Marlon’s 12-Week Course

Week #6

Marlon:  How are we doing?  We’ll be starting up here in a minute.  We’re waiting for everybody to get on the call.  

For those of you who are on the call, welcome.  It’s 11:00 straight up, but I want to wait a few minutes here before we take roll and see who’s here.  

Did you all have a good week?

Attendee:  Oh, yes.

Marlon:  Good.  Those of you who are just coming on the call, welcome.  We’ll be starting up here in a minute.  

Alright, I’m going to start taking roll here.  Sherry (name removed), are you on the call?  

Attendee:  I am.  Hi, Marlon.  

Marlon:  Alright, Sherry.  Do you have email access today, Sherry?

Attendee:  I do.  

Marlon:  Okay, good.  Russell (name removed), are you on the call today?  Russell, are you on the call?  Don’t hear him yet.  Charles (name removed), are you on today?  

Attendee:  Yes, I’m here.  

Marlon:  Alright Charles, glad to have you today.  Charles, do you have email access today?

Attendee:  No, not at the moment.  I’m on the same line that I use for email.  

Marlon:  Oh, I see.  Alright, sir.  Joanne (name removed), are you on the call today?  Joanne?  Alright, not here yet.  

Attendee:  Hey Marlon, this is Jay (name removed).  I see you’re down to the T’s, so I thought I’d just speak up.  

Marlon:  Alright.  Glad to have you, by the way.  Lisa (name removed), are you here?

Attendee:  Yes, I’m here.  Good morning, Marlon.

Marlon:  Good morning.  Do you have email access today?

Attendee:  Yes, I do.  

Marlon:  Okay.  Let’s see, Robert (name removed)?  Robert?

Attendee:  Here.

Marlon:  Did I pronounce your last name right, Robert?

Attendee:  That’s correct, yes.  

Marlon:  Okay, good.  Do you have email access?

Attendee:  Today I do, yes.  

Marlon:  Okay, good.  Marge (name removed), are you on?  I believe Marge is in another country, if I remember.  Marge, are you on?  Okay, Louann (name removed)?  

Attendee:  Here.  I’m here, Marlon.

Marlon:  Okay, do you have email access today?  

Attendee:  I do.

Marlon:  Okay, good.  Peter San, are you on?  Peter’s in the UK, so it’s hard for him to join us.  Soka, are you on?

Attendee:  Yes, Marlon, I’m here.  

Marlon:  Do you have email access today?

Attendee:  Yes, I do.  

Marlon:  Okay, good.  Ronald, are you on?

Attendee:  Yeah, I’m on.  

Marlon:  Do you have email today?

Attendee:  No, I’m on the road right now.  

Marlon:  No email, okay.  Eugene (name removed), are you on today?

Attendee:  Yeah, I’m here, Marlon.  

Marlon:  Alright, glad to have you, Eugene.  Do you have email today?

Attendee:  Yeah.

Marlon:  Okay, good.  Robert (name removed), are you on?  Robert?  Alright, maybe Robert will be joining us later.  Audrey (name removed), are you on?

Attendee:  I am, Marlon.  

Marlon:  Alright, do you have email access?

Attendee:  Yes, I do.  

Marlon:  Ann, are you on?  Ann, I can never pronounce your last name.  (name removed)?  I think Ann will be on.  She emailed in her assignment this week.  So hopefully, she will get to be on the call today.  Carl (name removed), are you on?  Carl’s overseas, I believe.  Wally (name removed), are you on?  Wally?  Jeffrey (name removed)?  Okay, Mohammad (name removed)?  Mohammad?  Mohammad?  Okay, Richard (name removed)?  

Attendee:  Yeah, I’m on the call.

Marlon:  Do you have email today, Richard?

Attendee:  Oh, yeah.  

Marlon:  Okay, good.  Andrea (name removed)?  Andrea had Gary (name removed) filling in for him a couple days.  And Gary, I think, had to have some minor surgery.  So absence excused.  Chris, are you on the call?

Attendee:  I am.  

Marlon:  Alright.  Do you have email access?

Attendee:  Yes.

Marlon:  Okay, good.  Tatiana, are you on?

Attendee:  Yes, I’m here.  

Marlon:  You have email, right?

Attendee:  Yes.

Marlon:  Navine, are you on?

Attendee:  I’m here, Marlon, yes.  

Marlon:  Okay, and you have email today?

Attendee:  Yes, I do.

Marlon:  Okay, good.  Cheryl (name removed), are you on?  Cheryl?  (name removed), are you on?  (name removed) in UK, so it’s hard for them to make the call.  (name removed)?  Do we have a representative from (name removed)?  Vivian (name removed)?

Attendee:  I’m here.

Marlon:  Okay, good.  Glad to have you.  Do you have email today, Vivian?

Attendee:  Yes, uh-huh.

Marlon:  Okay, good.  Larry (name removed), are you on?  Larry?  Okay, Ken (name removed)?  

Attendee:  I’m here, Marlon.  

Marlon:  Hey Ken, good to have you again.  

Attendee:  Yeah.  

Marlon:  How’s hot CDL jobs doing? 

Attendee:  We’re jamming.  Finally got that sales letter up, got customer service from 8:00 a.m. to 8:00 p.m. now.  

Marlon:  Wow!  

Attendee:  Yeah.  I’m getting married next week, actually.  It’s part of my interruptions. 

Marlon:  Wow!  That’s a just cause.  That’s a just cause.  Jeffrey?  Donald (name removed)?  Absent, excused.  Robert (name removed), I believe Robert’s in Guam, so I don’t think he makes these calls.  Willy (name removed)?  Willy, are you on?  I believe he’s overseas, also.  Larry (name removed), are you on today, Larry?

Attendee:  Yes, I am.  

Marlon:  Alright.  You got email today, Larry?

Attendee:  Yes, I do.  

Marlon:  Do you have a target market yet, Larry?

Attendee:  I’m still going to pushing those homes, that home document.  

Marlon:  Oh, okay.  Jim (name removed), are you on?  Kevin (name removed)?

Attendee:  Yeah, I’m here, Marlon.  

Marlon:  Alright, you got email?

Attendee:  Yes, I have.  

Marlon:  Okay, good.  Karen (name removed)?  

Attendee:  I’m here, Marlon.  

Marlon:  Karen, how are you doing?  

Attendee:  I’m doing really well.  I got that Barbara Ling book, and I’ve gone through that all week, and I started doing lots of research and stuff.  And I think I’m kind of putting things together a little bit.

Marlon:  I’ll say this to both you, Larry and Rould (name removed), and the rest of you who do not have a product.  I recommend my own product, which a lot of you have in Cash Like Clockwork, “How To Create Your Own Products In A Flash.  Also, Barbara Ling has a book that’s been helpful to some of our members with some little templates for creating your product fast. 

I have my own research method.  Barbara has some that are a little different than mine, but I think they’re good.

The thing that I would encourage you is not just to jump in and write the e-book, but to follow the research method that she teaches in posting, getting feedback in online forums for your ideas.  She talks about several methods of researching your product idea, which are really more important than the methods she gives for just writing or creating your product, in my estimation.  Because 90% of the game is finding out what people want.  The rest is really pretty easy, once you know what people want.

Attendee:  And it’s hard to get kind of mired down in that, because there’s so many choices.  

Marlon:  That’s why I teach the 12-product survey.  There’s a method behind my madness, which is if you can narrow it down to 12 products and survey 12 product ideas, you don’t get just stuck in endless research.  

Attendee:  Right.  

Marlon:  So you find out what problems people have, you find out the best you can what they want, you come up with your 12 best product ideas, and you do your survey.

John (name removed), are you on?  

Attendee:  Liz Castanza, yes.

Marlon:  Okay, this is Liz? 

Attendee:  Right.

Marlon:  Oh yeah, John emailed me and said you would be filling in for him.  Good to have you.  Janette, are you on?  Janette (name removed)?  Janette, where are you, Janette?  She must be busy with her business today.  Janette, I’m marking you as absent.  

William (name removed), are you on?  William?  Alright, Boyce (name removed), are you on?  

Attendee:  Yes, I am.  

Marlon:  Alright, Boyce, do you have email today?

Attendee:  Yes, I do.  

Marlon:  Okay, good.  How are you doing, Boyce?

Attendee:  I’m doing fine, thanks.  

Marlon:  Are you learning anything yet?  How’s the skin cream?  I sent you a little email about that.  Do you have focus about what you’re doing or are you still kind of wandering?

Attendee:  Yes.  No, I’m pretty much set.  And you have to start somewhere.  I guess I talked with the owner of the health food store, and she’s going to invite her diabetic patients to a seminar.

Marlon:  Oh, that’s a great idea!

Attendee:  And I’ll conduct the seminar and we’ll just take it from there.

Marlon:  Boyce, that’s a great example of what you should do and a lesson for Larry and Ron and all of you guys who are trying to get started.

Boyce has a skin cream.  But you could sell this skin cream to practically anyone, because it could probably benefit about anyone.  But he’s chosen one target market, which is diabetics, based on they have a real need for the product and are probably going to be willing to pay more for it and they’re going to use it more often than just some average user.

So he targeted a market, and now the second thing that he’s done is he’s not trying to target the whole world to start off with.  He’s starting in his local health food store, having them invite diabetics.  Is this a free seminar?

Attendee:  Yes, it is.  

Marlon:  Okay, a free seminar.  So he’s chunking this idea down to a specific target market, and then just taking a few simple, practical tests to test the market.  And it takes you out of overwhelm, where you’re just so overwhelmed with what you’re doing and you’re trying to target the whole world, and it just seems so impossible and so undoable, and breaking it down to a specific target market and some specific steps.  

So you’re really right on track there and our other listeners can really benefit from that.  

And Vita (name removed), that’s really what you should do.  Are you on today, Vida?

Attendee:  Yeah, I’m on.  I’m at Teacher Ease and I can’t find the assignment.  

Marlon:  Well, I sent you an email on it.  You click on the word “assignment.”  

Attendee:  Where?  

Marlon:  When you log in.  

Attendee:  At Teacher Ease?

Marlon:  Yeah.  

Attendee:  Well, what’s the login at Teacher Ease?

Marlon:  When you login, there’s a link there that just says “Assignments.”  

Attendee:  Yeah, but I just click on my email to log in?

