  And then you’re trying to backend, but you’ve only got 150 people to backend.  And let’s say you get a 15% response.  That’s still only 20 people on your backend ticket times $600, let’s say.  So you made a little money, but it really wasn’t real profitable.  

So on the other hand, a lot depends on how good of a marketer you are.  If you get 1,000 people on a monthly membership site, that’s great.  But that’s not an easy task at all.  It’s not an easy task to get 1,000.  It takes a lot of marketing to get 1,000 or 2,000 continuity members to join something.

I don’t know.  My initial inclination is to put together a course that’s somewhat in the range of $200 to $500, and sell that.  

Attendee:  Okay.  That 1,000 people was my target, but I didn’t know it was not an easy thing to do.  

Marlon:  It’s not easy.  It’s not easy to get 200 people to join a monthly membership.  It depends on the target market.  You can always test it, but I think you’re going to find it a challenge just to get 200 to 300 members.  And then, you don’t really have that many people to backend.  

So my point is I kind of think you’re better off starting out with a backend product and sell it, and maybe give them a membership for free because the membership allows you to stay in touch with people and develop a relationship, which increases their propensity to buy your backend products.

Attendee:  And the backend products would be the high-ticket products?

Marlon:  Yeah.  Your backend products become other continuity products that they pay monthly for.  It becomes software that you sell, seminars that you sell, teleconference calls that you sell, and so forth.  

Attendee:  Would I front-end that with a lower-priced e-book?

Marlon:  Well, again, you’re wanting to go low-dollar and you can go low-dollar, but there’s already a lot of people in that market at a low dollar point.

Attendee:  Okay, I see.  

Marlon:  The people that buy the low-dollar tickets, in that marketplace, they tend not to spend the big dollars.

You’re not going to sell a high-ticket item to people who are on eBay.  You’re only going to sell a high-ticket item to opportunity seekers.  And to reach the opportunity seekers, you probably need to rent mailing lists.  

Attendee:  Okay.

Marlon:  Specifically, you can check out mailing list business opportunity seekers.  There’s a company in Kansas called More.  They have a huge hotline of opportunity seekers that are available every 90 days, or a large lists.  There are a lot of business opportunity lists.  

Mega Media is the list broker that handles a lot of the biz-op lists.  So you may want to contact Mega Media.  

But again, when you do direct mail, even if it’s just postcards, you go into larger dollars.  You’re maybe spending $1,000 to mail 5,000 postcards.  But if you’ve got a big ticket, that’s okay.

I think you should really look more at RobertAllen.com and see how he sells his big ticket, and look at AuctionTrainer.com.  

Now, you may not want to sell $1,000 or $2,000 or $3,000.  When you go over $1,000, it gets a lot harder.  You’re just starting out, so I’m thinking $500 or less.  About $500.  

Attendee:  So it sounds like for my first thing right now, I need to really focus on my products. 

Marlon:  Yeah, you get a product for $500 and you sell it with free teleconference calls.  And that’s a low-cost way to start, and your problem becomes trying to target the people to pitch that to, to begin with.  You can try the PPC, pay-per-clicks, solo e-zines ads and so forth, but it’s going to be hard to get a real high volume, likely hard to get a high volume online unless you do a lot of email sending, which probably borders on spam.  It gets to be hard.

That’s why then you look at postcards, the mailing lists, ads in magazines could be good, ads in the biz-op magazines, little one-inch ads that send them to your website to get a free report or they request it via email, or they call and request it over an 800 number.  Those are really your options.

Probably for you, you would want to try to go into biz-op magazines.  Pay-per-click advertising in biz-ops is expensive to get, because there’s so many people pursuing it.  You could try the MLM leads that are available.  There are a million of those.  They get hammered a lot, but you could try those and try to get those people on conference calls and see what you could do.

You could try joint ventures.  You try all of the things you know to try.  

But for you, the initial thing is a clear USP and I think a price point.  I just don’t think you’re going to make money at a low dollar.  I think I would try to put together something in that $500 range.  

Attendee:  This helps a lot.  I have a much better understanding now of what I need to do.

Marlon:  Alright.  I’ve got to get into our content.  But before I do, has anybody else not introduced themselves today, if you haven’t.

Attendee:  I haven’t.  This is Vida.  

Marlon:  Hi Vida, how are you?

Attendee:  Fine.  Last time we talked, I’ve thought things over and I’m going to have to develop a new website.  I’m just going to devote everything to initially chiropractors and dentists.  

I thought about my entire thing again, and I think if I go about it the way I’m doing, trying to market it to the public, it will not be a very smart thing to do.

So here’s what I’m doing.  My product, if you remember, is an electronic invention that was developed actually as an adjunct to the work I have already, my research work.

Marlon:  I remember your product, Vida.

Attendee:  Okay.  So what I want to do is I surveyed and called a few dentists at random.  And what I discovered is it’s going to be really tough to get them to sit down and read the manual and benefit.  So what I’m doing is I decided to do software that will make it easy, and just sort of walk them through the thing.  

Once I do that, and of course there’s going to be a series of software because the invention has many modes of use.

Marlon:  Vida, I need to get into our content today.  Can you give me your specific question?

Attendee:  My specific question is do you know where I can get something that will make it easier for me to write the software?

Marlon:  That’s what we’re going to be talking about today.  That’s one of the topics I will touch on.  So that will be of assistance to you.

Attendee:  Alright.  And also, I want to know if I do this, if I just started to dentists, what I want to do is help them use the entire program as really publicity marketing for their own services.

Marlon:  I think you better survey dentists about that.  Go around and talk to dentists before you do that, because it’s liable to be a hard sell.  

Dentists are not early adopters.  Chiropractors are more early adopters, and you would probably be more successful doing that with chiropractors.  Dentists are not early adopters.  

You can survey the dentists, but I’ve got a feeling you’re going to be a lot more successful doing that to chiropractors.  

Attendee:  Okay.

Marlon:  What I want to get in today, and this is really relevant to all of you, is how do you get the help that you need?  Because, as you can see, there are a lot of elements in this marketing process.

For some of you, you need technical help, you need programming assistance, you need help with setting up e-commerce on your website.  Or maybe you want to do some custom programming of your shopping cart and so forth.  So there is the category that we call technical help.

Then there is getting webmaster or design assistance and help.  Just trying to put out a good-looking website can be a challenge.  So there’s a category of how do you put together a good-looking website, how do you get help with your website.

And then maybe you need a salesperson to help you call people.  Or maybe you need customer service help to handle the deluge of emails.  

So if you don’t have any money, you have to try to wear as many hats as you can and handle as many of the responsibilities and positions as you can.  

However, some of you are not in that position.  Some of you have the money and the resources to have other people do the work.  This can greatly accelerate your success, in many cases.

Now, don’t make the mistake of thinking that you need a million dollars to get good web design.  Literally, you can get some good web design done for $400 and $500, and I’ll give you some resources for that.

You don’t have to spend a million dollars to get custom programming done.  You can get custom programming done for $200, $500, sometimes $1,000 for something really complex.  But programming assistance and help is out there.  It’s easily available.  And instead of you struggling with trying to get things done, you need to learn how do you bring in the resources that you need help with.  

Some of you may want to do pay-per-click search engine positioning, but you’re not good at it and you don’t have the time or desire to get good at it.  So you need to find someone to help you with that.

We’re going to talk today how do you get the resources that assist you in building and expanding your business, because our stated goal is to get you up and running in 12 weeks.

Now, for some of you, like Larry’s still struggling with getting a product, that’s a tough goal in 12 weeks if you don’t have a product.  Because until you have a product, you can’t get up and running.

So we can only take you from where you are and help you plan out your process.  So maybe you can’t complete your plan in the 12 weeks and totally get up and running, but you could lay out your steps that you know you’ve got to follow – in Larry’s case, once he decides or develops and settles on getting that product.

