Marlon’s 12-Week Course

Week #5

Marlon:  Alright, great.  For those of you in the UK and those of you who will be listening by recording, we’ve gone through some basic introductions.  What we’ve discussed so far is viruses are really going around now.  I recommend Norton Antivirus or any other quality antivirus program that will automatically update your virus definitions and not require you to do it manually.

Now, the thing about Norton is they only update your virus definitions once a week, as I understand their service.  They have daily virus definitions that require you to go there, download and install them.  

Or if there’s a big virus going around, they will send out a special live update.

I’ve had real good success with them, although I have gotten one or 2 viruses during the period of time I’ve been on Norton.  I’m not sure if it was my user or what.

Anyway, you need some kind of antivirus program, updated automatically.  

Second of all, you’ve got to be backing up your files.  The easiest way to back up files is to buy a USB external hard drive.  Like I’ve got one, Western Digital.  It’s like 150 or 200 gigs and I think I paid $200 for it.  It’s USB.  I plug it in, I right-click on any folder and select from the right-click menu “send to,” and it sends the data to that external hard drive.

I also want to make the point that, to my knowledge, you don’t want to leave an external hard drive plugged in all the time.  And the reason is if you get a virus, it’s going to seek and destroy all hard drives.  Your external hard drive backup will get destroyed by the virus.

Therefore, you use a USB and you only plug it in when you really want to back up everything.  Because if you leave that sucker plugged in all the time and you get a virus, it will get destroyed also.  Just a little word for the wise there.

Attendee:  Marlon, can I say a word about this?  This is Vivian.  If you have a CD burner, you can just burn whatever files you need to on there.  But as for your software, you can reinstall.  You won’t need to back it up.  There’s also house fires and that type of thing.

So if you really want to back it up, keep a spare copy in a bank or something like that.

Marlon:  Yeah, that is true.  People do get fires.  What I tend to do is take our most important data and I FTP it to one of our servers in a password-protected area.  If it’s 100 MB, you can’t do that.

Attendee:  Yeah, that’s a little bit cheaper version than buying the hard drive.  You can just backup onto a CD.  I just backup whatever new files since the last backup.

Marlon:  Vivian, that’s a very good point.  You can’t be too careful.  And the other issue is your hard drive can not only get a virus, but it can also crash.  Hard drives can, do and will crash, and it’s not if it will happen to you, it’s simply a matter of when.  

Attendee:  Marlon, can I interrupt for a second?  

Marlon:  You can.

Attendee:  This is Shabir from Canada.  The other big area that backups are now popular, if you have high-speed internet, there are lots of storage companies on the net that will backup your hard drive.  

The problem at the moment is security might be a problem.  But that’s something else to consider, as well.

Marlon:  You just can’t pay too much attention to backing up your data, because you can’t afford to lose it.  And you can’t be too careful about viruses, like my girlfriend uses a computer that’s networked to my computer and I just went out today and bought Norton for it because I didn’t have Norton on it, and that could have been a fatal error right there.  You just can’t be too careful about this stuff.  

Okay, a couple quick words for the recording about TeacherEase.  One TeacherEase, you go to TeacherEase.com, you log in.  You should have received the username and the password in your email.  You log on “assignments.”  There’s your complete outline, with all of your assignments to email to me.  If you click on email teacher, you will see my email address there and you can email me.  

I realize TeacherEase is based on a paradigm from high school.  It’s the best thing I have right now.  If you all like it and love it, I will likely customize something similar for use in these classes.

The other thing about TeacherEase, if you click on “behavior logs,” you will find there a download link that you can use to download audio of our sessions.

There is a URL that those of you who are listening by recording will want to go to.  The URL is TripleHosting.com/12WK/System.html or System.doc.  That URL with the username “12” and the password “week” has been emailed to you at the time I’m doing this recording.

So TripleHosting.com/12WK/System.html or System.doc.  That is what we are going to go through right now.  If you are on the internet, you should be logged in.  If you’re not, in your case Karen, just listen up.  I’m going to barge through this because it’s my 30-step system, what I call my master system in checklist form, that you can download as a Microsoft Word doc.  You can customize it, add stuff to it, take stuff out, add an additional comment, if you want, for your comments.

Activity #1:  define your outcome.  How much money do you want to make per year?  How many products, front- and backend do you need to sell to make that money?  Complete your breakeven worksheet in TeacherEase.com.  You will find on the assignments table, I have included a breakeven EXE that you’re able to download and calculate your breakeven.

Now, if you’re a Mac user, I guess that won’t work for you and you’ll need to find an alternative method to calculate your breakeven.

The EXE is not perfect, but it’s a good example of how to calculate your breakeven.  

When you’re in business, the very first thing you need to know is what’s your outcome, and then what have you got to do to break even in terms of selling your products.  This is really important for you to know and understand.

So step one, how much money is it?  What’s your goal?  How much money do you want to make per year?  What’s your overhead?  How many products do you have to sell each week, each day, each month, just to break even?  And then what do you have to sell in order to meet your income goals?

Now, you can be simple or you can be sophisticated with the breakeven worksheet.  Like if you’re good at Excel, you can go in and you can make assumptions.  I’m not really very handy with Excel.  But if you’re good at Excel, you can go into an Excel worksheet and let’s say I’m selling this number of products on the front-end, and then out of these people that buy on the front-end, so many people are going to buy backend product #2, so many people are going to buy backend product #3, and so forth.  And you can calculate your breakeven, not just on upfront sales but making certain assumptions about your backend.  

Or you can do a scenario where you’re making an offer to your list once a week and 1% of your total list is buying each week, and you’re growing your list at 10% a week or whatever.  You can do that kind of thing in Excel.

Again, if you’re not good at Excel, you can hire somebody off of eLance, hire somebody off of RentACoder who can do anything in Excel basically that you want them to do.  And you’re not going to probably spend a fortune for that.  You’re going to probably find somebody who can put your breakeven worksheet together for you.

Now, this business is about numbers.  So you’ve really got to know and understand what have you got to do to breakeven and what are your numbers.

Now, we’re going to talk, in another session, about statistics.  I track a lot of statistics in my business.  One of the things that I get each week from my bookkeeping person is I do a weekly glance for how much money did I take out personally, what did I pay my staff, what commissions did I pay my resellers, what were my total sales, and what were my other variable expenses.  And I can watch that on a weekly grasp, so I can see is my personal draw getting out of control, are my staff expenses going up too much, are my total sales going up or down.  

It lets you visually see what the heck is going on in your business and it’s really hard to manage a profitable business without it.

So step one is to find your outcome and do your breakeven worksheet.  Step 2, Personal Success System.  We talked about the Personal Success System last week, but you will be getting a check sheet on this in the next couple weeks.  

What you do is you go through the Personal Success System data in the TeacherEase assignments and you listen to last week’s data, which is do you have space.  Do you have a tool.  Do you have time?  Do you have your personal beingness together, your motivation?  Do you have a system for planning actions and tracking what’s done?

I’ll be giving you a check sheet on this, but basically it’s time.  Is your energy down?  Do you need to eat better?  Do you need to get on the Body For Life program?  Do you need to go to the gym, and so forth?  

Because ultimately, you are your own asset.  Ultimately, your business has one asset, and that’s you.  And you’ve got to take care of you, your own asset.

Step #3, specific buyers or distribution channels targeted.  Target buyers with money, who are used to spending it.  Don’t target broke people or don’t target people who spend money very grudgingly.  Rather than targeting an audience, you can also target your products at a whole distribution channel or a pipeline.  

