Marlon’s 12-Week Course

Week #8

Marlon:  There’s a couple people.  Hello?

Attendee:  Hi Marlon, it’s Lisa Satora.

Marlon:  Hi, Lisa.  How are you?

Attendee:  I’m good, thanks.  How are you?

Marlon:  Doing well.  Who else do we have on?

Attendee:  Chuck Wolfe again, 

Marlon:  Hey Chuck, how are you doing?

Attendee:  Okay, so far.  

Marlon:  That’s good.  

Attendee:  Soka just showed up.

Marlon:  Hi, Soka.  How are you doing?

Attendee:  Good.  This time with sound.

Marlon:  That’s good.  That’s good.  Did you get my email on the site over on eBay about the cats?

Attendee:  Actually, no.  I didn’t.

Marlon:  I’ll resend it right now.  I found a site for sale over on eBay that’s made up of a whole bunch of affiliate programs for cats.  

Attendee:  Okay, excellent.  

Marlon:  If it hasn’t already sold, you can probably buy it real cheap.  

Attendee:  Actually, yes, I’ve got it.  I just found it.  I’ve got it.

Marlon:  Okay.  Let’s see if it closed out yet.  No, it’s not closed out yet.  It’s selling for a whopping $29 right now.  It actually is an okay-looking site.  It’s got 100 quality cat toys and items, 40% to 50% profit on each product.  It’s got marketing strategies and support.  For $29, it’s not a bad deal.

What you should do is go over to Hammersnipe.com.  Sign up for a free account, and then you click on auction, you enter in your auction idea and your maximum bid amount, and then it will snipe the auction for you in the last 10 seconds.  So you can get your item.  

Attendee:  Excellent.  

Marlon:  I use Hammersnipe.  It’s free.  For $29, it’s a good deal.

Attendee:  Thank you for that.  That’s great.  Thank you very much.

Marlon:  Who else do we have on?  

Attendee:  Hi, it’s Kevin Elliott here.  

Marlon:  Hi, Kevin.  How are you doing?

Attendee:  Very well, Marlon.  You?

Marlon:  Doing well.  

Attendee:  Good.  

Marlon:  Who else do we have?

Attendee:  Hi Marlon, it’s Audrey Venary.

Marlon:  Hi Audrey, glad to have you.

Attendee:  Tatiana.

Marlon:  Hi, Tatiana.  

Attendee:  Ron.

Marlon:  Hi Ron, how are you doing?

Attendee:  Fine.  How is yourself today?

Marlon:  Alright, let me get Teacher Ease open and let me log in, and we’ll check our roll here.  Then we’ll check up on everyone and see how we’re making along.  

Okay, Vida Baron, are you on?  Vida, are you on yet?  I’m sure Vida will be on.  She’ll probably be on in a little bit.

Boyce Berkel, are you on?  Boyce?  Boyce, he may be joining us later.  I know you’d sent me one email about attendance.  Anyway, I hope your skin cream’s going well.  Hopefully, maybe you’re working with Brian Voiles or Michael Forten on a sales letter for that.

Janette, are you on?  Janette Cates?

Attendee:  Yes, I am.

Marlon:  Janette, how are you doing?  

Attendee:  I’m doing well.  I finished the sales letter last week for the 8-hour website, and I’m doing that seminar live this week.  Then we’ll use the recorded product for an ongoing product.

Marlon:  We’re doing sales letters today, so I’ll look at that sales letter a little later today.  

Attendee:  Okay.

Marlon:  Chris Copeland, are you on?  Chris?  Chris Copeland?  Well, Chris, sorry you’re not here today.  Hopefully, maybe you’ll join us a little later.  

John Castanza?  John, are you on?  Alright.  Karen Dennison, are you with us yet Karen?  Alright, we have some people absent today, it looks like.  

Kevin Elliott, you already said you’re here.  Jim Fleck?  I’m sure Jim’s not on.  Larry Foster, are you here?

Attendee:  Yes, I am, Marlon.

Marlon:  Larry, how are you making progress?  

Attendee:  I’m moving slowly but forward.  

Marlon:  Alright.  Well, moving forward is good.  You’ll need to write a sales letter for that.  I typically like to write the sales letter before you do the product, whether it’s a teleseminar or whatever you do, or an e-book.  

Attendee:  Should I send that over to you?  

Marlon:  Well, I’m going to be looking at sales letters today.  Do you have a sales letter written for it?

Attendee:  Not yet, no.  

Marlon:  Not yet?  Okay.  Well, we’ll talk about sales letters today, and maybe that will help you get jumpstarted.

Attendee:  Thank you.

Marlon:  Willy Free, are you on?  Donald Thosaro?  Donald?  Okay, Robert Daziano?  Jeffrey Hamm?  Gosh, got a lot of people absent today.  Ken Hammond?

Attendee:  Hey, I’m here, Marlon.

Marlon:  Hi Ken, glad to have you back.  How are you doing?

Attendee:  I’m doing good.  Isabel had other plans for my wedding last week, so it’s still sitting there.

Marlon:  Maybe that’s what’s happening.  Maybe all of these people absent are influenced by Isabel.

Attendee:  Oh, definitely.  Anybody in Virginia’s having problems.  

Marlon:  Yeah.  How are you doing on the hot CDL jobs?

Attendee:  Doing great.  Just cashed a few checks today, when I got in the office.  I’m glad that you’re doing sales letters, because I’m ready to roll out the postcard campaign too.

Marlon:  Alright.  I’ll come back today and we’ll look at what you’ve got.

Attendee:  Sounds good.

Marlon:  Jack Hammered, are you on?  Jack?  Alright, Vivian Tuttle, are you on today?  I think Vivian could not be here today.  Paul  Hummer?  Paul?  Wow!  I can’t believe so many people are gone today.  Corporate Alternatives?  Cyberdyne?  Cheryl Jack?  Cheryl?  

Whoa!  The good news is a lot of you are going to get extra help today because we have a bunch of people absent.  

Navine, are you on?  Navine?  Gosh, maybe nobody liked our class last week.  I don’t know.  I know Tatiana, you’re here.  Andrew Lang or Gary Wilkinson?  Gary or Andrew?  Okay, Richard Loosh?  

Attendee:  Yeah, I’m on the line.  

Marlon:  Hey Richard, good to have you.  How are you doing?

Attendee:  I’m doing good.  It’s moving slow.  We haven’t received some of the other material yet.  

Marlon:  Let me email Lisa about that right now.  Let’s find out if she has a date.  Lisa, can you find out when Richard Loosh’s 12-Week materials were sent?

Alright, I’ll have Lisa check on that right now for you.  

Attendee:  I came in late.  I’m here.  

Marlon:  Hi Vida, glad to have you.  How are you doing?

Attendee:  Fair, thank you.

Marlon:  Are you making some progress yet?

Attendee:  Yes.  Yes.  I’m still having trouble.  I don’t have testimonials.

Marlon:  Testimonials?  Okay, we’ll talk about testimonials today, see if we can help you out.  

Jeffrey Mullins, are you on?  Jeffrey?  Wally, are you on?  Wally Najimmy?  Alright, Carl Nelson, are you on?  Carl?  Donny Oswald?  Donny?  And Pasone?  Audrey, you’re here.  How are you doing, Audrey?

Attendee:  I’m good.  I’m still playing catch-up because I just joined you guys a couple of weeks ago.  

Marlon:  That’s okay.  You’ll get a full 12 weeks, Audrey, so there’s really no catch-up.  Each week, they’re to some degree self-contained.  You’ll make progress as we go along.

Brian, are you on?  Brian?  Eugene Rosenburg?  Ronald, you’re here.  How are you doing?

Attendee:  I feel like I could be doing more and moving faster, but I seem to be heading forward.

Marlon:  Did you ever get anybody to take your 12-product survey?  

Attendee:  I did.  I got about 30 responses.

Marlon:  Do you see any clear distribution in the breakdown of your response?

Attendee:  There’s about 3 out of the 11 that had all the responses. 

Marlon:  Did that surprise you?

Attendee:  Yeah, one of them did, really.  And then actually, the free writing box that I had in, a few of those were the same, which really surprised me.  It wasn’t one of the 11 items.  

Marlon:  Oh yeah?  That’s kind of an interesting result.  When you do those 12-product surveys, they always tend to be surprising.  Like let me ask you this:  2 of your 12 products, did they get virtually zero votes?

Attendee:  Yeah.  Actually, about 6 of them did.  

Marlon:  Let me ask you this, Ronald.  What if you were on this call – and those of you who have products, I want you to listen to this – Ronald did his 12-product survey.  Now he’s got 6 out of his 12 products got zero votes.  

Now, some of you are coming on the call, begging me for help with a product, you didn’t do your 12-product survey, and you’re dealing with a product that would have gotten zero votes.

If you’ve got a zero vote product, you can still write a good sales letter for it, you can do a lot of marketing, but you probably aren’t getting very far with it.  And that’s why we do 12-product surveys.

So Ronald’s really someone you can learn from here on this.  

If I would have told you in advance, Ronald, that 6 of those products would have gotten zero votes, what would you have said?

Attendee:  I wouldn’t have thought so.  I thought some of them were pretty good.  In fact, one of the zeros was one I was going to go with initially and write a sales letter for.  

Marlon:  Yeah.  Now, what would have happened if you would have wrote a sales letter for the zero vote product?

Attendee:  I would have felt that I did something wrong or I was doing something wrong.

Marlon:  Yeah.  Now, all of you who didn’t make the call today, I pray to God you’re listening to this audio because you need to listen up to this deal.  Because if you’re out there and you don’t do your 12-product survey, and you’re slogging away at a zero vote product, what good does it do you?  You can write a hot sales letter for it, but if people don’t want it, they don’t want it they don’t want it.  So that’s why we do 12-product surveys.

While it may seem like a small step, Ronald, the thing that really makes you feel like you get a result is when you’re getting your product together and getting your sales letter together.  But if you do that and you skip the 12-product survey, to some degree, you’ve skipped the most important step.

So I congratulate you on following through and getting your 30 responses.  I know you had a problem getting people to take the survey.  Did you offer them more money?  

Attendee:  Well, I took your advice for the Blockbuster gift card, and actually I think that was what did it.  

Marlon:  And what dollar amount did you have to give them?  

Attendee:  Actually, just $5.  But then I offered 75% off the book, which about 10 people were really interested in getting.  

Marlon:  That’s a good sign right there.  I think you made some really good progress.

Now, Ron, you’ve got one of 2 choices:  you can write the book or you can do it as a teleseminar and see if you could sell it as a teleseminar.  Record the teleseminar, have the teleseminar transcribed, and use that as raw material for the book.  And, in fact, it’s not unusual.  You could take the audio, put it on a CD, have it transcribed and sell people a CD and a transcript.

And then if that works, then you slowly work that transcript into an e-book.  

Now, some products lend themselves to that, some products don’t.  But if it does, I recommend that alternative because it jumpstarts your progress.

Attendee:  Yeah.  I was going to try and do a teleconference, but actually my accountant for a number of years, he’s an accountant and a tax lawyer, and he just happens to be a retired airline pilot too, so I was going to do a teleconference on tax considerations for airline pilots.  

Marlon:  Great.  

Attendee:  I thought that would be really focused.

Marlon:  Did that turn up well on the survey?

Attendee:  Yeah, that was one of the top 3.