Sometimes, your product choice is really important.  It helps a lot to hear what other people are doing and see success stories.  The thing like Ken Hammond’s doing with hot CDL jobs – nice-looking site, good design there – to see the changes that Tatiana’s making at OrganizationSecrets.com, seeing how she’s handling that, seeing some of the changes in thinking that Karen’s had in selling her counseling long-distance, seeing what other people are doing and how they’re putting things together and how they’re targeting markets like Boyce and seeing what he can do with his skin cream once he’s able to see, “Oh yeah, I can target diabetics, I can target senior citizens and so forth,” that should help you in your own thinking if you don’t have a product yet and you’re still kind of struggling with it.  

Like I know Robert, he’s thinking about selling in the health industry, maybe fitness equipment.  But he’s kind of struggling to come up with that idea.  

When you see some of the other people that are little farther down the path and you see how they’re able to target markets, how they’re able to come up with the product ideas and so forth, that helps you.  

But once you get your product idea, once you know that, I think the next step is for you to do the things that you’re good at, the things that you’re skilled at, the things that play to your strengths.  

And then take the things that you’re not good at, are not skilled at, or you feel you’re really weak in, and when possible and when viable, hire other people to assist you with that.  

It’s really easy to hire people for graphic design.  Or relatively easy.  The good graphic designers are hard to find, but it is something you can definitely do.

Programming help is really simple and easy to get.  The hardest help to get is marketing help.  Marketing is really the thing you’ve got to do.  There’s just not a lot of people out there that are going to market your product for you and make you a lot of money.  You’ll hear the promises of the people that will get your ranked at the top of the search engines.  But what you’ll find out is yeah, you’re ranked at the top of the search engines, under 4-word combinations that no one searches for.  

So marketing is really the thing that you’ve got to concentrate on.  And this is actually the most compelling reason for starting an affiliate or an associate program where you pay other people to sell and market your product, yeah, you’re paying out a 50% commission, you’re paying half, but they’re handling for you the hardest part of the task, which is the marketing.  And you’re having to pay zero dollars upfront to get that done, and you only pay after there is a sale.  That is the biggest bargain I believe you will ever find.

Now, you can become good at pay-per-clicks and quite possibly acquire sales for far less than 50% of the price of your product.  I have friends who do.  Friends who make their own sales using pay-per-click traffic for far less than it would cost them if they were using an affiliate program to promote their products or service.

Having said that, they really become an expert and they really just have got great pay-per-click engine ideas. 

So let me just give you an example of one of my friends, who has a great website that really rocks in terms of search engine positioning and pay-per-click positioning, which is Mazu.com.  A great website.

You may want to go the search engine positioning route.  And again, I think it’s difficult to hire this out, but I’m going to give you an alternative in a minute, which is to grow your own help.  The alternative is to grow your own help.  

Another person that has a system for getting at the top of the search engines or doing well in them, you all are familiar with Steven Pierce and TheWholeTruth.com.  Whether or not Steven’s product has the whole truth might be up for debate, but the product itself has really great step-by-step information on the search engines.

Again, I’m not much on promoting through the search engines.  I’m really big on doing affiliate programs and doing joint ventures with other people and paying them a commission to promote your product, assuming that you want to target it online.

So in the case of Steven’s skin cream, he’s going to go to senior citizens websites or diabetic websites and offer them whatever commission he can pay – 100% of the first bottle of cream people buy, 50% ongoing commission, 25% ongoing commission, 20% ongoing commission.

He would really probably talk to the different website owners and see what level of commission would motivate them to promote his skin cream.  He’s got a relatively easy path because unlike internet marketing, where there’s a gazillion affiliate programs, people with diabetic websites, senior citizen websites and so forth have a very slim choice of affiliate products to promote.  And very few of them pay recurring commissions.  And if they do pay recurring commissions, they’re probably in the 5% to 10% range, so it isn’t hard to beat them out.

So he’s going to find a lot of really great JV partners.  In Larry’s case, he’s thinking about what product or service can he sell.

This is one of the things that you look at.  Who are you going to get affiliate and associate traffic from and what are the range of choices that these websites have in terms of promoting products?

If you’re doing something in the small business success market, you’re competing with about 2-million other people and about 100,000 other affiliate programs, so you’re going to find it a challenge to get other websites to promote a product or service because they’ve got a whole bunch of choices.  And there’s people out there who are crazy – they’re paying 60% and 70% and 80% commissions on products.  And how are you supposed to compete with that and make a profit?

On the other hand, if you’re in a nice little target market and a little nice niche like diabetic and senior citizens websites, where they’ve hardly got a choice of affiliate programs or products and there isn’t anybody paying any commissions, you can go in there and you can clean up relatively easy.

Now, how do you find out all of this data?  You find out this data at CommissionJunction.com.  CommissionJunction.com is one of your choices for affiliate software.  They have a whole affiliate program that will allow to promote your products and services through an affiliate program.

The advantage of Commission Junction is that they can get you some additional affiliates just by being a member of their system.  But the number one way to use CommissionJunction is just to go there and look at different categories of products and services being sold and try to find the categories where there’s not a lot of people with affiliate programs.  Or, if there are, everybody’s only paying out 5% or 10% and hardly anybody’s paying out on a recurring basis.

So if you’re looking for a product or service category to sell, this is an alternative way to come up with ideas of products or services to sell.  You go to CommissionJunction.com, you go to AssociatePrograms.com, and you do research there and try to find categories of products, a target market where the choice of affiliate programs for people to promote are real limited and there isn’t anybody paying out any commissions.

You can go in there and offer recurring commissions or offer a high first-time commission, and you’ll find these websites will be very receptive to you because you’ll be offering them more money than anyone else.

So there’s another way to find a category or target market to create and promote your products and services in.

Now, how you get the help you need.  Let’s say you need help in writing.  That’s something we haven’t talked about.  How do you get someone to write a weekly newsletter to your resellers?  How do you get somebody to write e-zine articles for you?  How do you get somebody to write a sales letter for you or marketing training for you?  So that’s what we want to talk about today.

Writers are not as easy as programmers.  It’s easy to find programmers.  Designers and writers are more difficult to find.  However, it’s a lot easier to find someone who can write an article or who can write training materials than it is someone who can write a sales letter.  Because the degree of skill that it takes to write a sales letter is a lot higher than the degree of skill it takes to write marketing articles or marketing training.

So that’s the topic I want to cover right now.  How do you get people to help you with what you need help with, with your writing, with your designing, with your programming and so forth?

Let’s start with programming.  The way you find programmers is through a website called RentACoder.com.  Now there’s other websites out there.  There may even be better websites that I don’t know of.  But the best one that we personally found and the one that we use to hire programmers is called RentACoder.com.  

We’ve had really great success going to RentACoder.  You auction out your project.  So they have a little link that says “Software buyers.”  The category says, “Request bids on your product or question.”  You click there, you’re able to join their system with a free account, and you type up your product description, and then people from around the world will bid on your project.  

You will find that there are really great, inexpensive programmers in Russia.  Russia has some really great programmers.  You’ll find a lot of programmers over in India, although I’ve probably had more success with programmers in Russia.  We’ve had good success over in Russia, USSR, Russia, that whole area, there’s a lot of really good programmers.  But there are great programmers over in India that you could work with.  We just haven’t had as much success.  

You’ll also find programmers in the United States, but they’ll tend to be a lot more expensive, for obvious reasons.  Over somewhere in another country, they’re going to benefit from the exchange rate.  You’ll actually have programmers in some countries that bid $1 to write code for you.  And you’re going, “How can anyone bid for $1 or $2?  But they’re in a country where $2 US is worth 100 of whatever their currency is.  

So it’s significant money for them, where the average person may only make $40 or $50 US in a month, if they can get $1 or $2 for a project, or $5 or $10, that is great.  That’s an enormous help.

