Marlon’s 12-Week Course

Week #4

Marlon:  Hello, this is Marlon.  How are we doing today?

Attendee:  Good.  

Attendee:  Fine, thanks.  

Attendee:  Good.

Marlon:  I emailed out a survey to you all, but it was yesterday.  So some of you had time to return it, some of you didn’t.  I’d like to get it from all of you.  It doesn’t matter a great deal in that basically you all are going to have the same issues, same problems and so forth.  However, I am going to try to address some of the issues that you ask.

So what I’m going to do now, I’m going to mute out the call for a little bit, do a little bit of a soliloquy here, give you some additional data.  And then I’m going to take some individual questions.

Before I do that, did you all get the emails with a digital beta version of the quick start guide?

Attendee:  Yes.

Marlon:  Let me ask this.  Did anybody not get the email giving you the digital version of the startup guide?

Attendee:  No, I did not.  

Attendee:  I didn’t either, Marlon.

Attendee:  I didn’t either.

Marlon:  Okay.  So the emails were sent out.  I’m not sure why you didn’t get it.  First of all, check your email because you may have just overlooked it.  

Attendee:  I just checked my email before I got on the call.

Marlon:  What’s your name?

Attendee:  My name’s Boyce.

Marlon:  Okay, Boyce.  Boyce, if you will do this, after this call, email support.  Actually, better than email, go to the support desk at AmazingFormula.com.  You click “support” and then just open a support ticket and say, “I need the username, password and URL to get the quick start guide for the 12-week call.”

Attendee:  Okay.

Marlon:  You can also Human Click, if you want.  But we answer the support desk tickets 3 times a day, and I like that a little better only because I can track it.  So if you open that support ticket, I know you will get your login and it will get posted there.

Lisa emailed every one of you the login, and I know the email went out.  That means you’re not getting your email.  That means one of 2 things.  

Attendee:  I checked mine a half an hour ago.

Marlon:  Okay, it means one of 2 things.  If you did not get the email, it means your ISP is dumping emails or you’re using spam filters that dumped the email.  So you should just know that.

Like on my host, AmazingFormula.com, since that’s my domain, I can go in and turn off the spam filters.  So if you have your own domain, you might want to see that because your ISP probably does have spam filters and probably also has a way for you to turn them off.

But then, you’re still going to have an issue with spam.  So then you will need to use your own spam filtering program.  There’s no lack of them.  Like I use Eudora, so I use one called Spaminex.  But the nice thing about it is it doesn’t just delete spam, it categorizes it and then puts it into a folder, and I can go through that folder and see what’s in there and make sure it’s not dumping any email that I need or want to read.

But the email definitely went out to all of you.  If you didn’t get it, something’s going on with your email.  Just FYI.

Let me go ahead and mute out this call.  Oh, any of you that didn’t get it, go to the support desk and say you’re in the 12-week class and you need the login and the URL.

Also, anytime you have a problem or need, you can just Human Click us.

So I’m going to go ahead and mute out the call, give some general data, and then we’re going to go into some individual websites here.  

Alright, the call’s muted out.  So what I’m going to do now is answer some of the questions and issues that you all emailed.  

The first comment that I would like to make is in general about marketing.  What I mean by that is it’s easy to invalidate yourself or invalidate the process.  And let me handle both of those.

Invalidating yourself.  Invalidating yourself, invalidate means to make not valid, to say that it’s not true for you.

So invalidating yourself means other people can make money online, other people can do this, but because I have some problem, I have some defect or whatever, I’m not going to be able to do it.  That’s invalidating yourself.

Invalidating the process means I know other people make money at internet marketing, but I think they are enormously lucky and chances I’m going to be able to do it are very slim.

And I see some of this in some of the feedback that you gave me on your problems and what you want.  For example, “I just want to get something, just something that shows or proves to me this works.”  That’s certainly understandable.  But the problem is you don’t believe it can happen, then you hold back and you really don’t give it a full effort and, to some degree, you sabotage yourself.

So I think you’ve got to be aware of invalidating yourself, invalidating the process or, worse than that, allowing other people to invalidate your dream, your passion or your endeavor.  That can be a spouse, a family member, a friend, or anyone else who tells you, “Well, you’re just wasting your time at that marketing crap, that internet marketing crap.  Keep your day job.  Go out and get a job, get a real job.  It will never work for you.  You’ll never be able to do it, blah, blah, blah.”  

Well, that’s a bunch of crap.  And there’s certain people that just they aren’t fulfilling their dream and they’re discouraged and they’re disappointed, and therefore they try to discourage other people, or they have their own hang-ups.  It could be one of a million hang-ups that causes them to do that.

So I recommend all of you, if you’ve never read it, and even if you have, go back and reread it, I recommend all of you read Think And Grow Rich, because there’s 3 parts of this success formula.  The first part is your beingness.  That is your mental state.  That’s really what Think And Grow Rich works on.  You’ve got to have the self-confidence, the self-motivation and the energy to make it all happen.  And if you don’t have that, then you can’t get the other chunk into place.

So the thing that helped me enormously at one period in my life was the Anthony Robbins’ 30-Day Personal Power Program.  Some people like Anthony Robbins, some people don’t.  I don’t know.  The 30-Day Personal Power Program is awesome.  If you’re procrastinating, if you don’t have the confidence to get it done, if you get a task list and it just sits there and you never do anything, you’ve got to get Anthony Robbins’ 30-Day Personal Power Program and go through it.  In fact, it’s just an incredible program.  And if you go through those tapes every day, like he says, you will get so much more done and you will accomplish so much more and feel so much better about your life.  

That all falls in the category of your beingness.  So I recommend Anthony Robbins’ 30-Day Personal Power Program.  Highly recommend Think And Grow Rich.

It has been said that more millionaires have attributed their wealth to Think And Grow Rich than to any other one book apart from any religious books or spiritual things.  

But as far as something that helps your beingness, your male state, Think And Grow Rich, Anthony Robbins’ 30-Day Personal Power Program, or whatever works for you.  You may not identify with those 2 things.  And maybe there’s something that motivates you and makes you get your confidence together and helps you be motivated and get things done.  This is all important, because when you have delayed gratification, and the process of marketing is delayed gratification, it requires a sequence and chain of events for which there is no immediate reward, that ultimately sometime down the road gives you gratification, gives you a reward, psychologists call this delayed gratification.  

When there’s a delayed gratification process, motivation becomes an issue because you keep doing stuff, you keep trying stuff, you put up sales letters and you try to get traffic and it doesn’t work, and there’s no immediate payoff, there’s no immediate gratification, and you get discouraged.  

So that’s where Anthony Robbins comes in.  That’s where Napoleon Hill comes in.

Another great, great book, and I’ve read all of the books by Napoleon Hill, he wrote another one called You Can Work Your Own Miracles, which is not as readable for most people as Think And Grow Rich, but I found it enormously inspiring.  And if you go through down times or really difficult times, you’re really struggling, I just can’t recommend a book more than You Can Work Your Own Miracles.  Just a tremendous work and a tremendous book.

So that’s your beingness.  

The second thing is your havingness.  You’ve got to have certain things to be a success in this business.  You’ve got to have a computer.  You’ve got to have a good internet connection.  If you’re sitting there trying to run an internet business on a 56K connection, you’re going to pull your freaking hair out.  Fork over the bucks to get a cable or a DSL connection.

You’ve got to have certain software.  You probably need Microsoft Word.  You need FrontPage or Dreamweaver.  You need the tools of success.  

You’re going to need some autoresponders.  You’re going to need something to process your orders, like the AutomateYourWebsite.com system or comparable system.

You’ve got to have some things.  You’ve got to have a space.  You’ve got to have like a desk to work at, you’ve got to have some space for your stuff, some space for your books.  It’s like if you’ve got no space where you can operate in or work in, you just can’t get anything done.

Your family members have got to be willing to give you the space to work and to get things done.  Or, if you have staff or employees, they’ve got to give you space and time to think and accomplish, and they can’t be always interrupting you so that you can’t get anything done.

My friend Joel Christopher, down the street, his wife just had a baby.  So what he did is he built – actually, it was a year ago, but it seems like yesterday, they grow fast – a shed thing.  He bought one of these sheds in the backyard and has got an air conditioning unit in it, he’s got his books in there, he’s got his computer in there, he had what’s called an Ethernet connection ran to it, which is about 100 times faster than just his normal cable connection.  That’s something I want to do.  I want to get the Ethernet connection.  I don’t even know what Ethernet is, but I do know that if I get it my internet connection will run about 100 times faster.

If any of you get buffaloed, there’s the having the tools of success.  Part of that is what you’re doing now; your courses, your education, your learning.  Those are part of what you’ve got to have in order to be a success.

There’s nothing more valuable than a book that takes something really complex and makes it simple.  

For example, here’s one called How Networks Work.  It’s by Frank Derfler.  And what this book is, is about all this stuff that I’ve never understood.  Networks, Ethernet connections, routers and firewalls, all this stuff.  And it’s all pictures.  And it’s like so simple.  I just bought this book the other day.  But with an hour in that book, I’m going to understand so much more than I understand now about everything.  

So I really love books like that, especially books with a lot of illustrations.  Like my favorite book’s on learning FrontPage.  FrontPage, Dreamweaver, PhotoShop are these ones that are the visual guides.  Like I just bought one the other day called How To Use Adobe Photoshop 7, Visually, In Full Color.  It’s published by Que, which is at QuePublishing.com.  And it’s all pictures, with steps and pictures.  I just love books like that, that really take a complex thing like PhotoShop and chunk it down into pictures and things you can just follow step by step and make this process simple.

So you have your beingness, you have your havingness.  And if you don’t have a great internet connection, a slow computer will just kill you in this business.  I just really recommend you buy the fastest computer with the biggest hard drive you can afford.  A slow computer, you’re sitting there slogging along on an old computer that’s not up to par, it will kill you.  This business is fast-moving.  And if you don’t have tools, it’s just really frustrating and it makes the process hard.