Marlon:  Right.  No, no, no.  I sent you, several times, Vida, your login for Teacher Ease.  I’ll resend it to you right now.  I can’t get it out because everybody else would have it.  But I sent it to you 3 or 4 times by email.

Now, if you’re not getting your email, let me check the email address we have for you.  

Attendee:  I got your emails, but I didn’t see that login.  

Marlon:  Well, the email, that’s the only thing in the email I’m sending you.  I’m going to send it to you again, right now.  If you’re not getting it, then Human Click our staff and they can give it to you.  But I’m sending it right this very moment, to (URL removed).  That’s your right email, right?

Attendee:  Yeah, that’s true.  

Marlon:  Okay, I’ll send you your login right now.  Okay?  And when you login, you simply click the link “assignments,” and there’s your assignment.  

For the rest of you, let me see who we have here that has not logged in.  Sherry (name removed), you’re on, right?  

Attendee:  I am.  

Marlon:  Sherry has not logged into our TeacherEase.com website yet and check your assignments.  You have assignments to do every week.  Do you need me to resend you your login?

Attendee:  That would be great, Marlon.

Marlon:  Okay.  I’m sending it to (URL removed).  Is that your email?

Attendee:  That’s my email.  I’ll get it right this minute.  

Marlon:  Alright, let me send it to you right now.  Alright, I just sent it to you.  Robert (name removed), are you on?  Robert, you’ve not checked your Teacher Ease assignments yet, so I’m resending your login right now, if you’re listening to this.  I believe you’re overseas.  But if you’re listening to this, I just resent your login, and you need to login and check.

(name removed)?  I sent you your login 3 or 4 times.  You’ve not checked your TeacherEase.com assignments yet.  I know you’re over in the UK, but it’s a website, you can access it.  If you don’t have your login, then Human Click our customer support and we’ll try and get that for you.  Or you can email me at MarlonOnly@AmazingFormula.com.

(name removed), I believe you’re new to our calls.  I’m resending your Teacher Ease login.  You’ve not logged into the site yet.  

I believe everyone else has logged in.  However, we’ve got a lot of you that haven’t logged in anytime…

Attendee:  I’m at my email and I’m waiting for it.  It’s not here.

Marlon:  Okay.  Vida, I’ll tell you what, I will have one of my customer service staff call you after the call today and give it to you over the phone.  Alright?

Attendee:  Okay.

Marlon:  Well, you’re not getting your email, which means you have a problem with your email.  Do you use spam filters, Vida?

Attendee:  Do I use what?

Marlon:  Do you use a spam filter on your email?

Attendee:  No.

Marlon:  Okay, then it means your ISP is using a spam filter, I believe, and filtering out your email.  You need to contact your ISP and ask them to remove spam filters because you’re clearly not receiving your email because the email is being sent.  It does go out because I’ve tested it numerous times.

So for some reason, you’re not receiving your emails.  I imagine it’s because Cox.net has a spam filter up that is filtering out what they perceive as spam before it even reaches your email box.

Attendee:  Okay.

Marlon:  Now, just so you know, the email doesn’t come from AmazingFormula.com.  The email comes from… I forget the email address.  It’s some weird address.  But I believe it has “Teacher Ease login” or something like that in the subject, so that you can recognize it.

Alright, some of you have not checked your Teacher Ease assignments recently.  We’ve got assignments in there each week for you to do.  So like Vida, you were able to log in one time.  You logged in August 20, so you did get your login on August 20 and you were able to log into the site.  So you might check your back emails, because you did log into the site on August 20.

Attendee:  I logged into your site, but it wasn’t at Teacher Ease.  Teacher Ease, I just logged in.

Marlon:  No, you did log into Teacher Ease, because I show the login.  I have the exact date when everyone logged in.  

But anyway, we will call you after this call and get you straightened out.  

Janette, you’ve not logged in since August 1.  Karen (name removed), I show on August 30 was your last login.  Jeffrey, we don’t have a login since August 24.  Carl (name removed), you’ve got to log in.  If you have any problems…  I know you work a lot, but if you have problems you can Human Click our staff or email me at MarlonOnly@AmazingFormula.com.  

Robert, you’re on?  Robert, I know you’re on.  I don’t have a login for you since August 26th.

So anyway, all of you, you’ve got to log in there, and I’ve got weekly assignments for you.

Attendee:  Marlon?  Sherry (name removed).  I just logged in.  Do I start with the very first assignment on August 11th?  

Marlon:  Yeah, go ahead and start there and catch up on your assignments.  Most of them, Sherry, don’t take a lot of time.  And you probably are already 2 or 3 steps down that path.  But they’re all just explanations to me.  They’re all like, “Tell me your target market.  Give me the 12 products you want to do on your survey,” and so forth.

None of these assignments take longer than probably 15 to 30 minutes each, so it’s not a giant, overwhelming task.  

For those of you who are new on the call, you will be receiving these first sessions, so you really don’t have to worry about it.  But if you want to go in there and catch up on assignments and you’re able to do that, that’s good.  If not, don’t worry because we’ll be going through these each and every week.  

Anyway, I appreciate you all being on the call.  I’ve got some good information today.  Today is September 9, so for those of you who want to log into your Teacher Ease and follow along on September 9, I’ll be covering our product-finding system a little today.  We talked a lot about that last week.  

Today’s going to be kind of eclectic, and I’m going to try to give all of those of you who are new…  I’ve come up with a new shortcut system for all of you.

So what I’m going to do is mute all of you out.  I’m going to tell you about our new shortcut system that should make it faster for all of you to get started and to make money.  Those of you who have email access, I’m going to have you email me your questions because it’s kind of hard to take questions from all of you all at once.  So those of you who have email access, I’ll have you email them.  And then the rest of you who do not have email access, I’ll come on once or twice and ask your questions.

Okay, I’m going to mute you out.  I’m going to give you a brand new perspective on how to get started really fast.  Then I’m going to take questions.  

I was thinking about all of you this past week, and somewhat concerned because we’ve been on these calls – some of you have been on the calls – 3 or 4 weeks and you’re making some progress but not as quickly as I would like to see.

Some of you are new to the call and you just need a way to get started.  

Then we have people like Ken with hot CDL jobs, and he’s more advanced.  Some of this information, Ken, has maybe bored you a little.  Although, I don’t know, some of the checklists that I’ve given and will keep sending out by email are in-depth and have a lot of resources that you’re probably not familiar with.

But I was just thinking the big problem everyone has is targeting their market.  That’s really the hardest thing is how do you target the market to begin with, and find out what they want to buy.

For advanced players like you, Ken, or for some of you others who are more advanced, the game for you is maybe you’ve already got your existing target market, but maybe the question for you is how do you 1) penetrate your existing market faster, simpler, easier, cheaper and b) how do you move into adjacent markets, markets that you’re not accessing currently but that are real related to what you’re doing, but a new set of customers in a new market that’s very closely-related to your existing market?

Well, the method and system I’m going to give you today should really work for all of you and I think it’s going to be a shortcut for most of you.

Now, let’s go back to the big picture here.  What’s our big picture here?  

The big picture is we’ve got 12 weeks to get you up and running.  Now, how do we get you up and running?

Really, in concept, this is really simple.  This is not a hard deal.  You target a group of people, you find out what they want to buy, and then what do you do?  You find out what they want to buy, you get a product or create a product or JV for a product, and you sell it to them.  That’s really it.  

If people aren’t buying what you’re selling, you’re probably selling the wrong thing.  You target a group of people with money, who you can reach by email or you can reach by pay-per-clicks or you can reach by buying a mailing list if you have the money to buy a mailing list, or you can reach in some fashion – word of mouth, which we’ll be talking about.  You find some way to target these people.  You find out what it is they want to buy, and then you sell it to them.

Now, how do you find out what they want to buy?  Well, first, let’s talk about that group.

The important essentials on targeting an audience, for any of you targeting an audience, is you’ve got to be able to reach them at a price that you can afford.  

It costs probably $1,000 to $1,500 to even get a postcard mailing out to a list.  Some of you can’t afford that.  Some of you can.  But if you can’t afford $1,000 to rent a list, print the postcards, buy the postage and mail them and pay letter shop fees, then that’s not a viable marketing method for you.

Now, some of you can reach your audience through trade journals, like hot CDL jobs.  It’s like a recruiting site for truck drivers.  You can probably afford a ¼-page, ½-page, full-page ad in truck driver magazines.  I’m guessing, but the ads probably aren’t that expensive.  If not a ¼-page, then maybe you get a 1/6th page or a 1-inch ad that’s in every issue.  But it’s whatever.  You probably have the money to afford that.

Other people, to run an ad in their target market is expensive.  It’s one of the advantages of targeting people in professions, which you find over at TradePub.com.  That’s in your TeacherEase.com assignment, TradePub.com, which has magazines that you can subscribe to for free to different industries.  Carpet cleaners, chiropractors, architects, every profession in the world pretty much has a trade publication you can subscribe to.

The good news about these trade publications is the ads typically are really cheap compared to consumer magazines.  Some of these things, you can get 1/6th page, ¼-page, ½-page, one-column, one-page ad in there for $300, $500, really cheap.  So it allows you to target a market really inexpensively.  

The challenge with consumer markets is you go in a magazine like Parent, for example, you go into Parent, and a full-page ad in Parent, I haven’t priced it but I’m sure it’s probably $10,000, $15,000, $20,000 because it reaches this huge, gigantic, enormous market we call parents.  You’re going to be lucky to afford a classified ad in there, if they even take classified ads.  A lot of these really giant consumer magazines don’t even take classified ads.  And some of them don’t even take 1-inch ads.  You’ve got to go in there with like a minimum of a ¼-page or something and you just don’t have the money to do it.

So you’ve got to target this market of people, and then you’re going to find you don’t have a good target market unless you can afford to target them, unless you can afford to reach them.  Right?

So this started me thinking, “How can I give you a way that almost all of you could use to target a market where you’re going to be able to afford it?”  And, in fact, I know some of you have a really low budget.  In fact, quite honestly, your budget is free.  You say, “Marlon, I want to target my market.  I want to make money.  The problem is my budget is free.  I don’t have a budget.  I don’t have an advertising budget.”

Now, some of you are that way, some of you aren’t.  Either way, I want to share with you a practical method that I cannot think of any of you who cannot use this method to target a market.  Furthermore, for those of you who are struggling and don’t have a target market yet or aren’t sure about your target market and so forth, this method will assist you in finding a target market and finding products to sell to that target market.