The programmers in India, I believe in US dollars, there’s companies that remarket the programming services for companies in India.  They’re only paying those programmers like $1 an hour US and then they’re charging you $8 or $9 per hour for the programming work.  You’ve got to be a little careful, because my experience in hiring programmers in India is yeah, you’re paying $8 an hour, but they take 40 hours on what should have taken 10 hours.  And it’s not a comment about programmers in India in general, this is just my own personal experience of what’s happened to me several times.

Again, I’ve had more success with programmers in Russia, for whatever reason.  But there are good programmers all around the world.  You may find a programmer up in Canada.  You may find programmers wherever.  One of my friends is in Poland, and he uses Polish programmers, and they’re great.  They’re incredible, amazing programmers and you don’t have to pay them a lot of money by US standards.  

So all of those technical problems, technical things, “Gosh Marlon, I’m getting this error message on my page and I can’t fix it,” or I compiled my e-book but something weird happened to the HTML and it doesn’t look right.  It won’t center.  Or, it’s centering and I don’t want it to center.  Or, I put the fricking pop-up on my web page but it’s popping up the wrong size or it won’t pop up.  Or, I clicked the order link and it pops up, and I don’t want it to pop up when I click the order link.  Or, after people order, if they click on the order page but they don’t fill out the order and they try to exit, I want them to get a pop-up.  How do I do a million and one technical things?  Or, I’m having a problem with my server.  I want to put this script for a bulletin board on my website and it says I need PHP4 and I don’t know if I’ve got PHP4.”  

All of that kind of stuff, you need to go to RentACoder.com.  There’s ratings of the programmers at RentACoder, and it shows how many projects they’ve done and, I believe, total dollars bills.  People rate their experience with these people, so it will show you the star rating that they’ve received.

So that’s how you get programmers.  That’s also how you get HTML help.  Now, I’m not talking about designing help.  Designing is a lot harder than HTML help.  

HTML help is you’re trying to get the pop-up to work or you’re trying to put a date script on your website and you’re pulling your hair out, or you want to put one of those countdown scripts on your website and you found one but you can’t get the thing to work, that all falls into the category of HTML help.

Now, let me tell you in general what we do, and a little system that I’ve developed that’s worked out well.

The system is, number one, we hire 3 people for one project.  Typically, we want a project done, like we need some programming, we’ll hire 3 programmers and give them a trial project, a small project.  One of them won’t complete it, one of them will do a crappy job of it, and one of them will do really well.

So in general, we follow a 3:1 rule:  I hire 3 people for one project and I give them trial projects.  Don’t give them your $2,000 thing upfront.  Give them a little small trial project.  Find out if they can complete the project, find out if they can complete it on time, find out if they will answer your emails or your ICQ’s.  It’s really preferable to have someone who you can communicate with via Yahoo Messenger, ICQ from ICQ.com.  Yahoo messenger is available at Yahoo.com.  There’s also MSN Messenger.  

You want somebody who you can instant chat with.

Now, some of these programmers overseas have hours that may or may not benefit you.

Like, let’s say you’ve got a problem on a website and you need it fixed, and it’s in the evening.  You can’t hire a programmer in the US or Canada in the evening.  But overseas, it’s going to be daytime.  So it’s going to be real easy for you to find some programming work or get some HTML help or some web help over there in the daytime.

You can post “Immediate help needed,” or “Help needed in the next 8 hours,” or “$50 bonus if you get it done today.”  You can do that kind of thing.

I’ve seen people offer extra dollar compensation if people complete a project fast.  That seems to be a good technique.

So those are your HTML people and your programmers you can hire through RentACoder.  

Now, to find a designer is a more difficult task.  For the web design, we’ve hired people off of eLance.com, but I’ve got to tell you I’m not very happy with the designers we got off of eLance.  You may be able to hire some web design off of RentACoder.com.  

Web design help is the thing you’ve really just got to keep an eye out for.  You read your local computer magazine or your computer publication, and there will typically be ads in there from web design firms.

The first thing you want to see is a portfolio.  This is what’s kind of tricky.  Like on eLance, when we were trying to hire web designers off of eLance, we would see 2 or 3 people on there have the same stuff in their portfolio.  

Now, I don’t know if that’s going on anymore, but I had a feeling that what people were doing, they were finding a good portfolio and they were just copying it and saying it was theirs.  I can’t verify this.  Don’t know for sure if that’s the case.  We didn’t research it very much, but that was the appearance.  That’s what it looked like was going on to me.  

Again, this is about a year, year and a half ago, when we were trying to hire designers from there.  

So what you do is you look at your computer publications.  When you see a good design on a website, typically you scroll down to the bottom and a lot of times the company that made that website will have a link there.  You can click over to their website and then contact them for a quote on web design.  

When you ask for a quote on web design, you have to be really specific.  So what we do is we put together URL’s of sample sites that we think are good, and we say, “We like these sites on these URL’s for the following reasons.”  And you be real specific.  “On this site, we like the header graphic.  On this site, we like the way the nav is done because of so and so and so and so.  And on this site, we like the big, bold design.”

So we will specify what we like about different websites.  Because designers all have different ideas of what looks really hot and what looks really great.  And your idea of a great design may be the farthest thing in the world from their idea of a great design.  In fact, it often is.  

So the best thing that you can do is start collecting URL’s of websites with great designs.  

Now, let me tell you a little bit about how I do this information management.  

For information management, I use a really cool little tool that doesn’t cost very much, and it’s called Easy Noter.  This thing is how I organize almost all of my information.  I recommend it to all of you.  It’s available at either EasyNoter.com or ArtPlus.hr.  Same program.  You probably should just go to EasyNoter.com.  

The reason that I like this is because if you buy the pro version, and you should buy the pro version, it doesn’t cost very much, you can stack your categories.  

So you create a folder and then you can put entries in that folder, and then you can right-click on one of those and select “New subfolder,” and you can make subfolders and subfolders in your subfolders, and so forth.  This is called a tree organization of information.  

In Microsoft Outlook, there is no tree-based information.  They have a note system in Outlook, but you cannot create folder trees.  So I find it insufficient for hardcore information management, which is a big part of this business.

So anyway, I use EasyNoter to collect things like graphic designers and so forth.  If Outlook works for you, you can use it, but I think you’re going to find the limitation of not being able to add subfolders and so forth is going to grow on your nerves after a while.

So we’re talking about finding your web designers.  That’s one of the harder tasks of finding your web designer.

Let me tell you what I personally did, and it may help you.

What I personally did was created my own web design.  So I had one of my staff people who had a background in art and I bought her books.  What I actually did was have her find the best book she could find on design on PhotoShop.  I paid for the book so she could learn PhotoShop.  As it turned out, she had talent, skill and ability.

So sometimes, the best thing to do on graphic design is to train your own person.  Find somebody, even if they’re local – it doesn’t matter where they’re located, you could care less – but somebody with the desire to learn, and you really work with them over a period of time if they need some additional PhotoShop training, you get them some training.  You take them to websites all the time that you like, and explain to them why you like that design.  And you really groom that person to be your own web designer, so that over a period of time they learn what you like.

Like one of my friends has a web designer.  And quite honestly, I didn’t feel his technical skills were up to par.  But he really liked working with the person.  The person was honest, he was committed, he did his best to meet the deadlines, he just lacked some of the skills.

So I told him, “You need to get the person training.  You need to get him some PhotoShop videos.  You need to buy him a subscription to the PhotoShop magazine, and so forth.

For those of you who aren’t familiar with PhotoShop, if you’re going to do serious web design, you’re going to use PhotoShop.  If you’re going to do serious graphics, you’re going to use PhotoShop.

So one of the things you need in your business, you need somebody good for programming and you need somebody good for design.

