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$$ Resale Rights $$

Would you like to know how to make this

ebook your 24/7 “digital salesperson”?
Click herefor “Gold” Reseller infor mation!

Want to resell this book from your site and

keep all the profits?
Click Herefor “Silver” Resdller information.

Unadvertised Bonus

Enroll in a FREE “Coaching” Class from Yanik
and Jim over the next 33 days!

Because you purchased the “ 33 Days to Online Profits’
Course, we' ve made a special arrangement to enroll you
in our email “coaching” course -FREE!

e Motivation! We'll prod you, push you and get
you down the trail to making your online business
success aredlity.

e Accountability! We'll keep you on track by
keeping you focused and aware of what you
should be doing.

e Tips& Tricks! We'll giveyou the latest tips,
tricks, tools and techniques for keeping your
Internet business on the cutting edge of
performance!

Click Here to sign up —it's FREE!

http://www.33daystoonlineprofits.com/bonuscoach.shtml
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“Want ToWatch How It's Done?”

Check out the 33 Days To
Online Profits — CD-ROM

33 Days To Online Profits Videos

Jam-packed 2 CD-ROM's this goes way beyond ebooks, beyond membership sites... or
anything else before it!

Now you can watch right on your computer as two of the very top Internet marketers,
Y anik Silver and Jim Edwards, personally take you through the exact steps we useto roll-
out one moneymaking Internet project after another. Thisisthe closest thing to having us
in your living room sitting next to you at your computer.

The" 33 days to Online Profits VIDEO Enhanced Tutorial eBook™" isNOT a
downloadable product. It actually comes as a 2-volume CD-ROM tutorial delivered right
to your front door. Y ou just pop the CD-ROM into your computer (PC) and away you go.
Just sit back, relax and watch as right before your eyes every step of marketing your site
and making money onlineis brought to life.

We've taken our runaway online best seller, "33 Days to Online Profits’, updated it,
revised it and added sound and video at just the right places to help you profit from our
breakthrough techniques even faster and easier than before!
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About the Authors

Yanik Silver

Just 30-years old, Yanik Silver is recognized as the leading expert on
creating automatic, moneymaking web sites...and he's only been
online full time since February 2000!

His friends were rolling on the floor laughing when he told them he
was going to put up aweb site. And they had every right to be amused
since Y anik had absolutely no web site design skills, zerco HTML or coding
knowledge... in fact, not much computer " know-how" whatsoever (still doesn't). But
that didn't stop him from going ahead with his simple 2-page web site and the flood of
orders hasn't stopped since.

Yanik isahighly sought after speaker and attendees regularly pay up to $4,995.00 per
person to hear his secrets.

He is the author, co-author or publisher of several best-selling online marketing books
and toolsincluding:

e Instant Sales Letters In Only 2 ¥ Minutes You Can Quickly and Easily Create A Sales
Letter Guaranteed To Sell Your Product Or Service...Without Writing!

e Instant Internet Profits- The Amazing Story of a Self-Proclaimed "Computer Dunce"
From Maryland Who "Stumbled Into" The Perfect Internet Business That Made Him Rich,
One That You Can Start Too With a Few Spare Hours a Week and For as Little as
$125...Even if You Can't Stand Computers!

e Public Domain Riches Stop Sweating To Create Your Own Product! Here's How To
Find, Re-Package And Sell Public Domain Content As Your Own Moneymaking
Information Product — Without Asking Permission or Paying a Dime in Fees.

e Web Copy Secrets— A “Sales Copy Autopsy”! You'll get a point-by-point and paragraph-
by-paragraph analysis of exactly what makes these websites sell so well.

e Mind Motivators - Let Us Hand You These 21 Top-Secret Methods To Instantly (and
Ethically) Persuade Prospects to Buy NOW... No Matter What Business You're In!

e |nstant Marketing Toolbox- If you're too busy running your business to even think about
marketing - this is what you've been waiting for! With practically zero work on your part
here's how to get all the customers you want, create cash on demand and add a bare-
bones minimum of $50,000.00 to your bottom line...100% guaranteed

e |nstant Traffic Stampede Why Settle For Tiny, 'Hit-or-Miss' Traffic Spurts When You Can
Unleash A Thundering, Non-Stop Traffic Stampede To Your Site -- Practically Overnight!"

And when he’s not cranking out new moneymaking projects Y anik enjoys playing beach
volleyball, ice hockey, skiing and traveling with hiswife, Missy.
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About the Authors

Jim Edwards

Jm Edwards is a dynamic and entertaining speaker who has
developed, marketed and operated outrageously profitable
online businesses for both himself and his clients worldwide
since 1997.

Jim publishesa FREE no-holds-barred, “tell it likeit is’
> multi-media newsletter at www.|GottaT ell Y ou.com!

Jmisafrequent guest speaker nationally at conferences and seminars on such subjects as
search engine and directory traffic generation, “shoestring online marketing” and more.

He is the author and co-creator of numerous highly successful ebooks and “info-
products,” including:

“5 Steps to Getting Anything You Want!” Discover The 5-Step Goal Achievement
System That Gives You A Positively Unfair Advantage In Business... and in Life!

“Turn Words Into Traffic” How to write and publish articles online that bring an
“avalanche” of website visitors and customers!

“eBook Secrets Exposed” How to make massive amounts of money with your own
ebook... whether you wrote it or not!

The Lazy Man's Guide to Online Business How to Work Less... get Paid More... and
have tons more Fun! Learn the Super “Lazy Achiever” Mindset!

How to Write and Publish your own eBook... in as little as 7 Days "... even if you
can't write, can't type and failed high school English class!"

Affiliate Link Cloaker Software Keeps Internet “Pickpockets” from stealing your affiliate
commissions!

Selling Your Home Alone Sell your house yourself and save THOUSANDS in Realtor
commissions!

The TEN Dirty Little Secrets of Mortgage Financing
How to save THOUSANDS in fees and unnecessary interest on your next mortgage loan!

Jim livesin Williamsburg, Virginiawith his wife, daughter and four dogs.

He enjoys writing, walking, softball, playing video games and listening to Elvis, Frank
Sinatra, and Willie Nelson.
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|mportant - READ THISFIRST!

Why we wrote this ebook.

WEe' ve been where you are right now!

Y ou've got a burning desire to do something... to build something... to make something
of your online business and your life... but you're a'so wondering what to do next.

Y ou want to “make it” on the Internet — you just need somebody to show you how to
make your online business a success! If somebody would just give you a roadmap you
could follow it to your destination.

Let metell you a short story...

When we got started there were very few resources to help us understand where and how
to market and sell online.

Frankly, our educations cost tens-of-thousands of dollars in tools and mistakes.
Ourswas ajourney of trial and error... but your journey doesn’t have to be that way!

Y ou hold in your hands one of the most powerful online marketing courses ever put
together — by two people who have been there and still do it every single day!

When we decided to write this ebook we were actually having a discussion about how
frustrated we were with people that didn’t know what they were doing claiming to be
“experts’ on Internet marketing. Their material was either unrealistic or they were
obviously just rehashing information other people had published before them.

In that very moment we were inspired to reach out and help you make your online
business an outrageous success!

In fact, we go so excited about the discussion we sat down where we were and spent the
next several hours outlining this entire book! What follows this introduction is the result
of that first meeting (and many more) not too long ago.

Y ou are quite literally about to see the entire online success roadmap or “recipe book”
laid out before you. Thisisthe “real deal” with no sugar coating.

If you want to “make it” online thisis exactly how you doit... no doubt about it!
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A few assumptions about you

1. You haven't spent your last dime to buy this ebook. Y ou will need some money
(though alot less than atraditional business) to do, buy or accomplish some of the
things we'll teach you in this course.

2. You must have a burning desire to make your online business a success. What we
will show you, teach you, and prod you to do in this course is not complicated,
but it will take consistent effort.

If you make a half-hearted attempt to compl ete the assignments then you will get
half-hearted results.

Takeyour TV timefor the next 33 days and devoteit to your online
business... the positive results will amaze you!

3. You have basic computer skills. Y ou know how to email, surf the web, use aword
processor and hopefully more. If you don’t, then you will have to hire someone...
just like any business hires people to do thingsif they can’t do them “in-house”.

4. You arestarting this course on a Monday.
Y ou can start the course any day of the week you wish... but to keep things

moving along as fast as possible (you’'ll see aswe go through it) we'll assume you
have started the course on a Monday.

After these 33 Days

After you have completed the “33 Days to Online Profits’ course you will need to
continue your marketing, promotion and customer service efforts.

Though the amount of time and effort you’ [l expend on your current project will decrease
once you have built your business over the next 33 days, you will need to keep at it.

But we know once you taste success (financial and emotional), you’ll want to devote as
much time and energy as necessary to continue growing your business.

To your success!

Yanik and Jim
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STOP! Did you remember to sign up for the
FREE Email coaching class?

If not — Click Here Now to get free tips and information to help you make it
through the next 33 Days!

Week 1 - Getting Online and Ready for
Business

Day 1 (Monday) -
“Why areyou going onling” &
Preliminary domain name selection

L esson Objective:

To determine your personal objective in creating an online business and to start thinking
about which domain name(s) makes the most sense for your venture.

Skills Needed:
e Imagination
e Basic Surfing

e Basic Word Processing

Today’s L esson:

Part 1 - Define “why” you want to launch and promote your business
online.

Motivational guru Tony Robbins teaches that the reason for doing something rates much
stronger than the methods you use to get the job done.
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If you have strong enough “why” to go online and create a successful business - then you
will find the ways to get the job done.

Ask yourself - Why do you want to create an online business?

Do you want to create a stream of “passive” income —income that comes to you while
you work, sleep, play in the yard or drive down the road?

Do you want to create a sense of security for yourself about where your next check will
come from?

Do you want to supplement your income so you can afford some of the “finer things’ in
lifeinstead of living paycheck to paycheck?

In his*“Rich Dad, Poor Dad” series of books, Robert Kyosaki advises against anyone
getting a part time job... he says you should aways start a part time business.

Y our own part time business can offer you many different tax, income and personal
advantages.

WEe'll let you and your accountant decide the tax advantages for your particular business,
but we do know that an online business rates as virtually the best type of small business
to own.

Here' swhy:

e You can operate from virtually anywhere aslong as you have a computer, phone
line and adia up Internet access account.

e You have the lowest startup and operating costs of virtually any business you
could run.

e You can start with almost nothing and work your way up to a business that
generates $ thousands $ in revenue within arelatively short period of time.

So I'll ask you again - Why do you want to go online?
What does going online and making a*“success’ of it mean to you?

STOP! Take amoment right now and close your eyes... and for once don’t just pass over
an exercise like this lightly! Actually do the exercise I’ m about to describe!
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Close your eyes and visualize what having a successful online business meansto you.

See yourself making sales every single day and having customers gladly send you their
money in exchange for your products, information or services.

Feel the great and relaxed feelings of having extramoney in your bank account.

This visualization exercise will help you formulate a solid, worthy, personal goal and
keep you motivated and focused through the 33-day process.

I Now — write out one primary goal you want to accomplish by sticking to this
plan for the next 33 days and really going for it!

Take that goal and writeit on a3 x 5 card and put it where you will see it when you wake
up in the morning and before you go to sleep each night.

If you really want to burn this goal into your subconscious mind you should read it aloud
once each morning and evening.

By the way, thisis not some “corny” technique we dreamed up -- thisis one of the key
techniques Napoleon Hill teachesin “ Think and Grow Rich”, the classic success book on
how to turn your thoughts into riches.

All of the techniques we teach in the rest of this program will have MAXIMUM impact if
you know exactly why you want to take the necessary actions each and every day.

So do you have your goal clearly stated and written down? GOOD!

Let’smove on to part 2 of today’ s lesson...

Part 2 — Analyzing “Keywords” to make your domain name selection

Y our domain name represents one of the most important decisions you have to makein
going online.

Even if you only plan to promote someone else’s affiliate link... you must have your own
domain name (and tomorrow we' Il talk about website hosting for that domain) so you
have an “address’ to use in promoting your product, service or information.
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Y our domain name is made up of a combination of words and or numbers. It serves
several purposes.

1. Itisthe"address’ people useto find you online...
2. It helps create your identity online...

3. It helps the search engines determine how “relevant” your site isto a particular
keyword search.

Now, | know the next question on your mind right now is, “What about all these domain
names ending in .tv, .biz, .info and other names?

Should | get one of those?’
Inaword - NO!

Don’'t go with one of these domain names with aweird extension on the end. Y ou want a
good old .com (pronounced dot-com) domain name.

Why?
2 Reasons:
1. The search engines seem to give better treatment to .com domain names.
2. Thebuying public gives more respect to a.com domain name.
Hey! When you think of a domain name or web address, what do you think of ?
A name ending in “.com” of course!

So put it out of your head right now that you will get anything other than a.com domain
name.

Now, before you go off and start looking for one word domain names — which probably
have all been taken — you must find out the most popular “keywords’ your potential
audience will look for and then you must craft those particular words into a domain
name.
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Having a domain namerich in keywordsis critical for success online -- especially with
the search engines.

We will now look at atool you can use to determine which keywords rate the most
popular for your target audience.

NOTE: From time to time this link may go down, change or become unavailable. That's
the nature of the Internet. We have used our best efforts to keep the information up to
date... but it can change literally in an instant.

If the link goes down, wait awhile and try back later.

NOTE: You will need an active | nter net connection to use thistool aswell as other
linksin the book.

Y ou can do some truly amazing keyword research with the following link.

Thistool allows you to see actual search terms people type in and will also suggest
related words they use.

Here you can see actual counts of how many times people searched for a particular
phrase last month on Overture. Thiswill really help you compare the popul arity of
various keyword phrases.

Click here====> Qverture Keyword T ool <======

Click over and put in the most popular keyword phrase you think people would use to
search for what you sell.

One way to always have access to thistool isto sign up with Overtureto deliver
traffic to your site... atechnique we discussin a few days.

Once you enter what you think is the most popular keyword phrase, each of these sites
will return alist of related words and phrases people have searched for. This allows you
to see -- without a doubt and without guessing -- which terms rank most popular.

Here' sabrief assignment you should complete as soon as possible.

I Research which keyword combinations are most popular, then copy and paste the
50 most popular keywords into your word processor and rank them in order of
popularity. (Most popular first.)
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M Pick the top 3 to 5 keywords and combine them to make at least 5 different
domain names that would incorporate those keywords.

Here's an example:

Let’s say we're selling an ebook about selling antique cars and parts through car shows.
Our keyword research might look like this:

My first search was for “antique cars”
Overture returned these results:

16806 antique car

1578 antique car for sale

1565 antique car part

871 antique car price

699 antique car show

647 antique car values

370 antique car sale

307 antique car insurance

303 antique classic car for sale
283 antiquetoy car

272 antique pedal car

215 antique and classic car for sale

| would initially have these domains in the back of my mind —BUT | wouldn’t go buy
any domains until 1 went through Step 3 of today’ s lesson... so put your credit card away
for now :-)

antiquecarsale.com
antiquecarpartssale.com
antiquecarsalevalues.com
antiquecarsal eshowvalues.com

o~ W DN PE

antiquecarpartval ueprices.com

The actual domain name | chose would depend on what EXACTLY | was doing with
these antique cars.

Selling them? Restoring them? Selling parts? Etc.
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NOTE: It helpsif you keep all of thisinformation in aword processing file so you can
simply copy and paste to and from the document as you go along.

Set that list aside for now... we'll come back to it alittle later.

Part 3 — How Google, Yahoo, and Dmoz (the Open Directory) affect your
domain name choice

Y ahoo and Dmoz are the two most important directories where people go to search for
information on just about any subject you can imagine.

Googleis now by far the most popular search engine on the Internet.

Directories classify sites according to categories — much the same way the yellow pages
list similar businesses together — whereas search engines classify sites based on
keywords, page text, links from other sites and at least 100 other factors.

Y ahoo currently ranks as the most popular overall search directory in the world, while
Google ranks as the number one search engine.

What does this have to do with your domain name?

NOTE: Coming up #1 for a keyword search in Google or Yahoo! (or any other
sear ch engine) is different than coming up in a category search. Getting TOP
sear ch engine placement isa topic that others have written entire books about!

We giveyou linksto get moreinformation about productsthat can help you get a
high listing for a keyword search later in this ebook, but it’snot possible for usto
cover thissubject in any depth and keep the size of this book under 500-1,000
pages.

The name of your business dictates how and where you get listed in a directory
category.

Our focusin thispart of the ebook isto get good placement on the Category Listing
pages of Yahoo and DMOZ. We will give a basic overview of properly creating your
web pages for a higher probability of ranking well in Google in the next few days.
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If you want to come up high (first) in the category listings of any directory then you need
to name your business correctly.

Here's a summary of how the category ranking system works:
1. Names beginning with punctuation marks and symbols come before numbers
2. Numbers come before |etters
3. Letters show in aphabetical order

If you want to show up at the top of a category, your name probably better start with a
number or the letter “A”.

Now, go to Y ahoo and Dmoz and choose the category you want to show up in when
someone does a search.

Y ou do this ssmply by logging onto both sites, doing a search for your most popular
keyword phrase and then choose the most appropriate category that comes up on the first
page of the search resuilts.

If at all possible, you want to get into the first category that appears when you search for
your most popular keyword phrase. (The red arrows will take you to a category view)

YAHOO! search

Your Search: |antique cars Yahoo! Search ] ’”‘p—rd:é'
Y 4

Webh Imagqes Directory Yellow Pages News Products
INSIDE YAHOO!

Shopping: over 400 Antique Cars on Yahoo! Shopping
Auctions: bid on over 40 Antique Cars on Yahoo! Auctions

Categories: » Automotive = Classic Cars = Automotive Dealers > Classic, Exatic, and Sport Cars =
of America = Mare... 1

Next, click on the category link to see what type of name you’ll need in order to come up
at or near the top of the alphabetical listings.
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Automotive Dealers > Classic, Exotic, and Sport Cal
Directory = Business and Economy = Shopping and Services = Aut

Search (®) the web C}just this categaory

SPONSOR LISTINGS (What's this?)

Sponsar Your Site - want to enhance your commercial listing? Click

SITE LISTINGS
Most Popular

« Barrett-Jackson - classic car auction and exposition held annuall
« Highway One Classic Autos

« Affordahle V1P, Classics - selling classic, vintage, exotic, and sp
« Holman Moody - history and images from the past forty years of r:

« Classic Showease - selling, locating, buving and restoring classi
collectors.

« hershon's World of Cars - Founded in 1981 and specializing in a

o St Louis CarMuseurmn - collector cars an display and for sale. Qu

o P.l's AutoWorld Classic Cars

o Auto Collection - offering an extensive collection of cars for sale fr

« ParkPlace Lid. - specialize in marketing a vast array of pre-owner
Ferrari, Jaguar, etc.

Alphabetical
« 310 Motoring - customized car sales, serices, and leasing.
o Affordable Classics Inc. - sell, purchase, appraise, and locate cla
« Affordable VIR, Classics - selling classic, vintage, exotic, and sp
o Adeless Autos - sells fine antique, classic, and special interest a
« Antigue & Collectible Autos, Inc. - auto reproductions.

Does your name need to start with a number?

Doesit need to start with the letter “a”?

Do you need to try to get a punctuation mark in your name like “!” or “#'?

Let’s keep going with the “antique car” example.

When | search for “antique cars’ on Y ahoo the first relevant category that showsup is:

Business and Economy > Shopping and Services > Automotive > Classifieds > Classic Cars
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When | clicked that directory link these links appeared at the top of the al phabetical
listings.

e 1in a Million Cars - designed to help people locate rare and collectible classic cars from around the

world.

e Affordable Classics Inc. - sell, purchase, appraise, and locate classic cars.

e Alex Classics - featuring classic cars and vintage vehicles, classifieds, collectibles, spare parts, and

more.

e  All British Cars 4 Sale

e Antigue Autos Online - marketplace for antique/classic cars, trucks and parts.

e Auto Classics

e AutoX - searchable databases of classic sports cars, restoration service providers, part suppliers

and specialty car dealers.

e Bad Boyz Toyzz - liquidators and locators of classic cars and custom built motorcycles.
Specializing in street rods, original and restored antique collectors cars, and replicas.

e Cars-On-Line - classic and exotic cars for sale by owner, featuring 50s and 60s, muscle cars,
Corvettes, Mustangs, and Harley-Davidsons.

In order to come up near the top of this category | would simply name my site and my
business something like:

e 1StopAntiqueCarSale.com
e 1SourceAntiqueCarShowSale.com
e 1StopAntiqueCarShowandSale.com

Any of these names would put me toward the top of thelist... which gives me amuch

better chance of getting found and clicked once a visitor shows up to the category page.

So now — based on what you seein Y OUR category — what domain name do you think

would put you at the top of the list?

B Write out at least 5 domain names and put them in your word processing
document as possible names to register.

] Repeat the above steps of searching for your most popular keyword phrase and
clicking the first category with the Open Directory (www.dmoz.com).

Page 19

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved

www.33DaysToOnlineProfits.com


http://srd.yahoo.com/S=8804:D1/CS=8804/SS=1100858/*http://www.1inamillioncars.com/
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=95394611/*http://www.affordableclassicsinc.com/
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=81568452/*http://www.alexclassics.com/
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=789352/*http://spridget.com/buy.htm
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=2123621/*http://www.antiquecar.com
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=14981487/*http://www.autoclassics.com/
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=8817/*http://www.autox.com/
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=38992136/*http://www.badboyztoyzz.com/
http://srd.yahoo.com/S=8804:D1/CS=8804/SS=622516/*http://www.cars-on-line.com/
http://www.dmoz.com/

33 Days to Online Profits — 2004 Edition

NOTE: At thispoint you should now have a word processing document with:

e at least 50 keywords ranked in order of popularity
e your Yahoo category
e your Dmoz category

e 5 domain names that would put you at or near the top of both categories

Part 4 — Google and your domain name

Again, we need to point out that there are dozens of books and tools out there to help you
get placement in the Google search engine (thisis completely different than Google “ Ad
Words’ which we'll discuss on Day 13).

Depending on which search engine guru you listen to, having your main keywordsin
your domain name may help you show up higher in the search results in Google, but will
by no means guaranteeit.

Apparently Google does not care if your keywords are separated by hyphens (-) or not, so
the domain analysis we did for Y ahoo and Dmoz will also get you adomain with a
fighting chance to make it to the top of the Google search results (though there are many
other factors that influence your placement besides a domain name).

Here' s agraphic (next page) that shows the top search results for the search term “antique
cars’ in Google. Asyou can see, only the top one has even the word “antique” in the
domain name.

Google places more emphasis on your page’ stitle and page content, things we'll talk
about later in this book.
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Searched the web for antique cars.

=ell and Buy Classic Cars
wne Motoekotica.com  Fine Classic & Exotic Cars for sale 50+ Sport & Vintage autos available

Categories:  Shopping = Classifieds = Automotive = Classics  Eecreation = Autos = Enthusiasts = Classic

Antique Autos Cnline car truck classic car truck pars
A marketplace for Antique Classic Cars Trucks and Parts antique autos, antique
cars, classic cars, classic autos, classic trucks, antique trucks, trucks ...

waarw, antiquecar comd - Bk - Mov 8, 2003 - Cached - Similar pages

The Classic Collector Antique Car Marketplace

THE CLASSIC CAR MARKETPLACE. Welcome to the Classic Car Marketplace. We are here
for one purpose, TO HELP BRIMG CLASSIC CAR BUYERS AND SELLERS TOGETHER! ...
Description: Classic, collector and antique cars and trucks for sale.

Category: Shopping > Classifieds » Automotive > Classics

wnnw findsales.coms - 13k - Cached - Similar pages

Classic Cars - Classicizar.com
Classic Cars. Click Here. Bookmark This Page. ... Advertize Here. Classic Car Classic
Cars. Check out the best source in chassis components & kits available Onlinel ...

wannw. Classicar.comd - 3dk - Mov 8, 2003 - Cached - Similar pages

Buy and Sell your Antique Cars, Classic Cars, Street Rods, Hod ...
Buy and Sell Antique, Classic Cars, Street Rods, Hot Rods, Exatic cars,
Ferfarmance, and Special Interest Yehicles. ...

wenewy alistauto comd - 17k - Cached - Similar pages

Summary of Today’s Assignments:

1. Write out your personal objective for going online with your own business
venture — your personal and compelling “ why” !

2. Typethis“why” up and post it where you will seeit every morning when you
wake up and every evening before you go to bed.

3. Research your keyword phrases and make alist of the TOP 50 most popular.
Rank them in order of popularity.

4. Goto Yahoo and Dmoz and pick out the best category for your businessin each
one.

5. Writedown at least 5 domain names that would get you at or near the top of each
of those categories.
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6. Record all of thisinformation in aword processing document So you can access it
easily.

7. Wait until tomorrow to register your domain name because there is one more
piece of information you need in order to register it correctly.

We have two feature articles for you today:
e Thefirst will help you evaluate your current Internet skills...

The second will help you avoid one of the most common pitfalls many
new online business owners encounter.
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Feature Article 1 - Are you “E” Literate?

With so much happening at lightning speed with the Internet, e-mail, e-commerce, and
electronic information in general, a sense of “falling behind” has overtaken many people.

Though an integral part of our society, the sheer magnitude of all this new information
technology has many people feeling overwhelmed, frustrated and ready to give up.

It's afact the majority of people don’t know what it takes to survive and thrivein the “e-
world” of the new millennium.

Thefirst step to “making it” in the electronic age: Become totally familiar with the basic
tools and information distribution equipment of the times.

Step two towards becoming an Electronically Literate Person (ELP) means accepting that
the e-world landscape will continue to change at a rapid pace and whining about it won't
help.

The final step in attaining EL P status revolves around obtaining certain basic skillswhich
enable you to flourish on this ever-changing electronic landscape.

ELP s concern themselves with four areas in gauging their level of literacy and
proficiency in theworld of “€".

All EL P’ s possess the following skills:

Personal Computer skills-
1. Useacomputer keyboard and mouse
2. Install and upgrade software
Maintain and update anti-virus software

Familiarity with scanners, digital cameras, printers, speakers, and cd-rom’s

o >~ W

Save documents, pictures and other data filesto disk or writeable cd-rom

6. Creating basic documentsin aword processor and html editor such as Front Page
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Internet Skills-

1.

2.

Basic surfing and navigation using a web browser
Use Search engines and proper search techniques
Download programs, pictures, and other files
Print web pages

Upload html pages to the Internet using ftp

E-mail skills-

4.

Compose, send, receive, organize, save, and print e-mail messages
Send, receive, and open attachments safely
Set up and maintain an e-mail program

Manage contacts in the address book

Keep up with changes-

1.
2.

3.

Read about new tools and applications
Learn new skills, take classes

Use and improve skills daily

How do you rate as an ELP?

These represent the basic skills anyone who wants to succeed in business, let alone start
an online business, must possess.

Sour ce: www.TheNetReporter.com - the Web’s#1 source for Online News
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Feature Article #2 — Beware the Online “Bizz-Op”

Anyone with alick of entrepreneurial spirit and a brand new home computer has
wondered at least once how to put both to work on the Internet making money.

The online world beckons more than ever with the promise of instant riches for the next
“million-dollar” idea.

For those who can’t think up their own product or service to sell online, thousands of
business opportunities tout themselves as the path to online riches.

To cash in and get your piece of the pie, they explain, al any self-motivated, self-starter
needs to do is hand over a couple of hundred dollars and they will instantly find
themselvesin a“proven, turn-key” business on the World Wide Web.

Many online business opportunity sellers, “bizz-oppers’ for short, fail to mention that the
real money for them lies in getting people to sign up for the opportunity itself.

These bizz-oppers have multiplied like fleas on a stray dog, and can open and close shop
online faster than a con man with a card table at the local swap meet.

Though many online opportunities seem legitimate, many represent little more than ideas
-- which might work if you devoted every waking moment to working them.

If you want to use your computer to make money from home, asking the following
guestions should help you actually choose a business opportunity with a fighting chance
of success.

Though some of these questions may seem a bit abrasive, we' re tired of seeing people get
ripped off.

1. What isthe business' star get audience?
Redlistically, how many people can and will actually buy the product or service?

2. Why do they need you? Why don’t they just do it themselvesand keep all the
money? (This usually exposes businesses only interested in signing people up.)

3. Istherea sign-up fee? If so, what does the fee buy you?

e Technical support?

Page 25

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com



33 Days to Online Profits — 2004 Edition

e Marketing materials?
e A website address?

4. 1f the businessinvolves using their website, can you modify the site or isit static?

Y ou won't benefit much from a site that 1ooks like a thousand othersif you plan on using
the search engines to promote it. Most of these sites are templates that rarely contain even
the minimum elements to make it appealing to the search engines.

5. How do they track your customers as opposed to another affiliate or distributor?

Sites that use cookies to track visitors and commissions only work as long as the
customer retains the cookie on their computer.

6. Will the company solicit your customer for other productsand services?
If so, will they pay you a commission on additional purchases?
Not doing so isn’t necessarily bad... since most affiliate programs work this way.

But if you have to pay hundreds of dollarsto sign up for an “opportunity” and the
company still owns the customers (who you found) and will make thousands of dollars
from them on the back end while leaving you out in the cold... go find another
opportunity!

Use common sense when investing in an online business opportunity.

Don’'t come across with any money until you’' ve had a chance to talk with at least ten
people who have bought into the opportunity, as well as ten people who were unhappy
with it and quit.

If the opportunity promoters won't give you names of both happy and unhappy clients
you need to keep looking.

Sour ce: www.TheNetReporter.com - the Web’s#1 source for Online News
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Today’s Resour ces:

Domain Registration Services

Dotster — offers excellent domain name registration services at discount prices!
Domains Bot — Search for live expired, expiring soon and “on hold” domains.

Y ahoo! lists just about every place under the sun to register adomain name!

Click hereto go directly to the proper category on Y ahoo!

Keyword Research

Ad Words Analyzer — EXCELLENT tool for researching keywords and organizing your

results based on Overture and Google Ad Words campaigns, cost and more. We use this
tool daily to research.

Good K eywords (FREE) — small, effective PC software that enables you to quickly
perform keyword research and save the results to text files and spreadsheets.

Getting the Right Mindset!

“5 Stepsto Getting Anything You Want!” - "Discover The Incredible 5-Step Goal
Achievement System That Gives You A
Positively Unfair Advantage In Business...
andinLife!"

By the way - This resource has nothing to do with Internet marketing but yet it could be
one of the absolute secret weapons you need on your journey. Y ou'll discover the
unstoppable mindset to et you achieve anything you want!
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Day 2 (Tuesday) -
Physically setting up shop online.

L esson Objective:

To set up the necessary physical elements for operating a profitable online business.

Skills Needed:
e Basic Surfing
e Basic Email
e BasicHTML
e BasicFTP

e Basic Word Processing

Today’s L esson:

NOTE: We have a very busy day ahead of us-- so let’s not waste any time.
In today’ s lesson you will:

e Register your domain name.

Set up a hosting account for your website.

0 Make sure you have awebsite statistics program set up so you can
measure your traffic and other “critical numbers’.

e Purchase an “ Auto-responder” automatic email follow-up tool.

e Signup for acredit card merchant account or find an alternative means to accept
online credit card payments from customers.

e Unlessyou will sell only one or two items delivered electronically, you will need
a shopping cart.

e Finaly, you will need to set up an affiliate program so you can solicit other
website owners to sell your product or service in exchange for acommission.
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Part 1 — Registering Your Domain Name

Registering a domain name has gotten very easy over the last few years.

When | bought my first domain about 4 years ago, it cost $70 to register adomain and
most hosting services tacked another $25 to $50 on top of that!

The process of registering adomain is simply a matter of knowing the name you want to
register (remember all the research we did yesterday), filling out an online form and
paying with your credit card.

In fact, most hosting services now make it even easier by alowing you to register your
domain name as part of the hosting sign up process.

Y ou register your domain name with a“registrar” who then keeps your record so when
people type in your domain name they find your site.

You typicaly buy your registration for 1-10 years depending on the registrar and how
much you want to pay up front for the domain.

One CRITICAL note about your domain name and Y ahoo! — Remember yesterday
when we looked at Y ahoo and saw they list their sites by the company name?

WEell one of the ways that Y ahoo checks to see if that really is your company name (you
didn’t really expect they would just believe your business started with an “!” symbol did
you?) is by going to the registrar of your domain name to see who has registered it —
typically called the “registrant”.

Example: Let’s keep going with the antique cars.
| decided to name my domain and my business 1StopAntiqueCarSales.com.

When | register that domain | will put 1Stop Antique Car Sales as the name of the
businessin the registrant section of the domain sign up.

That way, if the Y ahoo category editor does check the domain name registrar, they will
see that the name of the business matches the domain name.

Y ahoo explains al of thisto you and | highly suggest you click here for more
information: http://docs.yahoo.com/info/suggest/
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One more Tip: Based on information obtained from our own results and advice from
recognized experts, right now, it really appears optional whether or not you should
separate your domain name’ s keywords with a hyphen (-) in order to increase the chances
of scoring well. You can either do it or not... it doesn’'t appear to make any difference,
though it may be useful in order to get adomain that worksiif the first one you want is
already taken.

Based on this information, the following domain names would work for the above
example:

1StopAntiqueCarSales.com
1StopAntique-CarSales.com
1Stop-AntiqueCar-Sales.com
1Stop-Antique-Car-Sales.com

So now it’ s time to register your domain name.

Here are some domain name registrars we know provide reliable service at afair price.

] Sign up for your domain name now.

Domain Registration Services
Dotster — offers excellent domain name registration services at discount prices!

Domains Bot — Search for live expired, expiring soon and “on hold” domains.

Part 2 — Setting up a web hosting service

When | launched my first website way back in the “dark ages’ of 1997 | was paying
almost $150 a month in hosting and data transfer charges.

That’ sright — a hundred and fifty bucks a month!

My web host watched how many files | uploaded like a hawk and took fiendish glee in
sending me large invoices every single month.
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Fortunately al that has changed for the better!
Many hosting services don’t charge “an arm and aleg” for hosting your site.

Y ou can host your site for $10-50 per month depending on how much space you need and
how much bandwidth (data transfer) you plan to use.

Here are some important things to consider when you evaluate any hosting service:

Server space
Y ou will need enough server space to host your site. Most basic websites only need about
one to two megabytes of web space for the entire site.

However, make sure you get at least 5 megabytes of space so you can expand without
worry.

Bandwidth
Bandwidth is the amount of data transfer you get with the account.

Most hosting services now talk in terms of “gigabytes’. A gigabyte is 1000 megabytes of
data transfer.

Here' swhat thismeansin real people terms:
Bandwidth is the amount of data transferred to visitors as they view your web site.

Y our web hosting service includes a certain amount of data traffic with your package,
and fact is most web sites use far less than the allotted amount.

For example, let’s say you have aweb page 40 kilobytes in size (including graphics)
going over the net.

Y our hosting account allows you a 4000 MB (4 gigabyte).
This allowance equates to about 100,000 visitors downloading that particular page!!
Thissounds like alot — but let’ stake it one step further.