So that’s kind of my setup.  That’s what I want to present today.  It’s really not part of your Teacher Ease assignments, although I’ve kind of got it hidden in there.  

So the method that I came up with is this:  the really only couple free advertising methods you can use.

One of them is you can take e-zines and magazines and create journals and write articles for them.  There’s a lot of you that need to do that.  A lot of you have a product or service where you can write articles for magazines and e-zines and get them published.  And it’s free to get them published.  You get what’s called a resource box at the end, where you offer a free report via email.  That’s much better than giving your website address.  It’s actually much better just to offer a free report via email and have people email you, because then you can make consistent contact with them.

Now, those of you who sell kind of in the online marketing biz-op market, you go to DrNunley.com.  And Dr. Nunley will do publicity for you.  He’ll even write articles for you, and so forth.  But his e-zine list, to my knowledge, is pretty much more limited to the e-commerce online marketing, maybe biz-op market.

The rest of you, you have to custom-compile your magazine or newsletter list.  And don’t overlook newsletters, they can be good.

How do you do that?  Well, you go to a big library and talk to a librarian.  And typically, they’ve got a directory of newsletters and so forth.

You can go to MediaFinder.com – that should be in your assignment – and find directories of newsletters and media directories and so forth.  

Now, having said that, that’s one free way to market your business that all of you can do.  It’s not the one I want to focus on today, but for those of you who want a way to promote your business, it’s one great way.  

Now, for those of you who are a little more successful and have a budget of $300 to $500 a week, you hire a writer and just have them churn out an article every week or every other week, that you put out to magazines or e-zines.  Or some of you that have a product that’s well-suited for free publicity, and I pointed out a few of you who do, once a month or twice a month you have a PR person write a press release and put it out to the media on your behalf.

Or, you can go to PRNewsWire.com or one of the other business wire, and they will actually – for money – typically they’ll write the press release for you and put it out through their online service.

You only actually have to distribute that locally, in most cases, to get it on the internet wire.

So literally for a budget of $75 a week, you can get a press release that will be distributed online to thousands of websites.  Most people don’t know that.

Now, it may only be on those thousands of websites for 5 minutes, but it will go speed across the internet on thousands of websites.

I got a press release once or twice on Yahoo’s finance page using that method.

So that’s one way to promote your business for free.  You churn out articles on a regular basis or you hire a writer to do it for you, using our no-grunt method that we discussed before and we’ll discuss again.

Or, basically that means hiring someone off of eLance.com or some of the other freelance websites to be a writer for you, write press releases for you, write articles for you.  That’s one way to promote your business.  It’s really not the one we’re going to focus on the balance of today.

What we’re going to focus on the balance of today is finding referral sites.  Here’s the concept:  if you can find a good list of websites to refer traffic to you, to refer people to you via an associate program or because you give them articles to publish on their website for free and they need content.  

One of those 2 methods, an associate program where they promote a product and they make a commission when there’s a sale or you give them a good meaty article they can publish on their website that relates to their target audience.  If you can find a lot of websites or a good number of websites with good traffic to do that to, you really have a target market.  Right there, you have a target market.  

And then, it’s really simple, relatively simple to find out what to sell.  You go through and you look at all of the websites and you see what products are being sold on there, and you look for product ideas.

Okay, let’s make this a little more specific for you, because I know I just talked about it in theory.

The way you do this is you go to Alexa.com.  Now, the reason you’re going to go to Alexa.com is Alexa ranks websites by traffic of the people who have the Alexa toolbar installed on their computer. 

For most of you, the easiest way to do that, I do recommend the free Alexa toolbar that you can install on your computer.  Although, be aware that when you do that, they track I think virtually every website you go to and maybe even the programs you use on your computer.  I may be wrong about this, but I believe they aggregate and sell that information.  You can read their privacy policy and see if you’re comfortable with it.

If you’re not comfortable with it, don’t install the toolbar.  Just go to Alexa.com and do your searches and so forth.

If you don’t mind having the toolbar on there and having them track information about your surfing habits and so forth, then you can download and install the toolbar.  

The nice thing about the toolbar is it installs there, right where your Internet Explorer is.  And when you go to a website, you can immediately see the Alexa ranking of it.

Alexa ranks every website, according to a list of about 2-million websites or so that it tracks.  So it’s a really great way to find referral sources and websites that can refer business to you.

Now, let me explain that.

If you just go to a search engine, let’s say you go to Google, and let’s say you’re Ron and you want to sell to pilots.  You type in the word “pilot.”  You’re going to get a bunch of websites.  But just because they’re listed at the top of the search engine does not mean they get a lot of traffic.

So a much better rating of the traffic a website receives is Alexa.  So what you do is you look at the Alexa rating of the website to find your good referral partners.  

If you go to Alexa.com and you type in AmazingFormula.com, that’s what you type there in the little search bar, AmazingFormula.com or any other website, any other domain.com, you will see that it has a little graph and it says, “See traffic details.”  And when you click on “See traffic details,” it will bring up a chart of that site’s traffic.

For example, out of about 2-million websites, currently AmazingFormula.com ranks 7,299, which really sucks.  If you look at my traffic over the past year and you can literally look at traffic over the past year or 2 years, you’ll see I’ve been as high as pretty much close to 4,000.

So more recently, our traffic has kind of sucked and been way down, for various reasons, because we’re promoting other things.

That’s really a nutshell of how you use Alexa.  

Now, once you find these websites through Alexa that have good traffic.

Let’s just say you go in Alexa and you search on the word “pilot.”  You’re Ron and you’re wanting to sell to pilots.  You go in there and you search on the word “pilot.”  I see one of the first websites that come up here is AOPOnline, Aircraft Owners and Pilots Association.  I click on that and it brings me here to a website.  In Alexa, I can click on the link that says “Site Info,” and it will tell me the traffic rank of the site is 9,809, which is a very good Alexa ranking.  

I can click “More site info,” and it tells me “The people who visit this page also visit,” and it has other Alexa links.  So there are other potential traffic sources right there, in the “people who visit this page also visit.”

Hopefully, everyone understands what I said.  If any of you are confused about how to use Alexa, you’ve never heard of Alexa or you have a question about what I just said, go ahead and email me right now, at MarlonOnly@AmazingFormula.com.  Type out and email me your question and I’ll try to go ahead and answer it here in just a minute.  

But let me just recap what we’ve discussed so far.  The recap is this:  we want to find a way that you can get traffic and sell a product.  Most of you don’t want to spend a lot of money on advertising because you don’t want to lose money.  You want to validate your project for very little money.  How do you do that?

Well, the single best way to do that is by having your own associate program, contacting websites, and asking them to basically endorse your product or, better yet, mail your product offer to their list.  

If all they do is put a link on their website to your website, you’ll get some traffic from it, no doubt, and you should – if you’ve got a good, hot sales letter and a product people want – make some sales from it.

But really, the answer is you want to find websites that have good Alexa traffic and websites where they’re building a list, so you can contact them, give them some creative, give them an email they can send to their list and immediately make sales.  Because if they put your URL on their website, it’s going to take you 2, 3, 4 weeks to probably get much traffic or make any sales.

But let’s say they have a list of 5,000 or 10,000 people, an opt-in list that they’ve built up.  They can go in there, email that list today, and you can have sales of your product or service today.  Today.

So that’s the real advantage and benefit of it is simply the speed.  It’s an immediate method.

So those of you who are unfamiliar with Alexa or have questions, go ahead and email me your question right now, at MarlonOnly@AmazingFormula.com.  

I will also come on in a little bit and take questions from those of you who don’t have any access to email.

Let me frame this now and see our next step.

We talked about Alexa.  How do you find a target market?  You simply go to Alexa and take a topic that you’re interested in.  Pick a topic.  Anything that you’re interested in or that you see as an opportunity, you type it in there and see if there’s 1,000, 5,000, 10,000, 20,000 websites on the topic.  If there are, that’s your marketing plan right there.  You look up that website, you get a phone number for it, and you call the person up and ask them to email your promo to their list and you will pay them a nice percentage of profit.

We’ll talk about some nuances on that.

Now, if you go to Alexa and you look up your topic and websites come up, but when you look at the website they’re really not on your topic, they pertain to something else or so forth, then you’ve probably got to find a new topic.  But most of you are going to find, when you go there and you type in your topic, there’s a lot of websites that you can go to, to be your JV partner.  

Now, out of 5,000 websites or 2,000 or 1,000 websites, how do you pick out the ones you call first?  Well, Alexa will give you the websites with the most traffic.  So you go to your best website first, and you also look for the website where they’re collecting an opt-in list so you can just give them an email they can immediately mail out or send to their list to test your product.

Now, next question you’re going to have is, “Marlon, it’s a new product, so how do I get them to email it to their list?”  Well, I believe the best way to do that is to be honest.  You call the people up and you simply tell them, “I’ve got this brand new product, it’s the 22 secrets that can change a pilot’s life or whatever, and it’s brand new and I’m doing my launch on it.  And because it’s brand new and I’m doing a launch on it, I’m giving a small handful of select websites with really great traffic in Alexa, I’m giving you 70% profits if you’ll email it to your list.”  

And you literally give people a lion’s share of the profit just so you can get a couple people who email it and you can get some sold.

Now, once you have sales, once you have someone who’s emailed the product to their list, then you can go to other websites.  And when you contact them, you call them or you email them personally.  You say, “Hi, John Joe over at XYZ big dog website just mailed this offer to his list and he made so much money.  Would you like to make that much money?  If you do, I’ll sign you up as an affiliate and I’ll give you the same email John Big Dog used to send to his list, or Jill Big Dog.”

Now, that takes care of targeting your market and doing your promotion.  The promotion consists of calling people on the phone.

Now, some of you are reticent about calling people on the phone.  And I’ve really got 2 responses to that.  One is most people will be nicer than you expect if you’re calling people in a niche.  

Like Ron, he’s a pilot and he’s calling other people with pilot websites.  Most of those people aren’t going to be rude to him.  A few will, but that’s life. 

You have 2 other options, one which I don’t really recommend, is you can hire someone else to do it.  You can do that later on.  But I really recommend you make these calls yourself in the beginning, if at all possible.

The third alternative, which I also don’t really recommend, is you can email people you offer if you do it one by one and make it a personal email, so that there’s no way that it could be considered spam.