Marlon:  I like the idea.  Why don’t you try it?  Write a really good sales letter for it.  

Any of you selling info products, listen up.  

People buy info products because of one dominant thing:  curiosity.  They’re insatiably curious to know what it is you’ve got to say.  

So the problem, Ronald, with most sales letters for something about accounting – in fact, I think Ann has Accounting-Advice.com, same advice applies to Ann or Accounting-Advice.com – people buy because of curiosity.  In Anne’s case, she’s offering services or wanting to know what she can do for them.  And you’ve got to paint a picture of that end result.

In your case, if you’re going to sell a teleseminar, they’ve got to be really curious.  

If it’s just a bullet like “What you should know about the law 203,” it doesn’t really get your curiosity up.  

What you do is you’ve got to write bullets.  That kind of a sales letter is dominantly bullet points that make them really curious.  You’ve got to study bullets in sales letters.  There’s a company called Phillips Publishing that mails out all of the little magazines that are really sales letters for the investment newsletters.   You can go online and search for investment newsletters or look up Agora Publishing or Phillips Publishing.  Get on their mailing list and study how they do their sales letters for investment-type products and study their bullets.  Because the bullets will really, really, really make your curious.

So that’s what you’ve got to do about a teleseminar.  The only reason they’re buying it is because they’re curious.  If they think they know it all, are they going to spend money to learn the information?

Attendee:  I wouldn’t think so.

Marlon:  Why would you?  Why would you spend money for something you already know?  Right?  

The only reason you’re on this call with me today is because you feel that I’ve got something to share with you and assist you with that you don’t already know or that I can help you with.

If you thought you already knew it all and I couldn’t do anything to help you make more money, you wouldn’t be on the call.

We had some big background noise there, so I muted everyone out for a second.  If you’ve got something really loud in the background, press *6 to block it out.

Alright, I’m back on.  Soka, you’re on.  I already talked to you about the cat thing.  Soka, you did a 12-product survey also, right?  
Attendee:  That’s right; 2, in fact.  

Marlon:  Peter Sin, are you on?  

Attendee:  Yes, I am.  Good evening.  Good morning.

Marlon:  Did you get my email I sent you yesterday, Peter?

Attendee:  Yes, thank you, Marlon.  I got it.  Yes.  

Marlon:  Okay, that’s good.  I’ll have some things to address to you today, Peter, to specifically help you.  I know you’re looking for some direction and a niche market and stuff.  And my opening comments I think will be of assistance to you.  Alright?  

Attendee:  Okay, yes.  Sure.  It will.

Marlon:  Okay, good.  Lou Ann Smith, are you on?

Attendee:  Yes, I am, Marlon.

Marlon:  How are you doing, Lou Ann?

Attendee:  I’m doing okay.  I missed last week, but I sent you an email this morning.  I am still working on my website.  It is up.  And I’m questioning my strategy.  I’m wondering if my initial product, software for kids, should be a free report.  But that’s in the email.  

Marlon:  Did you hear the discussion I just had with Ronald about the 12-product survey?

Attendee:  Yeah, and I did do that.

Marlon:  Okay, so you did do the 12-product survey?  And then software for kids came out tops?

Attendee:  Yes, it was among other things.  

Marlon:  It was at the top.  It may have not been #1, but it’s definitely at the top.

Attendee:  Correct.

Marlon:  So then why are you questioning your survey?

Attendee:  I’m not questioning the survey, I’m just wondering if I can do a better product with something else.  It’s just more information and more things to do.  Just maybe lead out with this as a free report.  

Marlon:  Well, no.  I wouldn’t.  I would sell it.  You’ve already gone this far.  You already did your survey.  Sell it.  Even if you can only sell it for $20 or $30, sell it.  

I’m looking here at your email.  “I found over 30 websites for possible joint ventures and e-zines.  My survey indicated people were concerned about buying the right software for the kids.  They’re also interested in toys, games, activities and travel.”

It seems like it would be a good membership site at $10 a month.  

Attendee:  I thought about that.

Marlon:  But it sounds like kind of a lot of work, because you’re covering toys, games, activities, child software.  

Attendee:  You start losing the focus after a while.  It gets too broad.

Marlon:  Yeah.  I think you should stick with your game plan here.  Let’s say the best software for kids doesn’t sell very well.  Sell reprint rights to it.  

This is why those of you who buy reprint rights don’t really get it.  The reason you typically sell reprint rights is you can’t sell the product.  That’s why you sell reprint rights to begin with.

Now, that’s not always true, but it’s usually true.  So if you can’t sell the product, then you go back to all the JV partners and everybody else and their dog, and sell them reprint rights.

Attendee:  Marlon, I guess what I’m thinking is after I sell Best Software For Kids, the directory and the actual course, where do I go from there?  Do I actually have software created for the kids?  Do I need another survey to determine where to go next?  I’m confused about the overall strategy.

Marlon:  Well, you bring up a good point.  I want to make this point for all of you, which is this:  There are 2 parts of this marketing equation.  One is called the front-end.  That is your initial product that you sell.

The second part and the most important part of the equation is not the front-end, the most important part of the equation is the backend, what do you sell after that, after that, after that, after that, and after that.  If you don’t have any after that, then you don’t have a business, you have a one-shot product.  You can make it on a one-shot product, but it’s difficult.  

Now, in this case, your survey already pretty much told you they’re interested in toys, games, activities and travel.  So I think your follow-up products are probably things about toys, games, activities and travel.

So I think there’s a lot of potential products there.  So I think you probably have backends there.  I think you’re okay.

Attendee:  Okay.

Marlon:  Your survey showed people were interested in that.  I sure wouldn’t do a free report on it.  I would sell it.

Here’s what I recommend.  Set yourself a time limit for doing the product.  Any of you doing info products should really do this.  It’s whatever is realistic for you, but let me give you 2 approaches.  One is say, “I’m going to give myself one week to create this product.”  And you try to wipe everything else possible off of your slate, except creating that product.  

Sometimes when I create, it depends on my mood and everything, sometimes when I create a product the house doesn’t get cleaned, the laundry doesn’t get done.  Nothing gets done.  But I get the product created.  Then you go back and clean your house and you mow the yard and you do whatever else there is to do.

Now, I might work 12 or 15 hours a day writing a product, but I get it done in 3 days.  Now, that’s one way to do it.

Some people are more systematic and they’re able to set aside.  Say, “I’m going to set aside 3 hours a day to write this product or to create this product.”  And they set aside 3 hours a day.

I also like testing things, again, with a teleseminar.  And this might be a good one to do a teleseminar on.  You charge $29.95 for it or $19.95.  It’s a parent’s market, so they don’t have a lot of money is the thing.  You aren’t going to get $100 and then find out about children’s software.  So I’m thinking like maybe a $20 teleseminar, $30 teleseminar, and see if it works.  So you write the best sales letter you can, and you test it at $20.  If it doesn’t work at $20, it isn’t going to work at $30.  Right?

So you test it and see if you can sell it.  Get some JV partners and see if they’ll mail it to their list.  That’s one way to test it.

The other way is are you a fast writer?  

Attendee:  I’m not slow.

Marlon:  The other way is you block aside time in 1 to 2 weeks to knock the sales letter out first – always do the sales letter first – then knock the product out.  But do a faster initial prototype.  Then, if it sells and goes well, you can always add to it and expand it.  But that way, you didn’t spend 3 months on a project that’s dead.

Attendee:  If nothing else, I can use it as a bonus somewhere.

Marlon:  Yeah, and you can always sell reprint rights.  There’s a lot of money being made selling reprint rights.

So you can submit it to a book publisher, too.  There’s other angles with the thing.  Right?  So it might open up doors for other products.  You just don’t know until you do it. 

But any of you who have the bug to do your product and give it away for free, I just think it’s wrong.  I just think to make money you’ve got to sell stuff.  So I say go with it and sell it.

Attendee:  Okay.

Marlon:  And I think the words of advice to you apply to a lot of the other people on this call.  

My friend Joe Schroeder says, “You don’t have to get it right, you just have to get it going.”  Sometimes, you just have to get the first product out.  It may not be perfect, it may not be right, but you have the experience of getting a product out and done, some experience marketing it, some experience selling it, and you get a product under your belt and you’re able to build on it.

So I think get something under your belt.

Morris Soriano, are you on the call?  Morris?  Robert Spiker, are you on the call?  Robert?  Dick Stuckey, you’re on.  Dick is new to our calls.  And Dick, I’ll be having some words for you.

Did you get the download for the audio we did a couple weeks ago, that’s like our audio overview, Dick?

Attendee:  Lisa gave me a special URL to try to get in.  I got the downloads for last week.  Not last week, the week before.

Marlon:  Let me discuss this.  The only thing in the Teacher Ease site is your assignments.  Teacher Ease is really for me, more than it is for you all.  That’s where I put assignments.  It allows me to see every time someone logs in to check their assignments.  So I know if they’re logging in and checking assignments or not.

So let’s say at the end of 12 weeks somebody comes back to me, Dick, and says, “Marlon, you said I’d be up and running.  I’ve been in this thing 12 weeks and I’m not up and running.  I want my money back.”  “Alright, let’s go check.”  I go check Teacher Ease and they logged in one time.  Is that a fair deal?  You logged in one time and you made 2 conference calls.”  You know what I’m saying.  

Attendee:  Lisa got me the assignments, so I got that.  

Marlon:  I don’t know why you can’t log in, Dick.  We thought it was something with Java script, but Corey checked that with you.  And sometimes, technical weird crap happens.

So anyway, you got your assignments.  Now, you should also have a login, you should also be able to access – and I’ll make sure, I’ll check after this call, you should be able to access our e-book with all the recordings of our prior calls.  

Attendee:  I’ve got that all except for last week wasn’t there.  I started last Thursday with you, so I missed last week.

Marlon:  One of those calls is the most important one, and I will check with Lisa and make sure she flags it to her attention.  Because it’s one you need to listen to first.  I believe it’s from 2 weeks ago.

Attendee:  Okay.  

Marlon:  Lisa, how are you doing?  Lisa Satora?

Attendee:  Okay.  I hit kind of a snag last week.

Marlon:  Alright, what is it?

Attendee:  I had identified a person here locally who I wanted to do a teleseminar with, and also who teaches some eBay classes here locally and to do a joint venture with.  I was really excited about it.  But then I found out that the reason they have not been doing this with any of their own products is they actually are contracted to eBay to do some work and eBay does not like their contracted people to do any type of venture on their own.

Marlon:  Really?  

Attendee:  Yeah, they’re very specific that if you are affiliate with them in the public eye in any way, that you cannot market your own products.

Marlon:  That’s an interesting thing, huh?

Attendee:  Yeah.  So that kind of put a damper on my plans, because this person has great information.  She’s actually very well-known.  

Marlon:  But let me say this.  You’re an eBay power seller?

Attendee:  Yes.

Marlon:  Why don’t you do “How I became an eBay power seller, and you can too?”

Attendee:  That’s actually one of the products on my survey that I’m almost finished with.  What it is, if you’re not a big name or not being really successful at selling your products, they leave you alone.  But once you kind of get up there, you have to be very careful not to use their name.  You have to say something like “online auctions.”  

Marlon:  Really?  

Attendee:  Yeah.  They’ve actually shut down a couple of different successful power sellers who have sold a lot of products using the name eBay, and they forced them to change their name.

So like the Auction Trainer, they have to be very careful about what they say in regards to eBay.