Most hosting services have in their fine print a restriction on how much bandwidth you
can use at any time.
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Let’s say you have an ebook that is 500kb in size and 10 people tried to download it at
the same time... that would most likely cause a“bargain” hosting company’s server to
“throttle” your bandwidth.

This means your service will slow way down during that peak usage period.
The moral of the story —a*“bargain” doesn’t always mean a bargain.

If you plan to sell alot of ebooks or other electronic products, make sure the hosting
company you hire can handle the load and is flexible enough not to shut you down right
in the middle of a peak usage period.

CGI scripts
The hosting company you hire must let you run cgi or perl scripts on your account. Most
do, but make sure before you sign up.

Cgi scripts run many of the interactive elements on your website, including: contact
forms, affiliate programs, shopping carts, click tracking, and more.

Website “ stats”
Many hosting services provide you with a website statistics (stats) program. Make it
provides you with the following information:

e Unique Visitors—how many individual people have come to your website within
a specific period of time.

o Referrers—where do your website visitors come from? If they come from a
search engine, what keywords are they using to find your site? Any worthwhile
stats program includes this information.

e Page views—total page views gives you snapshot of the overall activity on your
website.

One note about “hits” —the term “hits’ gets thrown around pretty loosely online and
nobody knows exactly what it means.

“My website getsalot of hits.” is about the most usel ess statement you could make!

Hits can entail everything from page views to individual files loading on your site. One
page could be responsible for 10 “hits’!
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Y our main concern in monitoring your website stats is how many unique visitors are
coming to your site. In other words - How many people are showing up who can buy
from youl!

] Sign up for your hosting account now!

“Bargain” Hosting: Under $10 a month

Your_Site - Offers acomprehensive hosting service for $5 a month.
Mid-Level Hosting

All Net Web Design And Hosting — Offers a special deal to “33 Days’ purchasers —well
worth checking out. Personalized service and very responsive.

More “Robust” Hosting: $25 a month

Host 4 Profit — Offersa high quality, high speed hosting service at an incredible
price! Includes:
~ 300 M B of web space
~10 GB of Datatransfer (That’'saLOT!)
~ Unlimited autoresponders
~Website stats
~NOTE: Each additional hosting account you set up isonly
$5amonth... it'sagreat deal!

If your hosting service doesn’t provide you with a good stats program then you will need
to set one up.

M Here are some options for setting up a stats program on your website.

Web Trends Live- Very comprehensive website stats program — monthly fee.

A W Stats— basic online stats service — freel

With the advent of really inexpensive and reliable web hosting nobody has avalid excuse
for not getting their own website to promote their product, ebook or business.
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Part 3 — Selecting and using an Autoresponder automatic follow up tool

What The Heck is an Email Autoresponder?

Email autoresponders work like a fax-on-demand system.

Maybe you'’ ve seen the systems where you call from your fax machine and dial a certain
code and you' Il get back a document in your fax machine?

WEell, an email autoresponder works the same way.
If you send an email to an autoresponder address you' |l get back a prewritten message.
Using A Sequential Email Autoresponder in your business

Until just recently, you could only do a one-time autoresponder with one message coming
back.

But now you can set up awhole sequence of autoresponder messages going out on any
day you choose.

For example:
e Message #1 might go out immediately
e Message #2 goes out 2 days later
e Message #3 goes out on day 5
e Day 8 comes another message, €tc, etc.

Do you see the real beauty of thiswhole thing yet?

The best part about it - everything gets done automatically for you because it’ s triggered
when a prospect submits their email address.

So that means you can simply set up your system once and it keeps working over and
over again like atireless money-making robot making sure no prospect ever slips through
the cracks.
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Because the vast majority of your customers WILL NOT buy on the first visit to your
site, it’s critical that you have an automated way to follow up with them several times to
entice them back to your site to make a purchase.

Sequential autoresponders give you that * automated* follow up without the tedious
headache of having to do it yourself manually.

Tom Kulzer of smart autoresponder provider AWeber Systems once wrote:
"Consistent follow-up gets results."

“Turbo-charge’ your autoresponder with these*TOP 5” Tips:

1. Make“time sensitive” offersin your email follow up. Get your prospectsto feel a
sense of urgency that “this offer won't last forever”.

2. Reinforce that urgency with your follow up mailings. One technique isto have a
“countdown” of days remaining as each email arrives.

3. Build extraincentives into each follow up mailing until the prospect just “can’t
take it anymore” and has to buy from you. These “Bonuses’ or incentives could
include:

a. Free Reports

b. Free ebooks

c. Freeware programs

d. Mini-Courses delivered via email

4. When using bonuses — don’t forget to remove clients from that particular
autoresponder follow up as they become aclient! Y ou want to avoid any

confusion or extra, unnecessary emails to that new client.

5. Includea“survey” as part of your autoresponder sequence. Use feedback from
your subscribers to help make your autoresponder results even better.

a. What do they like about your autoresponder?
b. What do they hate about it?

c. What other information do they want?
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Suggestionsfor Putting Your Autoresponder To Work

Here are afew of the best ways to put a series of autoresponders to work for your site:

1.

Follow up with prospects who download an excerpt from your product or sign-up
for atrial service.

- Encourage them to come back to your site for more information or to make their
first (or repeat) purchase.

Multi-part training courses.

- Teach people about a single part of the overall “picture” you are trying to sell
them. Demonstrate your knowledge by giving them something of value and you

will get valuein return (their money).

A good example is giving away the first chapter of your ebook free to entice
people to buy the whole thing.

Thistechniqueis actually auniversal principa - Tell people what they need to
do and then sell them howto doiit.

Persuading hesitant prospects to become ecstatic buyers.

- Gently remind visitors why they came to your site in the first place and then give
them reasons to return

Deliver specia reports that prove your company’ s worth.

- You already probably have (or can gain access to) information or articles that
would make an excellent “ Special Report” that proves you are an expert in your
field.

Provide an “evergreen” newsletter to prospects to maintain contact.

- Take elements of your business that never change and turn them into atimeless

newsletter. This means you teach people principles that never go out of date or
style.
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6. Automatically follow-up with buyersto sell them even more and make sure they
stay happy!

- It'smuch easier to sell an existing customer than it isto find a new one! Don’t
make the mistake of |etting a one-time customer stay a one-time customer. Follow
up with your buyers to make sure they have what they need and always look for
new products you can sell them based on their interests.

Just think about how niceit will beto automatically and consistently follow up with
customersto increase sales!

Hereisalist of autoresponders we feel comfortable recommending to you.

M Research these companies and sign up for your own sequential autoresponder
system today.

AWeber — Highly Recommended! Very reliable autoresponder system used by many
of the web’ stop marketers.

Get Response — Recommended! Thisisthe system we use (along with alot of other top
online marketers). Lots of great features, easy to use, reliable — what else can you say?
Thisisagreat tool that will help you make money!

Auto Response Plus— A stand alone autor esponder system that eliminates the need to
pay monthly fees (other than website hosting). Does require some professional help to set
up on your hosting service but may be worth a serious |ook.

1 Shopping Cart — Fully integrated system of shopping cart, autoresponder, ad tracker,
credit card processor and more!

Part 4 — Merchant Accounts

A merchant account can represent one of the largest expenses in setting up your online
business.

But you can accept credit cards online without “breaking the bank”.

Since over 90% of all transactions on the Internet involve using a credit card, your
business will ultimately fail if you don’t allow your online customersto use “plastic”.
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The problem for most small businesses and “ micro-preneurs’ involves the (sometimes)
high cost of setting up and maintaining a credit card merchant account.

Fortunately, afew companies have responded to this problem with unique solutions
enabling online merchants to accept credit cards without going broke in the process.

Onein particular may be of specia interest if you are selling information products such
as ebooks or software your customers download directly from the Internet...

ClickBank

For a $50 one-time fee ClickBank enables online ebook, software and other electronically
delivered product and service sellers to not only accept credit cards, but provide instant
delivery aswell.

ClickBank allows any merchant to accept virtually every major credit card in the world.

The online merchant simply adds a purchase link to their site, the customer clicks the
link, fillsin their payment information and the credit card gets authorized on the spot.

Once the card gets approved, ClickBank redirects the buyer to a page on the merchant’s
site that enables them to download the ebook, software, or other product they have just
purchased.

The buyer gets an email receipt from ClickBank with the details of the transaction.

The seller also gets an email from ClickBank letting them know a transaction has taken
place along with the buyer’ s name, email address, state, and country.

ClickBank mails checks every two weeks for sales made through your account, minus a
$1 fee and 7.5% of each transaction.

ClickBank also charges a $2.50 fee for each check they send out, but sellers can pick the
minimum amount they want to make before a check gets issued.

ClickBank also makesit easy to recruit and pay othersto help sell your products through
your own affiliate program.

ClickBank provides the toolsfor setting up affiliate links, tracking sales and takes care of
paying your affiliates every two weeks.
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Overall ClickBank represents and excellent aternative for anyone who wants to test their
hand at selling online information without spending hundreds of dollars on credit card
processing for a product that may or may not sell.

ClickBank does, however, have some drawbacks:

1. They take arelatively hefty chunk out of your pocket compared to more
traditional credit card merchant accounts.

2. You have to wait about a month to get paid on your transactions because of the
way their accounting system is set up.

3. You cannot sell anything but electronic products and services — no physically
delivered products allowed.

4. The ClickBank system is“bare-bones’ -- with no built-in autoresponders or
follow-up mechanisms of any kind. Y ou get the purchaser’ s name and email
address and that’ s about all.

If you will sell anything other than electronic products or services, or if you want
something more robust than the ClickBank system, then you’ Il need to get amore
traditional merchant account.

Here are some things to consider when looking at a merchant account and comparing
providers.

e Do they allow Internet sales? Many credit card processors still don’'t allow
merchants to process Internet sales -- so you' re wasting your time trying to sign
up with them.

e How much do they charge up front in application fees? Many companies reselling
credit card services charge outrageous application fees -- so make sure you
compare costs!

e What monthly minimum charges apply? Whether you sell anything or not the
processing company will charge you a monthly fee.

e How long must you commit to their service? Some services make you sign up for
3 or 4 years.

e Do you have to buy any equipment? Equipment is another profit center for credit

card processing companies, especially the ones that make you lease software
programs or “terminals’ for $50 a month.
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e Do you get a“virtua termina” where you can manually process transactions you
get over the phone or through the mail? Y ou don’t want to have to buy expensive
equipment used to “swipe” cards.,

e How much do they charge asa“real-time” gateway fee?

0 NOTE: A real-time gateway allows you to tie your credit card processing
in with your delivery system / shopping cart.

0 Thisenablesyou to process people's credit cards in “real-time” online...
without you having to input the numbers or swipe a card through a
machine.

0 Also, you must make sure that the credit card processor you choose works
with the delivery system / shopping cart you choose.

Here'salist of Merchant Account Providers you should check out. Many of them offer
additional servicesthat can save you alot of time and money.

B Check out these credit card processing companies now to compar e services
and pricing.

ClickBank — very good service for those just starting out selling information and
electronic products online.

Electronic Transfer — Internet-friendly credit card processing company. Can help even
if you have been declined elsawhere.

Marketer's Choice Credit Cards— Integrates real time credit card processing and
shopping cart along with many additional features.

Part 5 — Setting up a shopping cart

Setting up shop on the Internet invol ves more than slapping together awebsite and
submitting your pages to the search engines.

Statistics tell us that over half of all cyber-shoppers never compl ete the purchase cycle
started in online shopping carts.
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The shopping cart that displays your wares in cyberspace can mean the difference
between success and failure as consumers take that leap of faith and submit their credit
card information over the web.

All shopping cart software should enable consumers to select items and send payment
information over the Internet; however, individual cart packages vary significantly
between providers.

Some shopping carts require the merchant to obtain their own secure server, while others
allow the shop owner to fill out aform through their web browser, upload product
pictures, and set up afunctional storein a matter of minutes.

Shopping cart solutions range from software packages costing thousands of dollarsin up-
front and monthly charges to free online carts that capture credit card payments and even
send e-mail notification each time anew order arrives.

For most new merchants, credit card payment and processing create the most confusion
regarding shopping carts.

Processing orders online not only requires a secure shopping cart, but a merchant account
with abank or credit card processing company as well.

The secure shopping cart enables the shop owner to accept payment information for
goods and services purchased online while the merchant account and real time payment
gateway enables them to actually process the customers’ payment.

Beyond the basic “ secure-server” and “check out” features, many shopping carts provide
other services, including:

e payment processing

e sophisticated accounting and financial reporting
e customer tracking

e order tracking

e inventory control

e and much morel!

Surprisingly, any business with less than a dozen items for sale will find a number of
low-cost shopping carts (some with very sophisticated capabilities) available on the web.
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Unless you plan to take a course in website programming, a shopping cart created and
maintained through a web browser-based interface represents the best solution for the
vast majority for businesses large or small.

By logging onto the Internet, you can set up a store, download orders, and perform many
accounting and reporting functions right in the web browser.

Any carts requiring significant programming, software installation and extensive HTML
knowledge rarely warrant the extra effort.

Get excited! Here are some carts known for their user-friendly setup and powerful,
reliable features.

B Check out these shopping carts, make a decision as to which one will meet your
needs, sign up for it.

ClickBank — excellent and simple way to go if you only have a handful of information
“€” only productsto sell.

Marketer’s Choice Shopping Cart — Integrates real time credit card processing and
shopping cart along with many additional features.

Part 6 - Affiliate Programs

Affiliate programs (also known as reseller programs, associate programs, etc.) are an
opportunity for you to get dozens, hundreds, even thousands of web sites all driving
traffic to your site and making sales for you...

And the best part isyou don’t pay until they make the sale!

Amazon.com was one of the first companies to build an affiliate program and right now
they’ ve got approximately 150,000 affiliates working for them, just sending them visitors
and customers. Their affiliates get paid every time someone clicks on their link and buys
abook.

There are two ways you can start your own affiliate program.

The first way isto have a service bureau take care of nearly everything for you.
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They’ll handle recruiting (to an extent) and administrative functions like sending out
checks, tracking, reporting, etc. But normally, you' [l pay a much higher percentage than
if you did it yourself (which is the second way)

A good example of a service bureau is Commission Junction.

If you don’t think you can handle some of the administrative tasks of running a program
in-house then you should consider outsourcing.

Hereisadescription of the “ideal” affiliate program.

Keep in mind however, that thisis the “ sports car” model and your budget may require
you to start small and build.

Important Features Your Affiliate Software Should Contain:

Real time stats for affiliates to check their sales and their commissions without
any interaction from you.

Ability to export affiliate information into files for easy payment and
administrative work... unless you have hired a bureau to do it for you.

The ability to credit affiliates for the sale months or even years later if their
referred visitor buys

Can it handle a 2-Tier program? This means your affiliate program pays your
affiliates not only on their sales, but on the sales of affiliates they introduce to
youl.

Can it work on multiple web sites? Can you use the same affiliate program for
different products you sell or do you have to buy a new license every time you
start a new business or site?

Can you pay different commissions to different affiliates? You' [l want to reward
your “heavy hitters” with higher commissions and you need to have that
flexibility on a case-by-case basis.

How simpleisit to get software support? Do you have a 1-800 number to call or
do you have to rely solely on the “help” file?
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e Isinstalation and integration provided? Do you haveto install it yourself, and if
S0 — how hard isit?

e Ability to email all affiliates announcements. Y ou should have the ability to send
broadcast and individual announcements to your affiliates to motivate, retain and
get them going.

e Ability to automatically add affiliates and give referral ID#s. Y our system must
allow affiliates to “serve themselves’ in the sign-up process. Y ou won't have time
to sign up each individual once your business gets going.

e Email notification of salesfor affiliates. Nothing motivates an affiliate more than
receiving an email notification they’ ve made a sale and commission check is
coming!

e Full integration with your shopping cart/order processing system. Y ou shouldn’t
manually track sales against your cart transactions and affiliate roster. What a
nightmare! Y our processing should automatically track product sales/ returns and
automatically adjust your affiliate commissions accordingly.

Other notes and tips on Affiliate Programs:

- Giveyour affiliates proven tools they can useto sell your products, including:
o Proven Sales Lettersthat sell realy well;
o Endorsement letters they can send to their email lists;
o Bannersthey can put on their sites;
o Ezinearticlesthey canrun;
o Ezineadsthat pull buyers.

Don't ask your affiliates to do anything you haven’t already done yourself when it
comes to running ads, using website copy or emailing their existing customers.
Nothing destroys your affiliate network faster than telling affiliates something
will work... and they find out it doesn’t!

Stay in touch with your affiliates... they will sell the products freshest in their
minds.

Pay your affiliates well and give them high commissions — the higher the better
because, after all issaid and done, they're doing it for the money!
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Never take anything away. Once you offer affiliates something you can’'t take it
back... thisincludes reducing commissions or not paying on time.

M it you know you will need an affiliate program, here are some excellent packages

to check out:

Syner gyx —combines digital delivery, shopping cart and “bullet-proof” affiliate program.
We just recently upgraded to this software.

1 Shopping Cart— Integrated affiliate program makes this shopping cart “must look” if

you want to really want to automate your business.

AssocTrac — One of the web’s most powerful and popular affiliate program software
packages. Used by many of the Internet’s most successful marketers.

ClickBank —Has a very simple affiliate program you can use if you are selling
information or electronic products.

Summary of Today’s Assignments:

1.

2.

Register your domain name.

Set up a hosting account for your website.

(Make sure you have a website statistics program set up so you can measure your
unique visitor counts and other “critical numbers’).

Purchase an “ Auto-responder” automatic email follow-up tool.

Sign up for acredit card merchant account or find an aternative means to accept
credit card payments from people online.

Unless you are selling one or two items you deliver electronically, you will need
to sign up for a shopping cart.

Finally, if your shopping cart or other delivery method doesn’t have an affiliate
program built in, you will need to set up an affiliate program so you can solicit
other website ownersto sell your product(s) or service(s).
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Today’s Resour ces:
Domain Registration Services
Dotster — offers excellent domain name registration services at discount prices!

Domains Bot — Search for live expired, expiring soon and “onhold” domains.

Web Hosting Services

Your_Site - Offers a comprehensive hosting service for $5 a month.

All Net Web Design And Hosting — Offers a specia deal to “33 Days’ purchasers — well
worth checking out. Personalized service and very responsive.

Host 4 Profit — Offersa high quality, high speed hosting service at an incredible
price!

Website Stats

Web Trends Live - Very comprehensive website stats program starting at $25 per
month.

Email AutoResponders

A Weber —Highly Recommended! Autoresponder system used by many of the web’'s
top marketers.

Get Response —Thisisthe system alot of other top online marketers use. Thisis agreat
tool that will make you money!

Auto Response Plus— A stand alone autor esponder system that eliminates the need to
pay monthly fees (except web hosting). Does require some professional help to set up on
your hosting service, but may be worth a hard look.

Marketer’s Choice — Fully integrated system of shopping cart, autoresponder, ad
tracker, credit card processor and more!
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Merchant Accounts

ClickBank — very good service for those just starting out selling information and
electronic products online.

Electronic Transfer — Internet-friendly credit card processing company. Can help even
if you have been declined elsewhere.

Marketer’s Choice Credit Cards— Integrates real time credit card processing and
shopping cart along with many additional features.

Shopping carts

Marketer’s Choice Shopping Cart — Integrates real time credit card processing and
shopping cart along with many additional features.

Affiliate Programs

Synergyx —combines digital delivery, shopping cart and “bullet-proof” affiliate program.
We just recently upgraded to this software.

Marketer’s Choice — Integrated affiliate program makes this shopping cart “must look”
if you want to really want to automate your business.

AssocT rac — One of the web’s most powerful and popular affiliate program software
packages. Used by many of the Internet’s most successful marketers.

ClickBank —Has a very simple affiliate program you can use if you are selling
information or electronic products.

Page 47

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com


http://www.33daystoonlineprofits.com/clickbank.html
http://www.33daystoonlineprofits.com/etransfer.html
http://www.33daystoonlineprofits.com/1shopcc.html
http://www.33daystoonlineprofits.com/1shop.html
http://www.33daystoonlineprofits.com/synergyx.html
http://www.33daystoonlineprofits.com/1shop.html
http://www.33daystoonlineprofits.com/assoctrac.html
http://www.33daystoonlineprofits.com/clickbank.html

33 Days to Online Profits — 2004 Edition

“Budget Cruncher”!

The* Budget Cruncher” sections highlight products and services
for people who just don’t have very much money to work with.
Keep in mind that these services usually come with the bare
minimum you need. and may not have the capacity to handle much
business.

Website Hosting

Y ou can buy a domain name and get ayear’ s worth of hosting from www.doteasy.com
for $25 ayear or www.name2host.com for $15-35 ayear. Though it may sound like a
great deal, they don’'t give you awhole lot of bandwidth, you don’'t get cgi-bins (without
paying extra) or much of anything else. It’s about as bare-boned as you can get!

Website Stats

A W Stats — basic online stats service — freel
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Day 3 (Wednesday) -
Site building begins

L esson Objective:

To design your site on paper and begin the process of setting it up online.

Skills Needed:
e Basic Surfing
e Basic Email
e Basic/ Intermediate HTML
e BasicFTP
e Basic Word Processing

Today’s L esson:

NOTE: You will have to decide whether to build your site yourself or hire someone to do
it for you.

If you know how to do the following then you should have the skillsto do it yourself:

e Create basic html pages and basic graphics, including
0 Inserting text
o0 Creating and modifying basic graphics and clipart
0 Inserting graphics
0 Creating basic links between pages and to other sites

e FTPfilesto awebsite

If you don’t know how to do these things then check out the site listed below for alist of
services and people who can build it for you.

NOTE - Make sure you ask about:
e Professional References—talk to at least 5 people who have hired them.
e Look at samples of their work to make sure they can deliver what you want.
e Ask about guarantees on their work.

e Get everything in writing before you hand over any money.
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el ance — offers awide range of services provided by professionals all over the world.
You post your project for free and people bid to do thejob. Thisisavery popular and
innovative service that can help you find professionals to do everything from web design,
search engine placement, graphic and logo design and more!

Also, here is alist of places you can go to learn how to do it yourself.

e A Beginner's Guide to HTML from the National Center for Supercomputing
Applications

e HTML Quick Reference from The University of Kansas

e HyperText Mark-up L anguage from W3C

e Matts CGI Script Archive

Freeware and shareware

Shareware.com
Download.com
WSFTP
Netscape Browser
| nternet Explorer

Part 1 — Creating your site in simple, step-by-step fashion

The first step in designing your site doesn’t involve the computer at all! Surprisingly,
designing your site begins with laying out the structure on paper using a simple diagram.

We've used everything from bar napkins and shopping bags to envelopes... but it’s bets
if you use aflow chart.

Create asimple flow chart of how the site looks, similar to this (next page):
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FPo
Home, b

AVOID the mistake most people make -- which istrying to create a huge site just to
impress their friends!

Most sites only need 4-6 pages.
Those include:

1. Main “home” page with product information and offering along with alink to
shopping cart or secure order form. This page is usually a sales letter type format.

2. “About Us’ page that explains who you are and how that relates to what you sell.

3. “Contact Us’ page that details how to get in touch with you via phone, fax,
email, and “snail” mail.

4. “Affiliate Program” page or “Make Money” page with information about how
to sign up for your affiliate program.

Keep your site simple, to the point, and lead people to making a purchase decision about
your product.
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M sToP! Right now, pull out a piece of paper and sketch out the organization of
your site. Get a clear picture of how your site will flow.

I Make anote on each page about what information you will include on that page.

Part 2 — Understand how Yahoo looks at your site

We will spend more time on submitting to Y ahoo on Day 12, however you need to
understand the basics about Y ahoo now as you build your site over the next few days.

Y ahoo cares about two things when it comes to listing your site:
1. That you pay the fee for them to review your site -- and --
2. That your site does what you say it does and no less (and no more).

By organizing your site as we have outlined above you will show the category editor two
things:

e You will show (and hopefully convince) them that the business name you are
trying to get listed is actually your “real” business name -- thisis especidly if itis
obvious that name will rocket you to the top of the category list.

e Youwill guide the Y ahoo category editor to list your site how you want, because
you won't include any extraneous information on your site which distracts them.

Tipson building your site so the Yahoo category editor will accept it:

e Make sure your business name, domain name and the domain registrant name all
match. Y ahoo watches for people trying to exploit the system... especially those
sites they see will shoot to the top of a popular category.

e Stick to arelevant theme and don't stray fromiit. If you sell cabletv de-
scramblers... don't muddy the mix by trying to sell satellite dishes. ONLY talk
about and sell de-scramblers on your site.

e Don’'t submit asite with lots of linksto external information on other sites. Y ou
must have good information on your site or Y ahoo will most likely reject you.
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e Don't sell any other people’s products as an affiliate... Yahoo will reject you as
having “duplicate content”. Y ahoo must perceive that you are selling your own
products or services or they will most likely reject your site.

NOTE: You can aways add affiliate links later... just don’t do it until after you
get your site accepted.

The process and details of manipulating the search engines and Y ahoo fills entire books
and informational programs!

If you want to come up at the top of the pile when someone searches for your product...
or if you are particularly interested in learning how to use Y ahoo and the search engines
to get traffic to your site, check out these additional resources:

Web Position Gold —Web position helps you track your positions on the major search
engines so you can improve them. Excellent product for tracking how you rank.

Sear ch Engine Forums — This forum contain awealth of information about the search
engines and membership isfree.

Sear ch Engine News — publishers of “The UnFair Advantage Book on Winning The
Search Engine Wars” Many people consider thisthe guideto learning how to
manipulate the search engines and get top placement.

Part 3 — Define your “look and feel”

Here you will decide the style and layout of your site’s pages.

Take apiece of paper and sketch out what each page will look like.

Ask yourself:

What colors will you use?

What type styles will you use?

Where will you position your text and graphics?

(Check out today’ s featured article for the “ 10 Commandments’ of Web design.)
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Headling

Some elements you should consider
including on every page:
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1. A “header” at the top of every page

— usually one that reinforces the
name and identity of the company.

. A “footer” at the bottom of every

page that includes the business
name, email address, and phone
number. Y ou should probably leave
off your mailing address to avoid
having a 'Y ahoo category editor
classify you as alocal business.

. Have buttons or text links to all the

pages on the left side or top of the
page so people can get to any page
on the site no matter where they are
currently.

4. Keep thetotal page file sizes low to speed up download times and reduce visitor

frustration.

5. Keep consistent fonts and type styles throughout the site — don’t switch from page

to page.

] Now, take out some additional sheets of paper and sketch out a basic design for

each page on your site.

Part 4 - Using templates to shortcut the process

Just getting started on the web?

Need alittle help getting that site off the ground?

Go to any one of these sites

e 123 Web Templates and More— Offers over 200+ professional website

templates, all available for one low price.
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e Dollar Templates— offerslow cost, high quality web templates.

e Templatesfor you —wide assortment of templates available for immediate
download.

e Template Search and Best Templates either have, or can help you find, free web
page templates.

Y ou can find pre-done websites that ook like you actually spent alot of money to have
them created!

Just download atemplate, fill in the text and you have a ready-made site.

If you have the most basic web publishing and graphic skills you can use these templates
to get your website up and running quickly.

If you have amodest level of skill you can even modify the graphics to give your site a
totally customized look.

] Now, download atemplate or create a“template’ page for your site so you can
plug in the website content you will develop over the next few days.

When you’ re done you should have a completed “template” page that just needs
the website text.

Part 5 - Using Popup windows

Popup windows probably rate as the most hotly debated marketing topic online.
Some people love popup windows while they drive other people to the verge of insanity.
Nobody stays neutral on this subject!

One thing you can’t deny — popup windows really work when it comes to building up a
list of subscribers from scratch or expanding your existing list.

Popup windows have three main uses:

1. Getting peopleto sign up for amailing or “newsletter” list.
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2. Getting peopleto sign up for a“mine-course” where you ‘teach’ them more
information about your product or service -- which should make them want to buy
your product.

3. Redirecting traffic from one site to another so you squeeze maximum value from
your visitors.

Currently, building up your own in-house mailing list probably rates the best use for
popup windows.

Chances are you found out about this book as a result of alist you subscribe to — whether
our list or someone else’s.

FACT! If you want to break into the big bucks online you must develop your own list!
Y our own list creates aready market for existing and new products as you develop them.
There are two major types of popup windows:
1. Entrance pop’s— where the window appears as soon as the visitor hits your site.
2. Exit pop’s—where the window appears as the visitor leaves the site.

Y ou should experiment with entrance vs. exit pop’s to see which produce the best results
as far astotal sign-ups and conversion to buyers.

L ots of resources exist to help you set up popup windows on your site and we'll get into a
lot more detail about specifically using them with your autoresponder on day 8 and 9.

For now you want to get a popup window configured on your site so you can plug in your
autoresponder in afew days.

Thisis an excellent resource for creating and using popup scripts (and we ar e providing
it asan unadvertised FREE bonusfor you):

e *PopUp Generator* - provides a complete PC software package to create
various pop-up’sto use on your website. A “must have” if you are serious about
using popup windows to make money!

Other placesto find popup scripts:
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e Al Java Scripts- just do asearch for “popup” script

e CGI Scripts- check out the “miscellaneous’ scripts.

e Pop-up Generator - provides afree, basic popup window generator where you
just fill in the blanks and it makes your code while you wait.

For now, you need to do two things with your popup script.
M Decide whether you will use an entrance or an exit popup.

I Download a popup script and install it on your site.

Summary of Today’s Assignments:

1. Lay out your site on paper;
2. Definethelook and feel of your site on paper;

3. Download atemplate or create a“template” page for your site so you can plugin
the website content you develop over the next few days;

4. Decide on the use of your popup window:
a. Decide on entrance vs. exit pop (we recommend exit only)
b. Mini-course
c. Newsdletter opt-in
d. Traffic redirect

5. Download a popup window script and install it on your site.

Today’s Resour ces:

EL ance —Post your project for free and have people bid to do thejab.
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Search Engine Help

Web Position Gold —Web position helps you track your positions on the major search
engines so you can improve them. Excellent product for tracking how you rank.

Sear ch Engine Forums— This forum contain awealth of information about the search
engines and membership isfree.

Sear ch Engine News — publishers of “ The UnFair Advantage Book on Winning The
Search Engine Wars” M any people consider thisthe guideto learning how to
manipulate the search engines and get top placement.

Web Page “Templates”

123 Web Templates and M or e — Offers over 200+ professional website templates, all
available for one low price.

Dollar Templates— offerslow cost, high quality web templates.

Templatesfor you —wide assortment of templates available for immediate download.

Pop up Windows

FREE bonusfor you):

*PopUp Generator* - provides a complete PC software package to create various pop-
up’ sto use on your website. A “must have’ if you are serious about using popup
windows to make money!
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“Budget Cruncher”!

Web page Templates

Template Search and Best Templates either have or can help you
find free web page templates.

Search Engines

Sear ch Engine Forums— This forum contain awealth of information about the search
engines and membership isfree.

Popup Windows

e Al Java Scripts- just do asearch for “popup” script

e CGI Scripts- check out the “miscellaneous’ scripts.

e Pop-up Generator - provides afree, basic popup window generator where you
just fill in the blanks and it makes your code while you wait.
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Feature Article - The Ten Web Page Commandments

“What makes a good web page?’

People ask me this all the time, though they often encounter difficulty boiling the
guestion down to so few words.

They, like any serious website operator, want to know how to create and maintain the
best possible website given the constraints of Internet technology.

The following “commandments” represent the ideal s towards which every new or
existing website should aspire.

The 10 Web Page Commandments
1. Thou shalt have a Purpose

Clearly define the site’ s purpose and ensure all content (pages, graphics and text) tightly
focus on that purpose. Discard all extraneous material.

2. Thou shalt be Lightweight

Use only small, fast loading graphics. If you must use large graphics use thumbnails and
image slicing to diminish the size of every file as much as possible. Use standard
optimized gif’sand jpg’ s and avoid anything that requires the user to download a*“ plug-
in” to view your content.

3. Thou shalt Load Fast

Each and every page on your site should weigh in under 30- 50K B total, including
graphics and navigation.

4. Thou shalt Not use False Code

Use only html. Never use java (different from JavaScript), xml, dhtml or other forms of
code that require a surfer to keep their browser set up “correctly” to accommodate your
page. Also, avoid using 200 lines of JavaScript for rollover buttonsin your page!

5. Thou shalt respect the Search Engines
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If you want search engine traffic use whole web pages that don’t incorporate frames.
Search engines get confused trying to read content from frames pages. Also, you will
become educated in promoting to the search engines if you are serious about coming up
“ontop”.

6. Lovethy Surfersand Visitors

Design for “last year's” technology so surfers using 28.8 or 56K modems can download
and use the site quickly and easily.

7. Thou shalt Not Annoy

Use only stationary text and graphical layout elements. No Scrolling text, marquees, or
animations of any kind including rollover buttons. This eye candy steals valuable
bandwidth and adds little to a site’'s main purpose.

8. Thou shalt Not Scroll Left or Right

Design your pages so they never force avisitor to scroll left or right no matter what the
resol ution settings on their monitor. Sites that read “ best viewed at 800 x 600" really say
“look at it my way because | don’t care about your preferences or limitations.”

9. Thou shalt stay Consistent

Include a standard navigational structure on every page. Though it may mean a serious
challenge for the designer, users should only need to click once to find every major
section of asite. Thisincludes using standard link colorsin al text links. Blue: hyperlink;
Purple: visited hyperlink; Red: active hyperlink.

10. Thou shalt Know Thy Traffic

Use a site-wide statistics program that enables you to determine what brings someone to
the site, where they go once they arrive, and when and where they leave. This critical
information helps with marketing efforts as well asidentifying parts of the site that need
tweaking or adjustment.
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Day 4 (Thursday) -
Begin writing your sales letter

L esson Objective:

To brainstorm headlines and get your thoughts straight on the sales letter you will create
to sell your product or service.

Skills Needed:
e Basic Surfing
e Basic Word Processing

Today’s L esson:

Welcome to Day 4 - you'll be spending the next few days with me, Y anik.
Before we begin on the sales | etter process, | want to share a story with you...

A couple months ago | was sitting on a plane on my way to speak at an Internet
marketing seminar. Instead of catching up on my reading, | struck up a conversation with
my neighbor. He told me he had just graduated college with a marketing degree.

| hesitated for a second, not knowing if | should tell him what | really thought, but | went
ahead anyway...

| confided in him that | had also graduated with a BS in marketing, actually atop 25
business school, but that | * never* learned anything useful in my marketing classes.

He was stunned.

| went on to tell him there was just * one* critical skill (something | never learned from
any stodgy professor) that has been responsible for the mgjority of my success, both
online and off.

| know this might seem hard to believe, but it'strue and | have proven it time and time
again. AsI've grown and built several successful web sites, plus my offline businesses, |
have always relied on this*one* critical skill.

And do you want to know what | told him it was?
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It'ssimple....

I'm talking about how | discovered what it takes to write powerful, persuasive,
moneymaking copy so good that people are practically forced to order!

Many people don't realize how important good ad copy isto their success.... and that's
why they end up closing their doors and blaming the economy or making up some other
lame excuse. Let me tell you, once you master this skill you can literally write your own
ticket.