For example, you could create or acquire specifically for a JV with a very big website or list owner.  Find out what their biggest pain or problem is, and you find, acquire or create a product to fix that problem.

So there’s 2 ways to think about marketing, and I have a whole check sheet, which is your target marketing, which is how do you find your buyers, how do you find your target market, your buyer-finding check sheet.  I have that made for you.  If we have time, I’ll give it to you today.  If not, we’ll go through it next week.

But there’s 2 approaches to this.  One is you look at it as a target market, a group of people you’re going to target.  But another way to look at it is as a distribution pipeline or a channel.  Let me give you a personal example from my own family.

My father started a TV business when he was very young.  He took this course, bought a course, learned how to fix TV’s.  This was like 30 or 40 years ago.  He started fixing TV’s for folks in the neighborhood for free, and pretty soon he starts charging them.  He kept doing this for a few years.

The problem was it was hard to make money because he was fixing TV’s one at a time, which is kind of like targeting a market where you’re targeting buyers one at a time but it’s hard to get your volume going.

So then he got this idea of servicing TV’s for hotels and motels and charging them $1 a set a month, regardless of the repairs that needed to be done.  So per hotel, he would have $200, $300, $400 per month coming in per hotel.  Again, this is 15, 20 years ago, when $200 or $300 per month, per hotel, was a lot more money than it is now.  

So anyway, the point is he had a distribution channel there.  Instead of trying to go after one TV at a time, he was able to go after 200 or 300 TV’s at a time.  That’s the equivalent of targeting a pipeline or a distribution channel.

For those of you who own the Cash Like Clockwork system, you can read the Unified Field Marketing Discovery Product, Part 2.  That product is divided into 2 EXE’s, 2 segments.  

Part 2 of the Unified Field Marketing Discovery is about marketing pipelines, marketing channels.  It has some really good information that can open your eyes and give you insight into targeting pipelines and channels.  

Now, here’s examples of targeting a channel.  

You can find somebody with a really big center of influence, a lot of influence, make friends with the person, develop a working relationship with them, and specifically design a product, maybe even private-label your product specifically for their distribution channel.  They have all of these followers, and so forth.

I did this recently, with a product that I endorse on the backend, which is the recurring billing product.  It’s really not a private label, but I told the person, “If I promote this product, I get $X a month,” which happened to be a good percentage, “and you don’t send any follow-up emails to my customers.  I own the customers, right?”

Well, if you have a big list and so forth, you can do that kind of thing.  And conversely, you can go to somebody else who’s big and say, “Listen, you take my product, I will customize it or I will private-label it for your distribution channel, for your pipeline.”  And then, you can do other things.  Like if they don’t want you to promote other products to their customers say, “Your customers are yours.  I won’t sell any other products.  I won’t be pounding them with backend emails and so forth.”  Or whatever that channel wants, whatever that person wants.  

I’ll have a bond.  I’ll buy a bond that guarantees payment for refunds, or whatever it takes to get them onboard.

Jay Abraham always tells this story about how he got radio stations to sell a product called IcyHot, way back before it was sold in supermarkets.  He was in target marketing, and he got all of these radio stations to promote it on a per-order basis.  And the way that he did it is like each bottle sold for like $1, but he would pay the radio stations $1.50 or $2 per sale because he knew what the residual value of a customer was but he also had all of these other things, like he would ship them a supply of the product so if there was ever any customer that was unhappy the radio station didn’t have to worry about product fulfillment.  They had product right there in their studio.  They could just ship anybody if someone got pissed off.

In other words, he did all of these things to reverse the risk, so the endorser, the pipeline, the radio station wasn’t worried or concerned about the fulfillment of it.  

I’ve got all kinds of people on the call.  So like Karen or Ron, some of you are just getting started with your websites and your marketing, or maybe you don’t have a product yet, the pipeline concept may be too much for you.  You’re like, “Marlon, I’m not worried about selling in bunches, I’m worried about selling one.”  

So one of the things that you have to learn is how to filter information.  You’ve got to learn to take what’s there for you and you’ve got to learn to filter information.

There’s a really good book called Survive Information Overload, by Catherine Alesandrini.  Provides 7 ways to manage information.  You have to have an information filter up and you’ve got to be smart enough to realize, “Hey, if a concept’s too intimidating for me, if it’s too big of a bite to chew, if it’s greater than the reality I have about what I can do, you just set it in the back of your mind.  And when the time’s right, you handle that chunk or that piece of information.

I think a lot of times, people don’t get started because they’re worrying about stuff they don’t have to worry about.  It’s like the joke that I tell when I speak, sometimes, about the guy who says, “Marlon, I have got triple diamond” – he’s in network marketing – “I’ve got triple diamond all figured out.  I can go triple diamond, no problem.  I’ve got double diamond all figured out.  I can go double diamond, no problem.  I’ve got diamond figured out.  I can go diamond in a heartbeat.  My problem is I can’t go to the rest.”  

The guy’s got diamond, double diamond, triple diamond all figured out.  His problem is he can’t go direct.  And before you worry about being diamond, double diamond, triple diamond, you’ve got to go direct.  And before you can go direct, you’ve got to sell one.

So you boil it down to where you’re at.  So when you’re starting out, you may not worry about distribution pipelines.  Oh, it’s never a bad idea to be aware who the influencers are in a marketplace.  Like Ron’s thinking about selling to pilots.  It never hurts, if you’re going to go into that marketplace, find out who sells to pilots, who’s successful, who has the mailing list, who are the players.

And before you even go into the marketplace, you contact them and you find out if they’re nice people or not.  You find out if they’re stuffy and they’re uptight and they’re protective and they don’t want anything to do with anybody, or if they’re nice people that you feel like you can do business with.

So if you’re thinking about going to a marketplace, it never hurts to do that research in advance, before you get locked into it.  

Alright, enough of that.  That’s just about targeting buyers with money that are used to spending it, is really the concept there.  A mistake a lot of people make is they target broke people who don’t have any money and don’t spend it.  Or they target people who have money but they never spend their money.  

You’ve really got to target a marketplace that has buyers and they’re used to spending buyers.

Step #4 is you put the No Grunt Work system into effect.  I have an entire No Grunt Work checklist for you.  We always talk about hiring people off of eLance, hiring people off of RentACoder, but I’ve now checklisted this for you.  And on some of our next calls, we’ll go through the No Grunt Work Checklist.

#5, in-demand products or services, doing surveys or immersing yourself in your target market.  We’ve talked about this on other calls.  But if you’re one of your own target market, you already know what you would buy, so you pretty much already know what others will buy.

But even then, sometimes the 12-product survey will surprise you.  So you should still do it.

But if you’re new in a marketplace and you’re just getting started, and you really aren’t in touch with the pulse of the market, then do a 12-product survey.  Find out their biggest problems, biggest complaints.  Create, find or acquire a solution to it in terms of a product.  Come up with 12 ideas, then do the survey.

Like Ron’s doing the thing to pilots, and he’s got this idea on the 24 or 25 biggest problems pilots have.  But he should still go in with a 12-product survey.  He can come up with 12 different product ideas.  And you also need to research this.  Let me just give you an example of doing shirt-sleeves research.

Ron didn’t really find anything on pilots in Standard Rate & Data Service, but sometimes you’ve got to go a little lateral.  Like I looked in my Standard Rate & Data and even though there were mailing lists of pilots directly, listed under pilots, if you went to aviation there’s lists of pilots, student pilots, and so forth.  