However, I don’t really recommend this.  And the reason is most people don’t read their emails.  So that makes it tough.  That means you’ve got to call people.

So the next logical question that comes up is, “Marlon, how do I call people?  Where do I get their phone number?”  The site that I use – there’s multiple sites you can use – is a site called BetterWhoIs.com.  You simply go there, you type in the website, and it will give you the data that’s on file, including a phone number for that website.

Now, that phone number’s not always going to be the right or correct phone number.  But a lot of times, it will be.  If you get a wrong phone number out of there, then you email the person and you say, “I tried to call this phone number, that was listed at BetterWhoIs.com.  It came up as a wrong number.  I’ve got a brand new product that targets pilots, that targets whoever, truck drivers or whatever, and boom, boom, boom,” explain the offer.

But I wouldn’t even make that a long, detailed email.  I’d say, “If you’d like to call me about this, here’s my phone number.  Or, if you want more information, you can email me back,” and your name.

So that takes care of targeting a market and getting traffic.  The other chunks are you have to have an email that these people can send out, and we’ve got to talk about the email.  I’m going to give all of you a trial of my Pushbutton Email software.  I would have had that login for you today, but I decided to give Lisa a vacation.  She’s worked for me I think 3 years and hadn’t had a vacation, so I just decided on the spur of the moment to give her that.

I also have a forum where you will be able to participate.  We’ll talk about that a little bit later in this call.

So let’s recap.  

We’re finding our traffic and we’re targeting a market.  If you’ve got websites with good traffic and opt-in lists, and you’ve got a number of them, a good number, 1,000, 2,000, 5,000, 10,000, you pretty much have a target market right there.  So that’s part of it.

Now, the other part is the email – we’ll talk about that – that you’re going to give to people to promote your product.  

The next part of this chain is, “Marlon, I know all of this, but I don’t have a product yet!  Marlon, I’ve only got 12 weeks.  This is a 12-week program.  How the hell am I going to get a product done in 12 weeks?  Do you think I’m out of my mind?”

Now, for some of you, Steven, you’ve got your skin cream.  Some of the rest of you, you don’t have that problem.  Some of you don’t have product.

But what I’m going to give you, though, is an idea that all of you can use.  Boyce, you can use that with Steven’s skin cream.  All of you can use this idea and really probably should use the idea.  And let me tell you what the idea is.

The idea is to make your first product a teleconference call.  Make your first product a teleconference call that people pay a modicum of money to be on.  You record the call, and if it’s successful you can have the call transcribed and you can sell it.

If the call’s really not successful, then you transcribe the call and you use it as a free bonus for something else you’re going to do, your next product idea you come up with.

Now, why do I recommend a teleconference call?  The reason I recommend a teleconference call is because you don’t have to spend a month writing your e-book.  You don’t have to spend forever coming up with a product.  You write out an outline and that’s really the teleconference call.  You can do that in 1, 2 or 3 hours.  You can practice it some, practice it some.  

But really, in a few hours you can create a product, if you have knowledge and info.  

Now, if you don’t have the knowledge and you don’t have the info, you have 2 choices:  choice #1, if you sit your butt on the computer and you research your topic for 8 to 10 to 12 hours a day for 1, 2, 3, 4, 5, 6, 7, 8, 9 days, and pretty soon you will be an expert.  

How do you think I learn a lot of what I know?  The way I’ve learned a lot of what I know about online marketing – and I pretty much know just about what everybody’s doing on just about everything – is I’ve sat my butt in a computer seat and I sat there staring at a computer screen for hours and hours and hours and hours, surfing websites.

Now, I realize some of you have jobs and can’t do that.  I realize some of you have families and it makes it really hard to do that.  And I don’t necessarily have an easy answer, because there’s a trade-off between family and your personal time.  You’ll find a lot of successful people sometimes have ignored families.

It doesn’t have to be that way.  It’s kind of a weird thing.  You hear these success stories about people that make a lot of money and don’t work insane hours.  Typically, though, what maybe isn’t mentioned or you don’t find out is that they have a genius IQ or they have absolutely unbelievable, phenomenal ability.

I can personally tell you that a lot of the people who are considered internet marketing gurus, quite honestly, are much more talented than a normal person.  Some of them have legitimate genius IQ’s.  Some of them have abnormal abilities that they demonstrated at 16 and beyond, and so forth.

In my case, I’ve honestly just worked harder than most people.  I have an average IQ.  I worked at this a lot.  I started in direct response marketing in 1978, so I studied or worked hard at it.  I wasn’t a born natural.  A lot of my first projects failed.  And I’ve got probably 5,000 or 10,000 more books than the average person has.  And I got where I am by reading a lot, by studying a lot, by trying a lot of things and by failing a lot, quite honestly.

See, it’s easier today, though.  There’s so much information today, that I just think it makes it a lot easier.  

Now, let’s say you say, “Marlon, I work 8 or 10 hours a day and I’ve got a family.  And I’m not already an expert on something.”  If you’re already an expert on something, where you can solve problems for people or give them what they want, you’re ahead of the game.  If you’ve got a skill, you’ve got an ability, you’ve got some expertise, that makes life really simple for you.  You target the market, you write the sales letter, you get somebody with a list to mail it out for you and pay them 50% or 70% of the profits to do it.  And it either works or it doesn’t.  And if it doesn’t work, then you do it again.

But let’s say you’ve got no expertise.  You don’t know jack.  And what you do for a living is you shovel dirt.  The market for how to shovel dirt is really pretty limited.  And you’re saying, “Marlon, all I’ve done all of my life is I’ve shoveled dirt.  Nobody wants to know how to shovel dirt, but I want to make money in online marketing.  And furthermore, I can’t even talk good English because I’m from some exotic place where we speak another language.  So I can’t even speak English.  Nobody’s going to pay to be on a conference call with me.  Furthermore, I don’t know jack.  What do I do?”

Well, you’ve really only got 2 options.  One is you sit your butt at the computer, you become an expert on something.  If you surf and read and study 8 or 10 or 12 hours a day, you can become an expert.  But let’s say you don’t even have time to do that.  You work a full-time job shoveling dirt.  What do you do?  And when you come home, you’re really tired because shoveling dirt is really hard work.  What do you do?

Well, that leaves you with only one other option:  you save your money from shoveling dirt or dig into your little piggy bank fund and you pay somebody else who does have the knowledge, who does have some expertise, who does have some experience to do the conference call for you.

Now, I will give you a range of possibilities on this.

You find out what someone charges for consulting.  And let’s say they charge $200 an hour for consulting.  You off them $400 or $600 for an hour, to do your conference call.  First, you probably offer just the same amount of money.  They make $200 an hour, say, “I want you to do a consultation.  I just want it to be with a group of people.  Will you do it on this topic?”  And if they say, “No,” then you say, “I’ll tell you what, I’ll pay you double your normal consulting rate.  And if that’s not good, I’ll pay you triple your normal consulting rate.”  And if they say no to that, you go to the next expert.

Let me tell you, there are lots and lots and lots and lots of people out there who are willing to sit their butt in a chair and talk to people on the phone and make $100, $200, $300, $400 for doing it.

Now, there’s even another way to do it.  I have a friend, I won’t mention his name.  My friend wanted to do something on online website marketing, and he didn’t know jack about it.  Well, he knew some, but he really wasn’t an expert.  He found a guy with a website making a lot of money.  He was really a genius.  He paid the man – and I may be wrong – the sum of $3,000.  He paid the man to do the teleconference call that revealed his secret to making money with his website.  

But he sold this call.  On the call itself, there were maybe 100 people on there that paid like $1,000 or $2,000 or some such sum to be on the call.  Then he recorded it, he turned the call into a product, and then, as I recall, he sold the product and then he sold the reprint rights to the product for $1,000 or $2,000.  And then later, he sold that whole business to somebody else for a whole bunch of money.

So you can’t tell me the thing can’t be done.  There’s too many people out there who do it.  

I have a friend who wanted, a long time ago when associate programs were brand new, he wanted to become the associate program expert but he didn’t know a lot about associate programs.  Associate programs were brand new.

He interviewed a bunch of the big names at the time, and they let him interview them for free because it was on this hot, new, immerging topic, and he had a professional approach and so forth.  And he interviewed these people on the topic of associate programs, had it transcribed, and made an e-book.

Actually, if you want to know the truth of it, this is what I’m saying about people who are gurus.  A lot of them do have exceptional talent.  One of his talents is he happens to be an extremely fast typist.  Believe it or not, he typed the fricking interviews while they were going on.  He could type so fast, that while the person was speaking in the interview he typed and transcribed it real-time.  I can’t even fathom that.  I’m a fast typist, but I cannot even fathom someone being able to do it.  But that’s actually, honest to God, what my friend did.

Anyway, to make a long story short, he interviewed like 12 or 20 of these people, transcribed it all, put it into an e-book with his name on the e-book.  He contributed no content, zero content, zero content.  He knew nothing.  Nothing.  He knew nothing.  He might as well have been a dirt-digger.  He knew nothing.  

But because he interviewed these 20 experts, put his name on the e-book, he became the guru on this topic of associate programs and really made a lot of money doing it.

So you just can’t tell me it can’t be done, because there’s too many people who do it.  

Another guy, Joe Kumar is recent.  A lot of you are familiar with his e-books.  He came up with this idea for an e-book on if you were stranded and you only had $100, you only had $30 to make money, how would you do it.  And he got all of these people to contribute their topics, their articles and whatever, and he compiled them all into an e-book, stuck his name on it and sold it on an affiliate program.  As I recall, the affiliate program was like 70% profit.  Penetrated the marketplace quickly and put Joe Kumar’s name on the map.  So there’s another guy who did it.

It’s an interesting thing.  All of you can do this.  Either you have the knowledge yourself, you get the knowledge, or you pay somebody else who has the knowledge to do the teleconference call for you.  

So this speeds up the process that we’re talking about.  You target a market, you find out their problems and complaints, you do your 12-product survey, you come up with 12 product ideas and ask people which of these 12 conference call ideas you’d most want to hear, would be most likely to buy if it were available in the next 30 days.  You do your little survey, and boom, you get your topic, you create your outline, you get your information together, you research it yourself or you hire somebody else who will do the call for you, and then you go and you find somebody, or a number of websites, with a big list or a decent-sized list, who are willing to promote the call for you for a percentage of the profit.