So don’t feel guilty about buying tools you need to succeed:  a fast internet connection, a computer, the basic software. 

Now, don’t waste money on software.  There’s so much software out there, I’ve spent thousands and thousands of dollars on crappy software I never use.  But there’s some basic software tools that really help you in the business, like FrontPage or Dreamweaver.  Microsoft Office is pretty much an essential, with Excel, Word and stuff.  Great tools for this business.  

If you don’t know how to use Excel, you go down to your local computer store.  Like here we have CompUSA.  Other cities, they have other things.  And if you’re in the UK, I’m sure you’ve got training over there.

You go down to your local training center and you get some training on how to use it.  Or you buy one of the CD-Roms.  I never had the discipline to go through those tutorials on CD-Roms, personally.  But if you’ve got the discipline to do that, go for it.

Otherwise, go down and sit your butt in a chair and get some training on the tools that you need.  Learning the basics of using FrontPage and Dreamweaver for your HTML is really important.

So you had beingness, havingness.  The third part of the formula is doingness.  That’s what you do.  Doingness is related to beingness.  If you don’t feel confident, if you don’t feel you have something to offer, if you just don’t feel you can be at cause over your world but you can make things happen, if you don’t have that you’re not going to do anything.  And that’s where Anthony Robbins’ 30-Day Personal Power can come in, Think And Grow Rich can come in and help you.  

So, there is the doingness of this business.  Now, let’s talk about doingness, because it’s the one that’s easy to focus on.  People forget that you need beingness, they forget that you need to have tools of success.  If you’re slugging away on a crappy computer with a hard drive with no room for software and a 56K internet connection, then it’s going to be really hard to be a success in the business.  

But apart from that, let’s talk about doingness.

To look at this another way, there’s 4 basic factors that control your doingness, and basically your success in this business.  And I know these sound fundamental and they’re easy to overlook, but for a lot of people this is what trips them up.  It’s the basics.

First of all, there are 4 factors:  matter, energy, space and time.  And let’s discuss these.

Matter.  That’s the stuff that you have that allows you to do the stuff; the books, the training courses, seminars like you’re doing now.  That’s matter.  Software, computer connections, computer, that’s your matter.  It takes matter to accomplish something.

Energy.  Your personal energy level.  If you’re low-energy and you don’t have any energy, get your butt in the gym every morning or every evening and get back in the gym and get on a program like Body For Life by Bill Phillips or someone else.  Or if you don’t want to go to the gym, go out jogging or buy exercise videos.  But start getting your physical body back into shape.  Start feeding your body food that creates energy.

So your matter, your energy, space.  You have to have physical space to accomplish something.  And if you don’t have a desk that you’re comfortable in, if you don’t have a place to put your books, if you don’t have any room to operate in, how are you supposed to operate if you don’t have any room?  How are you supposed to operate?

Matter, energy, space and time.  You’ve got to have time to be a success.  It’s common to say, “How to make $100,000 a year in an hour a day.”  But you know what?  The deal isn’t going to happen.  You aren’t going to make $100,000 a deal spending an hour a day.  Or let’s put it this way, the odds are really against you.  Maybe you could do it one year, but let’s see you do it for 5 years in a row.  The deal doesn’t happen.

You’ve got to have some time to succeed.

Now, a part of time is willpower.  There’s a tradeoff.  It’s really interesting.  The Body For Life competition at BodyForLife.com, they send you this video of these people that transformed their bodies in 3 months.  A really inspiring video about accomplishing any goal, whether it’s bodybuilding or not, or getting in shape, or getting fit or not. 

Here’s these stories of these people with full-time jobs, some of whom had to work out at 2:00 and 3:00 in the morning for 3 months, but went from really big guts down to ripped in 3 months, and somehow they found the time to do it.

So you’ve got to have the time or you’ve got to make the time to succeed.  So part of that can be negotiation with your family.  It can be negotiation with your significant other or your spouse.  “This is the goal and are you going to support me in this?  And I need time and I need uninterrupted time.”

Some of you need to buy time.  How do you buy time?  Well, I pay someone to come out and mow my yard, for example, because I’m buying time.  I have employees that do customer service and email.  Staff.  How come I have that?  Well, because it buys me time.  

If you have the money, buy the time.  I like to have my car washed.  So one of the things I’ve considered doing is just paying somebody once a week to come wash my car and keep it clean.  Pay them $5 or $10, a local kid in the neighborhood.

If you put your mind to it, you can buy yourself more time than you may think you can buy.  If you’re wasting time filing papers, trying to do your own bookkeeping, trying to answer this flood of emails that you get, you need to buy yourself time.  And for $7 an hour, you can get someone to answer your email for you.  If you’re in the US, you can hire someone outside the US, where $7 there is $10 or 15 or $20 in their currency.  So it’s significant money to them.

So go on eLance, like we talked about in one of our other sessions, and hire someone for basic customer service.  And again, you’ve got to follow what I’ve taught you.  You’ve got to hire 3 to get one good one.  You’ve got to spend time training them.  And when you do that kind of thing, you need a support desk software similar to what I have.  You can go to HotScripts.com, by the way, and find support desk software.  Or use the advice I gave you last week about RentACoder, to go on RentACoder and get somebody who’s technical, who can give you some advice on a support desk.  

The one we use is okay.  I’m not crazy about it, because it doesn’t give us access to the code to change it.  So I’m actually looking for a new support desk software.

So we’ve talked about not allowing yourself to be invalidated by others or by your own self, not invalidating the process.  We’ve talked that you need to be, you need to have, you need to do.  We’ve talked about you’ve got to have matter, energy, space and time.  

If you’ve got matter, energy, space and time, and you have the know-how and you keep at it, that’s the time part of the formula.  You keep at it, you will be a success.  It’s a matter of time.  It’s a matter of time.  The more skill you have or what Napoleon Hill called “specialized knowledge” in Think And Grow Rich, the more specialized knowledge you have, the faster you’re going to succeed.

Now, taking a seminar like this and taking seminars, buying books and stuff, that’s buying yourself time.  Because what you’re buying is someone else’s experience, so that you don’t make mistakes.  

So in essence, you’re saving yourself mistakes.  So in essence, you’re buying yourself time.

Now, I want to make another comment.  A couple of emails expressed some confusion.  Some of you, you’ve been to one or 2 boot camps, you’ve bought Terry Dean’s course, you’ve bought someone else’s course, and you’ve bought some e-books and you got this stuff, but you feel confused or you don’t know where to go or you don’t know where to start.

What you’ve got to do is get the big picture.  You’ve got to stand back and have the big picture, because business is really simple.  The internet marketing business has only got a few chunks.  And let me explain what those chunks are.

The #1 chunk, you’ve got your products.  You’ve got to have some products and create or acquire products.

Now, in the quick start manual that most of you have and that those of you who don’t have can get, it’s over 100 pages.  And I specifically wrote a lot of the data there on getting products for Larry and for Ron and for those of you that don’t have products yet.  I specifically had you in mind when I wrote that part of the manual.

So one part of this business is having a product – something that’s in demand, what I call an in-demand product.  If you’ve got a product but it isn’t in demand, you’re barking up a tree.

In my opinion, if you’re trying to market affiliate products and you don’t have your own products, you’re barking up a tree.  We’re going to come back and discuss that.  So you’ve got to have products.

You’ve got to have a sales letter, a hot sales letter.  And I can tell you I’ve been through the websites of every one of you.  I’ve talked to you now for about 3 weeks, about having hot sales letters.  I’ve given you headlines, I’ve given you instructions on your copy.  None of you have done it.  

This is why we talked about beingness today, and motivation.  And none of you changed your sales letter.  I made advice, I’ve given you headlines, I’ve given you copy, but none of you have done it.  I can’t help that.  I can tell you what to do.  I can tell you, based on a hell of a lot of experience, and quite frankly more experience than most other people who teach marketing, I know what I’m doing.  I do this all the time.  Every day, I’m at this 7, 8, 10 hours a day.  I know what works.  I know what I’m doing.  

You’ve got a whole bunch of links on your web pages, which just distracts people from a sale.  You don’t have a sales letter there or you’ve got a crappy sales letter.  You don’t have a promise, you don’t have a USP.

So one hand, that sounds critical.  On the other hand, it’s a really honest, brutal evaluation.  And on the other hand, I realize some of you aren’t copywriters and you need to go out and hire a MarketingExpert.com, hire a Michael Forten, hire an OrangeBeetle.com or other people that write copy, to get your copy in shape for you.

Also, I’m not thrilled with the graphic designs I’ve seen on the websites, in that there’s this nav, and there’s all of these choices.  I don’t know how to say it.  The more choices you offer someone, the fewer sales you make.  Nobody believes me.  Everybody doubts me. Everybody wants a content site that’s got all this great content on it and, oh God, lots of links and shit.  And you’re under the impression that if you’ve got all of this crap, people are going to keep coming back to your site and everything because that’s what other people have told you.

Well, content sites do work.  There are content sites that make money.  Most of them, though, are run by people with a lot bigger businesses than you and a lot bigger staff than you to keep that content up to date.  And there’s an awful lot of content sites that fail because the cost of keeping the content up is greater than the revenue they can generate.

Let me tell you what works in the business.  It’s really simple:  sales letters.

How do you make sales?  A hot sales letter.  

If you’ve got a limited budget, you’d better take that budget and spend it on the best writer you can afford, or you better really dig in and learn how to do it yourself.  Because what makes people buy?  A sales letter.  Content doesn’t make any one buy.  It doesn’t.  Nobody’s buying from you because you’ve got great content on your website.  They may bookmark it.  They’ll email you 10 times a day, tell you how much they love your website, how great your website was, how much it helped them, but they didn’t buy.