So I go there and I see this list of 80,000 student pilots.  Now, there’s a target market, 80,000 not just pilots but student pilots.  Now, don’t you think that the student pilots have certain sets of problems, career worries, they want advice, they want to know how to make their sales a success?  They’re motivated.

I don’t know if they’ve got money or not because they’re students, but they are motivated.  So there’s a potential target market.  And you can buy a list of 80,000 of them.

The only drawback is there’s not a list where they’ve bought anything, so we’re not really sure if they’re buyers or not.

But I also just went to Overture.com and typed in the word “pilots,” and here come some websites selling stuff to pilots.

So whatever your target market is, whatever it is you sell or want to sell, you can probably go and do the research and it won’t take that long.  You go to Standard Rate & Data, you go to Overture, you go to Google, and you do some basic shirt-sleeve research to find out are these people buying anything, is anything being sold to these people.

That’s all about immersing yourself in a target market, doing your research, doing 12-product surveys to find an in-demand product or service.  You can only sell a dead duck once.  No matter how you dress a dead duck up, no matter what kind of sales letter you write for the dead duck and so forth, dead ducks don’t quack.  You aren’t going to be successful in the business of trying to sell a product that don’t quack.  So your product’s got to quack.  And that means you’ve got to have a product that’s in demand, a product that people want.  And you can kill yourself trying to sell a product that nobody wants to buy.

A lot of times, beginners get hung up because they take the word of somebody who has a vested interest in selling a business opportunity, who swears on a stack of bibles it’s the hottest-selling thing that’s ever came along since Gutenberg invented the printing press.  And they can’t sell the product and they feel it’s their fault and they’re deficient, when in reality the biz-op itself, the business opportunity itself is deficient because either they’re exaggerating the demand in the marketplace or the few success stories that they hold up had 20 years of…

Let me give you an example.  I recall in weight loss, when I was young, a friend of mine and I got into a network marketing company and there was this guy who was an accountant and was making like $200,000 a month in this weight loss company.

Well, to make a long story short, the guy had been an accountant and had this really big list of contacts of people that trusted him, who had a lot of money.

So he had a marketing advantage most other people don’t have.  And yet, the beginner goes in, 25 years old, thinking he’s going to have the same success selling the product that somebody who’s been in business 20 years with a ton of contacts has.  

You see, the ducks don’t fly.  What you’ve got to do is keep your eyes open and be smart about what is their demand for.  

There could be a product that does sell like hot cakes to somebody else’s list or somebody else’s marketing, but somehow it just doesn’t work for you.  Doesn’t mean it’s not a good opportunity, doesn’t mean it doesn’t sell, but maybe it just doesn’t fit you.  So you’ve got to find in-demand products.

#6, product source acquired or created.  I’ve got a product checklist we’ll be going over, but you can find drop-ship sources from the resources I give you in the Cash Like Clockwork manual.  You’ll also find resources on the product checklist we’re going to go over.  A lot of that’s brand new information you’ve never heard anywhere before.  Or you can acquire products using what I call the Joe Cossman System.  

Joe Cossman wrote a book called How I Made A Million Dollars In Mail Order.  

Before he died, I had the great opportunity of speaking with him once on a marketing cruise.  Great, dynamic man, incredible book, been a best-seller for like 20 years.  It’s called How I Made A Million Dollars In Mail Order, by E. Joseph Cossman.  I highly recommend anyone interested in trading, acquiring or selling products to get it and read it several times.

So we’ll be going over a product checklist for you.

Product delivery arranged.  I’ll probably be doing a little check sheet, not a long one but a little check sheet, just on your product delivery.  If you’re shipping physical products, where your shopping cart sends the data to your fulfillment company.  If not, how are you going to handle it?  If you’re selling digital products, you’ve either got to get a programmer to set up a system, you’ve got to use something like ClickBank, or use the Automate Your Website system combined with eBook Pro to digitally deliver your product.

The point is you’ve got to arrange your product delivery.  That was #7.

You’ve got to have your sales system in place.  We’re going to have a sales system checklist.  But you’ve got to think are you going to use teleconference calls, webinars, direct mail postcards, 2-step magazine ads that generate an inquiry and then you give additional information, are you going to use full-page ads, one-inch ads, are you going to use a website?  Whatever you decide your sales system is, we’re going to go into this check sheet list in more detail on future calls.

Whatever you decide your sales system is, you’ve got to get it in place.  

#9, your lead gen created.  Lead gen is whatever you’re using for your lead generator.  We’ll have a lead gen checklist.  

But that can be test your HTML emails that you’re going to use.  It can be free publicity and press releases that you’re going to get out.  When you create your lead gen, you’ve got to find someone to write those press releases and distribute them for you.

If it’s a webinar teleconference, you’ve got to test the teleconference company and the teleconference system, kind of like I’m doing right now with a company that didn’t manage to record our call.  Thank God for Jeanette, huh?  

Anyway, you create your lead gen.  

Step #10, referral marketing or associate plan creating.  I’m going to do a referral marketing checklist for you.

Basically, though, you have centers of influence and you have associate programs.  We talked in another session about associate programs, affiliate marketing and so forth.  

There’s several good books out there like Secrets Of Word-Of-Mouth Marketing.  I believe those are on the Teacher Ease checklist.

But you’ve got to get your associate program or your referral marketing and your associate tools and referral marketing tools created and get them deployed.  And there’s quite a bit of help with that, or some good help with that, on the Teacher Ease Assignment checklist.  

So anyway, you create the tools and make them available.  Like I have HitsAndTests.com, which is a website where we make our own reseller and associate and affiliate tools available.  

If you’re going to do referral marketing, you’ve got to provide tools to people.  If you’re going to go through centers of influence, you’ve got to have a plan for cultivating, finding and acquiring centers of influence.  You develop a system for it and you follow that system.  

So step 11, you create your lead generation, step 12 you launch your lead generation.  So that can be running ads, placing your ads, sending out sales letters, sending out postcards, contacting your centers of influence, finding list owners, renting lists, contacting potential associate marketing partners, and so forth.

Step 13, products are bought and the money’s banked.  So your products are sold, your credit cards are processed, the checks are deposited, your Paypal funds are deposited.  You’ve got to have your merchant account processing set up.  

So if you’re using ClickBank, most of that happens automatically.  If you’re using Paypal, it happens automatically.  If you’re using a merchant account, you’ve got to have something like AuthorizeNet or Verisign, or some company that processes the credit cards real-time and interfaces with your merchant account.

Step 14, product’s delivered.  So your products are digitally delivered, they’re drop-shipped or they’re shipped to your customers.  

Step 15, stick letter sent.  A stick letter is a letter that resells what the customer just bought.  It’s really kind of like a second sales letter.  It’s a sales letter that sells again and resells the customer on the product they just bought.  And it’s a way to increase what’s called post-purchase dissonance.  You may want to immediately send a stick letter in the mail, you may want to send it via email.  We send ours via email.  But it’s simply a letter, “Hi, I want to thank you very much for your purchase.  I really believe this is going to be one of the best decisions you’ve made this year.  Here’s why.”  And you just reiterate all the benefits that they already bought, and you remind them of all the benefits.

In a stick letter, you can also upgrade or upsell another product, if you want to.  Some people are very successful FedEx’ing or mailing out by Priority Mail or regular mail or whatever, a letter that reiterates all the benefits and what a great decision the person made, and then asks them to buy an additional product or service.

Step 16, Found Money Claim.  Use the Found Money system to bundle, upgrade and upsell.  This is additional selling after the point of purchase, additional emails, telephone calls, faxes or whatever that either sell a bundle of items (which is basically an upgrade), an add-on, an additional product, additional package.