In a lot of industries, 50% profit is a good profit.  A lot of industries, people only typically pay 15% or 20% on an associate or affiliate program.

So if you come in at 50%, or in a highly-competitive marketplace 70%, you shouldn’t have any problem finding people who will promote the call for you, if you come up with a hot topic.  You can tell them, “Listen, I did this survey, a 12-product survey, this is what everybody’s saying they want to hear.  I’ve done all of this research on it or I’ve got this expert on the topic.”

Now, here’s another twist or angle that you could use.

You could do your 12-product survey, you come up with a product idea, and you make a list of the top 25 people that have the best rankings in Alexa, but they all have to have opt-in lists.  If they don’t have an opt-in list, you’ve got to toss out their website and find somebody who’s got an opt-in form on their website so you know that they’ve got a list.

And you go to those people and you get every one of them to participate in the call.  For participating in the call, they get a recording of the call and they get a transcript of the call.  And you can find transcribers in Writers Digest magazine.  That’s at the bookstore on the magazine stand in the US.  I don’t know about UK and Australia and Guam.

But it is WritersDigest.com, or you can go to eLance.com and hire a transcriber.

So the benefit to them is they get the audio, they get a transcript, and every one of them gets the right to sell the product.  You don’t have to throw in the rights, but it’s typical to give them the rights to sell the product.  And they get a sales letter for it.  

Really, why shouldn’t they do this?  But the brilliance of it is now your name is being promoted because you’re the one doing the call.  Right?  So your name is getting advertised and you get to write the sales letter and present your own self and your own credentials and create your own visibility, and then all of those people are going to promote that sales letter to that list.

Now, alternatively, instead of giving them the reprint rights to it, you offer them 50% or 70% of the proceeds of the sale.  You write the sales letter, you do all of the work, and really all they’ve got to do is drop an email to their list.  

Now, you’re going to need a good email.  How do you get an email?  Well, you will get a free trial of my Pushbutton Email software letter.  You can also use the PushbuttonLetters.com software that’s in the Cash Like Clockwork system, and so forth.

You will need an email that sends the people to a sales letter.  

Really, the thing that’s going to sell the conference call is the sales letter, so you have to have a hot sales letter.

Now, let me explain, for information products, what causes people to buy.

For an information product, burn this in your brain and never forget it.  The thing that makes people buy is curiosity.  You’ve got to have the big, bold, powerful promise, you’ve got to have the benefits there, but ultimately it’s this insatiable curiosity that people have that makes them buy.  That’s why your bullet points are all important in a sales letter for an information product.

Why?  Because you’ve got to make people curious.  You’ve got to make people insatiably curious to know what it is you’ve got to say.

If you go in there with bullet points and “Here’s what you will learn,” and it’s all stuff that they’ve heard before, they think they know, they aren’t curious about it, you aren’t going to sell jack, for the most part.  “Here’s what you’re going to learn,” and you’ve really got to have these tantalizing bullets, just like you read on every one of my sales letters, just like you read on every one of Jonathan Mizel’s sales letters, just like you read on every one of Corey Rudl’s sales letters, just like you read on anybody else’s sales letters who’s selling any kind of e-book or info product successfully online, because curiosity makes people buy.

So that’s really the key to the email.  You’ve got to have some hot bullets on that email that make people want to click.  And when they get to that sales letter, they’ve got to have a big, bold, powerful promise, you’ve got to have proof, but you’ve got to have hot, tantalizing benefits that just makes people practically pee in their pants to want to know what it is that you’ve got to say.  You’ve really got to make them curious.

If it doesn’t make them curious, they aren’t going to buy.  So you’ve got to really make them curious.  

So that’s how you sell an information-based product.  

Now, let’s go back.  Why do we want to do the conference calls?  Why do we want to do the information-based products?  Because you can do the call, you can have a product available and, in short order, you can have it transcribed.  Later, you can sell the transcription or you can take the transcription and turn it into an e-book.  You can use the transcription as a bonus with another product, and so forth.

Now, those of you who, like Boyce, have a physical product might still consider doing a conference call.  Like he could do a conference call on the topic of diabetes.  Why?  Because if he could partner with different websites that would also sell the skin cream, it’s just an additional way to build a relationships with these potential joint venture partners.

Now, for those of you who are more advanced marketers, here’s one more twist and then I’m going to start taking questions.  But here’s one more twist for you all to consider.

The twist is this:  you can actually do a conference call where you give away 100% of the front-end if you have a backend.  In other words, if on that conference call, at the end of it, you’re going to sell another product, you could really give an endorser 100% of the front-end money of the conference call, sell a product on the conference call itself, and you’d make money on the backend and they’d make 100% on the front-end.  That’s an advanced technique.  Don’t do it unless you’re experienced, because it takes quite a bit of skill to know how to sell on a conference call.  It’s not something you probably are going to succeed with your very first time out.

I’m checking my email here at MarlonOnly@AmazingFormula.com to see if you all have questions on Alexa or what we’ve been talking about.

Lisa (name removed) has an Alexa question.  “Marlon, when doing searches in Alexa, ranking for websites, are you typing the subject in the web dialog box on the Alexa page?”  Well, let me go here to Alexa and let me look here, Lisa.

When you log into Alexa.com, it says, “Search the web.”  So like you can type in there any word that you want or any word that you’re interested in, and bring up Alexa websites.  

Now, there are other great places.  And let me tell you, the easiest and best place to search is not the search-the-web link.  

If you look over on the left-hand side at Alexa.com, it says, “Explore our site,” and there are 3 links under it.  The #1 link is “Top 500 on the Web.”  The #2 link is “Movers and Shakers,” and the #3 link is “Top Sites by Subject.”  That’s really the first link that you want to start with, Top Sites by Subject, because that’s going to show you – by subject – your top sites.

And then, from that page, if you don’t find what you want, you go ahead and you type your search in the search box there.

Let’s see what else we have here.  Rick has a question.  “Marlon, enjoyed the conference call today.  I have 2 target market.  I buy notes.  My market is people who want to create a note to sell their house.  I also target professionals.  This is my first call.  I think it’s very beneficial.  I’m using direct mail to reach the sellers, okay, carry-back people.”  

To carry through on our call today, Rick, the idea that I would have you use is maybe to come up with a front-end seminar that you could sell people, and then backend your note buying.

There’s really 2 ways to do it.  One is you do the seminar just “Free seminar reveals how you can sell your note on your house, blah, blah,” and you give part of your profits to your JV partner, if that’s legal in the real estate business.  I’m not sure it’s legal.

#2, you come up with a topic, “Amazing mortgage secrets revealed,” and you talk about mortgage acceleration and all of these other things.  And just one of the topics that you talk about is that people can sell their notes.  

Of course, the purpose of the call is to pitch them on selling their note.  But you’ve got to add in these other hot topics they’ll be curious about and want to find out about.  

Then, it’s a judgment call between doing the call for free and giving the endorser part of the backend, versus selling the call upfront and splitting part of the upfront profits with them.

Now, if direct mail is successful for you, you just try and tweak and improve that you’re doing in direct mail, add in backends, add in upsells, and other ways that can create a profitable business.  

But if it’s too expensive doing that, I think I would recommend you try to find people online to do it for you.

Now, any of the rest of you have questions, I’d appreciate it if you’d email the questions to MarlonOnly@AmazingFormula.com, because it makes for a little less chaos when I take questions.  I will do it, but when I bring on everyone there’s typically a lot of background noise, so it makes it a little difficult.

Janette Cates wrote.  Oh, Janette, I’m really sorry.  Janette Cates’ mother injured herself, so she will not be able to make the call.  Janette, I really feel for you.  My parents are really old and have a lot of problems like that also.  Our best of sympathies are with you.

If you’ve got questions, let’s go ahead and email them to MarlonOnly@AmazingFormula.com.  Let’s try to get you all on the right path.  

Navine just sent a question.  “Marlon, great call, my second call.  Would like to listen to the previous call.  Are they on the site yet?”  They should be on the site.  I think we got them on the site.  I will double-check that, Navine, with Lisa tomorrow.  As I said, I decided, spur of the moment, to let her take a vacation.  It’s been 3 years and I haven’t even given her one vacation.  

If she doesn’t have them on there, we will get them on there.  I’ll do my best to get them on there tomorrow.

If you’ve got another question, please email it to me.  

We normally post the audio of the calls in the behavior log section of TeacherEase.com, just so you all know.  You go in there and there’s a little e-book with recordings of the calls on them.

Recapping what we’ve discussed today, I call this my accelerated 12-week system.  Accelerated 12-week system means that you go to Alexa.com, you type in your topic or targeted interest, you find the website with the most and the best traffic and opt-in lists, you come up with your 12 product ideas, you do a survey on it, take the number one topic and have people endorse a teleconference call on that topic.  

Normally, you’ll want to charge for that call and split it with the website owners.  You may or may not give them free reprint rights to the call.

Now, once you have that call recorded and a transcript of it, there’s a lot of things you can do.  You can sell it.  You can use it as a bonus for other products.  

What Bob Serling used to do – there’s a gentleman named Bob Serling – Bob used to do exactly what I’m describing, and he would take and sell reprint rights.  A lot of times, he would do a series of calls on a topic, 2 or 3 calls or a really long call on a topic, then he’d take reprint rights and sell the reprint rights for $1,000 or $2,000.

I have hesitations about selling high-end reprint rights like that, because in the United States we have business opportunity laws and it probably rides a little closer to business opportunity laws than I personally feel comfortable with.

Let’s say you were only selling reprint rights to people with existing businesses.  So you were not enabling someone to start a business, you are only licensing the rights to existing businesses.  That doesn’t smell like a biz-op to me.  I’m not a lawyer.  You get into areas like business opportunity and selling reprint rights and stuff, and I really think you need good legal counsel.  

By the way, when you go into something like that, you need a specialists, because your average attorney I really don’t think is that knowledgeable about business opportunities laws.  You probably want to get someone who specializes in it.

Kevin wrote and said, “Great call information today.  How big a list do you need to mail out to, to get a reasonable number of teleconference participants.  How do you price the call, especially to a market that isn’t in the habit of attending conference calls?

Well, it depends on the market and the problem you’re solving.  I think when you’re testing it, you sell it cheap.  When you’re just testing, it may be $50 or $100.  To make it attractive to joint venture partner, $100 would be good and you split it 50/50.  The challenge with that is, depending on the market, $100 may be too high.  So you may have to start out at $50.  