And that’ s exactly what we're going to cover in this section -- so let’s get going...

(Copywriting is avast subject and I’ ve included some valuable resources at the end of
this section to help you along.)

STOP! For me, | find | learn from real life examples and “doing it” rather than just
reading!

So before we start into your website, | want to give you few examples of top selling web
sitesand let’ s see if we can’t figure out the common link they all have.

Take alook at each one and then continue on through this section.

Example 1: Amazing Formula

Example 2: I nstant Sales L etters

Example 3: How to Write and Publish Your Own eBook in 7 days

Example 4: Public Domain Riches

Example 5: Ebook Secr ets Exposed

Example 6: No Cost Advertising

Example 7: MY SS

Example 8: Internet Marketing Center

These eight websites have generated $100,000'sin sales!
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Did you figure out what they all havein common?

They are al just sales |etters! Pretty ssmple, almost the exact same as you’' d see delivered
in your mailbox as “junk mail”.

The truth is you need to forget almost everything every guru or Internet marketing expert
tells you. We suggest the ssimple sales letter works better than almost anything else you
can have on your site.

(Just trust me on this one —try it my way first and then if you still want to do all kinds of
crazy things you can do them with the profit you'll make using my methods.)

Your main goal isto sell... and having all kinds of content and free stuff on your site
will distract people away from your main objective. (Actually, you’ ve got 2 objectives —
thefirst isto sell and the second objective is to get contact information for your
‘maybes’.)

Y ou've got to study direct response advertising because the web is really the same thing
—just on a computer screen instead of a sales letter sent through the mail or adirect
response ad in the newspaper.

STOP! Think for amoment about why most sites fail ...

It s not because they haven’t invested in the best shopping cart system...and it doesn’t
have anything to do with not using Flash or some other fancy “plug-in”...and it’s not due
to the fact they’ ve over-looked top-quality graphics or design work...

So what isit?

The real reason most web sites can’t make money is because they lack strong web copy.
Consider this: If asite didn’t have any graphics — just words — could it make sales?
Absolutely!

But what if asite didn’t have any words — just graphics — could you expect to see any
sales?

| don't think so! Therefore...It'sTheWords That Sell!

The right words have the almost magical power to make your visitor BUY!
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Anytime | start with my sales letter | always start with the most important element...the
headline. (Now, this already assumes you are an expert on your subject and you’ ve done
your research on your product and its benefits.)

Brainstorm 50 - 100 Headlines

Y our headline' sjob isto immediately get your prospect’ s attention and stop them dead in
their tracks.

So my headline on Instantsaledletters.comis“In only 2 %2 minutes you can quickly and
easily create a salesletter guaranteed to sell your product or service without
writing”.

Does that pretty much grab your attention if you' re interested in selling your product or
service? | think so.

But before | tell you my secrets for creating headlines let me give you the thoughts from
guys awhole ot smarter than me about headlines:

David Ogilvy says, “ On the average, five times as many people read the headlines as
read the body copy. It follows that, unless your headline sells your product, you have
wasted 90% of your money.”

And Claude Hopkins relays the importance of a headline, “ The salesman isthereto
demand attention. He cannot well be ignored. The advertisement can be ignored. But the
salesman wastes much of his time on prospects whom he never can hope to interest...The
advertisement is read only by interested people who, by their own volition, study what we
have to say. The purpose of a headline is to pick out people you can interest.”

John Caples has these words of advice, “ If you have a good headline, you have a good
ad. Any competent writer can write the copy. If you have a poor headline, you are licked
before you start. Your copy will not be read...Spend hours writing headlines - or days if
necessary.”

| don’t think these masters would have placed such an importance on headlinesiif it didn’t
really matter. In fact, John Caples says that he's seen one ad pull 19 ¥z times better than
another one simply by changing the headline.

You can believeit!

In my own personal tests the best | got is about 2 1/2 times — but that’ s still pretty damn
good! So for spending the same amount on marketing and advertising you can more than
double your response — not too bad.
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Now, when coming up with powerful headlines you want to be able to answer the
guestions nearly everyone has on their mind whenever they read your ad. Here are the
guestions you need to zero in on:

So What?
Who Cares?
What's In It For Me?

Why Are You Bothering Me?

If you have good answers to these 4 critical questions then you' re well on your way to
success.

Here’'s What Your Headlines Should Do:

1. ldentify your ideal prospect and speak directly to them

Y our headline needs to grab the person you want to attract and single them out. If you
want business owners, your headline should begin with “Business Owners! Discover
How to Make Y our Computers Work Harder and Faster!”

Do you see how this qualifies exactly who you are looking for? Y ou have targeted
business owners looking to make their computers work faster and harder. Y ou can easily
target any profile you wish just by building-in these screening devicesin the headline.

The more narrow the criteria— the less the quantity of responses you' Il get but the
quality should be higher.

2. Offer thebiggest promise or self-serving benefit to the reader

Answer the question everyone has on their mind, “What'sin it for me?’ Y ou answer that
guestion and your ideal prospect will stand up and take notice.

This brings us back to the same question everyone is constantly asking. Everyone is busy,
S0 get to the point with the biggest benefit right away.
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3. Your headline should makethereader inclined to keep reading

Curiosity isavery powerful human emotion. However you don’t want your headline just
to be some trick to get people to read. If you can combine curiosity with self-serving
benefits then you have areal winner.

But don’t be like some creative types... never use double meanings or some obscure
reference in your headline. People are too busy to pick up on those. It’s much easier to
click away from your site than try and figure out what you mean.

Humorous or cute headlines are most certainly a major waste of money.
4. Offer newsif possible

News is always a good attention-getter. Everybody likes to stay current. So
announcements are almost always “surefire”. Y ou can capitalize on new developments,
improvements, new procedures, etc.

Headline Appeals That Last Forever

Generally there are only afew things people want (this isimportant — I’ m not talking
about need):

e Behedthy

e Look better (reduce fat, be prettier, more handsome, etc)
e Berich and make money

e Save money

e Getrid of problems/find the easy way out

e Not be embarrassed

e Have fun and excitement

e (Gain respect and feel important

Of course not all of these appeals will apply to your business, but many can if you take
the time to figure out how to apply that appeal. But not only are there universal appeals —
but headlines that have worked before can usually be reworked over and over.

Human appeal's are immutable. These next headlines | have compiled for you have all
been successful in selling different products or services — you should be able to use these
as brainstorms for your own powerful headline.

Page 67

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com



33 Days to Online Profits — 2004 Edition

Take thislist and use for your own ideas (each of these headlinesis a proven winner and
has made money):

40 Proven Moneymaking Headlines
1. “The Secret To Making People Like You”
2. “How To Win Friends And Influence People”
3. “DoYou Make These MistakesIn English?”
4. "HandsThat Look Lovelier in 24 Hours— Or Your Money Back”
5. “When Doctors* Feel Rotten” ThislsWhat They Do”
6. “How | Improved My Memory In One Evening’

7. “They Laughed When | Sat Down At The Piano — But When | Started To
Play!”

8. “Throw Away Your Oarg!”

9. “Thousands Now Play Who Never Thought They Could”
10. “Discovered — Amazing Way To Grow Hair”

11. “How To Collect From Social Security At Any Age”

12. “The 5 Problems Everyone Has At The Dentist — And How (practice name)
Solves Them”

13.“Corn Gonein 5 Days Or Money Back”
14. “How A Strange Accident Saved M e From Baldness’
15. * A Significant Breakthrough In The Fight Against The Effects Of Aging”

16. “Right and wrong farming methods...and little pointersthat will increase
your profits’

17. “ Some straight talk about vitamins and your sex life’
18. “ Speak Spanish like a diplomat”
19. “ Stop dreaming and start making money”
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20. “ Suppose this happened on your wedding day”
21. “Takethis1 minutetest —of an amazing new kind of shaving cream”

22.“Theamazing new Beverly Hills‘wrinkle eraser’ discovered by atop oriental
chemist!”

23. “Theamazing diet secret of a desperate housewife”

24. “What thetravel agentswon’t talk about can save you 50%-70% on your
cruise vacation!!!”

25. “To peoplewho want to write-- but can’t get started”

26. “We'relooking for people to write children’s books’

27."You can laugh at money worriesif you follow this ssmple plan”

28. “Why some people ailmost always make money in the stock market”
29. “38 fun and easy waysto earn $500 next weekend”

30. “ 7 stepsto freedom”

31. “Confessions of adisbarred lawyer”

32. “ At 60 milesan hour the loudest noise in this new Rolls-Royce comes from
the electric clock”

33. “Banking secrets that banksdon’t want published”

34.“ Can you passthis money test?”

35. “How afool stunt make a star salesman”

36. “How to wake up the financial geniusinside you”

37.“How to pay zero taxes’

38. “If you can lick a stamp you can lick your weight problem”
39. “New diet burns off morefat than if you ran 98 miles a week”

40. “My feet werekilling me...until | discovered the miracle of Hamburg”
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These 40 headlines, proven to work throughout the years, will continue to work... and
they are pretty easy to model for your own stuff!

How about we take the third one down the list: “ Do you make these mistakesin
English?” written by Maxwell Sackheim.

It ran for 40 years!

Thisis not some pretty ad for Chevrolet or Coca Colathat they had no ideaif it’s making
money, thisisamail order company that knew they were making money and they ran
thisad for 40 years.

Maybe if you're selling areal estate information product it could be“ Do You Make
These Mistakes Investing in Real Estate?” Simple, right?

Or if we're selling a course to webmasters it could be: “Do You Make These Mistakes
Building Web Sites?”.

Remember, don’t copy — but emulate. One of the greatest headlines ever was “ They
Laughed When | Sat Down At the Piano —But When | Started to Play!...”

That one has been knocked off |ots of times — but you have to understand the big idea
behind it. This headline succeeds because it dramatizes the triumph of the underdog.

Quick Starts for Headlines

Y ou may have noticed that certain words are used more frequently and continue to be
used in winning headlines. The most powerful words used in winning mail-order ads (the
hardest kind of advertising) were the words, “you”, “how”, and “new”.

Not far behind was “How To".

So if you ever get stuck for a headline, a classic which amost never failsto work is
“How To...”. (It sashop-worn classic, but it still works like incredibly well.)

Today’s Assignment

Y ou guessed it:

M come up with 50 headlines for your product! Never edit. Just keep coming up
with all kinds of headlines. Start with the craziest, wackiest ones to warm up your
brain.

Page 70

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com



33 Days to Online Profits — 2004 Edition

Remember, your headlines should answer the big questions we talked about:

e Sowhat?
e Who cares?
e What'sinit for me?

e Why are you bothering me?

Got it? Great — get going!

Today’s Resour ces:

Instant Sales L etters
Create awinning sales letter in just minutes...without writing!

Web Copy Secrets
Learn the secrets of outrageously profitable websites from the inside out. Peel away
layer-after-layer to discover how they turn visitorsinto sales. It’s like a sales copy

autopsy.

Make Your Words Sell

Whatever you're selling on the Web - if you want to sell more... Y ou need to use the right
words! Images don't sell. Graphics don't sell - Your words sell! | give thisweb
copywriting resource a big thumbs up.

How To Master The Art-And-Science Of Writing " Killer" Ads& SalesL etters
Even if your ads and sales |etters are doing okay, you can now double, triple, or even
guadruple the results you're getting once you discover the step-by-step system for writing
powerful ads and sales letters that sell!

Push Button Sales L etters

Here's software that lets you fill-in-the-blanks, click a button and poof! Y ou have an
instant sales |etter for your product or service. Y ou get a sales |etter nicely formatted on a
web page when you're finished. Just polish it up some, link it to your order form and
you're off and running.

Dan Kennedy’'s Copywriting Seminar -in-a-box

“Only 115 people were permitted to attend Dan Kennedy's recent, closed door, 2-day
Seminar where he revealed ALL of his most prized, most powerful and most profitable
copywriting techniques. Everything else was just "elementary school" before this.”
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Books:

Here's my recommended reading list. My bookshelves are literally filled with marketing
and advertising books and | try to review asmany as| can. Hereis my list of top books
you MUST read:

"My lifein Advertising/Scientific Advertising" by Claude Hopkins. "My lifein
Advertisng" is not public domain and worth reading. |'ve read both these books about 7
times.

"My first 65 yearsin Advertising" by Maxwell Sackheim. Out-of-print.

"How to Write a Good Advertisement" by Victor Schwab. One of the first books |
ever read on advertising and still one of the best.

" Tested Advertising M ethods" by John Caples. Absolute classic. Devour this one and
also look for Caples other books that are out of print.

" Advertising Secrets of the Written Word" by Joe Sugar man. Sugarman has made
millions for himself selling blu-blocker sunglasses. His copywriting book is a tremendous
resource for any copywriter.

" QOqilvy on Advertising” by David Ogilvy. An absolute must-have classic written by an
agency man who actually understood direct response.

"Magic Wordsthat Bring You Riches' by Ted Nicholas. One of my direct marketing
heroes. Ted took the guts of his $197/year newsletter on direct marketing and distilled it
into this book.

"The Ultimate Sales L etter" by Dan K ennedy. Superb book. My copy is dog-eared
and heavily used. Perfect for helping you create your own powerful sales |etter.

"Influence: The Psychology of Persuasion” by Robert Cialdini. Thisisn't a
copywriting book but you must get this book. I'veread it at least 7 times and it will help
you understand the psychological triggersto asale. Very Powerful!!
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“Budget Cruncher”! FREE Stuff! ©

((Audio)) eBook - “14-Point Web Copywriting Formula You
Can Use To Create Web Sites That Sell”

Download it Here for FREE

eBook - “7 Hidden Psychological Secrets to Getting More
Customers to Buy, Keeping them Forever and Making Even More Money!”

Download it Here for FREE
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Day 5 (Friday) -
Writethe copy of the sales letter

L esson Objective:

Today’ s lesson objective is to continue the process of writing your sales |etter.

Skills needed:
e Imagination
e Basic Word Processing

Today’s L esson:
With your 50 headlines | want you to start identifying which ones are the most powerful.

Sometimes | have my wife look at them and tell me which one really moves her. It hasto
be afirst glance.

When | have my top 10 or so headlines then | move on to creating the sales letter. | use
the best headline for my headline on top of the site. My second strongest one is usually
the first sentence and then | try to use the other ones throughout the copy as subheads.

Today, we're going to put together the rest of the sales letter and one of the easiest ways
to teach you how to do thisis by looking at an analysis of my site...

My 12-Part “Power Web Copywriting” Formula

(Thisishow | am able to get approximately 1 out of every 32 visitorsto buy my product)

For illustration of the formula - I’ve analyzed my site | nstant Sales L etters.

Let’sstart...
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1. Createlmmediate Attention with a Powerful Headline.

Srap Writheg Sales Letters The Mard War! Here's How Te Tum Any Ondimary Company fmte A
Boaming Susimess..

"In Only 2 2 Minutes You Can Quickly and
Easily Create A Sales Letter Guaranteed To
Sell Your Product Or Service...
Without Writing!"

Looking To Increase Your Business?
Just Fill Im A Few Blanks And PRESTE...

You've Just Created A Powerful, Money-Making Sales Letier!

Youcanseel usea‘prehead’ (thisisthe small headline above the main headline), a
headline and a subhead. All 3 of these are powerful enough to be the main headline.

Y our headline’sjob isimmediately get your prospect’s attention and stop them dead in
their tracks. (We've already covered this on Day 4.)

2. Createlnstant Believability with Testimonials.

“Aamazing! Just point and click and you can be on the way
o havirng Kiok-budt sales haffers!
A brilliant ideal"
Joe Vitale, author,
There's A Customer Born Every Minute

e =
BT
s SRIES

5 LETTERS

I pou want fo write 3 kiliar fales fatter in record spaed - but don't want o straggle
withy firdling the right words, ged Yandk's Instant Sales Lefters & instead of aving fo
rawrwiirsly fece a Wank seraan, oo T D el wirh ternpdares for seles eifers galore,

g slready starfed weing the Tastioseial Daguest Lellar B Fax Form. And gueass
wWihat?. .. § e andorsaments i Jess fhaer & weck. Jve ahvay s Do it -and-rvlss by fals
cispartrrent - (not beowing whad or how fo esk) - so Pmovery pleased with the nesolts,
This kit Is a godsend fr simall business owrers e el ™

Manifua Harris
#uthor, Make Your Knowledge Gl

http;d Frovpes Seell YouriirainF pod oo

One of your biggest problems on the Internet (or anywhere) is being believed. The
best way to assure people you are not a scam artist or huckster is by providing
testimonials. Asyou can see | like to include atestimonial as close to the top of the letter

Page 75

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com




33 Days to Online Profits — 2004 Edition

as possible. I ve placed these 2 testimonials from prominent I nternet marketers above my
headline. Thisway | get people immediately believing what | say before they read my
sales |etter.

3. Build Interest By Discussing a Problem, Expanding on your Headline or
Incorporating a Story.

[esar Friend.
Hew mlach is one goid sales letter worth Lo weul biisinsss?

Supposa ol copld =it down, Write A Simpple letoar o Vour prospectes and
sustodars, mail it and then hawve your phone start ringing off tha hook.

Imagine. . .ome letter cowld brimg you toms of hot leads apd new customars.
qet them to keep buying ower and ower again. reactivates ‘lost’
customers, and even provide you with & copnstant stream of referreals. o
AnYVTiMe Vou nead moba BuRlness - Wou SiEply turs the tap on... it78 like
having the goose that leys tha golden egg-

Zpunds too good to be true?

Wall, 1t 1sn’'t 1f yvou heve the right tools. Yoo see, dollar-for-dollar,
nothing provides a better retuorn on investment then direct mail apd 1t
deman’ ¢ matter what product of sarvics wou =sll,

Thefirst part of your sales letter is critical to your success. Here | expand on the benefits
| got people excited about in the headline. They start imagining the success one sales
letter could bring them.

| also use astory to keep readership high. People love to read stories. It's nearly
impossible not to read a good story.

And that'# why 1 want Lo let You ih @a 4 little-knowWn aesret to crealing
powarfel sales letvars, by sharing this story with poa. ..

& & & 4

In 1904 & man named Albort Lasker. the head of the Lord and
Thomans advertising agoncy. receiwed a poculiar aote. The note
read

W oam oam the malonm dowpstarrs. aod £ ocan rfeldd poo mdar asvertiziss ix. F
Enpw that vow odoa’ ¢ Erew. St wedl pean oech e ome o bave pop daow wdat
Je ax oand g wrdS pean pucd to pov. JF vew wrsd tp booe mdat adhwrtreray
ra, seod fhe word T Hest  dows S eesswnger, " S o 8, Amane,

Unkpown to Eeanedy. Lasker had beon sesarchimg for the answer to
thin guestion for over 7 years. He immediately sommoned Fonnedy.
n pelatively wpknown copywriter, to hin affice, Puring this
fatwful meeting Esnnedy witered 3 wosds that changed advertiniag
forevar. Thoae worda were "Balecsanahip i Prist™.

& & & 4

A sipple concept. wet nobody has been sble to improve om 1t

And the resulte?
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4. Whet Reader’s Desirewith Hot Benefits and Bullets.

Benefits are the results your prospects are looking for. If you sell abook — people don’t
want to read the book they want the * secrets’ and information inside.

Y ou can incorporate benefits into your bullets (which are really “mini headlines’) so use
the same powerful words to build desire and stress benefits or how they can avoid pain.

Which DF Thasae Fill-In-The-Hlask, Lales Letter Teaplates Comld
You Use To Grow Your Husiness?

Iﬁ Tare “lest’ customars LAto schive, paYIRY CUSTAOEers O PAT1IenTS .

|E' Compel current customers or patients to immediately send referrals to
el

E Introduea new prodocts or sarvices apd Sall them right awsy.

[E‘ Crmate a sarge of hot,. qualified leads, =sles appointnent= and new
SUSTOEETE .

li'f tather testimonials that are worth their weighkt in gold.

ﬁ!’ Jaickly move ovsfatockes] marchandisa, (Yoi'll get & Lefplite bhase]l on
the letter | wrote for & small medical eguipment companmy that geoerated
E9,.7095.00 in sale= of overstocked sgquipnent. Inm ju=t & fewm dayva the

«ntirTa inventory was sald and 1t only cost 257 to send out.)

Bullets are one of the most powerful persuadersin asales|etter. You'll see companies
like Bottom Line or FC& A actually makes almost their entire sales |etter bullets. And
that’ s because bullets work!

Bullets are almost like “mini-headlines’. So the same rules apply. Bullets arouse
curiosity. | just love the way bullets compel people to find out more...

And they really drive people' s desire sky high for your product or service. One bullet that
somebody desperately wants to find out is often responsible for them buying a product or
service.

Pay attention to these bullet formulas:

e Stop  without expensive
e Fivesimple waysto

e How to stop

e The absolute best time to

e Endyour
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e How to avoid the 12 biggest mistakes.
e How to becomea even if you can’'t
e Nomore

e Thejeaoudy-guarded secret of

e Theno-loseway to
e Thetruth about

e 6 factsyou must know about

e A simpletechnique for

e What <name> can teach you about

e Why almost everyone is wrong about the

e Thecorrect way to use

e Aneasy 3-step system for

e How to quickly and easily create , using

e What you can learn from

e 18 new waysto get

e New ways to get more out of

e What never to believe in any

e How to make sure you' re not overpaying for

e 9 waysto dash your costs.

5. Intensify Desirewith Testimonials Showing Results.
Not only do | start with testimonials— but I’ll put them throughout the letter.

People love reading testimonials because they are much more powerful than anything you
could every say about yourself.

Here'show | use testimonials to prove my points:
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Are you a professional? Well, you'll get en entire folder. filled with
lettars 1o generats pore referrale (wWwithout askipg in the affical).
reactivate old patientssclients, introduce new servicas and lots Borse.
Any physician. chiropractor. deemtist. accountant. lawyer or veterinarian

an wea thesa letisr teapplates Lo gquickly ancd easily grad Their
practices.

"The hasg tera | hess pmed | A oone rough 5 F=y alher lemplsles and sgpestions by oilsr peaple
0 OO UNOVRSERd e S0 @ "

Lr Mlsham A badails,

Apsckiend, Mew Zorland

O do vol oparate s sarvice coppany? Then vou®wva got it made, Inaide
veur Folder wyou'll Find lettars guaranteasd To sall morea of wour servicsa,
spur referrals and eves gather powerful testimomials.

T aefusve shout & ST saked ralio wang & apkes Biey v peonoded. Tival /8 ol slaniiing’
B Padaisin

The Padersen Gromp

fisure , CA

6. Build Value by Comparing Applesto Orangesor ROI.
Establish Why PriceisReally a Great Value.

In order to prove that your product or serviceis agreat value you need to show it. | do
this by comparing my letter templates to having to pay me or another copywriter to write
them for you. Thisway | can proveit’sagreat value.

Okay. Sa What' & The Cost For This Tacredible Besourca?

Well., realize that this collection of sales latter templates could @asily
grl]l For thousands of dollars. In fact of you asked a top copywriter,

like my=zelf. to produce 39 zales letters for your business. you'd be

charged in the peighborhosd of S10.000 te SS50,000.00, fnot insluding
reyaltles.

(1 corrently cherge & minimmm of ©1,.500.00 par copywritieg prajact -- and
that’s for the really small jobs). 5o at bare booes minimum you’ re
getting thousand= and thoi=ands of dollars worth of powerfill sales
lattars &t vour disposal.

But 1'® not going e charge vou anywhers near that amount or ewven my
mininum praject prica. In Fact, your total isvestmest for all 39
money-making. fill-in-the-blank =males letter templates is just
639.97. The money vou’ 11 sarn ae & resglt of thess proven letters can
vary aaslly pay wou back hundrads (probably thousands] times your Beagar
investaent .

7. Explain Reason-Why.

Explaining to people the reason why you are doing something is one of the most
powerful persuaders you could ever incorporate into your sales letters. | have an entire
article about it that you can read here:

http://instantsalesletter s.com/articles/trigger .html
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Take alook at how | justify such a great value for buyersin this paragraph:

Eon what's the catch?™ Why am I prectically giving these lotters sesy?

wWall, 1t's raslly quita simpla. Since you' re sccassing thase directly
from the Intermet I heve no inventory asd no Eolfillment costs. I don't

newd to pay aoyone to take the order=s over the phone [though. vou ars
walcoda To eall me at 301-656-2434 To rest assared that I am a real
person) . This way | can pass along my cost sawviogs to you. 5o you win and
I win.

8. Create‘Greed’ Desireor ‘GottaHave It” Mentality with Free Bonuses.
| like to pile on the bonuses and really get people excited.

Sometimes they buy the main product just because of the bonuses. Do | care? Nope!
Y our bonuses should be so good you could sell them on their own.

3 FREE Bonuses For Ordering By Midaight
wWadnesday, Dotaber 11

HBonus®l: As & special Free bonus For acting immediately I°11 alss give
vou & copy of & special e-book "Serafire Sales Letter Secrats: How
To Create a Fortume in Your Business With Powerful Direct Mail.®
This k& B $39.95 walua,

) racenhly bowght pour dostant Sakes Latter Kit. s & boous, Susive Sxias Lefter Secrets cama wilf @
Ths hocd rpally sudeadsd my copscialrons | read & a8 i o aliveg and couin? pad £ v, 1 8 80
ORI s Sas s e | Ao @ veny chaady wtten, ho Rbe poded, well onpanized and pec e’ melh
tramendously wsefin’ sformation, but rol foo fong. You fave an amezing shally ho gal the mos! content
walh e Bead! amoud of wonda Urd Pndvg rpss ralamng o § corsalandly s | eede "

[T ST

Wirgimdy Beach, Vi

HBonus#Z: My Surefire Direct Mail Profit Worksheet .This pre-done
spreadehest gives vou & powerful analveis tool for all veur direct mail
projects. You simply enter in basic informaticn like nunber of pleces
mailed, mailiog costs and number of responses -- then this workshowot
autonstically performs the important amaly=is calculatiopns for you --
instantly! This essential tool 1s angther 539,95 walus,

Honusef3: Uitimate Fales Letter Toal Boax: A1l The Dpesings.
Hullats, Copy-Conmactors. Sslling Words, Phracen. Quarantoas.

Closes. and P.5.8 You'll Ever Heed To Create Eiller Sales Lelters
(B 539.95 valaa).

Y ou can see here the bonuses are worth nearly triple what they’ll pay for the Instant Sales
L etter templates.

That’s what you want! Y ou want people to really get excited about the incredible deal
they’re getting!
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9. Unconditional Guaranteeto Alleviate Fear s (even better-than-risk-free
guar antee).

The more risk-free you can make it for people to take action the better.
There’ s no need to worry about offering a strong guarantee if you' ve got a good product.

Here'show | present it in my letter:

LD Hisk-Fres GEarantss

Toisr sutcsis io ueing these poverfiil, fpre-docs sales leltiser lesplates iS
completely ouarantesd. In fact. kere's wy 1005 B=tter-Than—Hisk-Free-Teaks—it-
To—The-EBsmk GUsTAELS=

:Euruu“ll? guarantes that if yow make am honest
t to iry Just a few of l-huu-u proven sales
kutl-u-:ru in your business. you'll produce at least
100 timess pour invssiEsst 1n pcrn:E:ita within the
mpemk yoar., That s right, 100 bimes smirs profits
wou woualdn't haws made 1f you dide’t send out
these sales letters. Yow " we got & full 12 sonths
to prove to yoarsell these teaplates really do
work. Hut if you aren’t 100% satistied, It e
koow aed ['1]l issws vou an iessdiste. no-kassle
relund right o the spot. Plus, the [rad bhonus

gqilts are yours to keep regaedless, just o your
troulile.

Iz that fsir or wEat?

Tha! msaes POl cas LEy oul All ibhes sales letieys ab my vish whils yoil weae 11
they work for wou or not And 1f they don't producs. ] honestly wsnt yom to
amk for your money back Aod T° 11 st you kemp the fres bonuw gifbs ax =y way
af thanking you for giving the ssles lestters & bry

Ther= 1= abmolutely no risk. vhatscever om your pari. The burds=n to d=liver
im mntizely on s If you den't produce imsediats profitz cxipg thess inxtsnt

sales letbers thes I's the lomsy Aot pou

10. Demand Immediate Action Using Scar city or Time Deadline Stress What
They'll Loseif They Delay.

Nobody likes to make a decision. That’s why you have to help them along by
incorporating a time deadline and reminding them of what they’ [l miss out on if they
don’t take action. Sometimesit can be as easy as this one paragraph:

Logk at Lt this way $39.97 iz really a palaless drop in The
backet coppated to the mopey vy’ ™ geing Lo Wasts on ineffective
mailers and marketing this ywar. That's why...

You Heal ly Can't AFford Mot To Iavest In
These Inatant Sales Letter Templatas!

Page 81

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com



33 Days to Online Profits — 2004 Edition

11. Make it Absolutely Clear What to Do Next.

Here'swhere alot of salesletters wimp out. Don’t make people guess what you want
themto do. Tell them “click here” to get started right away.

It's efsy Lo gel started right away., Just Slick Bere snd vyou can
Bave igmediate (and unlimited] access to all of the fesgard Safos
Lorter Templfates right on the spat. You just fill-in-the-blanks.
right on your own computer. Ho retyping and no recopying. It
couldn' t be sasier or fastar.

Get ready to creatm & flood of new customers,. got them to buy over
and ower, and refer others - just by using thase powsrful sales

lattars. Why not take 2 W minutes pow to creste a powarful sales
Ietter for vour businessy Order Howl
12. Power P.S.

I will give prospects another chance to get additional information in the P.S. of the letter.
Thislink would take them to a page that answers even more questions about the
templates. Then the P.P.S. summarizes the benefits and what they’ |l get if they order

now!

P.8. Click here if you've decided pot to order.

P.P.5. Just think! You'll mever agein suffer through the pain and
hassle of trying to write & powerful sales letter yoursalf. Or pay
big bucks hiring & top copywriter. How, yvou can get everything all
dona for you, practically kanded to you on a silver plettar. You
simply fill-in-the-blanks...and yvou' re done 1n about 2 % miputas --
Flat|

There you have it! Just put these 12 elements to work in your sales letter
and you're all set.

Today’s Assignment:

1. Get the major elements of your sales |etter together:

2.

3.

Come up with your irresistible offer (see bonus article at the end of this section)

Get together your testimonials. If you don’t have any yet — ask people to review
your product/service and get back to you. Ask existing customers if you can use
their comments.
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4. Createalist of 20 bullets points for your product or service highlighting benefits.
A simple way to do thisis to take every feature and come up with several benefits
for it. Remember a benefit is something your product does (result it produces) for
the customer.

5. Think of abelievable and truthful ‘reason why’ you are making this offer.

6. Bonuses. Think of severa high perceived but low-cost bonuses. Information
products like reports or ebooks are perfect for this.

7. Craft your guarantee. Try to be as liberal as possible, alifetime guarantee sure
would sell more than a 30-day guarantee.

s. Special Notice: Inside the “show-and-tell” 33 Days to
% “:& . . Online Profits Video CD-roms you can see an actual
swerne  sales letter from start to finish. You'll see all the
= different editing processes and more. You just pop the
CDs into your computer and watch as right before your eyes each
step is brought to life. Check it out here

HOW TO CREATE POWERFUL OFFERS THAT DRIVE YOUR SALES THROUGH
THE ROOF

By Yanik Silver
What does a mafia boss know about marketing?
Lots. Read on to find out...

Do you remember in the movie "The Godfather" when Don Corleone says, "I’ m gonna
make him an offer he can’t refuse"?

And it’ sthis simple concept that’ s the backbone of any successful sales proposition you
make. (However if | wereyou, I’d probably leave out the threats of violence in your sales
piece.)
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From now on, your job is to create such powerful offers that anyone reading it would say
to themselves, "My goodness, I’d have to be a complete idiot not to take them up on this
deal!"

And creating a powerful offer like thisis easier than you think.

L et me share with you one of the most compelling offers |’ ve seen. It took a dying hotel
on the wrong side of the Vegas 'strip’, where you had to watch your wallet at every turn,
and transformed it into a super moneymaker.

Thisisfrom avery successful ad that used to run for Bob Stupak's Vegas World hotel.

Listen to this deal and seeif you wouldn't act on this even if you were just an occasional
gambler:

"Act now, to receive avirtually free Las Vegas vacation. For $198 per person or $396 per
couple | will:

1) Put you up in aluxurious mini suite in an exciting Las Vegas hotel right on the famous
strip.

2) 1 will give you free tickets to a show with name entertainers.
3) I will put achilled bottle of champagne in your room for free.

4) I'll et you drink as much as want for free, whether you're at the gaming tables, playing
slots or in one of the lounges.

5) I'll hand you $1,000 of my money to gamble with for free.

6) I'll let you keep all your winnings.

7) I'll guarantee you'll win acolor TV, VCR or afaux diamond ring.

Obviously I'm not going to give thisincredible deal to everybody in the whole world.
There can only be (small number) of these vacation packages available. First come, first

served.”

If that's not an irresistible offer, | don't what is. The closer you can get to something like
this, the more customers you' || have falling all over themselves to give you their money.

Doesthis give you afew ideas?
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Using The Bonus Pile On

Vegas World' s offer uses a concept | call "Bonus Pile On". And the way it worksisto
keep piling on bonus after bonus until finally you have to say "no mas" and whip out
your charge card.

It was the same thing with the famous Ginsu knife commercials afew years back. They
used this technique perfectly to sell millions of dollars of cutlery. The announcer would
say "And if you act now you'll also get..." and then about 15 different knives and kitchen
gadgets would pop up on the screen.

It made you think about how much value you were getting for such alittle price. That's
the power of the "bonus pile on".

So what’ s the best way to start using this in your business? Well, one of the best ways |
know is using paper and ink. Y ou can give away a series of valuable reports with any
purchase. What' s more, you could even make this information available as a download
from your website so you’ d have zero distribution cost.

Or you could make deals with other businesses where they’d let you give away a product
or service from them to your customers. If you really use your imagination here you'll
come up with lots of ways to create a"bonus pile on".

Make Prospects Take Action Now!

There’' s no doubt about it - deep down, everyone of usisalazy procrastinator. That's
why you need some kind of deadline or scarcity factor to make prospects take action
now. If your prospects believe an offer is going to be around forever, there' s no reason to
take action.

That’ s the reason deadlines work so well. In one of my businesses, I’'ll stamp ared
deadline on the order form for the last day prospects get over $2,000.00 in free bonuses.
And believe me, it’ s not unusual to get people ordering right on the very last day of the
deadline just because of this stamp.

100% No-Risk Guarantee

Finally, the last component of a powerful offer isto make your deal as risk-free as
possible. Nobody wants to make a mistake and be stuck with something that doesn’t
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deliver as promised. That’s why you should make every effort to lift the risk from the
prospect and place it squarely on your shoulders. Make a bold guarantee and make it for
aslong as possible. If you have aquality product, you shouldn’t worry because most
often return rates will drop the longer you extend guarantees for.

