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Importance Scale Survey

Name: 


Age:


Gender: 

	1
	Not important at all

	2
	Somewhat unimportant

	3
	No opinion either way

	4
	Somewhat Important

	5
	Extremely Important


For each question below, circle the number to the right that best fits your opinion on the importance of the issue.  Use the scale above to match your opinion. 

	Question 
	Scale

	1. Add your own question
	1
	2
	3
	4
	5

	2. Add your own question
	1
	2
	3
	4
	5

	3. Add your own question
	1
	2
	3
	4
	5

	4. Add your own question
	1
	2
	3
	4
	5

	5. Add your own question
	1
	2
	3
	4
	5

	6. Add your own question
	1
	2
	3
	4
	5

	7. Add your own question
	1
	2
	3
	4
	5

	8. Add your own question
	1
	2
	3
	4
	5

	9. Add your own question
	1
	2
	3
	4
	5

	10. Add your own question
	1
	2
	3
	4
	5

	11. Add your own question
	1
	2
	3
	4
	5

	12. Add your own question
	1
	2
	3
	4
	5


Intro

OBJECTIVE:  To take you step-by-step through a sequenced series of axioms that reveal activities that really make you money and help you avoid wasting time, money and energy on those that don’t.

PRODUCT:  A student who no longer seeks to get rich quick or hop on the hottest product of the week bandwagon.  A student committed to learning marketing and implementing marketing systems.
MAIN OUTCOME:  You will understand what makes money, what doesn’t and why, as well as what to focus on.  Focus.  Clarity.  Decisiveness.
ADDITIONAL OUTCOMES:  
1.  You will be committed to learning and implementing the things that DO make you money instead of being on a search for quick and easy or the latest hot product.

2.  You will be crystal clear on what you need to do and what to focus on.

3.  You will avoid wasting time, money and energy on fruitless activities, scams and come ons.

4.  You will understand what makes you make money.
5.  You will have the big picture on making money.

6.  You will see through illusions, b.s. and smoke screens.

7.  You won’t be naïve or gullible anymore.

8.  You will be an educated consumer of marketing and business information, not falling easily for bogus claims.

WHY IMPORTANT:  The reasons this data is vital for you to learn are as follows:

1.  Most people waste a lot of time and money jousting with windmills in pursuit of a fountain of youth that doesn’t exist.  This time, money and energy would be far better spent in pursuit of the things that do make money.

2.  There are no existing courses or curriculums that teach these basic axioms.

3.  These axioms are foundational to starting ANY business.  A house built on quicksand doesn’t stand.  And any attempt to make money via a business or selling products without understanding the basics results in an unstable foundation.

4.  You don’t have time to pursue all avenues.  Therefore, saving time in your search is crucial.  The way you save time is by understanding what creates money and what doesn’t.  What are the rules to know and the rules to skip?
WHAT HAPPENS IF YOU DON’T GRASP THIS MATERIAL

1.  You will waste a lot of time, money and energy buying products that claim to make you money but in the end are an illusion.

2.  You will likely go down dead-end paths and waste time, money and energy backtracking to get on the right path.
3.  You will get sucked into b.s. pitches that tell you what you want to hear.

4.  You will seek out people who tell you what you want to hear instead of understanding the truth.

5.  You will not understanding what really makes money and why.

6.  You will be like a lamb led to the slaughter of unethical opportunity sellers.
1

The Beginning: Creating A Road Map to Get You the Things You Want Out Of Life
Financial freedom is an abstract thing.  It means different things to different people.  

What does it mean to you?

Does it mean taking vacations to the places you want?  Waking up in the morning without setting your clock or having to rush to work?

Does it mean having a truckload of money in the bank?

Does it mean sending your kids to the college you want them to go to?

Does it mean driving a really hot car?

Does it mean buying things at the store without having to look at the price tags?

Does it mean sending your kids to a private school?

Does it mean starting a business?

Does it mean living in a certain place or a certain house?

Does it mean TIME to spend with your kids, family or loved one?

Does it mean being able to care for your elderly parents?

Does it mean waking up in the morning without having to face a boss breathing down your neck?

What is your dream? 

Would you take 5 minutes to imagine your life 5 years from now?  Pretend it’s 5 years in the future and it has been an AWESOME 5 years.  Where are you?  What’s happening?  What’s going on?  What are you driving?  Where are you living?  
Get a picture and a feeling for what you would like.  Now, when we talk about financial freedom, THAT is what we’re talking about!
Axiom One:  Financial freedom is a picture in your mind, not someone else’s.  If you don’t know where you want to go, how are you going to get there?

Axiom One Exercise

Explain in your own words what each of the following mean to you:

One
What kind of work do you see yourself doing five years from now?  Are you working at a job?  For yourself?  Describe a picture of what you see yourself doing.
Two
What do you see your life being like five years from now?  Where are you living?  What are you doing?
Three
If you keep doing what you’ve been doing, will the above picture likely happen?  Or do you have to change what you’re doing?

2
What Creates Financial Freedom?
Now that you have a picture of what financial freedom means to you, it’s time to ask the next crucial question:
The starting point of our discovery is to ask the question what creates financial freedom.
It’s an interesting question.

Does it mean having a lot of money in the bank?  Even large sums like a million dollars?  There’s no question that money in the bank provides a modicum of financial freedom.

But have you heard the stories about people winning millions in the lottery.  And five years later they’ve lost it all?  If they had financial freedom, then how could they be broke in 5 years after winning millions?
The answer is that they had money – but not process to get more of the same other than buying a truckload of more lottery tickets.

Consider this concept:  Money in the bank doesn’t equal financial freedom.

Here’s another question:  Does financial freedom mean having a business? What if the business takes every minute of every day?  And you feel run down, stress and burned out?

Is that financial FREEDOM?  I mean, even if the business is doing well, what kind of a life is it?  Are you running the business or is the business running you?

Would you say that a person with a business like that has financial freedom?  It’s a good question to think about.  A lot of people start businesses because they want freedom. But end up being a prisoner of their own business with what amounts to a highly paid job.

Here’s another:
Does having a high-paying JOB create financial freedom?

Let’s say that I have a magic want.  I wave it and now you’re a doctor (assuming you aren’t already).  An occupation that most people agree pays very well.

Do you have financial freedom?

A lot of people would say yes.  But let’s think through this a little more.  A lot of doctors have found their incomes greatly decreased because of the HMO and PPO movement.
The HMO’s and PPO’s send them customers.  But in exchange they lose a great deal of freedom in terms of the decisions they make.  What services they prescribe to patients.  What they charge for services performed and so forth.

To a great degree, they are subject to the whims, policies and procedures of the HMO’s and PPO’s.  Being a doctor isn’t what it used to be.  At least, not in the U.S.

So does the doctor have as much financial freedom as it might appear on the surface?  Maybe not.  The real issue is the word FREEDOM.
What freedom is there in having someone else – a boss, group or entity – tell you what services you can and can’t perform, what you can do and so forth?

What freedom is there when someone else dictates things crucial to your business and quality of life?

That translates into a BIG loss of control.

Now, assuming YOU were the doctor, why is it that YOU are in that sort of bind?  The answer is the you need NEW PATIENTS.
And the HMO or PPO delivers them.  But those patients come at a price.  
Why would you as a doctor be in this bind?  Because you didn’t have a SYSTEM that delivered new patients consistently.

In other words, the lack of marketing systems put you in that bind.  Interesting, isn’t it?

That being the case, WHAT HAS THE VALUE?  BEING A DOCTOR OR HAVING A MARKETING SYSTEM?
Axiom Two:  The beginning of marketing wisdom is understanding what creates value, what doesn’t and why
Axiom Two Exercise

Explain in your own words what each of the following mean to you:

One
Why do doctors, dentists and chiropractors rely on PPO’s and HMO’s to deliver patients to them even though by doing so they give up a good degree of control and freedom?
Two
How important is the ability to get customers or market yourself to your future income?
Three
How much of this product are you committed to reading?  What is the single thing that makes you committed to learning more?
3
Do You Want Your Future 
Depending On Others?

Question:  If your income, your future, your dreams are highly dependent on one person or company, what happens if that person or company pulls the plug?

What happens to your dreams?

What happens to your future?

Perhaps you can go out and find another person or company.  But your entire future is to some degree at the mercy and actions of one person or company.  

Does that make you feel secure?

Does that make you feel like you have freedom?

There’s no right or wrong answer.  But as we go along, I want you to keep pondering this question because it has a lot to do with the choices and decisions you make concerning your financial future.

Axiom Three:  If you future is dependent on the actions of a company or only a few clients, you do not have security

Axiom Three Exercise
If your income, your future, your dreams are highly dependent on one person or company, what happens if that person or company pulls the plug?

One

What happens to your dreams?  Write out your honest answer here:

Two
How would this effect the future you want to live? Write your answer here:

Three
Perhaps you can go out and find another person or company.  But your entire future is to some degree at the mercy and actions of one person or company.  How does that affect your feelings of security?

4
What Is The Single Most Valuable Financial Thing You Can Have?

So far you’ve discovered that money doesn’t buy you financial freedom.
That even education or having a high-paying profession like being a doctor doesn’t assure you of financial freedom.

I’ve talked about the problem of having your future, your goals, your dreams rely on someone else.  If these things don’t get you financial freedom, what then does?

In other words, out of everything in the world you can buy, what is the single most valuable thing?

Would it be investments?

What if the investments go sour?

Would it be a huge diamond ring or rings?

What if you get in financial troubles and have to sell the rings?

Would it be a business?  What if the demand for the product or service goes south?  What if new competitors enter the field and the business starts losing money?

Notice that the question asks what the most valuable “financial” thing you can have is.  There are other things in life more important than money.

But from a financial standpoint, what is the most important thing you can have?

You could sum it up by saying the ability to make money at will.

Wouldn’t THAT be the most valuable thing you could have?  That way, if you lost your job, no problem.

You have the ability to make money on your own.

If your investments went sour, hey -- no problem.  You have the ability to make money.

If a business endeavor went bad, no problem.  You have the ability to make money, so you can start a new business.

What financial thing on earth is MORE IMPORTANT than being in possession of the ability to make money?

If you had the ability to make money when you wanted to, wouldn’t that about be the pinnacle of financial freedom and success?
When you think about it, in terms of your money, is there anything more important than getting the ability to make money?

Your car, your house, your jewelry, the stuff in your garage, your books, your clothes – all those things are important no doubt.

But from a financial point of view, isn’t the ability to make money more important?  If you have the ability to make money, can’t you then always get the stuff?  The cars, the jewelry, the houses and so forth?
If you will spend the time to read the rest of what I have to say, by the end, you be absolutely clear on what the ability to make money is, how it works and how you can get your share of the pie.  

Here’s what I don’t get.

Recently I gave a lecture on a small number of my axioms.  The audience agreed on all of them.  Then, we identified the next step that each person needed to take in order to acquire the ability to make money.

Everyone agreed the ability to make money was a major priority.

Everyone agreed their future depended on it.

Everyone agreed on all the basic axioms.  

In theory.

But what about when the rubber met the road?

What about when they were asked to INVEST in the axioms?

This step involved spending $100 on an information product that would help them take the next step.
Only one person was willing to do that.

One.

Yet, I bet in the next 30 days, the people I’m referring to will spend $100 on some clothes.  
$100 on several nice dinners.  
$100 on entertainment.  
$100 on a business opportunity that sounds like a no-effort way to make a lot of money.

But they weren’t willing to spend $100 on getting the ability to make money.  Maybe no one had the money.  But whether or not you have money to spend on something is largely the result of the importance you place on it.
How important is the ability to make money for you?

Either your future largely depends on it or it doesn’t.

If it was really important, don’t you think the individuals involved could have found the money?  They could have held a garage sale.  Got a part time job.  Done SOMETHING to get the money.

It wasn’t that they didn’t have the money.

It was that they aren’t convinced that the ability to make money is where it’s at.  
Otherwise, your future depends on others.  Others who put jobs together.  Others who put business ideas together.  Others who sell business opportunities.

And if you really believe someone else is going to hand you the keys that unlock the gate to the golden city, then you don’t get it yet.

You aren’t there yet.

Keep reading.

By the time you finish the axioms, I promise you WILL get it.  You will see why no one else is your Easter Bunny.  

No one else is your Fairy Godmother.

No one else is your Santa Claus.

You are your own Easter Bunny, Fairy Godmother and Santa Claus.

And the day you make the ability to make money a very high priority in your life is the day you get on the path to getting there.

Until then, you buy into the concept that others are going to do it all for you.

They’re going to figure it all out.

They’re going to give you the product, the marketing system, the motivation, the advertising.

They’re going to give you the magic button.  All you gotta do is push it and the money will flow in.

Wanna buy some swamp land really cheap?  It’s going to be worth millions soon.  Honest.

Axiom Four:  Your freedom begins the day you are absolutely clear on what the ability to make money is, how it works and how to get your share of the pie

Axiom Four Exercise
One
What do you think the chances are that a magic button that makes money exists?

Two

If such a magic button did exist, and required no skills, training, education or learning to use, how many people would likely begin using the button?

Three
If a TON of people started using the magic button, what would happen to the supply of whatever it did?

And if supply goes up, what happens to demand?  And to price?

What’s the likelihood that a magic button would continue spitting out money for any extended period of time?

5
What Are Your Alternatives To Obtaining The Ability To Make Money?

Let’s say this sounds like too much work.  “I just want a quick, simple, easy, no-brainer way to bring in extra cash every month.  I don’t want to have to learn much.  I sure don’t want to have to learn about marketing for goodness sakes!”
OK.  Let’s look at where this leaves you.

1.  You are vulnerable to being laid off from your job if you have one

2.  Since you don’t want to learn jack about marketing, you will no doubt have jobs that pay you less (perhaps a lot less) than you get if you knew how to market yourself

3.  You will have to contend with the boss who breathes down your neck and/or obnoxious co-employees

4.  Your financial freedom, future and dreams will be subject to the whims of others who have control over you or your paycheck.
If you really want a way to make a few hundred extra bucks a month without learning anything, go get a part time job at a sub shop or a convenience store.
The question is, is that going to get you where you want to be in 5 years?  If so, no problem.

But if you look at where you want to be in 5 years and you realize an extra $100 or $200 a month from a part time job isn’t going to cut it, then you best invest whatever you can in getting the ability to make money.

It IS the key that can make the difference in your future.

A wise friend of mine once told me:

Marlon, people don’t want to make money with marketing.  They don’t want to really discover what makes money.  All they want is something simple, pleasant and easy that makes $200 a month.

Is that you?

Is what you’re looking for a simple, easy, pleasant way to stay at home and make money?
Without learning anything.

Without having to strain your brain?

Without having to work really hard?

Just be dumb. Sit in your chair.  Push keys on your computer keyboard and make $200, $500, $1,000, $5,000 a month?
There are plenty of people who will sell you that dream.

If you’re buying, someone out there will be willing to sell it to you.

If you wanna hear lies, someone will be willing to tell you those lies or half truths to get your money.

Do you want to know the truth?

Or do you want to be seduced by a dream that exists only in a smooth sales pitch?

People get seduced because they want to be seduced.  They want to hear they can make money without work, effort or using their brain.

And there is no shortage of people who are willing to wrap that dream up in a product, cd, course, manual, book, business opportunity or franchise and sell it.

It sounds good.

It’s just what you want to hear.

It looks good.

Problem is, it’s fake.

Pure old b.s.

Can you handle the truth?

Or do you just want to be seduced?

Here’s the thing:
People can and DO make $200, $500, $1,000, $5,000 and a lot more per month sitting at home … just talking on the phone or doing stuff on their computer.
But, and here’s the big but, they aren’t dumb.  They aren’t stupid. They aren’t unmotivated.
If you want something to do to make money that doesn’t require you to learn and use your brain, then I have a word for you.

J-O-B.

It’s called a job.

You don’t have to think that much or learn hardly anything new.  Someone just tells you what to do.  And you get paid modest money for doing it.
But even then, the best jobs go to people who are really smart.

And to people who know how to do what?

Market themselves.

That’s right.

It’s an oddity that the best jobs often go not to the most qualified person. But to the person who best knows how to package, promote and present their abilities.

In other words, to someone who knows how to market.

Ironic, isn’t it?

You STILL need to learn marketing if for no other reason than to get a better paying job.

On top of that, if you’re reliant on a JOB for money, who controls what hours you work?  Who controls what you do and when?  Who is your future, your life, your satisfaction dependent on?

It’s largely dependent on your employer.  

Your future is dependent on a few others.
Is that what you want for your life?
Axiom 5:  You will always find someone willing to tell you what you want to hear in exchange for your money

Axiom Five Exercise
Have you ever bought something on the promise of making fast, simple or easy money?

How much money did you make as the result?

Why is something that’s fast, simple, easy unlikely to make you much money for any sustained period of time?
Would you say that spending money to buy things that promise you a no-brainer way to make money that’s fast, simple, easy and requires no learning or skills is a good investment of your money, time and energy?

6
Does Your Financial Future Depend On The Books You Read, The People You Meet And The Tapes You Listen To?
I heard famed real estate agent Mary Harker say this on an audio tape.  I’m sure she got it from Zig Ziglar or someone like that.

But you know what?

It’s true.

The only thing that’s going to get you from where you are to where you want to be is learning.

That’s the one thing that separates man from beasts.  The ability to learn at a much higher, sophisticated, complex level.
Key Question:  If you don’t read books, meet people and listen to tapes, how many new things are you going to learn that will give you the ability to make money?

Not many, right?  You’ve heard the saying that if you keep doing what you’ve been doing, you’ll keep getting the same results you’ve been getting.

If getting the ability to make money is the key to your future 5 years from now, if it’s the key to your financial freedom and reaching your financial goals, then what is more important than LEARNING and acquiring that ability?
You can get a new car.  Buy new clothes.  Move to a fancier house. Or whatever.  But what are those things going to do for your future 5 years from now?