To a real consumer market, where you’re selling something that doesn’t make them money, $20 maybe.  So pricing, Kevin, is a challenge.  One of the things that you do is you go to the websites on your topic and you look to see what else they’re selling and what the price points are.  And that gives you an idea what your price point can be, based on what they’re already buying. 

Now, if you’re going to a marketplace and they haven’t bought any other info products and that kind of thing, there is a way to test price, which is called “split-testing.”  And you can tell your JV partner this.  “We want to test 3 price points, $20, $50 and $75.  So we’ll divide your list into 3, we’ll mail a third of the list this price, a third of the list this price and a third of the list this price.”  That’s typically, in direct mail and direct response, how you determine price is you split-test.

Now, if you’ve got a website and you install one of the split-testing scripts that we’ve talked about before, you can test 3 prices.  So you rotate 3 pages.  And the only difference on the 3 pages is the price point.  You can try that, also.

Amazon.com got in some problems, I believe, over price-testing.  But then again, you probably aren’t going to get in trouble because, let’s face it, none of us are Amazon.com.  Although I’m always aware of the law, I do my darnedest to – and I think you should also – abide by all the rules and regulations and so forth.  

So how big of a list do you need?  Well, Kevin, that depends on the joint venture partner.  There are people with only 5,000 names on a list that are hyper-responsive because of the relationship the list owner has with the list.

There are other people that have 50,000 or 100,000 on a list that are very non-responsive because either A) the list owner does not have a good relationship with his list or B) they don’t have credibility.  

The response of the list endorser tells you the quality and the degree of the credibility and quality of the relationship that that list owner has with their list.

So the answer is you go in Alexa, you find your sites with the highest Alexa traffic, where they’re collecting opt-in lists, and whatever you get is whatever you get.  That’s the best you’ve got.  The best you’ve got is the people with the best Alexa rankings that are developing lists.

If that doesn’t work out for you, if that doesn’t work out for you, then you try a new collection of lists.  You get a different topic and go to different website owners and come up with a new conference call idea.

How long does it take to come up with a conference idea?  Not very long.  Now, if you’ve got no skills, no ability, no knowledge and you dig dirt for a living, then you’ve got to go find you a new topic, new idea and a new expert.

But there’s a lot of experts you can get to do stuff for a few hundred bucks.  Let me prove this to you.

There was a company that used to do seminars for corporations called Career Track.  I don’t know if Career Track’s still in business.  I think Fred Pryor maybe still does the same thing.  They go city to city to city, having this whole big selection of seminars, full-day seminars conducted by different experts.  

And I may be wrong on the pricing, but as I recall, they were paying like $200 a day or $500 a day, or something like that, to the experts to do the seminar.

So everybody’s available at a price.  I used to travel and do seminars where I’d speak an hour and a half, and I got paid good money but not extravagant money, depending on your definition of extravagant.  I really can’t say how much I got, but a real good paycheck but not a million dollars.  And I’d speak twice a weekend.  In aggregate, it was a lot of money.  But anyway, my point is everybody has a price.  

Now, what’s really interesting is there are online places that make it real easy to find these folks.  If you go to – I can’t remember the URL exactly – Coaches University.  I think if you type in “coaches university” or “coach U” or something like that, there was the one that Thomas Leonard started.  And you will find a bunch of coaches there.  Yeah, it’s CoachU.com.  You may be able to find coaches there that have decent prices charging for their time.

Another place is called the National Speakers Association.  That’s a good one, if you search online for National Speakers Association.  

Here’s an interesting one.  You can also type in the word “teleseminar,” and you’ll get all of these websites that do teleseminars.  

Most of you are struggling for a topic, here’s a really lazy way to do it.  You go to Google, you type in the word “teleseminar,” and you will see all of these teleseminars other people are doing and you can look at their topics.  And then you can go look at their Alexa traffic and see if they’ve got an traffic or not, and you probably know if they’re successful or not.

I talked last week about Amazon.com.  You can get great ideas from books on Amazon.com that nobody knows about, because the books really haven’t been marketed.  I’ve gotten several really good ideas off of Amazon.

I’m going to give you a really interesting, tricky way.  Here’s something that nobody else has ever taught, nobody else ever told you, that you’re only going to hear here.  You take the number that you dialed in to the teleseminar today, and you go and type it in Google.  And you’ll find probably hundreds of teleseminars that are being conducted on the very teleconference line you’re calling in today.  They just use different extensions.  You can go there and look at all of those topics.

You can get the call-in number to other teleseminar companies.  They all use like a main call-in number with an extension.  Take that main number, type it in Google, and you can almost instantly get hundreds of great ideas for teleseminars, just by typing in these teleconference main numbers into Google.  You can see hundreds.

Now folks, the stuff I’m presenting today are trade secrets.  You’ve got to understand.  That idea I just gave you is really a simple idea, but it took me a lot of time to come up with that idea.  The information I give you is proprietary.  I don’t want you teaching this in free e-books.  It’s like the stuff I give you is proprietary, and you hurt all of us if you give it away for free or you teach it as though it’s your own information.

Why does it hurt us?  Because what I’m giving all of you is a competitive edge, because it’s data and information other people don’t know.  If you go out and give it away or you go out and teach it to a bunch of other people and a bunch of people do that, the money you just paid becomes worth less and less and less because the more information is disseminated the less the value of it.  

So I encourage you, for your own self-interest and your own self-benefit, to keep the secrets I give you all secret.  I would really appreciate it very much if you do that.

So you can literally type in the word “telecall,” “teleseminar,” “teleconference,” and get tons of ideas.  You can type in the number of the teleconference companies themselves and get a lot of great, drop-dead, killer ideas for teleconference calls.

We’ve got some more questions.  Lisa (name removed), getting a transcript.  “Marlon, I’ve got a recorded call.  The call went 90 minutes.  How do I edit the audio to turn it into a sellable product?  Would I recommend turning it into a transcript or sell the audio?”

Well, sell the audio.  And if you can sell the audio, then get it transcribed into a transcript.  

How do you get a transcript?  Well, like I said, you go to WritersDigest.com.  In the back of the magazine, there are 2 pages filled with ads from people that type transcripts.  

You can go to eLance and look up people who type transcripts or that are transcribers or transcribe.  

You can go to Google and type in the word “transcribe,” “transcriber,” “transcribe transcripts,” and so forth, and find people through Google.  There is no shortage of people who can type, let me tell you.  For $1.75 a page, you can get audios transcribed.  You shouldn’t be paying $10 a page.  You can get them transcribed from the sources in Writer’s Digest magazine for $1.75 a page.  That means the average audiotape is 20 to 30 pages, so it should cost you $20, $30, $40 for your transcript.

Now, it’s going to be a real rough transcript, unedited.  For $10 a page, you can get people who will edit that for you or you can edit it yourself.

First, I’d just sell the audio.  Then, if the audio sells, I’d probably get it transcribed.

However, if you’re trying to get an expert to do a call for you, I recommend that you have it transcribed.  And the reason I recommend that is because you offer the transcription to them, so they can use it.  That’s a real big benefit to them, because they don’t know how to do transcriptions and so forth.

(name removed), Sherry said, “Marlon, what would you suggest for B-Tone.com?  We’ve increased our traffic and sales.  Our goal is 1,000 sales a month.  We’re working on the site.  What else do you suggest?”

Well, this is just my 2¢ here, Sherry.  You’ve got a whole gazillion links over here, which simply detracts people from whatever it is you want to sell.  I recommend what I do.  You want to know what I recommend?  Look at what I do.  Go to my website and you aren’t going to see a whole bunch of links.  What you’re going to see is a sales letter with an order button, basically, and some testimonials on there.  

But what do I recommend for you?  This opening page does not have a sales letter on it.  It’s got some bullets.  Alright, okay.  All you’ve got to understand is this deal of selling depends on your pitch.  Now, that may be a pitch over the phone, it may be a pitch on a teleconference call where you pitch people on a teleconference call, it may be a direct mail letter or a letter online.  But it’s the pitch.

You can’t have a half-assed pitch.  You can’t have an almost pitch.  You can’t have a sort-of pitch.  You’ve got to have a full-blown, all-out, drop-dead, killer pitch.  That’s what it takes.  Most people are too lazy to do it.  Most people don’t believe it will work.  Most people don’t think people will read long sales letters.  Most people have got no fricking idea about marketing or no clue about what they do.

So what do you do?  What do all of you do?  You target a market, you find out what they want to buy, and you create a drop-dead, killer sales pitch for it.  

Most of you are going to use that sales pitch on your website, in the form of a sales letter.  Some of you may send that out in direct mail.  Some of you may do it orally.  However you do it, an awful lot of your success depends on the pitch.  An awful lot of your success depends on the pitch.  

What is a good website?  A good website is a sales letter.  It isn’t content, in my opinion.  

I do believe you can use a content website to get traffic, but the sales page has got to be a sales letter.  Really, if you’re getting associate program traffic and referral marketing traffic, which is what I recommend, you’ve got to have a drop-dead, killer sales letter on a website without a whole bunch of junk, without a bunch of links, because it will simply detract from the sale.  

So what do you need?  You need a killer sales letter or killer pitch.  

How do you get a killer sales letter or killer pitch?  You’ve got a couple options.

Option #1:  you write a sales letter yourself and you study your butt off to do it.  And you learn how to write great, killer, drop-dead copy.  How do you do that?  By studying great, killer, drop-dead copy.  How do you do that?  By studying online letters from myself, Corey Rudl, Yanik Silver, the other people highly successful selling online.  You buy Million Dollar Mailings, the book Million Dollar Mailings by Denny Hatch, and you study it.  That’s really how you become a success in this business.

If you go to TheGaryHalbertLetter.com, there’s a whole lot of back issues there that are really great stuff about writing ad copy.

Now, let me say this.  There are a couple things you should know about Gary.  Number one, by his own admission, he went to jail for mail fraud because he did not fulfill orders.  He says the orders were stolen.  I just want you to know that upfront.

#2:  Gary sells their high-end seminars that are typically $5,000.  In this call, I don’t really have a comment about the seminars.  Some of their seminars I think are really great, some of them are maybe not as great.  I don’t know.  But a lot of people have learned a lot from Gary, a great teacher of marketing and one of the best sales letter writers living.