Marlon:  By the way, if you’re not on their mailing list and going into their live classes and really studying everything they’re doing, you’re making a big mistake.  I spoke at a seminar with this guy, and he’s been in the seminar business prior to this.  He really knows what he’s doing.  And they make a lot of money.  I don’t know how much, but I do know they’re making a lot of money.

Attendee:  Yeah, it’s very impressive.

Marlon:  Now, I don’t know how they get all of their traffic, to be honest.

Attendee:  I think they get a lot through affiliate programs.  

Marlon:  They could.  I’ve gotten a bunch of emails for some things that kind of look like it could have been them, but I don’t know if it was them or not.  

So they or someone similar to them are using bulk emailing, which I actually don’t recommend.  

Attendee:  Who are they?

Marlon:  It’s AuctionTrainer.com.  They teach people how to make money with auctions.  And god, they’re really great at it.  This thing is not cheap.  It’s like $2,000 or more.  And they really do a great job of marketing it.

I can tell you how you can find out if it’s their affiliates or not.  You go to MyAffiliateFinder.com and you download or buy the software, and that will do reverse links and strip out all of their affiliates and give you a list of them with their postal mailing addresses and their email addresses of all of their affiliates.

Attendee:  Okay. 

Marlon:  Well, all the websites that have affiliate links to their site.  Now, they could have affiliates that only do email marketing, in which case it isn’t going to find them.  

Attendee:  Right.

Marlon:  But if it’s websites linking to them, it finds those websites and then strips out.  I think one version will give you mailing addresses.  There’s a couple programs now that do that.  MyAffiliateFinder, I think, is one of them.  And there’s another one I saw the other day.  

If you check in Google, like find affiliates, how to find affiliates, that kind of thing, or you go to MyAffiliateFinder and you check the Alexa links on it, you can probably find some other resources.  

Another one that I think does that, I believe Arelis may do that same thing.  That’s another software program.

By the way, the lazy man’s way to market – and I actually don’t endorse this because I think it’s kind of bad karma – is to get something like MyAffiliateFinder, you go around to all of the websites in your industry and strip out all of their affiliates, and then you contact all of them.  And you already know who all the good affiliates are.

There’s some merit to it.  I don’t know, I have mixed feelings about it.  There’s merit to it, because you’re finding all of the good affiliates.  

On the other hand, it’s a little cut-throat.  So I don’t know.  

But I have done this just to see how many affiliates different sites have.  I’ve wanted to see who are their affiliates and how many of my affiliates are also their affiliates.

Now, you can go surf web pages and find out the same data.  It’s just a quick way to do it.  It’s kind of like the lazy man’s shortcut.  

Attendee:  So you’re wanting to look for the most popular affiliate programs or the most widely-used?

Marlon:  No, no.  Affiliates are the websites that refer traffic over to them.  Right?  So what you do is you go and strip out all of their affiliates, but that still doesn’t tell you what affiliates are sending the most traffic.  Although, I think MyAffiliateFinder also tells you like their Alexa ranking or something like that, so you can see who the best affiliates are.

One of those programs does.  I don’t know if it’s MyAffiliateFinder or not.  Let me look here.  It’s MyAffiliateFinder.com.  It’s a pretty slick program.

I didn’t know this.  I’ll probably get murdered for this.  Stephen Dusharme, I didn’t know that, I guess is the one who owns MyAffiliateFinder.  I did not know that.  Stephen has engendered a lot of criticism for it.  I don’t know how much of it’s justified.  I don’t even want to get involved in the discussion of it.

Anyway, I saw the product and I liked the product.  I don’t know.  Sometimes, you separate what people do on occasion from their products, although I don’t know Stephen and I don’t even know the stuff he’s done.  So I’ll distance myself from that situation.

I do know I used the software and thought it was pretty cool.

Anyway, that’s just one idea and one thought for you.  All you’re trying to do sometimes is see how many affiliates somebody has.  But your best affiliates are typically the people with high Alexa traffic.

Alright, Joann Thompson, are you on?  And then Charles Walter, are you on today?

Attendee:  Yeah, I’m here.

Marlon:  Alright, Charles.  How are you doing?

Attendee:  Okay.

Marlon:  You feel like you’re making any progress or got any good direction?

Attendee:  It’s going very slow for me, because I’ve got a lot of problems here.  

Marlon:  Okay.  Sometimes you’ve just got to chunk it down.  Your basic steps you’ve got to go through are targeting your market.  I like to do a 12-product survey to find the #1 product to market, so you make sure you’re concentrating on something with a high success potential.  You write your sales letter and get your traffic.  Those are the basic steps.  

You’ve got to have a really great sales letter and you’ve got to have some kind of system that you can exploit to get traffic, whether that’s writing articles for e-zines on a regular basis, sending out press releases on the news wires, spending $75 a week to do that, whether it’s networking with referral sources who can send you traffic.

So that’s how you get your traffic.  You’ve got to have a great sales letter, and then you’ve got to have an in-demand product that people really want.

So what you do when you’re overwhelmed or you’ve got a lot of irons in the fire is you try to chunk it down to the simple things and say, “Okay, I’ve got to find my target market, find out what it is they want to buy, and then have some process to sell it to them.  

So we’ll be talking about sales letters today, and I’m sure that will help you.  

Russell Whinezimmer, are you on the call?  Russell?

Attendee:  Yes I am, Marlon.

Marlon:  How are you doing?  

Attendee:  I’m doing great.  I did the research on those Alexa rankings for my topic of how to get more free time.  It was a real eye-opener.  And now I really understand what a target market is all about, as being a set of websites with high Alexa traffic.  

I didn’t find a single one that even came close to the traffic that I would need to really make money with that idea, so I’ve abandoned it.  

Marlon:  That is an interesting thing, isn’t it?  If you can’t find any sites with high traffic that can send you traffic…  There are ways to market that product, but they wouldn’t be online.  You could do a press release every couple of weeks and send it out for $75 on the news wires, and try to get free publicity for it.  

Another thing is you can also check the pay-per-click traffic to see if there’s a volume of pay-per-click traffic available or not.  

Attendee:  How would I do that?

Marlon:  How would you do that?  Let’s see here.  I’ll give you a couple options on checking the pay-per-click traffic.

You sign up for a free account at Overture.com and at Google.com, and then they have search tools that will show you the number of times people searched for words.  And they also have word suggestion tools there.  

The pay-per-click engines are not really my expertise.  There are some cheap e-books about them that people say are real good.  

One of those is GoogleCash.com.  It has some good information.  Another real good one on that topic is The-Whole-Truth.com, by Steven.  That’s a real good one.  These are cheap.  These are not expensive products.

I think GoogleCash is $50, The-Whole-Truth is not particularly expensive.  

I don’t know.  You kind of wonder, though.  If there’s no websites with high traffic on it, it’s a bad sign.  It’s not a very good sign.

Attendee:  I looked for the highest type traffic website, and then I said, “Alright, what am I qualified to really be an expert on based on my life experience?”  I identified a few areas that I’m going to pursue with the same approach that you described.

Marlon:  Why don’t you go look at those and see if you can find some good referring websites.

Attendee:  Okay.

Marlon:  That makes probably better sense to me.  I think it’s a more clear-cut and easier way to get the traffic.

Attendee:  I’m not sure what you mean by referring websites.  

Marlon:  What I mean is the same thing you did with the other products.  You go into Alexa and you try to find high-traffic websites on that topic, and you see how many are there with a good Alexa ranking, that could sell that product for you to their list.  

Attendee:  Okay.  

Marlon:  And if you’ve got say 50 websites or 100 websites with 20,000, 30,000, 10,000 Alexa ratings, that’s a pretty good find.

Attendee:  Alright.  Marlon, I have a concern.  What I want to do is shoot for the very top.  And what I found, of the topics that I feel qualified to comment on and teach people about, the highest traffic of all the sites, I’m not a big expert on money, obviously, but I am an expert on dating and relationships.  

So I found that those are incredibly high-traffic sites.  Those are some of the most traffic sites on the web in the entire world.  

So I thought, “That’s good.”  The only problem is everyone knows that.  It’s public information.  And is there a problem getting into a market that is so intensely populated?

Marlon:  It depends how good a marketer you are.  

Attendee:  Okay.  I’m studying with the best, aren’t I?

Marlon:  Yeah, and I can teach you so far, and part of it depends on how you apply yourself, how much you study, how much time you have, what kind of background you have.  

It’s not that you’re studying with the best, it’s that you’re going to be competing with some people who are really good.  

Attendee:  Exactly.

Marlon:  Having said that, there are so many dating sites out there, here’s what I would probably do.  I would go to CommissionJunction.com and I would go to AssociatePrograms.com, and I would look at the associate programs there offering books on dating, and I would see what kind of commissions they’re paying out.

Now, if they’re paying out 60% and 70% commissions, it doesn’t leave much room for you.  If they’re paying out 30% and 40% commission, you can go in at 50% and you’re competitive.  If everybody’s paying out 50%, you can go in at 50% and 60% and be competitive.  

But if they’re already paying out 60% and 70%, it’s tough.  

Attendee:  Yeah.  Doesn’t it depend on the price of my product?  If I can sell a product to an enormous market, even though I’m not making a good percentage on each one, I might be making enough so that the numbers are working in my favor because it’s an enormous market?

Marlon:  Well, I guess the thing is on e-books, you still have a cost of doing business.  And if everybody’s already paying out 60% to 70%, or if a lot of people are…

See, I wouldn’t do a book on dating in general.  I would do a book on a niche.  And let me give you some examples.

Online dating for single women over 40.  How to find the Asian girl of your dreams, or whatever girl of your dreams.

Attendee:  I see what you’re getting at.

Marlon:  What happens is when a topic’s really hot, it goes into niche markets.  It’s called segmentation, so that market segment.  So you’ve got to decide then who are the heavy buyers.  Out of this whole marketplace, who are the heavy buyers of how-to-date e-books?  Are they men or are they women?  What age are they?  Right?  What do they want?

You typically target your e-book.  The thing is you’ve got to be sensitive to those.  If you just come in with how to date in the existing market, like I’m going to AssociatePrograms.com and type in dating to see what they’ve got.  But I think you go in broad it’s going to be too hard, so you’ve got to target that at a niche.  
Attendee:  I agree with you.

Marlon:  Let me look here and see.  Let me see what you’ve got.  Here’s a book, “50 Secrets of Blissful Relationships” paying out 40%.  That’s okay.  A lot of dating sites here.

Attendee:  CommissionJunction, is that what you’re at?

Marlon:  I’m at AssociatePrograms.com.  And I just typed in “dating.”  Now, that gives you dating services, and there are an awful lot of dating services.

What I would do at AssociatePrograms.com, type in dating, and I would go look at all of these dating sites that are listed there.  And see how many of them are already selling a book on dating.

Now, the good news to me would be that most of them are not selling a book on dating.  Then, what I would do is I would write a book called, “How To Meet The Woman of Your Dreams” or “The Man of Your Dreams By Using An Online Dating Site.”  

But I would mention no specific dating sites in it, so every dating site would want to sell it.  And I would just talk about the normal stuff, how do you write your description and how do you do this, that and the other.  And I would go in and I would offer them a 60% commission.  And I’d try like heck to try and find a backend that is not a dating site.  Because if your backend is a dating site, then they aren’t going to want to sell it because they’re a dating site.  

