What Almost No One Understands About Making Money Online And How To Get That Break Through You’re Looking For
Hi,

Not long ago, I spoke in Australia at a seminar by Ted Ciuba, Brett McFall and Alan Forrest Smith. 
I spoke for an hour about my formula for making money online.  The gist of the hour long speech was that you make money by:

Step one:  Target a group of people

Step two:  Find out what they wanna buy

Step three:  Sell it to ‘em

Now, I hammered home over and over that you gotta get products done, promoted and delivered.  I did my whole little bit about DONES – half done, gonna be done, 80% done, 99% done, gonna be done tomorrow – all of those equal one thing – NOT DONE.

And not dones don’t make you money.

Only one thing makes you money.

Dones.

That is products or services done, promoted, sold, and delivered.  THAT is the simple process that makes money.  And you do that over and over. You identify DEMAND by targeting a group and finding out what they wanna buy.  Then you put together a product or service to MEET that demand.  Then you promote the daylights out of it.

And they whole key to that process is getting products done and promoted.  

Anyway, I spoke on that topic for a whole hour.  At the end of my speech, which I personally thought was quite inspiring, I asked for questions.  A gentleman stood up to ask the first question:

Marlon, I have owned the Amazing Formula for TWO years and I’ve NOT made money yet.  How come?

I asked:  Sir, how many products have you created or do you own exclusive rights to?
The answer?

NONE!

I said:  NEXT QUESTION!

Can you see the irony in that?  I spoke a whole hour about the secret of making money online – you find demand and fill it with products.  And this gentleman couldn’t understand why HE wasn’t making money.

Not to criticize him.  

Until you really get the big picture, it can be confusing.  Especially with all the different models of making money.  
1. The affiliate model – You do NOT create your own product.  You make money by selling other people’s products.  Rosalind Gardner is the “Poster Child” for this method.  

Nothing wrong with that method.  I personally prefer to create my own products and find affiliates to promote them. And that’s what I advise you to do.  
2. The Google Adsense model – You get pages in the search engines and make money off people clicking Google Adsense ads.  Some people do well with that model.

3.  The product model – You create a product or service and SELL IT.  This is how people have been making money for the past 2,000+ years.  So it’s what you call a “time-tested” model.

Why People Get Stopped In Following This Formula

You may be wondering why more people don’t follow this formula.  And the truth is, millions DO follow this formula online and offline.
Of course, in any business there is risk.  An entrepreneur is a person by definition who takes on additional risk for the possibility of greater reward.  If you can’t tolerate risk, keep a job. But THAT has risk also.  The risk of getting laid off. The risk of becoming outdated in your skills.

One of the things that I think stops people (and possibly you) from following this formula is that you don’t know anyone doing it.  All your friends and family have normal “jobs.”  And they just can’t understand how you’re gonna  pull off this Internet deal.

What is amusing to me is that at seminars, if someone gets to talk to me alone, they always ask one question:  So Marlon, is this thing real?  Do you REALLY do this full time!  How much do you REALLY make!
That is an astounding series of questions to me.  First of all, because I have employees, staff and team members I support full time.  So not only do I do this full time, but I support others who work for me in one form or the other full time.

The point is, it’s hard for people to get the concept of selling stuff over the Internet and making money.  Which is a little odd in that it’s not much different from selling anything anywhere.  How does a store make money?  They sell stuff.  How does a carpet cleaner make money?  They sell a service.  And so forth.

The difference is that instead of promoting the business in the local newspaper, on the radio or on TV, you’re promoting over the Internet.  And, in some cases, you’re delivering the product over the Internet.

I guess it surprises some people that there’s a market for ebooks.  That in and of itself is ridiculous.  Go to http://www.ebooks.com and you’ll see that MAJOR publishers are making their books available on the Net as ebooks.