My thing that we do is we try to upgrade buyers to the Cash Like Clockwork system.  So when you buy from us, you’re going to get emails and other promotions that try to get people onto the Cash Like Clockwork system.

We also have some audio seminars we give new buyers access to, that help cross-sell and upsell and upgrade our customers to other items.  

Step 17, customer service provided.  This means emails answered, they can Human Click on a website.  You’ve got to have somebody to handle Human Clicks, whether you do it yourself or you have someone else to do it.

If you use support desk software, which I highly recommend, you have support desk tickets that get answered.  If you don’t have a support desk, you can get one at HotScripts.com or PHPResourceIndex.com and hire a programmer to install it.

A lot of times, the people that sell the program will install it for you for $40 or $50, sometimes free.  

Attendee:  What is the software?

Marlon:  What is the Help Desk software?  Help Desk software is if you go to AmazingFormula.com and you click on support, #1 is a link to our Human Click but the second link on our support page says you can request help via our support staff.  And when you click on that link, it allows you to explain what your problem is and it assigns you a ticket number.  And you have a URL to log into with your ticket number, to check on your support request.

What this does is it’s 10 times better than having people send an email.  The problem with emails are ISP’s filter them out, spam filters filter them out, they get lost somewhere, a path gets dropped or whatever, and you never get the person’s email and there’s no tracking for it.

With support desk, there’s a ticket number.  The person can call you or Human Click you and say, “Something happened to my ticket number,” or they can log into your support desk, they type in their ticket number, and there’s the response from your customer support person.  And it allows you, the business owner, to go in and monitor the responses that were issued in the support desk.  It allows you to monitor the number of support requests you receive per week.  

So it’s a superior method of doing customer support.  It’s very simple and easy to get a support desk program installed.  For the most part, there’s quite a few of them.  

Most professional companies use a support desk software program, or a help desk.  

Does that answer your question?

Attendee:  Yes, thank you.  

Marlon:  Okay.  If you go to HotScripts.com and search on help desk or support desk, you’ll find different alternatives.  It’s on your checklist, Vida.  It’s on the checklist that I’m reading from, at the TripleHosting.com/12WK/System.htm or system.doc.  The URL’s are there.

These are all in the check sheet, by the way, at the Triple Hosting URL.  

Step #18, products used by customers.  Follow-up with emails or phone calls to make sure your customers use your products and are happy with them.  

Step #19, rave reviews given by customers and inserted into promos.  So you give a free gift for your opinion to your customers.  It’s an email that goes out.  Subject line simply is “Free gift for your opinion.”  “If you buy any of our products, the first time you buy from us,” and actually, you should get it each time.  Right now, I’m not sure we have it going out on every product, though.  But in the ideal world, every time someone buys a product from you, 10 days after they purchase, email goes out offering a free gift for their opinion.

In the Cash Like Clockwork system, in Automation Secrets, you can see the exact email that we send out to our own customers.  But you should have received one from us.

This system not only helps get testimonials, it allow people to give you permission to use our testimonials, to request a photo, and it also allows you to, in addition, get negative feedback from people who weren’t happy so you can troubleshoot and see if you’ve got any problems with unhappy customers.  

#20, people referred by customers.  So you provide what’s called a TAF script, which is a tell-a-friend script.  It allows people to refer a friend to your site.  We use a TAF script on most of our sites, so a link at the bottom, where it says “Tell a friend,” or something of that sort.  

In addition, you can provide referral tools to your customers.  And on the checklist that I’m reading from, you will see the name of a book, How To Generate Word-Of-Mouth Advertising.  It’s a great book that you can order.  The authors are on the checklist.  And they provide a lot of practical examples of referral tools you can create and give to centers of influence to make it easy for them to refer customers to you.

Step 21, your customers buy more products and services.  You follow-up emails via autoresponder system, follow-up with outbound voice calls and faxes.  If you have opt-in permission – and you can do this via a service that’s at MessageTime.com – enables you to have sequential emails, faxes and outbound voice calls.  But only do it if you have specific opt-in permission from your customers.

Step 22, associate pay.  You’ve got to pay your associates by Paypal or other system.  I don’t like sending out checks.  Someone in Nigeria tried to defraud me out of $100,000 by scanning my signature on a check and then creating their own check and trying to buy $100,000 worth of hard drives with it.  

We send out money by Paypal.  

However you do it, though, your associates and centers of influence have got to be paid for their referrals.  

Step 23, your staff get paid.  All virtual workers or employees get paid.  

Step 24, your profits are invested.  You need to set up a pension plan, SEP plan or, if you’re in the United States, a PO.  Or if you’re in UK or Australia, the equivalent in your country for a corporate pension or profit sharing IRA or whatever it is that your country calls it.  

Some banks and investment brokers have automatic investment plans, where they automatically invest $X for you each month.  I consider it imperative that you do this, because the purpose of a business is financial independence and freedom.  And the only way you do that is if you automatically and regularly invest your money.

Step 25, taxes paid.  We pay taxes monthly.  You may want to do it quarterly or yearly.  I don’t recommend yearly, because an awful lot of businesses go out of business because the end of the year comes and they didn’t have the money to pay their taxes.  I highly recommend you do it monthly.

Positive PR pays, step 26.  You promote your business, and most importantly the success stories of your customers.  You can use the Paul Hartunian course on publicity, you can use my course at PRCash.com, which is in the Cash Like Clockwork System course.  

Step 27, systems documented.  As you go along, document the systems you use or create systems for the things you were doing willy-nilly.

Step 28, additional in-demand products and services identified.  Constantly be on the lookout for new, in-demand products and services to sell to your existing customers.  

Step 29, promote existing products through new distribution channels.  So let’s say you’re selling CD’s online.  You expand by selling them through catalogs or wholesaling them to offline marketers.  That’s one way that you expand.

Step 30 is the final way you expand that’s in our checklist, which is sell your products to new adjacent markets.  We’ll be talking about this at another time.  But you find closely-related markets and expand carefully there.  Test before you do this and expand very carefully.

This is an overview of the system.  Now, I realize that you’ve not sold product one.  You look at the checklist and you’re like, “My God, I’ll never be able to do this.”  But you’ve got to understand other people on our call, like Ken Calhoun and others, they have successful businesses.  So I’ve got to provide information at different levels.  Experienced other people are on this call.

It also helps, even if you’re a brand new beginner, even if you’ve never sold product one, it really helps you to have a checklist like this, so you see the entire plan, the entire system.  That’s one of the things that differentiates what we do versus what other people do.  I’m providing you complete checklists and complete systems for all the different parts of your business.  So we’ll be going over different checklists in future calls.  

Now, let me ask this.  Do any of you have questions on the checklist that I just covered and went over?

Attendee:  Marlon, are all the checklists, like in items 1, 2, 4, 6, 7, 8, 9, are they all in the Teacher Ease now?

Marlon:  No sir, they are not.  They are not all going to be in Teacher Ease.  I’m going to be emailing them out.  And the reason is it’s too easy for someone to give their Teacher Ease login to someone else and allow my intellectual property to be stolen, which I do not tolerate.

So they will be given to you on conference calls like this.  They will be emailed to you with different directories and different usernames and passwords.  That is to protect the intellectual property.  It is also to protect your investment in this class and in this process.  If you spend money for a class, a system or a process, I do not think it’s fair that you lose your competitive advantage by having someone without ethics in a class, which sometimes happens, take the product that you paid money for and give it to your competitors or other people in your business for free – in which case, you’ve lost part of your competitive edge.