So you’ve got to make it clear upfront, “We don’t compete with you.”  Then you’ve got to try to have a backend that’s maybe a $300 CD or tape course on the same topic, and so forth.  

For all of you looking for products, this is a good process for you to go through.  One great way to find people who can promote your products are affiliate programs, because they understand marketing.

So you can literally go to CommissionJunction.com and you can go to AssociatePrograms.com and other affiliate program directories and you can do one of 2 things.  One is you go there to find people who can potentially promote your product for you, who are marketing-minded.  And you look to see what are they already promoting and what are they not promoting.

The second thing that you can do is look at commissions.  Let’s say you go in here and you see that there’s almost no books on dating and the only books on dating only pay 40%.  Then that’s a great find.

Now, here’s a dating insider book that sells $50, 2-tier, and it’s a 452-page book.  My god, that’s tough.  I don’t know how much $50 is.  Let me see how much this book sells for.  $50 commission?  How much does the thing sell for.  Let me look here.

See, that right there is competition.  But the question is do they have any market penetration.  You go around to all the dating sites and see are they promoting this book or not.  

See, it could be that they don’t sell this book.  Because it wouldn’t surprise me if this book isn’t backending their own dating site.  And if they are, no dating sites are going to want to promote it.  See how that works?

Attendee:  Right.

Marlon:  So I don’t know how they can afford to pay $50 on a sale.  I’m wondering what their backend is.  How can they pay $50 a sale?  I wonder how much this thing sells for.  Buy now, okay.  Buy now.  Let’s see what it sells for.  

By the way, the website for it is really top-notch.  It’s really first-class.  It sells for $100.  

Attendee:  Which site is that?

Marlon:  DatingInsiderBook.com.  Really good website here.  I don’t know.  I say it’s a really good website.  It’s too complicated for me.  It’s kind of like there’s too much information.  You really just need a sales letter there.  They kind of overdid it.  But still, it’s got really top-notch graphics and stuff.  

Alright, so anyway, that’s kind of a process that you go through to find what’s the competition, where do we find something to sell, what kind of commissions can compete in this marketplace.

So, we were talking earlier about parenting and the book on parenting.  So I’m typing in the word “parenting” in AssociatePrograms.com, just to see, out of curiosity, are there any books being sold on parenting.  

Okay, parenting.  Here’s a bunch of websites on parenting, that have associate programs.  So there may be some possibilities there.

You might go in there and look under the topic of maybe parenting, and see.

Attendee:  How do I find it?  I went to that site, AssociatePrograms.com, and I don’t see a box to put in searches.  

Marlon:  For searches?

Attendee:  You’re doing a search, right?

Marlon:  Yeah.

Attendee:  I went to the website and I don’t see where you do searches.  I looked through the whole first page and there’s nothing.  Where’s the link?

Marlon:  Well, let me go back to the home page.  

Attendee:  AssociatePrograms.com, with Allan Gardyne?  

Marlon:  Uh-huh.

Attendee:  I don’t see a window to search for what you’re searching for.

Marlon:  What you do is you click on where it says, “Don’t worry friends, here’s the old Associate Programs main page.”  

Attendee:  It says that?

Marlon:  Yeah.  

Attendee:  I don’t see that.

Marlon:  Do you see the email subscribe now?

Attendee:  Yes.

Marlon:  So right above that, see the link to Affiliate Programs directory?

Attendee:  Oh, yeah.  There it is.  

Marlon:  Click that link, and then there’s the search box.  

Attendee:  Got it, thanks.  

Marlon:  Alright.  So you just search parenting there, and I see a whole bunch of affiliate programs on the topic of parenting, but not competitive with your idea.

Typically, people that run affiliate programs are a lot more marketing savvy and they probably have pretty good traffic because they’ve got affiliate programs.  Some of them do, some of them don’t.  But there’s certainly, under the topic of parenting, a plethora of websites there that might very well be able to be referral sources that you’re seeking, because they understand how affiliate programs work.  They operate one.  

So if you go in with a non-competitive offer and maybe if you find a really good Alexa partner in there and you do cross-promotion with them, then you probably have something going.  

Attendee:  When you say cross-promotion, do you mean create a 3-way deal where I’m bringing together the 2 parties and include myself, selling my product?

Marlon:  There aren’t any rules.  It’s whatever you can create that creates value for the parties involved.  

Attendee:  Absolutely.

Marlon:  It’s whatever.  There’s no rules, it’s just what do you need to do to get them onboard.  Right?

Attendee:  Yes.  

Marlon:  Maybe you put a chapter by them in your book that sends people to their website.  Maybe you offer to include their URL in the foreword of your book.  Maybe you do a million things.  How do you add value that makes them want to be your affiliate?  Right?  It could be anything you could think of that will draw them in.

Sherry Zwick, you’re here today, right?

Attendee:  I am.  

Marlon:  Sherry, who wrote your sales letters?  Did you write those or someone else?

Attendee:  Which ones?  

Marlon:  You emailed me 3 or 4 sales letters here.

Attendee:  Those are mine, using your format, Amazing Formula software.

Marlon:  I’ll tell the people that use the software and wrote a really crap sales letter to go look at yours.  You did some good sales letters there.

Attendee:  Oh, good.

Marlon:  I don’t have my Alexa on.  Let’s check your Alexa traffic here.  TheTruthAboutDebt, do you have any traffic there?

Attendee:  I wrote the sales letter and I haven’t done anything else with it at this point.  So I haven’t put the keywords or done any marketing for it.

Marlon:  Okay, did you do anything on Get Coral Calcium Direct?

Attendee:  Just now getting that one up and going and put the keywords in.  We’ve submitted it with I forgot where, and now were hand-submitting it.

Marlon:  Are you going to do pay-per-click for traffic on these?  Or what are you going to do for traffic?

Attendee:  I’m listening to yours, and all of that is a whole lot different than the other site that I’ve been working on my with my husband’s business.  But mostly, I’m going to start with the search engines and then probably do Ad Words and pay-per-click.

Marlon:  You can do those.  My preferred method of marketing is affiliate program.  Are these all affiliate program products?

Attendee:  They all could be, yep.

Marlon:  I mean are they your own products or are they someone else’s products?

Attendee:  2 of them are mine and 2 of them are somebody else’s, and they’re already set up to be affiliate programs.

Marlon:  I like best concentrating on your own products, because you have the most control.

Attendee:  Sure. 

Marlon:  I’m going to put you on mute, make some comments, and I’ll talk about your sales letter some and other people’s sales letters.

Attendee:  Okay.

Marlon:  Alright.  I want to paint a big picture here, for those of you who are new.  I welcome those of you who are new.  Dick Stuckey, we’ve got some other folks on here new, I want to talk about the big picture, give you a couple new resources that you all don’t have, and then I want to talk to you about sales letters.

The big picture is this:  selling is not necessarily easy, but it is relatively simple.  And by simple, here’s what I mean.  You’ve got to target a group of people, find out what it is they want to buy.  You’ve got to have a sales process to sell them.  Typically, we use sales letters for that.  And then you’ve got to suck people into your sales process or your marketing funnel.  In terms of web marketing, that is called traffic.

Now, there’s a lot of other ways to do it.  You may be running radio ads, having people call an 800 number to get a free report that’s mailed to them in the mail.  

There’s a lot of different sales processes.  You may be inviting people on a conference call.  If you have a higher-ticket item, you probably do conference call selling.  You may have salespeople that go out and sell people.  There are a lot of different sales processes in the world.

But basically, what you’ve got to do is you’ve got to target a group of people with a common interest and problems.  The way we like to do that, for those of you who are new, we do have a call on this where I went a lot more in-depth into it, I believe that call was 2 weeks ago, and you do have access to that in the Teacher Ease.  Or Dick, in your case, we will just email you the access to it.  If you contact support, just Human Click this and we can get you the access to it.

The way we like to choose a target market is what I was just talking about here a little bit ago.  How do you target a market?  Well, one of the best ways to target a market is to find people who already have traffic and already have mailing lists, and get them to promote your products to their existing mailing lists and their existing traffic, because you’ve really got 2 choices here.  You can work your buns off trying to get your own traffic or you can go to people who already have mailing lists, already have the traffic, and get all of them to promote your product for you.

Now, which do you want to do?

Now, you can work your buns off to try to get your own traffic from the pay-per-clicks and try and do search engine promotion and all of that.  I just think that’s a hard way to make money.  I think it’s a lot easier way to make money to go to the people that have already got lists, have already got traffic, and let them promote the product and pay them well to do it.  Pay them a 50% commission, if you have to.  So let them promote your product for you, especially when you’re starting out.

Now, how do you find those referring websites – websites that will refer your product to their customers, to their lists, promote your product on their website pages and so forth?  Well, there are several ways.

We talked last week about Alexa traffic and the week before we’ve been talking about Alexa traffic.  That’s from a website called Alexa.com.  

Alexa has about 3-million websites, I think, that are ranked, and you can see the Alexa ranking of a website, which is how does it place out amongst these 3-million websites in terms of traffic?  

I can tell you just from my own personal experience and my own Alexa traffic, that you really need websites that have like 5,000, 10,000, 15,000, 20,000 Alexa ranking.  

If you get up into the 50,000, 60,000, 70,000, 80,000 Alexa ranking, it’s just not going to generate the volume you need, based on my experience.  It does depend on conversions.

But typically, what you’re going to convert on your sales letter is a ½% to 1½% to 2%, with 1% probably being average.

So at 1% conversions, you’re going to need a lot of visitors to your website.

Now, if you’re in a niche, you may convert 4%.  You may convert 5% in a niche.  It all depends.  I’m just giving you some really broad averages.

So we like to go to Alexa and look at the Alexa rankings of websites.  But today, we discussed a new method of finding potential joint venture partners, and that is by going to AssociatePrograms.com, and then you click on the “Associate Programs” link there at the top of the page, and you search and you find associate programs for your topic.

You can also go to CommissionJunction.com and see what’s available over there at CommissionJunction.  An there are other referral program directories.  You can go to Google, you can type in “referral programs,” “referral program directories,” “associate program directories,” and find a lot of different directories.  

When you go to these directories, you type in your topic and you’re typically able to pull up a bunch of websites that promote affiliate programs related to your topic.

Now, let’s say that you’re in a market and everybody’s only paying a 15% or 20% commission.  If you can afford to pay a 30% or 40% commission, you can probably quickly own that marketplace if you get the word out and market it heavy enough before your competitors catch on and decide to copy you.

So that’s one way to find a product and start a business.  Find a category where nobody’s paying out very good affiliate commissions because nobody gets it, and you go in there and work like hell 8 hours a day on the phone, calling up website after website after website, 8 hours a day, day after day, until you own that market.  And you try to do that in a concentrated month, so that you hit the market and scoop up all of the best people before the competitors catch on to what it is that you’re doing.

There’s a lot of different ways to find products and find stuff to sell, but that’s one good way.

You can always out-market other people.  Another way is you simply out-market them.  Typically, that means having a better sales letter, a better headline, better bullets, better guarantee, better bonuses, just a better sales letter.  We’re going to talk a little bit today about sales letters.  I’m getting ready to.

So what are we doing?  You target that market, you find websites you can joint venture with.  You already heard me talking to Ron and a couple people about doing 12-product surveys.  I believe in doing 12-product surveys.  Typically, you do 12 products, come up with your product ideas from people’s problems and complaints.  