Food for thought.  In other words, what’s important and what isn’t?  And how are you going to get there if you don’t LEARN?
Axiom Six:  Five years from today you will be the same as you are today other than the books you read, the audios you listen to and the people you meet.
Axiom Six Exercise
Think of a book you’ve read or an audio you listened to that changed your thinking about a topic.  How did that shift in thinking alter what you DID as a result?

What would you have DONE differently had you not read that book or listened to that audio?

How would that have changed your life for better or worse?
7
Are Products The Secret To Making Money?
The next question to ponder is, if the ability to make money is the most important thing to own financially, then what does it consist of?
How would you know if you had the ability to make money?  What are the component parts of the ability to make money?
Some people would say that the ability to make money consists of your ability to create products.  And there’s some truth to that.
Dig down deeper though and there’s a problem with it.  Think about it.  Let’s say that YOU have a product to sell.

Are you now in possession of the secret or the key to financial freedom? 

What if your product doesn’t sell well?  Or at all?  Yeah, THAT is a big glitch.  Or what if your product is hot today but not tomorrow.
That leads us to a key question:

Key question:  Do products make you money?

Aren’t products pretty much a dime a dozen?  What I mean by that is, does the world have a lack of products?  Or are there products at every turn?  And people trying to get you to buy products at ever turn?

There are more products in the world than you could probably count in a month.  Maybe even a year.  

Which means that products don’t make you money.  At least, they aren’t THE KEY.  Otherwise, everybody with a product would be rich.

There’s an old saying: Build a better mousetrap and the world will find you.

That saying is totally bogus.

People have, in fact, built better mousetraps.  That didn’t make money.

Yet, there is no shortage of people in the world ready to sell you a business opportunity consisting of the right to sell their particular product or service to the world.

Be careful boys and girls.  It’s a grown up world out there.  And not everything everybody tells you is the truth.

Axiom Seven:  Products are a dime a dozen

Axiom Seven Exercise
One
What is the biggest AHA you’ve had up to this point?

Two
Do you think that having exclusive rights to a product or service makes you money?  Why or why not?

Three
Your best friend comes to you and tells you they have a chance for only $10,000 to buy exclusive rights to market a product or service.  Should your friend jump on the deal?  Why or why not?  What questions should be answered first?

8
If Products Aren’t The Secret To Making Money, Then What Does That Say About Buying Reprints Rights Packages?

If you don’t run in business opportunity type circles or read a lot of offers online, then this question may be odd to you.

But in the world of making money, there are a lot of people who sell expensive reprint rights packages of differing value.

My purpose is not to say they are good or bad but simply to get you to THINK about them.

If the value is not in products, and all someone is selling you is the reprint rights to a product, then how much value did you get?

Did you get your money’s worth?
What?  I hear you say that you also got a sales letter or a web site with the reprint rights?

The question is, does it really sell?  I see a lot of these that may look good to a rank beginner but to someone with a seasoned eye it’s readily apparent it won’t sell.

But let’s say you DO HAVE a great web site or sales letter with the product that works like crazy.
You STILL are not making money yet.

Why?

Because WHO is that you’re going to sell to?

Oh, the company is going to sell you a list you can send their letter or postcard to?  Well, if the letter or postcard was so great, don’t you think they’d send it themselves?

What’s that?  They say there are just too many people for them to send the letters to?

Did you know that there are mailing houses that send out one million or more letters a day?

It’s simply not a true statement that they can’t mail everyone.  If the lists where available, they could.  No problem.  You just use a mailing house.  Which is common knowledge in this business.

The people selling you this stuff know this full well.  

They also know that for some reason people LOVE buying products they can sell.  And they LOVE buying reprint rights.

Note:  I’m NOT saying all these programs are bad.  They’re not.  I have, in fact, had friends who made good money from reprint rights.  

What I AM trying to get you to do is THINK.
What is it that in the end creates the real value?

It isn’t the product.  Although a great or at least good product is crucial.  I’m not devaluing the importance of it.
It isn’t the web site or the sales letter.  Although a great sales process is no doubt crucial.
The WHO is buying is more important than the WHAT you’re selling.

The seduction of buying the rights to a product to sell, whether that product is reprint rights or any other product, is that you often think the PRODUCT alone will lead you to success.

Not true.

And just because a product sold well for one person to THEIR list doesn’t mean YOU can sell it to your list.  Different lists want to buy different things.

Buying the rights to a product can be a profitable decision.  But what I see happen more often than not is newbies with no list and no clue about marketing buy a big reprint rights package that sits on a shelf and makes no money.

The important thing is WHO are you going to sell the product to?  Is it a product they want?  

Axiom Eight:  The WHO is more important than the WHAT
Axiom Eight Exercise
One
In the end analysis, according to your current understanding, what creates real value FOR YOU when you buy something?

Two
Think of a product or service you KNOW is good quality.  You know it provides value. But you don’t want it.  Why don’t you want it?

Three
What WOULD make you want it?

Four
What do you learn from this?
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The One Element That 
Separates Dead Products 
From Super Sellers
Let’s review the basics.

How do you make money?

YOU FIND AND OFFER AN IN DEMAND PRODUCT OR SERVICE.

I want to emphasize the words “in demand.”  That’s your money 101 class right there. That’s about all there is to it.

Making money is basically barter.

What do you HAVE or what can you GET that others will exchange money, goods, time or effort to obtain?

Law one: You gotta have something that others want. It’s as simple as that.

Law two: The less people others can get your “something” from, the more you can get paid for it.

Law three: You influence the demand for your P/S (product or service) by your marketing of it.

Do you have anything others want? Any information? Any products you could create? Any skills that others don’t have? The ability to buy stuff cheap (a skill many others don’t have)?

The ability to research, find, organize, write or present information that others want?

Special skills or know how others want or need but don’t have?

You’ve got to have SOMETHING you can barter to others.

In the old days, you would trade a bushel of your corn or green beans for someone else’s mule or chicken. That was an equal trade of what you had for what they wanted.

But what if the other person didn’t need your corn? Or you didn’t want their chicken? You could trade for their chicken and then trade the chicken to someone else.

To simplify this process, the concept of money came about. Instead of getting your chicken in return for my bushel of corn, I received a token that was worth a certain amount in trade for someone else’s products.

If a lot of people wanted my corn, and there wasn’t much of it available, then others were willing to exchange more value to get the corn. What you get in exchange from others depends solely on what they are willing to give to get it.

If there is a whole lot of something available, then others won’t be willing to exchange much to get it since it’s readily and easily available from many others.

On the other hand, if something is rare and not easily obtained, and a lot of others want it, the value in exchange goes up greatly.

The key to making money then, is to have something to exchange with others that is IN DEMAND, wanted and preferably in short supply.  Having said that, it still isn’t enough.
There’s more.

Axiom Nine:  There are 3 laws that control the making of money
1. You gotta have something that others want. It’s as simple as that.

2. The less people others can get your “something” from, the more you can get paid for it.

3. You influence the demand for your P/S (product or service) by your marketing of it.

Axiom Nine Exercise
One
1. You gotta have something that others want. It’s as simple as that.

Think of one thing you could offer people (your customers, prospects or even just people you know) that they would probably want?  

Two
2. The less people others can get your “something” from, the more you can get paid for it.  

How could you add a “something more” to your offering that others don’t offer? What could you add, change, modify or provide?

Three
3. You influence the demand for your P/S (product or service) by your marketing of it.

What could you do that might make people want your offering more or increase demand for it?
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Why Having An In Demand Product Or Service Is Not Enough
Here’s the thing:

While having a product or service that is in demand and wanted by people is crucial, it isn’t enough.

What if you have no way to get your message about that product or service to the people?
What then?

You’ve got a super hot product.

But nobody knows about it.

How much money are you making?  Not much, right?

What’s more, what if you have a one hit wonder?

In other words, you stumbled across a super hot product that sold like gangbusters.  But then, competition caught up, knocked it off.  And now, you’re in search of number two.

But you were simply lucky in finding number one.

You don’t have the ability to go out and find out what people WANT.  And therefore you don’t have the ability to find new products with a high demand rating.

Basically, you’re back where you started.  To square one.

Axiom Ten: If you don’t have the ability to find out what people want, then you are powerless and dependent on someone else who does have that ability

Axiom Ten Exercise
Think of a product or service you thought was exceptional (or way above average) that was a flop.  Maybe it was a TV show, product, service, movie, concept or idea.

One
Describe what the item was:
Two
Why do you think that the show, product, service, movie, concept or idea flopped even though it was exceptional?

Three
What do you learn from this experience?

Four
How do you keep this from happening TO YOU?
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Does The Product Make Money Or The Lead Generation And Conversion System?
If the product itself is not the key to making money, even if it IS an in demand product, then what about the lead generation and conversion system?

Let’s define our terms:
Lead (pronounced LEED) – Someone who has expressed an active interest in finding out more about your product or service

Conversion – The process of getting a prospect to buy from you, thus becoming a paying customer

System – A series or sequence of steps that produce a predictable result

Let’s say that you have hot dogs to sell.  These are not world class hot dogs.  In fact, they’re kinda cheap.

However, you are in a stadium of 60,000 starving people.  And you’re the only one with hot dogs.

Chances are, you’re gonna sell a lot of hot dogs.

Now, let’s say you have a hot dog booth in a shopping mall.  You have the world’s best hot dog.  However, no one goes to the shopping mall.  And the few people who do show up want tacos.

No matter how good your hot dogs are, you aren’t selling them.

What made more money?

The GREAT lead generation and conversion process (being the only one to sell hot dogs to the starving crowd)?

Or the world’s greatest hot dog in a mall no one goes to?

That is to say the activity or process of lead generation and conversion is more important than the product.  However, a bad product will, in the end, kill your sales and kill the business.

But in the short term, the lead generation and conversion system wins out.  In the ideal scenario, of course, you combine a great product with a great lead generation and conversion system.

My purpose here is simply to help you think the matter through.  And to see what really brings value to the table.

When we talk about the ability to make money, what is it we’re really talking about?  I’ll let you chew on that question awhile.

Let’s say you’re in that same shopping mall.  But now it’s packed.  

And there are several people walking around handing out hot dog samples with a coupon for 50% off the first hot dog.  Do you think that NOW those hot dogs might sell like pancakes?  

The chances would be a lot greater, right?  Why?

Because you combined a drop dead product (the world’s greatest hot dog) with a proven lead generation and conversion method – sampling.

But all other things being equal, what brings the most value to the table?   A process for generating and converting leads, right?

So if someone wants to sell you a business opportunity, while the product is important, what are the MAIN things you should look at?

1.  Their system for generating potential customers (that is, leads) and getting them to buy, right?  If there is no true lead generation and conversion system, how much value are they offering you?
I’ve seen business opportunities where all they had were a few sample ads you could run and a few phone scripts.  I don’t think that is too uncommon.

They put ALL the attention on the product because they don’t have any real marketing systems.

2.  Then, you want to see how much differentiation they have from competitors.  And how sustainable that differentiation is due to barriers to entry.  (I’ll be talking a lot more about that in a minute.)

3.  And finally, you want to evaluate the product to see if people are wowed by it.  You can tell that by looking at the repeat business rate, if you can get accurate figures on that.

Of course, sales people tend to lie about these things.

They’ll tell you 90% of the people repeat when, in fact, almost no one does.  Your best bet is to get actual figures and numbers from existing distributors.  Most business opportunities will never disclose this information.

So you’re left to doing your own research.  And applying common sense analysis to the opportunity.

The point is, if the ability to make money is the most important thing you can have, and the key to that is being able to create and install a lead generation and conversion system, what do you think you should concentrate on learning?
Axiom Eleven:  They key to making money is being able to create and install lead generation and conversion systems
Axiom Eleven Exercise
Choose a product or service, idea or cause that you want to sell or promote.  Ask these questions:

One
1.  Do you have a system to generate leads or potential customers?  Is it working?  Is it bringing in new customers, prospects, donors or members at break even or better?  Write your answer here:
Two
2.  Does your product, service, membership or non-profit have a clear differentiation from other similar offerings?  What is the differentiation?
Three
3. When people buy, join or give, are they wowed by what they get or receive in return?  What is the repeat business or action rate?
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If You Can Create Your Own Lead Generation And Conversion System, Who Is In Control?
If the ability to make money rests on your ability to create and install lead generation and conversion systems, how important do you think it would be to acquire that skill?
Pretty important, right?

The good news is that once you got it, you got it.  And YOU are the one in control.  You know that you will never have to answer to a lousy boss breathing down your neck.
You know your dreams won’t be at the mercy of others.

You know you are in control.  What’s the importance of that to you?  Without it, you’re dependent on the promises of other people, luck, your boss, the company you work for and so forth.
You really have far less control.

Here’s the point:

Selling a product or service (including your skills in the job marketplace, a non-profit organization or about anything else) boils down to targeting a group, finding out what they want, and then offering it to them.

So a job hunter targets a specific type of business, finds out what they want and offers it to them.

For example, a job hunter might target manufacturing companies, dry cleaners, mail-order businesses and so forth.

Then he or she finds out what they want and what problems they have.

Then a message is crafted and targeted specifically to that audience.

The KEY is the specific targeting of the message and not sending out blanket resumes that apply to anything and anyone.

That only annoys the target companies.

You have to deliver a message specifically tailored to them. The more you are talking exactly to them, the better off you are.

Taking this one step further.

Let’s say you sell carpet cleaning services.  

While you could send out your direct mail to a list of generic businesses, that would be wasteful.

Instead, you target a particular type of business.  Say restaurants for example.

And you deliver a highly targeted message meant ONLY for restaurant owners.

So the letter reads:

Dear Restaurant Owner,

You know where the hostess greets guests?  And how dirty the carpet gets there because the hostesses are standing on it all day long?

In short order, it really looks worn, dirty and uninviting. Not the way you want to greet your guests.

And you know how the carpet gets soiled at the bottom of tables from food falling on the floor?  It’s tough to get out, isn’t it?

Sweeping up just doesn’t hack it.

Well, at last there is a carpet cleaner who understands YOUR RESTAURANT carpet.  What the problems are and how to fix them.

And so forth…

Can you see how targeted that message is?

It’s written specifically to restaurant owners and no one else.  It will crush a generic promotion sent to a mass list.

This is marketing.

Finding the audience most likely to respond and willing to pay the most money.

Then carefully crafting a message that speaks to exactly what they want and need and no one else.

Then delivering that message via direct mail, the Internet, radio, TV, card decks, magazines – or other methods.

It’s called the three M’s.

1.  Market – that’s the audience or the group.

2.  Message – that’s the carefully worded message that speaks to exactly what they want.

3.  Media – that’s the way the message is delivered to the targeted audience or group of people.

Congratulations.

Now you understand more about marketing than 99% of people.

Axiom Twelve:  Target a group, find out what they want and deliver a message that speaks exactly to their wants and needs and no one else.

Axiom Twelve Exercise
Explain in your own words what each of the following mean to you:
One
Market
Two
Message
Three
Media.
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Why Do Some Products Sell For More Than Others? Why Do Some People Make More Money Than Others?
A product or service does NOT have a value in and of itself. 
The value is completely determined by what others are willing to exchange to get it. And this is largely related to their PERCEPTION of how easy it is to find other sources for the item.

If you are perceived as the ONLY source for the item, the value goes way up. This is what you will learn how to do using advertising and marketing. You position your offering, the thing you’re exchanging, in a way that it is unique and not easily gotten from others.

This is called “The Law of Supply and Demand.” If there is a big demand and a short supply, the price goes up. If there is small demand and a big supply, the price goes down. If the demand equals the supply, you have average pricing.

For example, if you sell candy bars that have custom wrappers on them, and lots of other people are selling the same thing, then you come up with unique wrappers or designs that no one else has. That way, you become the ONLY source for that particular item.

Of course, that’s assuming there’s a demand for custom wrappers to begin with.

You can also do a better job of advertising than the other people.

That way, you can become the only source of candy bar wrappers THAT OTHERS KNOW ABOUT. There may be other people who provide the product or service. But if you’re the only one people know about, you will be able to get more in exchange for your candy bar wrappers.

Question: What happens to price when the SUPPLY of a product or service goes UP?

Answer:  The price goes down.

Why?  Because of the law of supply and demand.  The greater the supply, the lower the demand, and the less money you can get.

Question: What implications does this have for YOU if you go out and decide to buy RIGHTS to a product to sell?

The key question is how many people own and market those reprint rights to your customers, prospects or target market.

Now, the person who SELLS the license, duplication or reprint rights will tell you that it doesn’t matter.  There’s this huge, massive demand for the product.  But as a buyer, don’t you have to think about that premise?

Why?

Because what do you now know?  You know that if a bunch of people buy those reprint rights AND market them, the value of them will go down.  

The reprint rights seller will contend that most people who buy them don’t use them.  And there’s some truth in that.  However, at the same time, a lot of reprint rights sellers literally flood the market with the product.

That’s when the law of supply and demand kicks into effect.  In fact, a number of times I’ve seen people take the reprint rights and give away the product as a free bonus with some other product.
What does that do to the value of the products?  Supply goes up and what happens to demand?

It goes down, right?

Based on the law of supply and demand, what do you think the main advantage of having YOUR OWN product or service to sell is?

That’s right, you have greater control over the supply.  Of course, there is the problem of competition.
There’s nothing inherently wrong with buying licenses or reprint rights, if you understand the law of supply and demand, if you understand the nature of the beast, if you have a list or target market, if you have a media you can use to reach them, if you know they want the product or service in question.

Axiom Thirteen:  When supply goes up, demand and price goes down

Axiom Thirteen Exercise 
One
Explain the law of supply and demand in your own words

Two
Give an example of when increased supply of a product or service caused the price to decrease
Three
Think of an example when the law of supply and demand caused prices to skyrocket.  How long did the inflated demand and prices last?  Which is more important in your estimation?  The demand, the supply or the product itself?
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How Do Competitive Products Impact Supply and Demand?

Another great question.
If you have a supply of a product or service, and a bunch of other people do too, what does that mean as far as supply is concerned?

It means the supply goes up, right?  A lot of people all selling the same product or service means there’s a big supply and less demand.