The edge in business is knowledge.  You are your own biggest asset, and the biggest asset that you have is your own system, your own checklist and your knowledge.  That is your competitive advantage.  That’s what you have paid me for.  That’s why you have paid me money, to get an edge, to get information and to get schooled.  If we allow that to be too easily obtained by other people, it devalues the money you’ve paid.

So I’m covering these on calls.  I will also be emailing most of them out, although there will be a few of them that I plan to only give on calls, to reward the people who are on the call.

So I cannot 100% protect the intellectual property or 100% protect your investment, but I will do the best I can at a conscientious job of doing so.  

Attendee:  Marlon, just another question.  When I was researching products, I actually came across, from my one product that I was thinking about, probably about 4 or 5 other areas related that I could get into.  But I didn’t know whether to extol all of them at the same time or just concentrate on one at a time and get one running well first.

Marlon:  Well, I think what you’ve got to do is pick the best one based on the following criteria.  Number one, the demand in the marketplace and the money that the potential buyers for that product have.  

#2, the ease with which you can reach those people.  If you’ve got to buy advertising for one group and the other people you can reach online and there’s not very much competition and there’s JV partners online you can get to be affiliates or associates, and there’s not intense competition, I would choose the online.  It’s cheaper, it’s faster and it’s far easier than if you have to run ads in magazines or rent direct mail lists.

So the demand for the product, the ease with which you can reach the marketplace, but then you also have to consider the backend potential, the potential profit.  And you have tradeoffs, like one project may be quicker, simpler and easier but have less backend potential.

The other product may have more backend potential but may not be as easy a deal to do.  There may be more competition, it may not be as easy to promote.  So you’ve got to evaluate yourself which one of those opportunities is the best.

But yes, you pick one opportunity and get it running and rolling.  Why?  Because before you can sell 5 products, before you can sell 3 products, you’ve got to sell one and make it successful.  And then you go to #2.  But the art is really in picking the right one to start with.

Attendee:  I don’t know whether you want us to discuss any of the products online or do you want me to email you.  One of them might actually include some kind of partnering with you to get some rights from some of your products, actually.  

Marlon:  I’ll tell you right now, I don’t give rights to my products, other than one product.  I just don’t do it.  It’s my intellectual property.  Other people are in the business of selling reprint rights.  I’m not.  I’m in the business of building a long-term business.

But yes, any of you who have potential JV’s or things, I don’t do a lot of them.  I’ll be honest.  And the reason is I’m in the business of creating and promoting and selling my own products.  That’s what I do.

Having said that, any of you who have that kind of data, yeah, email me personally and I will give you a response or I will give you an answer.

Again, this is a good example of what it means in terms of researching a marketplace.  How easy or difficult is it to do joint ventures?  If you’re in the internet marketing business, it’s not so easy to do joint ventures, in some ways, just because there’s so many of them and there’s so many offers.  On the other hand, people are used to doing them.

You can go into other marketplaces where there’s nobody doing associate programs or joint ventures.  The disadvantage you have there is it’s a new idea to them, so sometimes you have to educate people.  So you have your tradeoffs there, also.  

But part of evaluating a potential market is how easy or difficult is it to get people to do joint ventures.  One of the ways that you find out is you just call some people or you meet them.  You go to meetings, if they go to meetings, or you call them on the phone and you chat with people and find out is this going to be an easy deal to do or is it going to be hard to get people to endorse my product.

Who else has got a question?

Attendee:  If no one has a question, can I ask a follow-up?

Marlon:  You bet, sure.  Absolutely.  

Attendee:  My product that I was actually thinking about as I was researching was actually marketing for medical practices.  Most medical practices now are starting to have a website presence, but they’re not marketed very well.  My product was actually trying to help them with their marketing to patients throughout the US and Canada.  

Marlon:  Well, I think you’ve got to talk to people and find out if there’s a demand for it.  What I see going on in the medical profession – and I’m not an expert at it by any means – like in San Antonio, as far as I can see, all the doctors here rely on HMO’s and PPO’s to get all of their customers, and they aren’t doing crap for marketing.

I went to the doctor the other day and I heard him say in the hall to a nurse that he was getting $10 per appointment, and that’s what the HMO or PPO is paying him.  He gets $10 an appointment.  He does no marketing, he just shows up and he gets $10 for seeing a person.  

But there may be a whole subset of people out there who are doing their own marketing and who do want to do marketing.  That’s what you’ve got to research and find out.  You’ve got to talk to them, maybe do surveys, if you can do surveys.  If you can’t do surveys, call them up or go meet with them, or find a meeting where you can meet with them.

So the answer to that is I’m not sure, I don’t know.  But it is an answer you’ve got to find out. 

I agree with you that their website presences suck.  I think the question is do they view the online method of marketing a viable way to get local business.  I doubt they do, because it is kind of hard.

Now, is a website a good support to put in a Yellow Page ad or a newspaper ad or that sort of thing?  Yeah, I think so.

Can you use email marketing highly effectively in that marketplace?  Yeah.

Now, Yanik Silver used to sell a kit to plastic surgeons.  I don’t know if he still does.  I think he had some success with that.  

Selling to dentists and selling to chiropractors is very lucrative, 2 very lucrative marketplaces.  I’m assuming there’s probably some other fields like that, where the people have to market themselves so they buy a lot of training and they spend a lot of money on marketing.  I don’t know.  I do know that the dental market, chiropractic market are great target markets.  Real estate agents are a very good target market, and so forth.

Does that help you?

Attendee:  Yeah, it does.

Marlon:  Who else has a question about this checklist or about the process?  Let me ask this, is this checklist helpful to you all or is it overwhelming to you?

Attendee:  I think it’s overwhelming.  This is Karen.  But I think it’s exactly what I was looking for, because it seems like putting this together is a gazillion little, teeny, tiny pieces.

Marlon:  Karen, you’re one of the people I’m concerned about giving this checklist, because you’re a beginner.  It’s this tradeoff, Karen.  It’s like I’ve got to chunk down for some of the more advanced people, but it does help you, as a beginner, to see the overall process.  

But as a beginner, Karen, you’ve got to keep it simple and you can’t get mired down in detail with the paralysis of analysis.  

As a beginner, you’ve got to keep it simple.  And that means you’ve got to find a group of people, find out what they want, create your sales process, whether it’s a sales letter, teleconference call or whatever, and you’ve got to test the thing and see if it works.  That’s the bottom line.  You find a group of people, you find out what they want to buy, and you create some kind of sales process, whether it’s a website, sales letter, 2-step system with a free report and a sales letter, some kind of system to sell it to them – webinar, teleconferences.  And you launch the thing and see if they buy it or not.  And it helps if you throw a 12-product survey in there or you immerse yourself in that audience so you know what they’re going to buy.

In your case, I think the checklists are going to be helpful to you, but I don’t want you to get overwhelmed with it.

Attendee:  But what it does is it gives me a step-by-step, which I can follow a lot easier than this nebulous whole big cloud of a million things that I don’t understand.  

Marlon:  Yeah, that’s why I think these checklists can be helpful to you.  I want them to be a tool for you to use and not a chain around your neck.  These 30 steps I just gave you, it may take you a year to really get all of those on the ball correctly.  

You can create a marketing system like this, Karen, in a week.  You figure out here’s a market and these people want something.  You find a product to sell to them, you write the sales letter, throw it up and find some way to get the message about that sales letter out to them.  So there’s a one link marketing system.  Right?