Another thing that comes up is, “The only people making money online are people selling how to make money online.”  That’s equally ridiculous.  
Online retail sales in 2005 grew 24.6% over 2004, reaching $86.3 billion from $69.3 billion, the Census Bureau of the U.S. Department of Commerce reports.
That is 86.3 BILLION dollars!

If the only people making money online are people selling how to make money online, then I think you’d see more of us on TV next to Donald Trump!  I mean, that’s a LOT of money.
The other issue with making money this way is that it isn’t like having a JOB!  At a job, you have a clear-cut set of things to do.  The number one thing people tell me they want is everything step-by-step.   And I try hard to do that.  But see, fundamentally being an entrepreneur isn’t like being an employee or having a job.

You don’t have someone there all the time telling you what to do and how to do it.  You have to problem solve and figure things out on your own.  Which can be FRUSTRATING.

And I really think one of the MAJOR things that stops people in this business is the inability to handle frustration.  People run into a snag or a problem and think it’s just THEM and that somehow they don’t have ability and that’s why they’re having this problem.

In reality, it’s part and parcel of making money online.  Web hosting screws up.  The script you buy or the code you get doesn’t work like it’s supposed to.  The text on the page won’t CENTER like it’s supposed to.  The cell padding on a table isn’t right and you can’t get it right.
Those are all snags.  They come up every single day you run a business.  If you run a business and sell stuff for a living probably every day you (or someone you pay money to) will have to solve SNAGS.  They’re part of the business.

In the computer programming world, there’s a term called “debugging.”  And that’s a lot of what you do in this business.  You try something.  It doesn’t work.  Now, you gotta FIX it.  And if you can’t dothat, if you can’t problem solve, if you can’t tolerate the frustration of something not working right, then keep your job.

That’s a long ways away from “quick-and-easy” money on the Internet.  Here’s the thing you have to understand.  Marketers are going to sell the sizzle, not the steak.  It’s a fact of life.  When you buy a TV, you bought the dream of watching all the programs you love, not the monthly bill that comes in the mail for your cable.

When a person gets married, it’s pretty much assured that there are some really GREAT moments.  And a lot of arguments.  If you were focusing on the arguments, you’d probably never get married!  

If you were focusing on the dirty diapers, you’d probably never have KIDS!  
A business, ANY business, involves frustrations, problems and troubleshooting to a greater or lesser extent.  Now, as you LEARN, this gets better.  And as you GROW, you can pay someone ELSE to deal with those things.  That’s why jobs exist.  Because the guy or gal who OWNS the business wants to pay someone ELSE to deal with problems.
You have a customer or affiliate who isn’t happy?  Well, join the crowd.  That’s part of business.  It’s part of life.  You’re sitting down at the computer to write and your mind goes into mush?  

Join the crowd.  It happens to everyone.

You can’t figure out how to do something on your web page or make something look like you want it to look like?  Join the crowd.  

See what I’m saying?  

I LOVE selling products.  Creating ideas and turning them into reality is the most EXCITING thing you can do.  It’s just absolutely invigorating.  But along with that are things that don’t go as planned.  Things that don’t work the first time out of the gate.  That’s part of business.  It’s part of life.  And if you can’t deal with that, don’t be IN business.  

My point isn’t that business is a drag or something.  Business is GREAT.  Selling products is awesome.  My point is that some people have this illusion that it’s all a rose garden, and they’re totally shocked when they find out that they aren’t the ONLY one that has a subhead that won’t center right or the yellow highlighting on the page won’t work like you want it to the first time out of the gate.  Or the pop-up won’t pop. Or half the emails didn’t get delivered.
They think that it must be them and their lack of intelligence, talent or ability.   If that’s YOU thinking something like that, then breathe a sigh of relief.  It isn’t you.  It’s part of business.

Corey Rudl, who is greatly missed, and I had discussions on the phone about this.  I would feel so much BETTER after talking to Corey and finding out HE had the same types of problems and challenges as I did!  Oh my gosh, it isn’t just me!
I realize you read this newsletter to get deep insight.  To get step-by-step help as much as possible.  But sometimes, the thing you need most is just some perspective.