A lot of people buy products in the category called business opportunities.  That means, others sell you a chance or opportunity to make money selling their product or service.

These business opportunities typically sell for $500 to $5,000, even as much as $10,000 or $15,000.  At some point, the line of distinction between a business opportunity and a franchise blurs.
One of the main questions you should get answers to before ever investing money in a business opportunity is “What’s the competition?”

Naturally, the seller of the business opportunity will try to convince you “there is no competition.  We’re the only ones.”

Usually, that’s a line of bull.

Everyone and everything has competition.  For example, one of the competitors of TV shows for a viewing audience is the Internet and visa versa.

The question is, how many competitors are there?  Who are they?  And what do you have in terms of unique benefits to offer vs. the competition?

One of the BIG TRICKS some business opportunity sellers pull is they over-estimate the demand and market for the product by quoting questionable statistics and articles.  First of all, THEY were probably the one that got the magazine to publish the article in the first place.

But even if not, do your own research. Or hire your own researcher.  Don’t take a few glowing articles as fact.

The other thing to consider is this:  What’s the job of the seller of pre-packaged business opportunities?  To sell a LOT of the business opportunity to a LOT of people, right?

So if they are successful in their task, what does that do to supply?  Increases it, right?

Of course, some will make the argument that there are McDonalds and Starbucks on every corner. And in the U.S. that’s pretty much true.  However, at the same time, McDonalds spends a fortune on advertising to stimulate demand.
There are some businesses that have mass appeal. But more often than not, there’s a limited market and limited demand.
Axiom Fourteen:  You can’t directly control supply because you can’t control competition
Axiom Fourteen Exercise 

One
What might the seller of a business opportunity tell you to convince you that competition is limited even though it is, in fact, highly competitive?

Two
If someone wants to sell you a product or service for a maximum price, is it in their best interest to create the perception of limited or unlimited supply?  How about demand?

Three
What would be the difference between an ethical and an unethical representation of the supply and demand for a product or service?  How might one ethically limit the supply or highlight the demand?
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How Do You Increase Demand?

You will notice that I talk about the PERCEPTION of value. 
The value you’re offering others is NOT carved in stone. You have the ability to influence how others perceive the value you’re offering or giving them in exchange.

If you understand how to create the perception of value, then you will ALWAYS get paid more in exchange than those who do not understand how to do this.

Money, then, is the result of an exchange of perceived value. Not just value but perceived value – the value that others perceive you are giving them. 

The person who gets the most money is the one who has the unit of exchange, that is a product or service, which many others want. Yet, it is in short supply. 

The money you get is largely dependent on the PERCEPTION of scarcity. If others perceive that they can get your offering from anyone, anyplace, anytime, you aren’t going to get paid much in exchange.

However, if you know how to create the perception of scarcity, then you will get paid more. When you create the perception of scarcity, you make it appear that no one else offers the value that you do. 

Later, you’ll find out how to make more money by increasing the demand and exchange value for what you’re offering. And by creating the perception of scarcity. 
Hardly anyone understands how to do this. Yet, it is this process we call advertising and marketing. It gets people to want what you have and to be willing to exchange more to get it.

The thing that you exchange to others in exchange for their currency is called a product or service.

When you’re starting out, the first thing to figure out is what can you create, develop or offer that will be in demand and wanted by a lot of others? This is called coming up with the idea for your product or service.

Axiom Fifteen:  Money is the result of any exchange of PERCEIVED value – not of actual value
Axiom Fifteen Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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If It’s A Quick And Easy Way To 
Make Money Or Sell Products,
What Happens To Supply?
This is where the rubber meets the road.

It’s extremely crucial you understand this point.

Think through this with me.
Let’s say you’re lucky enough to get an email in your mailbox that says someone has just miraculously discovered a new search engine tool that will almost instantly get you amazing search engine rankings for your products.

It’s really fast and simple.

You just fill in a few blanks, click the button and everything else happens for you.  A few days later your web site overflows with traffic!  What’s more, incredibly enough, the program sells for under $100.
What do you think about this discovery?

Question:  If it’s a quick and easy, is it likely that word of mouth is going to spread quickly, meaning that a LOT of people will now own the product and push the same button you’re pushing.  How does the law of supply and demand get involved?

Answer:  Chances are, if it really is an almost magical way to sell products and services, it takes little time and it’s cheap – word is going to spread like wild fire.  Before you know it, everybody and their dog is making search engine pages by pushing the magical button.
There’s a problem with the law of supply and demand.  Soon, the demand for these types of pages by the search engines themselves is likely to become greatly curtailed.

In fact, they may ban the pages or try to find a way to stop them from being listed in their search engine results.

But let’s say this software really IS magical.  It makes the exact type of page the search engines love.  And they never ban these pages.

Are you rich yet?

Put your thinking cap on, please.  Before you leap off of tall buildings with excitement, consider this:
If all your competitors get the software, push the same button you did and also submit their pages, sooner or later, what happens to your advantage in the search engines?
Can you all be number one?
I know people who make money with quick and easy methods.  But they usually originated the quick and easy method themselves.  And they keep it a secret.
Or they turn around and sell it to the world in which case it stops working because now the whole world uses it.  Which negates any competitive advantage.

I mean, if your competitors use the same tool, where’s the “competitive advantage,” right?

This is not to say these software programs don’t have value.  It’s simply a lesson in the law of supply and demand.

The question is, how much value is there for you in pursuing quick and easy ways to make money?

If it’s quick and easy, what happens to supply?  It goes up, right?  What do you think that has, then, on your ability to make money with the quick and easy method?

That being the case, what other options do you have?  Where does this lead us?  Keep reading.

Axiom Sixteen:  Quick, easy and simple sound good in theory but don’t play out well in reality
Axiom Sixteen Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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Does A Quick, Easy, And
No-Brainer Way To Make Money Exist?

I had someone email me the other day and say that all they wanted was a cheap, easy, no-brainer way to make money that didn’t take much time.

Hey, I imagine half, if not all, the world would like that.

But is it realistic?

If you find a quick, easy, no-brainer way to make money, what IS likely to happen?  Is there anything preventing others from copying the idea and doing the exact same thing?

And if a lot of people start doing the same thing, what happens to supply?

And if supply goes UP, what happens to price?  It goes down, right?

The question would then become, “Is there a quick and easy, no-brainer way to make money in little time” that others aren’t likely to find out about?

What do you think?  How would you answer that?

Of course, there are MANY people who will TELL you they have a quick, easy, no-brainer method to sell you.  But are they telling the truth?  And if they are, how long is the method likely to be viable until it becomes highly copied and the market is flooded?

There is a solution to this dilemma called “barriers to entry.”  You’ll be hearing a lot about this as you read along.

Axiom Seventeen:
Axiom Seventeen Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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You Have A Job And Not Much Time.  Is There A Way You Can Just Sit At My Computer One Hour In The Evening A Few Nights A Week (Or Even Every Night) And Make The Money Roll In?

That’s another good question.

Let’s think our way through it.

Let’s say that such a way did indeed exist.  And that you could buy it for only $100.  And it cost almost no money to operate.
Just sit yourself in front of your computer one hour per night and do simple, easy, no-sweat work.  And before you know it, the bucks will start rolling in.

What do you think?

How long is this opportunity likely to last?  First of all, if you bought the plan for only $100, don’t you think a lot of others will likely buy it also if it’s as good as it sounds?

I mean, just on word of mouth alone, wouldn’t you expect it to pretty much explode?

And then, if supply goes up, what is probably going to happen to price?  The value and price of whatever it is you’re doing is likely to do what?

Go down, right?  The law of supply and demand.
Now, I have had friends DISCOVER such ways to make money.  Typically via search engine positioning.  And their methods worked until they taught them to thousands of others.

And note that I said my friends discovered these methods.  They didn’t buy them from other people.

Which brings us to a concept.
Question:  Do you think you are better off buying “canned” ways to make money that others have discovered.  Or coming up with your own unique angle or slant where you are the only one doing it?

Answer:  If you come up with your own way to make money and KEEP IT QUIET so others don’t find out and steal or copy your method, then you might very well be better off developing your own method, product, concept or idea to market.
Why?

It’s simple.  Law of supply and demand.  You’ll find out more and more about how to do this as we move along.

Who do you NOT tell about your unique way to make money?  Anyone.  Don’t tell anyone.

Why?  Your neighbor can tell their friend who tells a would-be competitor.  But your biggest risk is vendors and suppliers.

They can and often will spill the beans to other would-be competitors without thinking twice about it or even having a twinge of guilt.  

And for goodness sakes, don’t go bragging to competitors or possible competitors at a seminar about how great you’re doing!

If anyone asks you how your business is doing, especially a potential competitor, the answer is:

“We’re struggling.  Times are bad.  We’re just scraping to get by.”

I don’t care if you just made $100,000 or $1,000,000.  As far as your vendors and suppliers, competitors and potential competitors go, you are just scraping to get by!

There’s no need to wave a red flag at a bull and dare them to charge you.  What you’ll find out is there are a zillion people out there not making money who are lazy.

They’re lazy because they won’t spend the effort to create their own moneymaking angle or system.

But they WILL take the time to steal yours – once you’ve proven that it works and is successful.  If you go bragging to everyone about how much money you’re making, it won’t be long till the vultures swoop in and start knocking you off faster than McDonalds sells burgers.
The risk in the “We’re just scrapin’ to get by” answer is that you don’t want customers to think you aren’t successful.  So it’s a double-edged sword.  You don’t want to tip off competitors.  And you also don’t want to appear unsuccessful to your customers.

That’s why another answer you can give (plan B) is “We’re doing OK.”  Vague.  You just keep it vague.

“So how did x and so promotion work for you?”  Your answer”

“It did OK. Nothing to write home about.  But it was OK.”

I’ve found you have to even be careful about working with consultants.  Consultants can have big mouths.  I’m not saying all consultants.  And I realize this goes against the ethics of most consultants.

But I can also tell you that people are human.  And sometimes, the tongue slips.  And they say something they just weren’t thinking about at the time.

The challenge in teaching any topic is it’s open to misunderstanding and abuse.

What I know will probably happen is that some people will refuse to discuss their idea or project with others when there’s nothing original about it at all!

This can prevent you or others from getting important feedback.  

Others will be afraid to tell anyone about their idea that doesn’t have a chance in a million of selling. 

That’s the problem with rules.  They require intelligence and good judgment to apply appropriately.  There is no substitute for a human brain.

The point I’m making is actually a simple one.  If you have a product or service that is unique or relatively unique and it’s selling like hotcakes, don’t go bragging to your competitors, friends in the business and vendors about it.

Keep your mouth shut!
Be aware that AFTER you’re successful there will be people who appear to be your friends who aren’t.  If you tell them you have a product that’s a big hit, they WILL tell a competitor of yours about it, someone who is also a friend of theirs.

Maybe someone who is doing more for them financially than you are.  So they have a vested interest in sharing your juicy success story with that person to incur favor.

Notice I said this happens AFTER you’re successful.  If you’re a newbie and you have nothing that’s selling, it’s the last thing in the world you need to worry about.

Finding a balance is more art than science.

What I mean by that is that there are scenarios when sharing with competitors is a GOOD idea.  Usually when you sell to different target markets or geographic areas.

In that case, you are not directly competitive.  And you have a great deal to gain by joint sharing.  In contrast, if they are a direct competitor to the same potential customers, I say keep your mouth shut.

Axiom Eighteen:  The answer to the question, “How are things going” is “They’re going OK.  Nothing to get too excited about. But they’re OK.”  Especially if that question comes from a vendor, supplier or competitor.
Axiom Eighteen Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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You Don’t Have Any Money.  How Do You Make Money Without Money?  You’re Broke.

This is a question I get all the time.
A lot of people interested in making money are broke. Which is probably why they’re interested in making money.

They don’t have any!

If you’re broke, then it certainly is a question you need an answer to.  In the short term, I think you have to do whatever you need to do to pay your bills.  That probably includes a full or a part time job.
If you already have a job and you don’t have much money, then I think that you do what you can do.  
In the big picture, I can tell you the answer.  

And that is to learn marketing, and specifically, how to create and install marketing and business systems.

This is a topic I’ll be discussing in much more length as we go along.  I CAN tell you that perhaps the most important thing I can do for you is show you what’s real and what isn’t.
And in the process keep you from wasting hundreds or thousands of dollars on products and opportunities that don’t have much chance to work out for you.
There is not necessarily an answer to how you make money without money other than to get a job.

But the way a lot of people have started businesses on a shoestring is by selling a service.

Why?

Because a service doesn’t require inventory.  You’re trading your time for money.

The investment is often quite minimal.  And the returns can be substantial. Especially if you add some savvy marketing to the mix as you’ll learn here.

The basic answer to anyone who doesn’t have money or is broke is that the reason they don’t have money is because they don’t have anything to BARTER with.

You’ve got to have something that others want and are willing to pay money for.

That can by your TIME.

But offering someone else your time alone doesn’t have a lot of value.  What is it that you’re going to do for them with your time that provides value to them?

Let’s say you’re going to run errands for them.  OK.

But while running errands may pay OK.  It isn’t on the list of the world’s highest paying occupations?

Why?

Because no courses are required to be an errand runner.  There are no examinations that limit the number of people who can be called errand runners.  There are no errand runner certifications that keep the masses out of the labor pool.

Anyone can do it.

And no skill is required.

That translates into BIG SUPPLY and no barrier to entry. Those terms probably don’t mean a lot right now. But they will as you continue reading.

Why does one job pay more than another job?

Why does one athlete get paid more than another?

Is the world crazy as some would suggest?

Is the marketplace unfair?

Are athletes paid sums that are unreasonable (meaning that their profits should be going to the owner)?
These are questions you need to understand in your quest to discover the secrets behind the rich and famous.  The key that unlocks the door of money.
Does this mean you can’t start a successful “errand runner” business?  Absolutely not.

It does mean you’ll need to add in marketing, pizzazz and what we call differentiation.  Keep reading, and you’ll discover the secrets to success.
Axiom Nineteen:  The money you have is a result of what you have to barter to others in exchange for their money, and the supply and demand for what you have to offer.
Axiom Nineteen Exercise

Explain in your own words what each of the following mean to you:

One
Why do you think athletes get paid more than teachers?  
Two
Why does a world famous athlete get paid more money than one who isn’t famous?
Three
Why do surgeons get paid more for their time than errand runners?
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How Do You Make Your Product Or Service Sell For More Money?

Let’s say you have a product or a service.
How do you get it to sell for more money?

That’s another question I think is quite fascinating.

Here are some things to think through.

Question:  What happens if you decrease the supply of your product or service?
Answer:  The value or price goes up, assuming the demand stays the same, right?

However, if you have competitors, it’s hard to get them to stop selling products, so you can increase your price.

Actually, there are ways to do that. But we’ll get to them later.

For now, here’s what I want you to think about:
There are two basic steps to getting more money for your product or service:

Step 1:  Increase the perception of value

Step 2:  Decrease the perception of supply

First, let’s talk about the perception of value.  

There are many things you can do to increase the perceived value of your product or service:

Packaging:  You can package your product in such a way that it adds the appearance of value.  The most expensive cars almost always have the hottest designs, right?

What about perfumes?  Do you get a crummy bottle when you buy an expensive bottle of perfume?  Or do you get the works?  You get a package that really makes you feel the perfume is valuable, right?

Sales process:  Your ads, sales people, commercials or direct mail can use the power of words to increase the perception of value.

Differentiation:  This is the NUMBER ONE way to increase the perception of value.  You offer benefits, features, advantages that the other products and services don’t.

The example that immediately comes to my mind is American Airlines.  They totally redesigned their planes so you have more leg room.  Since I’m a tall person, this is a feature I definitely appreciate.  But even people who aren’t my height see a benefit in it because they have less crowded seating.
The advantage of what American Airlines did is it created a “barrier to entry.”  In other words, to COPY the differentiation American Airlines offered, they have to totally rebuild their airplanes!

In other words, this isn’t something that is easy to copy.

Unlike the frequent flier programs.

Way back when, one of the airlines apparently came up with a frequent flier program as a way to differentiate their airline from the others.  What a great idea.  But it was quickly and easily copied.  There was no barrier to entry.
The trick with differentiation is to offer a key difference that is HIGHLY VALUED by your best customers.  Because it’s easy to fall into the trap of offering a differentiating benefit that is not highly valued by your customers.

So you have value to offer that is different. But no one cares!

Additional bonuses:  Another thing product and service sellers do is add on additional bonuses, services or items you get with THEIR product that other sellers don’t offer.

In addition to increasing the perception of value, you can decrease the perception of supply.
This is really the flip side of what we’ve already talked about – 
DIFFERENTIATION.

Why?  

Because how do you create the perception that you have something others don’t?  There are lots of ways.  But however you do it, it’s called differentiation.
The idea is that by adding some product, some service, some thing to your package, your product or your service that no one else offers, you create a key DIFFERENCE.

This difference is called a differentiator or differentiation.

Let’s say that you sell a physical product that is NOT easily differentiated at first glance.  For example, you sell certain types of fish that lots of people buy.

It isn’t like you can easily change the way fish reproduce.  What do you do?

Anything you do to separate your product or service from the pack is a differentiator.  Here are some ideas of how you could do it if you were in the fish-selling business:
· Different packaging:  Deliver the fish in a special fish home.
· Different service:  Provide seminars, workshops, instruction
· Different components:  You get the fish, special aquarium, fish food, seminar on tape, pricing guide
· Different bonuses:  With the fish, you toss in freebies
· Different colors:  You provide colored aquariums
· Different graphics:  Your ads, logos, web site and graphics are a cut above everyone else’s in terms of graphics
· Different design:  You offer specially designed fish tanks
I don’t know anything about the fish-selling business.  But the above gives you ideas of how you THINK about the business of providing differentiated value.

Differentiating a product or service, that is creating a key difference, is a tricky thing.  Just because something is different doesn’t necessarily mean people want it.  