Another strategy to try is offering a 30-day "hold-your-check or charge dlip" trial. That
means people will send you checks postdated 30 days out or you won't charge their credit
cards for 30 days. Joe Karbo used thisto sell tens of thousands of copies of his book "The
Lazy Man’s Waysto Riches".

Now you have all the keysto creating your own irresistible offer and watching your sales
soar. Just keep adding value and more bonuses until you come up with an offer than
makes your prospect feel guilty for not ordering.
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Day 6 (Saturday) -
Pull the sales |letter together and
post it on the website

L esson Objective:

To put together your sales letter into final form so you can post it up to the web
tomorrow.

Skills Needed:
e Imagination
e Basic Word Processing

Y ou may have noticed that alot of the information products, websites, and ebooks you've
seen have “covers’ or software “boxes’ even though everything is delivered
electronically.

Thisisn’t by accident!

The human mind thinks in pictures and it’s hard to imagine what an ebook or a software
package |ooks like when you go to purchase it. However, with the right “virtual”
packaging, it's easy for people to visualize what they’ re buying from you!

Remember when you purchased this course? We had areally nice ebook “cover” on the
website so you instantly got afeel for what we were selling and how you could benefit.

If you want to get a“virtual” cover, package or box for your product — there' s only one
place we recommend —Kiiller Coversdl!

They did the cover for this ebook and many of our other online projects.

Visit their website to get afeel for how a cover can totally change your product’s
appearance and impact your sales like you never dreamed possible. At the very least
you'll get some ideas on how you can do your own cover if you chooseto do it yourself!
Alright -- on to day 6!

Today’s L esson:

Today, we're going to take the major components you created yesterday and “stitch and
sew” them together into a great sales |etter.
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But before we go there let me give you afew more tips for effective cyber-copywriting...

Cyber Copy Tips

When writing your copy throw everything you learned in English 101 out the window.

Write just like you talk
Use plain, easy to understand English. Nobody caresif you can use xenophobia and

ostentatious in a sentence. Write almost like you're talking to a buddy over a beer. So that
means using contractions. Be friendly and personable in your writing.

In fact, you'll notice | use phrases like "Look™ or "l just told you about..." or "Listen".
These are all "talking phrases’.

Write to one person

Try to think of the ideal prospect as you write and make the message just for them. Even
if your web site will be read by thousands of people each day - every person will read it
one at atime. Use "you" and "your" liberally. Focus on them, not yourself.

Keep your sentences and paragraphs very short and ssimple.

Period.

Sentences (and even paragraphs) can even be one word like that |ast one.

And paragraphs should be no more than 4 or 5 lines.

Y ou want your web site to look easy to read with alot of white space. Make it inviting.

Long blocks of words are scary (especially online). Paragraph breaks do not need to be
determined by content.

Thisiscritical for your web site because reading on the screen is even more difficult than
on paper!

Make your subheads provide an entire sales message

Subheads should be like mini-headlines. Use them to break up large bodies of text and to
bring people back into the body of the letter.
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A lot of people will scan your web site so you need to make your subheads give a
complete selling message by themselves. That way even people who just scan you web
site can be sold.

Many times I'll use the rejected headlines (from our last lesson) for the subheads.

Use lots of bullets

To make long letters ook easier to read and draw attention to your message use | ots of
bullets and be sure to make them double-spaced so the web page |ooks easy to read.

Y ou can use bullets, checkmarks or numbers.

Make It Easy To Read

There are three graphic embellishments you want to stay away from in your web copy.
They are underlines, italicsand ALL CAPS.

Underlining is typically used to identify hyperlinks so you don't want to confuse readers
with underlines.

ALL CAPS, like this, makes it much more difficult to read (especially on a screen).

Italics usually come out difficult to read on the screen also, the only spot I'll useitalicsis
for my testimonials.

Also, to make it easy to read avoid reverse type (white type on dark backgrounds). Stick
with alight background and dark type.

Remember if people can't read what you're saying... they can't buy.

To give emphasisto certain passages you can use Bolding, Boxes and yellow
highlighting.

Margins
Y ou want to bring your margins in closer on the web site.

So instead of using the whole screen you or your webmaster needs to set the margins
closer for easier reading.

Never, ever make people scroll left or right to read your sales | etter.
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Peopl€e's eyes have difficulties reading anything that is set too wide.
That's why you'll notice most magazines and newspaper are set in columns.
Now, with all of that said, you should model your sales letter after proven winners.

Go explore around the Net and bookmark copy that compels you to buy. Take the best
elements from all of these and combine them into your own sales letter.

In fact, one of the ways | learned to write copy so well wasto write out (in my own
handwriting) proven sales letters from the masters.

Thisisthe quickest and easiest way for the process to become imprinted in your mind.

Today’s Assignment:

1. Put together your own winning sales letter.

2. Takethe elements from your last homework assignment and cut and stitch them
together.

3. You should also have afile of sales |etters you’ ve seen online you like -- and you
should also be saving your junk mail.

4. Pay attention to the headlines, openings, P.S.s, subheads, guarantees, transitions,
etc. (all the spots we talked about).

5. Also, be sure to read the article in the resource section about how to test your
sales |etter before releasing it.

Today’s Resour ces:

Killer Covers—get an incredible visual representation of your product or service so
prospects immediately know what you sell!

See article about testing on the next page

Page 90

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com


http://www.33daystoonlineprofits.com/kc.html

33 Days to Online Profits — 2004 Edition

How To Use Testing For Breakthrough Marketing Results
By Yanik Silver

Advertising is expensive. And it costs you the same amount of money to run an ad (or
mail aletter) that bringsin 2 customers as one that drivesin 20 customers. So that
differenceisinyour ad (or letter).

Let's say you've come up with what you think is a good ad (powerful headline, good
offer, sizzling copy, etc.), now you're ready to test.

Testing will help you:

1. Save yourself abunch of money.

2. Improve any results you're currently getting.
3. Stop guessing about what works.

I'd say those are some pretty good reasons to learn all about testing and how to apply it to
your business. So before spending loads of money on your new ad you can (and should)
do afew low-cost/no-cost tests:

First, you should let your ad sit for at least a day. Then the next day you can come back to
it with new eyes and a fresher perspective. You can find errors that weren't apparent
before.

Also, your chances of writing agood ad are significantly improved with rewriting. (I will
rewrite an ad or letter 3, 4 or 5 times before I'm done.)

| don't know what it is about reading something aloud versus reading to yourself, but
you'll pick up lots and lots of insight into how good (or bad) your ad really is by reading
it aloud. All the bumps and rough spots jump out at you.

Or avariation on thisisto have someone elseread it you. Thisis even better. Asthey're
reading it, you should take out a copy of the ad and make notes on it. One big advantage
of thisisyour reader is completely impartial.
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He won't stress certain phrases or words to make the meaning clearer. And if the reader is
having trouble you know that's an area to edit.

Thistest isreally great. Take your ad off your printer and make a xerox copy of it. Then
go around to afew people who should be in your target market and say something like,
"Take alook at this, | just found thisin amagazine." Key point: Do not tell people you
wrote the ad because they'll be say how niceitis.

Y ou're gauging their response. If they say something like "Did you write this?' or "This
isreally good." What that really meansis your ad stinks.

But if you start hearing "Do you know how | can get this done?" or "Do you do this?"
then you know you're on to something good and ready to spend money on your test.

Opinions are great, but the only votes that really count are the ones that are paid for. The
first thing you *don't* want to do is call every newspaper, magazine, throw-away, etc.

Y ou need to start by testing small. And that means spending as little as possible to get
accurate results.

Joe Sugarman (He sold millions of Blu-blocker sunglasses) tells how he would test all his
ads in the Southwestern edition of the Wall Street Journal. Because this was the cheapest
and smallest edition of the Journal to test.

That way he was able to read results quickly and then decide whether or not to 'roll-out'
to other editions. So how can you apply this information to your business?

Easy.

Let's say you've been running ads in your local paper. Well, usually newspapers have
zoned editions based on zip codes. So instead of paying for your ad to appear in the entire
circulation, you simply put it in one of the cheapest and most representative zones
available.

And by tracking the response (using a specific phone#, person, extension#, etc.) you can
safely predict what results you'll get once you go out to the entire circulation.
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One more point: It's better to run your test ad in adaily paper instead of a monthly
magazine. Simply because you can ascertain information more quickly.

Y ou cannot multiply zero. That meansif thereisno lifein your ad -- kill it before it
drains more money and time from you.

Don't listen to your mediarep's b.s. about repetition and getting discounts for multiple
insertions. Remember, these guys have no clue about how to create advertising that
works. If they did, they'd be running ads in their own magazines and making tons of
money.

Infomercial marketers realize this point. Imagine spending $100,000.00 to produce one
single 30 minute spot and then buying $400 - $1,000 in media to test it out. That's what
infomercial companies do.

They know if the phones aren't ringing after a couple of TV spots -- they're definitely not
going to ring if they throw tens of thousands of dollarsin mediaat it, either.

Follow these tips and you'll be able to save alot of money plus increase response. Just
test until you come up with awinner and then keep running it!
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Day 7 (Sunday) -
Website posting and “ surf” day

Objective: Post your entire website to the web and start checking out the “competition”
for possible joint venture partners.

Skills Needed:

Basic Surfing

Basic Emall

Basic HTML

Basic FTP

Basic Word Processing

Today’s L esson:

Part 1 — Inserting “meta-tags” into your site.

Today we' re going to finish up one last important bit on your site and then post it all up
to the web.

Inserting the “meta-tags’ into each page represents the “icing” on the cake for most sites.

Meta-tags, bits of code in the html documents that make up your website, help the search
engines identify your site and can help make your site more relevant to a keyword search.

3 meta-tags should concern you — but only one of them really warrants serious attention.

1. “title” tag —thistag serves multiple purposes...

a. It tellsthe search enginesthetitle of your page and usually shows up as
the “clickable” link visitors choose in the search engine results.

b. Sinceitisthefirst thing people see in the search engines, it often serves as
the “headline” for your search engine listings.

c. Thetitletag also causes thetitle of the page to display in the upper left
border of most web browsers.
d. It also servesasthetitle of the page when someone printsit out on paper.

e. Thetitletagisby far themost important tagin the eyes of most major
sear ch engines.
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2. “keyword” tag — thistag lists off the relevant and related keywords to the subject
of your page. Most search engines pay very little attention to thistag... some
ignore it completely.

3. “description” tag — thistag lists a description of your page. This description often
displaysin the search results of many search engines under the title tag. It acts
almost like your classified ad for your listing.

These tags get inserted in the html code of your page near the top in between the <head>
tag and the </head> tag.

All of your tags as well as the first words on the page should start with the most relevant
keyword phrase for that particular page.

Here' swhat the code at the top of each page might look like:

<html>

<head>

<title>antique car show information</title>

<meta name="'keywords' content="antique car show'>

<meta name="‘description’” content="Antique car show tips
tricks and information'>

</head>

<body>

Also, the first words on your page would go something like this:

(Title) Antique Car Show

(Body text) Antique car show enthusiasts here's the site you've been looking for!

NOTE: Every meta-tag, aswell as thetitle physically appearing on the page and
the first words of the first paragraph start with that same keyword phrase. In this
caseit’s“antique car show”.

M Create and insert your meta-tags on every one of your website pages right now!

If you feel like you need alittle more help with meta-tags, just go to the nearest search
engines and look up “metatag generator”. Y ou will find numerous places where you can
enter your title, keywords, etc. and have them automatically formatted free. All you need
to do then isjust copy and paste the meta-tags into your html code.
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How Google Looks At Your Web Pages

Google pays specia attention to your web pages' title tag and body copy (visible text on
the page) to determine relevance to the keywords you want to come up under.

If you want to have a better chance of coming up under your particular keywords, make
sure they appear in thetitle of your page, aswell asin the body text and headlines on the
page. Don't “stuff” keywords (endlessly repeating keywords in a nonsense way), but
rather use them liberally so it’s obvious the main “theme” of your page is about the
particular keyword phrase you want to come up under.

At the time of publication, Google gives almost no weight to the keyword or description
tag. They pay most attention to the title tag, body text, and incoming links from other,
relevant websites -- often referred to as “ page reputation” or “link reputation” -- whichis
afancy way of saying they take into account what other similar sites say about your site
by linking to you.

This“link reputation” becomes critical when we talk about “Linking Strategies’ on
BONUS Day 34.

If you're worried about Google, then make sure that:

e Each page has a specific theme centered on one or two keyword sets;

e Each page has the main keywords for that page in thetitle tag;

e Each page has the main keywords for that page liberally sprinkled throughout the
body text, especially towards the beginning;

e Each page has the main keywords for that page used in a headlineor bolded
text if appropriate.

Though these tips won’t guarantee top placement, they will certainly improve your
chances of ranking well massively over not doing them!

Part 2 — Post your site to your hosting account and make sure it works.

M Post everything to your hosting account using your ftp program, including:
Sales letter

About Us page

Affiliate Signup page

Popup window.

® o o0 T @

All graphics
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Configure your order link(s) with your shopping cart and credit card processing so they
are“live’ and ready for buyersto give you their money.

Test ALL your linksto make surethey work. You do this by opening your site in your
web browser and physically clicking every single one of them!

a. Test every singlelink on every single page
b. Fix any linksthat don’t work
c. Get inthe habit of checking your site periodically for “dead” links

Test your popup window to make sure it launches correctly.

Test your website in the Internet Explorer web browser as well as Netscape’' s web
browser. Test it on America Online (AOL) too if you can.

Make sure:

a. The popup window script works in Internet Explorer, AOL and Netscape.
b. All graphics show up on every single page

c. All text shows up on every single page

d. All linkswork on every single page

e. Go through the entire order and fulfillment process in each web browser to
make sure every aspect of product ordering and delivery works correctly.

NOTE: Your credit card processing company should provide you a
“dummy” credit card number so you can go through the entire order
process live.

In short, try to *break* your website!

Look for every possible way anybody could:

i. do something wrong
ii. getlost
iii. break something
iv. crashyour server
V. cause any type of problems or mayhem
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Check your site’ sloading speed — does it load fast on a56K dial up modem?

Change the resolution on your monitor to 640 x 480, 800 x 600, and 1024 x 768 to see
how the site looks at these various screen settings.

NOTE: Y ou may receive quite a shock when you see how your site looks at resolutions
other than the one you normally keep on your monitor.

Review the “ Ten Commandments’ article on Day 3 if you need alittle refresher.

Part 3 — Go find at least 20 “Competitors”

M Find at least 20 sites that look like competitors for what you sell.
One of the best ways to find them is through the search engines.
Perform searches for your top keywords and see which sites come up on top.

Sites that come up high in the search results for popular keyword searches probably have
adecent stream of traffic going to their site.

| know it sounds obvious, but you only want to approach sites with traffic when you start
looking for potential Joint Venture (JV) partners.

M Create afolder in your browser’s bookmarks or favorites called “potential JVs'.
a. Surf the web and look for competitors’ sites.
b. “Bookmark” these sites so you can come back to them easily.
Asyou look at these sites ask yourself these questions:
a. What istheir unique selling proposition (USP)?
b. What arethey selling that | could add to my product to make it better?

c. What arethey selling that | could add as afree bonus to my offer?
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d. What do | like about their site that | could use to improve my site?

I Make notes of thi ngs you see and learn that you could use to make your offer,

product, or website better.

M Make any obvious and easy improvements or changes to your website based on

what you' ve learned from your surfing.

I Email at least 6 friends / business associates and ask them to take alook at your

site so far and give you feedback.

%] Implement any of their suggestions that make sense and appear to make your site,

your sales letter or anything else better.

Summary of Today’s Assignments:

1

N

Insert the proper meta-tags into the web pages on your site.

If you haven’t already, post your entire website to your hosting account and try to
“break” it.

Test every element of the website and look for problem areas.

Find at least 20 sites that ook like competitors and bookmark them in afolder
caled “Potentia JV's’

Learn everything you can from these competitors to make your site better.

Have at least 6 people give you feedback on your site and the work you have done
so far.

Aswe set the stage for working with other website operators, we thought this article
would help you understand the “big picture” in arranging your JV's.
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Today’s Resour ces:

Instant Traffic Stampede — Learn the 7 BEST, proven methods for driving an instant
avalanche of targeted traffic to your website. Make sure you get a copy of the free
report, “7 Secrets To An Instant Traffic Stampede!” available from the exit popup on
the site.

Article - Skyrocket Website Traffic With “OPT”

The most immediate source for website traffic (besides using pay-per-click search
engines) entails the effective use of “OPT” - Other People’s Traffic.

Other website operators have the targeted website visitors you need right now — you just
have to get them to funnel some of it your way.

Y our mission isto find people who can refer you their traffic either for aflat fee, asa
trade for services or on a per-click basis.

The quickest way to find people to refer traffic is to take inventory of who you know that
operates a site drawing the type of visitors you need.

Once you have exhausted that list, go to the search engines and do a search for the
keywords that would bring targeted traffic to your site.

Make alist of the websites that rank well in those searches and approach those
individuals with related sites about atraffic deal.

Try to work all your agreements on atraffic trade or per-sale basisfirst so you won't
have to pay any cash out of pocket.

If you don’t have enough traffic to trade, or they don’t want to work on commission, then
you should negotiate a per-click or per-signup deal.

This means you only pay when a visitor comesto your site or signs up to receive your
newsletter or other information.

With this structure you only pay for performance and can maximize your return if you do
have to spend money.
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Y ou have 4 choices for funneling another site’ straffic to yours: endorsed mailings, popup
windows, link trades, and banners.

Endor sed mailings are by far the best way to funnel traffic from another site.

When you approach someone to do a vV with you this should represent your primary goal
— get the other party to do an endorsed mailing!

A well-written endorsement letter by a website operator who already has a relationship
with people who can buy from you is often worth its weight in gold.

An effective endorsed mailing can result in traffic, sales, and thousands of dollarsin your
pocket within mere hours of sending it.

Focused “popup” windows represent the next fastest way to funnel traffic to your site.

When used incorrectly, popup windows create an annoying distraction for web surfers.
Make sure your popup windows are relevant to exactly what visitors want by providing
focused content.

The next way to funnel traffic from other sitesisusing “Reciprocal Links’ —whichisa
fancy way of saying trading links with someone. Make sure you negotiate a high profile
spot for your link on the other person’s site.

Don't let your link get buried way down on the page or you’ ve wasted your time.

Banner ads represent the least effective way for getting traffic from other sites because
web surfers have learned to ignore them. However, they can result in traffic if you only
buy them on a per-click basis.

Creativity is key when negotiating with other websites to steer some or all of their traffic
your way.

Create win-win scenarios and many will jump at the chance to work with you.
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Week 2 —Laying the groundwork for
Marketing Online

Day 8 (Monday) -
Start creating the Autoresponder sequence
for your site

L esson Objective:

To explain the various ways the autoresponder can be used; to look at various “real-
world” examples; and to start creating your autoresponder follow-up sequence.

Skills Needed:
e Imagination
e Basic Surfing
e Basic Word Processing

Today’s L esson:
Welcome to week 2 of your 33 day journey to online profits!

Thisweek we're going to lay the groundwork for your online marketing — starting with a
secondary response on your site.

When people leave my sites | want to have a mechanism in place that will capture their
email addresses so | can follow-up.

Even if you've got akiller sales letter that is getting a 5% conversion you still have 95%
of your visitors leaving!

Why not create a way to make money from that majority aswell?
I'll explain al of thisin a moment.

First, you need to think about your secondary response mechanism. What is the
secondary objective of your site?
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If you said "capture emails' —you're right!

Thisisbuilding your 'opt-in' list (and this gives you the ability to make money on
demand).

In order to capture the email addresses | suggest afree report or training course
sequenced over several days delivered viaemail autoresponder.

Y ou don't need to use areport or training course as your secondary response. Y ou can
just have people subscribe to updates from you, or download a free excerpt, etc.

Or maybe you're doing an online newsletter; just provide a"light" version every month to
opt-in subscribers where you heavily edit down your real content.

Redlly, the possihilities are endless but you need to provide enough compelling value that
visitors will part with their email address.

Using A Sequential Email Autoresponder

It's like having little follow-up robots working for your 24/7. And your prospects don't
dlip through the cracks.

The company | use charges me something only $19.95/month and they have lots of cool
thingsin their system that makes them the best value for your money.

e They let you personalize your messages.

e They let you use actual datesin your message (so instead of saving 2 days ago
you requested our information - it says on Saturday you requested our
information).

e You can do complete broadcasts of your email list (as many times asyou like no
matter how big your list gets)

e You can import/export names
e You get unlimited messages.

e You can usetheir tracking features to track sales all the way through from opt-in
tofina sae.

e You get unlimited campaigns. So you can have 1 account and run 10 different
sequences for 10 different sitesif you like.

e They have actual live customer support you can call or get a direct response from
viaemail.
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e Mail delivery isavery real problem and these guys are one of the best when it
comes to working hand-in-hand with 1SPs (including AOL) to make sure their
servers are not black-listed and your mail actually gets through.

All inall - I think they've got areally good system.

You can find them here

Okay, so let me get back to our secondary response.

| use a 3-part 'mini course' on direct mail called: "7 Direct Mail Secrets Guaranteed To
Create A Stampede of New Business!”

| deliver it in 3 parts spread 2 days apart. So | get to contact a prospect 3 times in a matter
of afew days. | give them lots of good information and | also deliver alittle
"commercia" promoting my Instant Sales L etters.

To get agood grasp on exactly how these autoresponder sequences work | suggest you
fire up your browser and join me for alittle mini tour.

You'll see how some sites use “popup” boxes when you leave or when you enter. Others
just ask for your information on the actual web page.

Take alook at these sites for great examples of autoresponder sequences that have made
people alot of money:

Amazing Formula — sign up for the weekly marketing tip

Aweber - sign up for their free “test drive”

Today’s Assignment:

1. Pay attention to web sites that use autoresponders. Create a new folder in your
email box with samples of follow up emails.

2. Think about how you are going to use an autoresponder. Are you going to give
away afree course? Report? Industry updates? Etc.
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Today’s Resour ces:

Complete and comprehensive resource about autoresponders that make money! Y ou get
an entire swipe file filled with tons of winning examples (and more)

WebAdMagic

Simple fill-in-the-blank autoresponder templates for just about any situation or any
business
| nstant Autoresponders

Recommended Autoresponder Services:

AWeber

Get Response

Popup Windows:

FREE! PopUp Generator - provides acomplete PC software package to create
various pop-up's to use on your website. A "must have" if you are serious
about using popup windows to make money!
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Day 9 (Tuesday) -
Write your autoresponder sequence and
install it on your site

L esson Objective:

To write up your autoresponder messages and install them in your autoresponder.

Skills Needed:

e Basic Surfing
e Basic Word Processing

Today’s L esson:

Welcome to Day 9 — today we' re going to continue working on our autoresponder
sequence. For illustrations, I’m going to use an example of a“mini course” but these
ideas apply equally well to anything you put on your autoresponder sequence.

Personally, | would like to see you have a minimum of 3 contacts written by the end of
today.

If that’ s not possible, then get it done within the next few days — but get it done!
Remember, thisiswork you only have to do one time and then it works on autopilot.

| set-up a sequence of 3 contacts spaced 2 days apart. So people would get part 1 of their
mini-course immediately. Then part |1 — 2 days later and part 111 — 2 days after that.

One of the easiest waysto come up with content for this autoresponder is ssimply to
“recycle’ existing content.

Here’ swhat | mean...

When | created my 3-part mini course on direct mail —1 simply took an existing article |
wrote and divided into 3 segments.

Easy!

Y ou can do the exact same thing by taking an excerpt from your book or newsletter. Or,
if you've written articles— simply break them up into several partslike | did.
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Think about any existing content you can take and rework it. Keep thinking until you
come up with afew possibilities!

Another almost painless way to get this done is brainstorm the 10 biggest mistakes (or 7
if you can’t do 10) customers making buying your type of product or service.

It doesn’t have to be long, in fact, a couple of paragraphs under each mistake and you're
in business.

Now let me give you afew more tips for creating your autoresponder sequence.

When message #1 comes you want to immediately identify they’ ve requested it and what
they are getting. Something like this:

Subject: {first name} — your free report you requested
Hi {first name},
Thank you for requesting the free report... "{Title}"

Inside this report you"ll discover the secrets to {benefit
or secrets you're sharing} . So let's get started...

"{7 Little-Known Secrets to xxxx}"

By { Your Name}

* * %

Next, when you're closing day 1 — give people something to look forward to and also a
reminder to pass aong your information. Something like this:

* * %
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Now just by using these first 2 secrets you"ll be way ahead
of any of competitors...but wait, there"s still more!

NEXT -- Emailed to you in 2 days will be "Part 11" of
this special report on {your topic}. Find out:

Secret #3 — {name of secret}

{Give benefit of learning this here}

Secret #4 — {name of secret}
{Give benefit of learning this here}

And Still Coming Up In A Few Days:

Secret #5 — {name of secret}
Secret #6 — {name of secret}
Secret #7 — {name of secret}
See you on 2 days for part 11!
All the best,

{Your Name}

{http://www.yoursite.com}
{mailto:youremail@yourlSP.com}

P.S. If you have a friend who would benefit from this report,
please pass this on. Or they can get their own copy
by sending a blank e-mail to...

{mailto:autoresponderemail@ISP.com}

* * *

On the second installment you should again jog people’ s memories and remind them
about the report. Here's a simple way:

* * %

Subject: {first name} — Here’s part 1l of the free report you requested
Hello Again {first name},

It"s time for Part 1l of your free report... "{Title}"

I hope that you have been considering how to use the First few

secrets you were presented in the first installment.
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And now let"s keep going...

{7 Little-Known Secrets to xxxx}" Part II1

By {Your Name}

And once again let them know what they should expect on the next installment.

Also, please don’t forget to include some kind of advertisement (you can put several)
inside your follow-up messages for your product or service. That’s the whole point,
right?

Now, | want to show exactly how easy it is to set-up your autoresponder sequence. I'm
going to show you the control panel from AWeber —here’ s how it works.

Once you login — select which list you' d like to manage.

":E"'“"'EEEPE 'g::""r:: v 5"""?“'-';" "-'"""'l-r"ﬁl"tb-nrl :~="'” _';'_-:,_HE.

m g Wessages Leads [ Admin Huip | Logout

AW abal Cidrsnad Lol Panal

Seiup Gaide & Training baformatian: | usiihi sl Gaabs -
» Mo im Gri Siaried Lowm bowr io sterl useg your folow ap it T"“'"L.I.‘L "'r' T_—: |bmactive | Grand
¥ hwrdinyg | Tavitn

autoresgandsr o palbngliet v qackiy s possisle
# e Geallle: St veing yoo sabors spossdse b ibe mewirmm poiential
# Persanalipates Leam koo o mohede v lseds' Ul e sndfor Jasi

prithdashiaches i 1] La4 ]
o o
fiitibE B, -l R R S0 L, vl FDEE B WO FiE S 24081 i gy 3 q i 2 1 |

dafpshihiiag

rezhimimingt

Then click on the top “messages’ tab.

Homi (TP, Laads | Admin Helg | Logout
sl Sedbug | Varided Optbm | Fdi Messages | Send Airosfcasi | Aomoss Setiings | Opes Raies | Cleh Fmios

Mueage Manags

Folow U Wassiges: Your et hae | seborsspomdes seed wnitrobs d felloar up mespages svadahle, Tz wes comently esnding [ mespsges Click
s subgecs ins of the message oz wish to edis or *Creats messags® 1o add enoiher folow op messagr

.
e e e e e
I -.:‘-Ilﬂt LR L ].- )

If thisisyour first time accessing the account it will let you create message #1 (thisisthe
first message that your subscribers will see)

Y ou can use all types of personalization and neat features like automatic date insertion,
etc. with the pull down menu “personalization fields’. Aweber will also check your saved
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message against Spam Assassin’ s filters to make sure your message gets through. It
show which spots are trouble so you can correct it.

Personallzadlon Flebls Inaerc Field w
w: #F1 sant immediahaly,
Cliek Tracking: [ | Enable w=cking of click-throughs from links in your message

Subjert | Insert Your Subject Here
eac §!Ciratname i) -
Thanks for blah, blah...blsh,
PeedEbET Fou ighed up Cop thia liat on
[ 'migodace Long)

Thanks!

Flain Text Message:

For the next messages you can set the interval times that you want them to hit after the
previous message.

Persomalizaiien Fields Inaerc Figld w

Messaga: 27 sonf 4 dayis after previous
Click Tracking: || Enahlr.-h;klng_uﬂ:lluh thnaisghs frorm links i your ressage

Subjeet: |Insert Your Subject Here

That' s about it. There' sreally nothing else left except your assignment for today (I bet
you aready guessed what it was)...

Today’s Assignment:

1. Create a 3-part (at least) autoresponder sequence system and load it into
whichever autoresponder system you are using.

Maybe your content is only long enough for 2 days — don’t worry. The same thing

happened to me on the autoresponder sequence for a new project called “ Get Fit While
You Sit”.
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| broke up the information into 2 days and then on the 3 day | gave people an
unexpected bonus — a free healthy recipe. Thiswas good because it put peopleinto a
habit of hearing from my client and secondly, it was an unexpected free bonus.

Today’s Resour ces:

Complete and comprehensive resource about autoresponders that make money! Y ou get
an entire swipe file filled with tons of winning examples (and more)

WebAdMagic

Simplefill-in-the-blank autoresponder templates for just about any situation or any
business
| nstant Autoresponders

Recommended Autoresponder Services:
A Weber

Get Response

Special Notice: Inside the “show-and-tell” 33 Days to
Online Profits Video CD-roms you can see how to get
your autoresponder messages from start to finish.
You'll see exactly how to personalize your messages,
| set them up properly and much more. Check it out here

Page 111

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com


http://www.33daystoonlineprofits.com/wam.html
http://www.33daystoonlineprofits.com/iar.html
http://www.33daystoonlineprofits.com/aweber.html
http://www.33daystoonlineprofits.com/gr.html
http://www.33daystoonlineprofits.com/videos.html

33 Days to Online Profits — 2004 Edition

Day 10 (Wednesday) -
Start laying groundwork for
“Targeted Traffic’ to your site

L esson Objective:

To lay asolid foundation for driving targeted traffic to your website... so you can start
making sales!

Skills Needed:
e Basic Surfing
e Basic Email
e Basic Word Processing

Today’s L esson:

Let me ask you a question...

Would you like your website to achieve a“ Top 10" placement on a major search engine?

Would you likeit up therein just a few days, drawing tons of targeted traffic to your
website like a stampede of cattle on the open Texas range?

No problem!

Pay-per-click search engines offer anyone with a website the opportunity to obtain and
keep atop spot in the search engines — no programming required!

Unlike traditional search engines, which base their selections on the page’ s content and
“code”, pay-per-click search engines sell their top spots to the highest bidder.

When visitors search for a particular keyword phrase, the website owners who bid the
most come up first and get the lion’s share of website traffic.

Getting to the top of traditional search engines can take months and does not guarantee a
good ranking, no matter how much effort gets expended.

Using the pay-per-click model shortcuts this extremely time and labor-intensive process.
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Overture, the web’ stop pay-per-click search engine, boasts millions of searches daily.

Overture has been around for years, but recently started coming on strong with the
decline in soft advertising dollars on the web.

In the past, traditional search engines made their money from selling banner ads and
sponsorships to advertisers.

Unfortunately for traditional search engines, advertisers have learned that banner ads,
general audience popup windows, and other advertising online don’t produce good
returns on investment.

Asaresult, thisformerly lucrative method of making money has virtually disappeared...
and Overture stepped in to fill the void.

Overture’ s search listings now appear in the search results of some of theweb’s
traditional search engine giants, including:

e Yahoo!

e MSN

o AltaVista

e InfoSpace
e CNN.com

e All theWeb
e Excite

e DogPile and more!

Anyone who bids their site into the top 3 for a particular keyword phrase (Overture's
“Premium Listings’) not only appears in Overture, but also appears prominently on the
first page of searches on those other search engines.

Overture in turn pays these search engines a commission for any of their links that get
clicked by surfers. These arrangements have evolved into a significant revenue source for
other search engines and have massively extended Overture' s reach across the Internet.

Overture’ s success has launched a virtual online gold rush to cash in on the pay-per-click
search engine model.
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Dozens of pay-per-click search engines have sprung up across the web trying to grab a
piece of the pie.

FindWhat, the next largest pay-per-click search engine, dwarfs in comparison to
Overture’ s size and reach. However, arecent price increase by Overture caused many of
its lower volume advertisers to seek alternative pay-per-click traffic and FindWhat gladly
welcomed them into the fold.

Anyone with awebsite who wants to get ajumpstart on traffic and start driving targeted
visitors across their site would do well to take a serious ook at pay-per-click search
engines.

As the web gets more crowded, paying for search engine traffic represents an excellent
way to rise above the clutter — fast!

Today you’re going to sign up with Overture to set the stage for getting
traffic to your site!

Part 1-Logonto OVERTURE

Click the “ Sign Up With Overture” link at the top of the site and you will be presented

with a choice similar to this:
B

Sagn-Up Options onding orF call omlime
BRL-TAF-TRET

Turmarouns 5 buminarer days i 5 buzineas daya

Eunpesrt Assistanoe with

Search Tesmn Selection e Ha
Expert Assistance with o
Titlme & Descrapisone & Ha
Enpert Assistanoe with
Buidgekt HManagermeent LiLL Ao
(ustumered Proposasl Wi
Viem & &fripla Ha
Control of Your Campaign "l'-u-s b T3
Fre=e Account Upfirmerstson Taa" Ha
Enpert Assistanoe with o "
Teacking WHLs Lo .
Editoral Approwal Autoariatic Subject o reviaw
Servicn Lovel Guld Serece Gold Servios
far & rn-:-rll'hﬁ fiar ranths
e - Temie Service Fee t:l. ‘219’ Ho Sarvice F-ll"

wiam . uE
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Unless you are strapped for time and flush with money, you should choose the “ Self
Serve” option.

After clicking the “ Self Serve” option you will be taken to a page to begin the actual
signup process with Overture.

Y ou will need to have your credit card ready.
Notes about Overture:

1. Overturerequires that you pay $50 to sign up. This $50 will apply to click
through’s so all your money will go towards buying traffic -- there are no setup
fees.

2. Overture has a minimum monthly spend of $20. IF you don’t generate at least $20
in click through’s each month they will subtract $20 from your account.

3. If you don't want to spend at least $20 to promote your business each month...
you' re not serious about making any money online.

Today all we want to do is sign up with Overture and do more keyword research.

Tomorrow we'll submit a bunch more listings to Overture and other pay-per-click search
engines.

So pick out your “top 3" keyword phrases and get ready to write a basic title and
description for each.

The first thing you must do is give them an initial list of keywords you want to bid on.
Make sure that once you go through the selection process you only make the minimum
bid to get started.