Anyway, you can go to TheGaryHalbertLetter.com, get some instruction and information about marketing.  

Gary, right now, is promoting if you sign up over here, you’ll get his pitch for his $5,000 internet marketing seminar.  I don’t know about that internet marketing seminar.  I don’t know.  I don’t know if it’s worth $5,000 or not.  But I do know the free issues of his sales letters are really good.

So, the way I learned to write copy was, #1, studying the classics.  John Caples, Tested Advertising Methods, and so forth.  I’ve written my own product that’s part of Cash Like Clockwork, for those of you who have the CashLikeClockwork.com course.  I highly recommend you study the sales copy CD, where I break it down in-depth and I have an audio from a seminar in there, and so forth.  I teach you a lot about writing copy.

A few things you should know about a sales letter.  

A sales letter is a letter.  It’s a letter from you, as though you were writing to a friend.  So the letter begins, “Dear Friend” or “Dear Customer,” and it looks like a letter.  It is formatted like a letter.  It uses casual, informal language like a letter.  It uses short words and short sentences and short paragraphs.  You don’t know if you used good grammar?  You wrote a sentence that sounded too sophisticated.

Most people screw up when they write a letter, and they try to write it like you’re impressing people instead of like you’re sitting down over a cup of coffee with a friend, explaining how a product or service is going to solve their problem, make them money, save them time, and give them benefits.

A letter is very personal, and it’s me to you.  So, how do you get a great letter?  Like I was saying, #1, you can learn how to do it yourself, and I recommend all of you do that.  And #2, for those of you who have money, like Boyce for your skin cream, I just think you’ve got to have a great letter on there, and I think you probably have the money to hire somebody really great to write it.

I used to write professionally for a living.  When I did, I charged about $10,000 for a sales letter.  When I started out, I think I was $5,000 and later I was about $10,000.  I don’t do it anymore.

Michael Forten will write a letter at what I consider a very reasonable rate, considering his skill.  There’s a guy named Brian Voiles that used to write copy.  Don’t know if he still does.  

There’s Trevor Levine at MarketingExperts.com.  David Garfinkle, I think is higher priced, $7,500 or $10,000 plus a commission.

I have a friend who’s just a drop-dead, killer writer named Anita Williams.  I don’t know her current price.  Let me say this.  If you can’t afford to spend $3,000 to $5,000 for a sales letter, don’t even bother contacting a writer who’s good because most of them, minimum is $3,000 to $5,000 and some of them are more.

But any of you who need a sales letter, Anita has written for some of the largest ad agencies in the world.  Her husband, actually both Boo and Anita were my mentors in copywriting and business.  Anita’s toll-free number is 877-367-8092.  If you can’t afford $5,000 for a sales letter, don’t waste her time.

So you can hire somebody else to do it for you, or you can do it yourself.  There are some other people that write sales letters.  There’s OrangeBeetle.com.  Dr. Nunley writes serviceable lower-cost sales letters at DrNunley.com.  

So there’s a range of help out there, with different skill levels and different price points.  So that’s a little bit of an answer to that question.

What I did was I learned how to write copy.  I sucked at it at first, and I just kept working at it.  I read the classics, John Caples and so forth, and stuff that I recommended.  There’s so much more great information and e-books available about writing copy today, than when I tried to learn how to write copy that, really, it just makes it so much easier.

Now, you can do a pretty good job with my PushbuttonLetters.com software.  I said, it isn’t the job you’re going to get from Michael Forten or Anita Williams or Brian Voiles, or probably Trevor Levine.  But you’re going to get a decent sales letter, if you use the product.

The mistake everyone makes in writing sales letters is they just abbreviate their benefits and they don’t make it conversational.  You’ve really got to have a long letter.  For most of you, if your letter’s less than 8 to 10 pages, you probably didn’t do a very good job of describing your benefits.  

Unfortunately, what a lot of people do with Pushbutton Letters is they write a 1-page or 2-page letter with it.  It’s just too short.  It’s great software.  It really does work.  But you’ve really got to spell out every single feature and benefit in detail and paint vivid pictures of those benefits and how they benefit the person.

I’ve talked ad nauseam.  Let me go here and check questions, and then we’ll go open the call up for those of you who could not email me your questions.  

More questions.  Lisa Satora, how to convince people you’re an expert.  “Marlon, if you do not have a ton of experience on your subject, how do you establish your credibility in sales letters?  You can’t say that you’ve made a certain amount of money or that your method has worked for 1,000 people.  How do you convince your target market that what you have is worth buying?”

I like the method of emailing questions during the call.  

Well, I think that what you do is there’s more than one kind of proof.  If you study the classical construction of a sales letter, you will learn there are about 20 different types of proof and not just one type of proof.  Your background and credentials are only one type of proof.  There are other types of proof.  One form of proof is called “construction evidence,” how something is constructed.

Another form of proof is social proof, what experts say or what other people say about a product.  There are about 20 different kinds of proof, not one kind of proof.

So that you asked me that question tells me you’ve not studied how to write a sales letter and you’ve not studied the existing body of knowledge.

Now, I realize it’s hard.  A lot of you have jobs and you don’t have time just to be sitting around all day.  And a lot of you have got families and so forth.  I wish I had an easy solution to that.  But really, the advantage in this business is knowledge.  The advantage in this business is information.  The advantage in this business is learning, and I really don’t have a shortcut as far as learning.  You’ve either got to hire other people who can do it to do it for you, or you do it yourself.

Now, one of my friends made an awful lot of money, a lot of money by hiring Michael Forten and other people to write sales letters for him.  You don’t necessarily have to write the sales letter yourself.  But if you do write the sales letter yourself and you want to establish your credibility, then you read Tested Advertising Methods by John Caples.  You read my product on writing ad copy.  You read David Garfinkle’s product.  I don’t know the URL, but it’s the one Mark Joiner used to sell.  He wrote an e-book.  I think Ken Evoy has an e-book he sells on copy.  

There’s another really great classic book that’s dirt-cheap, that all of you should have.  I believe it’s called How To Write A Great Advertisement by Victor Schwab.  I’ll type it into a search engine right now.  

Melvin Powers at Wilshire Publishing is the one.  A really great book all of you should read, about how to write a great advertisement.  If you just type in How To Write A Great Advertisement and Victor Schwab, that will bring it up.  Also, I think if we search on Wilshire Publishing, we’ll get Melvin Powers’ website.  MPowers.com.  You go to MPowers.com, I think you will find he has links to the different books, and so forth.

So anyway, that’s what you do.  There’s a lot of different kinds of evidence and proof.  

Now, let me say this.  If you’re solving a problem, you really want some kind of credibility in there.  But if you don’t have any, a lot of times if you’re solving a problem and you’re the only person solving that problem, the credibility somewhat becomes irrelevant because you’re the only possible solution.  Right?  So they either believe you or they don’t believe you.

But you can always give the product to some experts to review and get some quotes from experts saying how great it is.  Give it to them and ask for quotes, book reviews.

You can have other people review the book for you.  You can get some credibility that way.  You can tell everything that went into the construction of the product.  “We researched 1,233 websites and blah, blah, blah.”  

Anyway, a lot of different ways to create proof for a product.

Vida (name removed), “I have a software program.  I need download passwords for buyers, but I can’t pay the $64 you recommend at AutomateYourWebsite.  Any more suggestions?”

Well, I don’t think AutomateYourWebsite, Vita, should cost you $64 a month.  I think you’re looking at a more expensive package there.  I will check on that and email you concerning it.  Let me do that.  

There are other sites.  If you go to any shareware site, there’s all of these sites that people use to process their credit card processing for shareware.  When you buy any shareware program, you will see them.  You could use one of those.

But let me check on AutomateYourWebsite.  I don’t think you should have to be paying $64 a month, but I will check on it for you and email you.

“Thanks, Marlon, I use your formula and software, can write a killer sales letter that sells.  There’s lots of talk out there re sales letter sites.  Should we use the letter or link to this info site, or do a separate site for each market?  We’ve also hired Michael Forten.”

Michael Forten’s a great writer.  I do recommend him.  

What I recommend is real simple.  I recommend one domain, one sales letter, absolute minimum of links off the page.  The reason is they either buy or they don’t buy.  If you’ve got a lot of crap and a lot of other links on the site, they start surfing around and they get confused, and then they don’t buy nothing.  

So my own personal experience, and it is only that, Corey Rudl does it differently.  On his main site, he’s got links to all of his products.  But his affiliates and associates send people to a sub-page that just has a sales letter.

Personally, what I do and what I practice is every sales pretty much has its own domain and all that you find on that page is the sales letter, the order link, a testimonial link and an affiliates link, and then a few small links at the bottom that are required, such as a privacy policy, my legal disclosure and so forth.

So I’m a major advocate of keeping it simple and just having a sales letter.

Donny Oswald, “Wow, Marlon, it was really good insider info on the teleseminar search.  Do you have any insider techniques for searching topics at Amazon?  If you find a really good idea at Amazon, how would you follow-up?”

I was over at Amazon just searching on stuff I’m interested in, in marketing, and I just came across books with some great killer titles and topics that I’d never thought of.  And I’m like, “Wow, what a great topic!  And nobody’s selling the book.  I’ve never heard of the book before.”

How would you follow-up?  Well, you can contact the book author and see if they own the rights to the book.  A lot of times, books go in remainders after only 3 to 6 months on the marketplace, and the copywriter reverts to the book author.

So a lot of times, they own the copyright and you can strike whatever deal you can negotiate for the rights to reprint the book with the book author.  You can go for non-exclusive or exclusive rights.  Try to get exclusive rights for 6 months or a year, or non-exclusive rights.

I had a friend who found a program for sending out emails to your list and for like $2,000 or something, he bought the rights to the shareware program, exclusive rights to the shareware program for a year.

Now, the author of the shareware program could still sell it, but he was a horrible marketer so it didn’t matter.  So my friend bought the rights for like $2,000 to sell the product for a year and just cleaned up.  His first month, I think he sold $50,000 of it.

So none of you have got an excuse for not having a good product.  Go out and find some shareware that’s good shareware.  The techy guy that wrote it can’t sell it.  Buy the reprint rights to it.  Offer him a G or 2.  