It has to be something that PEOPLE WANT.  This is where knowing your customers comes in handy.  You’ve got to be tapped into what they want better than your competitors are.
Do that, and you’ll be ahead in the game.

KEY QUESTION:  What do you now think of a business opportunity (where someone is selling you the opportunity to make money by selling their product or service) that has no key differences from other similar products or services?

If there’s no key difference, this is something you should know about before you fork over your hard earned money, right?
You bet.

How do you know if a product has key differences?  One way is to contact customers or potential customers and ask them about it.  That’s a good place to start.

KEY QUESTION:  What if I have a quick and easy way you can differentiate your product or service from the competition and you can buy it for $50.  How quickly should you jump in line?

Answer:  At $50, you don’t have much to lose.  At the same time realize that the advantage you’re given likely won’t last long.  Unless you’re in a slow-moving industry, your competitors will likely be quick to copy the differentiation.

The perfect example is the software that allowed you to create ebooks covers in a flash.

In the very early days, we boosted our sales by creating hot looking ebook covers for our products.  But then, someone came out with a software program that allowed you to create your own covers in a heartbeat.

Soon, what do you think everybody and their dog had on their web sites?  Ebook cover pictures, right?

At that point, how much differentiation did an ebook cover create?

Not much.

Of course, if you hired a designer to create a UNIQUE cover that no one else had, you still got some benefit. But not nearly as much.
In the early days, I obtained an advantage by adding a date script to my web site that gave people bonuses if they ordered before the deadline.  Soon, everybody had copied the idea and there wasn’t much benefit left to be gained.

I could go on and on. But I think you get the point.

Does this mean you shouldn’t use an ebook cover or buy ebook generator software? 

I would say it depends on the market you’re selling to.

If in your market very few people use it, go for it.  On the other hand, if you’re in a field where almost everybody uses it, you need to find another way to differentiate and distinguish your offering.

Axiom Twenty:  Anything you do to separate your product or service from the pack is a differentiator:

Axiom Twenty Exercise

Explain in your own words what each of the following mean to you:

One
How would you explain the concept of differentiation to someone else?
Two
What is the hidden pitfall in differentiating your product or service?  Is this a guarantee that your customers will want what you’re offering?  Why or why not?
Three
How does differentiating your product or service alter the perception of supply that others have?
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PICTURE OF SOMETHING BEING COPIED OR PICTURE OF COLORED STRIPED ZEBRA
How Do You Create Key Differences That Are Not Quickly Copied By Your Competitors?

You now know that a key element of this marketing game is creating a difference.  That is, finding new ways to differentiate your product or service.

What if you find several new ways to differentiate your product or service that are fast, simple and easy?  What can you predict will happen?

What you can predict is that your competitors will quickly imitate or copy your offering.  They have no choice.

They key words here are “fast, simple and easy.”

That means it’s no big deal for your competitors to copy your difference.  

That brings us to the concept of BARRIERS TO ENTRY.
Having a difference with a barrier to entry means that your difference is not easily copied or imitated.

There’s a BARRIER to your competitors copying your KEY BENEFIT.

What this buys you is time in the marketplace.  It means that you’ll have a product or service with a key difference from your competitors that they are not likely to match for awhile.

How do you find a barrier to entry?

1.  Do something your competitors don’t want to
In the highly competitive Internet marketing industry, a few people offer free consultations with their product or service. Why?  They know that most people won’t want to consult on the phone with clients for free.

2.  Do something that you have a particular skill at
In my business, we have above average skills in graphic design.  So part of what I call our “value proposition” is that we design our products and sales letters a cut above what most others do.

Some of my competitors are really great verbal sales people.  What they do is sell big ticket items via conference calls.  It’s something that’s hard for me personally to do because verbal selling isn’t my strength.  

Therefore, to some degree, there is a barrier to others entering that arena as competitors.  Thus the name barrier to entry.  It’s a barrier that keeps or prevents others from entering.
3.  Do something that costs more money
In my industry seminars are highly competitive.  You see people upping the ante for participation by buying seminar participants lunch, having in big name speakers, holding the seminar at nicer hotels – and so forth.

These are all attempts to create differentiators that are not easily copied due to the cost of them.
My friend Jim Edwards creates audio products using equipment that costs a grand or two.  Many, if not most, of his would be competitors don’t have that kind of cash to spend only on audio equipment.  

This gives Jim a barrier to entry
4.  Do something that is hard to figure out
This has been one of our edges.  I’m good at researching and figuring out things that give us an edge based on knowledge or information.

The problem is, this is also MY PRODUCT.  It’s what I sell. So as soon as word gets around or my competitors see what I’m doing, I lose my edge and have to invent something else new.

Jim Edwards figured out a way to do multi-media educational trainings that is somewhat complex to figure out.  Even though competitors tried, they couldn’t figure out how to do what Jim knew.

Of course, he did sell his methods in a product. But he priced it high enough and sold a limited quantity in such a way that the market has not been flooded with thousands of people all using the same methods.

One of the edges we had was sending out html emails that were done in such a way that you had to be really, really good in Photoshop to copy them.

We also found ways to make our graphics load faster than most peoples.

The problem we ran into is that html email began getting associated with spam and therefore blocked by email filters.  However, our emails still perform well compared to blah text emails.

5.  Innovate faster than others can copy
This is basically an issue of speed and creativity.  You KNOW you’ll be copied.  But you figure that on any one particular item only a certain percentage of your competitors will copy it. And there may be a 3, 6 or 12 month lag time until that happens.

So by coming out with a rapid series of differentiators, and continuing to develop new ones faster than your competitors can copy them, you can stay ahead of the game.

You need to become an EXPERT at differentiating your product or service.  This is one of the areas that pros focus on.

Much of your business success depends on your ability to identify the wants of your best customers and then provide them with a product or service that meets those wants better or more completely than other products do.
Axiom Twenty One:  The way you prevent your product or service from being quickly knocked off or copied is by creating a barrier to entry.  
Axiom Twenty One Exercise

Explain in your own words what each of the following mean to you:

One
Which of the six methods for creating a barrier to entry appeals to you the most and why?  Which would you be most likely to use?
Two
Why does a barrier to entry slow down or prevent others from copying your product or service?
Three
Explain what a barrier to entry is in your own words and why it’s important that you build one or more into your product or service.
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How Do You Decrease The Perception Of Supply?

There are two sides to making coin.  Or two sides to the same coin.  However you want to look at it.

Side one is increasing the perception of value.  You do this through graphics, presentation, design, product components, color and so forth.

You see this all the time in the world of courtship.  A guy or a gal parades or makes it known that they are “in demand” to others, and, by implication, have greater value than others.

The flip side is to decrease the perception of supply.  

I already discussed the concept of differentiating your product or service.  If you differentiate YOUR product or service so it isn’t like everyone else’s, to some extent, you have decreased the perception of supply.  Why?  Because only YOU offer that particular product or service.

Limited supply.  Only you offer it.

But there are other ways to decrease the perception of supply.

1.  Stating that only so many will be sold.

In the old days, the direct mail pros would have a “damaged goods” sale.  This is where you offer goods at a discount that have slight damage or flaws. Of course, in some cases thousands or even millions more of products were sold than were originally damaged!
I’m pretty sure that practice today would be considered false advertising.  But it shows the power of limited supply.  “We only have so many damaged items and when they’re gone, they’re gone.”

A furniture store promoter once told me they set a small fire in the back room of the store, so they could legitimately hold a fire sale.  Same concept.

2.  Limiting the offer to the first X number who buy

I’ve seen this work great guns before.  But the offer has to sound like it’s a real bargain.  And the limited number has to be small enough that people really are afraid they’ll miss out.
Question:  How can YOU create the appearance of limited supply for your product or service?

I suggest you don’t lie or misrepresent because consumers do have memories.  And when you misrepresent, the next time you make a claim, you won’t be believed.
In the arena of marketing teachers, the one who used this method most effectively was a man named Bob Serling.

Bob used to offer reprint rights to his courses, special seminars and other products to a very limited number of people, such as only 20 or 27.  Keep in mind that these were $3,000 to $7500 or more price tickets.

But by severely limiting the supply, he increased the demand.

How about the world of diamonds?  Did you know that the supply of diamonds on the market is controlled by the DeBeers family?  That’s why the price of diamonds has remained constant and rising.

A number of years ago, the Hunt brothers got in hot water because it was alleged that they tried to buy up enough Silver to control the supply.

A number of years ago, there was a frenzy over Cabbage Patch dolls.  Largely because there was a limited supply available. And it made the demand for them go through the roof.

Later, when plenty of Cabbage Patch dolls were available, the craze ended.

Axiom Twenty Two:  To limit the perception of supply, state a limit on the number that will be sold or the number of customers who will be allowed to buy
Axiom Twenty Two Exercise

Explain in your own words what each of the following mean to you:

One
Have you ever been guilty of buying a product or service mostly because it was on sale or there was a limited quantity available and you didn’t want to miss out?
Two
If you know that a product or service is really in demand, how does that alter your perception of it?
Three
There’s an old saying that people want what they can’t have.  In what way does this apply to marketing your product or service?
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What Does It Mean To Get Married To A Product Or Service?
You may have heard the phrase before:  Don’t get married to your product.
What that means is you have to stay clear on what makes money:  Finding out things that are in demand and supplying them with a strong lead generation and conversion system.

If you get married to a product, it means you can’t see the forest for the trees.  Some people get so enamored with a product they’re bound and determined to make it sell even they go bankrupt in the process!

Another term for this is “don’t fall in love with your product.”  Which is only partly true.  Having passion for your product or service is important.  But the point is that the value is not in products.

It is in products that are in demand.

And in the lead generation and conversion systems for those products.

Keep your focus on what makes money.

Axiom Twenty Three:  Fall in love with your customers, not your products
Axiom Twenty Three Exercise

Explain in your own words what each of the following mean to you:

One
What might happen if you get married to a product or service?
Two
Can you think of a company or business that went under because they insisted on marketing a product or service no one wanted?
Three
Can you think of a company that got in trouble or went out of business because it didn’t change with the times?
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What Business Are You
 Really In?
On the surface it sounds absurd.
That people in business may not realize what business they’re actually in.

I submit to you that you are not in the restaurant business.

You are not in the chiropractic business.

You are not in the information selling business.

You are not in the accounting business.

You are not in the non-profit business.

You are not in the manufacturing business.

You are not in the software business.

You are not in the service business.

You are not in the sales business.

YOU ARE IN THE BUSINESS OF CONSTANT DIFFERENTIATION AND REINVENTION.

That is what I submit to you that a business person or entrepreneur really gets paid for.  Or certainly it’s a very large part of it.

Why?  

Because to maintain demand and prices, you have to keep supply at bay.  And the way you do that is by differentiating your product or service, so it has clear, dramatic, compelling benefits over the competition.

You cannot differentiate your product or service once and be done with it.

Why?

Because your competitors will almost surely copy you. Either blatantly or subtly.
Bolder competitors will knock you off without hiding it. Think of all the hit TV shows that instantly copied by the other channels and stations.

Other competitors will chip away at your differentiation a chunk at a time.  A chunk here.  A piece there.  After they’re done, you’re the same as everybody else.
And you’re back in the catch 22 of having increased supply, lowered demand and downward pressure on prices.

Thus, you have to reinvent your product or service.  You have to re-differentiate it.  But you have to do so by first knowing the voice of consumer, conducting research and doing surveys.

If you differentiate your product or service in a way that is not highly valued by your potential customers, then you have done yourself no favor. 

You’ll end up selling a difference no one wants.

Which is not an enviable position to be in.  The good news?  We’re different! 

The bad news?  No one cares!

That makes the most important part of differentiation being in touch with what your customers want.

If you fail to do that, you fail.

Do that, and you’re ahead of the pack. 
For awhile.

The greater the barrier to entry and difficulty of copying your differentiation, the more time you buy yourself.

The easier it is to knock off your unique benefits, the shorter your lead.

Axiom Twenty Four:  You are in the business of constant differentiation and reinvention
Axiom Twenty Four Exercise

Explain in your own words what each of the following mean to you:

One
What is the reasoning behind the statement that you are in the business of constant reinvention and differentiation?
Two
Think of a product or service that reinvented itself in response to increased competition?  What was reinvented and how?
Three
If you don’t reinvent and continually differentiate a product or service, what do you predict will happen over time?  Why?
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How Do You Use Differentiation 
To Start a Business?

If you’re an enterprising sort, you may be wondering how you could use the law of supply and demand, and the concept of differentiation to start a business.
Pick a business.

Any business.

1.  Find out what customers want

2.  Prioritize those wants

3.  Give them what they want

4.  Build barriers to entry into the way you satisfy the wants

5.   Promote the most important wants in your marketing

Now ensure that your inflow is greater than your outflow by a factor of 6% to 25% and you have the formula for a successful business.

Could it really be that business and the ability to make money harkens back to something as simple as knowing what people want?

Could that be?

Yes it is that simple. But it isn’t necessarily easy.  The entire discipline of market research is built around the process of finding out what people want.

And then, on top of that, once you know what people want, your competitors will copy you if you’re successful.

Know that in advance.

And build in factors NOW to make it difficult (or at least harder) for them to do that.

Axiom Twenty Five:  There are 5 steps to using the law of supply and demand to start a business
Axiom Twenty Five Exercise

Explain in your own words what each of the following mean to you:

One
What are the five steps to starting a business?
1.

2.

3.

4.

5.

Two
How much greater should your bottom line inflow be than your outflow?  In other words, how much pre-tax profit do you shoot for making after paying all expenses, salaries, advertising and overhead?  Does that number surprise you as being high or low?
Three
How can something be simple but not easy?  Can you think of an illustration or an analogy?
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Create Differentiated Value That Lasts By Building In Layers Of Complexity As A Smoke Screen

Here it comes.  You knew it couldn’t be so simple, didn’t you?
Well, to some degree you are correct.

One way to keep your competitors from copying you is to build in layers of complexity.

If the only differentiation you have is your package design or a unique color you use, your competitors can easily copy that one factor.

But let’s say that it’s your color choice, and package design, and special service offerings, and what’s included in the product.  Now, it isn’t so simple or easy to copy you.

There’s more than one factor involved.

This is the beauty of knowing EXACTLY what your customers want in priority order.  You have a magic code your competitors don’t.
Now, build in multiple ways and means of satisfying those wants, so it isn’t easy to knock you off.

Let me give you an example.

My very first products were ebooks.  

How hard it for someone else to write an ebook? Anyone with a computer can do it, right?

There’s almost no barrier to entry. Which explains why people started giving ‘em away for free!

A total nightmare for a seller of information.

So the game is on.

People start offering free consultations with ebook purchases to add value.

Others ship printed manuals or cd’s. 

Others tie in teleconference calls.

Others created private membership sites.

The point is, to survive and differentiate your offering, you had to reinvent what you were offering or have your prices beat down to the floor because of the over-abundance of supply.

One clever marketer I know of gives people a whole KIT when they buy his product.  They get a wall chart they can track their progress on.  They get monthly audio tapes.  You get video tapes.  Pens.  Little notebooks.  Special cards. All kinds of stuff.

It all comes in a specially printed 4 color box like games come in.  The production value is high.

In short, if you’re going to know off the product, it’s a royal pain in the tail end.

Axiom Twenty Six:  Simple things are easy to knock off.  Complex things require more effort and thus have a barrier to entry.
Axiom Twenty Six Exercise

Explain in your own words what each of the following mean to you:

One
Think of a product or service that many others have copied, knocked off or emulated.  Was the unique difference simple or complex to copy?  What do you learn from this?
Two
Think of a product or service you have purchased that gave you multiple items of value.  What is the product or service?  What are the layers of complexity or the multiple items of value you received?
Three
Think of a simple product or service that is selling well.  Does it have competitors yet?  How long will it be before the knock-off artists move in?  What do you predict will happen to the price?
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What Are The Basic Barriers To Entry And Secrets Of Differentiation?

There are only 3 basic barriers to entry:
1.  Time

2.  Money

3.  Energy

Those are the only 3 commodities people have to spend.  Therefore they are the only 3 true barriers to entry.

You can make people spend time to knock you off or copy you.

You can make them spend money. 
You can make them spend energy.

If you don’t have money to invest yourself, then you better build in time and energy barriers to entry.  If you have money, you can hire people who add services that require time for your competitors (and you) to deliver.

But whatever idea you come up with, it’s going to be a derivation of one of those three.

Because those are the only 3 commodities we have to spend.  So you can make people spend money to copy you.

For example, when I went to selling printed manuals, this required me to spend money for inventory.  And it requires potential competitors to do the same if they want to match my product offering.

One seminar promoter gave away a free car to one lucky attendee.  If someone wanted to compete head-to-head with his seminar, they had to give away a car also.

That’s the expenditure of money.

You can require people to spend energy.  You offer extra services to your customers that require time and energy to deliver.

If someone is going to compete with you, they have to deliver those services also.  Those services require time and energy.

Time.  Money.  Energy.

They’re your friend or your enemy.

The smart marketer makes them a friend.

Axiom Twenty Seven:  There are only three barriers to entry:  Time, money and energy.  Everything else stems from one of these.
Axiom Twenty Seven Exercise

Explain in your own words what each of the following mean to you:

One
Think of a product or service that has not been extensively knocked off or copied because of the high investment required.
Two
Think of a product or service you think would be lucrative to copy or knock off but you aren’t willing to expend the ENERGY required to duplicate the product or service.
Three
Think of a product or service that requires a significant expenditure of TIME to provide.  How many people have copied or knocked off the offering?
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Unraveling the Mystery Of Why Stars and Superstars Get Paid Exorbitant Amounts While Teachers Get The Shaft

There’s an argument to be made that if there were any justice in the world, hard working, self-sacrificing teachers would be among the highest paid on the planet.

But alas they aren’t.

Why not?

It’s an interesting question.
Let’s go back to the law of supply and demand.  What is the supply of teachers?

While you hear talk of shortages, there are thousands and thousands of teachers in the world. Would you agree with me on that?

Now, let’s talk about NBA basketball.  How many players are on the court for an NBA basketball team?  Eight.  That’s all.  Eight per team.