Why Do I Recommend Information Products?

The great thing about information products is that you can deliver them as ebooks or CD’s, so your cost is low.  There’s no better, step-by-step courses on how to do this than http://www.ActionGrid.com.

But if all you do is record audio, drop it onto the thank you page of http://www.automateyourwebsite.com, write a killer sales letter and promote it using the affiliate program built into the software, you’re ahead of MOST people trying to make money online.
To begin with, selling audio is fine.  You can get it transcribed and now you have a PDF or manual to go with it. Then, if it sells, you can interview a few people on the same topic, transcribe those and now you have more.

If you aren’t an expert on anything, you need to find 10 experts you CAN interview.  If they have something to sell, you have a decent chance of getting the interview if they believe your interview with them will be well promoted and end up in sales for them.

The thing stopping most people from doing the above is this:

MOST PEOPLE FEEL LIKE THEY HAVE TO KNOW EVERYTHING BEFORE THEY DO ANYTHING!

I guess it’s fear of making mistakes.

But what you’ll find is that you need this:

A propensity for taking action.

That means, you love to learn. But even more than learning you DO.  Either YOU have to DO or you have to plan it out and get others to DO for you.  But either way, stuff has gotta get DONE.
And if you research, research, research, research and research for fear of doing something wrong or making a mistake, you will NEVER DO!

My friend, listen up:  The people who make money also make lots of mistakes.  They aren’t perfect by any stretch of the imagination.  But they are great doers.  Or they pay others who DO on their behalf.

And yes I know the dream of the Internet is that you punch a few keys on the computer, kick back and the money flows in.  And that’s true in many ways.  But still, products have gotta get created, promoted and delivered.
And there’s no money flow until those things HAPPEN.  Some people seem to make them happen easier than others.  But in my experience, those people just get started faster.  They dive in right away.

Here’s a MAJOR SECRET of making money:  Before you’ve figured it all out, just start DOING IT.

That does NOT mean to go out there and sell a crummy product.  Or to make an idiot of yourself.  But GET started before you’ve figured it all out and learn as you GO!  Learn as you DO.
Don’t learn, learn, learn, learn, learn and never DO.

Everyone tells me, “I’m so overwhelmed and confused.”

Alright.  Fine.  Which part is so overwhelming and confusing?  The part where you target a group of people? The part where you find out what they wanna buy?  Or the part where you sell it to ‘em?

Which of those 3 things is so complicated, so confusing, so complicated that a mortal human being with average intelligence can’t do it?

Honestly, I read and study a lot but I’m not a rocket scientist.  How complicated can it be?  You find out what people want, you create a promotion, you launch the promotion with basic marketing and sales principles.  And it sells or it doesn’t.  You tweak it once or twice.  And if it still doesn’t sell, you move on.  You don’t stop, engage in self blame, get depressed and do nothing for the next year.
There’s no great secret there.  I mean, in terms of tricks and tactics on web sites, yeah, there are little tricks and secrets that help a lot.  Sure there are.

But still, the MAIN thing is that you find a group of people, know what they wanna buy and you sell it to ‘em.  If you get THAT process right, the other things are icing on the cake.

And conversely, if you don’t have something your folks wanna buy, I don’t care if you got the name squeeze with the audio AND the name merged into the following sales letter AND 52 emails in your follow up sequence.

If they don’t wanna buy, they don’t wanna buy.

And if they REALLY wanna buy, they’ll buy with a mediocre sales letter, a less-than-compelling headline, and a mush offer.  There are BIG things and smaller things.  And the big thing is you got somethin’ people wanna BUY and you do a pretty decent job of explaining the BENEFITS of it to ‘em and proving to ‘em it’s a good deal.
That’s the big Kahuna right there.  