Now, to shortcut the process for you, I’m going to give you some beginning contacts to assist you.  

Now, let me make this comment about contacts.

A contact is a contact.  That doesn’t mean that because I recommended or referred them, that you don’t follow good business procedures.  Good business procedures mean you get a quote upfront.  Good business procedure means that you have a detailed, specific outline of the tasks and what you expect.  You get a quote upfront.  You check in, you have a deadline for the project when you want this project done.  And preferably, they get a bonus or a penalty if they don’t meet the deadline.  Either way, you can give them a bonus or give them a penalty.

One of the biggest problems you’re going to have is people don’t do work on time.  They’ll say they’ll get it done in a week and 3 weeks later it isn’t going to be done.  

So you’ve got to incentivize deadlines.  You’ve got to reward people for what it is that you want done.

You also understand that anytime you deal with any vendor, you have the risk of them not doing a project to your satisfaction.  I always recommend, dealing with any vendor, that you get acquainted with them first, that you give them a small trail project first before spending a lot of money.  See how you communicate.  See if you’re on the same wavelength.  See if you feel that you 2 can work together.

Having said that, the resources that I’m going to give you, some I personally use, some I don’t really use that much but other people use with great success, and it’s a starting point for you.

The first person I want to recommend for you is someone who’s done an enormous amount of work for us and is the best CGI programmer/technical person that I know of.  I don’t know any better than him.  He’s extremely busy.  Deadlines are sometimes a challenge because he’s got a lot of clients.  He’s got his own projects he works on.  And I also don’t think he’s cheap.

I believe that he charges like $100 or $125 an hour, but he’s really great.  In Canada, his name is Rick Hanson.  His number is 519-681-7632.  

If you need help, Rick has his own proprietary affiliate software that he’s written, that’s very robust.  If you need help with affiliate software, troubleshooting on scripts, you need help on customizing some kind of PHP script or something, or you’ve got some kind of really weird server problem that you’re unsure about and you need somebody to troubleshoot it, Rick’s your guy.  I think he does great work.

But again, got to use good business judgment and sound business procedures.  Just because someone does great work for me doesn’t mean they’ll do great work for you.  I’ve had clients that I wrote for in the past, that I referred friends to, to write for.  For me, they were a dream client.  For my friends, they became a nightmare.

So that just goes for any referral that I give you.

He’s for programming or even for HTML problems.  He’s just a really awesome technical person, the best I’ve ever found.  He does great work.  He has a lot of clients.  Oftentimes, it’s difficult for him to meet a tight deadline.  So if you give him a project, he may be able to get it done fast or it may take an extended period of time.  But he is worth every penny that you pay him, and I really like the work that he’s done.

Let’s talk a moment about web design.  

Web design is tough.  I already talked about how I trained my own web designer.  Finding a good web designer can make you a lot of money in terms of doing great HTML emails for you, in terms of doing a really nice, clean website that looks like a million bucks.

Some of you, the number one thing you need is website redesign.  Soka, I would say you probably fall into that category.  We’ve discussed it.  I just think that your stuff would sell a lot better if you had a new web design.

I’ve mentioned this resource before, but some of my friends have used this gentlemen.  They’ve all gotten what I consider very excellent results for the small amount of money this person charged.  In my opinion, at least, a small amount of money.  

So there are a couple of people.  Let me give you a couple.

One is Brian Terry at eBookWow.com.  He does really nice e-book covers.  I’ve also seen some websites that he did that were good.  So he would be one of your sources.

Another one, several people have used him very successfully.  His name is Vaughn Davidson.  I think it’s KillerCovers.com.  Yeah, KillerCovers.com, Vaughn Davidson.  

I’ve seen some of the websites that Vaughn did for some of my friends, and they looked great.  His prices are reasonable – very reasonable, in fact – and I felt that he’s done some really nice work.

The only comment I can make in general, a lot of people use Vaughn, a lot of people use Brian, it can be a little hard to get your own unique look when you use someone.  Like if you’re in the field of internet marketing, it’s kind of tough because a lot of people use the same designers and a lot of people kind of start looking the same, or can.  

But if you’re in a field apart from internet marketing, you don’t have to worry about that.  

I like doing my own web design just because it doesn’t look like anybody else’s web design.  But again, web design is an important part of this business.  

Now, let’s talk about writing and writers.  

You can hire writers off of eLance.com.  That site is like RentACoder.  It’s an auction environment.  You go in there, you post a project, people from around the world bid on the project.  

Again, I hire 3 to get one.  I hired people to write some articles for us.  I got some articles.  I’ve never been, quite honestly, real happy.  I’ve never found a writer that just wowed me in terms of being able to write articles and so forth.  

So that’s one of the stops that I have in my business is the writing has to be done by me, and I’m not a good routine person that will crank out something on a weekly basis.  So a little bit of a challenge for me, and I need to do more work on finding a good writer.

But let me give you a range of options.  

DrNunley.com has a writing service.  He can write e-zine articles or his staff can write e-zine articles, and so forth.  It’s a resource.  Some people have been happy with him.  I’ve never used him, but you should know about the resource.

Another writing resource for sales letters, I’ve got several great people for sales letters.  One, MarketingExperts.com.  That is Trevor Levine.  Trevor sometimes does the writing himself, a lot of times has you work with another writer.  If it’s not Trevor and another writer, the quality may be not the same as Trevor’s writing.  I don’t know.  But I think you look at a portfolio, you see what they’ve written, and you see if you’re happy with that result.

Having said that, I don’t hesitate to recommend you over to Trevor.  

Another writer is Michael Forten, SuccessDoctor.com.  Michael’s written some sales letters for some friends of mine that have been very successful.  Really, really good, talented writer, and I think you wouldn’t go wrong going with Michael.  I don’t know Michael’s current price.  He may or may not be out of your price range.

Trevor, I don’t know Trevor’s current prices, either.  But if you go to Trevor with a  budget, he can probably match a writer for you to fit your budget.

Another great writer, but someone who’s not cheap, is Paul Myers at TalkBiz.com.  Great, very, very talented writer, really great writer.  Not necessary cheap, but for Paul it depends more on the project.  If he likes you and he really believes in you and believes in your product, then he’s probably going to be more willing to work with you on price than if he doesn’t like you or he doesn’t like the product or whatever.  

Paul is the quintessential writer who does writing because he likes the writing and he only works for clients that he really likes.

So if you want Paul to write for you, you’d better become someone that he likes and enjoys working with and likes the product.

Having said that, Paul’s a great writer and get him on your site.  I think he’ll do a really great job for you.

There is OrangeBeetle.com.  I hired him to write a sales letter for a product that I really didn’t want to write the letter for myself.  I was real happy with the letter they delivered.  It was a little late on the deadline, quite honestly.  But as far as the quality of the work, I felt the quality of the work was very good-quality work.  So there’s another writing resource for you, in terms of sales letters.

In terms of articles, again, I really don’t have a writer.  And really, the fault on the writing of the articles is really not the writer’s fault, it’s my fault.  I believe that it’s incumbent on you to develop examples of what you want, instructions for what you want, and you’ve got to take somebody and work with it.  They probably won’t deliver the results you want the first time.  You’ve got to work with people over a period of time.  Take what they give you, get on the phone with them, critique it.  Tell them, “I felt this way or that way.”  You’ve got to work and train people over a period of time, which means you need to find somebody that’s going to be in the business over a period of time because you don’t want to go to all the effort of training someone and then have them flop out on you.  

You might also want to record your training on the phone or do the training in writing, so if that person happens to leave you, you’ve already got the training done and you can just give it to the next person and they can tap into your training advice or assistance.

So there’s your web design, there’s your coding, there’s some writers to assist and help you.  And, again, if you need help with PR or articles, you can always go to DrNunley.com and get what I believe would be serviceable copy for you.  