Same thing in any sport.

Soccer.  Football.  Hockey. Baseball.

There’s a VERY SMALL number of people who can play at the level that is demanded.  

Maybe 100 or 200 basketball players in the world are good enough to compete at the NBA level.

If I want to be a teacher, I can go to school and pretty much know that I’ll have what it takes to get a job teaching.
Not so with pro sports.

The chances you or I can play any sport at a pro level is one a 200,000,000 or some ridiculous figure like that.

There’s a HUGE demand for the product called “pro sports.”  And the supply of people who can play at that level is extremely limited.

How many Tiger Woods, Michael Jordans, Shaquille O’Neils and so forth are there in the world?  Pick the top players in any sport.  How many people in the whole world can perform at that level?  
One?  Two?  Five? Ten?

Not many.

And yet, the demand for the performance or product called “pro sports” is massive.

THAT is why there’s a massive pay discrepancy.

The law of supply and demand.

If you think about it, pro athletes are basically physical freaks.  There are only a handful of them in the entire world. To put it in perspective, I’m 6’4” tall.
Only once or twice a year do I run into someone taller than I am.  And yet, in the NBA, I’m a shorty.  By the way, that was true even why I flew a quarter a million miles in 1 ½ years giving seminars on marketing.
I STILL ran into only a few people taller than me.

That tells you all you need to know.

How many people can walk into a huge corporation, assume the helm and not drive it into the ground in short order?

The answer is not many.

That is why CEO’s make what they do.  People get all upset about the salaries and benefits CEO’s receive.  Like top pro athletes, these guys and gals are extremely rare and in very, very high demand.

Not many people have the energy, drive, vision, background, and skills that it takes to run a billion dollar company.
Extremely small supply.

High demand.

That translates into big bucks.

Now, just because you’re the world’s best at something doesn’t guarantee you an income.

Let’s say you’re the world’s best at underwater basket weaving.   Well, unfortunately there just isn’t a demand for underwater basket weavers.
If there were a huge demand, you’d be rich.

But there isn’t.

Too bad for you.

The good news is that while you’ll probably never be a world famous athlete (if you are, more power to you), you CAN be a master of a skill that is also in big demand.

And that skill is to spot things that are already IN DEMAND and get there “firstest” with the “mostest,” as they say in Texas.
Master that ONE skill and you can be sitting on top of your own little empire.

Axiom Twenty Eight:  To build your own empire, spot things that are already in demand and show up with the goods first.
Axiom Twenty Eight Exercise
At the beginning of this product, I asked you the following questions. Answer them again and compare your answers now to the way you answered earlier.

One
Why do you think athletes get paid more than teachers?  

Two
Why does a world famous athlete get paid more money than one who isn’t famous?

Three
Why do surgeons get paid more for their time than errand runners?
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How Do You Increase The Amount Of Money You Get Paid For Doing Anything?
It’s a very good question, isn’t it?

How do you get paid more money for whatever you do?

What do you NOW know and understand about what makes people make money?

You know about the law of supply and demand, right?

So if you want to get paid more for what you do, you have to decrease the supply of what you do and target an increased demand, right?

Let’s look at both of those.

Step one:  Decrease the perception of supply

How do you decrease the supply of what you do?  

You differentiate what YOU do from what everybody else does.  You increase your abilities to produce a result that is highly valued by others (which creates an increased demand).

The primary way you have to decrease the perception of supply is by differentiation.
Step two:  Increase the demand

There are a number of ways you can increase demand.  Here are several:
a.  Find markets you can sell your product or service to where the demand is high and the competition is limited

b.  Do a better job of advertising than competitors

c.  Target heavy users of your product or service

d.  Give the customer more of what they want and less of what they don’t
e.  Make it easier to buy than competitive products

f.  Find and promote new uses for your existing product or service

g.  Get your customers to buy more frequently from you and give them incentives for doing so
Axiom Twenty Nine Exercise

Explain in your own words what each of the following mean to you:

One
How can you decrease the perceived supply of your product or service and thus increase demand?
Two
How can you increase the demand for your product or service?
Three
Which of the two above ideas would you like to put into action?
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Why Differentiation Alone Is NOT The Secret To Making Money

I want you to be a smart differentiator of value.

Not a stupid one.

You may recall the show American Idol where contestants competed to be dubbed the next American Idol.

At the tryouts for the show, people came dressed in all kinds of wacked out, crazy outfits.

When they asked the potential contestants WHY they came dressed that way, they said they wanted to “stand out.”  They said they didn’t want to be the same as everybody else.

What is the PROBLEM with their approach?

By dressing in an offbeat manner, they are trying to stand out and differentiate their product – the product of singing.  The problem is that you have to differentiate WHAT IS VALUED.
You provide differentiated value.

In this case, what is wanted is crisp, clear, on tune, powerful singing.

Not costume design.

If the show were about costume design and creativity, THEN the crazy outfits might get the wanna be singers some place. But what you have here is a very fundamental misunderstanding of marketing and sales.

It is NOT about being different.

Anyone can be different.

It’s about providing value to others that is highly desired, wanted and unique.

The American Idol contestants that stand out in the trials are the ones who come in professionally.  They sing on key.  Crisp.  Clear.  Great voice.

That’s it.

No performance.  No creativity is wanted or needed in the trials.

You have to KNOW what your customers and prospects want better than your competitors do.  And you have to meet their wants better, cheaper, faster or with more pizzazz than your competitors.

Being different for the sake of being different does NOT provide value to your customer.  

What’s important is giving customers the value they want.  And giving your prospects and customers compelling reasons to buy from you instead of your competitors.

Axiom Thirty:  Just being different is not necessarily a good thing.  The secret is to provide people exactly, precisely what they want.

Axiom Thirty Exercise

Explain in your own words your thoughts on the following:

One
Think of a product or service that is different from others but doesn’t compel you to buy it.  Why is this?
Two
Think of a situation where a product being different was not necessarily a good thing.
Three
Think of a situation where you bought a product or service because it had a compelling difference.
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A Free Way To Differentiate Your Product Or Service From The Hoards, Increase Your Value And Stave Off The Vultures Who Would Eat Your Lunch
Everyone needs your product or service.
Or lots of people do.

Should you sell to them?

Time to put your thinking cap on again.  If you sell to everyone, how specifically can you zero in on exactly what they want?

Not very specifically, can you?

Did you know there’s a free way to boost your perceived value in the minds of potential customers, cut down dramatically on the competition and differentiate your product or service?

The way you do this is be zeroing in on a more exact group of people than your competitors do.

Let’s say you want to buy a book on training your pet toy poodle.

Are you going buy a generic book or video on how to train a dog?

Or are you going to buy the one about how to train POODLES?  You’ve got a poodle, right?

You’re going to buy the more specific one that addresses your EXACT situation. The exact pet you have.  Now, let’s take that one step further.

Would you buy a book or video on how to train your poodle.  Or would you buy the one on how to train your pet TOY POODLE?

If you have a TOY poodle, you’re going to buy the more specific product since it will address your needs.

Now, would you rather buy a book on how to train your toy poodle or how to train toy poodles in XYZ city (the city you live in)?  If you felt that training a toy poodle in your city was different from training a poodle in another city, you would buy the product about training in your city.
One step more.

Let’s say that what you want to do is train your pet toy poodle to jump in the air.  And there’s a generic video called, “How to train your dog to leap really high.”  Would you buy it or a product on how to train your pet toy poodle...but without any specific information on how to train it to leap in the air?
You would buy the one that more specifically addressed your wants and needs.  And since you want to train your dog to JUMP, you’d buy the one on jumping.

What does this have to do with YOU?

Simple.  You create products and services that address a more specific want or need than your competitors do. That way, it becomes generic vs. specific and you’re the specific option.

And while you can’t get so specific that you have few potential buyers, in general, you’re going to do better with the specific product or service.  Especially when you’re starting out.

Later, when you have the experience under your belt, you grow by expanding your market to broader needs.  But in the beginning, you want and edge over your competitors that is clear and compelling.

And hey, it’s free.  It’s an advantage you get that you don’t have to pay for.  So you don’t have much to lose by doing it.
Axiom Thirty One:  The more specifically you target wants and needs, the greater the competitive advantage and the ability to differentiate.

Axiom Thirty One Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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What Does All Money Making 
Boil Down To?
This is a theme I’ve been discussing.
But I want to approach it from a different angle here.

Let’s take a mega real estate agent who lists house after house and sells 300 or 400 houses per year.  How do they do it when the average agents sells 10 or 15?

How about corporations who continue to generate earnings increases year after year?  How do they do it?

Come closer.

I want to reveal a secret to you.

They do it through repetition. 

There.  That’s it.  Repetition.

A lot of very large corporations develop a product or service and take it from market to market to market.  They have a system for doing it.  

McDonalds has a system for repetitiously building McDonalds that sell burgers.  
Mega real estate agents?  They get a system down pat and then run at wide open, bringing in staff and support people to handle the volume.

See, I think making money is simple, although definitely not always easy.  It’s simple in concept but sometimes a big challenge to execute profitably.  There are only so many ways you can repeat a process and make money.
You can create new products and sell to the same crowd or list over and over.  That’ll usually only take you so far.  

You can take the same products and go from market to market.  That’s what franchises do.  And why they’re a relatively easy way to make money.  You don’t have to guess how Starbucks is going to increase profits.  They’re going to build more and more Starbucks in more and more cities around the world.
That is called geographic expansion. And it’s one of the most time-proven methods of expansion.  That’s how Caesar expanded the Roman Empire.  Geographic expansion. 
The problem Caesar had was that his output or end product of the Roman Empire system was called “fair, orderly rule.”  When the quality of the output or end product declined, the empire declined.

One of the products I have is called Push Button Letters.  I could grow by creating Push Button Letters versions for different geographic locations:

Push Button Letters in Spanish
Push Button Letters in German

Push Button Letters in Russian

Push Button Letters in French

And so forth.  The problem is, I don’t have a way to provide support for the product in those languages. 

I could also grow by taking it market to market.  Thus I would have:

Push Button Letters for Real Estate Agents

Push Button Letters for Chiropractors

Push Button Letters for Loan Officers

Push Button Letters for Churches

And so forth.  I’ve definitely thought about that method of expansion.  Haven’t chosen to do it yet. But it’s a clearly defined way to grow.  I wouldn’t have to sit around and cook up new product ideas like the one you’re reading now.
I’d just have to find more and more markets to take my Push Button technology to.

Another way to grow is by taking products and sell them via more and more distribution channels.  You sell them on the Internet. Then through catalog houses.  
You can grow by buying up company after company.  Some people play that game.  
Warren Buffett is the world’s greatest investor.  Or known as such.  What Warren says is he will only invest in businesses where he understands how they make money.  How they grow.  How they increase earnings.

That makes sense.

A lot of businesses are shooting in the dark and don’t have a clear path to repetitiously make money.

Now, I realize that you may be starting out with your first product.  Your plan might be this simple:  Build up a list of people, create and a sell a new product to them each month.

That’s a simple plan.  It will make money.  The only problem with it is that at a certain point, it’s hard to add new people to your list in volume.  So your earnings potential caps out.

Whereas lets say you own a hair salon.  If it makes money, you can go to a second location, a third and so on.

Or the direct mail business.  If you mail a letter for a product to one list and it makes money, you can rent another totally different list, mail your letter to it and make money again.  You can keep making money as long as each list is profitable or at least breaks even.

How did Sam Walton become one of the richest men in the world?  By putting a Wall Mart in every neighborhood, right?  If he had just one Wallmart, he never would have gotten rich.
How did Bill Gates become the richest or close to the richest person in the world?  By creating lots of products for lots of markets.  That sounds oversimplified. But basically it’s accurate.  Microsoft targets many markets and aggressively sells products to those markets, whether it’s schools, non-profits, corporations and so forth.  
Axiom 32:  All money boils down to making money via repetition.

Axiom Thirty Two Exercise

Questions to clarify your thinking:
One

Describe a product or service that makes money by geographic expansion.  That is by opening new locations in different areas, regions, provinces or states.

Two
How could you take your existing product or service, or a new one if you don’t already have one, and expand via repetition?
Three

What have you learned that you didn’t know about how to make money?
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Is There A System For Making Money?
Why do you always get the same burger at McDonalds?
You may or may not like McDonalds’ hamburgers.  But you have to admit one thing:  You always get the same product.  Whatever state, area, region or product you go to, a McDonalds hamburger is a McDonalds hamburger.

You don’t get a burger in one city that looks like X and one in another place that looks like Y.

They’re all the same.

Why?

Because McDonalds has a system for creating and delivering burgers and fries, right?  The system creates uniformity of product, output and result.
In other words, you always get the same thing.  In the old days, what you got at McDonalds was burgers, fries and a coke delivered really fast in a clean environment.
That was there output, product or end result, however you want to look at it.  In my opinion McDonalds has made a huge mistake by removing the fast part of the equation. They changed how they deliver the burgers.  Now, it’s a burger, fries and coke delivered at the same speed of all the other fast food places.
I believe they lost a key element of their differentiation.  In any event, the one thing they do have is a uniform product.  A fry is a fry is a fry no matter what McDonalds you get it from.

It’s a system.

Is there a system for making money?  I contend there is.
A system that delivers a relatively predictable output:  money made and banked.

What makes money?

I’ll give you the short version then the long one.  Here’s the short version:

A system for finding wants, raising the perception of value, lowering the perception of supply and consistently generating leads and selling such that a profit is made and banked.
Stated more simply, you find out what people want, get them to see the value in your product or service, show them that it’s different from what everybody else has got, you generate prospective customers and get ‘em to buy from you.

That describes the heart of the process.  But it does leave out key points.  What about getting people to buy more at the point of purchase.  A term marketers call upselling. 
What about getting customers to buy products and services from other lines?  A term marketers call cross selling. Here, then, is a more complete version:
A system for finding wants, raising the perception of value, lowering the perception of supply and consistently generating leads and selling, upselling, cross-selling, repeat selling, word of mouth generation and repetitious expansion, ending up in profits made and banked.
That’s the basic moneymaking process.

This is what I teach people how to do.  I’ve put together systems for doing these things.  It’s the point of my courses, books, products and seminars.  It’s what I’m all about.
You can argue about whether the elements in the system are easy or simple.  But I don’t think you can argue that this defines the system for making money:

1.  Finding wants

2.  Raising the perception of value

3.  Lowering the perception of supply

4.  Consistently generating leads

5.  Selling

6.  Upselling

7.  Cross selling

8.  Repeat selling

9.  Word of mouth generation

10. Repetitious expansion
Now you have it.  The art of making money boiled down to 5 basic steps (1-5) and 5 advanced ones (6-10).

Axiom 33:  Making money consists of having a system for finding wants, raising the perception of value, lowering the perception of supply and consistently generating leads and selling

Axiom Thirty Three Exercise

Explain in your own words the answers to the following:
One
Think of someone you know who makes money selling a product or service. Do they have what people want?  How do they create the perception of value?  How do they make money repetitiously?
Two
Can you think of an example where you paid more for the product because the supply was limited or it was the only product like it you could find?
Three

Think of a product where you paid more for it than it was maybe even worth.  Why did you do that?   What do you learn from that?
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When Will Your Ship Come In?  This chapter is must reading…

That’s the million dollar question, isn’t it?  When will your ship come in?

I submit to you that your ship comes in the day you commit yourself to really, really becoming a master of marketing and business.

The day you commit yourself, and I mean fully commit yourself, to learning how to find out what people want, create and deliver perceived value, lower the perception of supply, clearly and compellingly communicate the benefits of your product, get people to take action and cultivate repeat and referral business.

THAT is the day your ship comes in.

Not literally because there is a lag time.  You commit to learning.  Then you learn.  Then you test, try, experiment, and get feedback.  Then you learn more.  Then you have a small success.  Then you have bigger ones.

And maybe you’re an impatient one.  If you are, I certainly understand.  I’m not really saying you have to pay your dues before you make money. Some people strike it rich right off the bat either through luck, skill, talent or prior preparedness.

Everyone comes to this game with different skills, talents and abilities.

So don’t let what I’m saying discourage you if you’re a fast learner and a fast doer.  You may be able to go out there and hit a home run your first time at bat.

On the other hand, if you don’t make instant progress or your first attempts aren’t successful, don’t despair.  There is no failure.  Only feedback.

What I’m saying is this:

Most people come into the game wanting to hit a home run at their first batting experience.  They want to make money, maybe even a lot of money, right away.

Without much learning.

Without time.

Without experimentation.

I contend that isn’t the way it usually happens.  Here’s why:  People go to college for 4 years.  They spend $20,000 to $100,000 to get a college education.  And yet statistics show that 80% of graduates never get a job in the field they graduated in.  

They get jobs. But not in the same field.  And the average starting job in the U.S. is probably $25,000 or $30,000 a year.  I don’t know the statistics on that.  But I imagine it’s in that ballpark.

The point is, people buy $100, $500 or $1,000 of business and marketing training and expect to make $50,000 or $100,000 right off the bat.

That doesn’t add up.

There is no something for nothing.

This product is about what I call THE SHIFT.

The shift is a shift in YOUR consciousness.  The SHIFT means you go FROM wanting to make quick, simple, easy money.  TO becoming a student committed to learning marketing and business.

Granted, that’s a big shift.

And it isn’t a simple task.

Why?  Because you bought this product NOT because you wanted to learn marketing.  Frankly, when you bought this, you likely didn’t.  You bought it for one reason:

You want to make money.

And what THE  SHIFT is all about is seeing the dynamics of what makes money, how it’s made, why it’s made and what you got to know and be able to do in order to make money.

Those are things that you do what with?

You LEARN them, right?  

Listen up:

There are two parts here:

1.  Specialized knowledge:  In Think and Grow Rich, one of the things Napoleon Hill said you had to get to make money or get rich is specialized knowledge.

2.  Skills or applied knowledge:  It isn’t enough just to KNOW.  You have to take that knowledge, put it into action, and do it over and over until it becomes second nature.