Everyone gets stuck on the product idea.  You basically listen to people’s complaints.  That’s one way to get ideas.  And the other is to LOOK at what they spend the MOST MONEY for.  That tells you what they VALUE.

Then you come up with 12 product ideas based on that and you do a little survey.  And yeah I know.  You ain’t gotta list so HOW are you gonna do a survey, right?  See?  I read your mind!
Well, if you can’t find a WAY to get 30 or 40 people to take a FREE SURVEY in exchange for some sorta gift (Amazon cert, Starbucks cert…something), then HOW do you think you’re gonna SELL ‘em something’ pray tell?

You MUST have a way to get your MESSAGE to them.  Some sort of communication channel.  Either forums, banners, magazines, newsletters, ezines, billboards.  

You TALK to ‘em.  You find out what web sites they GO TO.  What they READ.  And so forth.  And if you can’t find ‘em to talk TO ‘em, then by definition you can’t TARGET them.

And if you can’t TARGET your folks, your people, your market.  Then guess what?  You do NOT have a target market!  ‘Cause by definition, you a target market is one you can …. Well….errrrr ….. ummmm…… TARGET!  Go figure. That is why it’s called a target market.  It’s a market you can target with a message or communication.

No ability to communicate or deliver a message = no ability to target

So let’s say you just DIVE IN and get that sales letter FINALLY written.  And let’s say you throw it up on a web page and it does NOT sell.  What then?
Well, THEN is a good time to compare your letter to other letters you know DO sell and ask yourself, What’s different about THEIR letters from MY letter?  And you compare the two side-by-side.

Seriously, do you have to be a genius to do that?  No way.  You just have to get going.  Which takes us back to what I personally believe is one of the real problems.
As soon as you start DOING, what is gonna happen?

You’re gonna run into some problem.  Something that doesn’t work perfectly.  Something in html you don’t know how to do.  Which is OK in and of itself.  It just means THAT is the point at which you need to go LEARN more.

You hop on an html forum and ask a question. You go to an Internet marketing forum and ASK for help.  You read a book or take a class.

But what typically happens is the following sequence:

1.  A person DOES something

2.  It doesn’t work

3.  Person gets frustrated

5.  Person blames themselves

6.  Person feels it “must be them”

7.  Person feels they’ll never succeed at this

8.  Person’s friends and family chime in “yeah, it’s all a hoax”

Yeah, and those 86 BILLION dollars being sold on the Internet are all a scam too.   How do you break this vicious cycle?
Simple:  You realize that if things don’t work, it has NOTHING to do with you.  It’s a signal you need to access RESOURCES. That can be a discussion or help forum. That can be a book, friend or class.

But I honestly think a lot of people don’t have the capacity for any frustration.  And they want someone else to go to who can solve all their problems for them.  That is called dependency.

And I don’t see that trait in people who are successful or make money online.  Now, when I got started in this business, I DID call up my friend Jonathan Mizel and ask for help on how to solve this or that little problem.
But there are LOTS of computer nerds and techies in the world.  There are LOTS of html, php, graphic design, Photoshop, Paint Shop Pro, web design, writing and freelance FORUMS.

They are all over the place.

People all over the place are GLAD to help you for FREE!  If you are STUCK, if you run into a snag or a problem, what do you do?  You get RESOURCES to help you.  You go to forums.  You read a book.  You talk to someone who has solved that problem.  You take a course or a class.
For example, lots of computer BEGINNERS struggle and struggle and struggle with their inability to USE a computer.  That’s like their BIG stopping point and you hear about it over and over and over.  They can’t do this. They don’t know how to do that. They can’t get X to work because they’re a computer newbie.
It’s almost unfathomable to me. Why?  Because there’s a thing called COMPUTER CLASSES.  And in like a short 1-day or 2-day class, you can get up to speed on HOW to use a computer.
There are those Video Professor CD’s sold that teach you how to use a computer.  There are books with step-by-step pictures.  In a few days, you can go from computer newbie to pretty much knowing most of the stuff you need to know to function really well.