I thought about using Dr. Nunley.  I haven’t done it yet, but that may be where I end up going.

Let’s see here, what I’ve left out.  

Your web design, you’ve got to have help with that.  Technical help.  Let’s talk about marketing.

The one thing we’ve left out is getting your own marketing help.  And I really think in terms of the marketing of your website, you’ve probably got to end up growing your own person.  You’ve probably got to either do it yourself.  And honestly, most of you aren’t going to do it yourself.  Let’s just be honest.  Most of you aren’t going to do the marketing yourself.  You may think you will, you may hope you will, you may want to do it yourself, but in the end you aren’t doing it yourself.  

Why?  Because you’ve also got to be worried about creating new products, you’ve got to worry about this, you’ve got to worry about that, and so forth.  Your time just gets squeezed a million different ways.  Your CPA’s need to talk to you, and then you need to check out the legality of something else, then you’ve got an appointment with your attorney.  And in the end, your marketing falls by the wayside.

So you’re probably better off growing your own marketing person, which means you do it yourself at first to get a system that works.  You maybe hire consultants and get them to help you develop a system that works.  You document that system, and then you hire someone else to operate that system for you.

I like buying e-books or training that you can just plug in and give someone else, and they can pretty much take it and get the job done. 

For example, there is an e-book written on Google called Google Cash.  I think it’s GoogleCash.com.  And it’s the kind of product you could really hand someone along with 2 or 3 other e-books that have been written on the pay-per-click search engines, hand them 3 or 4 e-books.  

So you do this with 3 people.  You get 3 people, you tell each of them to read these 3 e-books, and you tell them to submit sample keywords, submit a pay-per-click plan, and so forth.  And one of them will follow through, read the books and submit what you request.  One of them will get it done, but they’ll get it done late and they’ll get it done halfway.  The third person isn’t even going to turn anything in to you, believe it or not.  

I hired 3 telemarketers.  Only one of them really hardly ever called anybody.  The other 2 just wanted my products for free and disappeared after that, apparently.  That’s life in the biz, okay?  

So growing your own marketing help.  What are the categories you need marketing help in?  Well, you need someone to write e-zine articles for you and submit them, if you’re in a target market where there’s a sufficient list of e-zines.  Like for diabetics, there’s maybe only 3 e-zines.  So you’ve got to evaluate whether or not it’s going to be worth your time to write the articles and submit them.  

Larry, if you do choose the small business market, the best way to market it is probably with articles to e-zines because it’s free and it’s a real good way to get started.  But you may not want to write those yourself.  You may want to hire someone else to do it.

So you need someone who’s going to write e-zine articles.  You may want someone – a lot of you – to write info products or training manuals.  There’s definitely writers out there.

Another source for writers is Writer’s Digest magazine.  You go to the bookstore, there’s a magazine called Writer’s Digest, and you can run an ad for writers in there or there’s writers who advertise in there.

But a lot of those writers write fiction, and you’re really looking for a non-fiction writer.  So I don’t know.

There is a gentleman online, I won’t mention his name, but he has a very high profile website in the marketing field, more corporate marketing.  He has a large-circulation e-zine, very respected.  I happen to know that he does not write that e-zine himself.  He pays quite a bit.  I don’t even remember how much, but I know it’s not cheap.  He pays a pretty good fee to somebody else to compose that e-zine for him each week.  But they’re professional, they always get it done on time, and they do a great writing job.  

So sometimes, cheap is not the best.  When you’re starting out, a lot of times you’ve got no choice but cheap.  But as you go along, sometimes you get what you pay for in terms of help.

We’re talking about growing your own marketing person.  I like manuals.  Like GoogleCash.com to train people in pay-per-click.  So like I may give somebody Steven Pierce’s e-book on Smart Pages.  I’ll give it to 3 people and go, “Take this and create some sample Smart Pages and give them to me,” or “Here’s a word, here’s a product, go take these 5 or 10 words, create some Smart Pages, get them up there, and let me see if you can follow the instructions and get any ranking.”

I like products that are already done and already have instructions.

Now, we created a whole system that we use to hire our own staff and run our business and assign projects to freelancers.  It includes the ads that we run in eLance, it includes samples, it includes videos that we give to the freelancers, and so forth.

That system is called The Digital Product Creation System, and it’s at AmazingFormula.com/digital.  

To recreate the work we’ve done in there would take you probably 3 or 4 months.  It was an accumulation of work we did over an extended period of time.  You probably won’t use everything in there, but it doesn’t take a lot for you to recoup the amount of money we charge for that digital product creation system.

Alright, I’m about talked out, so I’m going to open up the call now, see what kind of questions you all have on getting the help you need for this final 12-week push.  I know some of you, you’re struggling with your sales letter and just can’t get it done.  Well, maybe you should hire a sales letter writer.  

Now, maybe the people I’ve quoted to you are too expensive, so you do have other choices.  You can go to Ablake.com or you can go to Marketing Warriors, which I believe is VWarriorsForum.com or something like that.  You just type in Marketing Warriors in a search engine and you can find them.  

You can post that you need writing help in Marketing Warriors, you can post it at Ablake.com, and people will post there and say, “Hey, I’m a writer, I can write.”  Of course, anyone can say that.  So then it’s a matter of looking at their portfolio, seeing what they’ve done, seeing if you like the work, if you feel it’s good quality work.  You can ask them if they’ve got any success stories and so forth.

That’s basically the process.  I just think some of you need help.  Some of you need help with web design, and you aren’t going to learn it yourself.  And you aren’t going to learn PhotoShop yourself, because PhotoShop is a major, heavy-duty program but it’s what virtually all professionals use to do their web graphics.

Some of you, you can use FrontPage but you’re basically a web page hack and you really need professional help.  

Again, the biggest reason people don’t get professional help is they think they can’t afford it.  And that’s the great thing about using RentACoder and eLance and some of these other resources, is they are affordable.  

I don’t think any of you can’t afford the web design that Vaughn Davidson from KillerCovers.com does or that Brian Terry at eBookWow does.  I don’t believe that you can’t afford it.  I do believe you can afford the help.  It’s very good quality help.  For the price they charge, it’s a big bargain.  

Some of you, you’ve got a really good website and you’re really on track.  Like Steven’s cream, you’re on track there and you may be able to write your sales letters yourself.  But you may need first-class, high-quality writing help.

Oh, that reminds me.  Another great writer I didn’t mention, a really talented writer, is Brian Voiles.  I don’t have any contact info for Brian, but you can search on the internet or ask in online forums and probably hunt him down.

I don’t know that Brian does freelance writing all the time.  I think he goes in and out.  But he’s been writing sales letters for a long, long time, a really talented writer.

Another writer who’s not cheap but he’s an extremely talented writer, and if you have some pockets and some money to spend you wouldn’t go wrong with David Garfinkel.  He has an e-book that Mark Joiner used to sell on how to write copy.  A really talented writer, very, very talented, for those of you who have some pockets and don’t mind spending money to get really high-quality help.

Alright, that’s about all I can think of to say on this topic.  I’m going to open up the lines and see who’s got questions.  

Alright, the lines are unblocked.  Who’s got a question for me?

Attendee:  Boyce, I have a question. 

Marlon:  Alright, go ahead, sir.

Attendee:  Yes.  I have not had luck with Smart Pages at all.  Is there someone you would suggest I work with?

Marlon:  Well, I think that the starting place is Steven Pierce.  Email Steven, call Steven.  “Steven, I haven’t had success.  I need some help.  You got anybody who’s really great at this, that can help me?”

Attendee:  Excellent.

Marlon:  I don’t know if you want to do it, he may try to put you under his coaching program.  Don’t know if that’s a good deal for you or not.  That’s still trying to teach you to do it yourself.  And kind of the problem I have with that is you aren’t going to do it yourself.  

Attendee:  No, I’m not going to do it.  I know.  