That is called acquiring a skill.

Remember when you learned to ride a bike?

It wasn’t easy at first, was it?

It sure wasn’t.

But you kept trying and practicing and it became easy.  That’s how the skills of making money are.  At first, when you practice them, they’re going to take effort.  They likely won’t seem easy.  You’ll fall down and skin your knees and elbows.

You may think you’ll never learn to ride a bike.

But if you keep at it, soon you’ll be whirling along with the best of ‘em.

THE SHIFT is all about you understanding that THAT is what you need and what you really want.

Because THAT is what gives you the ability and the power to make money at will and on demand.

Not fast, simple, easy.

Not a push button.

Not a gimmick.

Not a search engine tool.

The best tool in the toolbox does NOT a mechanic make.  It’s the knowledge and skill to know how, when and where to USE the tool.

And if a mechanic-in-training tries a tool out but it doesn’t fix the machine, is the tool to blame?

Do you think it would make sense to go to Sears, by the most expensive set of tools, show up in a garage, apply for a job and say you’re a mechanic?

You wouldn’t have a clue WHAT to do with the tools.

The manager says you won’t be hired because you don’t have the knowledge and skill.

You say, “Hey, I don’t have time for knowledge and skill.  I’m here to make some money.”

See how ridiculous that is?

Owning tools doesn’t give you an automatic right to make money.

And the newest tool in the hands of an uninformed user has little value.  While a beat up tool in the hands of a pro can go a long ways.

If you can see that, then you are on your way to getting THE SHIFT.

But wait.  There’s more.

Axiom Thirty Four Exercise

Explain in your own words what each of the following mean to you:

One
What does THE SHIFT mean?

Two
Why do you think that a box of new tools in the hands of a novice won’t fix a car?

Three

Do tools cause cars to get fixed?  Do tools make people money?  To fix a car, does a pro mechanic have mastery of all the tools? 
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Are You Secretly Suffering From 
Marketing Constipation?
Unknown to them, many marketers suffer from marketing constipation.
They don’t understand the law of input/output.

Your input needs to be balanced by your output.  All input and now output results in constipation.  

In terms of marketing, that means you keep taking in, taking in, taking in, and you never have any output.
Stated differently, that means you have ebooks all over your hard drive that you haven’t read or never do anything with, or you get ezines in your mailbox that you don’t read or don’t act on.

You have books and courses you’ve read but have never acted on.  

Input – that’s what you learn.  What you absorb.  What you study.  What you read.

Output – that’s what you DO with what you read or learn.

If you have all input and no output, you have marketing constipation.  The solution is to DO something with what you learn.  Now don’t go out and blow a lot of money and waste your money when you don’t know what you’re doing.

Start small.  Maybe even really small.  But the only time you truly learn is when you take action.

That’s another part of THE SHIFT.

See, people think that they learn when they read, go to seminars, listen to audios or watch videos. But I would contend that all that amounts to is intellectual stimulation.

Nothing more.

THE SHIFT is when you realize you only learn what you DO and what you TEACH.  If you want to learn, then DO it and TEACH it.

You only learn what you do.

You only learn what you teach.

Everything else is mental stimulation.

And causes constipation.

So if you want to, think of this product as your mental laxative to rid you of the pain caused by marketing constipation.

Or not.

But either way, realize that input without output does nothing but clog up your brain.  

How do you solve mental constipation and clogging?

Get you a little notebook.

On the front of it write the word ACTION.

Whatever you put in there, you do.

As you read, listen and study, write things in there.

Spend half your time studying.  Half of it taking action.

Then, you’ll really be learning and doing yourself some good instead of just tickling your intellectual fancy.

Did you know that in my industry it’s a well-known fact that something like 95% of buyers never do anything with the products they buy?  I bet half of them buy ebooks without even reading them.

Why would you buy something you don’t read?

Because of mental insurance.  If you ever need the information, it’s sitting there on your hard drive.  Or on a CD or whatever.

Nothing particularly wrong with that.  But you know, if you want a hobby, grow flowers or something you can look at and at least enjoy.

What’s worse is that refunds of digitally delivered products in this business run 10% to 20%.  At least, those figures aren’t uncommon.  And the typical refund reads something like this:

“I didn’t learn anything new.”

Which cracks up the people who created the product they bought.  Or maybe annoys them.

Why?

Because everyone knows they’ve bought all kinds of stuff and done nothing with any of it.  They might as well be using my CD’s as expensive coasters for drinks or something.
But when did the word “new” make anyone any money?

It didn’t.  Doesn’t.  Won’t.
The Internet is filled with people who want to jump on the latest, hottest, newest.  Nothing wrong with that.

But when it’s to the exclusion of having any really sound grasp on marketing and business, it’s ridiculous.  

It’s better to take the most basic ebook or book on marketing or Internet marketing and DO what’s in it.  Than it is to learn 1,000 new things.  None of which are ever acted on.

Not that I’m complaining. Chances are, YOU bought this product because of what?  You wanted to learn something new.  Hopefully you are.  Otherwise, you’ll refund it.

But you know what you really need?  Not what you WANT but what you NEED?  You need simple things you can ACT ON and put into effect.  Things that are proven to work.  

Of course, if you’ve been reading carefully, do people buy what they NEED or what they WANT?
What they want, right?

So what do you think everyone in the marketing business is going to sell you?  What you want, right?  

And what is it that you want as though it were cocaine or some other extremely addictive substance?

You want NEW.  NEW.  NEW.  NEW.

Everyone knows it.

So everyone sells it to you.

Not that there’s something wrong with you.  Most cultures in the world are obsessed with the word NEW.

Go in any grocery store in any city of any country.  And in that countries equivalent language what word will be on half the packages in the supermarket?

NEW!

It’s hard wired into our brains.  We need new.  We want new.  We got to have new.  We turn on the TV every night to watch what?  The NEWS.  Not the OLD.

Not what happened yesterday or last week.

But what is new. 

So if you’re buying, I’m selling.  And I will probably, most likely, continue to sell you NEW stuff.  Hey, everyone has to eat, right?

But if you’ve read this far, and you already know that most people buying this product haven’t.  But if you have, then you probably now see that part of THE SHIFT is the move from NEW to WORKABLE.

You  bought this product wanting NEW.  THE SHIFT takes you from understanding that new only makes you money after you mastered the basics and the fundamentals.  
We all like to learn new stuff.  Nothing wrong with it.  I love learning.  And I love discovering nuances, tricks, angles or strategies that are – new!
But THE SHIFT is about making money.  Not having fun or being entertained.  And what makes you money?  New?  Maybe.  But I think a much better word to focus on is this:  
WORKABLE.
Because, to me, the most important NEW thing you can learn is something you aren’t doing right now that is WORKABLE.

That’s the key right there.  What makes you money is workable systems for finding out what people want, creating perceived value and limited supply, and communicating benefits in a way that obtains action.

So hopefully you’re SHIFTING right now.  You’re having a change of mindset.  A change of consciousness.  You now see clearly that new doesn’t make you money.  But workable does.

So as you read and study marketing information, you ask yourself, “Is this workable?”  “Can I use this?” And if you can, what do you do with it?

You write it down in your ACTION NOTEBOOK, right?

You don’t really care if what you read, buy or study tickles your intellectual fancy with the latest gizmo.  What you DO care about is that you get plenty of ideas to ACT on.

So why should you keep and not refund or return a product that had no NEW ideas in it? Not any at all.

What is the value of the product if it doesn’t have anything new?

The value is if it states things in a way that you realize you can TAKE ACTION on them.

If it gives you different insights. Different ways of thinking that result in you taking different actions.

Sometimes just having really powerful reminders in and of itself has a LOT of value.

THE SHIFT takes you from defining NEW as something you don’t know to something that you aren’t DOING.

If you aren’t DOING it, it’s new to you.  And if something you read or someone you talk to inspires you to put into action a workable method you haven’t been doing – that is NEW value to you.

For me personally, I place high value on products that STATE SIMPLY what others have explained in complicated or verbose terms.

Why?

Because I can ACT on simple things and simple ideas.  I can’t ACT on things that are too obtuse, complicated or confusing.

I’d rather be stimulated to ACT on one simple idea than I would to be wowed by 10 complicated ideas I can’t ACT on.

The other day I listened to a tape that more simply explained the process of target marketing than anything I had read before.  It sparked ideas in my brain.

To me, that has a lot of value.

Does this mean you should buy any old crap on marketing without differentiation?

Not at all.

It means that you look for products and information that gives you workable systems you can ACT on and that you relate to.  
I use the word SYSTEM here because I think having a SYSTEMS mindset is crucial.  A SYSTEM is something you can do what with?

You can repeat, right?

My ideal product for the most part is one where I can buy it, give it to someone I’ve hired and have them do it for me.  That is a GREAT product.

I also like products that give me ideas and systems I can ACT on.  They may be simple systems.  But if they are PROVEN by experience to be workable, that creates value to me and for me.

In terms of my own products, this is what I think separates what I do.  I do my best to take the complex and make it simple and actionable.

I try to cut away the fluff and the glitter and spell things out in plain English that normal people can understand.  I do my best to present workable technology. And when I can, I throw in new things just to make you happy. But you and I both now know what really creates the value.
Now, none of this is to say that breakthrough methods don’t come along.  They do.  This is not to say that you shouldn’t learn NEW things.

Let me state bluntly why I’m writing this:

A LOT of newbies go scouring the Internet for the latest NEW thing when they don’t have a solid foundation in the basics and the fundamentals.
You can’t build a structure without a foundation.  And frankly, a lot of people want to skip getting a foundation because it’s boring or not exciting.  Or they’re looking for magic that makes money by waving a wand (or the equivalent in lack of effort).
I don’t know if this is true or not because I’m not in the martial arts.

But I heard the other day that a black belt in Karate doesn’t know any “new” moves the lower belts don’t know.

They all have the same moves.

The difference is the black belt can execute them at a much higher level.

Some people will use what I’ve just written as an excuse not to buy any education or training.  “Hey, Marlon said I don’t need to learn anything new.”

I’m bringing this up here because it drives me a little nuts when people get the wrong idea.

I spend $10,000 or $20,000 a year on my own marketing education.  I’m always buying and learning “new” things.  But when I use the word NEW, I mean it in terms of THE SHIFT.

From my perspective, a new thing that has value is a nuance or additional insight into a fundamental.  You can never be too good at working the back end of your business.

You can never be too skilled at building relationships with your customers.

You can always learn little tricks and angles on better ways to obtain and use testimonials.

You can always get ideas on new, better, different or more powerful ways to follow up with customers.

THE SHIFT is largely a matter of how large or small you chunk information.  I might see an idea on a way to solicit testimonials and think, “Wow, that’s really awesome.  I’m not doing that right now and I want to.”

Another person might read the same thing, see it in terms of a big chunk of information and say, “Oh, testimonials.  I already know about THOSE.”

See the difference?  You can chunk information down into small parts and look for little tricks, subtleties, nuances.  Or you can look at the big topic and say, “Oh, follow up?  I already know about that.  Tell me something new.”

I have a transcript on my hard drive I want to read.  It’s about how one marketing guy is using voice broadcast to obtain higher readership of his sales letters.

Voice broadcast is where you leave a pre-recorded message on the voice mail of your customers.
I have used voice broadcast.

I already know about voice broadcast.

I already know you should follow up with customers.

If I were to “chunk large,” I could say, “I already know about that.  I don’t need to learn about that.  Tell me something I don’t already know.”

Instead, the way I think about it is in terms of chunking down.  I think, “Hey, this guy is using voice broadcast to get results I’m not getting.  I wonder what he’s doing?  I wonder how he’s doing it? I wonder what he’s tried that I haven’t?”

Can you see the difference?

What I’m doing is looking for the subtle differences.  The nuances.  The details.

It’s the difference between college and professional sports.  I read an article today about a sports team that last year had a coach who had come to the pros from college.  The coach had a bad record and was fired.

The new coach is an old-timer who has won multiple championships.  The main comment from the players was the difference in attention to DETAIL.  The old-timer coach pays attention to lots of little details that the coach who came from the college ranks ignored.
Let me give you several examples:

I have a friend who sells a product on how to promote a product or service by writing articles.  Now, anyone who has been in marketing or read a few products has heard that you can promote a product by writing articles.

Nothing new there.

So I’m sure my friend gets refunds from people who say, “I read your product on getting traffic and didn’t learn anything new.”

What they mean is, they already have heard that you should write articles to get traffic.

What they completely and totally overlook is that my friend provides many fine distinctions on HOW to do that.  Little details that are only learned from lots of experience.

My friend is very successful at getting traffic to his web sites using articles.  But what he does are a lot of little things more than one big one.
Anthony Robbins uses the word “distinctions.”  I think that’s a great word.  One person can go in a museum and go, “Oh, that’s a pretty picture of a bull.”  

Another person with a lot of training, can tell you all these subtle things about the picture – distinctions.  Things that distinguish that picture from the others like it.

The comment I often hear from newbies is along the lines of, “I don’t have time to learn distinctions.  What I want is to FIRST make money to prove that this marketing thing works.  THEN, I’ll be willing to learn details.

In other words, I want to win the Super Bowl, and then it’ll prove to me Super Bowls can be won, and I’ll be willing to put in the work.

It’s not how the game is played.

Axiom 35:  Balance your input with your output and SHIFT from new to workable
Axiom Thirty Five Exercise

Test your understanding by answering these questions:

One
How does one get marketing constipation?
Two
Why doesn’t NEW make you money?
Three
If you shift from seeking that which is new to that which is workable, how does this change what you do?
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Here’s the thing.  So and so said all I had to do is follow instructions and this system would spit out cash.  
Is that not true?
How many times a day do you hear that?  Too many probably.  

Now, let me say right upfront that I’m NOT saying the promoter is trying to lie or deceive.  Why not?  

Because it very well may be true!  It could be true that this individual has assembled or developed a system that spits out cash.

I’ve done so myself, more or less.

Let’s analyze this at another level, apply critical thinking and see what comes out at the other end.
If someone really has a marketing machine that spits out cash then it means:

1.  They have a clearly defined target market you can sell to.  Not just “everybody needs it.”  In other words, they’ve identified specific groups of people with specific needs and problems that the products or services appeal to.

2.  They have a MEDIA you can use to reach these people.  That means that “tell all your friends and invite them on a conference call” doesn’t particularly hack it.  I mean, it’s a starting point.  But you can’t really call it a system.

3.  They know EXACTLY what this audience or target market wants and have developed a laser targeted message to that audience that is proven to work.

I’ll tell you that in very few instances will you find an opportunity that meets the above criteria.  Why?  Because typically, although not always, these opportunities are marketed in volume to large numbers of people.

If you have a specific marketing system to a clearly defined target audience, only a few people are needed to operate that marketing system.

Now, the pitch has grown more sophisticated over the years.  The pitch nowadays usually goes, “We have leads who have expressed interest.”

The problem with those leads is that they usually aren’t true leads.  
People filled out a form to enter a sweepstakes and didn’t notice that a box was checked that said, “Yes, please send me info on xyz.”  

And that is what they mean by a lead.

The other issue on leads is that they grow cold after about 5 minutes – literally.  If you’re getting 24 hour old leads, you aren’t getting them soon enough.  The best leads are immediate.

You’ll find that oftentimes these leads have been sold to a few other people.  Well, that’s how the story goes.  In reality, the leads were sold to 4 people who each turned around and sold them to 4 people (for double what they paid for them) who, in turn, sold them to 4 people each.

Truth be told, those leads that were sold to you as exclusive and fresh may very well be old, soiled and pounded to death by other marketers.

Like anything else, there are those who probably make money from leads and those who don’t.

What’s the difference?

1.  How quickly the leads are worked.  Like I say, in the leads business, my experience tells me that MINUTES count.

2.  The skill with which the initial contact is made.  Some people think that having a lead means that when you call up the person is going to be all excited and practically ready to buy from you.

That isn’t the real world.  The pros know that the leads have be handled with skill and care. Craig Proctor is an icon in the real estate world.  Every year he’s in the top 5 or 10 Remax agents world wide.  And he works only 30 hours per week in his real estate business.

Craig generates leads by offering a free report on a hot topic.  A lead generation method not dissimilar to what I teach in The Amazing Formula.  Then he follows up with a phone call, reiterates that the report will be mailed and asks if they person is planning on buying (or selling as the case may be) within the next 30 days.

If the answer is yes, he offers a free computerized service where he emails or faxes a daily hotlist of homes that meet their criteria.  The key is the offer of a non-threatening free service.

The average real estate person would just try to set an appointment without offering a free service.

It’s distinctions like that, little tricks like that, that make all the difference in the world.

Now, one real estate agent might buy Craigs course (quantumleapsystem.com) and say, “Oh, I already know about running ads and calling leads.”  They totally miss the details, the script, the ad method.”

Other agents will see that the system Craig has is extremely precise.  For example, when people call from his ads, they don’t go to a live person. 
They go to a voice mail system. Craig has found this generates a lot more leads because people aren’t scared of getting pinned down by a sales agent.
I listened to an audio tape by the #1 Prudential agent in the world in house sales.  He uses a voice mail system similar to the concept that Craig uses.  But he adds one twist.

He calls leads on the voice mail back within 5 minutes.  He says that after 30 minutes the leads grow cold.  Why?  Because it’s hard to reach the person by phone.

When he calls back within 5 minutes, he almost always reaches the person.  Again, that’s an example of a distinction that makes a BIG difference in results.

Like the other concepts in this product, there’s a balance and an art to this.  What I mean is, there are certain people who will get so bogged down in details, and so obsessed with getting it perfect that they never do anything at all.

It’s called the paralysis of analysis.  People like this tend to drive me crazy.  I hire staff to handle details.  I’m not a detailed person myself.  Details are extremely important.  But I’m a big picture person.

From my perspective, I want to know WHAT the details are, but I don’t want to execute them.  I want to hire people to do that.

I also think that you learn by evolution.  You do what you know to DO today.  And then as you go along, you learn and implement additional tricks, secrets and nuances.