Now, you don’t have to, but it all depends.  If you can, it’s best if you sell to a market, an industry, a topic or an area that you’re already interested in, that you’ve already got a job in, that’s already a passion or a hobby, because you pretty much know what people’s complaints and gripes already are and it’s a lot easier to come up with product ideas.

Let me tell you one great way to come up with a superb product idea.  You simply look for a product that you yourself wish you could buy, that doesn’t exist, and you create or develop or acquire that product.

You find the product, you say, “Gee, I wish this existed, I wish this existed.  And if it did exist, I’d really be willing to pay for it.

A lot of times, not always but a lot of times, that’s a very good product.  Those products tend to be problem-solving products.  I like to come up with 12 product ideas, then do the 12-product survey.

Now, we have a little spreadsheet that all of you have access to, and the spreadsheet walks you through my system step-by-step.  It has you type out potential target markets.  It has a little area where you can type in your survey results.  It has where you can create your sales letter in there.  It’s really got the whole thing laid out for you nicely, in an online spreadsheet.  All of you have access to that.  And if, for some reason, you don’t know the access or don’t have it, you can go to Human Click on our websites or our support desk and request the access to it.

So you target the market, you do your survey and find out what they want to buy.  Now, you create or acquire the product.  

This is the step everybody wants to skip.  In fact, Peter Sin, I’ll mention this to you.  You had sent me an email about you had tried this and it didn’t work and you tried that and it didn’t work, and you tried the other and it didn’t work.  My comment to you would be this.  And for all of you, I think it’s this.  And those of you who are not on the call today.  My comment is you have 2 choices:  to be at the bottom of the food chain or the top of the food chain.  

Here’s what I mean by that.  If you’re at the bottom of the food chain, you’re selling other people’s products and making them rich. 

If you’re at the top of the food chain, you’ve got your own product that you’ve got 100 or 1,000 other people selling, making you rich.

How did Bill Gates get rich?  Did Bill Gates get rich walking door-to-door with a CD-Rom and a Windows operating system on or the DOS operating system going, “Hi, would you like to buy a copy of DOS today?”  Well, that’s not how Bill Gates got rich.  

Bill Gates got rich because he has channels of distribution that he sells the Windows operating system and his other software through, and they’re down at CompUSA and Computer City, and here and there, and he’s got all of these channels of distribution.  Basically, he’s got all of these resellers and buyers and everybody else in the world selling and supporting his product.  

And, in fact, it’s kind of interesting because I understand that in his case and a lot of cases, the resellers actually don’t even make money selling the product.  They make money supporting the product with service, but they don’t make money selling the product itself.  Nobody’s done this in the affiliate industry yet, but it’s kind of interesting.

You look at an affiliate product that you don’t even make money with, but you make money supporting the product, offering services.  It’s something really nobody’s pioneered yet in the affiliate market, but it’s an interesting angle or slant.

So, find out what it is people want to buy.  Now, you’ve got to come up with a product.  Why do you want your own product instead of selling somebody else’s product?  Because of leverage.  You want to be able to have dozens, hundreds or thousands of people selling your products for you, because that puts leverage on your side.  And if there’s any real secret of making money, it is simple – it is leverage.  That is getting dozens, hundreds or thousands of other people to sell your products for you, and that’s really a key.  That’s why I think you’ve got to own or control your own product.  

Now, you don’t always have to create the product yourself.  You can go to Amazon.com and find great books that are not well-marketed, nobody’s ever heard of.  And a lot of times, those books are sitting in the author’s garage, because they went on remainder from the publisher after 6 months.  You can strike a royalty deal with the author, and they’ve got inventory there, they could even drop-ship for you.

You can find products that were sold 2, 3, 4, 5 years ago and nobody’s really doing anything with them now.  You can find shareware programs that people don’t know how to sell, and obtain the exclusive rights to market them for 6 months or a year for some cash.

There’s a lot of ways to get products where you don’t have to create it yourself.

Now, what I’ve advocated to some of you starting out is that you do teleseminars.  The reason is you can write your sales letter in a few days sometimes, give it a spin, try to sell the teleseminar.  If it doesn’t work, no harm done.  You go to your next idea.

Now, the alternative is you write an e-book, but you do what I was talking about earlier, where you only spend a week or so writing it, so you don’t let it suck up all of your life.  

Now, what I want to do the balance of today is talk about sales letters.  Here’s what I want you to do.

Every one of you on the call who has a sales letter, I want you to email me your URL to one sales letter that you want me to evaluate.  And I want you to email that to MarlonOnly@AmazingFormula.com.  

Now, I already know a few of you on the call, when I went through earlier.  I know you’ve got sales letters.  So I’m bringing this off of mute and I’m going to start going through your sales letters.

Alright, Ken Hammond, are you there?

Attendee:  Yes, I am.  

Marlon:  Ken, I need a URL for a sales letter from you, sir.  

Attendee:  Alright, HotCDLJobs.com.  Just click on “Post a Job, driver search.”

Marlon:  Okay, so HotCDLJobs.com, and we want to click on “Post a Job?”

Attendee:  Yes.

Marlon:  “Are you tired of struggling with recruiting?  Very good, you target a problem.  “Burned out from chasing drivers day after day?”  Very nice.  “New system reveals proven method…”  

Nice technique in the headline.  “Puts recruiting on autopilot, so you can go fishing.”  Very nice.  Who wrote that headline?  Did you write that or someone else?

Attendee:  I did.  I wrote the letter.

Marlon:  Very nice.

Attendee:  Thanks.

Marlon:  “Dear recruiting friend.”  The reason that put is better than the word puts is because it’s passive versus active.  

In other words, when it says, “Puts recruiting on autopilot,” that’s a passive sentence so it sounds like something else is doing it for you and you didn’t have to do any work.

If you say, “Put your recruiting on autopilot,” it sounds like you’ve got to do the work.  So as subtle a difference as it is, it makes a difference in people’s minds.

“Dear recruiting friend, would you like to have a predictable flow of interested, high-caliber CDL drivers calling you, working hard, dream drivers, blah, blah, blah.”  I think this is good, Ken.  It’s a great headline.  

Let me look here, back at your front page.  Yeah, the one thing that’s blaringly missing here are testimonials.  

There are 2 places you can put testimonials.  You’ve got a lot of space here on the right, under the client login box.

Attendee:  The testimonials you mean?  That’s flashing right above.  

Marlon:  I don’t see testimonials.  

Attendee:  In yellow, they’re flashing, right above where it says, “Truckers start here.”  On the main page.

Marlon:  Oh, on the main page, yeah.  But I’m looking at page 2.

Attendee:  Oh, okay.  I got you.  

Marlon:  I think I would say this, because the testimonials would be specific to this, I would say, “Puts recruiting on autopilot so you can go fishing.”  And I would say, “Dear recruiting friend, would you like to have a predictable flow of interested prospects,” that’s good.  Somewhere in here, I think you’ve got to hit them with some hard-hitting proof, some hard-hitting testimonials.  

Attendee:  Yeah.  Or just name dropping.

Marlon:  I would use that login box at the right.  And I think you’ve really got to kind of work with your testimonials, to get some good ones.  Kind of help them with their wording.  You want testimonials that are like this:  “I didn’t believe it, but I worked with Ken and in 3 days or 5 days, this XYZ, I got 5 candidates and hired 2.”  They’ve to be really good testimonials.  

Attendee:  Yeah, it helps with the bigger companies and all of that.  

Marlon:  Yeah, yeah, yeah, all of that stuff.  So I think the testimonials there.  

Now, there’s also no teleseminar on here.  You might offer a free pre-recorded teleseminar.  I don’t know how into this the people are.  Maybe you’ve got a series of teleseminars that are like 5 or 10 topics that they would be interested in, and they’re 5 minutes each.  It gives you a chance to plug yourself and to bond.

For you, part of your process is maybe an educational process.  You can do that, and pre-record a teleseminar or online audio that they listen to online, either way, or both and.  

So part of it’s maybe got an educational process there.  I also think emotional bonding.  In the audio you can say, “Hi, my name’s Ken.  You’ve probably been struggling, and when you’re recruiting it’s harder to find people.  Let me just tell you, the other day I got a call from Bob and Bob said, “I searched all over and I tried this and that, and nothing was working for me.  I signed up at HotCDLJobs and by golly, boom, boom, boom.  Hey, you know what?  Let’s call Bob right now.  Hold on.”  Boom, boom, boom.  

“Hey Bob, it’s Ken.  I just decided to do this call and I’ve got some people that are going to be listening to this.  Hey, can you tell me what you told me the other day?”

Attendee:  Oh, awesome!  That’s great!

Marlon:  Now, you can go to InstantAudio.com, and they’ve got a really sweat setup there for where you can have people just call into the system and record the testimonials over the phone.

Attendee:  That’s right, I have that already.

Marlon:  Okay, great.  You’re all set up for that.  So yeah, I think I would add that and add like maybe some topics for free reports, some things that they would want to listen to on audio that give you a chance to bond, build your credibility, but also give them some information that they want, some hot buttons.  

So I think testimonials here, audio testimonials.  In fact, let me show you the best use of testimonials that you’ll probably see.  It’s state of the art.  It’s better than what I’m doing on my websites at the moment, because I’ve been distracted with doing other things.

But you know Armand Morin, the BigSeminar.com?  

Attendee:  Yeah.

Marlon:  His use of the video testimonials and the audio testimonials with the photos, with the photos.  And incorporating the instant audio is really masterful.  

Attendee:  Okay.  

Marlon:  He’s got video there, he’s got audio, he’s got photos of these people.  

Attendee:  What site is that?

Marlon:  It’s BigSeminar.com.  He’s got video testimonials.  When you click on his link, his testimonials link over there, he’s got video testimonials, audio.  He really did a fantastic job on those testimonials.  

The photos add so much, and the video is really hot.  And I know you’ve got the resources to do it.  

So I think you juice up those things and maybe give him some little content, little things they can listen to, a little bit of emotional bonding.  

Attendee:  Yeah, exactly.  

Marlon:  This site, I would think, is already successful though.  It’s well-organized, well put together, it’s already got testimonials on it.

But you probably should split-test that, because some of the stuff that you think works doesn’t.  Like I put some audio on my website and it decreased conversions.  So just because it’s a great idea doesn’t mean it will work.

Now, do you have any split-testing set up?  

Attendee:  No, I do not.  

Marlon:  Let me give you split-testing, if I can find you a good split-testing script here. 

One of them to try out, I haven’t tried it yet but it looks really hot, is the SalesCopyPro.com.  

Attendee:  Okay.  Yeah, you mentioned that a few weeks ago.  

Marlon:  Then there’s another one.  A guy named Duncan Carver has a free script, actually.  Let me see if I can get that URL.  A free script to build his mailing list, so he can sell you more internet marketing stuff.

But it’s at Marketing-Strategy.org.  And I did read some really favorable reviews of his split-testing software.  

Attendee:  Okay, cool.

Marlon:  In fact, that’s on my list to install, we just haven’t done it.  We did have split-testing on more than one of our websites, but it’s all custom and CGI crap and it’s kind of a wreck.

Attendee:  Definitely.

Marlon:  Alright, great.  So I think you’re in real good shape here.  However, all of these things that I talk about, the referring websites, in your case you probably need to hire someone to do that.  

Attendee:  Yeah, exactly.  