Or, you find a group of people and you see that they’ve got a need, and you find that there’s some solo e-zines and you send out an email offering a free teleconference where you’re going to sell them.  And you do the teleconference, and either you sell them or you don’t sell them.

So that was a 3-day or a 5-day deal.  Right?  You don’t even have to write a sales letter and do a website, to start out with.  You can just get people on conference calls and you either sell them or you don’t sell them.

Attendee:  Marlon, what I did was instead of sending out forms that they may or may not be returned, I just sort of walked through the street and just stopped people and asked.  And the ad I put out was they could go to my website and go through some kind of virtual reality stuff and fill that out and go through it.  So I got my survey that way.  

Marlon:  That’s a good, shirt-sleeves, easy way to do some research and get a feel for people.  However, let me say this.  It does work better to do a 12-product survey than to ask someone if they like a product idea.  Here’s why.

If you ask someone if they like a product idea, because of the force of personal influence they’re always going to say yes.  So it’s a little deceiving.  

Now, I think you’ve got a good product and I do think there’s a ready market for it, because people have been buying pain relief and these kinds of things, self-development, self-improvement for 100 years.  So I don’t think there’s much doubt there’s a market for your product.  The question is maybe are they ready for the technology or will they belief it.  There are some question marks in there.

You might be better off testing 12 product titles or 12 headlines for your ads.  You just give people the list and you say, “I’m writing an ad for my product.  Could you tell me which of these headlines you would be most likely to respond to?”  

Attendee:  Did you get my letter email?  

Marlon:  I don’t know which one you’re referring to.

Attendee:  I sent you an email telling you that I just let go of that website.

Marlon:  Oh yeah, I believe I got that, yes.  I’m going to have a bulletin board put up, where we can communicate on the bulletin board and it will be easier than sending me emails.  Hopefully, I will have that bulletin board set up next week.  

Attendee:  Great.  

Marlon:  That way, you won’t have to rely on sending me emails.  

Attendee:  Yeah, because what I did was I took your advice and did a one-page website.  What I did was I kind of divided up my stuff.  I realized that the technology would be kind of hard for people to believe.

So what I’m doing is just sort of putting it out there.  I’m taking portions of the actual CD tutorials and putting them up at the stages, putting them as very quick, very short software that walks people through.

Marlon:  That sounds like it might work to me.  You’ll find out when you try it.  Sometimes things work and sometimes they don’t.  I get a lot of ideas that don’t work and a few that do.

One thing that I know works is just a sales letter.  Sometimes tours work, sometimes they don’t.  I tend to like tours.  I do think that tours tend to increase sales of a product.  So I think you’re probably on a good track there, and you’ve just got to try it and find a way to promote it to a specific target market, is your main thing.  You’ve got to pick, like we talked about it before, you’ve got to pick a specific target market, customize the headline in the sales letter to that specific target market and that purpose, and then see if that market wants to buy it.  That’s really what you’ve got to do.

Attendee:  Okay, thanks.  

Marlon:  Who else has a question?  Ron, how are you doing?  Are you overwhelmed with the pilot thing or do you feel like you’re on track?

Attendee:  I really like the Teacher Ease with the assignments, where it breaks it down into 2 or 3 days and gives me certain specific items to check on.  I like that a lot.  

Marlon:  I think that will be real useful.  And I did that because, again, for like you, for Karen, some of you kind of need a step-by-step thing.  I think it will be a help to you.  It will be more specific.  It will keep you feeling like you’re on a specific track that you can go on.  And the assignments are all doable.  None of the assignments are something that you can’t do.  The assignments are all something that you can definitely do.  So I think that will help you.

We’ll also be having a little bulletin board set up, and I think that will be helpful to you.  And we’ve got a bunch more checklists.  

Ron, did the checklist today seem overwhelming to you or did it help put things in a big perspective?

Attendee:  No, I don’t think so.  I think that, combined with the assignments, it kind of is a good complement.  It gives me an overview.  And then the assignments give me the specific steps.  

Marlon:  Alright.  And we have our newsletter, which is the Inner Circle Newsletter, on my Dollars For Dimes Formula that will be going out to you all.  We’re in the middle of a big product launch, so hopefully I’ll get it out later this week.  And then we’ll also be getting your first CD out to you before too long.  

Anyway, we’re on track.  We’re making progress here.  I think these check sheets are going to help.  I think Teacher Ease will help you all.  

Keep in mind our big picture here.  You’re just trying to find out what people want to buy and develop a sales process to sell it to them, and find out if it works or not.  If it doesn’t work, find out something else they want to buy and you try another shot at it.  

So in principle, it’s very simple.  But in terms of execution, we’ll try to chunk down into more specific details that give you a lot of help.

Attendee:  I think, Marlon, what’s also helpful to me is watching you do this kind of on the fly anyway, because it gives us an idea how you can change things and how things develop.

Marlon:  Not everybody works the way I do, but this is the way I do things.  We’ve had more people join the Cash Like Clockwork and the 12-Week Program.  We’ve got enough people in that it deserves more attention.

So my system normally is I sell something, if it’s working, if I’m feeling good about it, it gets more time and energy, it gets more effort.  If I’m feeling there’s potential there and it’s working, I put more into it and I start developing the systems for it and so forth.  

On the other hand, like I lost the IPEC, the Internet Profits Explosion Club.  It just really didn’t take off the way I wanted, so it didn’t get any more attention.  Some product launches work, some don’t.  

But this is how you go along, and it is a good example of developing systems.  In other words, the checklist that I developed for you are really your system, but they’re also a part of my system for conducting the 12-Week Program.  So it kind of lets you see how do you put a system together.  Right?  It kind of lets you see how the deal works.  

Attendee:  And that’s really helpful to me, to watch

Marlon:  Janette, by the way, how are you doing?

Attendee:  So far, so good.  It’s working.

Marlon:  You got some people to hire.  I saw you looking for a Russian programmer and some other people. 

Attendee:  Yeah.  

Marlon:  Tatiana, are you still on the call?

Attendee:  Yes, I’m here.  

Marlon:  Do you have any advice for Janette on hiring a programmer over in Russia?

Attendee:  It’s better for me to know more specific what she’s looking for.  

Marlon:  Janette, you and Tatiana need to communicate.

Attendee:  Okay.  How do we get in touch with one another?

Marlon:  Tatiana, this is just a thought for you.  I realize it isn’t the product you’re really focusing on, but I think you should do a product on – it’s an idea, I don’t know if people would buy it or not, I tend to think they would buy it – how to get your programming done by top-notch, first-class programmers at cut-rate prices by hiring people from Russia.  

Attendee:  Oh, thank you.  Good idea.  

Marlon:  Look at all the people that want programming done.  Look at RentACoder, right?  Tons of people need programming.  But they don’t know how do you hire an overseas programmer.  How do you work with them?  How do you know who to hire?  How do you assign projects to them?  They don’t know any of that.  

Attendee:  And how do you pay people, all sorts of other questions.  I could probably give you a list of questions that would be helpful.

Marlon:  She could probably give you a list of questions.  She could interview you over the phone, Tatiana, and that would practically be the product right there.  

Attendee:  Okay.  

Marlon:  Just a thought.  Nobody’s done it, and I think that’s a product that’s got a demand.  A lot of people want programming done.

The sales letter has also got to sell the concept.  “Dear business owner:  you probably haven’t done a lot of programming or you’ve done a lot less programming than you need because it’s so expensive to hire programmers.  But here are just some of the things that great programmers can do for you,” and you list some of the things that they can do.  There’s lots that you could do in that sales letter.  