Marlon:  You’ve really got to hire some competent people.  I’m not even saying Smart Pages work.  I don’t know if Smart Pages works or not, to be honest.  We haven’t tested it.  I do know Google works, and I do know there are a lot of people out there with some good e-books on Google, that you could hire at a reasonable rate.  I would start by contacting the guy that did GoogleCash.  

There’s another guy.  I can’t even remember his name.

There’s 3 or 4 books out there that have been written on Google.  I’d contact all of them, see if they do work for hire.  If they don’t, see who they recommend.  

Again, I give people sample projects.  Don’t drop somebody $2,000 who claims they’re going to help you, because you’re probably going to end up losing your $2,000.  Right?  There’s an awful lot of rip-offs out there.  

So I would tend to give somebody a smaller sample trial project, let them perform on that, and then move along from there, if that makes sense.  

Attendee:  Okay.  I’ll give it a try.  

Attendee:  Marlon, how about testimonials?  I see a whole bunch of them on the net.  If you’re aware that they’re kind of piggybacking to somebody’s by either helping them market their stuff so I can get my own top-notch testimonials?

Marlon:  So the question is how do you get testimonials?  Is that correct?

Attendee:  Yeah, it’s really tough.  

Marlon:  Okay.  You have a product.  If the product works, why would the person not give you a testimonial?  

Attendee:  Well, it’s not that it’s tough, it’s just since I started listening to you that it never occurred to me to collect testimonials from people that my products have helped a lot.

Marlon:  Well, I think there’s a couple ways that you get testimonials.  One is in your sequential autoresponders or in your marketing system, you offer people a free gift for taking a survey.  The gift can be a free report, it can be something of value to them.  You ask them some survey questions and then you ask them if you can have permission to quote their comments.

The key word is free gifts for your opinion, and you ask them for their honest opinion, positive or negative.  

But then, you ask them if you can quote their comments, and obviously you’re only going to quote positive comments.

We send out that email 10 days after the purchase.  It’s not a bad idea to call those people up and then interview them on the phone, so you can get some audio from them also.  And then also request a photo.

Attendee:  Okay.

Marlon:  The thing that you’ve got to stay away from – and it’s kind of a fine line – if you compensate someone for a testimonial, then you have to reveal that you compensated people for their testimonials.  

So there’s kind of a line there.  What you don’t want to do is send somebody a thing about “I’ll give you these free gifts if you give us a testimonial.”  That’s really compensating someone for testimonials.

I feel that it’s not compensation if I’m asking people for feedback, positive or negative.  They’re free to give me positive feedback or negative feedback.  Either way, they get the free gift.  And I haven’t run that by a lawyer, but that’s the way I feel about it.  And I think that it would probably bear out, in that I’m not compensating people for a testimonial.  Positive or negative, they still get the free gift.

Attendee:  Okay, thank you.

Marlon:  You can also take your product and give it to experts, and try to get endorsements from experts.  That’s another good way to do it.  But yeah, every customer needs to get a follow-up email offering them a free gift for their opinion.  And I’d do that 10 days after the sale.  

Attendee:  Okay, thank you.

Marlon:  Who else has a question?

Attendee:  This is Gary Wilkinson.  

Marlon:  Hi, how can I help you, Gary?  

Attendee:  You advised that we got rid of the portal page that we had on the internet and put the sales page instead.  And that’s what we’re working on at the moment.  I bought web styles as you recommended in one of the manuals.  Should I persevere with that or should I just go straight for a designer?

Marlon:  In your case, you need a designer.  That product is a cool product and it’s good at a certain level.  But honestly, like for the marketplace that you’re in, my feeling is you need really good, strong web design.  And I believe I would recommend a starting point would be Vaughn Davidson at KillerCovers.com.  See how much Vaughn will charge you.  See if you like his ideas and so forth.  

But I really think that for that website you need some strong, powerful web designs.

Attendee:  Right.  We’ve just invested so much in the site that the site, but do you think it’s persevering with?

Marlon:  Well, that’s a call I can’t make for you.  That’s a call only you can make yourself.  But you’ve got a lot of work into it.  I think I would go ahead and spend the $400 or $500 for the web design and do my best to get a killer sales letter on there.

The most important part of the sales letter is the headline.  If you can’t afford a letter writer to write the whole letter, you can always hire someone just to help you with the headline and the basic concept.  

Attendee:  Okay.

Marlon:  But yeah, I kind of feel like you’ve got this much into it and you’ve got really great traffic, even though some of that’s because of the repeat nature of your business.  Did you ever find out what you got in terms of unique visitors?

Attendee:  No, we didn’t.  We got the software.  We spent so much on trying to spend time on the sales letter, we’ve really struggled with that.  That’s why today’s been very good and has given us a lot more advice.  

Marlon:  If you can afford a Michael Forten or a Trevor Levine, or maybe even OrangeBeetle.com, you might take that route.

I think Forten could write you a drop-dead killer sales letter, but it’s going to cost you G’s.  It’s not going to be $500.  I don’t know his exact quote, but if you’ve got the money, I think Michael would do a bang-up job on that.  Trevor could do a good job on it too, although I kind of think for that product I might go with Michael, if you can afford him.  If not, you might go over to Trevor and see who he could plug you up with.

Attendee:  Okay.

Marlon:  But I think you might as well follow-through with it because you’ve already got so much into it.  You’ve got good traffic, even though you’ve got to find out what your unique visitors are.  

But Web Trends Live is not hard to use.  You just paste the code on the page.  It’s not bad.  

Attendee:  Alright, we’ll do that.  

Marlon:  It’s just cut-and-paste code, literally.  Alright, who else has a question today?

Attendee:  Marlon?  I’ve got a website that has like 450 items on it.  Would one of your sales letters, like PushbuttonLetters…

Marlon:  What’s the URL?

Attendee:  TheHighlandMintStore.com.  

Marlon:  Oh yeah, let me go back and look at it again.  Well, you’ve got no traffic, first of all.  Does this thing convert anything?

Attendee:  Yeah, I’ve got about 1% or 2%.  My Google’s, I just got it reinstated again, but I average about 100 a day unique.  

Marlon:  Okay.  So if you spend $100 on Google, how much do you get back?

Attendee:  Well, I haven’t checked.  My average pay-per-click is 10¢.  

Marlon:  How come you aren’t tracking what you’re getting back?  

Attendee:  Well, I haven’t done that yet.

Marlon:  Do you know how to do it?

Attendee:  Well, not really.  

Marlon:  Okay, you sign up for one of 2 things:  AdMinder.com or I believe it’s Proanalyzer.com.  I actually like Proanalyzer because a) it’s cheaper, it installs on your server, and b) it will split-test for you automatically so it’s really great software.  I used to always use AdMinder, but I really like these new features on Proanalyzer and it’s also a lot cheaper, although AdMinder’s not expensive.  

See, the cool thing about Proanalyzer is you just put in the 3 URL’s that you want to split-test, and every click it will rotate one of the 3 URL’s, so you can automatically split-test.

Attendee:  I see.

Marlon:  Really nice software.  Cheap, not expensive.  They’ll even install it for you for not much money.  So I really recommend it.

Now, the way you use that is he has a gif image that you literally just copy and paste the code onto your order approved page, and it will track your sales.  So automatically, it will not only track your visitors, it will track your sales.  And he’ll set all of that up for you, for literally – I don’t know what he charges for that, but it isn’t much – you can be knowing not just your visitors but your sales.

The problem you have is you’re making a judgment based on no data.  You don’t have any idea.  You don’t know if Google’s making you any money or not.

Attendee:  Yeah, that’s true.  

Marlon:  Your number one thing, before you really do hardly anything else, is find out if it’s profitable.

Now, if you’re converting 1% to 2% of unique visitors to buyers, personally I think that’s good.  I think you should start an associate program, recruit every buyer as an affiliate, give a communication to all affiliates weekly, and contact potential joint venture partners.