You know what makes people buy?  A hot, great, compelling sales letter with a powerful, compelling promise in that big, bold, powerful promise in the headline.  

Elaboration, in detail, of benefits that spell them out, in detail.  A long sales letter, longer than you think people will read.  This is what has been selling billions of dollars of products every year, for about the last 100 years.  And it isn’t going to stop anytime soon.  

So you have your product, and the key to the product is an in-demand product that people want.  You have your sales letter.  You have the traffic to your website.

The way you get the traffic to your website, the #1 way to get traffic to your website is not pay-per-click engines.  The #1 way you get traffic to your website is not search engine positioning.  

Now, search engine positioning can work, but it’s a lot of work.  Most people can’t do it.  For most people, it’s a waste of time.

For most of you, pay-per-click engines probably aren’t going to make you money.  You can’t get the volume you want, the bids are bid up too high because you’re not in a real niche market.  If you’re in a real niche market or you’re really creative and you’re really smart about pay-per-click positioning, it can work.

But you know how most of you, if you really build a successful business, are going to get your traffic?  You’re going to get your traffic through an associate program.  How did Amazon build their business?  How did Corey Rudl build his business?  How did Ken Evoy build Site-Sell?  

I think Site-Sell is a great product, but I have a disagreement with Site-Sell.  The last time I read Site-Sell, and I haven’t read it in a year or year and a half, the last time I read Ken Evoy’s product it had like 300 or 400 pages on how to get traffic from the search engines.  And then when it talked about associate programs, it said they’re really hard, they’re really complicated, don’t do it.  

This is my interpretation of it.  It may be off.  This may not be what Ken says today.  I only know what he said a year, year and a half ago, and this is my interpretation of what he said and not verbatim what he said.

But my interpretation was he really spent the focus on the search engines and downplayed the importance of affiliate programs.  But how did he sell his own product?  He didn’t sell it through search engines.

Now, I bet if you had the statistics, 99% of those sales of Site-Sell came from affiliates and associates.  But the reason the book was about search engines, or dominantly the marketing methods were about search engines, is because that’s what he needed the affiliates to do to get the traffic.  He needed to get them to go to the search engines.  You’ve got to see through these things.

Don’t get me wrong, I think Site-Sell’s helped an awful lot of people and I think Ken Evoy provided a great service, a great product, a lot of information in it.  I’m just talking about a critique of the traffic-generating system.

Now, maybe he’s updated that, I don’t know.  I’m just talking about a long time ago.

Anyway, how did Yanik Silver sell all of his products?  How do I sell my products?  How did Match.com get to be Match.com?  They’re all affiliate and associate programs.

You show me someone making a lot of money online, and I’ll show you one of 3 things:  1) someone that’s got a robust associate program with a lot of affiliates and associates that are promoting it, 2) somebody that’s spending a lot of money buying advertising, like $20,000 and $30,000 a month of pop-ups or banner ads, which is very difficult to make money at but in certain fields or certain products you can do it, especially if you have a backend, or 3) they’re spamming.  

Some of the other success stories, and I won’t mention names, but some of the other marketers that teach internet marketing, that show really big, huge amounts of income, they did it by either blatant spamming or more likely they used online services that are quasi-spam.  They’re big opt-in sites with a million or 2-million members that basically opted-in to something, like a sweepstakes, or they opted in to some consumer offer and hidden in the terms and conditions it says that they have the right to send emailing from their partners.  

So they’re mailing a million to 40-million pieces of mail a week – a week – to make their sale.  Well, I don’t play that game.  I don’t like the game.  I have friends that play it.  So I’m not in that business.

I do have one friend in particular who makes a lot of money off the pay-per-clicks and gets a lot of traffic off them, like 1,000 visitors a day off the pay-per-clicks, and he only pays an average of a dime a click.  His method’s not very duplicable, though.  I can’t teach you his method, because it’s really indigenous to him.

So how are you probably going to get your traffic?  You’re probably going to get your traffic through affiliate and associate programs.  I dare say you’re not going to get your traffic from the search engines, although God bless you if you want to go out and try.

Steven Pierce with The-Whole-Truth has got a great system, and did it work for him?  Absolutely, it worked for him.

There’s that Rosalyn lady who has the book out on how to make money with the search engines, selling affiliate program products, and it was somewhat similar, although there are some difference in what Steven had to say.

They both did the same thing:  they took affiliate program products and they sold them through search engine positioning.

I haven’t talked to Steven and I haven’t talked to Rosalyn, so I don’t know if this is true, but I bet they spend 8 to 10 hours a day making that system work.  From what I know about search engines and the people that play the game, they work long and hard at it.  And the impression is you can just work 30 minutes or an hour a day and make this deal work.

I may be wrong and maybe Steven made the money he made with the investing site in less hours than that.  I would doubt it.  To tell you the truth, I would doubt it.  But I just know about search engine positioning, and I know that the rules change, the search engines change, and it’s a lot of work.

Most of you are going to find your success by having an affiliate or associate program.

So now this comes down to the need to have your own product or service.  Why do you need to have your own product or service?  So you can have an associate program.  Let me explain something.  

There’s only 2 ways to make a lot of money, as far as selling products, basically.  You can have something that sells for a whole lot of money, like $5,000 or $10,000.  Now, if you’ve got that, you can sell people yourself and make a real good living, because you don’t have to make a lot of sales each week in order to make a real nice living at $5,000 a pop.

Most of you don’t have that, and you aren’t going to have it.  I don’t have that.  

And there’s only basically one other way.  You either sell something real expensive or you’re selling a lot of something.  And there’s only one way you’re going to sell a lot of something, and that is through leverage.  

Now, what does leverage mean?  Leverage means you spend $20,000 a month on pay-per-click buys or banner ad buys or pop-up buys; $20,000 a month or $10,000 a month.  My friends who have made money using banner ads and pay-per-clicks and made a lot of money, they spent $20,000 a month on their buys.  

But what do they have?  They have leverage.  In other words, they have millions of pop-ups or banner ads out there, or in the cases of people that use mass-emailing, millions of emails out there selling their products.  So that’s one way to do it.

The problem with that method is it’s hard to get to work, to get the numbers to work.  It’s hard.  Let’s say you’re doing email, mass email, unsolicited or whether you’re using one of these services that are quasi-opt-in.  A marketing product isn’t going to work.  Something that’s targeted isn’t going to work.  The only thing that’s going to work is like get paid for taking surveys, Viagra, maybe gambling.  But these really broad offers that you get spammed with all the time, that’s what works.  I’m not about that.

Now, as far as buying banner ads, like if you’re selling an investing product, I had a friend spending $20,000 a month buying banner ads and cleaned up selling investing products, because investors are one heck of a target market.  I swear, I think everybody I know that sells software or training to investors, and e-books, makes money.  It’s a great, killer, drop-dead target market, and you can buy banner ads really cheap there.  

And there’s a lot of inventory available.  There’s a lot of inventory, because people go to these investment sites every single day, sometimes 3, 4, 5, 6, 7, 8, 9, 10 times, which creates huge banner inventory.  So there’s more supply than demand, which means you can buy them really cheap.

The problem in general with the banner advertising is if you’ve got a more targeted product or service, it’s hard to get quality inventory to run the banner ads on.  So now, the demand is greater than supply, which drives the price up, and then it’s hard for the numbers to work out because the click-thru’s on banners right now are pretty dismal, for the most part.

If the medium is cheap enough, if it’s cheap enough, you’ve got a chance at making money at it.  Like one of my friends, Jonathan Mizel at CyberWave.com, he specializes in buying media.  He can buy you a million banner ads for 50¢/1,000 CPM.  But those banner ads are running on like MP3 sites and stuff that are visited mostly by who?  Kids who want to download music, teenagers that want to download music.  They’re on COSA network, or whatever these file-sharing and exchanging, music-sharing networks are.

And again, it’s mostly a real young demographic.  And unless you’re selling something to kids or teenagers, it’s probably not going to make you any money even though it is a 50¢ CPM.

So the problem with banner ads is can you get the targeting at a price where you can make money?  Ultimately, it comes down to economics.  If you’re paying $10 or $15 for a sale upfront but you’ve got a really good backend, hey, go for it.  You don’t really have a problem.

The problem with most of you is you’re trying to get started, so you really don’t have a backend and you don’t really have much of a margin on the front-end, so it becomes a much more difficult deal to make money with that model.  That’s why your backend becomes really important.

So what does that take us down to?  There’s also buying solo e-zine mailings.  Solo e-zine mailings, you can make some money with them.  You aren’t going to get any volume with them.  If you’re selling a high-ticket item to a targeted audience and there’s 2 real targeted e-zines, sure, send out the solo mailing.  You’ll make some sales off of it, but you aren’t going to run a whole business off of it.  Or it’s going to be really, really, really, really difficult.

Top sponsorship ads, same story.  Those 10 visitors or 20 visitors that you get to your website and that one sale were really cost-effective.  You got the sale for $5, $3, because the ad only cost you $10.  So you had one sale this week.  You don’t have any volume.

How are you going to get volume and do it without spending $5,000, $10,000, $20,000 out of your pocket upfront before you know if you’ve got any sales?  That’s what happens if you buy media.  How are you going to get the volume?

Well, the only way I know to get the volume is through having your own affiliate or associate program.  And how do you get people to promote your product?  “Marlon, I don’t want to have my own affiliate program.  Everybody else has got one and it’s really competitive.”  Well, that’s all true.  

So what does it come down to?  You’ve got to call people up, be personal, and do networking with them.  And a lot of times, you’ve got to help them first before you ask for help back.

You can try it both ways.  You can try calling up people and asking them to promote your products for a commission, but they may not be receptive to it.

The other way is you make friends with them and then ask them to promote your products.

Or the third way is you do something for them first.  You offer to promote them first or you offer to help them with something they may need help with first, and you prime the pump.