If you’re struggling, you ACCESS RESOURCES.  You get training.  You go to a class.  You buy a video or a class.  You take action. Which is the major theme I’m harping on.  You do and do till you hit a snag.  Then you de-snag.  Then you do some more.  Then you de-snag. Then you do some more. Then you de-snag.

That is they rhythm of business and the rhythm of making money. Get used to it. It’s what you do in business.  Every day you’re de-snagging something.  Or you have someone you’re paying to de-snag it for you.  
Now, don’t go to the other extreme on this.

I see people in some marketing forums who are like “Oh, don’t buy so and so’s book or course.  All you need is this marketing forum. Everything else is a ripoff.  Blah. Blah.  Blah.”

Specialized information by someone who really knows their stuff is a Godsend. No doubt about it. That’s why I’m an information junkie.  But if you’re buying stuff just to avoid problems, challenges and frustrations in DOING and you have a problem of the paralysis of analysis, you gotta GET OVER THAT.
And if you don’t, you’re gonna be attending one of my seminars in two years, and your question is gonna be Marlon, I’ve owned the Amazing Formula for two years and haven’t made any money.

And I’ll say, How many products have you got DONE, promoted, sold and delivered?

And you’ll say NONE.

And I’ll say NEXT QUESTION.

Here’s the truth:  You’ve GOT to plod ahead and DO STUFF without all the answers when you begin.  I call this muddling through.  You don’t have all the answers.  You figure it out or make it up as you go.  

That is called a “tolerance for AMBIGUITY.”  And it’s the major difference between an entrepreneur and someone who has a job.  See, at a job, there’s always a boss with the answer.  Always a boss to tell you what to do, when and how.

But as an entrepreneur, you are your own boss.   And as such, you have to be able to tolerate ambiguity.  That is, NOT having all the answers before you get started.  The answers develop as you DO.  Or you figure it out as you DO.  Or you go get help and access resources when you get STUCK.

And if you create a product and it doesn’t sell well, you go back to your resources on how to write sales letters and look for what you missed.  You compare your letter side-by-side with successful letters.
You state your big benefit or promise more compellingly.  You beef up your PROOF that you can deliver the benefit.  You create a crisper articulation of your differentiation…what makes your product different from other options.
It’s the tolerance for ambiguity.  Ambiguity means you don’t have all the answers before you start.  It means being willing to have something NOT work.  And yet, see that as a lack of resources or knowledge rather than some inherit deficit in yourself.

Fact is, every product isn’t a winner.  Don’t care WHO you are.  Not every product is gonna be a winner.  In fact, products fail more often than they succeed.  Now, if you use my 12-product survey method I teach in the Action Grid, I feel you can increase your odds.

But even at that, not every product is a winner.  You do what you can do.  And then you say NEXT. And you get on with it and stop crying in your milk.

I have so many people contact me, come up to me at seminars and such.  And they are obsessed with this 1 product they have that won’t sell, isn’t selling. No matter what they try or do, it doesn’t sell.

I have the PERFECT solution.  It’s called the NEXT method.  You get on with it and go to the NEXT product or idea.  And this time, you talk to your customers BEFORE you create the product.  You do surveys.  You do a little better research.
That’s what I love about information products.  You can do an interview or create an audio in a few hours.  And you can get it transcribed in a few days.  BOOM!  New product.  Get on with it.