Attendee:  You mean to exchange links type thing?

Marlon:  Well, no, not exchange links, for them to join your affiliate program.  You contact them, call them on the phone.  “Hi, I see that you have a website here.  I don’t know if you have a list of people or not, but we have some products that would complement yours and we pay out a good commission, and we also pay repeat commissions on purchases.  If you’ve got a second, I’d like to talk to you about it.  Do you have a list of your members there?  I see you have an e-zine opt-in.  Do you have anybody you could email an offer to?”  “Yeah, I’ve got a list.”  “Okay, how about I send you over an html email or an email, you drop it out to your list, and I’ll set you up on a 50% or 60% commission,” or whatever you can pay.  

But as far as your pay-per-clicks, you don’t have any idea.  Your traffic is way, way, way too low.  But if you’re converting 1% to 2%, that’s actually good.  I kind of got a feeling your pay-per-clicks are making you money, but you need a lot bigger volume.

Attendee:  Yeah, and that’s the problem, trying to get it.

Marlon:  Well, maybe the thing you do is you drop a grand or 2 with John Keele, and have him do the pay-per-clicks for you.  

Attendee:  John Keele?

Marlon:  Yes, sir.  Let me give you John’s data.  Let me find it here.  Phone number is 513-321-3507.  That’s the last number I have for him.  That’s all John does is pay-per-click the whole time.  A really talented guy, speaks at a lot of seminars.  I think for about a couple G’s, he will run something like 100 or 200 words through his system for you.  

I’ve got a feeling that you might do real well with him.  I don’t know.  If you can hold your conversion, what you’ve been converting, I think it’s good.

The thing that bugs the heck out of me here is I don’t know how you get any orders, you don’t have any data on this stuff.  It’s like you’re buying it blind.

Attendee:  Oh, I see.  

Marlon:  Yeah, there is some data there.  Let’s say I click NFL.  Let me just look here and see what you’ve got.  So here’s NFL stuff.  NFL team day coin, Super Bowl.  Okay, let’s check out Super Bowl.  I’m from Dallas, I like the Dallas Cowboys.  You don’t have anything here with the Dallas Cowboys.  That’s your first mistake.  They sell more merchandise, I think, than just about anybody.  

There is some data here.  I think maybe you start out at the Index.html with a welcome letter and a headline and a sales letter on this home page.  

I don’t know what your USP or what benefit you offer is.

Attendee:  I don’t know, either.  That’s what I’m trying to figure out.

Marlon:  Well, that’s a real good thing to know if you want to be in business.  You’ve got to define that.  Why should anybody do business with you instead of going down to the coin place at wherever?  Right?

Attendee:  That’s right.

Marlon:  If nothing else, contact the buyers that have bought from you and ask them why they bought from you.  You’ll get ideas from them.  Maybe that’s what you need to do, call them on the phone.  “Hi, I see you just ordered.  Appreciate your business.  Just wondering what prompted you to order from our website?”  Let them tell you why they’re buying from you.

I think that if you had a really rocking sales letter on here for Index.html, you still have your links to all of the teams at the left, you keep those, and maybe you keep a few products right at the top of the page – your best 4 products at the top of the page – and below that your sales letter.  I think if you tried that, it might work for you.

Attendee:  That’s what I was wondering, if that sales letter might be a better thing to have there.

Marlon:  Yeah, I think you need a sales letter on there.  I would do an introductory offer on a coin or something, where they get a couple bonuses, it’s a heck of a coin, you tell the story, and you sell it at break-even just to get a first order from them.  And you’ve really got to learn about USP’s.  

Do you have Cash Like Clockwork, the course Cash Like Clockwork?  

Attendee:  Uh-huh.

Marlon:  Did you buy the conference calls or did you buy the 12-week plus the Cash Like Clockwork system?

Attendee:  No, I’ve got the Cash Like Clockwork.  

Marlon:  Okay, go into the 69 Laws of Twister Marketing manual.  You should have the printed copy of that.  

Attendee:  Yeah, I do.  

Marlon:  Okay.  Go in the 69 Laws of Twister Marketing and read all the articles on there on the KDF, Key Differentiating Factor, and USP, Unique Selling Proposition, and see if that gives you some ideas.  

Attendee:  Okay, I haven’t read that one yet.  I’ve read most of the others, but not that one.  

Marlon:  Well, you don’t have to read the whole 69 Laws of Twister Marketing, just read the articles on your USP and your Key Differentiating Factor.  I’ll try to include some data in follow-up calls on your USP that will be helpful for you.

Alright, I’ve got to take some other questions.  Do some of the rest of you have questions?  

Attendee:  Marlon, it’s Tatiana.  May I add something to what you just said?

Marlon:  Okay, go ahead.

Attendee:  It’s about pay-per-click systems.  There is the guy, Perry Marshall, he’s really good at setting up Google Ad Word campaigns.

Marlon:  His name is Terry Marshall?  What’s his website?

Attendee:  PerryMarshall.com.  His phone number is 708-788-4461.  

Marlon:  Now, I must be spelling it wrong, because I got Terry Marshall editorial services.

Attendee:  Perry.

Marlon:  That’s where I’m at, and it says, “Terry Marshall editorial services, editor/writer for major music labels.

Attendee:  No, no, it’s not him then.  Actually, I contacted him over the phone and I met him.

Marlon:  Let me try Google.  

Attendee:  P like Peter.

Marlon:  Oh, Perry Marshall.  I got it.  Okay, PerryMarshall.com.  Oh yeah, yeah, I heard him on a conference call that Jonathan Mizel did.  He’s got a little e-book here you can buy, too, I believe.

Attendee:  Actually, for a fee he’ll set up Google Ad Word campaigns real fast.  

Marlon:  Oh yeah, here it is.  The Definitive Guide to Advertising on Google.  So he’s the kind of person you either hire him or you take his book and train someone with it, or both.  You take this book, you hire someone, you give them the book, tell them to study it, and then you also hire him for consulting or something and have him train your person.

Alright, good.  Very good advice, Tatiana.  Thank you.  Who else has a question or comment today?  Anyone?  

Attendee:  You still didn’t give me information on where I could get a software that could help me write my software.  

Marlon:  You’re looking for a programmer to write your software?

Attendee:  No, just something to help organize it.  I can write it myself.  Like a structure.  

Attendee:  What kind of structure do you need?

Attendee:  Like a structure that would be like some of the things that you usually use, like Dreamweaver or one thing or the other.  I don’t know if there’s any software-writing things there that will kind of help you arrange your things.

Attendee:  Marlon, may I give her my email address?

Marlon:  Go ahead, Tatiana.  That’s fine.

Attendee:  Just write me email at Seagull3757@yahoo.com.  

Attendee:  Say that again, please.

Attendee:  Seagull3757@yahoo.com.

Marlon:  Tatiana’s a programmer.  Or was.  Now she’s a marketer.  She was a programmer, so she could definitely help you on that.  

Attendee:  Okay, thanks.  

Marlon:  Alright, who else has a question?  

Attendee:  This is Boyce again.  Give me your email address.

Marlon:  My email is MarlonOnly@AmazingFormula.com.  

Attendee:  Okay, thanks.  

Marlon:  Do we have any other questions?  

Attendee:  Just a question about how you organize yourself.  With all the projects going on that you’re doing simultaneously and the sales letters you’re writing and everything, I guess you hinted at it a bit earlier would be using Noter.  I suppose I suffer from overwhelm a bit, and I’m just interested to know how you organize yourself and get it all out.

Marlon:  Well, Soka, the reason you suffer from overwhelm is you’re doing the work yourself.  I don’t suffer from overwhelm, my staff does.  

Attendee:  You delegate it, basically.  