If you read the book I talk about a lot, Networking With The Affluent by Thomas Stanley, he shows you how the top 5% of salespeople in America all do the same thing.  When they prospect, the prospect to people with money and they do something for them first, they help them out first.  They provide value to them first, before they ever ask them for an appointment, before they ever ask them for a sale.

So if you’re going to do an affiliate or associate program, you might as well target the top 100 people that are the most influential in whatever industry you’re in, and work on those top 100 people.  Call them up on the phone, help them out, do stuff for them, develop relationships, and get them to endorse or promote your products.  

This isn’t internet marketing, this comes down to networking and being personable.  This comes down to going to seminars and going to meetings where people are who could promote your product or service.  Having lunch with them, networking with them, being personable, being sociable, getting people to like you, doing something for them first, providing value to them first.  

Let me give you an example. 

I had this client who unfortunately just passed away last month.  But I wrote for him for quite a good period of time.  He’s worth about $400-million.  He’s the most inspiring man I ever met in my life.

His biggest secret to success was he would target the people who were influencers, highly-successful people, big list, big following, very influential people, and he would help them first.

If their kid had a problem with drugs, he would have his staff spend a week on the phone to find out the best drug treatment facility in their area or in the nation, to get them into it.

He one time picked up a guy, got an appointment, a guy’s daughter needed eye surgery.  He got an appointment with the best eye surgeon in the United States, picked his daughter up in a jet airplane and few her to the eye surgeon on a spur of a dime because it was like an emergency situation.

He didn’t care.  He didn’t care what the person’s problem was.  Whatever they needed, whatever they needed help with, he helped them out.  And he says, “That creates what’s called an OV, obligation vacuum, and that person’s going to reciprocate and help you out.

Now, it may not be one-to-one.  Maybe you help out one person and your help comes down the line or from someone else.  I’m not saying you go out and only help people because they can help you back.  

But it is a fact that if you target highly-influential people and help them out, that they will help you back.

Now, some of you don’t have the beingness yet to do that.  This is why you’ve got to work on your beingness.  Some of you say, “God Marlon, I don’t feel comfortable calling up highly-successful people.  I feel comfortable dealing with broke people.  What do I do?”  Well, you work on your beingness, so that you get some skills.

Maybe you want to go to your local Toastmaster’s meeting.  In the US, they have them.  I don’t know about the UK, don’t know about Australia, don’t know about New Zealand.  Probably, you have them over there or something like it, where you go each week and you practice speaking.  For one to 3 minutes each week, you get up and you give this little mini speech.  It develops your communication skills.  The ability to concisely and succinctly deliver a powerful-packed one-minute message.

Enormously valuable group.  I’ve been to Toastmaster’s myself, and I went for a year or 2 when I was getting back into public speaking.  Great, enormously helpful.

But you see people that go in there, that literally shake and cannot get 2 words out of their mouth in front of a group, and 3 months later they’re up in front of a group talking like a pro.  Absolutely mind-blowing and amazing.  

They’ve actually done studies on the people that attend Toastmaster’s, and they increased their income, over a period of a couple years, something like 30% above people that don’t attend Toastmasters.  A really amazing, really helpful group.

So how do you get people to promote your product?  You network.  You become friends with them.  You find the people with the website, the traffic, the lists, the resources.

So if you’re marketing online, that’s the number one way to do it.

Now, we also talked about mailing lists and magazines.  Now, some of you can promote your product with ads in magazines, ads in newsletters, direct mail.  The issue on that is you’ve got to have a higher-dollar ticket or you’ve got to have a bigger backend, because it’s probably going to cost you $15 to get a sale.  It’s probably going to cost you $15 or $20 to get a sale, and maybe more.  Maybe it will cost you $50 or $100 to get that first sale.  So you’ve got to have repeat business.

Now, some of you are only reliant on affiliate products for your backend.  The problem is most affiliate products are $100 or less, so you’re getting a whopping $50 commission, which isn’t a big enough backend ticket to do that much for you.

So you probably have got to create and assemble your own backend.  That takes time.  That takes energy.  That takes work.  Well, that’s a part of life.  That’s a part of business.  But this is how the business is done.

This business is pretty simple.  You’ve got to have a group of people that want something, and some of you are just having trouble picking that group of people.  That’s why I wrote an awful lot in the quick start manual about how you come up with product ideas or targeting, and those kinds of things.

So you have your market, you have your in-demand product, you have your traffic.

Another area that you’ve got to be able to develop is your promo.  Your promo goes along with your sales letter.  It’s really like products and promos.  You’ve got to have your product and you’ve got to have your promo.  

Your promo is your sales letter on your website and it’s also your email.  It’s also your email.  The thing is if you hire a copywriter to write your website, you still don’t have emails written.  And you’re going to need emails all the time.  

So while I do believe a lot of my friends are successful hiring a Michael Forten or other writers, I still think you need to learn to write because it’s central to your business.  And I mean a lot of times, I launch a product and the sales letter flops.  And I go in there, in the first hour if it’s not making sales, and I just start changing the headline and changing the copy and re-uploading it until people start buying.  

That’s what you can do, if you understand how to write copy.

Now, I don’t think writing copy is that hard of a task.  Let me give you an example.

I was talking to someone last week, and they want to sell communication training, or they are selling communication training.  The problem is their method of generating leads has been to go to flea markets and they sell books about communicating in marriage and other arenas of life.  And then they go to those book buyers, they get them to come in, they do a personality analysis on them and then get them to buy additional training.  But the training’s not cheap.

The problem is people that are going to flea markets don’t have any money.  They don’t have any money.  How are they going to buy high-end, pricey training.  I don’t want to say pricey, but how are they going to buy something that cost significant amounts of money when they don’t have any money?

One of the guys in the company, the marketing director, had experience in real estate.  I said, “Why don’t you write up a letter and send it to other real estate agents, improve your sales and increase communication by increasing communication.”  And they said, “Well, I’ve got a client that’s very successful in real estate.”  He’s not.  He just does real estate part-time to supplement his income.  But he had a client who was very successful in real estate.

So he brings the client into his office and says, “Marlon has this idea, why don’t you write this letter and send it out to everybody?”  She’s like, “All of these real estate agents get direct mail every day.  They’re not going to respond to it.”  I said, “Why don’t you do a survey for problems among real estate agents, find out what the problems and pains are, and target a letter at them?”  She said, “No, no, no, I already know what their problem is.  Their problem is feast and famine.  They’re up one day, down the next.  The up-and-down, feast-or-famine cycle.”

So I said, “Okay, so why don’t you do a free seminar called “How to get out of the feast-or-famine cycle:  Are you sick and tired of being up and down in the business, income one month, no income the next month, a roller coaster feast-or-famine cycle?  Free seminar, I’ll show you how to get out of the cycle.”  She said, “Now, that’s making me want to go to the seminar.  That’s making me want to go to the seminar.”  

So if you have a target audience and you know what the problems are, you’re a long way down the road.

Now, this same company could go to dentists.  My first advice to them was instead of selling to people at flea markets, you go to people that have money.  

Who has money and is used to spending it on education and training?  Dentists, chiropractors and real estate agents are 3 great target markets for that kind of thing.

So he could go to chiropractors and do a survey with chiropractors or talk to existing customers who are chiropractors, and find out what their biggest problems are.  And then, target a free seminar or a lead generator or a free report at that problem, and there’s your lead generation, there’s your initial product, and there’s a great idea for a backend product.  

So, a lot of copywriting is just doing the research and knowing what people’s biggest pains are, their complaints.  I will ask people, “What are your biggest complaints,” and just try to find out people’s biggest complaints.  That can be very revealing.

So this is the business.  Your business is largely built on your sales letter.  Right now, you all have got to put a lot more energy and a lot more time in on your sales letters, or you’ve got to hire a pro to do it. 

I’ve been paid over $10,000 to write one letter.  I wrote letters for a living, very successful online.  I’m just telling you your letters aren’t long enough, there’s not enough benefits in them.  There’s no clear, compelling promise in the headline, and it isn’t going to work.

It takes a lot to sell people.  It takes a lot to sell people.  But it’s not hard, it just takes a lot.  It takes a lot of benefits, a lot of value.  

Zig Ziglar used to explain it this way.  He’s got a stack of money and his product is a stack of value.  He compares your stack of values next to his stack of money.  Now, your stack of values better be a lot taller than his stack of money, or he isn’t spending it.

Well, that’s really what a sales letter is.

Now, one of you submitted a sample sales letter written with a Pushbutton Letter software.  And maybe you missed the speech where I gave this, but the issue on the Pushbutton Letter software is you just can’t use it at the minimum level.  People aren’t going to buy your product with a terse, short listing of your benefits and a terse, short statement of your 3 reasons for your credibility.  The deal isn’t going to happen.  

You have to spell out your benefits in detail.  Every little piece of value, every little benefit, you’ve got to spell all of that out.  You’ve got to build mental pictures.  You’ve really got to get them seeing, tasting, feeling the benefits and the value they’re going to get from the deal.  And you can’t do that in a short letter.

So the biggest mistake people might make in writing sales letters is there’s just not enough value there.  Yeah, there’s a value, but it’s just this terse, short bullet point statement.  You think you need that because you think people aren’t going to read long letters.  I’ve got a great book on copywriting called The Robert Collier Letter Book, which I believe was written in something back like 1930’s.  And what’s really funny is back in 1930, he was answering the objection that people don’t read long letters.  Back in 1930, people were saying that.

Well, they still say it today.  But if you get Million-Dollar Mailings by Denny Hatch and you look at the controls for the sales letters that are successful, they’re still long, they’re still loaded with benefits, they’re still loaded with value.

So anyway, this is the business.  The business is dominantly about referral marketing.  Let me give you another example of why referral marketing works.