Our objective hereisjust to get the site approved and get started with Overture.
Here'show | would do it to get started for my antique car show site:

First, I'd select my most obvious keywords to get started
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Search Term Suggestions

Tow e sleo erber pearch termie msnu sy,
Irdar cne term per limes wp to 100 charschsrs.
Do not urs commaz or rermecolane

anfigue car | Get Suggestions |

Aankigue SHRE shunﬂ
ancigue car

Est. antigque car for =ale
Rt
S sresnssnida ARt igue car pEilce vintage
Em ZZ. 415 | 0.0 H;ﬂ 1.1Z0 | 0,10 112 Uge the check boxes on antique oar part
-?n_tau- RIdE the keft to select terms to aRcigue car valuea
[#] gr Far 2 EEH 0.10 zﬁ;‘ i3% | 0o 13 add to your account, antilgue Car price
Aals wWhen finished, chick
antigug A b R 7
[Floar prics | 2170 w0 Bids 1w | 0ae | 11 b R
i DIIJ':-."II;.
| arkaaiae ; M
EM 1,800 o.i0 | SR ag 0,40 3

NOTE: For now just bid the minimum $.10. Y ou can instantly change your bids later to
whatever you want once your account gets set up.

Pdaye Lun L

Listings Per Page :

@ Search Term Search Volume# TOUF EEX Eid Top 3 Ei;;x Ead= Est. Clicks* Est.(:]PE* Egt'(g;gt*

[] antique car show G613 o410 - - - - |More Bids 33 0.10 3

|:| antique car 22,416 0,060,068 0,03 - - |More Bids 1.1z0 0.10 11z

[] antique car for sale 2,668 0.10/0,05 - - - |More Bids 133 0,10 13

|:| antique car price vintage 2,170 o = = = - |More Bids i0sg 0,10 11

|:| antique car part 1,200 0,10/0,10/0,09 /0,07 0,06|Maore Bids S0 0,10 9

[] antique car values 1,252 0.z0/0,10 - = - More Bids [ 0,15 2

|:| antique car price T85 0,140 - - - - |More Bids 39 0,10 4
*Eztimates bazed on last month's data and a zample cick-through rate of 5% page 1of 1

Then | would create asingle listing that | used for all my keywords at this point just to
get the account up and running quickly.
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Lizting Guidelines

Search Term:
antque car show

Tide: Max, 40 characters

Antique Car Show Onlinel "% Copy Title Down

DescrHpton: Max, 190 characers
. . <o Copy Description
Intigque car show lowvers click P

T Down
here for the latest antigue car
show information, sales and
parts. w
URL:
http: feaere. 1 stopdntigueCarShow. corr| Ty

Fill inthe Title - which isliterally the title for your “ad” in the search engine.
Fill in the description —which isreally your classified “ad” for your search listing.
Fill inthe url (web address) and the bid you are willing to pay for avisitor.

NOTE: For now just bid the minimum $.10. Y ou can instantly change your bids later to
whatever you want once your account gets set up.

B Fill in 3 or 4 of these bids for your top keyword phrases and then move on to the
next step in the sign up process.

Fill inall of your contact information on the next page.
Finally, open your account with amajor credit card.

Y our Overture account will be activated within a few days when you receive a
notification email from Overture.

Pay-per-click Bidding Tips

1. Don't go crazy bidding to start. Get afeel for what others are bidding and how
competitive a certain keyword is.
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2. Usethe“Overture Keyword Tool” to check the traffic counts on your keywords
and look for keywords that will bring you the visitors you want at the lowest
price. Certain keywords get overlooked and you can profit from them.

3. Look for bidding “gaps’. You will see gaps where two or three people bid within
pennies of each other and then it drops off... bid at the “top of the drop”.

1. Mary bids $1.25
2. Tombids $1.23
3. Jerry bids $1.19
4. Joanbids $.78

a. Example:

Y ou should probably bid $.79 — unless you know you want to come up in
thetop 3 and then you would bid $1.20.

4. How much you bid will ultimately depend on your “visitor value”.

Your visitor valueis calculated by dividing the total number of visitors by the
amount of money they generate you.

a. Example: ~For every 100 visitors you make $100
~That means each visitor is worth $1.00

~In this case you can spend up to $1.00 to bring a visitor to your site and
still make money.

5. BeVERY CAREFUL with using the “ Auto Bid” option instead of the fixed bid
option. This can cause you to pay WAY MORE than is necessary to get clicks.

L et me show you an example that should make you very wary of just making abid
and not going back to check it.

Here' s apicture of abid from my account on a*“live” keyword I’'m bidding on for my

mortgage program.
I_I 1l IIIUIL!__'ﬂH: L [SY NSRS I P | S SN, ST AU T )
[ ] home mortgage advice 2 0,10 0.10 1.87 0.10 0,07 0,05 -
— horme mortgage assistance A - o none o ne ln e

I’'m currently bidding $.10 (10 cents) per click. The guy ahead of me has a max bid of
$1.87 — but he' s probably only spending $.11 right now. Why?
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Because the “auto bid” feature only makes you pay 1 cent more than the person’s
max bid below you. But al | have to do israise my max bid to $1.86 and watch what

happens.
o imieim ieimianeq - - o e e .
[ ] horme rmortgage advice 2 0.10 1.8R 1,87 1.86 0,07 0,05
1 horme rmorgage assistance 1 — o oe ank lnnsl - _

I’'m still only paying $.10 (10 centsis the minimum bid — the next lowest person is
paying .07, but | have to pay the minimum) for the clicks, but | have now forced the
person above me to start paying $1.87 per click.

Why would somebody do that to him? A couple of reasons:

1. Because they’re mean (not realy ©)

2. Therea reason would be to force him to run out of his advertising budget so he
would go offline and the #2 listing could grab the #1 spot for adime.

Themoral of the story — check your bids regularly and make sure you are not paying
more than you absolutely have to for each click you buy. Also, use the auto-bid
feature carefully and don’t set yourself up to pay way more than you should.

Part 2 — Continue Researching Keywords

M Remember the keyword tool you used on Day 1?
Overture Keyword Tool

Well go back to that tool and find at least 50 mor e keywor ds (thisisin addition
to the keyword research you did on Day 1) that would bring you targeted visitors.

Also, see how much each phrase would cost you to get into the “top 3" by using
the “Keyword Bid Tool”. Thistool tells you how much others are currently
bidding for a particular keyword phrase.
http://www.Overture.com/d/search/tool s/bidtool/

M Make aspecia note of any and all keyword phrases that would allow you into the
top 3 for areasonable cost while you are testing your website copy — say less than
$.25 per click.
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Y ou have made many more distinctions now about what people are looking for than you
had on Day 1. Y ou know what keywords are important and you can see how much it will
cost to get into the top positions.

That’s why we want you to research more keyword phrases at this point.

Part 3 — Additional pay-per-click search engines

Overtureisn’'t the only game in town when it comes to pay-per-click search engines.

Other pay-per-click engines can generate significant hits for you very cost-effectively.

M Y ou should sign up for at least one more pay-per-click search engine (if not
several) so you can get traffic coming from multiple sources as quickly as
possible.

Hereisalist of other worthwhile pay-per-click search engines you should strongly
consider using:

Overture #1

o FindWhat #2

e 7 Search
e Sprinks
e GoClick

¢ Kanoodle

If you really want to learn how to use pay-per-click search engines and squeeze every last
bit from each penny you spend... check out this new resource

Click here now ===> Instant Web Site Traffic!

It iswritten by Jon Keel, one of the world’ s experts on maximizing everything you do
with pay-per-click search engines.
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Summary of Today’s Assignments:

Lo

Sign up for an account with Overture.

2. Bidon 3 or 4 of your top keywords just to get your account opened.

3. Research at least 50 more keywords you can bid on to get targeted traffic.
4. Look for keywords with high traffic counts and low cost for top 3 spots.

5. Signup for at least one additional pay-per-click search engine (FindWhat.com).

Today’s Resour ces:

For avery comprehensive list of Pay-per-click search engines go to Pay Per Click
Search Engines.

For a complete course on Pay-per-click strategies go to I nstant Web Site Traffic!
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Day 11 (Thursday) -
Final edit on the salesletter and writetitles
and descriptionsfor pay per click links

L esson Objective:

To do the final edit on your sales letter and website; to write come compelling titles and
descriptions for your pay-per-click links.

Skills Needed:
e Imagination

e Basic word processing
e Basic html
e Basicftp

Today’s L esson:

Today, we're going to work on some more copywriting assignments starting with putting
the finishing touches on your sales |etter.

If you' ve been doing your assignment you should have afairly well put together sales
letter —well, now we need to polish it up and really make it sing.

Now, that we' ve let afew days pass since working on your sales letter -- you can go back
at it with new, fresh eyes.

Take alook at the headline — doesiit really grab your audience’ s attention? If not, let’s
make it stronger.

How about the opening? Does that compel people to read further into the letter?
2 tricks, I'll tell you about here:

1. Sometimesit takes awhile for our brainsto get warmed up when writing (just like
acar) so many copy editors will just cross out their first couple paragraphs and
make the copy start from that point.
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Can you do that?
2. | like short openings that really make people continue reading. For example....
“It'scrazy....”
“Yes, it'strue...” etc.
Y ou want to create a*“ dlippery dlide” that people can’t off of once they start reading.
Now, pay attention to your subheads.

Are they making a sales message all by themselves? Y ou’ ve got to be able to get the sales
message across to the skimmers who come to your site.

Okay, how are your transitions? Copy transitions (or bucket brigade copy) work to carry
readers over from paragraph.

Thingslike...
“But, wait there’ smore...”
“Let meexplain...”
“Factis, ....” etc.
Next, look at your guarantee and call to action.
Arethey easy to understand? Do people know exactly how to give you money?
And thefinal test isto read it out loud (or have someone read it to you).
The copy should be smooth with no bumps.

At thispoint your Sales L etter isofficially done... but be prepared to make changesin
the future as you make additional distinctions about headlines, copy and more!
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Pay-Per-Click Copy

Okay, now it’ s time to work on your pay-per-click titles and descriptions.

Overture will let you set your title and site description as anything you' d like — but they
will also review your titles and descriptions to make sure you aren’t misleading anyone or
bringing people to your site under false pretenses.

Y ou can use different titles and descriptions for each search term if you want to hit
certain ‘hot buttons' specific to those searches.

FACT - Your sitetitles and descriptions are equivalent to classified ads.

Have you ever seen magazines with hundreds and hundreds of classified ads? Well, this
isalmost the same thing. Y ou’ re competing with lots of other sites for your perfect
customer to click over to your site.

I’ s important to write benefit-laden copy and so people will click on your site. People
don’t want to waste the 10 seconds it takes to click and then hit the *back’ button on their
browsers.

So why should they come to your site?
Y our title and description are critically important!

Y our title with Overture can only be up to 40 characters long. Y ou should capitalize each
word but you can’t use all CAPS. Here' swhat Overture says about it:

Title

Titles are normally the first thing users read, so be sure to include the search term in
the title to maximize your clickthroughs. A recent study found that listings that
include the search term in both the title and description have a higher clickthrough
rate (more than 50% higher on average) than those that don't! Titles must be
between 1 to 40 characters long. You must capitalize the first letter of each word in
the title, and keep all characters lower case. (Example: Buy Cars Online Now!)

And your description can be up to 190 characterslong. So come up with an important and
compelling reason for people to click on your site.

Here' s Overture sinsight into the description:

Description
The description is your opportunity to draw people to your site by capturing their
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interest and attention. Write your descriptions so that users know what they would
find if they clicked through to your site. Including the search term in the description
increases your potential to get clickthroughs by more than 50%! Descriptions must
be between 1 to 190 characters long. You should write your descriptions in a
sentence format and you may not capitalize all characters.

Here'swhat | havelisted for my title and description on Overture:

Create Instant Sales Letters

Now in 2 1/2 minutes you can quickly and easily create a
sales letter guaranteed to sell your product or service..
without writing!

Y ou'll notice how the title is my headline and the description is my supporting “classified
ad” copy. You can use thisisasamodel - now get going...

Today’s Assignment:

1. Finish polishing your sales letter — get 2 peopleto read it —don’t tell them you
wrote it and listen for their reaction.

* |f they ask where they can get your product or service — you' re doing well.
* |f they mention how nice the letter is— you need to go back and tweak.
* Or worsg, if they say “what the heck isthis?” —you'rein real trouble.

2. Create your Overture titles and descriptions. Work on 3 or 4 variations and pick
the best one for the keywords you'’ ve selected.

3. Submit at least 50 keywords to Overture today using your new titles and
descriptions.

Today’s Resour ces:

Instant Web Site Traffic! —acomplete guide to squeezing every last dime out of your
pay-per-click search engine listings.

Killer Classified Ads—learn how to move people to action with just afew words! The
perfect skills to have when it comes to writing pay per click ads!
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Day 12 (Friday) -
Submit your siteto Yahoo, Dmoz and
the“major” Search Engines

L esson Objective:

To submit your site to the search vehicles that can bring you the targeted traffic you need.

Skills Needed:
e Basic Surfing
e Basic html
e Basicftp
e Basic Email

Today’s L esson:

Part 1 — One Last Site Modification

There' s one last modification we need to make to your site before you submit to Y ahoo!
Y ou need to come up with a 15-25 word description for your site.

Thisisrelatively smple, but you must do it correctly so you have the best chance at
getting a great listing on Y ahoo!

Thereason | had you wait until now to do thisis | wanted you to get some good practice
at writing short, descriptive paragraphs for your Overture listings -- which prepares you
quite well for what we' re about to do here.

Take your most popular keywords (from your Overture list) and create a description that
incorporates as many of the most popular keywords as possible.

Remember the list:

16806 antique car

1578 antique car for sale
1565 antique car part
871 antique car price
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699 antique car show
647 antique car values

In our example we might create atitle and description that goes like this:

1Stop Antique Car Show (the name of the business)

Offers antique car show quality and classic parts for sale, discount values on hard to find
models, order parts online. (description)

This description also acts asthe “ad” for your Y ahoo! listing — so you have to balance the
need to “stuff” your keywords with making it readable and logical for both the category
editor and peopl e searching the web.

Now that you’ ve written your description you need to do two things:
M Insert the title and descri ption into the meta-tags of the home page of your site.

M it you really want to push this description on the Y ahoo category editor, you
should also insert the description at or near the top of the visible copy on the
home page in bold type.

Y ou may not think it’s possible to insert this description visibly on the page itself,
especially if you have tweaked your sales copy... but you can always remove the
description once you get into Y ahoo. Get it up there at thetop if at all possible
because it will help you.

Here' s an example:
Thiswould be the html code at the top of the home page.

NOTE: | know thisis dightly different than what we told you on day 7 — but there are
exceptions to every rule. Thisis strictly to satisfy Y ahoo and Dmoz that you are who you
say you are and you actually do what you say.

<html>

<head>

<title>1Stop Antique Car Show</title>

<meta name="'keywords' content="antique car show parts
discount'>
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<nmeta nane="description” content=" Ofers antique car show
quality and classic parts for sale, discount values on hard
to find nodels, order parts online">

</head>

<body>

This might be the top of the visible home page:

1Stop Antique Car Show

Offersantique car show quality and classic partsfor sale, discount values on hard to
find models, order partsonline.

Antique car show enthusiasts here's the site you've been looking for!

Everything should match!

M Once you have made these two changes on the home page, upload it to your site.

Part 2 - Website Checklist

Take the following checklist and go over your website with a fine tooth comb just before
submitting it to Y ahoo as well as the other directories and search engines.

U Have you spell-checked the entire website?
U Do all the pages load?
O Doall thelinks work?

O Do your site name, domain name and domain registration all support the fact that
you should receive a certain name in a specific category?

O Isthere anything on the site or in your domain registration that would lead a
Y ahoo category editor to believe that your business was named anything else?

O Areyour meta-tagsin place?
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O You should go over Y ahoo!’ s submission guidelines one more time before you go
any further.

Click hereto review them ==> http://docs.yahoo.com/info/suqggest/

Part 3 — Submit your site to Yahoo!

Once you' ve gotten the title and description positioned and have gone over the website
checklist -- it’s time to submit to Y ahoo.

Go back to your notes on Day 1 when you chose your Y ahoo category and return to that
specific category pagein Y ahoo.

L ook through that category again at the various websites listed.

Doesit still make sense that you should list in this category? (If not, find one that does
make sense.)

How does your title and description compare with the others?

Would you fit into this category as far as content while standing out as awell positioned
link near the top?

If everything still looks good then let’s move ahead. ..

Near the top of your Y ahoo! category page look for alink that says “ Suggest a Site”.

powersd [@
by
Search Advanced Search | Suggest a Site/

% ermail this category to a friend
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Click that link and, if you are operating a commercial site, you will be taken to a page

that looks like this:

Suggest a Site to Yahoo!

There are two ways you can submit a site to the Yahoo! Directory. If you choose Yahoo! Express we guarantee

that your site will be considered by our editors within ¥ business days.

Yahoo! Express

7- Day Guarantee
US$299.00 non-refundable,
recurring annual fee

- Required for commercial listings but
available for any site

- Guaranteed and expedited consideration
of your site within 7 business days

Learn more. ..

Suggest via
[ ‘ahool Express

OR

Y ahoo charges to review everyone's commercial site — but the traffic can be worth the

Standard

Free!
No time guarantee

- fost non-commercial sites have been

suggested to Yahoo! this way

- Due to the volume of suggestions, we

cannaot guarantee a timely consideration
of your site.

Learn more. ..

Suggest via
[ Standard Consideration ]

price. For sites submitted after 12/28/01, Y ahoo will charge thisfee every year.

So you click the “Y ahoo! Express’ button and they guide you through the terms of

service.

Y ou haveto click that you understand each item on the list, including that you understand
Y ahoo! doesn’'t guarantee to list your site. (They don’t guarantee to list anyone' s site!)

After you sign up for your id and password you can log in.

Y ou will then come to a screen that asks you for the information about your site.

Make sure the category they list at the top matches the one you want for submitting your

site.
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Categony : Recreation/ Automothve Classic Cans
" Sita Title:
The name of the site. (2., Museum of Modarm A&rt)

" URL:
Thie wab address of tha sde, beginnang wih “hitpd"

Gaoqgraphic Location:

The city'slate and coundry, if relevant 1o placement of your st

Dhescription:

A brigf phrasa or santenca descrbing the contants of tha site
lanrmuem 150 charactens

Apoid repeating the site title or catesory name

Do not capitalize tha first lattar of every word ar use HTML tags

Additional Information;

Frovide any infoernation that maght help our editors caiegqorize this site,

Make sure the site title matches your sitetitle, url, business name and registrant.
Insert your web addressin the URL.

Copy and paste your 15-25 word description in the Description box. Make sure it
matches the description on your site exactly.

One other note —when it asks for your contact information don’t make the mistake of
using an email from another business website.

Use an email address that reinforces your website identity.

Your Contact information ! Required oS

In the even 1hat we have guestions aboul the placement of this site and 10 ensure thal lisings in Yehool canno be
changed by unsathonzed persons, please provide the followang:

* Contact Person; [

* Contact Emall: |

MOTE: i you havs any quartiane abeat heerws cas the percanal infeom obian ves gathes, pleass resd ou Freacy Foliop
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In this case | would use the email info@?1stop-antigue-car-show.com

| would NOT use an email like sales@onlinecar auction.com because that might make
the Y ahoo editor change the name of my submission or cause them to investigate my site!

Thisjust creates needless problems and delays. Even your email should reinforce your
identity and name with the Y ahoo editors.

Therest of the submission is pretty straightforward.

You just fill in the blanks where required — just make sure you don’t tell them you area
local site unless you actually only operate locally.

Asyou go along Y ahoo will get your payment information and then let you know you' |l
hear something from them within aweek as to whether or not they’ Il include your sitein
the directory.

Though we can’t guarantee it (nobody can) - if you have followed everything in this
ebook along with Y ahoo!’ s actual guidelines, you should have a high likelihood of
achieving a good category listing... and certainly a better listing than if you just tried it
blind!

Part 4 — Submit your site to Dmoz

Submitting to the Open Directory (www.dmoz.com) is actually alot easier than Y ahoo.

Just go back to the Dmoz category you chose on the first day and ask yourself the same
guestions as we did with the Y ahoo category.

Look through that category again at the various websites listed.
Doesit still make sense that you should list in this category?
How does your title and description compare with the others?
If everything still looks good then let’s move ahead...

At the top right of the category page you will see alink that says“add URL”.
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about dmoz | add UEL | update TEL | becotme an editor | help

Click that link and you will go to the submission page.
Dmoz' s submission process is much simpler... just one page!
They only ask for 4 things:
1. Thesite URL (http://www.yoursite.com)
2. Thesditetitle (copy and paste if from your website)
3. Thesite description (copy and paste it from your website)
4. Your email address (info@yoursite.com)

Dmoz makes no guarantees about listing your site, however most get listed within 4 to 6
weeks.

If you site doesn’'t get listed within 4-6 weeks you should resubmit.

NOTE: If the category you are submitting to doesn’'t have an editor you may have to wait
alot longer because nobody is monitoring that category.

Since anyone can be a category editor, you could apply to be the editor and then be
virtually assured of a great spot if they accept you to edit your own category.

You can tell if acategory doesn’'t have an editor because at the bottom of the page it says,
“this category needs an editor”.

Part 5 — Submit your site to a few of the “major” search engines

Submitting your site to the search engines doesn’t guarantee anything as far as ranking.

If you want to truly use the search engines to promote your site then you need to either
hire someone or take the time to learn all you can about a subject that changes daily.
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We have included some resources for you to investigate below if you are serious about
search engine promotion. They get into alot more detail than we can here.

Web Position Gold —Web position helps you track your positions on the major search
engines so you can improve them. Excellent product for tracking how you rank.

Sear ch Engine News — publishers of “The UnFair Advantage Book on Winning The
Search Engine Wars’ Many people consider this the guide to learning how to manipulate
the search engines and get top placement.

Sear ch Engine Forums — This forum contain awealth of information about the search
engines and membership isfree.

Regardless of whatever degree you decide to get involved with actively promoting to the
search engines, let’ s submit the pages you' ve created so far.

www.Google.com - http://www.google.com/addurl.html

www.AltaVista.com - http://addurl .altavista.com/addurl/new

www.MSN.com - http://submitit.bcentral.com/msnsubmit.htm

www.alltheweb.com - http://addurl.alltheweb.com/add url

Summary of Today’s Assignments:

1. Makethetitle and description modification to your site and upload the changes.
2. Go over the website checklist

3. Submit your site to Y ahoo!

4. Submit your site to Dmoz.

5. Submit your site to the major search engines by going to individual search
engines and submitting each page of your site.
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Today’s Resour ces:

Web Position Gold —Web position helps you track your positions on the major search
engines so you can improve them. Excellent product for tracking how you rank.

Sear ch Engine Forums— This forum contain awealth of information about the search
engines and membership isfree.

Sear ch Engine News — publishers of “ The UnFair Advantage Book on Winning The
Search Engine Wars” Many people consider this the guide to learning how to manipulate
the search engines and get top placement.

See the featured article on “Achieving a TOP 10 Ranking” on the next page!
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Featured Article — Achieving a “Top Ten” Ranking

| can’t tell you how many times people have asked me, “How to do | get my site to come
up in the top ten of the search engines so | can get hits and sell my product?’

What they really want to know is, “How can | get people to show up to my website
without spending any money on advertising my site!”

People usually don't like my answer because accomplishing a“top ten ranking” on any
search engine always requires careful thought along with a significant amount of work.

Three types of “Search engines’ abound on the Internet.
They include true search engines, directories, and links pages.

At last count approximately 10,000 sites referred to themselves as search engines, though
only about a dozen sites rate your attention since they drive 97% of the Internet’ s search
traffic.

These sites include:

e Yahoo!

e Lycos

e Excite

o AltaVista

e Northern Light
e HotBot

e WebCrawler

e AOL Netfind

e ...and afew others.

When avisitor logs onto a search engine looking for information, they enter “keywords’
about the subject in hopes of obtaining alist of relevant websites.

Each search engine operates with its own rules about judging a site’ srelevancy to a
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keyword search.

They look at text on the web page (body text) as well as words you can’'t see which reside
in the actual code of the web pages.

This code includes such things as alt tags, title tags, description tags, keywords tags and
others.

Depending on the search engine, what you can’t see may represent afar more important
part of ranking well than the words appearing on the page.

Search engines look at how many times a keyword shows up in the various parts of your
website as well as actual location on the page.

Assuming that an important subject for your pages would appear at the beginning of a
page, those web pages starting with the keyword should rank better than those that don’t.

Also, in many cases, the more times the keyword appears (without overdoing it) the
better a page ranks.

Entire books and websites exist to teach eager website owners how to pump up their
rankings on all the various search engines, however these promotion tips will serve you
well in your quest for the “Top Ten!”

e Seewhat othershave donefor maximum exposure.

Go to the various search engines and perform a search under which you would like to
appear.

Dissect those pages to find the common elements that make them show up high in the
rankings:

0 How often and where do the keywords appear on the page?
o How many words on the page in total ?
0 Do they put keywordsin their hypertext links?

0 How does the coding in each page seem to relate to the others?

e Bewareof registration vs. promotion
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Plenty of companies will “register” your website with thousands of search engines for
about $50-$100.

But simply submitting to the search engines won't do much for you — and besides, you
can submit yourself just as well for FREE!

Without the proper structure in your website, only sheer luck will cause your site to pop
up in the top ten!

Feature Article - Critical Search Engine Mistakes

Sooner or later anyone with a website comes to the startling realization they need that one
essential thing all sites need for online success — traffic!

Website designers and owners usually relegate traffic generation, and specifically search
engine traffic generation, to last item on the to-do list as something they’ll “worry about
later.”

If you own or advertise with a website, the following list of critical search engine
mistakes will do as much to dispel any misconceptions you might have asit will to help
you generate more search engine traffic by either cleaning up your existing site or starting
off fresh with your next one.

1. Targeting the wrong keywords.

Most people don’t give enough thought to the keywords around which they build their
site.

They do little or no research as to the relative popularity of certain terms and they
frequently use industry specific terms consumers would never use in a keyword search.

2.Using “Mirror” sites.

A technique that used to work for achieving better positionsin the search engines
revolved around publishing your website in several places on the web and submitting
them all to the search engines.

The major search engines now have duplicate content filters that defeat this technique.

Page 138

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com




33 Days to Online Profits — 2004 Edition

3. Using the same page r epeatedly.

Similar to posting mirror sites, using the same page over and over no longer rates as an
effective promotion technique.

4. Endlessly repeating keywor ds.

Referred to as “keyword stuffing” this technique of repeating keywords in various parts
of aweb page only servesto annoy the search engines and rarely results in even mediocre
placement.

5. Stealing other people's code.

Many so called “experts’ tell you to go to the search engines, find a page that ranks well
and take their code. They don't tell you that the search engine duplicate content filters
can catch you — and ban you!

6. Treating all search enginesthe same.
Each search engine has its own rules. What works for one won't always work for others.
7. Treating Yahoo! like a search engine.

Y ahoo! is not a search engine. Y ahoo! is adirectory with its own extremely unique rules
and live human beings making the site classifications.

8. Using most automatic submission tools.

Any program that submits fifty web pages to the same search engine in two minutes
alerts the search engines to a possible “ SPAM” submission.

9. Promoting most free web space.

Search engines know that very little valuable or unique content comes from virtual malls
or free web space such as Tripod or Homestead.

They routinely block content from these sites.

Every page on your website can potentially draw visitors. Ensure every page contains the
necessary “search engine friendly” elementsincluding meta-tags and focused content.
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This represents just a summary of the mistakes people make promoting to the search
engines.

With consequences ranging from weeks of wasted effort to having your domain banned
from the search engines for life, take the time to educate yourself on the proper methods
of site promation.
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Day 13 (Saturday) -
Google Ad Words

L esson Objective:

To get going with Google Ad Words, start running your campaign and split testing for the
best copy

Skills Needed:
e Basic Surfing
e Basic Word Processing

Today’s L esson:

Let’s get going with day 13. If you' ve starting on Monday then this will be Saturday #2.

Shoo the kids off to the neighbors and lock yourself away for a couple hours because
we' ve got some important work to do today.

A recent competitor to take the pay-per-click model and really run with it is Google.
Google is my search engine of choice and now they want to become a significant player
in the keyword advertising space. They’re definitely poised to give Overture arun for
their money.

Google has launched a pay-per-click keyword auction called AdWords Select. | know
many of my colleagues are doing extremely well using this resource and I’m seeing very
good results as well.

Just like Overture, Google is striking deals with other high traffic sites like AOL,
Earthlink, AskJeeves.com and even Amazon.com for sponsored listings to appear (plus of
course on Google.com itself).

Google is also using the pay-per-click model so you only pay when someone clicks on
your listing (thisistheir 2nd incarnation of this ad program — originally it was pay-per-
impression). Right now clicks start at .05 cents so there are still some bargains to be had.

Plus, Google also has another wrinkle -- your listing needs to get a 1/2 percent (.5%)
clickthrough to remain relevant or elseit won't be listed. That means for every 1000
times your ad is shown you need 50 people to click on it or else you get nixed.

Another very cool thing about the Google Ad Words program is that your listing will
usually go up in just minutes so you can start seeing results immediately.
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Now since Google has always prided itself on relevancy - your higher clickthrough rate
works to help you keep your costs down. Here' s how it works (taken from
https:.//ads.qgoogl e.com/sel ect/pricing.html)

Google believes strongly in providing high quality and relevant advertising to our
users, so Google AdWords does not rank ads solely on cost. Thereis no way to
reserve top placement in the AdWords program.

Ad placement is based on a combination of maximum cost-per-click (CPC -- how
much you are willing to pay per click) and clickthrough rate (CTR). This means that
if you earn a higher CTR, you are rewarded with a lower actual CPC. Our system
monitors your competition and performance and automatically charges you the least

amount possible

All of thislooks extremely promising and you can find out more at their site:

http://ads.google.com/

It only costs a couple bucks and you can
actualy start driving to your sitein aslittle as
15 minutes to your site. How cool is that?

Let’s start with the basics.

First, your ad will appear on the right-hand side
asa‘“sponsored link”. On theright isaquick
snapshot of the ads that show up when you type
in “public domain” into Google.

My ad iscircled.

Notice the ads are nothing more than little
classified ads and that’ s exactly how you want
to think about your Google Ad Words ads.
Headline and then some body copy.

Let’s go inside my account and take a closer

looks so you can see how easy and powerful
Google Ad Words are...

Sponsored Links

Public Domain (Review)
Don't buy Yanik's Public Domain
Riches until you read this. Aff

vty Tarketing-ideas. oroireview |

Interest: n———

F3.95/mth - 5 GB Space

20GE Data Trans & Free 1200 Support
30 Day Money Back Guarantes
hittpcihanate CANACA.CA

Interest: =

Public Domain
The Titles You're Looking For -
=it BH.com & Order Online Today!

whete' Barnesandhboble com

Interest; ————

Public Demain Uncovered
Discower Bcactly How Ta Find & Use
Copyright-Free Works Without Fees
woerw. PublicCiomainRiches.com

Interast: ————

Fespect copyrights?
Leam how the public domain has
been eroded, and how to fix it!

respectthepublicdomain.org

Interest: n———

When you first get inside your account. Y ou'll need to create a new campaign.
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Step 1 of 3: Target languages & countries.

Languages: Countries:
All Languages # Al Countries -
Danish E i United States — entire country
United States -- regional targeting
Eru:qli:s:h United Kingdom
Finnigh Canada
French ht Germany bt

Hald down the comtmd or npﬁﬂcey to select muEiF-_Ie countries.

| Save & Continue » 3 |

Thefirst step is selecting the language and countries you want your Google Ad to display
to. You can target specific languages, countries and now they’re tested regions of the
U.S. Perfect if you're alocal business. See more on this here
https:.//adwords.google.com/sel ect/fag/reg_fag.html

Important Note: Google does not allow you to have any kind of pop-up windows on your
site. So before you start driving traffic be sure to take off your pop-ups. | create specia
pages of our sites specifically for Google without pop-ups.

Next, you'll create your ad.

Y ou've got 25 characters you can use for the headline and 2 lines of 35 characters for the
description. Then you've got adisplay URL (what shows up when people see the ad).
And thefinal field isadestination URL. Thisiswhere the person goes when they click
on thelink. It doesn’'t have to be the same URL as what you display.
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Step 2 of 3: Create Ad Groups.

An Ad Group is a set of ads and keywords that wark together to advertise a product or servi

Name this Ad Group: \Ad Group Name |
What will it advertize?

A: Create ads.

Create vour ad by entering a headline, two lines of description, and a URL.
Example:

Strong Headline Goes Hare
Body Copy Body Copy Body Copy
Body Copy Body Copy Body Copy
WA oL FSite. com

Interast: e—

To maximize your clickthrough rate and wour ad's position, be as specific as possible in
the description lines, and bhe sure you meet the requirements for ad format and content
listed inthe AdWoards Editorial Guidelines.

Headline (maximum 25 characters)

!Strnng Headline Goes Here

Description line 1 (maximum 35 characters)

iEh:udg,r Copy Body Copy Body Copy |
Description line 2 (maximum 35 characters)

EBDd'_-,-‘ Copy Body Copy Body Copy |

Display URL (maximum 35 characters)
http;ﬂlw.\’nurSite.cum |
Destingtion URL (maximum 1024 characters)

ihttp:ﬂww.actualtrackinglink.cum |

Your ad will link users to this URL, which may differ from the abowve "Display URL"if ywou choose, URL should not
genergte pop-ups, and should allow ane click retum to Google using the browser's back button.

Here are a couple successful examplesto learn from:

Puldic Dnmain Uncovered
Discover Exacthy How To Find & Use
Copyright-Free Wodes Without Feeas
vty FUBlicDiomainRiches.com

Interest; n———
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Thank You Letters & Motes
Stop Struggling to Winte . Just Fill
in 3 Few Blanks - Onby $14.95

wnaty [NstantThanky ouletters.com

Interest: ————

Anatomy Drawing Secrets

Leam How to Draw The Human Body,

People and Anatomy Flawlesshy (aff)

wat AnatomyDrawingSecrets.com

Interast: ——

Instant Sales Letters
Stop WiRting Sales Letters the Hard
‘Wimy ! Miow Just Fill in the Blanks

whnty [NstantSalesLetters. com

Interast: ——

When writing your ads - here are a couple ad tips:

Usefirst letter capsin your ad — don’t make your ad all lowercase.

e |f you find you' re getting too many clicks but not enough sales try qualifying
your ad by putting the price in your ad. (See the Instant Thank Y ou Letters ad)

e You only have alimited amount of space so be sureto useit wisely. Avoid
using filler words like “and” and “the”. Try to maximize your selling space.

e Google userstend to respond better to “less hypey” ads.

Now after you’ ve come up with your ad the next step is picking your keywords. Y ou can
use your same keyword list you developed for Overture.
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Step 2 of 3: Creale Ad Growps,
Create ads, Choose Keywords.

= Cigale My Ad

Choase Eaywords that il ingoear thea adis) In thes A4 Groap.
Sinong Headling Goes Hens

Fedy Copy Bedy Copy Body Cay Tips for a good Eeyword list;

Sody Ligry Hady Lipy bBad T

AN YR PRI GO » Staatwith words that closaly nelate o your product and ad test.
Tl — w B swnanyms Use the Ko d Suiggestion Toal for ideas
m = Dialnda = Add plurals and misgspeallings.

o Fine<lung lis] using keyword matching aplions. [mong infa]

Ervler omg keword or pheagse per lins
kayword 1

keyword 2

kayward 3

=TEag

-whatever els= you don't want

! Save Keywards ||

Another great thing about Google is you have strict control of your keywords.