Marlon:  Yeah, I don’t have to do anything any day, other than this conference call.  Now, having said that, I work a lot but I read a lot, I research a lot, I talk to my staff a lot.  But let me give you an idea.  All you really need, Soka, is a good project manager.  And if you go to TooCows.com or you go to Download.com and search on PM, our project manager, you can find one.  I will tell you several of the project managers out there that are good.  

There’s an online one that’s at ITeamWorks.com.  And that’s a web-based project management system.  It’s real helpful.  

There’s a really nice software program called C-OrganizerPro.  I think, but I’m not sure, it’s from Nestersoft.com.  

Let me look here at their URL here.  No, no, I’m sorry, it’s from CSoftLab.com.  A very nice little thing that can help you manage and lay out your projects.  

There’s also a nice little program called “Agenda At Once,” which is a real simple little PM with a tree-based structure and a calendar on it.  That URL is DatalandSoftware.com.  Real nice, simple, easy to use PM that will help you organize what you do.  Those are a few that would be a good start for you.  

The number one thing that will help you, Soka, is a tree-based system where you can have folders and subfolders and subfolders in those subfolders.  And then you need something with a calendar that you can drop tasks on.  

Attendee:  Does Easy Noter do that?  

Marlon:  Easy Noter does not have a calendar.  It’s strictly information management.  So you need, in addition to it, some kind of a project manager.  

I think you would probably like C-OrganizerPro.  My staff, they use different things.  They sometimes just draw their projects out on paper.  

So anyway, there’s a lot of different things.  But you’re right, getting organized is real important to avoid overwhelm.  But Soka, if you have the money, I think you need to be using Bond Davidson for web design, and I think you need to be hiring probably a copywriter to at least give you a critique.  They don’t have to write your whole sales letter, but you may want to hire somebody to critique for you.

Attendee:  Sure.  Sure.  Can I just ask you one other thing, Marlon, which was regarding your first front-end project after doing the survey and getting the product idea and so forth?  With a fairly visual-type product, like a trading system, like the Gann thing we keep talking about, it’s hard for that to be an audio product.  Don’t you think?  It would have to be some kind of e-book with jobs and things.  Or could you do an audio product and just ramble about it?

Marlon:  You could have numbered screen captures and next to each screen capture you have a little audio link to listen to the audio for that screen capture.  Or you could use Camtasia to create video, where you’re pointing to the charts and drawing on them, and you’re capturing it in Camtasia.  And you break it up into about 3- to 5-minute video chunks.  

How I would do the project is I would use Camtasia and I’d break it up into about 5-minute video chunks.

Attendee:  And that would be a front-end product?  

Marlon:  Could be front-end, could be backend.  You don’t want to go into too detail on the front-end, or they won’t buy the backend.  Maybe the front-end you do screen captures and the backend you do videos.  I like that.  Backend video, front-end just a couple videos and then more screen captures and more general explanations.  

Some of you are trading success histories.  Your biggest winners and stuff might be good there.  

Who else has a question?  Anyone?

Attendee:  Yes, I have one about web designers.  For a starting person, how would you recommend we go about trying to groom a web designer for our business?

Marlon:  Well, you should probably use Brian, Perry or Vaughn Davidson to start off with, because they know what they’re doing pretty much.  That’s going to be your cheapest route, because that’s going to get you onboard with some pretty good web design without sinking much money.

If you’re trying to train your own person, it’s going to be a lot more expensive and it’s going to be a learning process, but when you’re starting out you don’t have the funds for it, probably.

Attendee:  Right, that’s what I was thinking.

Marlon:  So, what I would suggest Brian, Perry or Vaughn.  

Attendee:  Great.  

Marlon:  Who else has a question?  Any other questions?  Alright.

Okay, guys, that pretty much wraps it up today.  I’ll see you next Tuesday.  And until then, use what you’ve learned today.  Go out and let’s get some good work done.

Attendee:  Marlon, thank you.  

Attendee:  I got cut off earlier.  This is Vivian.  

Marlon:  Okay, Vivian.  

Attendee:  Did you have something else to say about the site or anything?

Marlon:  I forget, Vivian.  What was the site?

Attendee:  It’s Accounting-Advice.com.  

Marlon:  And what was your question, specifically?

Attendee:  You were starting to ask me something about if I’ve started marketing it.  

Marlon:  Yeah, you haven’t started marketing it yet, because you don’t have a sales letter there or anything.  Right?

Attendee:  No, I’m going to get Alex to review that for me.  

Marlon:  Right now, what’s your front-end price point?

Attendee:  What I’m going to do is have a trial membership for a week for $2.95, and then after that they can go with the $19.95 a month or something.

Marlon:  And what’s the backend?

Attendee:  Probably a seminar on starting a business.

Marlon:  Alright, I can probably flow with that.  You can do conference calls in there and so forth. 

The most important thing, then, is a really rocking USP headline on that sales letter.

Attendee:  I’m going to actually have seminars and stuff as part of the membership.

Marlon:  Okay, I can be onboard with that.  I think that you’ve got to have a hot sales letter for the front-end, and clear sources of traffic.  You’ve got to know where you’re going to get that traffic from and how much it’s going to cost you.

Attendee:  Yeah, US businesses only.  

Marlon:  That narrows it down to about 20-million or something.  You’ve got to get a lot more targeted and focused than that.  

Attendee:  It’s pretty much small business.  I’m talking about self-employed.

Marlon:  You can’t get small businesses.  You can’t do it.  I mentioned, last week, a book called Drilling For Gold, about all he problems of targeting.  You can’t target small businesses.  You’ve got to chunk it down farther from there.  

You need to go to their website Warrello.com, like I recommended last week, subscribe to their e-zine, read all the emails they send out, and you also need to buy the book Drilling For Gold, and you need to come back with a list.

QuickBooks Buyers, that’s an example.  You need a list.  Or you need to come back and say, “I got 200 keywords on Google and the average price that we believe we can get per click is 12¢.”  You’ve got to have a plan on where you’re going to get the traffic from, or you’re going to die.

I think it’s going to be hard for you to get JV partners there.  You can try.  You may be able to do it, I don’t know.  

Attendee:  My experience is a lot of people just don’t want to pay much for financial advice if they can get it for free.  But I was planning to have tutorials out there for QuickBooks and Peachtree, and the teleseminars as well.

Marlon:  If you’re going to have tutorials for QuickBooks, then maybe you rent a list of QuickBooks buyers and you mail them a postcard offering advice on QuickBooks.  

Attendee:  I have a membership to the SRDS.  

Marlon:  Today’s call is up.  We’ll try to continue this on subsequent calls.  But I do recommend, between now and then, that you spend time wondering where you’re going to get the people from.  

Like the guy marketing skin cream, he can advertise in senior citizens publications.  He can advertise in diabetics magazine.  He can target it.  

You can’t target small businesses in general.  You can’t do it.

Also, you skipped steps.  You haven’t done a 12-product survey and you’re kind of assuming people will want it.  I’m not sure people are going to buy into the concept.  But if you’re almost done with it, you might as well test-market it.  But first, you’ve got to have a source of traffic and know who the traffic is.  Then, you’ve got to go to them and do a 12-product survey and see what they want to buy.

Right now, you don’t know who the traffic is and you haven’t done a product survey, but you’ve got a product you think someone somewhere is going to buy.  I’m not sure of that.

So I think contact some of these pay-per-click people, Perry Marshall, John Keele.  Contact them, see what they think in terms of pay-per-click traffic.  And if you’re close on this project, and I think you already are, you might as well launch it.  But go look at Standard Rate & Data, see what lists you can hunt up of QuickBooks buyers and so forth, and start thinking traffic here or you’re going to be in trouble.  Got it?

Attendee:  Alright, thanks.

Marlon:  Okay guys, we’re out of here.  I’ll see you all next Tuesday.  
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