You all have probably heard of Joe Girard.  Known as the greatest salesperson in the world, he wrote the book How To Sell Anything To Anybody.  But Joe Girard’s business was really built on when you bought a car from him, he gave you this stack of business cards and he would pay you – I forget – I think $50, this was like 10 years ago, $50 or $100 for anyone who came in and bought a car from him with your name on the back of his business card.

And then he went to the loan officer and when someone came in to get a loan to buy a car, they’d actually send him over to Joe to beat the price on the car they were buying, because they would get a referral fee from Joe.

Now, I don’t think that’s probably legal in all states, but that’s what Joe Girard did.  And he explains it in his book.

But people don’t understand that he basically built his business on associate programs.  That’s basically what Joe Girard had that made him the greatest car salesperson who ever lived.  He had a very simple, but deadly effective affiliate program.  It’s really crazy, but that’s what he had.

Now, another way to look at affiliate programs, I know some of you are going to be starting to think about affiliate programs.  “Gosh, how am I going to get these affiliates?  How am I going to find and get these people?”

Well, there are some books to give you a lot of ideas and help you.  One of the best books I’ve found is called Secrets Of Word-Of-Mouth Marketing.  I’ll repeat it one more time.  Secrets Of Word-Of-Mouth Marketing by George Silverman.  A very good book about word-of-mouth marketing.

So what do you do?  You start keeping your eyes open at the bookstore.  And when you see a good book on word-of-mouth marketing, getting referrals and so forth, you buy it.  

Here’s another really good one.  This is a very good book here, too.  One of the best I’ve found, called Business By Referral by Ivan Misner.  

Two great books.  And they’re not even talking about associate programs.  They’re just talking about getting referrals.  But when they’re talking about how do you approach centers of influence, understand a center of influence on the internet is just somebody with a big list and a lot of traffic, that can send a lot of traffic your way.

So that’s a center of influence.  And if you just took those 2 books alone, Secrets Of Word-Of-Mouth Advertising by Silverman and Business By Referral by Misner, and did and followed the vast majority of the advice they gave you there on how to get word-of-mouth marketing, generate centers of influence, that would probably be all you need.

There’s one other great book that I recommend, and this is by my client I told you about, that was worth $400-million, and how he would help people.  He wrote one of the best books that’s ever been written on selling.  His name was Walter Hailey.  It’s called Breaking The No Barrier.  And if you call 1-800-Hunttex, you can buy the book.  I know some of you in the UK and stuff have problems doing that.  Let’s see, what’s their website.  I’m trying to remember.  I can’t remember their website offhand.  You can go to Amazon and get it.  You just type in Walter Hailey, Breaking The No Barrier, and you can get that book.

Another great, tremendous book about referral-based marketing.  Walter, the method he used in that book is what he used starting from scratch in the insurance business.  He couldn’t sell anything to anybody.  His manager told him to read Think And Grow Rich.  He read Think And Grow Rich, improved his beingness, started a mastermind group the way Think And Grow Rich taught him to, and in 8 years he sold $1-billion of insurance and bought the insurance agency he was selling for.  And he tells how he did that in the Breaking The No Barrier.  So I really recommend it.

Okay, recapping.  So far, we talked about don’t invalidate yourself, don’t allow other people to invalidate you.  We talked about increasing your beingness, having the tools of success, making sure that you have your doingness up to par, that you’re doing the things you’ve got to do in order to be a success.  We talked about you’ve got to have matter again, the tools of success.  You’ve got to get your energy level up.  You’ve got to create a personal space to do this deal in.  And you’ve got to block out time, block out time on a calendar every day, to spend it on your business.

Matter, energy, space, time.

Then we talked about the basic chunks of this business:  having an in-demand product, we talked about your traffic and how you’re going to get your traffic.  We talked about affiliate and associate programs and that you get your business by networking, by relationships, and I also mentioned to you the book Networking With The Affluent by Thomas Stanley, which is a very dense read.  There’s a lot of information in there, and it’s packed and it’s not something you can just read in an afternoon lightly.  There’s a lot of data in there.  But it’s really an awesome book.

Once you understand the point that the only point he’s really making there is that the top 5% of salespeople in America all use the same method.  They contact individuals that are highly influential, very successful, high achievers and have a lot of money to spend, and they help them out first.  They help them raise money.

He has a whole chapter on how you help raise money for someone, a whole chapter in there on how you get publicity for someone to help publicize their business.  He documents 7 different systems that people use in order to do this.  

Those are my overall comments.

Now, I want to go into some of the feedback forms that were emailed me and make some quick comments on those.

Mohammad Mia wrote, “What is the number one thing you want to get out of the 12-week class?  Confidence to be able to carry out things I’ve learned so far.”  Again, Anthony Robbins, Think And Grow Rich.

“New insights and the simple things that will make a difference in my marketing.”  Well, you really don’t need new insights, to be honest, although I’ll try to give you some.  You don’t need new insights into marketing, you need new insights into your customers or a target market and what they want.  And if you find out what they want and you give it to them, you will be successful in this business.  You don’t need new insights into marketing, you need new insights into your customers and prospects and what it is they want.

Now, you find that out by immersing yourself in the target market, like we talked about, by doing surveys, 12-product surveys like we talked about, by finding out what people’s problems are.  

What’s the biggest problem you’ve been having?  “Setting up my website, deciding on a name.”  

As far as naming your website, short.  The short URL’s beat long URL’s every day of the week, because long URL’s are so hard to remember, they’re so hard to spell correctly, and they’re so hard to tell to other people.

Other than that, just get a name.  Yahoo.com is not the greatest name in the world, but it’s short and it’s easy to remember.

Deciding on my keywords.  Well, again, you’re trying to do search engine and pay-per-click marketing, and I don’t think you’re going to become successful that way; although you can certainly try.

My friend John Keele does pay-per-click search engine, helps people with their pay-per-clicks, but I really think what you’ve got to have is an affiliate and associate program, and you’ve got to network your butt off for the next 6 months or a year.  And if you do that, you will be successful.

“Deciding on the layout and content of my site.”  Well, I’ll decide that for you right now, Mohammad.  

The layout is a sales letter on a page with no other crap on it.  I’m going to solve your content program for you, too.  This isn’t one.  

If you have a product, what is it?  Okay, if you don’t have a product, what are you working on?  “I’m in the middle of writing an e-book, “Acing med school, comprehensive book to make it easier for new students.”  

We talked about this.  It’s a good target market because you can advertise in the college papers to get people to the website and to get traffic, and I do like that.  And then you do your networking with the other people who can refer med students to you.

So alright, Mohammad, there’s your answer today.

We also have Larry Foster here, who’s emailed and said, what do you want, “Define my direction in order to develop products to market initially online and expanding offline.”  Larry, read the quick start manual.  And if you don’t have it, go to the support desk and ask Corey to give you the login and data for it, and the URL.

What’s the biggest problem you’re having?  “Deciding what pond and what kind of hungry fish I’m after.”  You don’t want to do the oil industry.  Okay, I can sure understand that.  

You know, Larry, you might benefit from this book that Barbara Ling wrote.  Barbara Ling wrote this book on how to write an info product on anything in 24 hours, even if you don’t know anything about it.  

Kind of similar to what I did in “How To Create Your Own Products In A Flash.”  But she’s got a little bit different spin on it.  Let me see if I can get you her URL here.  I think this book may help you.  

It’s Virtual-Coach.com.  That’s what I mean by URL’s.  I just hate this URL, Virtual-Coach.com.  Not VirtualCoach, Virtual-Coach.com/24hrs-ebook.html.  How in the heck is anyone supposed to remember that?  I don’t know.  

But if you just go search Barbara Ling, you’ll find her URL.  The title of her book is 24-Hour Digital Product Creation.  She swears anyone can create an e-book in 24 hours, even if they don’t know anything about the topic.

So I recommend that to you.  It isn’t cheap, it’s $40 or $50.  It’s not going to break the bank.  I also like my own product, I’ll plug it, YourOwnProducts.com.  Very good product on how to create info products.

If you have a product, what is it?  “I purchase reprint or reseller rights.”  

Alright, so how are you going to get traffic?  That’s the problem with reprint rights.  How are you going to get your traffic?  Do you really think you’re going to go out and compete against all the other people who have bought reprint rights and are trying to get the same pay-per-click words you are and the same freaking words in the search engines you are and make money?

Well, if you do, good luck.  I know my friends started out that way, some of them, but a lot of times you’re stuck you don’t know about the story.

Like one of my friends started out buying reprint rights, but actually the inside story is he bartered a special deal on his house he was selling for exclusive rights to sell the reprint rights to a product.

So not only was he just selling the product, he was selling reprint rights and he had an exclusive on doing it.  So I think you’ve got to see through.

Also, some of those success stories were created a long time ago, when there wasn’t everyone and their dog buying reprints.  

Now, reprint rights are fine for backend products.  Unless you have a fresh source of lead generation, ads you run in a magazine, some kind of angle on your lead generation that other people aren’t doing, I don’t like it.

Now, if you got reprint rights and you can talk to John Keele and you can get a lot of traffic for 10¢ or 15¢ a click from the search engines, and you could compete successfully against the other people who are doing it, Larry, you may be able to sell those reprint rights.

Let’s take another sale.  Let’s say you bought reprint rights that most people don’t know about, and there’s no associate program to sell those products.  You may be able to get reprint rights to a product and create an associate program and sell it.  

But in general, I’m just not big on that.  Why?  Because reprint rights, everybody buys them, first of all.  So the people you’re trying to sell the reprint rights to, they own the reprint rights themselves.  You’re trying to sell to people that already bought the same thing you bought.  And everybody’s trying to sell them to everybody else, and they can’t do it.  And they don’t know anything about marketing, so then the price goes down to nothing.

Reprint rights are great for the backend.  I personally dislike them for front-end products.  I just don’t like them.

Buy Barbara Ling’s book.  Go out in 24 hours and create your own e-book, and sell other people the reprint rights.  And now you’re making money, all of a sudden.  