Next, you crank out that sales letter.  You start with a killer offer.  What all do they get for their money?  Then you write a bunch of PROMISES until one grabs you.  The headline is THE ARTICULATION OF THE PROMISE.  What are you promising the customer will happen if they buy your product?  That’s the headline.  And it better be something that solves a problem or gives ‘em something they can’t get cheaper someplace else.  You can even do a little headline survey if you want.  Then you figure out how you’re going to PROVE you can deliver the promise. 
The methods of proof are spelled out in my salescopy.com product. And in other courses on copywriting.  After that, you have DIFFERENTIATION, which is also referred to as USP.
If your deal isn’t any different from anybody else’s deal, and there’s no reason they should buy from you instead of anyone else, then you don’t have a very good product idea.  You do NOT build a product or service THEN as you’re creating the promo go “Oh, what’s the differentiation?”  
You BUILD INTO the product the concept of proof and differentiation from the git go.  From the start.  As you’re designing the product, those are two of your CHIEF thoughts.  
How can I PROVE this promise in a way that is more powerful or compelling compared to the alternatives or competitors?  What would my potential customers ACCEPT as proof or evidence?

You’ve GOT to think about that as you develop your product or service.  It’s part of what’s called “The Offer.”  The offer is what people get for their money.  The total experience.  The total package of benefits or value.

Another way to look at it is What benefits is someone going to get from YOU they don’t get from someone else?

And then, you also try to come up with benefits that can’t be easily copied by competitors.

It’s also a good idea to find out their COMPLAINTS about other alternatives and competitors.  Those are things you can deliberately target in your SOLUTION.

But Marlon, I Have A Product And It Doesn’t Sell

The next objection I get is something along the lines of  “Marlon, I tried your formula.  I created a product and no one is buying it.  Your Amazing Formula doesn’t work.”

Here’s the thing.  The Amazing Formula says this:

Find out what people wanna buy and sell it to ‘em!
By definition, if people aren’t buyin’ what you’re sellin’, you aren’t followin’ the formula!

See what I’m saying?  

A LOT of people assume it’s their sucky ad copy or sales letter.  Or they don’t have enough traffic. And stuff like that.  And sometimes those things are totally true.  However, it could just be that the product sucks!  Or maybe it isn’t a good match for THAT group of people.  It isn’t what they want to buy.

Just because YOU think the product is great doesn’t mean the people you’re targeting do. 

That’s why law one of marketing is:  Find out what people wanna buy and sell it to ‘em.  And if they ain’t buyin’, go back to law one!

You may have a GREAT product for ANOTHER target audience.  But not the group of folks you’re tryin’ to sell to.  

Just because you create ONE product that didn’t sell does NOT mean Internet marketing is a scam and you have no marketing acumen or ability.  It does NOT mean your spouse and friends were right about that “Internet marketing thingy.”

It quite often means the product wasn’t a good match for the market.

Here’s another thing that comes up:  

Over and over and over people ask me to do ONE THING:  Marlon, please look at my web site and tell me what you think.

The funny thing is, I don’t HAVE to look at the web site in 99% of the cases to know what to say.

1.  You have no headline or the one you have doesn’t have a big benefit stated compellingly

2.  The page needs 10 X the number of bullets

3.  The sales letter needs to LOOK and READ like a letter, not a brochure.

4.  You need more benefits and you need to really explain and spell out the benefits.  

5.  You need an offer.

6.  You need testimonials

7.  You need graphic design that looks like something other than a train wreck

8.  You need to explain the BENEFITS of the bonuses and spell out the benefits.

9.  Don’t assume people will understand why a feature is a benefit to them.

10.  Your page doesn’t even have a sales letter at all!

11.  Your page has a lot of links on it.  Get ‘em off of there.

These things are all spelled out in detail in my product at:  http://www.repairyoursite.com  

That product basically takes the above points and elaborates on them in a lot more detail.  For the life of me, I’m totally shocked sometimes when people read my products (especially if they have salescopy.com and pushbuttonletters.com) and produce a site that has a bunch of links and articles on it and no sales letter or a sales letter that resembles a starving junk yard dog.
People don’t buy skin-and-bone benefits. You gotta spell ‘em out. Make ‘em compelling.  Make ‘em live. Do NOT assume people will understand how your prdouctt or service will benefit them.

Most sales letters talk about the PRODUCT and not about the potential buyer.  But do people care about your product or service?
NO!