Attendee:  Yeah.  

Marlon:  I don’t know, I think it’s a product people would buy.  If I was selling it to the internet, online audience, Tatiana, what I would do is I would reposition it.  “How to create your own incredible recurring billing system that pays you money every month, month in and month out, and makes it for you automatically, using programming that you buy for pennies on the dollar.”  

That’s for like the internet biz-op kind of internet marketing audience.  For a business audience, it’s different.  “How do you find this programming and get it done at cut-rate prices?”

For internet marketing audiences, everybody wants to do recurring billing but nobody knows how to get the programming done.  I think those are 2 great ideas.  I know that recurring billing one would sell, and it would sell crazy.  Everybody wants to do recurring billing.  Nobody wants to do programming.  Nobody knows how to get the programming done.

Attendee:  Marlon, let me ask you a question.  Why would people not use like the Automate Your Web Bills solution for recurring billing?

Marlon:  I’m not talking about doing the recurring billing, I’m talking about having your own recurring billing product like GetResponse.com, like AutomateYourWebsite, software that does something that people pay for on a monthly basis.  

Attendee:  Oh, so it wouldn’t be just for your use, you’d actually turn around and sell it front-end?

Marlon:  That’s the whole point.  It’s how do you create a product that’s a computer program, that you can bill people for monthly.  You’ve got to look at the stats.  Let’s say I create an e-book that I sell for $50.  It’s a one-shot sale.  And I’ve got to provide customer service to get people to download the e-book.  

If I have recurring billing, in maybe 2 months I get that same $50.  And yeah, I’ve still got to provide the same customer service the very first time people use the product, but months 3, 4, 5, 6, 7, 8, I probably don’t have any customer service, or very little, but I’m still getting $20, $25, $30 a month.

Like on our PushbuttonFormat.com product, there’s recurring billing.  We’ve got a good number of people on there who, every month, are paying us not a lot of money, but $10.  But it all adds up, and we have almost no customer support.  So, just an idea.  

Any other questions?  

Attendee:  Marlon?  What is the ClickBank fit into what we’re doing?

Marlon:  Well, I had that on the checklist, actually.  ClickBank is one of the ways that you take money and deliver a digital product.  ClickBank is only for digital products.  So it’s only if you’re selling e-books, basically.  Or I think they also do recurring billing, maybe.  But it’s really only if you’re delivering digital intellectual property.  It will charge the credit card and it will allow people access to download the product, and it also has an affiliate of associate program built into it.

Attendee:  I see, so it’s a complete system for digital.

Marlon:  For digital products, mostly priced $100 or less.  Actually, mostly I think $50 or less, but some up to $100.  I think you’ve got to get special permission to sell something for like $100.  

Attendee:  Marlon, I have a question on autoresponders.  If you have more than one website, say you have 2 or 3 websites, do you have to get an autoresponder for each one?

Marlon:  No.  Like on AutomateYourWebsite.com, you have unlimited autoresponders.  So you just set up your autoresponder for each product and it doesn’t matter.  

Attendee:  But I mean for each website.

Marlon:  No, no, no.  You only need one AutomateYourWebsite system for all of your websites.  

Attendee:  Oh, okay.

Marlon:  It allows you to have unlimited autoresponders.  

Attendee:  Alright.  So you can install it on each one of your websites?

Marlon:  No, no, no.  You don’t install anything.  AutomateYourWebsite is on my server, and you simply use it.  

Attendee:  Oh, I see.  So I would create a link from every single one of my websites to it?

Marlon:  An autoresponder is not a link, Vida.  An autoresponder is an email address that autoresponds with an email.  So there’s really not a link.

Attendee:  Yeah.  Actually, you have website A that sells product A.  When you set it up on the backend, where your shopping cart is, you specify the web autoresponder this product actually uses.  Like when you have “click here to order,” this button is connected on the backend, where AutomateYourWebsite.  Right, Marlon?

Marlon:  Yeah.  Well, when people use AutomateYourWebsite, they’re going to be using the AutomateYourWebsite ordering system.  So it’s simply going to say, “What autoresponder name do you want to use?”  So when they buy the product, boom, it puts them right into the autoresponder.  

But the answer to your question is AutomateYourWebsite is not tied to any domain.  In other words, you can use that shopping cart, you can have 20 domains and just link to the same shopping cart. 
Attendee:  Okay.  

Marlon:  Vida, I really think your question there is a shopping cart question and not an autoresponder question.  

Attendee:  Oh yeah, that’s true.

Marlon:  You can link to the same shopping cart.  That’s the beauty of a shopping cart.  You can have 100 domains and all link to the same shopping cart, but to different products.  And you can have a different autoresponder for every one of your 100 products, and you’re still only paying one relatively small monthly fee.

Attendee:  With completely different URL’s.  Is that right, Marlon?

Marlon:  Yes sir, that is correct.

Attendee:  Customer service said otherwise.  They said for each different URL, I needed a complete new AutomateYourWebsite system.  

Marlon:  Who told you that?  Was that a written or a verbal response?

Attendee:  It was on the click help.

Marlon:  On the click help?  Alright.  If you have that response and you email it over to me, I will get a clarification.  But that’s sure not my understanding.  Unless they’ve changed anything, and if they have they have not informed me, to my understanding you can use it for an unlimited number of domains.

Attendee:  You’re correct, Marlon.

Marlon:  Is that correct, Janette?

Attendee:  Absolutely.  

Marlon:  I think you got a bad answer there.  Or maybe it wasn’t AutomateYourWebsite.

Attendee:  No, it was AutomateYourWebsite.  

Marlon:  Well, I think that if you email it over to me, to MarlonOnly@AmazingFormula.com and I’ll find out who said that.  

Attendee:  I’m not trying to blame anyone, Marlon.  I’m just trying to understand myself.

Marlon:  But if they have anyone giving out incorrect data…

Attendee:  This is Vivian.  I’ve used that and a couple other shopping cart-type software.  You can use it for more than one domain.  But when you start using it for a merchant account or something, you’re pretty much limited there.

Or, if you want to change the header that comes up on the order page, there’s a default one.  And if you want a separate one, you have to set that up on your product.

Attendee:  There’s ways you can work around it.  We use it on multiple websites all the time.

Attendee:  Yeah, I’ve got it on multiple websites.

Attendee:  Okay.  Alright.

Marlon:  Larry, are you on the call?

Attendee:  Yes, I am, Marlon.

Marlon:  I got your email here, by the way.  You bought the Barbara Ling product.  Did it help you?

Attendee:  Yes, it did.  I’m probably two-thirds of the way through it.  But based on that, I developed the idea or moved ahead with the idea that I’ve given to you.

Marlon:  Alright.  I think that is a good product, isn’t it?

Attendee:  I think it is a good product.  

Marlon:  I think that will help you, Larry.  Karen and some of you others who are beginners, I recommended last week a product by Barbara Ling on really how to create your own product.  How fast does she show you how to do it, Larry?

Attendee:  One day.

Marlon:  How to create your own product in one day.  So for those of you who are beginners, and Ron this goes for you too, how would you like to have your own product for pilots in one day, Ron?  

Attendee:  Actually, I purchased that a couple days ago, and it’s a great book.

Marlon:  Did it help you?

Attendee:  Yes, it did.  

Marlon:  Alright, great.  I really think that advice is right on.  You don’t have to spend a month or 3 months creating a product.  Create it fast, find out if the product will fly, and then you can always add to it, you can enhance it, you can add to the stuff just like I’m doing on this 12-week class.  Now I’m creating checklists and stuff.