Really, no shortcuts on Amazon.  Just go in there on your topic of interest and start searching.  A lot of this just amounts to sitting your butt down on the computer and getting a little bleary-eyed and drinking too much fricking coffee and doing your research.  

“Marlon, what about using FedEx letters to contact JV partners for Alexa?”  If you’ve got somebody who’s good, I’m all for it.  Have a professional letterhead on expensive-looking stationery.  Don’t go with this cheap-ass, crappy-looking stationery.  Get a professional logo done and the most expensive stationery you can afford, but only have like 200 copies printed up.  Right?

And send them out something that looks like a million bucks.  They open it and it’s like, “Wow!  This is extremely high-quality linen, whatever, watermarked paper.”  You send that to somebody FedEx’ed, and they’re going to be impressed.

You send them a piece of crap thing printed out on your inkjet printer with smeared ink on it and no logo on it, on a blank sheet of paper with a letter typed, in an envelope where instead of typing your return address or having it printed on the envelope you stuck a label on it, you aren’t going to get any response.

This industry demands professionalism.  It demands that you approach people professionally.  And you buy the best quality letterhead you can afford.  You go to GotLogos or any of the sites that do reasonable logo designs – and there are a bunch of them – and you have yourself a nice little logo produced.

Yeah, right way to contact people.  The reason is they get emails all the time.  Email has no effect.  The optimal thing is to mail them a letter that’s very professional, and then follow-up with a phone call.

Other sites that you can go to for a logo, there’s GotLogos.com, TheLogoFactory.com.  There’s Logo-Design-Zone.com.  StylishLogos.com.  Or, if all else fails, do what I did to find those resources.  Go to Google, type in “logo design,” and look at the fricking websites.

Okay, do I like FedEx letters?  Absolutely.  

“Before you contact these sites, shouldn’t you test the concept first?”  Lynn, the problem with that is who are you going to test your concept with?  Yeah, in the ideal world you test it, if you’ve got a list.  But if you don’t have a list, how are you going to test it?  Pay-per-click traffic?  I doubt it.  Sometimes, for niche markets, pay-per-click traffic will convert.  But a lot of times, it’s harder than heck to get them to convert because sometimes it’s really crappy traffic.

Don’t get me wrong, I’ve had friends who made $20,000 a month off of pay-per-click traffic.  But I just think what I would do is go to some players and offer them 70% or 50%.  Offer them 50%.  If they don’t take 50%, offer them 60%.  If they don’t take 60%, offer them 70%.  You’ve got to get somebody to test it.  You’ve got to get somebody with a good list, with a relationship, to test the concept.  

If you’ve got your own list, sure, sell it to your own list.  But if you don’t have a list, how else are you going to test it?   You could try e-zine mailings, but again, sometimes e-zine mailing will convert but a lot of times they won’t convert.  I’ve read case studies of different types of businesses who’ve actually had real good success marketing through e-zines.

I’ve had real good success submitting articles to e-zines and having them published.  I’ve had crappy success, personally, with solo mailings.

Having said that, my friend Kirt Christensen grossed $20,000 in sales in a few weeks off of some solo e-zine mailings recently.

Me, I haven’t.  You do what you can.  If you’ve got results, great, go for it.  If you can test it some other way and validate it, go for it.

Nothing wrong with buying some pay-per-click traffic and seeing if you convert it.  

Solo e-zine mailings are really cheap, so there isn’t anything wrong with testing there.  But is the probability in your favor?  No.  

What puts the probability in your favor is a list owner who has a relationship with his or her list, endorsing the teleseminar for you.  So that’s what works.  Their endorsement to their list is what will make you sales.  And if they endorse it, it will make sales where it may not have made sales to cold traffic, to cold traffic where the people didn’t know you.  Why?  Because they had a relationship.

Navine says, “What’s a good way to host a number of domains at the least cost?”  Well, we use SplashHost.com, but that has one IP address, I believe, for all of your domains.  So if you get spam complaints and get shut down, all of your domains get shut down.  So it’s a little risky.

I also use HostCentric.com.  For about $70 a month, you can get a reseller account that gives you I think 25 domains.  

There’s a lot of really good web hosting out there.  None of it’s that expensive.  I also have used WestHost.com, where I think it’s $8 or $10 a month.  A lot of people use HostForProfit.com.  They’re happy with that.  My God, there’s a million hosts out there today.  There’s more hosting than you can shake a stick at.  A lot of it’s pretty good hosting.  Some of the hosting’s not good, but I recommend HostCentric.

We’ve had good success with SplashHost, but just make sure you don’t get any spam complaints.

Audrey says, “Sent this via my Hotmail, but I don’t think you received it.  If you have an expert doing your teleconference call and use it for backend promos, what types of legal releases do you need or permission do you need from the person?”

Well, you’re paying them, Audrey.  So part of the deal is they’ve got to sign your legal release.  What kind of release do you need?  One that’s legal.  One that gives you universal, worldwide rights in perpetuity to use their voice, their call, etc.  

Is there a template off-the-shelf release you can use?  Well, probably not.  

Now, what you can do is you can go to an attorney, take an existing legal release that you find on the internet or from one of these products with canned things in it, take it to them and then have them go through it and tweak it up, or some attorneys will have their own boilerplate releases that they will customize for you, for a reasonable fee.

Now, if you’re doing this within a tight-knit industry where you already know the people you’re inviting, you probably don’t have to have a legal release, although it’s always wise to.  But if you’re doing it with people you don’t know, you’ve probably got to drop a G on an attorney to do the stupid legal agreement for you.

I don’t know.  Kind of a judgment call there.  But in the ideal world, yeah, you get an attorney to do a contract.  Where do you find an attorney?  Well, I found an attorney to do some stuff for me off of eLance.  There are some simple books that you can read that will help you out a lot.  You know the series of Dummies books?  It’s called Business Contracts Kit For Dummies, those big yellow books.  Business Contracts Kit For Dummies.  And if you go to Dummies.com, you can order that.

It’s got a CD in it with a whole bunch of legal agreements for all kinds of stuff.  Let me see in here what kind of releases we’ve got in here.  Yeah, in chapter 11, it’s got license agreements.  That would probably do it there, under those license agreements.

So you can try a book like that.  Let’s see what else I’ve got, if I’ve got another good book of contracts here.  I really don’t see another one, so I’d probably try that book on Dummies.  You can also go to Google and type in “copyright release agreement” or “copyright agreement,” and you can probably find some websites that have agreements that you can buy and do something with.

Here’s another book.  This book may have some good agreements in it.  This is a great book about agreements in general, although it doesn’t cover copyrights in specific.  But it really helps you understand the law of contracts in the United States or under English law.  The book’s called The Book of Agreements:  10 Essential Elements For Getting The Results You Want.  The author is Stewart Levine.  

Oh, here’s a great book you should also get.  It’s by Nolo Press, at Nolo.com.  The book is called Getting Permission:  How To License And Clear Copyrighted Materials Online And Off, Getting Permission, and it’s from Nolo.com.  So that should take care of that.

Let’s see other questions.  

Our call’s time is up.  I’m going to come on and see if there’s any other questions from those of you who didn’t have any email, and then we’ve got to close this sucker up.

Attendee:  Marlon, I didn’t get what you said about how to find who you submit your articles for email.

Marlon:  Vida, would you email me that question and I will respond to it by email?  Would you do that?  Just email it to me, and after the call I will respond to it.  

Those of you who do not have access to email, what questions do you have?  Any of you?  I know several of you on the call today did not have access to email.  Any of you?  

Attendee:  Marlon, I actually sent you an email.  I don’t know if you got it.  It was about audio.  I have 2 questions.  

Marlon:  I have your questions here.  Recommended websites for doing teleseminars.  The company I use right now is called Black and White Communication.  You can just search for them in Google under “Black and White Communications.”  It will cost you $300 to $500 a month to have a bridge line.  

Most of you don’t need to pay for your teleconferences.  You can go to FreeConferenceCall.com, and I think you can have up to 50 people on your call.  That’s FreeConferenceCall.com.  

Question #2, software facilities to record the teleseminar.  If you use Black and White, they record the call for you.  If you use FreeConferenceCall.com, then you need to record the call yourself.  

The easiest way to do that is probably just to go to your electronics store, and they have this little thing that plugs into your phone line and will plug into a tape recorder and tape record the call, and then just plug that into your in and play it into your computer.

I use a program called SoundForge.  You can edit it in SoundForge, turn it into whatever format you want it in.  It’s a good little program.

There are other programs at shareware sites like Download.com, that will edit audio and change formats with it.  You don’t have to use SoundForge.  SoundForge you’ve got to buy.  Some of the others are cheaper.  But I use SoundForge.  Does that answer your question, Soka?

Attendee:  Thank you very much.

Marlon:  Who else has a question?

Attendee:  Marlon, it’s Ron.  

Marlon:  Hey, Ron.

Attendee:  Your customer service recommended Helix Producer, which is free, and it works great.

Marlon:  Oh, yeah?  That’s good.  I’ve looked at Helix before, and I think maybe we’ve used it.  That turns audio into the real media files that people can listen to using their Real Media player.  But it’s fine, yeah.  Helix Producer.  I believe that’s at RealNetworks or Real.com, something like that.  Or you just type in “Helix” in Google.  

Who else has a question?  Anyone?  Alright, guys, we’re going to wrap it up this week.  All of you go check your TeacherEase.com assignments.  Vida, I will have someone call you to assist you with that after the call.

Attendee:  I’ve got it now.  

Marlon:  Oh, you’ve got it now?  Okay, great.  All of you check your assignments.  Most of you have not been doing your assignments, so you need to catch up and start getting your assignments into you.

Attendee:  When do we get transcripts of this conference?

Marlon:  I don’t make transcripts of this, Vida.  

Attendee:  I mean the voice recording.

Marlon:  Oh, the voice recording?  Tomorrow or the next day, Lisa will put that into TeacherEase, in the behavioral log link.  It says like, I think, “Behavior” or “Behavioral Log,” and you click on that and the link will be there with the username and password.  It’s the same link and the same username and password, I think, every week.  So we will have that in hopefully tomorrow, but if not tomorrow the next day.  

Attendee:  That’s going to be for all of the calls so far, right Marlon?

Marlon:  Yes, that is correct.  Alright guys, I’m out of here.  Get your assignments in.  Start taking action on this today.  If you get hung up or get a problem on it, drop me an email.  I will see all of you next Tuesday.
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