They care about who and what?  They care about themselves and WHAT your product or service will do for THEM!  So you talk to THEM about THEIR problems, THEIR issues, THEIR complaints, what THEY want. 

Then, you explain point-by-point how your product or service handles those things for ‘em.

You don’t gotta have pushbuttonletters.com to do that.  I mean, it helps.  But really, it’s a very, very basic understanding of how people work and what they think about.  They think about THEMSELVES, not your product.

And the problem is YOU!  YOU are thinking about what?  You and YOUR product and YOUR desire to sell your product and how great your product is and all this junk it does and how it’s the greatest thing since slice bread and it’s better than everything else and oh my gosh my product is so great and has so many features and looks so hot……

WHEW!

Here’s the thing:  People do NOT buy a product or service.  They buy BENEFITS.  And if you don’t clearly, compellingly, powerfully spell out in detail how your product or service will benefit the potential buyer, you’ve created NO VALUE and you don’t have a sale.

Well, Marlon, that all sounds good and everything.  But HOW do I do that?  Tell me HOW please!

It isn’t that complicated.  Print out my sales letters.  And compare my letter to yours.  Or print out any great sales letter that you know is selling.  And print it out and compare it side by side to yours. 

The single BEST thing you can do to learn to write sales letters is simply to study great sales letters.

If you want to learn more about writing sales letters, I do recommend my course at http://www.salescopy.com.

Does This Describe You Or Someone You Know?

1.  You have many options you’ve read, heard and studied about

2.  You have a whole list of ideas you COULD do

3.  You only have time to do ONE of them!

4.  You aren’t sure which one is best to do

5.  By the time you THINK you know which one is best, you need money

6.  You jump on the one you think will make you money the quickest and easiest
7.  You don’t make money or you find it was slower and harder than you thought
8.  You figure if you’re gonna work that much, you might as well do one of your other better ideas.

9.  Now you need MORE money than before

10.  You jump on the next idea you hear which you think will make money FASTER and easier than the one before

11.  It doesn’t work

12.  Now you’ve lost the list of ideas that COULDA worked if you hadn’t got so caught up in ideas that sounded like they’d bring in fast cash
What’s the answer?  You target your group of people.  Find out what they wanna buy.  Create or acquire the product or service.  Create a promotion.  Launch promotion.
But HOW Do I Launch The Promotion?  That’s What I Wanna Know!
The basics are covered in other newsletters and in the Amazing Formula.  But you start with the fundamentals.

1.  Write your killer sales letter.  Get testimonials.  Prove the promise.  Work on the best articulations of your promise.  Write a clear differentiation.

2.  Write an article every day and submit to directories.  Put the articles on your site as search engine bait.  Give affiliates permission to use the articles.
3.  Set up http://www.automateyourwebsite.com for your product delivery and use the built-in affiliate module.

4.  Create a brandable PDF report you can give to affiliates.

5.  Make friends with people who have lists.  Troll the forums, make friends, find out who has lists.  Develop a friendship with them.

6.  Submit your affiliate program to the affiliate directories.

You’ll notice NONE of the above are rocket science.  But they are a lot of DOING!  A lot of action.   And when you take action, what happens?  You run into snags.  You either de-snag or you get frustrated.  Then you let frustration stop you because it hurts emotionally.  And we all move away from pain and toward pleasure.

So the best thing you can do is find joy and pleasure in de-snagging problems.  Otherwise, you’ll be in emotional pain all the time and hate what you do.  Either that or make enough money you can pay others to be your de-snaggers for you.

The Final Hang Up That Stops People From Making Money

The last thing I think stops people is FEAR OF CRITICISM.  We all hate to be criticized.  But the fear of being criticized by family and friends is often worse than the actual criticism.  

But we all hate to make mistakes or be criticized.  If you let that drive your doing to a NEW level of action, there’s no problem. But if you let it STOP you from taking any action, that is a problem.