The hottest product you can sell right now is reprint rights.  So Ron and Larry and those of you guys who are struggling for a product, use Barbara Ling’s method.  Go out, create your own info product in 24 hours and sell reprint rights to other people, and you’ll probably bring in $5,000, $10,000, $20,000, $30,000 your first month doing it.  It’s just a thought.  Just a thought.

Remember, that money isn’t guaranteed.  I’m just saying it’s not hard.  I see a lot of friends who bring in a lot of money really fast selling reprint rights to products.

Everybody wants to buy reprint rights.  Everybody wants to buy reprint rights.  You’ve just got to be able to write a product and a good sales letter, and sell the reprint rights.  It’s just a thought.

There’s also issues on seller reprint rights.  If you’re selling a turnkey system, my opinion is these people who are selling reprint rights for $500, $1,000 and $2,000 along with a website, along with support, I think they are at risk of violating state business opportunity laws in the United States because I think they’re real borderline there selling a business opportunity that’s unregistered with different states.  And therefore, it’s potentially illegal.  

I’m not saying they are.  I’m saying that in my opinion, they’re right borderline on law.  I’m not an attorney.

Now, if you’re selling reprint rights that are $50 or $100, that’s probably another case.  Although, I believe there are 3 states that you’re only allowed to sell a biz-op for something like $100.  

Anyway, there are laws.  People that sell the reprint rights don’t really worry about them.  I’ve never sold expensive reprint rights.  The only reprint rights I’ve sold have been low-cost because I didn’t want to take a chance of running afoul of the law.

I’m just trying to give you both sides of the field there.  Now, it’s going to be harder for you to sell reprint rights than Terry Dean.  Terry Dean’s got 100,000, 80,000 mailing list and a big reputation he spent 5 years developing.  

The beginner doesn’t have that.  But you can still go on eBay and sell reprint rights.  There’s still ways to sell reprint rights and make money with them.

Anyway, that’s just a thought to you, Larry.  I also want you to read the quick start part of the manual.

Vida, you’ve got a clear target market.  We’ve already talked about that.  What you want to know is how to do sequential customer marketing and education with an autoresponder, and how to market cheaply in any market.  

Alright, Vida.

As far as the sequential marketing, you write the emails and you load them up on an autoresponder.

What autoresponder do you use?  Well, probably Aweber.com, GetResponse.com, or the autoresponders that come with AutomateYourWebsite.com.  They all work basically the same way, although there are differences in how you pay and some of the features.  

But basically, Vida, you paste your email in there and then you put in the number of days between that email and the email before it.

How do you make it effective is really the key.  The person that does the best job of autoresponder marketing is not myself.  The best autoresponder messages that I believe I’ve ever seen are probably written by Steven Pierce, The-Whole-Truth.com.  You can go there and get on his mailing list.

The thing that Steven does that’s brilliant is he sends you out little tutorials sometimes, for free, that provide you value.  They’re really not a newsletter.  A lot of times, it’s PDF’s, and they’re like little tutorials.  They make you feel like you got a Christmas gift for free in your email.  And then in between those, he mixes in pitches for products.

It’s educational-based marketing.  I do find it very effective.

Vida, I have another resource for you on how to do education-based marketing.  This is using what are called white papers.  White papers.  

White papers are basically PDF’s that tend to be a little more technical in nature.  And you offer them free, as a lead generator.  

If you go to MarketingSherpa.com, you’ll see there in the archives of the articles, she’s got some case studies on how people have made money using white paper.  

It’s basically a free report, but written for a more business audience, more conservatively.  And call it a white paper, paper, and it works well.  White paper is educational things, educational-based marketing, a good way to market.

Sending people out some articles can be good.  Sending them out like PDF’s, like Steven Pierce does, I think is good.  I think the basic key of it is you’ve got to send people some value.  If all you do is send them pitches, they’re going to stop reading your emails, for the most part.

So I do think that it’s good to send people something they’re going to find of value, at least periodically.  Otherwise, they’ll probably stop reading your email unless they’re just really motivated.

So I don’t if that’s the answer you’re looking for, but that’s really my answer.  You write some emails that provide people value, and then you load those suckers up in your sequential autoresponder.

I like emailing people weekly.  Emailing people weekly is a good thing.  If you’re in a field with no e-zines, an e-zine can be effective for you, a weekly e-zine.

Also, Vida, if you read the quick start manual, I’ve got an awful lot of information in there on how you do your autoresponders and your email marketing.

How do you market cheaply in any market?  Well, it’s not really cheap, but you create your products, you create your associate program that pays better than most everybody else, and you network and you get other people to promote your products.

Get an army of people out there promoting your products, and you’re going to be successful.  You either need an army of banner ads, an army of pop-ups, an army of distributors, an army of dealers, or an army of affiliates.

How does Bill Gates make money?  He doesn’t sell his products.  He’s got an army of computer stores that sell computers that use the XP operating system.  He has armies of distribution channels, and that’s how you make money.  If you try to do it all yourself, you aren’t going to make money.

What’s the biggest problem you’re having?  “Getting my information out paying an arm and a leg.”  You pay after the fact by having your own affiliate or associate programs.  

Alright, Vida, those are your answers today.  

Lisa, let’s see here quickly.  Biggest problem you’re having, “Determining and creating my USP.  There’s many other auction-training websites out there.  How do you create a USP?”

You create the USP by surveying or talking to your potential customers and asking them what their biggest problem is, you solve it, and that’s your USP.  That’s how you do that.

Coming up with unique and valuable product ideas.  Again, you find out what people’s problems are, you solve them, and there’s your product ideas.  

William Carrie, what do you want out of the class?  “$300 a month.  If I can make $300 a month, I’m going to be happy.”  Well, William, the problem is you’re trying to sell other people’s deals.  You asked me about an airplane ticket deal that you could buy and resell and affiliate programs.  William, buy my product on creating your own info product or buy Barbara Ling’s product.  Create your own product and sell it or create your own product and sell reprint rights to it.  One of the 2.  

You want to make $300 a month?  Create your own product and sell it.  I just don’t think you’re going to have a lot of success selling affiliate programs, until you have your own product and your own list and your own marketing, and then you can sell affiliate programs as a backend.  You can buy affiliate products as a backend.  Backend, backend, backend, not front-end.

There’s a lot of you folks I haven’t gotten to address.  Cyberdyne, Jeffrey Mullins, Carl Nelson and Donny, Peter, Robert, Andrew Lang, Joann, Robert Dasiano, Willy.  Karen Dennison, I talked a little bit to you.  Lou Ann Smith, Cheryl Jack may be on the call.  Janette Cates, haven’t heard from you in a while.  Ken Hammond, hope this helps you out.  Boyce, I talked to you a tad earlier.  

So anyway, I’m going to bring on the line.  We’ve only got about 10, 15, 20 minutes, but I want to come online.  If you’ve got questions, I’m willing to take them now.  Let me come off mute.  

Hold on just a second.  Now, if you have noise in the background, if you have noise, you’ll need to press *6 to mute out the noise.

Now, some of you have asked questions every week.  So what I want to do right now is I want to take questions from those of you who have been silent, those of you who I’ve not even talked to yet during our 12-week program.  You’re being silent, you’re not saying anything, and I want to hear questions from you.

That means Jeffrey Mullins, Carl, Ann.  Robert, I’ve not heard from you.  Charwall Consultants, I’ve not heard from you.  Joann, Robert Dasiano, Willy.  You guys, I haven’t heard from you.  Peter, this is your chance to ask me questions.

So if you’ve been asking questions every week, I’d appreciate it, I want to be of service but I really need to take some questions now from the people that I haven’t heard from.  So the floor is open to your questions.  Go ahead, guys.  You’ve got a chance to ask your questions.  

Again, if you want to ask a question and you’re muted out, you’ve got to press *6 again to be able to ask me a question.  

You ladies and gentlemen who I mentioned, this is your chance to ask questions.  If not, I’ll take questions from the people asking every week.  But if you’ve got questions and you’ve not had a chance to ask them, I want you to have a chance to ask a question.  

Attendee:  Marlon, this is Ann.

Marlon:  Hi, Ann!

Attendee:  I have sent you an email about BestSoftwareForKids.com and I have a question.  I was wondering, as far as solo ads are concerned, you said they’re not the best way to go.  Affiliates and joint ventures are the best way to go, which I can understand.  But I was wondering about the solos for just testing.  

Marlon:  Well, let me just tell you my experience, Ann.  Our last product launch, which was our Pushbutton Letters version 2.0, hugely successful product, enormously successful from the affiliate program traffic.  I bought a series of 3 drop-dead solo e-zine mailings to about the 20 top e-zines in my marketplace, and I believe I made a total of 3 sales.  

Attendee:  Okay.

Marlon:  Now, keep in mind, this thing was hugely successful with affiliate program traffic.  So I’m not saying it’s not going to work for you.  I’m not saying it’s not going to work for you.  But it’s like probably it may not even be decent enough for a test, to be honest about it.  

Attendee:  I’m just wondering how we would go about testing the different headlines using something like SalesCopyPro or something.

Marlon:  Well, what you do is you set up split-testing, which means it will rotate 3 URL’s.  

Now, I’m going to give you the easiest way to do it, with ProAnalyzer.com.  But the problem with ProAnalyzer.com pretty much is it’s designed to rotate sales pages based on clicks on a link, for clicks from a solo e-zine ad or clicks from a pay-per-click listing.

Now, I can’t remember if we tested it where we took the index.html page and made it meta-refresh to the ProAnalyzer link, and then rotated the pages from that.  That’s a little technical.  I believe you could do that, though.  

Otherwise, you’ve got to get a SalesCopyPro or I think there’s that other website, SplitTest, or you just hire a programmer from RentACoder to create a little split-testing for you.

I’d probably go with SalesCopyPro, if he’s got it done.  Mary Foley at ProfitInfo or something like that also has a script that a CGI programmer can install.