Marlon:  My friend Patrick Anderson does it this way:  he sets a jar in front of them and gives them pennies.  And every time they dial the phone, they drop a penny in the jar.  And he tells them, at the end of the day, that jar better be filled up with pennies.

Attendee:  Oh, nice.  

Marlon:  So that’s pretty high-tech, huh?

Attendee:  I like that.

Marlon:  Alright.  Okay, you’re done.  Janette Cates, are you there?

Attendee:  Yes, I am.  

Marlon:  8HourWebsite, for those of you who want to follow along.  And 8 is the number 8, 8HourWebsite.com.

“How to get your website ready in 8 hours or less, no matter how long you’ve been putting it off.”

The first comment I would make on this…  Well, let me say some good things about it, Janette.  Nice design, like the design, clean-cut, nice little checkmark there, nice design overall.  I like all of that.

I’d like to print this page.  It’s missing an opt-in box, which may be by design.  I know you have that on all of your other sites.  We typically just build it into the site.  You may not have one on here for a reason.

I find that the banner distracts me.  The top graphics has a lot of words on it, and it’s competing with your headline.  So honestly, that kind of bothers me.  I kind of think have a graphic, but maybe just “follow me to online success,” but not the words under it.  The 2 compete for me.

I also think in terms of graphical flow.  You always want graphics to pull your eyes into a sales letter, never away.  So really, your photo should be on the right-hand side, pointing down to the headline, with the hands pointing down to the headline.

What happens is you look at a graphic and you go from graphic to text.  So you always want the eye flow to go following the graphic into the text.  Literally, you will see advertisements in magazines that you’ve never noticed before, but they literally have arrows on the ad pointing your eyes in the direction they want you to go.  

This is not a big deal, Janette.  It’s just a small point.  See, your hands are pointing away, which leads your eye off the page.  You want to point people to your headline.

Attendee:  This is the only photo I’ve got with pointing right now.  Would I be better off to put it further down the page?

Marlon:  What I would do is, see, is I kind of wonder if you can’t put that into PhotoShop and reverse it so the hands are pointing the other direction.  

Or, have your photo below the headline.  I just don’t know if it would look good pointing up to the headline.  I don’t know.  I’m not a graphic designer.  I know the principles.  

What I do is I call my graphic designer and I’m like, “Do this,” or “I don’t like this, change it.”  So I can’t answer your question.  Maybe you’ve got to take a new photo.  Or maybe see if you can manipulate it in PhotoShop, cut your arms off, I don’t know.

Attendee:  Marlon, is there anyplace to get kind of an idea of the list of different shots that you might need?  I notice you have a lot of different shots you’ve taken.

Marlon:  I just went to a pro photographer, and we took every shot we could think of.  But he was referred to me by Bart.  He’s great.  His name’s Ed Zable.  

Attendee:  Yeah, you sent me his information.  He’s in Dallas?

Marlon:  Yeah, he’s awesome.  He’s really great.  I think I have some pictures pointing up, but usually I think I’m pointing down because we’re going to be pointing down to headlines, pointing down to products.

Now, the date script looks good.  As I said, the layout of the letter overall, I think is real nice, real neat, real clean.  

Attendee:  Pushbutton Letters does a great job.

Marlon:  Oh, is this Pushbutton Letters?

Attendee:  Yeah.

Marlon:  I didn’t even notice that.  I like the headline, though.  “How to get your website ready in 8 hours or less, no matter how long you’ve been putting it off.”  

Now, let me tell you what I think would be a real addition to this, Janette.  

I would almost start out with testimonials.  If you could, I think it would be awesome.  Can you imagine starting this out with about 8 testimonials?  “Janette, I can’t believe it, 8 hours and I’m done!”  “Wow, Janette, in just 8 hours it’s all set up and ready to go!”  See what I’m saying?  

Attendee:  Right.

Marlon:  If you don’t have the testimonials, you can get guinea pigs.

Attendee:  That’s what I’m going to get Saturday.

Marlon:  Okay.  You get guinea pigs.  Think about this.  I really think your testimonials here don’t work because they’re too general.  The only testimonials you want are, “You’re right, I did it in 8 hours.  I can’t believe it!  I’m so ecstatic!”  This website should really just mostly be proof.  You’ve got a great USP.  I really compliment you on your USP there.  Website design is really hard to come up with a good USP.  

Attendee:  Thanks.

Marlon:  Now, I really think that maybe you should tie the graphic into 8 hours, into time.  Right?

Attendee:  Okay.

Marlon:  Because that’s the USP.  The USP is not money, it’s time.  It’s time.  So this is what I do with a graphic designer.  With my graphic designer, I would say, “Okay, I really think the USP here is time, so here’s some ideas.  We could try a watch or a clock showing 8 hours, or I can see maybe age, something involving the number of 8, like ‘give me 8 and it will be done,’ or a series of 8’s where the 8’s are crossing over each other, fading out as they go across the top.  

If you’re talking to a real visual graphic designer, as you’re giving them a few ideas, they’ll come up with something.  I like graphic designers that are real visual.  You can feed them a few ideas and they’ll come up with their own ideas.  They feed to you and then you feed back to them.

You could also try this on the headline:  “Give me 8 and I’ll give you a website.”  I kind of like the idea of 8’s.  Like you know how you do things that cross over each other and they go on a gradient and fade out?

Attendee:  Yeah.

Marlon:  I kind of like that, because that ties into your theme here.  I also think maybe that headline could be more direct.  How about this:  “You are only 8 hours away,” depending on how hypy you want to make it, “You’re only 8 hours away from your own website, up, running and ready to go.”  “You’re only 8 hours away from your drop-dead killer website.”  “You’re only 8 hours away from having your website up and selling.”  I don’t know.

Then I would split-test those.  I like your existing headline, but I kind of wonder if a more direct hit like, “You are only 8 hours away from your own website, up, running and selling,” something like that.

And then, what about a graphic, a visual, 8 hours away?  So it’s like a road and a car going down a road, and you’re only 8 hours away.  

I don’t know.  That’s how you might go with a graphic designer, and try to come up with some kind of visual.  Your USP is 8.  Give me 8, right? 

Attendee:  Right.

Marlon:  And then I think you’ve got to load up the testimonials here.  “I can’t believe it, Janette got it done in 8 hours!”  

And really, if you add that USP, a nice graphic design and a whole boatload of testimonials where people got it done in 8, and an order link, that’s pretty much it.  Everything else is superfluous.  

You had a big, bold promise, you proved the promise, and now you add in some benefits and some other crap and let them order.

You have a damn good reason to order today, though.  

It’s the darnedest thing, in ordering.  I hate the fact that people order by deadlines.  I did not originate the idea of putting a deadline script on a website.  But I stumbled across what a friend of mine was already doing.  

We started putting a 30-day deadline that I did by hand on my website, and our orders went up.  And then I lowered the deadline to 15 days, and our orders went up more.  I lowered it to 10 days, orders went up more.

This was before anyone was doing this.  I lowered it to 5 days, our orders went up more.  I lowered it to 3 days, our orders went crazy.  I lowered it to one day and it went berserk.  And then I talked to my friend who was doing this and he’s like, “Marlon, if you really want it to go crazy, put midnight tonight.”  

I hate the fact that people order by deadline, but it’s true.  It really disturbs me that people are that way, but it’s true.  

Attendee:  It seems like this would lend itself nicely to that type of a deadline, because we’re trying to get them to take action on something they’re just putting off.  

Marlon:  Yeah.  “I know you’ve been putting this off and you’re going to keep putting it off unless I give you a really good reason not to.  So here’s your great reason, and it’s in your best interest and mine.  And here’s what it is.”

Does that help?

Attendee:  Yes, it does.

Attendee:  Marlon, where can we get technology for putting on deadlines?  It’s got to move each day.  

Marlon:  Okay, you heard my little speech, Vida, on RentACoder.com?  

Attendee:  Yeah.

Marlon:  That’s how you do it.  

Attendee:  They screwed up my project.

Marlon:  Okay, let’s have this discussion.  Vida, that’s part of business.  People screw shit up.  I hire 3 people typically to do one task.  That’s part of this business.  This business is not perfect.  

Sometimes, I hire 3 people and nobody gets it done.  Like I have statistics software, and I’ve had 4 different people write the software.  The fourth person got it right.  The first 2 sucked, the third one was pretty good, and we sold the product for now a year or a year and a half.  But I finally had another guy write it, and this guy I think got it right.

Now, let me say this, Vida.  You don’t really have to worry about this because if you’ve got Pushbutton Letters – and you do – as I recall, there’s a deadline script in the plug-ins in Pushbutton Letters, Vida.  So if you use the Pushbutton Letters to write your sales letter, there’s a deadline script built into it.

Now, I may be wrong on that.  Let me ask Lisa, because I’m pretty sure we built a deadline script into it.

Lisa, does PBL have a deadline script in the plug-ins?  I’m pretty sure it does.

By the way, Vida, while I’m doing this I do have another resource for you.  I promised all of you last week, but especially Vida, who needed some help on digital delivery, AutomateYourWebsite does the digital delivery.  It is $70 a month to do the digital delivery.  

I did find another option for you.  I have not personally used this, but it is the best option that I was able to find.  So again, buy it and use it at your own risk, but it is the best one that I’ve found.  

It’s a long URL here.  What can I do with this?  I’ll spell this out, but it is a long URL.  It’s Stoco.net.  And when you go to Stoco.net, on the left-hand side it will say “software,” and you will see a product there called Digital Vault.  And you click on Digital Vault, and it allows you to have digital delivery with Paypal, ClickBank or 2CheckOut.com.  

Out of all of the scripts that I saw available, it does appear to be the best.

Attendee:  Okay, thank you.  

Marlon:  Let’s see here, “Lisa, do the 12-week people have the plug-ins?”  Let me see if you all have the plug-ins.  The deadline script is a plug-in for Pushbutton Letters.  I don’t know if that’s free with the 12-week program or not.  Let me check.  

While we’re waiting for an answer on that, let me check my email and see who else has sent me a sales letter.  

Vida, while we’re working on you, let me go ahead and handle your sales letter, CustomerCareMagic.com.  

Again, the graphic design on this, Vida, has just got to go.  You’ve got to have different graphic design.  I’m just being honest with you.  You can do good graphic design with Pushbutton Letters, because we just saw it from the letter by Janette Cates.  A very nice-looking letter.  That was done with the Pushbutton Letter software.  So yeah, you can do design.

Okay, here’s the answer.  If you ordered the platinum package, you have the plug-ins.  If you ordered the standard or the gold, you do not have the plug-ins.  I don’t know which package you ordered.  If you ordered the Platinum, you have it.  

Vida, did you get the platinum package, do you know?  

Attendee:  I paid about $100.  I don’t know which one that is.  

Attendee:  I think that’s the regular one, Marlon.

Marlon:  Yeah, let me see here.  Hold on, Vida, I’m checking for you.  Just a second.

Anyway, to get back to your sales letter quickly, Janette, are you holding a seminar on your 8-hour system?  

Attendee:  Marlon, when you say the graphic design, you mean for the website in general?

Marlon:  Yeah, uh-huh.  

Attendee:  I have the same thing on 101Happiness.com.  I don’t know if the design there is better.  

Marlon:  No.  Janette, are you holding a workshop on the graphic design, Janette?

Attendee:  Yeah, I’m going to do that on Saturday, in Austin.

Marlon:  Is that in Austin?