But you’ve really got to get the thing going and find out if it’s going to sell, right?  

Attendee:  Correct.

Marlon:  So I’m glad that helped you.  I think you’re doing the right there, Larry, I think, following through on that.  But you do have a thing here, Larry, no apparent backend.  Your backend will probably come to you because your customers, a lot of times, will ask for other products.

Attendee:  If I help somebody sell their house, how often does somebody do that?

Marlon:  But the customers will oftentimes email you.  “Do you have something on this?  Do you sell something on this?”  And it’s something you haven’t ever thought of.  

Attendee:  Sure.  

Marlon:  So just read your email.  They’ll give you the ideas.  You may not think of them, but your customers will think of your product ideas for you.

Attendee:  I thought I would teach them how to buy a house.

Marlon:  I like that idea, too.  How about this?  You create one of these things as a lead generator to real estate agents, and you sell it.  Like Big Al sells these things to MLM’ers that they use to recruit people.  They’re little booklets that you can buy in a bundle of 100.  “Are You Walking Past A Fortune?”  And it’s just this little booklet.  And he sells them in bundles of like 100, 500, 1,000 to MLM’ers at a big discount.  

Well, you could do the same thing, lead generation tools for real estate agents.  Just a thought.  Another way to sell it, right?

Attendee:  Yes, it is.  Actually, there’s something like 10,000 FSBO sites out there.  And if I could affiliate this stuff with them or JV it or something like that with them.

Marlon:  I think you’re on track here.  I think you’re thinking down the right line.  Now you spend a day or 2, and you’ve got a product that you can get going with.  And it’s a lot better than trying to sell somebody else’s affiliate product.  

Attendee:  I agree.

Marlon:  It’s just a lot better.  You’ve got your own deal, everything.  I’m glad you’re on track.

Are any of the rest of you having problems getting a product together?  I do recommend Barbara Ling.  Just search on Barbara Ling on Google and hunt down her website.  But I do recommend it.

I’ve also got one part of the Cash Like Clockwork System, “How To Create Your Own Products In A Flash.”  I think you’d get a lot of good ideas and it would help the energy and advice from it, also.

Alright Janette, you and Tatiana need to get together.  Do you have each other’s contact data?

Attendee:  No.

Marlon:  Okay, you all need to exchange contact data.  

Attendee:  I’m at (URL removed).  So send me an email and we’ll get in touch.  

Attendee:  Okay.

Attendee:  Thanks.  

Marlon:  Alright, guys.  I think that’s going to wrap it up for today.  

Attendee:  Marlon, how do you want me to get the audio to you?  I’ll email you where it’s located and I’ll put it on an FTP site.

Marlon:  That would just be perfect, Janette.  That would help out so much.  And I really appreciate it, because the server at our conference call company went down.  

Attendee:  You want it in MP3 or just straight wav file?  

Marlon:  Probably wav, because I think we use RM files.  So if you save it as RM, good.  If not, just wav and I’ll turn it into an RM.

Attendee:  I’ll do it as a wav.  

Marlon:  By the way, before we go, Ron had a question here, where he researched pilots, got an answer from Vaughn at KillerCovers, who I recommended for some graphic design, but Vaughn needed some specifics.  Do I want links to different pages?  If so, how many?  What kinds of pages?

You know what?  What you do, Ron, is you just look at like a few of the basic websites like AmazingFormula.com and so forth.

I think to start out with, you need a privacy page.  Actually, you need him to design one page.  Don’t worry about it.  He needs to design one page for you, because all you do for your other pages is just paste the fricking text on there.  I don’t see any reason he needs to create a contact page, a privacy policy page.  

If you look at AmazingFormula, at our privacy page, it’s the same as our index page.  It’s just got different text on it.  

I can’t think of any reason now that you need more than one page, especially starting out.  Keep it simple.  

Attendee:  Use a pop-up for opt-in or just a straight form?

Marlon:  You’re just starting out, Ron, keep it simple.  

Attendee:  And what about a picture?  

Marlon:  What about a picture?  

Attendee:  Do you recommend it or not?

Marlon:  Your own photo?  Well, that depends if you’re photogenic.  If you look like a criminal, keep it off of there.  Some people just aren’t photogenic.  If you look friendly and inviting and other people want to talk, you’ve got to be self-honest about this.  

How many websites have you gone to with a person there, no smile on their face, and they look like if you met them in a back alley they’d slit your throat?  It’s not exactly a selling point.  

But yes, if you’re inviting and you’re friendly and you’re smiling, and it’s a good photogenic photo, yeah, put it on there.  But if it’s not, leave it off.

Attendee:  Okay.  So just the one page, just the basic?

Marlon:  Just look at all of the websites, Ron.  Look at AmazingFormula.com.  Look at Yanik’s site, InstantSalesLetters.com.  You look at some of the basic websites that sell.  TheWholeTruth.com.  Look at all of these basic websites, and it’s really a sales letter and an order form.  And a lot of them don’t even have a testimonials page.

Now, I’m going to cover web design on our web design checklist, Ron.  So you don’t have to be hopping into all of this yet.  You can if you want to, but I’ve got a whole lesson we’re going to do just on web design.  

Attendee:  Okay.  Do you think I could be able to do a good job myself?

Marlon:  I don’t think so.  If you use the Pushbutton Letter software correctly, you can get a nicely-formatted output page.  

Most people manage to screw it up because they don’t use the software.  They use the software, then they open the page it gave them in FrontPage and they muck it all up.  They put banners on it and a bunch of links on it, and all this other crap.

This software will design, basically, a nice-looking little page that you can get started with.  But still, it doesn’t do your graphics for you.  

I think Vaughn’s really good.  Or you might talk to Janette.  Janette, you do web design, don’t you?

Attendee:  I usually manage it more than the actual design.  I would use either that or eBook Wow.  

Marlon:  She’s at (URL removed).  You might talk to her and see what she’d like to do.  But I don’t think you need to spend a fortune, but just some nice, tasteful graphics on there can help you out.  

Attendee:  Marlon, this is Vivian.  One of my products I’ve got out there is (URL removed).  

Marlon:  Oh, yeah?

Attendee:  Yeah.  I’ve got 4 different sites on there, and I’ve got it all laid out.  There’s even a video and written instructions on how to design your own little site, nothing fancy, with a logo or picture, whatever you want.  And I’ve got the resale rights to Opt-in Automators, that you just get the pop-up, all for $77.  It’s all in there, plus support.  You just do it and it’s very simple.  For those of you who know what you want to put on there.  

Marlon:  Go check out (URL removed) also.  But as a reminder, you always want to register singular and plural versions of your name.  Like I use NameCheap.com to register domains.  They’re not expensive and they have the DNS redirect over there.  It’s really everything you need.  Or you can use Dotster.  I use Dotster sometimes.  

Alright, I think this is enough data for today.  We’ve got a lot more checklists at upcoming sessions.  You all go into Teacher Ease, look at your assignments there, email your assignments to MarlonOnly.  I’ll try to get up a bulletin board for you all.  We’ll get your printed newsletter out to you, hopefully this week.  We’re in the middle of a big launch of a new product, so I’ll see if we can manage to get that out this week.

Anyway, it’s good.  You all are making good progress.  Ron, Karen and you guys, get your products together.  Do that one-day product system.  I really like that.  Target a market and then you’ve only got a day invested in it.  If it doesn’t work out, it’s not the end of the world.  That’s really the way to do this deal.

So I will see you all next Tuesday, alright?  

Attendee:  Thank you.  
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