Testing headlines is important, but when you’re starting out, if you’ve got a really compelling, powerful, bold promise…  You know what their biggest problem is and what their pain is, and you’re clearly, blatantly promising a solution without any ambiguity, guaranteed solution.  You probably don’t have to test the headline to start out with.

If they’re not interested in that…  You should have life from it.  You should have sales from it.  Does that make sense?

Attendee:  Yeah, it does.  

Marlon:  You’ve really got to target in on them, though.  Do you know what their pain is?  Do you know what really makes them hurt, what their problem is?

Attendee:  Yeah.  In this case, it’s the difficulty – and I did a survey – in finding the right software for the kids.  

Marlon:  I read what you said about the software and I replied to it.  I’m concerned about the profit margin.  I’m concerned about the backend.  But I do think that you can market that particular product with free publicity.  

I have a pretty good product at PRCash.com.  Other people that have great products on publicity, there’s Paul Hartunian has a classic product on how to get publicity and also a newsletter.  He’s helped an awful lot of people build successful businesses.  

And then Diane Thomas has a great course on how to get publicity.  And there’s some other people out there.  Raleigh Pinsky has several courses.  

The great thing about publicity is you can go to BusinessWire.com or PRNewsWire.  You write up your press release, you pay $75 for local distribution, but it will be picked up by the online network.  So it’s distributed all across the internet for $75. 

Attendee:  Wow!

Marlon:  So that’s really what I talk about in my PRCash product.  But it’s not that complicated.  You’ve just got to know how to write a press release.  You go to BusinessWire, PRNewsWire and some of those others.  They’ll even write the press release for you for $300, or Dr. Nunley will also write a press release for you.  Or the wire services themselves will write it.

Attendee:  Okay, thank you.  

Marlon:  Okay, another question, preferably from someone who hasn’t gotten to ask a question yet.  Anyone?  William Carrie, are you there?  William, are you there?  

Attendee:  Guess not.

Marlon:  Donny Oswald, are you there?  

Attendee:  Yes, Marlon, I’m here.

Marlon:  Alright.  You got any questions today, Donny?

Attendee:  Well, I really can’t think of one, no.

Marlon:  You say your biggest problem is making the transition from a winning casino player to a marketer.  The good news for you, Donny, are these how-to-win at gambling and casino products sell like hotcakes.  There’s a million lists in Direct Mail Rates & Data that you can rent.  

Direct mail’s proven to be very successful in selling those products.  But the problem with direct mail is it’s a high cost.  It’s $1,000, $2,000, $3,000 just to test the sales letter and find out if it works.  And if you’re not a pro sales letter writer, you’re probably going to have problems making that work.

So that leaves you to trying to sell it online.  Your pay-per-click traffic is going to be insanely expensive.  The good news is most of these casino sites, I don’t think, are selling a how to win at gambling product.  

Attendee:  Right.  

Marlon:  So you might try to JV with them.  But you’ve got to get a hold of the owners, and I would try and do it by phone.  

Attendee:  The pay-per-clicks are out of this world for my areas of expertise, which are poker, video poker, slots and blackjack.

Marlon:  Why don’t you call up the website owners, give them your associate program, and see if they have an interest in doing it?

Attendee:  Okay.  Also, the PR release sounds real good for me, if I could get someone to pick up on that.  I’ve been doing this for 12 years.

Marlon:  Search on the word “Paul Hartunian.”  He’s got a great course and a great sales letter, and has made an awful lot of people successful in the publicity business.  I really recommend it.  Very classical, step by step, systematic.  And you can have Paul’s system up and running in one week, virtually guaranteed, if you’ve got a decent brain.  

You obviously have got a pretty good brain or you couldn’t win at anything.  You only need 3 pieces of paper in Paul’s system.  One page press release, one page bio, and one page of questions and answers.

Paul once got like – I forget – a 2-page spread in Forbes.  He was in rotation on CNN for 72 hours, like every 5 minutes, and had like 3 trucks pulled up and parked outside of his house for 3 days when he allowed people to buy chunks of the Brooklyn Bridge.

Paul’s a master.  I don’t know if PR will work for what you’ve got, but if it will work Paul can show you how to do it, I’ll guarantee you that.  His newsletter is awesome, too.  And I would buy all of the back issues, if Paul will sell them to you.

Attendee:  Alright, I’ll give that a try.  

Marlon:  Okay, great.  Let me see who else is here and being shy and not asking anything.  

Jeffrey Mullins, are you on?  Jeffrey, are you on?  Jeffrey?  Carl Nelson, are you on?  Carl?  Peter Sin, are you with us today?  We have a lot of people that are either shy or are not with us today.

Robert Speicher?  Andrew Lang?  Charwall Consultants?  

Alright, so nobody wants to ask questions, so I’ll go to the people that ask questions every week.  Alright, you guys.  You ask questions every week, you might as well go for it.  What are your questions this week?

Attendee:  Hi Marlon, this is Lisa Satora.

Marlon:  Hi, Lisa.

Attendee:  Hi.  I was just going to say Janette Cates will be back on next week.  

Marlon:  Okay, great.  

Attendee:  But I had a question about doing surveys.  What you talked about today was extremely helpful.  I just wanted to tell you that.  I don’t have a list.  Who would I survey?  How would I do a survey?

Marlon:  Lisa, here’s the thing.  The definition of a target market is a market that you can target, a market you can reach.  If you can’t reach them, you don’t have a target market.

So, by definition, if you’ve got a target market, you can reach them with a survey.  Right?  Now, in your case, you want to sell your auction training, right?  

Attendee:  Right.

Marlon:  So, the people you want to survey are eBay users.  Right?  So your options are to take your past eBay buyers and survey them, maybe.  

Attendee:  And that’s not spam if I do that?  

Marlon:  I don’t know.  That depends on eBay’s rules, which seem to change a lot.  But see, they also have online forums there, the user’s forums at eBay.  I would personally go in and use their forums and ask permission to post a survey, and I would pay people to take it.  I’d pay them $5 each to take the survey.

Attendee:  Okay.  

Marlon:  That’s a start.

Attendee:  I do participate in several forums.

Marlon:  Yeah, I would go into the user forums.  

Attendee:  Okay, great.  

Attendee:  Marlon, this is Ann.  Can I make a comment to Lisa?

Marlon:  Go ahead, Ann.

Attendee:  I just wanted to say I was recently looking for some information on eBay, and there was so much available.  And I decided to go with the person who provided me with 4 free coaching lessons in one month.  So that’s the person I went with in the end, because I didn’t know how to decide.

Attendee:  That’s interesting, because I do consulting here in Seattle, I wanted to expand that.  So that’s really interesting.  That’s a great idea, thank you.  

Attendee:  Sure.

Marlon:  Alright, who else has a question?  

Attendee:  Hello?  This is Vida.  I’m looking for kind of a new twist on what I have to offer.  I don’t really like the idea.  Maybe one, about stress relief right in front, not the way I have it.  I’d like to, and this is a huge ambition but I know that I can do it, I have the materials already, I’d like to kind of create like a gateway for business.

Marlon:  Vida, you can try.  I already read your email and I understand what you’re saying.  You can try it, if you want to.  I would split-test it using a script like SalesCopyPro.  I would split-test one that’s a sales letter and one that’s the content site.

Personally, I think you’re going to be a lot better off having a great sales letter for your product and getting targeted traffic to it and selling it that way.  You may succeed with a content site.  They’re a lot of work.  They tend to be very time-intensive to keep up, and the bang for the buck, I don’t think you’re going to get it.  I think you’re going to be a lot better off targeting a market, just like we talked about, and selling your product to them.

But if you want to try a content site, you might split-test it.  

Attendee:  Okay.  

Marlon:  Really, your product should sell.  Your product should sell, if you target the right audience with it.

Now, that may take some experimentation.  You may want to try marketing it to 3 different target markets and see who you get the most success from.  But I really think you should be able to sell your product directly.  

I also think, Vida, you’re a great candidate for publicity, and you might want to look at that Paul Hartunian course.  It’s not expensive.  Well, maybe a little but not that much.  If you have the time to do the publicity, I think you’ve got a product that you could definitely get publicity on.  

Attendee:  Very good.  I’ll try that.  

Marlon:  Alright.

Attendee:  Marlon?  It’s Tatiana.  

Marlon:  Hi, Tatiana.  

Attendee:  I didn’t ask you a question last week.

Marlon:  Oh, okay.

Attendee:  While you were talking, I sent you an email with my numbers.  Did you get it?  

Marlon:  Yeah, but I made the comments about that today, which is you’re really trying to follow pay-per-click.  Again, I’m just not on board with it.  You need an associate program.  

Attendee:  Well, I ran survey, then I had several groups of ads designed for Google Ad Words, to see what people are actually clicking more on.  And actually, time management is the winner by survey and by Google Ad Words.

Today, I called Dr. Nunley and today is supposed to go his promotion.

Marlon:  That’s a good idea.  It may or may not work, but I think it’s a good idea.  Your conversion is real good, 5½% to 11½% conversion is excellent.  The problem is volume.  With 100 clients and 2 sales, you can’t live on that.

Attendee:  Yeah, I understand that.

Marlon:  That’s a great conversion.  And I think if you had a lot of associate program traffic there, that might work.

I still think the sales letter needs rewritten, personally, especially the headline.  But you can always split-test that.  You can always split-test it.  I won’t argue with that conversion.  That’s a real good conversion.  You might talk to John Keele about greatly expanding your pay-per-click traffic, and see what Nunley can do for you.

This is a good product, Tatiana, to promote by writing your own e-zine articles and submitting them to about 500 e-zines, and doing it about once a week.  If you can convert, that alone would make this a very profitable product.

Now, you really don’t need Nunley to write articles for you that you submit to e-zines, except he’s got that great 6,000 e-zine lists, which is a massive list.  So maybe it’s worth the money he charges.  You might write the article but have him submit it.  I think you’d probably write better articles than he does, just because you know your topic a lot better.