Attendee:  Yeah.  

Marlon:  Vida, is it too far for you to go to Austin?

Attendee:  Yes, it is.  

Marlon:  Oh, okay.  Well, I don’t know.  The graphic design just doesn’t work for me.

Attendee:  Okay, it’s no good in either one?

Marlon:  I do have a check sheet on graphic design that I will send you after this call.  Okay?  As I recall, I did one that has a lot of advice on how to get good graphic design, some sample websites and so forth.  That should be of help to you.  I will send that to you after this call.

But yeah, the graphic design just does not work for me.  Now, let me look at the sales letter.  

You really need to do a real thorough job with the Pushbutton Letter software.  Like this letter is about 10 times shorter than it needs to be.  So you’ve got to use the Pushbutton sales letter and go in and spell out, in detail, every feature and every benefit.  And it really needs to be a very thorough, long letter selling all the benefits of what you’re offering.

So if the sales letter here is just really way too short.  

In our Cash Like Clockwork program, we have a whole section on my e-books on how to write sales letters, audio seminar, maybe a video seminar in there.  If you have Cash Like Clockwork, Vida, I recommend you go through that data.  

And then let’s see what else I’ve got.  We’ll be talking about sales letters probably again.  You’ll be hearing me critique other people’s sales letters.

Basically, though, the letter is just too short and it doesn’t follow the formula of Pushbutton Letters.

Attendee:  The trouble is I don’t have testimonials, Marlon.

Marlon:  Well, let’s talk about that.  The best way to get testimonials for you would be to comp this product to some people that would be in your marketplace.  Tell them you’ll give the product to them in exchange for a review of it.

Attendee:  Okay.

Marlon:  Now, you don’t say “in exchange for a testimonial.”  “In exchange for your opinion, your review.”  And you give them a sheet that asks them some questions.  “Did it help with this?  What do you think of this?  Blah, blah, blah.”  And at the bottom, “May I have your permission to use your comments in all of my advertising and marketing, globally, in perpetuity?”

But that’s how you get testimonials.  You do need testimonials here, but also there’s no benefits here.  You’ve got to spell out all of the benefits and how this is really going to help them.  

The Pushbutton Letter software does a real good job of that, if you go through and use it very thoroughly, to really spell out all of your features and benefits.  Alright?

Attendee:  Alright.  

Marlon:  Good luck to you on that.  Redo this sales letter.  The Pushbutton Letters does have some good graphic design on it.  Look at 8HourWebsite.com, that we just reviewed.  That was done with the Pushbutton Letter software.  Look at that graphic design, and it’s a lot closer to what you need, Vida.  Alright?

Attendee:  Okay.

Marlon:  Vida, I’ll tell you what.  I’m having Lisa turn on your plug-ins on your Pushbutton Letter software.  I’m just going to comp that to you.  So she’s going to turn those on, so you will have a deadline generator.  Alright?

Attendee:  Okay.

Marlon:  Soka, how are you doing?

Attendee:  Good, Marlon.  

Marlon:  Let me look here.  InnerCircleSecrets.com.  The dark blue background, Soka, distracts my eyes.  Like if you look at Janette Cates’ 8HourWebsite.com, it’s got a lighter background.

The problem I have with this dark background is that it distracts your eyes away from the sales letter and the headline.

I like light backgrounds, because they leave the focus on the sales letter itself, and they don’t pull your eye away from it.  The dark backgrounds pull your eye away from the text.  

Attendee:  Okay.  What was her URL again?

Marlon:  InnerCircleSecrets.com.  

Attendee:  No, that’s mine.  

Marlon:  Oh, I’m sorry.  What did you ask, Vida?

Attendee:  That’s my URL, you just gave me.  

Marlon:  Right.

Attendee:  You just gave my URL back to me, Marlon.  I asked what Janette’s URL was.  

Marlon:  Oh, Janette’s URL?  I’m so sorry.  8HourWebsite.com, with the #8.  But Soka, you know, we’ve talked about this before.  You can do a good graphic design with Pushbutton Letters.  There are people that do very nice designs with it.  And I think Janette’s design there is a real good example of it.

Now, if you need assistance, Janette has some graphic designers she’s worked with who can maybe assist you.  And I’ve already given you some other designers.  

But if you just use the software and put a little lighter background there and stuff, I think it will help.

“2 years ago, I was $219,800 in debt.”  Have you tested this sales letter, Soka?

Attendee:  Well, this is actually the letter that came with this product, and it mailed for years as the control letter.  It has actually sold millions of dollars.  So I know it works offline, and I have actually sold about 25.  I’ve got 25 people on this call, conversing.  

Marlon:  What’s your conversion percentage?

Attendee:  I haven’t figured that yet.  

Marlon:  Soka, I think you’ve got some good potential, and let me tell you why.  You did a survey and you got how many responses?  

Attendee:  That was on my other thing, the personal growth, metaphysical.  But on the first survey, I got 1,400 responses.

Marlon:  That’s an astounding number of responses.  That really is astounding.  

Attendee:  The funny thing was I didn’t offer them anything.  I just said, “Could you do the survey?”

Marlon:  What that tells me is you’ve really got a market here that trusts you, and you’ve really got some real potential here.  And you’ve got a great bond with your people, Soka.  And if you give them a good product, your own product that they believe in and an affiliate program, and I think you’ve already got some of your own products, I think you do have potential there.

This letter, I’m not hip on the letter, but if it sold that much in direct mail, far be it for me to say anything about it.

I would work on the graphic design.  If you can convert 1% of unique visitors, that’s good.  So just try to get traffic to it.

Attendee:  Outwardly, it doesn’t look all that strong to me, either.  But it does seem to do the job, funny enough.  I can’t account for it.  I think I will get somebody to write a control to try and beat it, at some stage.  

Marlon:  At this point, I think you need to work on the graphic design.  You’ve heard me talk about the Fibonacci Secrets website, right?  The design of it?

Attendee:  Yes, yes.

Marlon:  I really like the design on the FibonacciSecrets.com website.  But look at Janette’s as an example, just because I know you don’t want to spend a lot of money on design.  Janette did that with Pushbutton Letters.

Attendee:  Okay.  I also sent you an email, because you told me to, to change the general whole website.  And, in fact, I sent you another email with the guy I’m working with.  He’s given me some ideas on that URL, if you could just take a look at that and tell me what you think.

Marlon:  That’s the 3Dcovers.com?  

Attendee:  That’s the one.  That’s the one.  

Marlon:  Alright.  

Attendee:  This is for the whole website.  

Marlon:  I’m not a designer, Soka, and I can be wrong.  It just doesn’t do anything for me.  I can’t see the whole ordeal.  It’s better than what you had, let me say that.  And it’s an interesting design.  

I don’t know, it’s interesting.  Everybody’s got different taste.  If it was my designer, I would still have him work on it.  If it was my designer, I don’t know.

Attendee:  In which direction?  Is it the graphic or the general layout?  

Marlon:  Here’s what I say, Soka.  I think you’ve got to give a designer a pattern to work after.  Give them FibonacciSecrets.com.  Give them The-Whole-Truth.com.  Give them some of the other top-selling websites.  Give them some of Mark Joiner’s URL’s, if they’re still up.  I think you’ve got to give them some top websites to look at, so that they have something to go by of what you want.

I really think that what you need here is not really as much of heavy graphics, as it just is a nice, clean-cut design with a great drop-dead sales letter.

Attendee:  Yes.  And one other thing, actually.  The opt-in box, at the moment, is on the left-hand side, as they generally are.  What do you think, is it better on the left or on the right from tests or the way people look at pages?

Marlon:  By the way, Alex Mandossian’s site at MarketingWithPostcards is a very nice site, also.  

Attendee:  Okay.

Marlon:  Again, you know what all of these sites are, Soka.  You know all of these sites.  Most of them, though, aren’t real heavy in graphics, like that design presented to you.  They’re a little lighter in graphics.  

Where do you want the emphasis to be?  You want the emphasis, the eyes to be drawn to what?  The sales letter.  Right?

Attendee:  True.  

Marlon:  Janette Cates, are you still on?  Janette?

Attendee:  Yes, I am.  

Marlon:  Janette, if you go to MarketingWithPostcards.com and look at the graphic of the guy looking right up at the opt-in box, and look how his eyes draw you right to the opt-in box, it’s really a beautiful example of using hand and eye flow to direct you to where he wants you to go.

Attendee:  What is that website again?

Marlon:  MarketingWithPostcards.com.  MarketingWithPostcards.com.  A very nice example of a website, at MarketingWithPostcards.com.

You know, Soka, we put ours on the left.  If you really want to emphasize your opt-ins, the right is probably better.  It just didn’t happen to fit in our graphic design, and the left worked for me.

Attendee:  But you like it better?

Marlon:  I think that’s a little thing, as opposed to a big thing.  Yeah, it will make a difference in your opt-ins and so forth.  But first, I think you’ve got to get a design that works.  

Attendee:  Okay.  Sure.  Sure.  Just one question that’s slightly unrelated to doing PPC’s.  

These days, is it better to go use pay-per-click search engines to go straight to a sales letter, has it been done, and to kind of get your money back on the PPC?  Or is it better to go for the free lead, to get the opt-in in the first place, feed them through a course, a free 5-day course?

Marlon:  The answer to that, Soka, is ultimately you’ve got to test it.  

Attendee:  Okay.

Marlon:  I tried what Jonathan Mizel calls the “name squeeze.”  And for me, I click-tested it and it decreased our conversions.  

Attendee:  What is the name squeeze?

Marlon:  Other people have presumably split-tested it and it increased their conversions.

Attendee:  What is the name squeeze?  

Marlon:  That’s where just what you said, where you require them to opt-in in order to get access to full sales letter.  

Attendee:  Actually, what I meant was not a page in between, but when they come to your page, once they’ve clicked on the PPC link, is it better outright to just not sell them anything, try and get them onto your list?

Marlon:  Theoretically, it’s better to get them onto your list because you can follow-up with email.  But again, ultimately, you really use a thing like ProAnalyzer.com, where you can easily split-test clicks on a link.  You can test it.  

It could be that the website you’re going to send them to is going to convert them better than you’ll convert them with your email.  Right?

Attendee:  Yes.  

Marlon:  If you write crappy emails, then their website’s going to convert them better.  If you’ve got a great, drop-dead, killer email follow-up, then you’ll probably convert them better with email.  But ultimately, you don’t know until you split-test it.

ProAnalyzer.com has a little script that’s inexpensive, you install on your web server and it lets you quickly and easily split-test clicks on a link.

Attendee:  Yes, I’m planning to get that.  Thank you.  

Marlon:  This is Janette.  I just wanted to point out that now the shopping cart also allows you to do split-testing with your ad tracking.

Attendee:  Oh, yes, yes.  AutomateYourWebsite.com will do that.  Yes.  Thank you for pointing that out, Janette.  I forgot about that.  

Marlon:  So all of you who get AutomateYourWebsite.com, use it for your split-testing.  

By the way, I will point out that I gave you, Vida, a URL for the Paypal digital delivery.  But I might point out it does not allow you to have an affiliate program or autoresponders, or all the other things that are really a part of the ecommerce.  

So, while you can do your digital delivery, it’s still not a complete system.

The advantage of AutomateYourWebsite.com is it’s a complete system.  It’s got your ad tracking, it’s got your autoresponders, got your affiliate program, got your digital delivery, got your real-time credit card processing, got your database in there, got a surveys program in there.  It’s really got everything.