Oftentimes, the worse fear is of SELF CRITICISM.  You’re afraid of feeling like a failure.

There are plenty of books that can help you deal with the fear of criticism.   But no matter what your emotional issues are, you STILL gotta get products DONE, get them promoted, get them GOING.  And if they don’t sell, you say NEXT.  
You don’t stop, blame yourself, criticize yourself and let it stop you.  You keep going.

But Marlon, I STILL Don’t Understand How Come I’m Not Making The Big Bucks And I Still Got This Stupid Job, And I Don’t Have The Money I Want!
The answer is a question:

How many PRODUCTS do you have DONE.  Promoted.  Fully loaded with a killer sales tricked out with TESTIMONIALS, PROOF, and clear differentiatinon, autoresponder follow up emails and promoted with an affiliate program and articles submitted to directories and posted on your web site as search engine bait?
There’s your answer.

You MUST have a clear benefit.  You MUST have rock solid proof, especially some killer testimonials, preferably with audio and pictures.  You MUST have products done and promoted.  Multiple products.  You MUST have killer sales letters.  You MUST have your affiliate program set up and promoted.  
So How Is It This Newsletter Is Gonna Help You Make More Money?

You paid some of your money for this newsletter.  How is it gonna help you make more money?

There aren’t any deep Internet marketing secrets in it that will intellectually excite you.  But there is a lot of truth.
If you wanna make money, the number one thing you gotta do is get products and services produced and promoted.  Plain and simple.

You do that, keep doing it, and do it for a targeted audience that you understand and communicate with, and pretty much you will be on your path to success.

You do NOT get products DONE.  You do NOT get them promoted.  You do NOT say NEXT if something doesn’t sell. And next year you’ll be where you are this year.

In the end, it’s a lot of doing.  Either by you or people you hire, pay, barter with or whatever.

It’s all about this:

THE ABILITY TO CREATE AND PROMOTE.

Then, after that, guess what?  You create and promote some more. Then some more.  If you don’t like creating and you don’t like promoting, then get a job or keep your job.
But if you love creating and promoting, you’re in the right business.  Of course, there are lots of snags along the way.  Things to figure out.  Problems or issues that crop up.  But you gotta learn to love that.
It’s all part of the game.

And the best thing you can do is love and savor it all.  

If you become a prolific creator and promoter, and you do whatever you gotta do mentally to let them happen, then I think you’ll find success in this business or in some other business.

I really, really, really, hope that you get the REAL secret to Internet marketing, any kinda marketing, and the real secret to business and the making of money….

You create.  You promote.  You deliver.  Wash.  Rinse.  Repeat.

In the process, there are frustrations.  They key is to NOT stop but to keep going.  And to tolerate ambiguity and just get going and keep going.  

Good things happen to people who keep doing and keep learning.  Honestly, they do.  

One last thing:  If you’re female, you MAY want to translate my words and concepts.  Let me explain briefly.  I’m a male.  Males think in terms out OUTWARD activities.  Create.  Promote.  Project.  Those are male concepts.  Females think in terms of ATTRACTION.  You ATTRACT customers instead of PROMOTE TO customers.

To me, it’s all the same.  At the end of the day, someone buys your product or service.  Same thing for CREATE.  That tends to be a male concept.  You may prefer to think of it in terms of GROW or NURTURE.

I don’t know if that’s a stumbling block or not.  I wanted to make you aware of it.  It may help you in reading stuff written by guys.  It’s just two sides of the same coin.  A different way of thinking about it. But the same end results.

You got products.  People pay money.  You deposit the money.  

Whether that’s creation and promotion. Or growing and attraction, I could care less.  You can call it diddly and daddly for all I care.  The terms don’t matter.

And that’s how I see it on this side of the world in San Antonio, Freakin’ Texas on a nice summer day in the year 2006.
Best wishes,

Marlon Sanders