You don’t wait to learn it all before you start.  Or you’ll never start. Because you can never learn it all.

What I’m driving at is that high achievers, pros, the shakers and movers all have a PASSION for what they do. They put a tremendous amount of energy into it.  They love it.

This is why they learn the nuances.  The tricks. The secrets.  They are relentless.

But they’re also doers.  They hear something they can do or that they can use or implement.  And they do it.

They don’t care if it’s “new” or not. They care that it’s new TO THEM in that they aren’t currently doing it.

The odd thing is that it sounds like I’m saying you should be a workaholic.  And that’s sorta true, sorta not.  What I’ve found is that most people spend a TON of time and energy upfront in learning their craft and building a business.

They go at it with a vengeance.  But they also get the momentum to a point where they can hire others to run key parts, or all of the business. 
They get to a point I call auto pilot.

Others never master the business to begin with, so they can never get to this point.

I’ll tell you what doesn’t work though.  And that’s having no passion, no drive and no vision.  If you’re in this just to make a quick, simple, easy buck, I just don’t think you’re going to find a legal way to do that without expending a lot of energy upfront. Can it happen down the road when you’re on top of your game?  Yeah.  But when you’re a newbie?  No.
Axiom 36:  Chunk down and focus on the distinctions, without getting mired down in too much detail or getting the paralysis of analysis.
Axiom Thirty Six Exercise
Explain in your own words what each of the following mean to you:

One
Two
Three
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Which Has More Value? The Product?  Or The Lead Generation And Conversion System?

I’ve talked at length about the concept of money.  How that money is really based on the barter system.  Money is a symbol that represents a unit of exchange.
If you don’t have a good product or service that people want to barter their money for, then  you don’t have anything.

I’ve talked about the importance of decreasing the perception of supply by differentiating your product or service.

But having said all that, which is more important?  The product or the lead generation and conversion system?

If you jumped forward to this chapter and don’t know what a lead generation and conversion system is, you need to back track and read the prior chapters where it’s defined.

I’ll state this question differently:

Would you rather have a GREAT product and a lousy lead generation and conversion system?

Or would you rather have a mediocre product and a terrific lead generation and conversion system?

It’s certainly food for thought.  And there are shades of gray.  A really innovative product sometimes spreads almost entirely by word of mouth.  

A product that people don’t want can’t be sold by even the best lead generation and conversion system.

The obvious answer is that you’d rather have both:  An in-demand, differentiated product or service AND a terrific lead generation and conversion system.  That’s your ultimate goal.  What I’m doing here is playing the game of “either or” to get you to think through certain issues.
I CAN tell you that the richest real estate agents aren’t always the best.  They’re the best at implementing systems.  They’re the best at leveraging their time. But they may not be particularly good at getting houses to sell.  Or at doing contracts and so forth.

That’s why they hire people on their TEAM to do those things.

And even then, the end result may not be better than the next agent.  Let me explain.  What’s the output or the product of a real estate agent?  On the buy side, it’s “houses bought by happy customers.”  On the sell side it’s, “houses sold by happy customers.”

Let’s look at the “houses sold” end result or product.  Do top real estate agents sell a higher percentage of their listings than other agents?  Sometimes they do.  Sometimes they don’t.  
Their “percentage of listed houses sold” ratio may not be as good as an agent selling a fraction the number of homes.  But they have a team.  They have systems.  They have advertising.  They have volume.  The other agent may be doing it all himself or herself.

In that case, to some degree the lead generation and conversion system out performs the product of “percentage of listed houses sold.”

But if that percentage drops very far below other real estate agents, there will be a problem, won’t there?  The other agents will begin to use that percentage as a weapon against them.

Let me reveal the secret mindset that hurts an awful lot of people in business.  A lot of people get in business because they are technically skilled and adept at something. They’re an expert.

They take great pride in the product they deliver.  That’s a good thing. The problem is that they feel the PRODUCT is far more important than marketing.  So they take a haphazard approach to marketing.
In the end, that mindset does more harm than good.  Can I prove that?  Absolutely I can.

In a 10-year study of 160 companies and more than 200 management practices, all successful companies engaged in 6 specific practices.    What’s interesting is that there were certain practices that had no correlation to success.  Those included:

· introducing numerous products

· having better quality products than competitors

· selling a lower cost product than competitors

What they DID find is that successful companies had a clear value proposition based on in-depth knowledge of their customers.

One example is the company L.A. Gear. They grew by selling fancy sneakers to a clearly defined target market:  teenage girls. When they expanded beyond that focus, they got in hot water.

Here’s the crazy thing:  The successful companies did NOT make it in high priority to provide the best possible quality products nor to exceed expectations!

What they DID focus on was MEETING expectations and avoiding POOR quality that disappointed.
You can read about the study in the book:  What Really Works by William Joyce, Nitin Nohria and Bruce Roberson.

The point is, the MOST successful companies focus on good but not great products.  The key for them is delivering a clear value proposition to a clear target audience.

That sounds a lot like a lead generation and conversion system to me.

I realize the term “value proposition” is one I haven’t used yet.  But you already understand it. You may just not realize it.  What’s a proposition?  It’s something you propose, right?

A value proposition is you give me your money and you get THIS in return.  That’s a value proposition. And what these companies did was have a laser focus on their targeted customers and provide the value they wanted.

That, in essence, is what I’ve been talking about all along.

Now, here is where the newbie or the beginner gets slaughtered.  They focus on THE PRODUCT and not the value proposition to a specific target audience.

Almost all the business opportunities you’ll see, those that give you a pre-packaged business to make money with, give you a PRODUCT but not a value proposition.
They say, “Everybody needs this product.”  They’ll often give you WAYS to market the products or services.  “You can set up a booth in malls, or you can go to flea markets, or you can put up the web site we give you, or you can get pay-per-click traffic, or you can get search engine traffic.”

Those are all METHODS.  But what you see is there is no mention of the target audiences.
They don’t say, “You can target this product to this specific group of people using this media.”

They’ll always have success stories for you of a few people who have made a ton of money.  But chances are, the reason those people made money is they came in with a business background that gave them a clear target audience to start with.

Part of THE SHIFT that I hope is occurring in you right now is the change in your mindset in consciousness of going from “I want someone else to do it all for me” to “I understand the game, and I can play it myself.”

You understand the game now, do you not?

You understand that the making money game is about specific target audiences that you can reach with a message.

It’s about finding out what they want better than the next guy or gal does.

It’s about delivering products that meet expectations.

When you understand the nature of the game, or the nature of the beast, however you want to look at it, then you know what really brings value to the table for you.

What brings value to the table is LEARNING that results in skill and action.  I define skill as the ability to take learning, put it into action, and get the desired result.

You only get skill through practice.  My job, the reason I’m in business, is to give people the knowledge they need to do these things.  And to help them acquire the skill.
Not very many other people in my business do this.  They sell what’s easy to sell.  What’s easy to sell is business opportunities.  That is, the “we’ve done it all for you” approach.”

I don’t criticize anyone for taking that approach.

Not at all.

But I do say it’s not what I’m about.  What I’m about is giving you the power to be your own Easter Bunny, Fairy Godmother and Santa Claus.  In other words, I’m here to give you the power to understand the game, to make up your own game, to play by your own rules.

And ultimately, to be dependent on no one other than your own customers.

Axiom 37:  Have a clear value proposition to a specific target audience
Axiom Thirty Seven Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three

38
What Is Marketing Anyway And Why Bother To Learn It?
Traditional definitions of marketing focus on what’s called the Marketing Mix:

Product:  The product or service you sell

Price:  How it’s priced

Place:  The channels through which it’s sold

Promotion:  How it’s advertised, promoted and sold

The process of defining the 4 p’s is normally what is referred to by the word “marketing.” There are much more advanced definitions with all kinds of nuances.  But the four p’s are a traditional starting point.
However, I want to simplify that process for you.

Marketing comes from the word “markets.”  To me, marketing means finding the demand for a product or service, that is finding the MARKETS for it. Then taking that product to MARKET in such a way that people buy it.

That’s what marketing is.

Everything starts with the MARKETS or demand.  And the ironic thing about that is the activity of finding markets is normally handled by a separate division or department of a company called “marketing research.”
Yet, when you look at the job of a CEO, what a CEO largely does is define the vision and direction of the company.  One big chunk of that is what markets the company is going to pursue.  Presumably, those decisions are made based on the information provided by the marketing research department.

What you now know is everything starts with what?  Demand, right?  So anytime you consider a business opportunity, starting a business and so forth, someone is going to be talking in glowing terms about the DEMAND for the product or service.

Your job is to sift through the b.s. and identify real demand vs. a bunch of distorted statistics that are a bunch of hype.

And then, if you already have a business, your job is to continually identify the shifting desires, wants and needs of your customers and prospects.  Oh yes, you are supposed to do this while you hire, train and staff your business, while you meet with your CPA and pay taxes, while you make sure customers get serviced, and so forth.

This is why businesses fail.  You can manage up to 10 people yourself.  Beyond that, the business gets out of your direct control.  Actually, at about the 7 employee point, you need a manager to manage those employees.
You’ll see a lot of businesses grow to that point and fail because the owner doesn’t want to bring in a manager or doesn’t know how to.  Managing 10 employees without a manager will probably drive you to the limits of your resources, although in some businesses a span of 16 people per manager is common.
In any event, the reason a business has staff, employees or independent contractors is so that the owner can focus on the crucial things:

Providing a clear value proposition to clear target markets.  Keeping up with changes and making certain that the products and services of the company continue to match up to demand.

This all circles back around to what I started with.  What is marketing? 
It’s the  process of figuring out:

1.  WHO you’re going to sell to.  
That is, what MARKETS are you going to sell to?  I call this the WHO.  If you don’t have a clearly defined WHO, your business will struggle.
2.  WHAT they want.  
You can know the WHO but have the wrong WHAT. 

3.  WHAT you can sell to them at a profit.  
You can find the right WHAT but not make money.  Because you have to be able to provide WHAT the market wants.  And you have to be able to provide that at a PROFIT.  If the market isn’t willing to let you make a profit for selling to it, you have no reason to be in business.  Or if the competition is so stiff that prices are cut to the bone, the pickings are slim and you’re better off in another market.

4.  MEDIA you can use to get the news about your products to them.
This is the promotion element of the marketing mix.  How will you reach your audience with the news about your product or service?  If you can’t reach ‘em, you can’t sell ‘em.  Will you use telemarketing?  Fax broadcast?  Email?  Pay-per-clicks?  Search engine marketing?  Direct mail?  Radio advertising?
5.  HOW you’ll get the product to them.

Will you sell it in retail stores?  Over the Internet?  Through kiosks in shopping malls?  Through mail order catalogs?  Through direct response ads in magazines?

What’s the point of all this?  One, it’s to show you that you CAN understand marketing and selling products and services.  
And two, to show you that just ‘cause you get the rights to sell a product or service, that’s a small part of the whole equation.  

We ALL like to make money the quick, simple, easy way.  We’re all vulnerable to the “I’ve figured it all out for you.  All you gotta do is connect the dots” pitch.

I use variations of that pitch in my business.   I do my best to provide marketing tools and information that is as close to “connect-the-dots” as possible. I try to figure out everything I can in advance for you.
The difference is, I’m not selling turnkey business opportunities that claim to have everything figured out, including the product, the service, the marketing.  Everything.  And all you have to do is run some ads and you’ll get rich.

It’s a seducing pitch.  

But a lot of people lose money on it. Not that there aren’t good companies and opportunities out there.  I’m just trying to educate you to be a smart consumer.  And not a lamb led to the slaughter.

I’m also trying to be the voice in your head that says, “Hey, wake up.  You don’t need anyone else to give you a game in a box.  You can understand the game.  You can play it.  You can even make up your own rules.  You can be in control of who wins, who loses and why.”

I can only do that for you if you’re willing to have THE SHIFT happen to you.  If you’re willing to switch in mindset from wanting quick, simple, easy money where it’s all done for you and you don’t have to figure anything out.

To the mindset of “I can figure it out myself.  Because it’s a game, and I know the rules.”

You’re either playing your own game or someone else’s game.  If you’re playing someone else’s game, you’re playing by THEIR rules.  And THEIR rules may be that they lie to you about how much demand there is for their products and services.  Their game may be that they sell you a dream that is an illusion.  Or their game may be honest and have integrity.  You don’t know.  And it’s hard to know.

There are a lot of game players that are very skilled at winning their game.

In contrast, if you understand how to find your own audience, how to find out what they want.  How to create and deliver products to them in such a way that they’ll be bought.  Then you are the master of your own game.  You make up the rules. You’re in control.
In short, THE SHIFT is about having a mindset that goes from being passive to being active.  To wanting others to do it all for you to doing it all yourself.

Do you want THE SHIFT or THE SHAFT?

See, if you don’t do THE SHIFT, then you’re a setup to get THE SHAFT from someone else.

That’s your choice.  Your decision.

What annoys the living daylights out of me though is people who refuse THE SHIFT.  Then, of course, they end up getting THE SHAFT.  And they put all the blame on the person who SHAFTED them.

Now, the person running the Shaft bears responsibility.  And in American culture, they bear 100% responsibility.  

But I say you were a willing player in that game.  You chose to play that game.  And you lost.  Why did you lose?  Because you refused THE SHIFT which means taking responsibility for what you sell, who you sell it to, what you learn, what you know, the skill with which you play the game and so forth.

What I do is spread the gospel of marketing to the world.  That’s why I’m here.  That’s what I’m about.  I’m the evangelist of marketing.

If you want to get what you need to be successful in business, I submit to you that you have to LEARN it.  You have to get TRAINING.  You have to get EDUCATED.

What’s funny about that is I’ve tested sales letters using the word TRAINING.  I say, “Get TRAINED in XYZ.”

You know what it does to sales?

It kills them.

Absolutely kills them.

People don’t want training.  It’s one of those issues of want vs. need.  See, you need TRAINING.  You need skill. But you WANT to learn new things that tickle your intellectual fancy and make you do WOW!

Training is about taking the basics, learning them, practicing them, getting really, really skilled at them.

But very few people want to buy products, courses or seminars that TRAIN.  They want to learn fast, simple, easy, no effort, no brainer.  Be dumb, stupid and lazy and make money.

In other words, they’re like sheep being led to the slaughter.  But they’re too seduced by the sheep herder to get it.

We all love the seduction of easy.  We all over way too pressed on time.  You have your family, significant other, parents, friends, kids – a thousand things all demanding a piece of you.  You need to eat right (which takes time), go to the gym, wash the car, clean the house, do activities with friends.
We ALL have a lot of demands on our time.  And frankly, because of those demands, we don’t feel we have time for anything that is complicated or seems complex.

So the seduction of fast, simple, easy is a big draw.
This does NOT mean you have to go back to college.  It doesn’t mean you have to wait five years before you can start a business.

What I think it does mean is to be committed to learning marketing and running a business.  Be committed to your own education.

Almost every high achiever I know spends a lot of money on their own education in marketing and business.  They buy courses.  Attend seminars.  And so forth.

I also think that one of the messages through this whole product is THE SHIFT.  Going from the desire for fast, simple, easy TO the understanding of what does and doesn’t make you money.  

Axiom 38:  Marketing is about finding a market for a product or service and taking the product to the market in such a way that it will be bought at a profit ending up in money banked by you.

Axiom Thirty Eight Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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What Really Gives You The Power To Make Money And Gives You Freedom?
Let’s get down to it.
What really gives you the ability, the power, to make money?

By now, the answer should be obvious.

It’s specialized knowledge.  Information.  Learning.  Skill.

In marketing.  Running and operating a business.  But most importantly, in getting TRAINED to identify target audiences, find out exactly what they want, craft your sales message to them, deliver it, make sales, follow up and make more sales.

That’s what it’s all about.

The fly in that ointment is the word TRAINING.

I’ve already discussed it.  Most people don’t get it. They are seduced by the newest, latest, greatest gizmo.

They don’t want to be trained in nothing.  Which means they don’t want to practice.  They don’t want feedback.  They don’t want to get SKILLLED.

Which is the only thing that in the end is going to make you money short of luck.

I’m looking for the rare bird in the flock.

The bird that wants to fly higher.

The bird that wants to get trained.

Tell you something ironic.

I’ve talked about similar things as the Axioms on conference calls.  At the end, I’ll ask people how many would pay $200 or $250 a month for a monthly training call with feedback.  Exercises.  Assignments. And so forth.

Not many will pay it.

In contrast, people spend 4-6 years in college to learn a field of endeavor. They spend $20,000, $40,000 or $100,000.  Even more in UK or Australian currencies.  Less in other countries.

But it’s still a considerable amount of money.

Yet, statistics show that 70% to 80% of the graduates never get a job in the field they got a degree in.  They get jobs.  But not in the field they chose.

Then, people come into the business field and expect to buy $100, $500, or $1,000 of ebooks or courses, get no mentoring, no training – and make $50,000 or $100,0000 their first year!

In other words, they want some books and courses that they only read to do for them what a whole college education couldn’t.

I think college is a GREAT experience.  And there are lots of reasons people don’t get jobs in the field they got their degree in.  I’m not criticizing that process.

I am saying that people need realistic expectations.  If you want to learn marketing, learn how to run a business, learn how to make money, it’s going to cost money.

I hate to break that news to you.

But it is.  You may be the rare bird that understands and accepts that.  Most don’t.  Most hear that and freak out.

“Oh my gosh. If you don’t have something for me that’s quick, simple and easy, then screw you.”

What planet is that thinking from?

It sure isn’t from the one I live on.  Because it simply isn’t reality.

Here’s another mind blowing fact for you:

95% of the people who buy “make money” products never make money with them.  And the statistics may be higher than that.

If you’ve read this far, there’s a good chance you aren’t part of the 95%. Why?  Because I suspect that one of the reasons the 95% are in the 95% is that they never thoroughly read the products they buy.

They read about the first chapter and that’s it.

I know of one company that sells motivational tapes.  The most important part of their product is the first 15 minutes of the first tape. Because that’s all most people will listen to!