Let’s see here, let me check and see who else has a sales letter for me.  Sherry, your sales letter, let’s talk about these.

Sherry Zwick sent in some sales letters.  TheTruthAboutDebt.com is one of them.  Sherry, the background that you chose here, again, is the dark blue, just like Soka has.  For my taste, it’s too dark.  

In the past, I’ve used a red line around websites, but it was a very thin red line.

In this case, the red line is pretty thick and, I feel, distracts your eyes from the sales letter itself.  

Attendee:  Okay.

Marlon:  Your sales copy itself reads pretty good to me.  Overall, I think you’ve got a pretty convincing case on TheTruthAboutDebt.com.  I like the photo and the action in the photo.  Very nice little photo there.  

I like maybe some of your other designs better here.  GetCoralCalciumDirect.com.  Again, you’re using that real dark blue background.  That just kind of bugs me.  

Attendee:  That’s easy enough to change.

Marlon:  Yeah, something nice and light there, that lets your eyes go to the sales letter itself.  

I think your sales letters are pretty good.  To get them to convert, you probably are a little higher level than some of the other people.  You’ve got bonuses.  

Attendee:  I can tell you on the coral calcium…  Somebody else is talking.

Marlon:  Yeah, if you have background noise, please press *6 and mute out your background noise.  Go ahead.

Attendee:  As soon as we put it up, we started getting conversions and sales.

Marlon:  On which one?

Attendee:  On the coral calcium one.  And that was without even putting any keywords or doing any submission or anything.

Marlon:  If you make changes to it, use ProAnalyzer.com or that Duncan Carver script to split-test it because I don’t want to screw it up.

Once something works, I’m real hesitant.  I make changes very hesitantly.  Because sometimes, all you do by trying to fix stuff is screw it up.  So if it’s selling, be careful. 

Attendee:  We’ve got AutomateYourWebsite, so we can do the split-testing.

Marlon:  It’s GetCoralCalciumDirect.com.  So split-test it, don’t change it willy-nilly.  And get quite a bit of traffic where you’re really convinced the new sales letter pulls better.  You want to be real careful about screwing up something that’s selling.

Attendee:  Right.

Marlon:  She’s got another one here, List-Notes-For-Sale.com.  List your notes, sell it and get quick access to your cash today.  Good headline.  I think you’ve got a talent for writing copy.  You could do things like BigSeminar.com, video testimonials, photos, audio testimonials.  You can go to the more sophisticated methods.  

Attendee:  Yep, I have access to all of that.

Marlon:  There’s no story.  I think that this List-Notes-For-Sale.com, the URL’s kind of long for me, to begin with.  But hell, I can’t even pronounce it on the conference call when I’m a little tired.

Overall it looks good, but there’s maybe not enough story here.  It’s kind of a little disjointed.  Maybe it’s like a little bit more “Dear friend, da, da, da.”  You’ve got it kind of in there.  This is where it might pay you to have a pro give you a critique of your sales letter.  I don’t know if it’s selling.  Again, if it’s selling I wouldn’t worry about it.  But if it’s not selling, maybe you tell more of a story, maybe you spell out the benefits more.  Maybe it’s a little short.  Maybe you’ve got to spell out benefits more.  Maybe more audio or video testimonials.  

But again, if it’s selling, that’s the ultimate thing.

Attendee:  Well, I just wrote it and put it up, so I don’t have any idea.  

Marlon:  Again, you have Sale-Notes-For-Cash.com.  Same basic design and concept as the other one.  

TheTruthAboutDebt, we already talked about that one a little.  I think you’re really on track with your sales letters here.  I think you’ve got a knack for it.  

The best way to learn, probably to go to the next level for you on sales letters, is just to study some of the really great sales letters out there.  That includes some of my sales letters, like PushbuttonLetters.com sales letter, of course AmazingFormula.com.  The-Whole-Truth.com is one heck of a sales letter.  There’s Corey Rudl’s MarketingTips.com whole entire website.  The MailLoop.com sales letter is a work of art.  Yanik Silver writes tremendous, great sales letters.

You just study the sales letters that are out there by people that really know what they’re doing, and you can pick up a lot from them.

Attendee:  Can I ask you a question while you’re on?

Marlon:  Sure.

Attendee:  On the B-Tone.com site, Michael Forten is doing the sales copy, redoing that.  Yet, what I’ve been tracking on the unique visitors on that site, we’ve been converting 2½% to the site as it is, with a couple of tweaks on it.

Now, my thoughts were, Marlon, one of the things I’m working on with all of my websites, the ones that I have the sales letter, etc., is really systematize it like the E Myth does, check lists, etc.  Because now we’ve hired web people.  We use AutomateYourWebsite, but I’m doing less and less and going more towards the stuff that I’m good at.

But I was thinking with the site that my husband has, the B-Tone.com site, where we have that product and we have about 11 others.  We’re doing off-line commercials, we’re doing product placement in the movies, and we’ve got the website.  As soon as we have all the systems and the distribution channels in place, we’ll run the other 11 through, I was thinking maybe we should just start from scratch with a 12-product survey, possibly do an e-book for that site or an overall site, a women’s health site or something of that sort.

Marlon:  You’re doing pretty good with your product selection, but it never hurts to do 12-product surveys.  I absolutely believe in taking what you’ve done, sit down, checkmark it, create the checkmark lists out of it, systematize it.  A very worthwhile endeavor.  So I’m on board with that.  

If you’re converting 2½%, I’d be real interested to see what Forten comes up with.  But that’s an outstanding conversion.  That’s a great conversion.

Attendee:  That’s 2½% of unique visitors.

Marlon:  Yeah, that’s a great conversion.  Very good.  

Attendee:  Yeah, it is.

Marlon:  A really great conversion.  So you’re doing a lot of things right there.  

I guess the real issue for you becomes this:  do you keep rolling out additional products or take the best out of the products that you launch, take the best one and really try to exploit it?  

I almost feel like your best growth is by getting your products out there and then taking your best one and trying to exploit it.

Attendee:  Okay.

Marlon:  It’s a judgment call, though.  A case can be made both ways.  Always take an existing product to new markets, new sources of traffic, and so forth.  

Attendee:  We were thinking of taking that one and doing, just like you said.  I haven’t done an affiliate site on anything, simply because I haven’t wanted to do the work.  There’s a lot of work.  And I’m looking forward to your most effective systems.

But the linking to other people that have sites, there’s a lot of requests now to link to that.  

I’m wondering if an e-book that they could give away, that also really promotes.

Marlon:  Yeah, we’ve done that and that does work.  Yes, it does work.  So, sure.  

Attendee:  Okay.

Marlon:  The answer to a lot of these things is I like the idea but I don’t know.  That’s only the truth.  

Sometimes, stuff that works for other people works for you.  Sometimes stuff that doesn’t work or other people will work for you.  It’s just weird.  I test things, sometimes, that work for my friends but don’t work for me.  I don’t know why.

So the idea is you just test and you don’t really question it too much.  Sometimes it’s good to be curious, but sometimes you test it and it works or it doesn’t work and you go on, right?

Attendee:  That’s right.

Marlon:  But I think you’re doing a lot of things right.  I’d keep on with them, but then you’ve got some decisions about how do you grow your business.  Do you take your best product, try to take it to some other markets?  

Yeah, but the e-book thing, good idea.  Try it.  It won’t cost you that much or take that long to do.

Attendee:  No, I can write.

Marlon:  Yeah.  Yeah.  Try it and see what happens.  Let us all know.

Attendee:  Your statistic software now, does that work with another statistics thing?

Marlon:  By the way, I’m so glad you brought this up.  Everyone please listen to this, and everyone on the conference call.

First of all, when you log into your Teacher Ease website, and Dick will email this to you but everyone else, go to your behavior log.  We now have an online forum, plus you have access to Pushbutton email, plus you have access to our Pushbutton Survey software.

So Soka, you don’t have to tabulate your surveys by hand anymore.  You’ve got Pushbutton Survey software.  All of you have 3 months access to it.  Your logins are in your behavior log of Teacher Ease.  

Oh, and we have an online forum where you can go.  Now, I’m not going to personally answer every post in there.  They’re for you all.  They’re for you, if you’ve got a problem, ask other people for their feedback on your sales letter.  You can ask for resources or whatever you need.  

I’ll occasionally go in there and post.  I’m not going to answer every post.

But a really great forum we created.  Pushbutton emails, Pushbutton survey software all in your behavior log.  I’m sorry, go ahead with your question.

Attendee:  We’ll, that answers some of it.  Now, do I need another statistics tracking, and then I put the data into your software, or is it doing everything, like Web Trends or Open Tracker?

Marlon:  It’s not like any of those.  

Attendee:  Okay, fine.

Marlon:  A totally new concept.  Now, that software’s not in there yet because I’m going to do a whole call on it.  It’s actually for tracking.  It lets you create your own statistics and track them on a weekly bar chart.

Attendee:  Oh, perfect.

Marlon:  So it’s really entirely different from what everybody else teaches or knows.  

Now, as far as affiliate software, we’ve been using AssocTrac by Corey Rudl for the last couple years.  We’re looking at switching over to DirectTrack, but we haven’t done it and I don’t have feedback on it yet.  But I am probably going to try it.  It’s got more features than Corey’s has right now.  

So I am looking at it, but I can’t personally tell you how good it is.  

Attendee:  Okay.  What about the AutomateYourWebsite affiliate part?  

Marlon:  AutomateYourWebsite, number one, AssocTrac can plug into it if you want to use AssocTrac software.  That is what I’ve used the last few years.  It’s stable and it’s worked real well for us.  It doesn’t have some of the features that DirectTrack has.

Now, DirectTrack can work with about anything.  So I believe it can work with AutomateYourWebsite shopping cart without a problem.

Now, AutomateYourWebsite also has a built-in affiliate software.  It works fine.  It’s great for getting started with.  It doesn’t have as robust features as some of these other things.  So, I guess for beginners, I don’t think you need to go out and get your own associate software.  For beginners, I think just use the shopping cart to go with it as it is.  Use AutomateYourWebsite.  

If you’ve got money and you’re planning a larger-scale business, you might want to look at DirectTrack and having that, or AssocTrac.  At minimum, if you’ve got the money and you’re doing a larger business and you’re already pretty successful or reasonably successful, at minimum I’d probably take AssocTrac and plug it into AutomateYourWebsite.  

I also might look at the DirectTrack.  It’s got really great features, but I haven’t used it yet so I don’t know.  I’ve heard some good things about it, though.

Attendee:  How do you spell the URL on that DirectTrack?

Marlon:  Just like it sounds, DirectTrack.

Attendee:  Just one T?

Marlon:  No, direct and then track, so that would be 2 T’s.  

Attendee:  Okay, thanks.  Thanks.  

Marlon:  Okay, guys, my voice is gone.  Hopefully, I’ve reviewed everybody’s sales letters here.  If I haven’t, email me and say, “Marlon, you missed my sales letter.”  We’re out of time and I’m out of breath.  

Appreciate you all being on the call today.  Please go to your behavior logs, check out the forum, check out the Pushbutton survey software, Pushbutton email.  And those of you who missed this call, be on the next call because I’d love to have you here and give you some personal feedback.  We’ll see you all then.

Attendee:  Thanks, Marlon.  
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