But one easy way for you to promote this inexpensively is to write an article every week and send it to the 6000 Nunley list because they’re all home-based businesses.  You should be able to target what most of them want with the organization topic.

Attendee:  Okay.  Actually, I have also, if you noticed, I have an exit survey on my website.

Marlon:  Uh-huh, I see it.  

Attendee:  Some of the responses were like today I got, “Too much filler, not enough killer information to justify turning over personal details.”  What kind of personal detail you could give in a sales letter?

Marlon:  Well, they must be talking about opting-in to your list or something.  

Attendee:  Well, the survey comes from sales page.

Marlon:  Yeah, I’ve seen your exit survey.  Basically, what they said is you didn’t sell them.  That’s all I would really get out of that is you didn’t give them enough benefit for them to be convinced it was worth their money.

Attendee:  Okay.  

Marlon:  That’s what I read out of there.  

Attendee:  Actually, I feel like the sales letter has to be reason.  I just cannot find the right way to write it.  What needs to be changed and how?  

Marlon:  It’s not hard, Tatiana.  I pretty much spelled it out for you.  “You will save one hour per day, guaranteed.  Dear friend, do you want to save an hour per day?”  

Attendee:  They don’t want to save.  The results of the survey shows…

Marlon:  What do they want?

Attendee:  They want to improve sales process.

Marlon:  What’s their #1 problem?

Attendee:  They feel like they need to improve time management and improve sales processes. 

Marlon:  Okay, then how about, “You will improve your time management, guaranteed.”  That makes no damned sense to me, in that they want to improve their time management but they don’t want to save an hour a day?  So what is it they want?  What do they think they’re going to do with better time management?

Attendee:  I have questions, my survey has questions, “Why do you think this information will help?”  Like, “Why are you looking for this information?”  I gave them this in options, and one of them was save time.  Another was reduce stress or manage time or improve sales process or conversion.  I gave them 10 different options.

Actually, 0% was on save time.  

Marlon:  Why don’t you try a headline test, instead of just that general vague thing?  One headline is, “You will save one hour per day, guaranteed.”  

Second headline:  “You will manage your time 10 times better, guaranteed.”

Headline 3:  “You will be organized, guaranteed.”  

Headline:  “You will get more done, guaranteed.”

Once you get the headline, the letter writes itself.  The letter’s easy.  It’s elaboration of the promise and proof.  

Let’s say that they said they wanted to be more organized.  Headline:  “You will be 50% more organized in 30 days, guaranteed.  Dear friend, do you want to be more organized?  If you do, I can get you more organized in 30 days, guaranteed, period, end of story.  I know that sounds like quite a claim, so just listen to what these people say.”  And then here’s 5 people that say you got them organized in 30 days.  

And then you say, “You’re probably wondering how can I get you organized in 30 days?  Well, my name’s Tatiana and I’ve used to a programmer and I discovered all of these secrets to organization.  I put it all together into this training program, and here’s what you learn,” boom, boom, boom, boom, boom.

See, the letter writes itself.  The whole deal is the promise.  So I would go ahead and write out 10 or 12 headlines and test the headlines.

Attendee:  Okay.  Another question.  This Clockwork system that I got from a friend of mine, it has the previous version of Pushbutton, plus he couldn’t open this program on his computer because he’s got Windows XP.  

Marlon:  This is a personal question, and you need to ask this on our support board, Tatiana.  

Now, so you have the headline and you have that appeal, and for you I really think that’s everything.  

The sales letter will write itself.  But you’ve got to find that headline.

Attendee:  Okay.  Okay.  Thank you.

Marlon:  Run that headline test and find out what data you get from that.  One of the headlines will win.  I don’t know which one.  

Now, do you have that headline creator tool, Tatiana?  

Attendee:  No.  

Marlon:  There’s this little software around somewhere…

Attendee:  Yeah, I do have it.

Marlon:  You might try using that to come up with some headline ideas, also.  But basically, you’re just making a promise.  “You will X, guaranteed.”  Be more organized, become a much better time manager, blah, blah, blah.  You’re trying to hunt for that appeal.  

Attendee:  Okay.

Marlon:  The other thing that I think is you’re a programmer, right?

Attendee:  Uh-huh.

Marlon:  So where’s your time management, some kind of program that also helps you to be more organized?  

Attendee:  Marlon, it’s Ken Hammond here.  Can I jump in on that topic?

Marlon:  Hop in, Ken.  

Attendee:  You know what’s probably a good list, Tatiana could rent it, it’s from the Executive Book Summary company.  Have you seen that?

Marlon:  Yeah.  

Attendee:  I’m at the web store right now.  Their headline is, “Problem:  so many great business books, so little time.  Solution:  eat less, learn more.”  

My partner subscribes to that stuff and, again, that’s a great way to save time and money.  The same type of crowd are looking to…

Marlon:  That would be great for a JV, Tatiana.  I’m sure they get a lot of really quality traffic.

Attendee:  Executive Book Summary?

Attendee:  Yeah, it’s actually under Summary.com.

Marlon:  By the way, Ken, you mentioned the problem working with programmers.  As far as the high dollar cost per hour, are you hiring programmers in the US?

Attendee:  Yeah.

Marlon:  Hire people over in Russia.  I’m serious.  The Russian programmers are great, and they’re not expensive at all.

Attendee:  I know, that’s true.  We’re using the same programmers from our other company, so it’s sort of a convenience thing.  And then you get caught into the whole “their stuff’s on our servers” and all that.

Marlon:  I know, it’s a freaking nightmare.  And I just went through some of the worst stuff with our own stuff, because we were relying on a programmer and it was custom.  Finally, I just bailed out of the deal.  

Okay, I bailed out of the deal and decided to go with something that was an off-the-shelf solution.

Now, get this:  I discovered that our programmer was using the exact off-the-shelf solution, PHP solution I found, but had written a front-end to it and I didn’t know it.

Attendee:  They’re like lawyers, Marlon.  

Marlon:  It is frustrating, but you’ve got to have them.  But it is frustrating sometimes.  But I do know you can get some great programming done over in Russia.  Out of your choices of countries, India, Russia, Poland has good programmers but I don’t know how to find them.  It’s like Simon at GetResponse, he’s a Polish programmer.  But out of India, Pakistan, all the other countries, the best programmers that I know people have had success with are in Russia.  

Attendee:  Okay, that’s good.  Another good thing that we did before is befriend college students who 1) don’t have any money and 2) just make them like a small partner in your business so they always have that incentive not to bill you $150 per hour.  

Marlon:  Right.  

Attendee:  You can probably get high school kids now, too, who want to do it.  

Marlon:  Yeah, but the problem with programming is there’s a high level of skill.  And somebody that’s a hack, you may not even know they’re a hack.  The problem is if you’re not a programmer yourself, you may not know they’re a hack.  They may sound confident and you may think they know what they’re talking about, right?  

Attendee:  Yeah, that’s right.

Marlon:  But they don’t.  

Attendee:  It’s a necessary evil, obviously.

Marlon:  Yeah, but no business is perfect.  

Attendee:  I hear you.  I hear you.

Marlon:  But the good news about it is that’s your barrier to competition.  That’s what keeps your competitors out.  

Attendee:  Yeah, exactly.  That’s true.  

Marlon:  They don’t want to go through the pain of dealing with it.  

Attendee:  That’s true, that’s right.

Marlon:  Barriers to entry, they’re tough but they’re good because they keep competitors out.  

Attendee:  Exactly.  I was out of the country last week.  Just a quick summary from last week or was it online?  

Marlon:  Last week, if you go to our support desk and request it, we’ll give you a recording of it.

Attendee:  Okay, okay.  No problem.

Marlon:  You’ve got to request it.  It was about my experiences in hiring designers, programmers and other people.

Attendee:  Okay, there you go.  

Marlon:  It may be of use and help to you.  

Attendee:  Okay.

Marlon:  I still think you need a sales letter on that website, Ken.  I’ve looked at it, I still think you need a really rocking Gary Halbert-type sales letter on there.

Attendee:  Exactly.  One of the things is just getting it up on the site, too.  

Marlon:  Alright, guys.  We went way over time.  Real quick, before I go, did anybody else have a question you’re dying to ask?

Attendee:  Marlon, I just was wondering are you going to the big seminar in San Francisco?

Marlon:  No, I am not.

Attendee:  I was just curious if you were speaking there.

Marlon:  No, I’ve got a couple of gigs scheduled over in London.  One later this year and one next year.  I haven’t been speaking a lot, because it’s such a distraction, lately, this last year.  It distracts me so much from my business.  It’s like I leave, my staff is unorganized because I’m gone.  All hell breaks loose while I’m gone sometimes.  I come back and we’re all off-track and everything’s all messed up.  It’s a lot less stress just to be at home.

I’m doing a few, but I really have cut it down, mostly because of that.  But everybody’s going to be there.  I’m sure it will be a real good seminar.  

Attendee:  Yeah.  I was thinking about going.

Marlon:  Yeah, yeah, yeah.  I would say go, especially if you live there, because everybody’s there.  It’s going to be a great seminar.  In fact, I kind of wonder if Armand’s going to make a profit on it, because he’s buying lunch and dinner, an open bar, and all of these speakers and everything.  I’m not even sure he’s making a profit.

So I think you should definitely go.

Attendee:  Well, thank you.

Marlon:  Okay guys, that’s it for this week.  Those of you who did not respond to the email that I sent out, send me back the little survey.  Tell me where you’re at, tell me what your problems are.  We’ll see if we can get your problems solved.  And let’s get your beingness, havingness, doingness going.  Let’s get your matter, energy, space and time in place and going.  Let’s get your product in place, let’s get that sales promo in place, and let’s get this show on the road.  I’ll talk to you next week.  Bye-bye.  
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