Here' s how it works:

If you want your ad to appear whenever anyone typesin anything to do with “tennis’ —
you would put tennisin your keyword list (no brackets or quotes).

If you want your ad to appear only if somebody uses the exact words “tennis shoe” then
you would put [tennis shog] in brackets in your keyword list.

If you want your ad to appear if somebody types ‘tennis shoe’ but you don't care if they
add other phrases like “tennis shoe for sale” —then you’ d put “tennis shoe” in your
keyword list within quote marks.

And finally, if you never wanted to appear if somebody typed in their search but included
the word “red” —then you’ d add —red to your keyword list. (the word with a negative sign
beforeit). | use this many times by excluding the word “free” in my campaigns but it's
also very helpful if your keyword could have multiple meanings and products.

More information from Google on thisis here:
https://adwords.googl e.com/sel ect/fag/account.html#keywords
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Split Testing

Thisis probably my favorite part about Ad Words. | really love this! Google Ad Words
gives you the ability to do true scientific split testing. This means | can put 2 or more ads
up against each other and let the marketplace decide which one is better. Y our ad will be
evenly rotated. So if your ad is shown 1000 timesin aday — users will see ad #1 500
times and ad #2 500 times.

You just et the ad run until you have a good indication of which one is beating the other
and you will see adifference. You'll be absolutely surprised at the results and it takes just
a second.

To set up asplit test you just go into your Ad Campaign and click on “create new ad”.

Y our new ad will be automatically populated with the text from the original ad. Just make
the changes and watch the results. When one ad becomes the winner — keep testing it
against other ideas for ads you have until you have the ultimate “King Kong” champion.

Here are couple different ads with their test results.

Public Domain Uncovered 0.9% CTR
Discover Exactly How To Find & Use
Copyright-Free Works Without Fees

www.PublicDomainRiches.com

Interest: m—

Public Domain Secrets
Discover How to Re-Package and Sell
Copyright-Free Information 1.8% CTR

www.PublicDomainRiches.com

Interest: m—

Result 100% |ncreasel

Instant Sales Letters Instant Sales Letters
Stop Writing Sales Letters the Hard 1.5% CTR To Sell Any Product or Service
Way! Now Just Fill in the Blanks Takes Minutes - 100% Guaranteed
www.InstantSalesLetters.com www.InstantSalesLetters.com
Interest: m— Interest: m—

1.1% CTR

Instant Sales Letters
Create Your Own Winning Sales 1.3%CTR
Without Writing - 100% Guaranteed

www.InstantSalesLetters.com

Interest: —

Result 40% Increase!
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Tracking links

Another new feature with Google Ad Words is that you can individually track every
single action originated from any keyword you' re bidding on. Thisis huge! Asdirect
marketers we want to know which words convert to sales and which don’t (so we can
stop bidding on them).

Y ou can get detailed info from Google on this feature here:
https://adwords.google.com/sel ect/fag/conversions.html

Simply put the way this works is when a user clicks on your ad they are taken to your
web page that has a smple piece of code on it from Google. This code places a cookie on
the prospects computer and if the prospects get to your thank you page or subscription
thank you page (or whatever else you set-up as the final action page) — this will recorded.

Another way to do thisis by assigning each keyword a different affiliate id# from your

affiliate program (it's like adummy id#). Thisis another easy way of tracking each sale
originated from each keyword.

Today’s Assignment:

1. Set-up your Google Ad Words account.

2. Create 2 ads to split test against each other and bid on at least 5 keywords.

Today’s Resour ces:

Google Ad Words Manual - Thisisthe most comprehensive course on Google Ad
Words created by a direct response testing and tracking expert. Thisis brand new
information that you need to get your hands on if you want to use Google Ad Words to
make serious money.

Ad Words Analyzer — EXCELLENT tool for researching keywords and organizing your
results based on Overture and Google Ad Words campaigns, cost and more. We use this
tool daily to research.
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Day 14 (Sunday) -
Ezine Marketing

L esson Objective:

To start researching ezines targeting your niche market, identify 50 you can submit
articles to and 5 ezines where you can run an advertisement.

Skills Needed:
e Basic Surfing
e Basic Word Processing

NOTE: To save as much time as possible you should buy an email merge product
such as Group Mail.

Today’s L esson:

Today, we're going to start researching ezines for free publicity (you' [l be submitting
articles to them in afew days) and for buying advertising.

Ezines are those email newsletters you get in your inbox. At last count, | heard there were
something like 100,000 of them on al different topics.

Asyou are beginning your research, | suggest starting a simple spreadsheet with fields
like this:

Ezine name, editor’s name, editor’s email, circulations, advertising cost, accept articles
(Yesor No), comments

Now, here are some places you start your search for ezines—you’'ll find most of these
directories are grouped by categories. (Though the paid ones are more extensive and
would be my recommendation if you can afford it):

Ezine Directory List:

John Labovitz's Ezine List (thisone is good but it has not been updated past March 2000)

Top Ezine Ads (thisoneisrealy good but it costs afew bucks)
Top Ezine Ads
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Directory of Ezines (thisoneisalso realy good but it costs a few bucks)
Directory of Ezines

Ezine-Universe

eZINESearch

Best Ezines

Today’s Assignment:

1. Find 20 — 50 Ezines that accept articles. Y ou may need to email some of the ezine
editors asking if they accept articles. The paid directories will give you this
invaluable information.

2. Find 5 potential ezinesyou'd like to advertise in. Contact the editors for their

requirements. (Once again the paid ezine directories usualy give you this
information.)

Today’s Resour ces:

Ezine Directories

Top Ezine Ads

Directory of Ezines

These are 2 important ezine directories that | use whenever | am looking for editors that
accept ezine articles or placesto advertise in.

Email Merge Programs:
You'll need to get some kind of email merge software so you can submit articlesto ezine
editors or you can do it al yourself manually (if you have more time than money).

Group Mail - Group-mail is amail merge software that works very well. | useit
personally and I’ ve heard good things about it. It has both a free and paid version.
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“Budget Cruncher”!

Email merge programs

Go to www.Downloads.com and look for free versions or freetrials
of email merge software. Try searching for “email merge” first.

Onethat | found (which may or may not still be there as you check
thls) iscaled G-Lock Easy Mail 4.0 —itisfreeto try and lets you do email merge. Plus
other nice features.

Submitting to Ezines
Y our option hereis simply to submit to each ezine by hand — there’s no way around it.
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Almost “Halfway Point”
Summary

L esson Objective:

Aswe head into what is approximately the second “half” of the “33 Days’ program, lets
catch up on any assignments that have been overlooked or not quite finished.

Skills Needed:
e Basic Surfing
e Basic Email
e BascHTML
e BasicFTP
e Basic Word Processing

Part 1 — Review

Before we move into the area of “surfing for ideas’ and catching up on any unfinished
tasks, let’ s review what we' ve done so far and put it all into perspective.

| think you' Il agree that we' ve covered alot of ground quickly and you should feel proud
of yourself for making it this far! Give yourself a pat on the back!

Days1-3

e You came up with your initial list of keywords, picked our Y ahoo and Dmoz
categories and chose a domain name.

e You physically “set up shop” and obtained the tools for conducting business
online.

e You started the process of building our site by deciding on the “look and feel”
and designing a template page.

Day 4-6

e You beganto write your sales |etter and brainstormed headlines.

e You wrote out sales copy.
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e You pulled the whole sales letter together into a powerful salestool.
Day 7

e You added “meta-tags’ and posted our site to our web hosting account.

e You created afolder in your web browser called “Possible JV Partners’.

e You found anumber of sitesto potentially partner with later.

Day 8-9
e You created your autoresponder sequence and installed it on our website.
Day 10

e You started laying the groundwork for getting traffic to your site with pay-
per-click search engines.

e You aso focused and refined your list of keywords.
Day 11

e You finalized your sales letter and wrote better titles and descriptions for your
pay-per-click search engine links.

Day 12
e You submitted your site to Y ahoo, Dmoz and the major search engines.
Day 13

e You identified 50 ezines to submit articles and 5 ezines to buy advertising.
Y ou also obtained an email merge product such as Mail King.

And herewe are on Day 14... see how much you have accomplished!
Y ou should fedl really good right now that you have come so far so fast.

Let’s keep the momentum going!
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Part 2 — Surf for Ideas

“Surfing for ideas’ isatechnique | got from Jay Conrad Levinson, author of the Guerrilla
Marketing series of books.

A simple yet powerful technique, surfing for ideas means you start out in the search
engines, ezines, links pages, classified ads or anywhere el se searching for your most
popular keyword phrases and click on other peopl€e’ s sites.

Your purposeisto stay on top of what other people are doing online so you don’t miss
any trends on generating traffic, converting site visitors to leads, sales and more.

When you surf for ideas you should:

e Look for new and exciting ways other site owners are using technology —
especially readily available technology such as auto-responders, popup
windows and simple java scripts.

e Look for offersthat get you excited and could get your customers excited too
—then sign up for their affiliate program. These items usually make for
excellent endorsed mailings to your list.

e Waich for offersyou could use to “up-sell” to your customersright at the
point of purchase.

e Seewho your competitors link to — and who links to them! This can open a
whole new world for you in terms of finding potential joint venture partners
and uncovering new sources of targeted traffic to your site.

¢ Anywhere you see a competitor with a productive link, you should try to get a
link too — especially if you can get the link for free or on a per-sale basis,

e Open your mind to how other people are doing things and ask yourself how
what you see could help you improve your site and business.

] Immediately implement any wor thwhile ideas you pick up.

M DO NOT WAIT! ACT on what you see immediately!
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Part 3 — Catch Up

The last assignment for today is to ook back over the last couple of weeks and fill in any
gapsin your activities.

Do you need to write something?
Do you need to tweak something?
Do you need to totally re-do something?

Today isthe day to catch up so you can start fresh tomorrow.

Summary of “Halfway Point” Assignments:

1. “Surf for ideas’
2. Implement what you learn from your idea surfing session.
3. Catch up on any tasks or items you may not have finished yet.

Today’s Resour ces:

See the Resource Article “3 Secrets to ‘Striking it Rich’ in Cyberspace” on
the next page.
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3 Secrets to “Striking it Rich” in Cyberspace

In the few seconds it takes you to read this sentence, another domain name gets registered at
www.NetworkSolutions.com, the Internet’s oldest and largest domain name registrar.

Everyone from industrial giantsto corner flower shops currently wants to stake a profitable
claim in cyberspace.

The lure of low startup costs compared to brick-and-mortar operations and the promise of
high rewards draws an ever-swelling crowd of merchants to the online marketplace.

People from al over the country ask me what it takes to succeed in the e-commerce world
once they’ ve completed the basic steps for getting online.

The following three keys virtually guarantee success for any online enterprise.
TheFirst Key:

A Quality product or service with highly evident and readily understood benefits for
consumers.

If your product or service does not represent the highest quality and value possible, and if
consumers don’'t understand exactly why they should buy from you, the speed of the Internet
will just expose your shortcomings to the marketplace that much quicker.

In the offline world a product's benefits, not the features, cause consumers to make buying
decisions.

A man doesn't buy a car with a 5-liter engine because of the horsepower, he buysit for the
feeling of supremacy and control he thinks it will give him.

Kids don't want afast computer for the computing power in doing homework, they want to
play the latest games.

The Internet magnifiesthis” what'sin it for me" benefits-driven evaluation by consumers.
Products or services presented with readily understood, self-serving benefits for consumers
sell best online (and off).

The Second Key:
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An excellent website that loads fast, provides pertinent information to targeted consumers,
and allows them to make online purchases quickly and securely.

Y our website should:

e Load fast by making conservative use of graphics. (Go to yahoo.com for an excellent
example of asite that uses very few graphics.)

¢ Provide exactly the information your potential customers want and need.

o Makeit extremely easy for surfersto navigate your site and find exactly what they
want.

e Look good on both the Netscape and Internet Explorer web browsers at various
screen resol utions (640x480, 800x600, etc.).

The Third Key:

Consistent, targeted website traffic by consumers capable of buying your product or
service.

Imagine buying a 50-foot billboard and, instead of putting it out by the highway, you hid it in
your basement. Nobody would seeit!

The same thing happens if you don’t actively and continuously promote your website to
attract visitors.

With itsincredible speed and communications power, the Internet acts as a magnifying glass
for any organization’ s strengths and weaknesses.

E-commerce, e-mail, and a website by themselves -- without intelligent input from
you -- won't do thejob of marketing, selling, and customer service for any company.

When used properly, however, they will help every organization perform all of those
business functions better, faster, and less expensively with the real and tangible result of
“striking it rich” in cyberspace!

Source: www.thenetr eporter.com
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Week 3 —-Lay the Groundwork for Traffic

Day 15 (M onday) -
Begin marketing to ezines

L esson Objective:

To create and place your ad in 5 ezines and start writing your own article to submit to the
50 ezines by outlining your topic.

Skills Needed:
e Basic email
e Basic Surfing
e Basic Word Processing

Today’s L esson:

Today isabig day — | hope you’ re excited — we're going to start doing some more
promotion!

Part 1 - Advertising in Ezines

An inexpensive way to reach alot of peopleisto place adsin ezines. Y ou can advertise
in ezines with huge circulations more and pay as little as afew bucks. It'sareally great
deal for the circulation you get.

And another great thing about advertising is ezinesis that you can submit an ad today and
haveit runinjust aday or two and start making money.

2 days ago (on Day 13) you should have selected 5 potential ezinesto run adsin. If you
didn’t contact those ezine editors about advertising guidelines, please do that now before
continuing with this section.

You'll start off running classified ads in the ezines. If you can afford atop sponsorship —
that’ Il usually give you better results. But go with what you can afford.
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Most ezines will tell you what their requirements are for advertising. Usually you' Il get
5-6 lines, 60-65 characters per line and some other instructions (most times your link
does not count as aline).

Take out your Overture titles and descriptions and use those to help you create afew
classified ezine ads. They’ll be pretty close. Here'sa sample ad I’ ve used with success...

===> Create A Sales Letter in Less Than 3 M nutes?
You can now Just Fill In A Few Bl anks And PRESTO. .. You' ve
Just Created A Powerful, Moneyneking Sales Letter —
*Wthout* Witing! Stop Witing Sales Letters The Hard Way!
Check out: http://ww.instantsal esletters. confezine

Notice the “/ezine” after my URL —thisis done for tracking purposes. Y ou need to
realize that every ad you run should be tracked for performance and results or you'll have
no ideawhat’ s working and what’ s not.

Let’stalk about tracking briefly...

If you sprung for your own affiliate program/software you' re in luck — because this
makes tracking incredibly easy. You'll just set-up a new affiliate id# for every advertising
campaign you run. This should keep track of clicks and more importantly, sales.

Okay, but maybe you didn’'t invest in afull affiliate system —don’t worry — | have
options for you too.

Y ou should use somekind of ad tracking system to see how effective your ads
actually are and so you can compar e one against another to find the “ best” ad.

Here are afew of the better ones;

1. NitroStats— Nitro Stats gives awhole host of useful tools for webmasters
including tracking systems. Instead of advertising your URL you will be posting a
link that looks similar to this: http://www.roibot.com/r.cgi?R49498_campaign.
Then when people click on thislink your tracker will count their clicks and then
direct them to your desired site.

Thistool isused by many of today’ s top marketers because of the power and
flexibility it offers!
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2. Marketer’'s Choice —integrates an ad tracking software system with shopping
cart and autoresponders. Will let you trace individual sales and total sales
volumeto a specific ad — very powerful!

3. Click Tracker —aFREE script that runsin your cgi bin. Will require knowledge
of installing scriptsin order to use it.

The one big downfall with just using free or stand-alone click tracking programsis that
you don’t have the sales data to go along with it.

Y ou can track this data, however, if you use one of NitroStat’s ad trackers that comes
with your monthly fee, or if you use Marketer’ s Choice, which integrates the shopping
cart data with the ad tracker.

Regardless of which way you choose to go, once you have written your ads and gotten
your click tracking software in place, go ahead and submit your ads to the 5 ezines.

Part 2 - Starting your Ezine Article
Okay, now that you’ ve got your Ezine advertising squared away — | also want to think

about another aspect of Ezine marketing...and that is getting free publicity by submitting
articles.

Thisishow | generate thousands of dollars in free advertising every month (and you can
too!).

Not only will you get great results, but you'll start getting known as the expert and
authority on your subject.

Using this exact information I’ m going to share with you I’ ve been published in Ezines
like DEMC, Eboz, SalesDoctors, WebPro News etc. and millions of people have read my
articles.

Sounds pretty good, right?

There’ stons of Ezines out there and they all need content... and you can be one of the
people that gives them content.
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By giving them the content, you'll find there isakind of a quid pro quo relationship
where you get to stick thislittle box (called a*“resource box™) at the end of your article in
exchange for your content — and thisis how you get “paid”!

People who click on the link in your resource box will visit your site!

Y our article doesn’'t have to be aliterary masterpiece — I’ ve seen tons of articles that were
simple “10 secretsto....”. And for each of the 10 points there were 2-4 sentences.

Ideally, your article should be 500-1000 thousand words. That’s nothing. In fact, you
should easily use any of your existing information and use that as an article.

Right now... start brainstorming 5 ideas and start outlining your ezine article.

Today’s Assignment:

1. Submit 3-5 ezine ads (depending on your budget). Be sure each one of them has a
separate tracking code.

2. Come up with 5 potential ideas for ezine articles and start to outline them.

Today’s Resour ces:

Click Tracking / Ad Tracking Programs

NitroStats — Roibot.com gives a whole host of useful tools for webmasters including
tracking systems.

Marketer’s Choice — integrates an ad tracking software system with shopping cart and
autoresponders. Will let you trace individual sales and sales volume to a specific ad!

Publicity through Ezine Articles

“Turn WordsInto Traffic” —Jim Edward’ s world-famous system for generating aton
of traffic through ezine articles and more!

See “Budget Cruncher” on the next page
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“Budget Cruncher”!

Click Tracking Programs

Click Tracker —aFREE script that runsin your cgi bin. Will require
knowledge of installing scriptsin order to useit.
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Day 16 (Tuesday) -
Writeyour ezine Article and haveit edited

L esson Objective:

Today you will continue writing your ezine article for submission to the ezines you chose
day before yesterday.

Skills Needed:
e Basic Word Processing

Today’s L esson:

Part 1 — What type of ezine article should you write?

What' s the best type of article to write for the ezines?

Articlesthat either solve problems or explain critical “news’ (and the impact of that news
on the audience) represent the two best types of articles to write for virtually any ezine.

Either help people relieve some pain they may or may not even realize they have... or
explain to them how some current event impacts their lives positively or negatively.

These two types of articles accomplish two critical things for you:

1. Thesearticles give you the highest likelihood of getting published, since ezine
publishers always want to educate and inform their audience — and —

2. Theezine audience will view you as “the expert” since you solved their problem
or you explained how the news impacts them.

| know yesterday we told you to come up with 5 ideas for ezine articles... but sit down
right now and brainstorm 10 more ideas for articles you could write.

If you have trouble thinking of something, ask yourself these questions:

1. What problems do my audience members have that | can explain how to solve?

2. What is going on right now in the news that will impact them and how should
they react to it?
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3. If I wereto advise someone just getting started in my area of expertise, what 10
things would | tell them they really needed to know?

Once you'’ ve decided on the subject of your article move on to Part 2 of today’ s lesson.

Part 2 — The proven ezine article “formula”

| have been writing professionally for over 10 years and have developed this strategy for
turning out 500 to 1000 word articles in nothing flat!

Quite frankly... you are about to make back the entire price you paid for this ebook in the
next couple of pages.

| am now revealing...

The ezine article formula

First I'll outline the formula and then walk you through areal example using an actual
article | just wrote.

Step 1 —Writeout afocusing statement. Why are you writing the article and what do
you hope to accomplish.

Step 2—-Writea“hook” for thestory that either arouses curiosity or some other
power ful emotion.

Step 3—Write out the main thought, subject or newsitem you will lay out in the
story.

Step 4 —Writeout 3 or 4 main pointsyou want to make about your subject.
Step 5—Write out oneto three sentencesthat support each point you are making.

Step 6 — Throw in a quote, a website to visit, or a brief story or anecdote that
illustratesthe overall theme of the article and place it where it makesthe most sense.

Step 7 —Finally, tell people what conclusions they should draw or actionsthey
should take asa result of reading your story.
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Step 8 —1f you haven’t already, create a compelling headline that capturesreader
attention and arousesinterest.

Step 9 — Read the story aloud and smooth out any spotsthat don’t “sound” right.
Let’s dissect the following article to see how | constructed it.

Step 1 —Writeout a focusing statement.

The focusing “intention” statement goes something like this:

“1 want to write a 500 word article giving favorable exposure to my friend, Joe Vitale's
new book while using the latest developmentsin * print-on-demand” publishing as the
‘news anglefor the story.”

Title - Internet Changes the Face of Book Publishing

(I actually wrote thetitle last once | saw the best news angle.)

The fact that a friend of mine recently published a new
book came as no surprise since he has already published
about ten others.

Thisisthe “hook” in the first paragraph that arouses curiosity.

However, as | dug deeper into the story I realized he was
using the Internet exclusively to publish, print and sell
his book. A growing trend among authors, even established
writers with dozens of books to their credit, involves
using “print-on-demand” publishers, email and websites to
sell just as many if not more books faster than by
traditional publishing and marketing methods.

This section arouses curiosity even more and then tiesin with atrend that is going on
right now — that’ s the “news’!

The story about the how the book has been published and
marketed rates as impressive and innovative as the actual
subject of the book. The writer, Joe Vitale, has written
books for such organizations as the American Marketing
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Association and the American Management Association. His
latest book “Spiritual Marketing” takes a spiritual, almost
metaphysical, approach to accomplishing your business and
personal objectives. Since the book approaches operating
your life and business in more direct fashion, It seems
natural that the production and marketing of the book
should also stray from the beaten path.

Point 1 — How the book is published is newsworthy, but to explain the point | use Joe's
book as the example.

Joe decided to use a “print-on-demand” publisher, 1st Books
Library (www.lstbooks.com). Most people expect that
authors cash in on lucrative book deals and fat royalty
checks. The realities of traditional publishing come as a
shock when they discover it takes years to get a book
published and the giant publishing houses do little to
market a book. If the author wants book sales then it is up
to them to hit the trail marketing the book. Publishers
print books — authors sell books!

Point 2 — Why Joe and other authors choose to use print on demand publishers and how
traditional publishersfall short in marketing books.

Advancements in computer and printing technology have made
the miracle of “print-on-demand” publishing possible. With
print-on-demand a book doesn’t get printed until a customer
places an order, thus eliminating the risk most publishers
take by printing thousands of books that may or may not
sell. Also, print-on-demand publishers enable authors to
distribute their work in electronic form as “eBooks”
customers download and print right from their computer
screen.

Point 3—The “what” and “how” of print on demand publishing.

As proven by the Harry Potter phenomenon, “word of mouth”
advertising represents the best way to sell books.
Traditional book marketing involves the hit-and-miss book
signing circuit. Joe took a different approach. He emailed
everyone he knew or did business with, told them briefly
about his book, and then told them they could go to
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Amazon.com or 1stBooks.com to order a copy. Just that one
email has sparked book sales all over the world as people
read the book and tell their friends.

Illustration or brief story.

Even though the book has only been available commercially
for a couple of months, Joe has sold hundreds and this
initial success has even led to discussions with a famous
offline publisher.

IT you could use a lift in your personal or business life,
Joe Vitale’s iInnovative book, “Spiritual Marketing” is well
worth picking up. Plus, when you think about the exciting
and ground-breaking process that brings the book to your
computer screen or front door it makes the whole purchase
that much more exciting.

Conclusion and action —in this case subtly telling them why they should pick up Joe's
book!

The Result?

In the process of giving people a news story about the latest trend in printing technology |
gave Joe' s book some excellent exposure.

Tips on writing your article:

e Don’'t worry nearly as much about style as about providing valuable content
and giving people information they can use.

e Explainin your writing the same way you would asif you were one-on-one
with someone over a cup of coffee or a beer.

e Lead peoplelogically to your conclusions —imagine that you knew nothing
about the subject (or very little) and needed someone to give you a step-by-
step explanation.

Part 3 — Editing your article

Here are the basic steps for editing your article.
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1. Runaspell check. I know this sounds elementary but you’ d be shocked at how
many people don’t do it.

2. Readthearticle aloud slowly —try to do it at ¥2 your normal reading pace. Force
yourself to slow down.

3. Make any adjustments so it reads smoothly and naturally.

4. Add your “killer” resource box. (See more about thisin Part 4 of Today’s
lesson.)

5. Email the article to at least 3 friends and ask them to read it. Ask them to give you
whatever feedback they want.

6. Taketheir feedback and use what makes sense. If one person tells you something
you can take it or leaveit. If all three point out a problem area then you’ d better
pay attention.

7. Make changes based on the input of your volunteer editors.

Y ou're done now right? Not quite yet...

Part 4 — Add your resource box to the end of the article.

Y our resource box is your author bio and “killer ad” al wrapped into one. Thisiswhere
you entice people to come to your site or take some sort of action.

Unless you are getting paid up front for writing the article — this step is where you make
or break the payday!

Usually, you can get away with 5-6 lines of promotiona material here.

When your article gets published, your resource box is what people read to find out more
about you.

Y ou need a compelling one that makes them want to click over to visit your web site! (Or
whatever action you want them to take.)
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Typically you should use some character formatting to separate the end of your article
from your resource box. Anything like this works fine:

* *k k *k * % %

e

SSSSS555>5>>>

Resource Box Samples:

Y anik Silver has developed awhole series of sales |etter

templ ates available at ==>http://www.instantsal esletters.com

In less than 3 minutes you can create awinning letter

guaranteed to sell your product or service.. WITHOUT WRITING!
Subscribe to his free ezine: * Surefire Marketing Secrets*

Send ablank email to: mailto:instantl etters@getresponse.com
*Plus get his 3 day mini-course on direct mail secrets*

kkhkhkkkhkhkkkhhhkkhhhkhhhkhhhkhkhhkhkhhkhkhhkhkhhkhkhhhkhhhkhhhkhdhhkhdhhkhdhkkkkx*,*x*%x

How Much Is One Good Sales L etter Worth To Y our Business?
Y anik Silver has created the ultimate no-brainer,
fill-in-the-blank sales letter writing resource. In less than

3 minutes you can create a winning letter guaranteed to sell
your product or service...WITHOUT WRITING!

Check out =====> |nstant Sales L etters

khhkhkhkhkhhhhhhhhhhhhhdhddhhhhhdhhhddhhhhhdhhdhdddhhhdxdxdkdhdxdddxx

In the next example Y anik’ s resource box relates back to an article he wrote about
creating powerful offers.

The tie-in makes the resource box that much more powerful!
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See how Yanik Silver creates an irresistible offer for his

new Instant Sales L etters

==>http://www.instantsal esl etters.com

In less than 3 minutes you can create awinning letter

guaranteed to sell your product or service.. WITHOUT WRITING!
Or you can get more surefire marketing secrets by

subscribing to Y anik's free Ezine - just send a blank email
=======> mailto:instantl etters@getresponse.com

Notice that Y anik gives the full web address including the http:// and uses the mailto: in
front of his email address.

This makesiit so practically everyone can just click on those links from their email
program or web browser and either go straight to your site or send you an email.

Here are some others I’ ve used with great success:

Jm Edwards is a syndicated newspaper columnist and the co-
author of an amazing new ebook, "Turn Words Into Traffic,”
that will teach you how to use free articles to quickly

drive thousands of targeted visitors to your website or

affiliate link!

Click Here => Turn Words Into Traffic

Multi-Media Newsletter => igottatellyou@optinnewsl etter.net

Why are some people getting rich selling their ebooks?

Jm Edwards and Joe Vitale have created the * ultimate* guide
"How to Write and Publish your own Outrageously
Profitable eBook... in aslittle as 7 Days!"

FREE Details. ==> 7 Day eBook

FREE Mini-Course: ==> mailto:7dmini @optinnewsl etter.net

AreYOU a"Lazy Achiever"?

"The Lazy Man's Guide to Online Business'
How to Work Less, get Paid More and have
tons more Fun! Proven tips, tricks, techniques
and strategies of Superstar "Lazy Achievers'!
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Click=> Lazy Man's Guide To Online Business

M Do up your own “Killer” resource box now and insert it at the end of your
articlel

Part 5 — Sleep on it!

Before you send your article off to the ezine editors you should sleep on it!
Put the article away and pick it up in the morning for afinal read-through and edit.

You'll probably see at least one thing you can improve when you take a fresh look
tomorrow.

Summary of Today’s Assignments:

1. Decide on the subject and type of article you will write.
2. Write out your focusing statement.

3. Writeyour initial draft.

4. Edit the draft yourself.

5. Add your “killer” resource box.

6. Send the draft off to at least 3 friends.

7. Maketheir suggested changes.

8. Sleeponit.

9. Makeyour final edit in the morning.
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Today’s Resour ces:

“Turn WordsInto Traffic’” —Jim Edwards guide to creating an avalanche of free
traffic to your website using the power of ezine articles. Recognized as the web’ s leading
course on how to use articles for massive publicity and profits... all free!

Ezine Directories and marketing information

Top Ezine Ads

Directory of Ezines

BonusArticleyou’ll enjoy very much on thistopic of getting traffic and visitors
from publishing articles.

Increase Sales By Flying Under
Y our Prospects "Radar Defenses”

- by Jim Edwards

(c) Jim Edwards - All Rights reserved
http://www.thenetreporter.com

How do you persuade someone to do what you want them to do?

A whole world of marketing exists around us trying to do
that every minute of the day. Do you even notice it anymore
or, like your prospects, have you subconsciously set up a
system of "radar defenses’ against the daily bombardment of
marketing messages?

Take aminute and count up the advertising methods which
fight for your attention (and money) every day. Just the
basic list includes:

- Yellow page ads

- Newspaper and magazine ads

- Postcards, catalogs, and direct mail circularsin your
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"snail mail" box

- Radio pitches interrupting the flow of your favorite songs
- TV ads - about 20 minutes worth per hour now

- Hundreds of storefronts, "mega’ malls, and strip malls

- Highway billboards by the thousands

- Circulars hung on your doorknob

- Illegal signs on stop signs and telephone poles

- Legitimate email messages

- Spam email or UCE (unsolicited commercia email)

Just these 11 sources can overwhelm your brain with
marketing messages. Like trapped rats, people develop
defenses against this never-ending onslaught. They throw up
awall or a"radar defense” that goes into action the minute
they smell a"pitch" or asalesjob. Don't blame them. We
al doit!

So how can you get around this psychological wall against
the constant sales and marketing messages? Well, the answer
does NOT liein hitting people with more frequent and
obnoxious advertising or sy, sneaky tactics. Y ou might get
them to trust you for aminute, but it will backfire in the
long run.

Y ou must do two things instead:

1. First, you must establish credibility for yourself and
your business as an expert.

2. Second, you must reduce their fears about doing business
with you.

Doing these two things will get you past their defenses and
allow you the opportunity to persuade them to buy your
product.

So how do you accomplish these two "simple" things? What
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will win someone's attention, raise your credibility, and
lower their fear factor all at the same time? The one-word
answer really appliesto most everyone.

Trust!

If aseller can get behind your defenses with information
which makes you trust them, then that credibility will carry
over into a sale much of the time.

How can you get this credibility?

WEell, take this next fact as online marketing "gospel," for
many people have proven its effectiveness.

Fact: Publishing and promoting with free articles gives you
one of the most powerful opportunities available to tip the
buyer's credibility scale in your favor.

How can we prove thisworks? Quite easily actually. Take a
break from reading this and go check out a newspaper or
magazine for a minute.

Which do you trust more, the ads or the articles? Most
people will choose the articles hands down. Why? Because
the articles don't try to "sell” you anything. Instead, they
hand out useful information for educational or other
practical purposes.

Most of us grew up in a culture which says we can believe
and "trust” what appears in the standard "news" or
"information” format. In other words, if it appearsin

print, then we can believe and trust the author.

So go ahead! Use thislifetime of conditioning to your
advantage in selling your products and services!

Very few things will create an atmosphere of trust and
confidence in people as reading one of your articleson a
subject that greatly interests them. It shows you know your
business. It also demonstrates you will do more than just
try to sell them something.

Publishing articlesliterally lets you fly under their
advertising "radar defenses."
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So remember these points when deciding whether or not to use
articles to promote your business:

1. Few things create as much trust and confidence in the
minds of potential customers as reading an article you wrote
on a subject which specifically and intensely interests

them.

2. Articles establish credibility quickly because, right or
wrong, we've all been trained to trust the "news."

3. An article, or series of articles, will differentiate you
from the competition, who bombard people with nothing but
sales messages.

4. Providing content-rich, non-sales-oriented articles will
also help build and solidify your relationship with existing
customers so they give you repeat business.

Jm Edwards is a syndicated newspaper columnist and the co-
author of an amazing new ebook, "Turn Words Into Traffic,”
that will teach you how to use free articles to quickly

drive thousands of targeted visitors to your website or
affiliate link!

Click Here==>"“Turn WordsInto Traffic”
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Day 17 (Wednesday) -
Submit your article and start
resear ching forums

L esson Objective:

To submit your ezine article to at least 50 ezine editors and start researching forums/
discussion boards.

Skills needed:
e Basic Surfing
e Basic Email

Welcometo Day 17 —today we' re going to work on getting some free publicity and free
traffic for your site.

To start with, we're going to use the list of ezine editors you started working on and the
ezine article you should have finished yesterday.

Back on Day 14, | asked you make a note if the ezine editors accepted articles by creating
afield in your spreadsheet and indicating Y es or No for each one.

Take your list of editors that do accept articles and put them into a new spreadsheet. (One
simple way to do thisisto do a‘sort’ on the field that contains this information and then
cut and paste into a new spreadsheet.)

If you purchased Mail King or Group-Mail — both of these programs should easily
convert your spreadsheet into their database ready for emailing.

If you didn’t want to spend the money, you' Il have to manually send out emails to each of
these ezine editors (you should *not* use bce or cc function for this).

When submitting, you need a good opening email that introduces your article and
yourself, give some personal contact details, and then | also like to give the number of
words in the article.

Y ou then copy and paste your 65-character formatted article underneath inside the email.

*Do not send it as an email attachment.
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People don't like to open attachments because of possible viruses so they’ll just trash
your article.

Sample Opening to email:

Subj ect: <<firstname>> —New Article For Your Consideration
Dear <<First Name>>,

Here is a new article for your consideration. |I’msure
readers of <<your ezine>> will find the unique information
from*“Sales Letter Secrets From The Man Who Sol d Coal

By The Train Carl oad” extrenely beneficial to them

<emai | continues..>

* * %

You'll now want to send out your new article to every ezine editor you' ve identified as
accepting articles.