If you know anything about advertising law, you know that in the United States a governmental agency oversees the laws passed by the U.S. Congress and enforces them.

I imagine England, UK, New Zealand and other countries have similar laws.  In the U.S. the law says that if you’re selling a product about how to make money, you can’t make income claims that are not typical of what the average buyer of the product does.  The results he or she gets.

The double bind is that 95% of the people get NO RESULTS.

Why?

They never read the product and never try anything.  So the law is to some degree unfair.  Or at least not logical.
I think the sane person would say that the law should be based on the results of the people who actually make a reasonable attempt to DO what is taught.

Of course, even that is not a good criteria. Because I can tell you from personal experience that almost no one does what I teach.

Even the ones that think they do, don’t. 

That is the reason and purpose for TRAINING.  To get people closer to a result.

I think that people are just so busy nowadays that they don’t have time to read.  I can relate.

Between the dogs barking next door, the phone ringing and family interruptions, it’s very hard to get any quiet time.  You try to read.  But you read about 10 min. when someone in your family interrupts you for something. 
So you go to Starbucks and the coffee machine blares in the background, drowning out your thoughts.

That leaves the library or church. It’d look dumb to read marketing books in church.  And I doubt anyone is getting you to a library.  So your books sit on the shelf unread.

That IS the advantage of being on teleconference calls. At least you have a good reason to NOT be interrupted.  And it’s the advantage of seminars.  You can learn away from the dogs barking, the phone ringing and the endless stream of interruptions.

THE SHIFT is about you changing your mindset and your consciousness.  Are you going to expect fast, simple, easy.  Or are you going to SHIFT to seeing the value in learning, education and training?
“I don’t want to learn.  I don’t want education.  I don’t want to be on teleconference calls.  I don’t want to read a bunch of stuff.  I don’t want to go to seminars.  I just want to make money.”

Well, join the crowd.  No one likes the word WORK.  No one likes anything less than INSTANT.

The alternative is that you can get the SHAFT instead of THE SHIFT.  I mean, you can get the SHAFT by working at a job.  Where you’re unappreciated.  No job security.  Politics out the yin yang.

You can buy into the seduction of someone who has “figured it all out for you.”  
Or you can get it yourself.

Now, if you have the money you can buy a franchise.  That isn’t a guarantee of success either.  But it is better than business opportunities, which are like the poor person’s franchise.  You spend $1,000, $5,000 or $10,000 instead of $100,000, $200,000 – or more.

I guess you can choose your poison.  Or your delight.

I realize that what I’m saying might be misinterpreted as “All business opportunities are wrong.”

That is NOT what I’m saying.

I am pointing out that whether you buy one or not, marketing is still the key.  And one way or the other, you’re going to have to learn it to be successful.

And if you expect someone else to do it all for you, the chances are very high you’re going to end up disappointed.

I’m also trying to expose a MINDSET that is not realistic and in the end will cost you money.

That mindset says, “Don’t give me anything long to read.  I don’t have time.  Don’t ask me to attend seminars to learn anything.  I don’t have time.  Don’t ask me to be on teleconference calls.  I don’t have time.  Don’t ask me to spend $1,000 or $2,000 for education.  I don’t have money (cause I’m paying out the yin yang for my nice car, dinners out, entertainment and so forth).  Just tell me what to do to make money.”
Veteran marketer Dan Kennedy tells a story as a metaphor about the old days of the gold rush.

Originally, people sold MAPS on how to get the gold.  That’s the equivalent of selling a product or course on making money in business or marketing.

Then, the consumer got more demanding and said, “Hey, don’t just sell me a map.  Sell me a tour that takes me there.”

So then, people sold that.  The equivalent of that is Boot Camps. 

Then people said, “Take me there AND give me all the tools I need.”  So someone sold that.

Then people said, “Take me there, give me all the tools, show me where the gold is and dig it out for me while I watch!”

I want YOU to tell me what to sell, tell me exactly what to say in the sales letter, give me a template for the web site, pick out the pay-per-click words for me, give me templates for the follow up emails, ship the product for me and answer all the customer service emails for me.

That’s about where we’re at in marketing.  That’s what it has come to.  That’s the general mindset online that more people have than you can shake a stick at.
Believe it or not.

Why else do you think you see all the templates, my own push button products and so forth?

And a lot of those products are good.  Some even very good.  But good gosh.  Where does it end?  I’m shocked no one has written a sales letter yet where they offer to come over to your house and punch the buttons on the keyboard to do it for people!

It’s insane.

Ridiculous.

Out of control.

Who is to blame?  The axe and pixel sellers?  The tour companies and guides?  Or the people who demand more and more with less effort?  You can decide that one.

I can tell you that nowadays, more and more, people want it ALL done for them.  They don’t want to FIGURE anything out.  “Hey, I don’t have TIME to figure anything out.  You figure it all out for me.  You arrange the tour.  You provide the tools. And you dig the gold out for me.”

At a certain point, you have to ask yourself why anyone would do that for you instead of just digging out the gold and keeping it themselves.

It gets to the point of being ridiculous.  I can tell you that if you want it all done for you, and you buy into that pitch, you’re probably going to end up disappointed.
Why?

There is no substitute for having a BRAIN and USING it.  Yeah, you’re busy.  Yeah your significant other wants your time.  Yeah, your kids want your time.  Yeah, you need to go to the gym.
I’m sorry if life gets in the way of your making money.

I think tools like my Push Button Letters software are terrific.  But someone with a brain and the willingness to expend more than 5-minutes of effort still has to use them.

You CAN get it all figured out for you.  You CAN get a moneymaking system ready to go.  Just plug it in.  

It’s called a FRANCHISE.  

That’s what it’s called.  See, there’s the RUB.  People want a FRANCHISE but guess what?  They ain’t willin’ to PAY for a franchise.  So they fall for what is sometimes or often a trap called “The poor man’s franchise.”

That’s a business opportunity that claims to give you all the benefits of a franchise with everything figured out for you, all the tools, complete instructions and so forth.

And you get all that for a fraction of what you’d pay for a franchise.

But there’s even more rub.  See, business opportunities usually sell for $1,000 to $10,000 – or more.

And people don’t want to pay that.

So then they say, “Tell you what.  You give me a business I can run and make money with.  Guarantee it.  Give me free email consulting. And preferably free phone consulting too.  The sell it to me for $200 – and maybe I’ll think about it.”

The price may be $100.  May be $500.  May be $1,000.  But think about it.  If someone is buying isn’t there going to be a yin matching the yang willing to SELL it?

Yeah.

And then the government swoops in and passes all kinds of laws to protect the poor and the innocent who get scammed.  But let’s have some honest dialogue here.  Who is scamming whom?
The problem in my opinion begins with the MINDSET:  I WANT SOMETHING FOR NOTHING.

As crazy as that sounds, YOU may have that mindset to some degree.  You probably do.  Most people do.

And I’m hoping to be your mental laxative here and flush that crap out of your brain.  

Good golly Ms. Molly.  I’ve had people on teleconference calls say that for ridiculously low amounts of money they want the equivalent of the above. 

· They want something guaranteed to make money.

· They want free email consulting (preferably unlimited)

· They want free phone consulting

In short, they want somethin’ for nothin’.

We all can fall into that mistake. Good gosh.  What do you think the whole freakin’ entire welfare system is?

Why do you think there are so many lawsuits?  Some would claim it’s the desire for justice.  I say the much larger motivating factor is the desire for something for nothing.

Why do you think Las Vegas (Sun City in Africa and so forth) has those gigantic, massive hotels?

They don’t build them off of people WINNING at the slots and tables do they?  I mean, does anyone THINK that maybe the reason they’re playing the slot machine in a BILLION dollar hotel is that people LOSE BILLIONS there playing?  Or at least millions.
I’m saying all this to make some really simple points.  
One of those points is:  Stop chasing miracle products.

Stop looking for the magic bullet.

Stop looking for something for nothing.

And START getting committed to learning marketing systems that allow you to consistently generate and convert leads for an in demand product or service.  Spend your time and money learning HOW to find out what is in demand, what people want.

You do THAT and you’ll get somewhere.

Axiom Thirty Nine:  Stop blaming others for scamming you, lose your “something-for-nothing” mindset, and you’ll stop losing money and start getting on the real track to success.
Axiom Thirty Nine Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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Who Else Wants To Lose All Their Assets?
It’s enough to make you sick.

I just got off the phone with a 73-year-old man who was trying to order several of my products.

Now, in the letter he mentioned that he had bought my beginner’s guide for computer users and couldn’t get it to install.

Now, if you can’t open up an ebook to teach you how to use your computer, it says you are REALLY a beginner.

This same man had invested $40,000 in several business opportunities that he’ll probably never make a dime from.  He bought the fast, simple, easy, all done for you pitch.

Except the only thing that was done for him in the end was sucking $40,000 out of his account that he and his wife needed for food and shelter.

There’s one person who is going to make it happen for you.  And that person is you.

Now, I happen to know one of the opportunities this man invested in.  I know one of the success stories.  But the person behind the success story knows marketing.  Is smart.  And is willing to hustle and work.

But does he make money at it?  Absolutely.

I told the man how he really could make money from the opportunity.  But that sounded like “too much work.”  And thus the problem.

He wanted to hear it was easy.  No work.  Sit on your sofa and make money kind of thing.  And there’s always someone willing to sell you that pitch if you’re buying.  
Hey, if you got 40 G’s layin’ around, you might as well go gamble it in Vegas.  At least you’ll get a “free” hotel room.  There’s no difference between that and wasting money on a business opportunity that you think doesn’t require brains, work, or learning. 

Get it straight:  The way you make money is by running a business and selling stuff.  If you don’t want to run a business, learn, educate yourself or sell stuff, then save your money.

Axiom forty:  If you aren’t willing to learn marketing and run a business, save your money and spend it in Vegas.  You’ll get a free hotel room and have a nice time.

Axiom Forty Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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What About Reprint Rights?

I know some people are going to read this and think that I dogged out the buying and selling of reprint rights.

If that’s why you think, you’ve missed my message.

Reprint rights are a product. That’s all they are.  If you don’t have a target audience, a media you can use to reach the target audience and a proven lead generating message, you don’t have anything other than a product.

The way I think people get taken in the “game” of reprint rights is they are newbies.  And they get this pitch that as a newbie, they’ll be given the product, ways to promote the product and so forth – turnkey.  All done for them.

So they spend their money.

The problem is, in the end, they won’t make money.   They’ll lose money.  
Both on the reprint rights and the money they spent promoting the reprint rights.  Why?  What’s the hidden flaw?

The hidden flaw is THEIR mindset.  They want money without paying the price. That price is knowledge and information about marketing.  If you don’t have a list, don’t know how to build a list, have never ran a business before, have never sold anything before, can’t create a web site, can’t write a sales letter – in short, can’t do jack – I think you’re playing a “game” you aren’t going to win.

You’re giving your chips to other players in exchange for an illusion.

Now, that does NOT mean you can’t make money with reprint rights.  My 
friend Joel Christopher negotiated exclusive (key word) reprint rights to a high-ticket product.  He did VERY well selling that product. But he was one of only two or three people who owned the rights to sell it.  

Several years ago Terry Dean did well by buying a reprint rights package.  
He put turned the videos and audios into online materials, delivered it online and did well.

But he had invested considerable time in building up a list to begin with.  And since he was the one who turned the physical product into a digital one, and no one else had done that, he had an exclusive.  A digital product no one else could offer.

Are you beginning to notice that word EXCLUSIVE?  It’s a very important one. Why?  Because it means you’re the only one in the game on that square of the board.  You’re the only one selling that product.  Every player in the game isn’t selling it.

If you don’t have a list, you don’t know how to build a list, you don’t know how to write lead generation ads and sales letters, you don’t know how to build a web site, you don’t know how to write a sales letter, you don’t know how to use your computer, you’re a sheep being led to the slaughter.

You’re probably going to lose your chips to other players in the game.

They’re always people willing to tell you what you want to hear to get your chips.  And the worst part is, that sequence begins with YOU wanting to hear that it doesn’t take work, it’s fast, it’s simple, it’s easy.

And that’s why you lose your chips to other players in the game.

Reprint rights in and of themselves are not good or bad.  They are a product.   The sellers of reprint rights operate with different levels of integrity.  For example, my friend Yanik Silver sold reprint rights to a big ticket package.  But he TOLD people they needed a list.

Yet, I talked to people who bought the package who had no list, no skills, no lead generation abilities, no practice in creating lead generation ads, no target audience and so forth.

Yanik told them they needed a list. They didn’t listen.  Whose fault is that?

If you’re going to play the game, get smart.

Axiom Forty One Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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What’s The Good, The Bad and The Ugly of Search Engines?

This is a hard topic to talk about.
There are lots of people who make a LOT of money through the search engines and pay-per-click advertising.  But they aren’t dumb players in the game.  They know what the rules are.  
They know how to write ads that get clicks. 
They know how to track their ads
They know how to use Adminder to find the best key words.  
They know how find high-profit potential key words
They know what products have a chance of making money and what ones don’t
In short, they know what the heck they’re doing.  And they work at it.  Which is much different than thinking you can play the game in 30 minutes a day, not learn much, not study, not educate yourself – and make money.
Maybe really smart people can do that.  

Or maybe you can AFTER you learn the rules of the search engine game and the ppc game.  
But those who don’t pay the price lose their chips to the other players in the game. They lose their chips to the pay-per-click engines who take their money.  They lose their chips buying products to resell.  They lose their time messing around without really knowing how the SE (search engine) and pay-per-click (PPC) games are played.
Then they blame the teachers and the other players.  They think they have been misled.  

And to the extent that a player told them it was fast, simple, easy, no work – maybe they were misled.

But the people I know in the game like Perry Marshall, Stephen Pierce, Sean Burns and others have a lot of integrity.  They tell the truth.  But people don’t want to HEAR the truth even if they’re told.

Whose fault is that?

The issue I have with the search engines is that the rules change a lot.  
What makes a lot of money today could be dead tomorrow.  And it’s not a game for the lazy and the stupid.

I know very smart players who figure everything out and DO make money in only 30 minutes or an hour a day.  But they really, really know their stuff.  And either spent a lot of time to begin with learning it.  Or they are just extremely smart to begin with.

You can be lazy.  Or you can be stupid.  But you can’t be both!  If you’re lazy, you better be really, really smart. And play smarter than 95% of the other players.

Or, you can be stupid. But work harder than 95% of the other players.  But if you’re lazy, stupid and uneducated about marketing, you’re going to get slaughtered.

Welcome to the slaughter house.

Axiom Forty Two Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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32 Rules of the Game Recapped

It’s the marketing game.

The players are the people selling you books and tapes on how to play the game. Then you have the other players IN the game.  And then you have the ignorant who are playing the game but don’t know they are playing the game.

They’re the worst.

See, they want to hear that it’s fast.  That it’s easy.  That it’s simple.  And the book-and-tape sellers are all going to sell them what they want to buy with varying degrees and levels of integrity.

Some do it with a lot of integrity. I try hard to be in that group.  Some create fast, easy and simple tools but sell them with integrity.  My Push Button Letters software falls in that category.  

It really works.  So it has integrity. Of course, it works a LOT better for people who read and study my sales copy course.  Which most people don’t.  Because they’re playing the game without knowing the rules.

What are the rules?  That’s what ALL the AXIOMS are about. THE AXIOMS are the rules to the game.  But if I were to boil it down to a few simple rules, they would be:

Rule 1:  It ain’t fast, simple, easy

Rule 2:  You gotta play the game smarter than 95% of the other players

Rule 3:  You can be lazy or stupid but not both

Rule 4:  Business opportunity sellers are going to tell you what you want 
to hear

Rule 5:  YOU are the hidden flaw to the degree that you want to make money without paying a price.

Rule 6:  If you think reading a few e-books or courses can do for you what a college degree can’t or hasn’t, you’re a sheep being led to the slaughter

Rule 7:  The game is about having exclusives on products or your own products

Rule 8:  The game is about having a list and a relationship with your list

Rule 9:  Product owners win

Rule 10:  Product renters better be a master of media

Rule 11:  Product renters who aren’t masters of media lose

Rule 12:  Search engine positioning is not a game for the stupid and lazy

Rule 13:  The product game is about your value proposition

Rule 14:  Your value proposition is about what differentiates your value from the other product players

Rule 15:  You are in the business of continually differentiating and reinventing your value

Rule 16:  When supply increases, demand decreases

Rule 17:  When demand decreases price decreases

Rule 18:  You increase demand by differentiating your value proposition

Rule 19:  Clear value propositions win over quality products

Rule 20:  You are playing the game and being played if you want 
something for nothing

Rule 21:  If you don’t understand the law of supply and demand, you’re a sheep being led to the slaughter

Rule 22:  Always be one play ahead of the other players

Rule 23:  The other players will try like heck to get one play ahead of you

Rule 24:  The other players will smile to your face and steal your chips behind back

Rule 25:  If you’re winning, other players will form liaisons to bring you down

Rule 26:  Your friends in the game are only your friends as long as you’re benefiting them in the game

Rule 27:  Your lead generation and conversion system is more important than your product

Rule 28:  Products are a dime a dozen

Rule 29:  The reason you target a specific audience is to differentiate 
your offering

Rule 30:  The player offering the best promoted, in demand, differentiated value to a targeted audience usually wins

Rule 31:  The other players in the game WILL chip away at your differentiated value while smiling to you from across the game board

Rule 32:  Your best friend in the game probably is secretly friends with your worst enemy on the game board

Axiom Forty Three Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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Axiom Forty Four Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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Axiom Forty Five Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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Axiom Forty Six Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three
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Axiom Forty Seven Exercise

Explain in your own words what each of the following mean to you:

One
Two
Three

[image: image3.png]



SUPPLY�DOWN





PRICE UP





“If a quick and easy way to make money exists, the supply of whatever is being promoted will go up.  Thus the demand will decrease and the effectiveness or the price will go down”
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“As supply goes down, price goes up.  As supply goes up, price goes down.  That means there is an inverse relationship between the two.”