Also, you can post your new article on several web sites like:

Ildea M arketers

Ezine Articles

M ar keting Seek

Discussion Boards

Our next stop on the publicity bandwagon is to start using discussion boards and forums.
They’re agreat way to get your name out there and devel op good name recognition.

There are lots of discussion groups out there and you can search for some discussion
boards for your topic here Forum Dir ectory
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Y ou can also find a number of forums by searching Y ahoo or Google for your keywords
+ “forums’ and/ or “discussion boards’. You'll actually get the best results doing it this

way.

Examples:

e Carforum
e Sportscar discussion forum

e Antique car discussion board

3 Types of Discussion Board Visitors
There are three types of people that go to discussion groups:
1. People who post questions
2. People who answer gquestions
3. Peoplewho lurk, or just read everyone else’' s questions and answers.

Y ou want to be the one that answers the questions because that establishes you as the
expert.

Keep in mind that you can’t just post to the board announcing your new product (unless
you have explicit permission from the board owner). And don’t put your URL unless
you’ ve got something to contribute.

| always like to contribute something before | list my link. | won’t simply say something
like*l agree” and then give people my link.

| don’t think that makes you look very good to visitors of the board.

Asyou're surfing around researching and keeping up with your topic —you'll certainly
stumble onto different discussion boards and forums — be sure to bookmark these.

Also, to help get you started in the right direction you' Il get afree ebook with alisting of
500+ forumsto visit.
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Today’s Assignment:

1. Submit your ezine article to all the ezine editors you located.

2. Find 10-30 active forums and discussion boards related to your topic.

Today’s Resour ces:

One of the bonuses you received for purchasing this ebook isan ebook on “forums’.
Now would be an excellent timeto review that.

If you misplaced it, hereisalink to re-download thefile.
www.33daystoonlinepr ofits.com/for umbook.shtml.

“Turn WordsInto Traffic” —Jim Edwards guide to creating an avalanche of free
traffic to your website using the power of ezine articles. Recognized as the web’ s leading
course on how to use articles for massive publicity and profits... all free!
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Day 18 (Thursday) -
Forum Posting to Discussion Boards,
“Run your Numbers’, Catch Up

L esson Objective:

Today you will:

e Makeat least 3 forum/ discussion board postings in response to other people’s
guestions

e “Runyour numbers’ so far
e Catch up on any items you’ ve overlooked or put off until now

Skills Needed:
e Basic Word Processing
e Basic Surfing

Part 1 — Make at least 3 forum / discussion board postings

Y esterday you picked out 10 to 30 active discussion boards or forums and today you are
going to post answers to peopl€’s questions.

Today you will post at least three responses to demonstrate your knowledge as “the
expert” and you will do it in such away that it will entice other people to come to your
siteasaresult.

Whenever you're answering a question you should use a compelling title for your post to
pull readers into your posting.

Most other posters will ssmply reply to the post so the original post'stitle appears as "Re:
Original Title" — not very exciting :-(

Take alook at afew examples and see which one of the posts you would read if you were
inahurry:

e Ad Tracking Software
Mike xxxx - Saturday, 14 October 2003, at 5:41 p.m.
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0 HeresA Great Way...
Y anik Silver - Tuesday, 17 October 2003, at 9:14 p.m.

e What ONE book would you recommend
Donna - Friday, 20 October 2003, at 3:06 p.m.

0 I'veRead ThisOne 7 Times...
Yanik Silver - Saturday, 21 October 2003, at 8:35 p.m.

= Re l'veRead ThisOne7 Times...
Don - Sunday, 22 October 2003, at 4:56 p.m.

0 Re What ONE book would you recommend
Willie xxxx - Saturday, 21 October 2003, at 6:52 a.m.

0 Re What ONE book would you recommend
Tom xxxx - Friday, 20 October 2003, at 11:45 p.m.

Important Dos and Don’ts To Posting

| believe there are afew points you should keep in mind:

1. Obvioudly you shouldn’t *spam’ aboard with your blatant advertisement. Y ou
can't just post to the board announcing your new product (unless you have
explicit permission from the board owner).

2. Don't put your URL unless you’ ve got something to contribute. | alwayslike to
contribute something before I list my link. I won’t simply say something like “I
agree” and then give people my link. | don’t think that makes you look very good
to visitors of the board.

3. Also, whenever | post aquestion | will not put my link because that really isn’'t a
contribution I’'m making.

Using Your ‘Sig’ File

On some boards they don’t have an automatic way to add your URL or text link —in that
case you simply add your ‘sig’ file (or signature) at the bottom.

Thisisasimple way of promoting yourself ethically on theweb. A sigfileisjust 4 or 5
lines that appears after your name on every email message you send out. Thisis VERY
similar to your resource box at the end of your ezine article.
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Part 2 — Understanding and Analyzing your “critical numbers”

Y our website stats are also referred to as your “critical numbers’.
Here swhy your stats are so important:

The Hidden Fortune in Your Website “ Stats”

Most people never bother to look at the statistics program that comes with virtually every
website because few realize the gold mine of information it contains.

Y our website statistics hold a key for understanding your traffic, improving sales and
increasing the overall effectiveness of your online selling.

Whether you realize it or not, your website has “critical numbers’ that enable you to
measure the overall success of your Internet presence.

Any serious website operator should understand the four most important numbers:

e Hits
e Unique, Targeted Visitors
e Leads

e Sdes

Hits - Hits are typically page views, whether by the same or different visitors, and they
indicate overal activity on the site.

A lot of hits shows activity (usually a good thing), but doesn’t necessarily mean you’'ve
had a high number of actual visitors.

Search engine “spiders’ snooping your pages and website surfers hitting their back
buttons also increase the hit count.

Research has shown that, depending on the size of your site, the ratio of hitsto visitors
will range anywhere from 2 to 1 al theway up to 12 to 1.

Unique, Targeted Visitors - people surfing to your site who have not been there before
within a certain period of time.
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Depending on the statistics program you use, a unique visitor may be someone who
hasn’t been to your sitein aday or aweek, while in other programs a visitor remains
unigque until you reset the stats.

Y ou must understand how your stats program classifies unique visitors so you don’t
mistakenly believe your site is getting 30 unique visitors aday only to find out it isthe
same 30 people coming back day after day!

A “targeted” visitor means that the visitor has an interest in what you are selling or
promoting. Thisinterest is usually demonstrated by keyword searches at a search engine
or by clicking targeted advertisements in ezines.

It does you no good to attract general traffic to your site — you want unique, targeted
visitors with ahigh level of interest your product or service.

L eads - avalid email address usually makes the best “lead” since people can and do give
fake names and phone numbers online.

If someone won't give you avalid email address, chances are they won't give you their
credit card to make a purchase either.

Email leads enable you to measure interest and to follow up with prospects.

Once you know the number of unique visitorsto your site, you can calculate the
percentage of |eads you develop and concentrate on ways to improve your sales
conversion by testing different offers and headlines.

Sales - the number of sales as compared to unique visitors represents your most critical
statistic because it tells you whether or not you' ve made a profit.

For every hundred visitors to your site, how many sales do you make and how much
money do you net?

Most failed dot-com’s in the late 1990’ s never bothered to answer this simple question.
Selling on the web is a“numbers game” — learn how to make the numbers work for you!

Any potential JV partner who knows what they’ re doing is going to want to know your
“numbers’ so they can reasonably figure out how much money they’ |l make if they work
with you.
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Knowing your numbers ahead of time will make you look much more professional!

| keep track of my critical numbers every single day in abasic spreadsheet... that way |
can see how |I'm doing day to day at a glance.

So right now go to your stats and figure out the following:

(If you need to, consult the help file for your stats or email your ISP if you have any
trouble reading your stats and understanding exactly what they mean.)

M How many “hits’ have you had in the last week?
M Lookin your stats program to see exactly what are “hits’. Are they individual
page views or something else?

This total number of “hits’ helps you gauge overall activity on your site.

M How many |leads have you developed with your autoresponder in the last week?
Besides sales, adding targeted people to build your mailing list is the best thing
you can do online!

M How many unique visitors have you had in the last week?

Let’s say for example you had 100 unique visitors in the last week.

M How many sales did you make in the last week?
Let’s say for example you made 3 sales and you net $23 on each sale after hard
costs of producing and delivering the product.

I Divide your number of sales by your number of unique visitors and thiswill give
your “sales conversion rate”.

3 sales/ 100 unique visitors = 3% conversion rate

What this meansisthat for every 100 targeted visitors showing up to your site,
you sell 3 of them. A JV partner would be very interested in those types of
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numbers!

M Divide your net profits by the total number of unique visitors you’ ve had in the
last week and thiswill give your “Visitor value”.

Let’s say your net profit on those three salesis $69 (3 sales x $23).
$69 net profit / 100 visitors = 69 cent visitor value.

What this meansis that you can spend up to 69 cents to bring a targeted visitor to
your site and still make money.

Part 3 — Here’s what to do if your numbers are low

Since we've only been at thisfor alittle over 2 weeks now and your Y ahoo, Dmoz and
search engine listings haven’t even kicked in yet, your numbers probably aren’t very
high. However you could get numbers from your pay-per-click campaigns and some of
the others action items you’ ve been doing.

Don't get discouraged!

Our purpose today is more to get you used to looking at your “critical numbers’ asitisto
actually start tracking results!

If your total number of visitorsislow, here swhat you can do at this point:

e Increase your bid amounts at Overture.com and the other pay-per-click search
engines.

e Increase the total number of terms you’ re bidding on with pay-per-click search
engines.

e Run another round of ezine ads (if the ones you placed on Day 15 have already
run)

If your total visitors seem fine, but your salesor your opt-in subscriber numbersare
low, here swhat you can do at this point:

Note: It' s best to run each of these changesin front of the same number of unique
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visitors. Doing so allows you to compare your results and see what effect a specific
change has on your results.

Do NOT try all of these at the sametime! Only make one change at atime to your sales
letter or you' Il never know what does and doesn’t work!

1. Test adifferent headline on your sales letter — you came up with 50 or more...
maybe it istimeto try adifferent one.

2. Adjust your offer to include more benefits for the consumer. Do you focus on
their needs or is your sales letter all about you?

3. Add more bonuses. Sweeten the pot even further until no sane person could say
no.

4. Change your price up or down. Sometimes a different price point can get people
off the mark and make a purchase decision.

Summary of today’s assignments:

1. Post at least three responses to messages on active discussion boards.

2. Thoroughly analyze your “critical numbers’ so you start getting in the habit of
looking at them daily.

3. Make adjustments to improve your “numbers’ and your sales results.

Today’s Resour ces:

Forum Profits— This step-by-step guide will teach exactly how to bring in more traffic
and more subscribers using free forums (without getting flamed).
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Day 19 (Friday) -
Start looking for potential JV partners

L esson Objectives:

To identify and lay the foundation for contacting potential Joint Venture (JV) partnersto
sell your product.

Skills Needed:
e Basic Emall
e Basic Surfing

Today’s L esson:
Alright! We' re speeding along now to Day 19!

Today, we're going to start doing a little more with those potential JV partners you
should have started “book marking” on Day 7.

Joint Ventures are an incredible marketing strategy and if | only had a couple hundred
dollars to market with, no customers and a new product — I'd immediately think about
doing JV deals.

Heck, the Internet makes it so much easier thanks to affiliate software. It's awesome!

In fact, you should read the free report we' ve provided for you at the end of this section
to help widen your perspective on joint venture marketing.

Okay, but before we start | must give you aword of warning...

DO NOT START CONTACTING JOINT VENTURE
PARTNERSUNTIL YOUR SITE SELLS!!

Whoa...sorry for the shouting there.

| just wanted to make sure it was perfectly clear. Unless you have a good product and a
site that sells (and you know your “critical numbers’) —you won'’t find many receptive
joint venture partners.
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WEell, on Day 7 we identified your competitors and put them into a folder named
“Potential JV Partners’ —that’s a good start — but we want more...

1. Start checking out the different search engines. See who is ranked highest for your
best keywords. | bet they have good traffic!

2. Seewho isbuying (and paying lots of money) for those keywords on
Overture.com

If asite looked like a good match asa JV partner, | would then open up a new window
and go to:

Betterwhoisisadirectory of domain owners.

Thisway | could gather the correct email address for the site owner. Often an email
addressisn’'t prominently listed on the web pages | have visited and | don’t want to spend
hours trying to track one down.

Y ou want to look for the “ Administrative Contact” — that is usually the owner of the web
site.

Also, think about why a potential JV partner would want to endorse your product or
service —and not just for the money either!

e Areyou providing a service that would make them look really good to their
customers?

e Will your product or service make their product or service work better and get
even greater results for their existing customers?

e Will your product help their existing customers:

Make money?
Save money?

Save time?

Avoid effort?

Get more comfort?

©O O O O O

Sure, JV partners want to make money — but they also want to enhance their relationships
with their customers. How will your product or service help them do that too?
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Today’s Assignment:

1. Locate at least 10 more potential JV partners on top of the competitors you’'ve
already found.

2. Look up the administrative contact for each of these web sites and put the
information into a spreadsheet.

Today’s Resour ces:

Affiliate “ Success’ Spider Software
Thisisan interesting piece of software that will help you find “SUPER” affiliates. I've
used it and | think it gives you some good information.

Alexa

It's afree download that helps give you approximate traffic with a 5-star system. So
anyone high traffic sites that are related to your product/service are worth approaching.
And also the software will provide related Links to the best sites on the web.
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Day 20 (Saturday) -
Writeyour JV approach letter

L esson Objective:

To write up your approach letter to potential Joint Venture (JV) partners and have at |east
2 friends or colleagues take alook at it.

Skills Needed:
e Imagination
e Basic Email
e Basic Word Processing

Today’s L esson:

Part 1 - Let’s get ready to work some “win-win” JV deals!

In addition to finding top positioned sites you should contact lucrative Joint Venture
partnersin your market (your affiliate software makes setting up these Joint Ventures a
piece of cake).

If you're familiar with your market —you’ll typically know who the top players are.
Before you approach them make sure your numbers look good.

Also, instead of just contacting them via email, you might want to contact them by fax,
mail or phone.

Typically, the more a person is involved with the Internet the less likely they may be to
answer your email... or they’ll have their emails filtered and never see your email.

There are lots of ‘nuts’ who contact these top marketers every week for “deals’, so you
want to make sure you stand out as alegitimate business owner.

Regardless of whether you send out your letter via snail-mail / fax / email, be sure to
focus on them, their needs and their goals.

Here are some tips:
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Let the potential JV partner know how you found them (Are you a customer? Did
you read an article by them? Surfed to their site?).

L et them know who you are and alittle bit on your background / business etc.

Is your product/service a proven winner? If so, you should tell them and give
specific figuresto back you up (if it's not proven, why are you contacting them?).

What % can you offer them — extrapolate that into exact dollar figures.

Example: For each ebook they sell they make $15.00. With the size of their list
they ought to be able to sell 500 and that means $7,500 in their pocket.

Who elseis endorsing your product? Mention them by name, especially if it is
someone famous or known in their circles.

How will the sales be monitored (3 party affiliate software, in-house, real-time
access for them)?

Can you give them afreetrial, preview, password of what you are selling?
It is*highly recommended* that you give them a sample of what you sell. It
makes them much more likely to work with you.

How can they contact you to discuss further?

Write your letter in a short concise way that will get attention without appearing too

pushy.

Part 2 — Find 2 or 3 more discussion forums

Find at least two more discussion forums where you can post responses to people's
guestions.

Today’s Assignment:

1.

Write the first draft of your joint venture introduction letter. Have 2 colleagues
look over it and get their reaction and feedback.

Check-up on your web site’s “ critical numbers’ again. How do they look? I's your
conversion rate weak or good?
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3. Try tofind 2-3 more forums that you can bookmark. If you have time, answer 1 or
2 questions inside the forums you’ ve already located.

Today’s Resour ces:

Instant Sales L etters - sample joint venture letters inside this package that will
absolutely knock your socks off!

Instant JV L etters—here’'saresource filled with nothing but JV letters. Nice help when
you can't come up with the right approach.
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Day 21 (Sunday) -
Surf to find more potential JV partners

L esson Objective:

To look around and find at least 20 more potential sourcesto do aJV with you.

Skills Needed:
e Basic Surfing

Today’s L esson:
Welcome to week 4 — the home stretch!!

Today isafairly light day — I ssmply want you to do your best to locate at least 20
potential JV partners for your list.

Once you have 20 then you can take the rest of the day off (or if you're an over achiever
go for 30 total).

Remember, what we talked about for searching out potential JV partners:

e Start checking out the different search engines. See who is ranked highest for your
best keywords. (I bet they get lots of targeted traffic!)

e Ezine editors make excellent JV partners -- and they come with aready-made list!

e Seewho isbuying (and paying lots of money) for those keywords on
Overture.com or on Google.com

e UseAlexa.com to search out related sites more easily.

e A good spot to find people interested in working with othersis at ClickBank -
just look in their “marketplace” section and you find potential joint venture
partners who are selling information products.

Also, another little-known way is to ask a question on one or several of the discussion
boards you'’ ve located.

Page 193

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com



http://www.33daystoonlineprofits.com/clickbank.html

33 Days to Online Profits — 2004 Edition

Ask about the best resources, people, sites, etc. dealing with your topic. Thiswill show
you who has the most pull and, of course, you want them to endorse your offering.

Today’s Assignment:

1. Get your potential Joint Venture list up to 20-30 prospects. Be sure you have their
full contact name, address, fax, phone, email, site name etc.

Today’s Resour ces:

ClickBank’s M ar ketplace — contains awhole group of people who are looking for other
people to work with selling each other’ s products.
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Week 4 — Get Ready for Serious Traffic

Day 22 (M onday) -
Send your JV Approach letter, check ezine
performance, run a“ stand alon€” ezine ad

L esson Objective:

To send out your JV approach letter using your mail or fax automation program and take
the top 2 performing ezine ads you ran and run a*“stand alone” ad in at least one of them.

Skills Needed:
e Basic Surfing
e Basic Email

Today’s L esson:

Part 1 — Send out your JV approach letters

My calendar says Day 22 — if you' re on the right page then today we' re going to focus on
contacting joint venture partners and reinvesting our profits (hopefully) from our first
round of ezine ads.

Okay, first things first, you should take your joint venture approach letter and send it out
to all the potential joint venture partners you found.

The same way we did an email merge to ezine editors is the same way you can use your
email program Group-Mail) or you can just individually send out emails (the free way).

If you choose to go the fax or snail mail approach then you would send your letters out
that way.

STOP! Before you send out the letter — check and double-check it one last time for typos
or anything strange.
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Part 2 — Run a “stand alone” ezine ad

Next, we're going to evaluate how our ezine ads did from last week (Day 15).

By now, those ezine ads should have run and you should have some conversion numbers.
It'simportant to track these ads all the way through to the sale if you can.

So let’s do some quick calculations on the ads.

e Which ezines made money?

e Which ezines got the most response — the |east?

For the 2 ezines that made the most money we' re going to expand our advertising effort
and reinvest our profits (don’t go spending your money on pizzas just yet) ;-)

That meansif you ran aclassified ad before — move up to a sponsorship ad or even a
stand alone “solo ad” if they offer it. A “solo” ad means you are the only advertiser in the
entire ezine!

Also, you should be looking for 3-4 more ezines you can advertisein.
Just reinvest your profits into more and bigger advertising. Simple enough?

Once again you should turn to your ezine advertising resources we discussed last week.
The best onesin my book are Top Ezine Ads and Directory of Ezines.

Also, be sure to use new tracking codes on each of the new ads because you will notice
responses still trickling in on the others. Don’t mix your results... always use afresh
tracking code for each ad.

I’ simportant to note here that if your ads didn’t end up making you a profit, you should
try another variation and start small with a classified ezine ad again.

Then you start the process al over again of:

1. Runasmall ad
2. Find an ad that produces
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3. Find an ezine with aresponsive audience

4. Reinvest your profitsin buying bigger and better ezine advertising based on the
positive results you’ ve produced so far!

Today’s Assignment:

1. Send out your joint venture proposal letter to your list of potential JV prospects.
2. Takethe 2 top performing ezines you’ ve found and invest in abigger ad.

3. Takeyour profits from your ezine ads on Day 15 and look for 2-3 additional
places to advertise, starting small again.

Note: if you didn’t make a profit from any ezine ad — you should change your ad
and start from the beginning with small ads again.
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Day 23 (Tuesday) -
Follow Up on JV Approach Letter

L esson Objective:

Today you will follow up your initial contact with these potential Joint Venture Partners.

Skills Needed:
e Basic emall
e Dialing and talking on the phone

Today’s L esson:

Part 1 — Follow up with Joint Venture Partners

Today’ s assignment is quite simple and | don’t want you spending alot of time here
looking at this book!

Y ou need to follow up with the Joint Venture letters you sent out yesterday with a phone
call.

“A phonecall?” you ask?
That’sright... aphone call!

The vast mgjority of people worth doing ajoint venture with are very busy. They get
bombarded with email all day from people offering them get-rich-quick schemes and new
products they claim will “make us all rich”.

Y our potential joint venture partners may very well have thrown your letter in the trash...
along with a dozen or more others that came in yesterday.

The best way to follow up on a Joint Venture proposal isto get on the phone, call them
up, and make your offer “live and in-person”.

This allows them to ask you questions and also shows you are areal person, not just
somebody out there trying to scam them and their customers.

Just because it is the Internet doesn’t mean the “old rules’ of human interaction don’t
apply.
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FACT! People do business with people they feel like they know and trust.

The fastest way to get your JV partnersto trust you isto call them up, introduce yourself
and your proposal. Keep it brief, get to the point and ask them if they are interested.

Hereisascript | have used with great success — you should modify it to fit your
personality and your offer.

Get their phone number from their website or do a“whois’ lookup at Better Whois and
get the registrant or administrative contact phone number from the record.

Dial the phone!
If someone answer s say this...

(Note: it helpsif you write out your script on a piece of paper ahead of time and practice
it. You don’'t want to sound like atelemarketer... but you also don’'t want to trip over
your tongue because you' re nervous.)

You: Hellomay | please speak to ?

Them: May | ask who'scalling? -- or -- What isthisin reference to?

You: Yesthisisyour namewith “your site”. | was calling about a possible joint
venture.

Them: How can | help you? -- or -- What do you have in mind?

You: Ther namel was calling because | have a product / service called “ name of
product/service” that I’vewritten / created / discovered that state your
unigue selling proposition.

(Your unique selling proposition (USP) is what sets you totally apart from the
competition. What makes you special and why should people buy your product as
opposed to anyone else’s?)

Example: The ebook | co-authored with Joe Vitale, entitled “How to Write and Publish
your own eBook in aslittle as 7 Days’, hasarealy cool USP...
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USP - “How to write and publish your own ebook in aslittle as 7 days... even if you
can't write, can’t type, and failed high school English class!”

You: | thought my product / service would create an excellent additional source
of revenuefor you while providing a valuable service to your customers
because give reason why it makes sensefor them to offer it to their people.

What do you think?

Them: “Wdll ..”

At this point you will either engage them in conversation or they will get off the phone.

- If your sales conversion numbers are really good tell them.
- If you have endorsements from famous people tell them.

Y our objective isto engage themin a“normal” conversation, get them to take alook at
your product or agree to do ajoint venture right there on the spot!

NOTE: Bepersistent —but don’t get rude or pushy.

Once aJV partner agrees to work with you, get them to commit to a date for sending the
mailing!

Also, be fast to respond to their requests and get them any additional information they ask
for!

Always send a follow up email, whether they agree to work with you or not, thanking
them for their time and wishing them great success.

If they do agree to work with you, make sure your email includes a summary of what you
talked about and agreed so nobody gets confused later.

Part 2A
What if they don’t answer the phone or you can’t get them on the phone?

If it's an answering machine or voice mail leave this message:
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Hi Thisisyour name with your domain name. | was calling to follow up
on the|etter/email/fax | sent you yester day about a potential joint venture. | believe
My product / service would create an excellent additional sour ce of revenue for you
while providing a valuable service to your customers because give reason why it
makes sense for_them to offer.

I’d like to speak to you at your earliest convenience about how we could help each
other.

Please call me back at your earliest convenience at your phone number.

Part 2B
Also send a follow up email to go with your phone message.

Just like you followed up your conversation with people you actually spoke with, you
also want to follow up your phone message with an email that says something like:

Subject: Follow up phone call
Hi

| just left a message on your machine/ with your secretary to follow up on my
letter/fax/email yesterday about a possible joint venture.

Y ou probably get emails al the time with offers and “opportunities’ so | wanted to
follow up to let you know I'm areal person! ;-)

The reason for my call isthat | really believe my product / service would create an
excellent additional source of revenue for you while providing a valuable service to your
customers because give reason why it makes sense for them to offer.

Isthereatime | could call you back to speak to you for a few minutes about how we
could help each other?

Y ou may also call me back if that is more convenient. My phone number is your phone
number.

Thanks for your time... | look forward to speaking with you.
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Y our name

Part 3 — Don’t Stop...Don’t Surrender!

If you're truly committed to making this process work — do not stop until you have found
2 people to do aJV with you to their list!

If you call everyone you sent emailsto yesterday and you don’'t have 2 JV partnerslined
up, then start the process of mailing and calling all over again.

e Find 20 more potential JV partners.

e Send out 20 more |etters.

e Follow up with 20 more phone calls.
NOTE: You can even make the phone calls without sending the letter first!
Call these prospects on the phone and just talk to them like a normal person.

Remember — they are people just like you and they want to make money too!

Summary of today’s assignments:

1. Follow up your letters to potential JV'swith a phone call.

2. Follow up al conversations with an email thank you —whether they agree to work
with you or not.

3. Follow up al phone messages with an email letting them know you called.

4. Repeat the process until you have 2 people solidly committed to doing a mailing
with you.
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Day 24 (Wednesday) -
Timeto “Up-sdl”

L esson Objective:

To create an up-sell for your site so you can potentially make more money from each
buyer.

Skills Needed:
e Basic Word Processing
e BasicHTML
e BasicFTP

Today’s L esson:

Today I’m going to show you alittle “magic trick” that can instantly increase your profits
20-60% even without getting any additional business or website visitors.

It's asimple concept called an “upsell” or a“bump”.

L et me give you a couple examples from arecent ski trip and | think you’ll immediately
see what thisis all about.

Last February, after an Internet marketing seminar — | decided to go skiing in Colorado.

My friend Bart and | headed to Keystone resort to go skiing for 2 days. He needed to rent
skis and when he was paying for his ski rental the guy behind the counter says, “Would
you like damage protection —it’s only a dollar more?’

So of course Bart takes the insurance (boy did he need it considering we were going off
10 or 15 foot jumps that day! ©).

And during this same seminar in Colorado - | met a man who was responsible for
millions and millions of dollarsin sales viainfomercials who gave me some incredible
upsell examples.

His nameis Alex Mandossian and | had the opportunity to sit down and pick his brain. It
was amazing all the simple tweaks he added that significantly increased his company’s
revenue.
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The first example was an infomercia for a 35-mm Nippon camerafor $19.95 with 100
freerollsof film. A good deal and lots of people called in.

Now, here' sthe “juicy” part. Every time an order was placed the operator read this script:

Operator: “ Are you going to be using your camerato take picturesinside?’
Caller: “Yes.”

Operator: “WEell, as a preferred Nippon customer you can get the flash attachment today
only for just $10.00 with no additional shipping or handling. That’s a savings of $9.00.
May | add that to your order?”’

That's it —that’ s the simple script. Would you believe 60% - 80% of the people said
“yes’?

It' strue. The bottom line increase was incredible because there was no additional cost of
sale to reach this customer. They sold hundreds of thousands of units.

Here' s another example from Alex....

Asthe marketing director for one of the biggest tooth whitening toothpastes around he
found a simple, yet ingenious way to increase the sale. When callers called in to order
one tube for $19.95 here' s the script:

Operator: “How many members are in your family?’
Caller: “2”

Operator: “WEell, as a preferred customer you can get 2 tubes for only $29.95 today only.
For just $10.00 more with no additional shipping or handling. That’s a savings of $9.95.
May | add that to your order?”’

Wow! Do you see the incredible leverage here?

Thereis no additional cost per sale each time a person callsin. The upsell or cross-sell is
nearly all “extra’ profit!

Here's an interesting fact — did you know nearly all of the infomercials you seeon TV
today wouldn’'t make a profit unless they continued using their upsell? It’ strue. And |
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hope that gives you a small inkling of the power this concept could hold for your web
site.

Y ou've got to understand the psychology behind it.

Once a customer makes a buying decision by calling to order the product they’ ve already
decided to buy. They have a credit card in hand and they’ ve mentally gone from prospect
to customer.

At this point it’s not difficult to increase their order by simply offering them some ‘deal’.
And an upsell can work everywhere!

On my web site (instantsal esletters.com) | introduce an upsell that 44% - 66% of buyers
take. That's all extra profit for me with no additional cost. So cool!

It works like this: Once somebody clicks on the order button on my page they are taken
to another page (not the order page). On this new page | let them know that today only
they can become a specia “Gold” member for only $15 more and they’ll get 2 additional
bonuses not available in the regular package.

Thisis so important. If you give people a preferential deal, some percentage will take you
up onit.

The upsell is one of the easiest (and most profitable) techniques you can start
implementing tomorrow. Thisis like the “would you like fries” strategy. Unless you're
offering “fries” you’' re missing out on tons and tons of profit.

Y ou simply need to come up with a couple more compelling bonuses, packages or up-
sells that people will get for the upgrade.

A couple options are:

e More of your product or service at a special price (i.e. 2 tubes of goop).

e Specia membership into a continuity program (keep billing them until they say
‘stop’).

e Additional bonuses they can't get without the upsell (the better you make these
bonuses the more people will say ‘yes').

e Fitc., etc. etc.
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I’ ve even used something as simple as putting a check box on my order form on _Instant
Internet Profits. It could be that simple. On this we get a 25% upsell rate. Take alook at
what appears at the bottom after the customer has aready filled out their info to buy the
Course:
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Or, if you order from Amazon you'’ Il notice they also say something like “here are other
books that people who have ordered your book have also ordered”. | love Amazon and |
buy lots of things from them — here’ s what shows up on the screen before you make your
purchase:
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One of my marketing friends did a double upsell on his site. He would offer an audio
program for $29 and then he'd aso let people choose from 2 additional packages when
they got to the order page. He told me 2/3 of the people took some kind of upsell.
(Incredible!)

Trust me, an upsell can be a huge moneymaker for you and if you're already selling
anything — you’ re losing money by not offering it.

Today’s Assignment:
1. You guessed it! Create an upsell for your product or service.

If you are a catalog site — it can be a recommended product/service that goes with
what people bought (start with your top 10 itemsfirst).

If you sell an information product — think of a complimentary product or service
you can offer as an upsell.

2. Get it up onyour site.
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Today’s Resour ces:

Public Domain Riches—how would you like a 100% legal way to get free content to
turn into upsells, bonuses or even entirely new products? The public domainis avast
repository of millions and millions of works just sitting under your nose if you know how
to find them.

eBook Wholesaler - sellsyou the rightsto different ebooks you can sell or give away as
your upsell. Excellent source for afast upsell!
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Day 25 (Thursday) -
L aunching your affiliate program

L esson Objective:

To set up your “affiliate toolbox” so your affiliates have the tools they need to make you
money!

Skills Needed:
e Basic Word Processing
e BasicHTML
e BasicFTP

Today’s L esson:

Hey, we'rereally motoring along —welcome to Day 25!
Today we' re going to focus on creating tools for your affiliates. Thisis critical!

Most people want everything handed to them and affiliates are no different. The easier
you can make it for them to promote you — the bigger your bank account will get.

Affiliate programs (also known as reseller programs, associate programs, etc.) are an
opportunity for you to get hundreds, even thousands of web sites all driving traffic to
your site and making sales for you...

And the best part isyou don’t pay until they make the sale!

That’ s the opportunity (and it really is agreat one) but I'm going to give you my realistic
assessment from actually doing it. My affiliate program accounts for 50% of my traffic
and 40% of my sales so obviously I’m very happy with the results!

It's been a tremendous success starting with the first month. It brought in approximately
$2900 in salesand | paid out $1400 in commissions.

From my initial investment of $650 ($450 for software and $200 for additional design
work) this came out to a $900 profit, or a 138% return on investment (ROI) in the first
month.

Six months later, it has provided me a 1900% ROI and | know it will continue to pay off
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for many yearsto come. In the next few days we're going to cover affiliate programs so
let’ s get started with the first step...

(I’'m already assuming you have atested sales process, a good program and a good
payout to affiliates.)

The Affiliate Tool Box

| try to provide my affiliates all the tools and assistance they need to sell successfully.
Most affiliate programs simply give a couple banners when they sign up a new affiliate.

That’swhy | created something called my “Affiliate Tool Box” to provide my affiliates
with al the tools they needed to promote the program and do really well.

Here' swhat they get:

e They get awholelist of text links. These are headlines that they can use on their
site.

e | givethem endorsement letters/emails they can send to their lists
e | givethem “proven” adsthat they can runin Ezines.

e | givethem graphics... | give them pretty much anything and everything they
need!

e | givethem viral ebooks and additional content they can use as their own with
their affiliate links.

| give them free reign of my material. They can take my content, like articles or ebooks
I’ve written, and insert their affiliate link in the resource box.

They can’t claim themselves as the author, but they can stick their affiliate link in the
resource box.

In fact, | try to give them everything | possibly can to help them succeed.

Actually, we give so much stuff that | have one of my top affiliates running afree web
site (like a Geocities type site) and he makes $500-$700.00 in affiliate commissions every
month... just using material from our toolbox!
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So that’ s exactly what you need to create for people!

Try to provide as many tools as you possibly can. Take you newly tested ezine ads and
put them in there. Take your new article and put it there. How about using your top
headlines as text links for them? Etc.

And once you post the new material, make sure you alert your affiliates you’ ve placed
additional tools on the web for them to use.

Check out www.getfitwhileyousit.com/affiliate.ntml for an example of an affiliate tool
box we created for a brand new product.

Or sign up for my main affiliate program so you can see how | train affiliates and also
what tools | provide.

Today’s Assignment:
1. Create your own affiliate “tool box” which includes any and all the promotional
material you can provide so far.
2. If you have any existing affiliates let them know about the new “tool box”.
3. Signup for afew of the major affiliate/associate programs. That’s how | learned

what | liked and what | didn’t like in an affiliate program. See what kind of
promotional material they give you.

Today’s Resour ces:

www.ViralEbook Creator.com — Thisis anew project the two of uswill be launching so
publishers can let their affiliates ‘brand’ ebooks-on-the-fly. Check out this cool
technology.

Associate Programs - Sign up for afew of the major affiliate programs so you can see
how they are administered.
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Day 26 (Friday) -
“Announce” your affiliate program

L esson Objective:

To let the world know your affiliate program is open for business by listing it in various
places online.

Skills Needed:
e Basic Surfing
e Basic Emall

Today’s L esson:

TGIF! We're still working on your affiliate promotion strategy.

Now, with your tool box in place and a couple successful joint ventures going —it’stime
to let the whole world in on your good thing.

Announcing Your Affiliate Program

Y ou should start is with your existing customer base.

Simply send out an email announcing your program and providing the link where they
can sign up.

Next, you should announce your affiliate program to the different directories of affiliate
programs on the Web.

| announced my new affiliate program to about 20-30 affiliate program directories.

Below isalist of the major Affiliate Program directories you should submit your
information to:

Associate Programs

2-Tier Affiliate Programs

Affiliates Directory

ATL Network
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Thetop directory is Associate Programs, which isrun by Allan Gardyne.

He' s somewhere in the sticks of Australia and he has the most comprehensive directory
of affiliate programs.

So when you have your new affiliate program all set up, you go there and announce it and
you should get affiliates.

Y our announcement’ s listing needs to stress the benefits to affiliates for signing up. Once
again, good copy isimportant.

The description | used tells affiliates why business owners will be interested in our
product and then | give the specifics on commission structures.

Today’s Assignment:

1. Create several program descriptions for your affiliate program. Each one of the
directories has their own requirements. Just have a‘long’ and ‘short’ listing ready
to copy and paste.

2. Email your existing customers and let them know about your affiliate program. If
your offer isdirectly to consumers — let them know they can earn money by
referring their friends.

3. Submit your program to each of the major affiliate directories.

Today’s Resour ces:

If you don’t want to manually go through the trouble of submitting your program to all
the directories - there isa service at Affiliate Announce that will submit to 40 top
directories (by hand) and save you lots of time.
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“Budget Cruncher”!

Submit to the affiliate directories yourself — by cutting and pasting
Program descriptions, sign-up pages, etc.

Special Notice: Inside the “show-and-tell” 33 Days to
Online Profits Video CD-roms you can see real
examples of me submitting our affiliate program. You
just pop the CDs into your computer and watch as right
| before your eyes each step is brought to life. Check it out here
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Day 27 (Saturday) -
Set the stage for More Traffic!

L esson Objective:

e Today you will brainstorm more keywords, submit your new keywords to
Overture and sign up with at least 2 more pay-per-click search engines.

Skills Needed:
e Basic emall
e Word processing
e Basic surfing

Today’s L esson:

Part 1 — Log on to Overture and brainstorm 100 more keywords

The more hooks you have in the water the better your chance of catching afish!

Log on to Overture.com and research more keywords that would bring targeted visitors to
your site.

If you have trouble thinking of additional keywords to search, try thislittle trick.
Log on to your nearest competitor’s site and look at their keywords tag.

Step 1 —Log on to their site,

Step 2 — In the Internet Explorer web browser goto your menu  Edit | Miew Favoites  Tools |

bar and click “View” then click “Source”. (In Netscape you Toolbars >
click “View” then click “Page Source’.) % StatusBar

I IE Explarer Bar b
Step 3 — This will open up your text editor and you can look & &7y GaTe ’
what your competitors think are important keywords by —  taD Esc
looking in the keywords meta-tag. Refresh 5

t | Text Size J

<meta name="description” Encoding »
content="Sequential Autoresponder System®"> rpy—
<meta name="keywords" Full Soreen F11

content="autoresponder software,
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sequential auto responder®>

Look for any words you may not have thought about -- but which make perfect sense
once you see them.

Use these new words to start your new research using the keyword tool on Overture.

Part 2 — Submit your new keywords to Overture

Submit your new keywords to Overture using your best tested titles and descriptions.

Part 3 — Add those same keywords to your Google Ad Words campaign

Just take the same keywords you just found and add those to your Google Ad Words
account. Also, by this time you should have some clear ideas about which of your adsis
the winner in our split test.

Do you seeit?

Y es. Okay good. Create one more ad and start split-testing that also.

Part 4 — Sign up with at least 2 more pay-per-click search engines.

FACT! Traffic is going to make or break you online.
By now you should have:
o A sdesletter that works...
e A product worth buying...
e Proven ad copy for your pay-per-click links and ezine ads!
Now it stime to start pouring on the traffic and working the “ numbers”.

Don't spend more that you can afford to lose — but chances are, if you know your
numbers, you won't “lose” anything!
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If you’' ve done everything you were supposed to do up to this point all you' re doing now
is“rolling out” your business.

Go get some more traffic and make money!

Summary of today’s assignments:

1. Research 100 new keyword combinations with Overture.
2. Submit your new keywords to Overture using your best titles and descriptions.

3. Use those same 100 new keywords and add them to your Google campaign.
Check to see which ad is the winner in your split test.

4. Sign up with at least 2 more pay-per-click search engines and submit your
keywords.

Today’s Resour ces:

Instant Traffic Stampede — Stop settling for tiny traffic spurts when you can unleash a
thundering herd of new traffic to your site. (Brand new resource!)

Pay Per Click Search Engines- go here, find at |east two more pay-per-click search
engines, sign up and get going!

Instant Web Traffic! — Learn thein’sand out’s of pay-per-click search engines from
one of the world’s experts!

Google Ad Words Manual - Thisisthe most comprehensive course on Google Ad
Words created by a direct response testing and tracking expert. Thisis brand new
information that you need to get your hands on if you want to use Google Ad Words to
make serious money.
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Day 28 (Sunday) -
Catch Up / Surf for |deas day

L esson Objective:

To catch up on any incompl ete assignments and “ Surf for ideas’ for at least an hour to
find 2 things you can implement to improve your online efforts

Skills Needed:
e Basicemall
e Word processing
e Basicsurfing

Today’s L esson:

Part 1 — Make a list of tasks you still must complete...

Have you signed up with Overture.com?

Do you need to research more keywords?

Have you signed up with at least 2 more pay-per-click search engines?
Have you submitted your ezine article?

Do you need to follow up with potential JV partners?

Do you need to follow up with people who have purchased from you?
Do you need to look at your numbers?

Do you need to “tweak” your headlines or modify your copy on the site?
Do you need to run another round of ezine ads?

... What haven’t you done?

M Makealist of unfinished tasks and get them done today!
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Part 2 — “ Surf for Ideas”

Go out on the web and look at what other people are doing.
How do they process their credit card orders?

How do they deliver their products?

What kinds of headlines do they use?

Who do they link to?

Who links to them?

How could you get links from the same places?

How could you improve upon what you see?

How could you use what you see to enhance what you are doing?

M surf for at least an hour, find 2 things you can use and implement them today!

Summary of today’s assignments:

1. Makealist of unfinished tasks and get them done today!

2. Surf for at least an hour to find 2 things you can use and implement today!
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Week 5-“Roall-out” your business!

Day 29 (Monday) -
Write “ endorsed mailing” to your own list

L esson Objective:

To write aletter to your own “house list” to endorse another product and make money!

Skills Needed:
e Basic Word Processing

Today’s L esson:

Okay today — I’ m going to show you the secret to where the really “big money” comes
into play!

If you' ve read any marketing manuals you’ ve probably heard about your * backend”
being the source of all your major profitsin the business. Well, it’strue! Y our most
expensive cost ever is going to be getting that initial customer to buy from your web site.

Stop and think about what | just said there!

Whenever you make an initial transaction with someone new thereis aways that fear of
being ripped off, or not getting exactly what was promised, or being dissatisfied -
whatever the case may be.

The easiest way to increase your revenues each and every month is simply going back to
your same customers and offering new products and services.

Most people completely neglect their current customers and only focus on driving more
and more new customers into the door. (Wrong!)

Each and every month (at least) my customers will get a pitch from me for something
else and it doesn’t have to be a product that | create, even though I’ m pretty prolific at
creating products.
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It can be ajoint venture deal or affiliate program | endorse.

And that’ s exactly what we're going to talk about today... creating an endorsement
email.

Thisisthe opposite side of the coin of looking for joint ventures (now you’ re the one
endorsing the other person).

In your research I’ m sure you' ve uncovered some products/services that would be a good
fit for your new customers —well here’ s your chance to profit from that research.

If the product you' re interested in endorsing has an affiliate program —it’s atotal no-
brainer to get going. Just sign up for their affiliate program and then start crafting a
simple email that explains how you found the product and why they should get it.

Here' s a sample endorsement email I’ ve sent that should give you some ideas.

kkkkkk%x

[[firstnanme]] - 3 mnutes to greater joy, wealth and
happi ness?

H [[firstnane]]
| stunbl ed across sonet hing unusual recently....

And as a valued Instant Sales Letter nmenmber | wanted to | et
you know about it.

A few nonths ago I met a man naned John Harricharan at a
sem nar, who graciously offered ne his material to revi ew

| smled and politely thanked himbut |I knew that | probably
woul dn't get around to reading it anytinme soon. (You should
see ny stack of reading material to get to and I'mactually
a quick reader.)

But as |luck would have it, | was going away on ny honeynoon
one week after this semnar and | decided to bring sone
"lighter' reading al ong.

Honestly, | can't renenber the last tine | read a book that
didn't deal wth the subject of marketing or adverti sing,
but once |I started reading John's material on the airplane
and | couldn't put it down.

It was sinply incredible!
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Hi s manuscri pt conbi ned every success principle |I've ever
been taught and wraps it all up into one succinct exercise
called a "Power Pause". And the best part is it only takes
just 3 mnutes and 3 steps to achieve.

Yep! Only 3 m nutes!

The truth is, | constantly find nyself applying John's
sinple (yet extrenely powerful) "Power Pause" principles in
ny life nowand | feel like there is no problemor situation
| can't conquer. (Frankly - I'mnot one of those spiritual
"wal k on hot coals' type of guys - but this stuff really has
had a profound effect on ny life.)

What's nore, other top marketers |i ke Declan Dunn, Jonathan
M zel, Mnique Harris, Joe Vitale and Marl on Sanders al
vouch for John's material (he even has an endorsenent from
famed Deepak Chopra, MD).

It's amazing to think there are only 3 steps to sol ving

al nrost any problemyou' Il ever deal with (noney, happiness,
rel ati onship, you nanme it). And John assures ne that it

wor ks for anyone willing to give it a try.

The only thing you need to give this information a shot, is
an open mnd. Open enough to take a chance on yourself and
the material contained in the "PowerPause". (Actually, you
don't even need to take a chance because his proven materi al
i s backed by a 100% unconditional, guarantee -- SO you
really can't | ose!)

Do yourself a favor and check out this val uable information
by clicking the |ink bel ow

Power Pause

You'll be glad you did!
Yani k Silver

P.S. Could there really be 3 steps to happiness, joy, wealth
and getting al nost anything you really want in your life? |
couldn't believe it either until | applied the "Power Pause"
mat eri al nyself here: Power Pause

* * %

Now, let me point something out to here.
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Asyou see | don't tell the whole story in the email. | tell just enough to get people
excited and wanted to find out more about this resource.

Also, thisis an affiliate link so | do get paid when people buy however | will never, ever
recommend a product unless I’ ve purchased it and used myself.

Y ou should make that a principal in your endorsements also because that way people
know that you don’t simply endorse everything.

Trust me, I’ ve purchased tons of Internet marketing information and there hasn’t been
anything that has impressed me more than Jonathan’s stuff.

So thisemail | send out istotally true and sincere.

Also, it’simportant when sending out emails to restate your relationship and tell them
how they got on your list.

Be sure there is some anti-spam disclaimer and also a simple way to unsubscribe.

Today’s Assignment:

1. Craft an endorsed email. Write from the heart and tell a story (see the article
below). Thisisjust your rough draft.

Today’s Resour ces:

Million Dollar Emails - Collection of winning emails from the top Internet marketers
and eCommerce leaders. Just $19. Anincredible value! In fact, there' s awhole section on
endorsement emails, customer emails, new customer emails, etc. etc.

WebAdM agic - Complete and comprehensive resource about autoresponders that make
money! Y ou get an entire swipe file filled with tons of winning examples (and more)

Feature Article

The Art of Creating Hypnotic Emails: How To Get Y our Emails Opened, Read, and
Responded To

By Yanik Silver, instantsalesletters.com
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The power of email marketing istruly the "killer app" of the Internet. Personally, I've
witnessed some incredible results from my own email marketing campaigns:

= $9,188.00 in profitsin 72 hours
»  $15,558.81 in less than 3 weeks
*  $15,400.00 in 14 days

And if you read on, I'll share with you 2 little-known factors to achieving results like this
in your own email marketing campaigns. | call it my “one-two knockout punch”!

The first thing you have to realize is what I’ m about to share has been around *way*
before the Internet. The simple truth is that people don’t change and if you understand
human psychology you can make lots and |ots of money online.

Your first job is get your email opened. Now, I’m going to make an assumption here;
That you are only using your own opt-in list, I don’t have enough room here to tell why
you should — so please just trust me.

Now, according to eMarketer.com, Americans get an average of 15.2 email messages a
day and that number continues to rise. That means unless your email’s subject lineis
compelling — your message will wind up in the trash faster than you can blink!

One of the best ways to create a persuasive subject line isto incorporate curiosity.

Here are afew examples of powerful subject lines:

H <firstname>! ...just checking in ..
<firstname> - I'mfinally spilling ny guts..
<firstname> - | goofed..

<firstname>, what do you think?
<firstname>, Ch no, you didn't

Open this before 7:15 p. m

When you receive something like thisin your email box, it's very hard not to take a peek
and open it up. Remember thisis very important, your subject lineis like a kamikaze
bomber, and its only job isto get your email opened.

Side note: Every part of your email has to have ajob to do and the body of your email is
no different. I’ ve had the most success sending out asmall ‘teaser’ in the email and then
directed them to aweb site for full details and to close the sale.
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Okay, so nhow what?

Once you got your prospect to open the email, you had better grab their attention and
keep them reading. Frankly, the absolute best way in the world | know isto use a story.

From the ancient times to current day - stories continue to hold readers and listeners
spellbound. There is nothing better than a good story. It works almost like magic. You
can give people information and motivate using stories without having the barriers that
come up normally. Thisis a seldom used copywriting technique that work wonders

in email.

Here are afew examples |’ ve successfully used:

* * %

Hi <name>,
I stumbled across something unusual recently..._.
And as a valued subscriber 1 wanted to let you know about it.

A few months ago I met a man named John Harricharan at a seminar,
who graciously offered me his material to review.

I smiled and politely thanked him but | knew that 1 probably
wouldn"t get around to reading it anytime soon. (You should see
my stack of reading material to get to and I"m actually a quick
reader.)

But as luck would have it, I was going away on my honeymoon one
week after this seminar and 1 decided to bring some "lighter-
reading along.

Honestly, 1 can®t remember the last time | read a book that
didn®t deal with the subject of marketing or advertising, but
once | started reading John"s material on the airplane

and 1 couldn®"t put it down.

It was simply incredible!

(copy continues)..

* * %

* * %

Dear [[firstname]],
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Will you help me settle an argument (and win a bet)?
It"s between my friend Markus Allen and me.

Here®s the deal - I"ve been bugging Mark to update his
Postcard marketing book for almost a year now. (Mark wrote
"How to Market with Postcards™ a couple years ago and it
was the bible for postcard marketing - but now it"s out of
print and needed revising). | kept telling him that my
customers would love to find out all his little-known
secrets to low cost postcard marketing.

He would shake his head no and reply that people are only
interested in Web marketing or email marketing today.

I didn"t think so. So we made a small wager.

(copy continues)...

* * %

| guarantee by simply using this proven “one-two knockout punch”, | just illustrated,
you'll see your next email campaign produce incredible results. Get ready to
click...send...and make money!

(c) 2001 Surefire Marketing, Inc. All rights reserved.

* * % % %
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Day 30 (Tuesday) -
Send out your endor sement email

L esson Objective:

To send out your endorsement email letter to the house list you have built up over the last
month.

Skills Needed:
e Basic Email

Today’s L esson:
Congratul ate yourself —we're already on Day 30...sending out your endorsed email!
Today’ s lesson will be very profitable.

Today, we're simply going to get your endorsed email from yesterday and send it out the
door to bring in some dough.

Believeit or not — email marketing is pretty simple when you do it right.

Before we go any further, | want to give you some information on opt-in email marketing
S0 you get this straight.

The Truth About “Opt-in” and “Permission” Email Marketing

If you' ve been on the Net for anytime, I’ m sure you'’ ve heard of “spam”.

That’ s the name for unsolicited commercial email... mostly the kind of “get rich quick”
and “send me adollar” pyramid schemes that find their way into your inbox.

Many short-term minded marketers feel that since email is practically free they can send
out thousands and thousands of emails hoping for a handful of sales while dealing with
the risksinvolved.

We don’t think that’s a good idea.

You see, thereis a big difference between permission email marketing and spamming.
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I’m not talking about using software that can harvest emails addresses from the Web or
even those CD-roms with “ 30 million email addresses’ floating around. The fact is,
without getting permission, you are just sending out spam and that will land you in some
big trouble.

I’ ve seen sites shutdown, ISP’ s cancelled and people basically being “blackballed” from
the Internet community.

Trust me, it’s not pretty.

In fact, thereis legidation pending that makes spamming illegal. So not only will you
have al kinds of angry prospects — but you could also end up with severe legal penalties
against you.

Why would you want to put yourself through any of that?

There’ s no point because getting permission is easy once you start using the strategies
we'rerevealing here, plusit produces far better results.

Okay, with that said, let’s get to work finishing your endorsement email.

We've aready discussed editing on Day 11 for your sales letter (and it’s really the same
process —just alittle easier).

Y our endorsement email’ s only job isto get your recipient over to your affiliate link with
a predisposed idea to buy the product.

I’ ve seen some endorsement email work with just afew paragraphs while others are 15-
20 paragraphs. You don’'t want to really sell in the email —just “pre-sell” and lay the
groundwork for the sales process on the referring site to do the work for you.

If you' ve done a good job with this pre-sell you can easily see 5%, 10% even as high
20% conversion rates once they get to the website.

Before your email goes out — here are a couple simple points that are often overlooked:

e Makesurethelink inyour email is*“clickable”. That means links should start
with http://www.yoursite.com and an email link should start with:
mailto:email @isp.com
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e Make sureyour “from” field is something people on your list will recognize,
such as your name or your business name.

e Didyou include away to people to remove themselves and unsubscribe from
your list?

e Do al thelinks work? Did you double-check?

e |stherea“spam” disclaimer? This basically comes at the end and says...
“Thisemail is never sent unsolicited. Y ou or someone claiming to be you

subscribed to this list using this email address [email]. If you wish to
unsubscribe please see below.”

Today’s Assignment:

1. Edit your email at least twice and read it aloud to yourself. Be sureit is formatted
correctly. Hard return before 65 characters so it wraps correctly.

2. Send out your endorsed email to your opt-in and customer list (you can dlightly
change the opening for each group). Best days to mail seem to be Tue, Wed and
Thursday for sending out emails.

By theway - if you started this program on Monday (Day 1) —today would
be a Tuesday... a perfect day to mail!
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Day 31 (Wednesday) -
Prepare Article #2 for submission to your
ezinelist

L esson Objective:

Today you will write your second article to submit to your list of ezines that accept
articles.

Skills Needed:
e Basic emall
e Word processing
e Basic surfing

Today’s L esson:

Part 1 — What should you write about?

If you need help with the actual writing process please refer back to Day 16.

After all we've been through together, the question on your mind should not be “how” to
write the article — it should be “what” to write about.

What does your audience need to know?

Based on your idea surfing sessions, what could you teach people that would make them
want to buy your product?

Example:

| just wrote an article about Adobe Acrobat 5.0 and a problem it has with converting
ebooks as away to promote the ebook | co-authored with Joe Vitale, “How to Write and
Publish your own eBook in aslittle as 7 Days.”

| don’t give away anything from the book, | just tell them about a problem with a
software package alot of people own or might upgrade to. Writing this type of article
enhances my status as an expert and promotes the book at the same time.

What problem could you solve for your target audience?
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What bit of news could you comment on right now and really help make a difference in
their lives?

Today’s Assignment:

1. Write and edit your second article using the stepslaid out in Day 16.

Today’s Resour ces:

“Turn WordsInto Traffic” —Jim Edwards guide to creating an avalanche of free
traffic to your website using the power of ezine articles. Recognized as the web’ s leading
course on how to use articles for massive publicity and profits... all free!
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Day 32 (T hursday) -
Submit Ezine Article #2

L esson Objective:

To submit the second article you have written for your ezine list.

Skills Needed:
e Basic Email
e Basic Word Processing

Today’s L esson:
Welcome to Day 32, our second to last day together.
Today, we're going to submit another article to our same list of ezine editors.

The article that you created yesterday will go out and start generating free publicity for
you (like the first one).

There' sreally not much to it! Y ou should have the system down by now.

If you need arefresher check back to Day 17.

Today’s Assignment:

1. Send out article #2 to your list of ezine editors.

Today’s Resour ces:

“Turn WordsInto Traffic” —Jim Edwards guide to creating an avalanche of free
traffic to your website using the power of ezine articles. Recognized as the web’ s leading
course on how to use articles for massive publicity and profits... all freel
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Day 33 (Friday) -
Survey customer s about new product ideas

L esson Objective:

To survey your existing customers and opt-in subscribers about products and services
they’ d be interested in buying in the near future.

Skills Needed:
e Basic Email
e Basic Word Processing

Today’s L esson:

Well herewe are...Day 33! We' ve come along way together!

First off, please congratulate yourself! Y ou deserve a big hand for doing what most
people don’t do...and that is, sticking with a plan.

| hope by now you’ ve already started to experience the joy of waking up to find money
waiting for you in your inbox. Nice feeling, right?

Of course, it might not be a fortune waiting for you — but it’s a start...and more
importantly, you know how to do it for yourself.

Our last course of action is going to be looking for additional products or services you
can provide to your customers.

Did you know that it is 5x easier to sell to an existing customer than a new one? It’ s true.
So that’swhy, | want to show you how you exploit this for your profit.

There sreally no rocket science to getting very rich selling a product or service. Simply
put, if you have what people WANT they’ [l be jumping over themselves to give you their
money.

So then the $64,000 question is “what do they want?’

Well, how about we ask them?
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| don’t think you need to guess what your customers want — let them tell you and then
you can create it and sell it to them.

Pretty easy, right? Y ou bet!

All you need to do is send out a simple questionnaire asking your customers to rank
severa potential projects and which onesthey’d like to see.

Here' s an example from a questionnaire | sent out:

Which of the following possible new products/services would
interest you most. Please rank in order from 1 to 5 (1 being most
useful and 5 being least useful to you):

___ Sales letter critique with a professional direct response
copywriter.

___ Membership site where you can ask top $250.00+/hour experts
in personal development and wealth creation any question you like
every month. Plus interact with other success-minded individuals.

30 day, step-by-step blueprint to creating online profits for
any business or service.

___ Monthly copywriting analysis and break down of successful web
sites with the brains behind the sites.

___ Conversations with millionaires. Interviews of exactly how
real people are really accomplishing what they want in life.

___ Other

Asyou see, it'sreally quite smple. | just add up all the answers and then | can decide
which project | want to pursue next.

People are pretty anxious to give you their help...if you ask — so go ahead and let them
help you by telling you what they want to buy.

Now, to get people to answer your questionnaire | suggest giving them an incentive. An
ebook or special report works great for this.
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Today’s Assignment:

1. Come up with several new project ideas and let your customers decide what they
want to buy next from you.

2. Email it out to your customers asking for their help and offer them some kind of
incentive to answer.

Today’s Resour ces:

One Minute Poll —an incredibly easy and effective way to conduct polls online for ANY
size business... super easy to use and very affordable.

Zoomer ang — create surveys and access resultsin real time.
E-Form - Email and web forms for surveys, collecting and updating databases and cool

survey reports. Ask anybody, any question, by email or web and place answersin your
database. Automatically produces and publishes html reports too.
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BONUS Day 34 (Saturday) -
“Linking Strategies’

L esson Objective:

To learn the exact process for getting traffic by “intelligently” trading links with other
sites... one of the most powerful and effective ways to get long term traffic.

Skills Needed:
e Basic Email
e Basic Word Processing
e BasicHTML

Today’s L esson:

Today’s lesson isabonus day... one that may well change the way you generate traffic
for your website for many yearsto come.

Today we're talking about “Linking Strategies.”

Now “linking strategies’ isafancy way of talking about getting other people to link to
you in exchange for you linking to them.

Thisis, infact, the oldest way of getting traffic on the Internet. Back before “ search
engines,” the web’ sfirst directory (Yahoo!) was nothing more than alist of links
categorized by a couple of guysin California. Their list of linksto and from their website
went on to make them millionaires.

In anutshell, this day is about getting related websites to link to your site so you can
trade traffic.

Now the first question on your mind might be, “Why would someone give me alink from
their website?’ The answer is simple, “ Because you gave them alink from your website
first and they want traffic.”

This simple act of giving someone alink from your website and then asking for alink in
return works like magic... if you do it right.

Here'sasimpleillustration of how the process works.

Page 236

© 2004 Surefire Marketing, Inc. & Guaranteed Response Marketing, LLC — All Rights Reserved
www.33DaysToOnlineProfits.com




33 Days to Online Profits — 2004 Edition

You link to other related sites and they link back to you.
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Don't let the simplicity of thisfool you.... | used thisto almost double the amount of
traffic to my website and my salesincreased by 30% - with ZERO advertising expense.
(Infact, as | wasliterally typing this sentence another order for the product camein —
CHA CHING!)

We implemented a simple linking strategies campaign for my “Mortgage L oan Tips’
website in the beginning of August 2003. Within 60 days here’ s what happened:

(Keep in mind thisisfor a mortgage site, one of the most competitive markets online.)
Here' salist of my unique website visitors by month:

e Aug 2003 - 4228
e Sep2003- 7105
e Oct 2003 - 7649
e Nov 2003 (through 11/11/03) — 2512
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It's not a hugely high volume site, but the amount of money it makes was great before we
started getting more traffic — and it’s even better now that we' re making 30% more!

Y ou can check out my links directory by going to “Mortgage L oan Tips’ and clicking
the “Resource Links” hyper-text link at the top right of the page.

You'll see all of my link partners neatly organized in adirectory (I organized them using
aprogram called Zeus, but you can do it by hand too).

So how does this work? How do you find and persuade other sitesto link to you?
Finding them is easy.

Go to your favorite search engine and search for your best keyword terms.

Look at the sites that come up in the top 30 or 40 under those keywords.

Make alist of 100 websites in a spreadsheet along with the following variables:

e \Websiteurl
¢ Name
e Email

e What you liked about their website

Here's an example:

Ed Microsoft Excel - Book1

File Edit Wiew Insert Faormat Tools Data Window Help  Acrobat

DEeds @RV &BES - = A2E e -0 EE

Arial -0 - B JT U EE=EHBE $ %, W% EE S-b-A
A3 | =
A | E C D E F
1 |Website URL Name Email What | liked
2w harordrealtor.com  Mary Jones maryiEhartforrealtor.com  your special reports on investment propery

s 1

A

Put alink to each up them up on your website on a special links page and then get ready
to contact them. The reason you put up the link first is so you can use the “Law of
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Reciprocity” to get them to respond. If you put up alink to their site—and tell them you
did — you have amuch higher chance of getting alink in return.

Now you can do this one of three ways:
1. You can send each website owner an email manually requesting alink exchange.

2. You can use the spreadsheet approach along with a program like Group Mail to
automate the mailing process. (By the way, Group Mail offers a shareware
version that lets you mail up to 100 emails per session without purchasing the
software... so you can try it out and see if you likeit.)

3. You can use aprogram like Zeus to automate most aspects of the process. (Thisis
the program | use ssimply because it speeds up the process of finding, contacting
and listing websites so dramatically. They do offer afree version of Zeus also —
and thisis alegitimate way to get the process done.)

It's up to you which method you choose. But if you decide to get serious about this
strategy, eventually you'll end up getting a copy of Zeus.

Here's an overview of the process:

Pt Un @
51'}-'1

ThegD%{ ol

Caﬂ'[llrma.'f"lbn

1. Youput alink to their site on your site.
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2. You email them a short message telling them you’ ve put their link up and ask
them to link back to you.

3. They link back to you.

4. They send you an email telling you they’ ve linked to you.

5. If they don’t link to you after a couple of emails, take them down.
Here's a sample letter you can adapt.

By the way, thisisthe actua letter | send for my “Mortgage L oan Tips’ site. We get, on
average, 25% of the people we send it to giving us alink back. That means for every 100
emails we send, we can count on getting approximately 25 links.

Read it through and then let’ s analyze it part by part.

<firstname>, can | share some of my website visitors with you?
Hi <firstname>,
Can | send you some of my website traffic?

| took alook at your site at http://<URL> this week and
| realy liked it.

| especially liked <personal_comment>.

In fact, my assistant and | liked your site so much, we

went ahead and added your website to my "National Mortgage
Resources Directory." Check *your* listing at
<ThemeSitePageURL >

...And | tell you, I'd LOVE to trade links with you!

Would you consider adding alink to Mortgage Loan Tips on
your site?

| think our site could be of benefit to your visitors.
We have avery large Mortgage & Real Estate Resources

directory and also sell an ebook and audio called
"The TEN Dirty Little Secrets of Mortgage Financing."
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Again, we've *aready* linked to *your* sitein our links
directory on this page: <ThemeSitePageURL >

You'll find easy-to-use linking code for our site on this
page http://www.mortgagel oantips.com/LinkInfo.htm

Once you put up alink to us, just email me and I'll move
Y OUR siteto the TOP of its category.

I'll al'so send you a FR"EE copy of my latest ebook
"Immediate Money Immediately" - an ebook | sell all day
long at www.immediatemoney.com... I'll just *give* you a
copy as areward for acting on thisright now :-)

L et me know what you decide and thanks for your
consideration!

Sincerely,

Jim Edwards, Author
The TEN Dirty Little SecretsTM of Mortgage Financing
& "Selling Y our Home Alone"

Email: jedwards@mortgagel oantips.com

Mortgage Loan Tips
P.O. Box 878
Lightfoot, VA 23090
(757) 715-2157

The most important part of this |etter is their name — thisis what keeps your email from
looking like spam.

Also, | would encourage you NOT to use this letter, but to make up something similar
that is uniquely yours. As soon as 10 other people start using this subject line it will
probably start getting canned as Spam (no pun intended).

Let’stake alook at each part so you can use this strategy to create your own |etter.

Part 1 —Subject Line

<firstname>, can | share some of my website visitors with you?
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Thisisacuriosity grabber —who doesn’t want more traffic?

Also, | usetheir name... you must —you must — you must include their name. If you
don’t, you' re basically wasting your time sending them an email.

Part 2—-The opening

Hi <firstname>,
Can | send you some of my website traffic?

| took alook at your site at http://<URL> this week and
| really liked it.

| especially liked <personal_comment>.

In fact, my assistant and | liked your site so much, we

went ahead and added your website to my "National Mortgage
Resources Directory." Check *your* listing at
<ThemeSitePageURL >

Here you tell them why you'’ re contacting them. Again, you use their name and you pay
them a compliment about their site.

Y ou pay them a compliment for two reasons.
1. Youwant to put themin agood frame of mind.
2. You want to PROVE you actually went to their site and that thisisn’t SPAM.

Y ou tell them you liked their site so much that you’ ve already placed a link to them on
your website (“1 scratched your back already.”)

Part 3—Tell them what you want them to do

...And | tell you, I'd LOVE to trade links with you!

Would you consider adding alink to Mortgage Loan Tips on
your site?
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| think our site could be of benefit to your visitors.

We have avery large Mortgage & Real Estate Resources
directory and also sell an ebook and audio called
"The TEN Dirty Little Secrets of Mortgage Financing."

Again, we've *aready* linked to *your* sitein our links
directory on this page: <ThemeSitePageURL >

You'll find easy-to-use linking code for our site on this
page http://www.mortgagel oantips.com/Linklnfo.htm

Once you put up alink to us, just email me and I'll move
Y OUR siteto the TOP of its category.

Tell them how you want them to link to you and where they can get the information. Y ou
might also try including the actual link you want them to place in the text of your emall
and test whether that raises or lowers your response rate.

Part 4 — BRIBE them!

I'll also send you a FR"EE copy of my latest ebook
"Immediate Money Immediately” - an ebook | sell all day
long at www.immediatemoney.com... I'll just *give* you a
copy as areward for acting on this right now :-)

Let me know what you decide and thanks for your
consideration!

Sincerely,

Jim Edwards, Author
The TEN Dirty Little SecretsTM of Mortgage Financing
& "Selling Y our Home Alone"

Email: jedwards@mortgagel oantips.com

Mortgage Loan Tips
P.O. Box 878
Lightfoot, VA 23090
(757) 715-2157
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Out and out bribe them with something. | use an ebook... you could just as easily create
aspecial report or buy resell rights to somebody’ s ebook to use as an incentive (aslong
asyou are licensed to give it away — double check your license agreement).

Once you send out your initial batch of 100, then follow up in a month with those you
don’'t hear from. If you still don’t hear from them then you can remove their links and

keep going.

| would advise contacting at least 100 sites aweek... and to do that, like | said,
eventually you'll want to start using Zeus. And the free version of Zeuswill get you
pretty far down the trail so when you need the paid version you should already have the
traffic that brings the money to pay for it. ©

A few questions about “linking strategies.”
What’sthe best way to structureyour links?

The best way to structure your linksis ssimply to set them up the same way you would for
a'Yahoo! listing. Your main keywords in the link text with a description made up of your
other keywords in a short sentence that makes sense.

Here' sthelink | use for my mortgage website.

#1 - 100% Independent Home Mortgage L oan Advice, Tipson Rates, Brokers,
Refinancing: Offers current, step-by-step, independent, home loan mortgage rate advice
and tips on purchasing, refinancing, choosing a mortgage broker or lender - countrywide!

That first link contains over a dozen of the top keyword combinations | want to come up
under and having that body text right near it helps not only get people to click, but to
reinforce with the search engines that my link is about that topic.

Take your best keywords and the skills you learned in the chapter on Y ahoo! and put
them to work here.

What’s a good conversion rate for your approach letter?

Anywhere between 10-30%. Less than that means you' re not approaching sites correctly,
your letter stinks, or your market is saturated.
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How can | improve my conversion rate and get more peopleto link to me?

The#1 tip isto use their namein the email! That, more than anything else, determines
your success or failure with this strategy.

The#2 tipisonly ask for alink from sites that are already linking to other sites. (Thisis
actually amillion dollar tip) Only approach sites actively promoting with linking
strategies already. Y ou’'ll have a MUCH higher probability of success doing it thisway.

Today’s Assignment:

1. Goto Google and Yahoo! and find 100 targeted sites related to what you sell who
are already linking to other sites.

2. Put alink to them on your site.

3. Email them and ask for alink exchange.

Today’s Resour ces:

#1 Recommendation - Stephen Fasenfeld’s L inking Strategies Tutorial — Our good
friend Stephen Fasenfeld walks you step-by-step through using Zeus and setting up your
linking strategies campaign. He really takes you by the hand and makes it extremely
simple to get up and running quickly. The best recommendation | can make is that
Stephen’ s course is what taught me exactly what to do and enabled me to get my
mortgage site underway so quickly and get results fast!

Zeus— The ultimate tool if you’ re serious about “Linking Strategies!” It automates
everything from finding sites based on your keywords to creating and managing your
links directory to following up with potential link partners who haven't responded yet.
YES, you CAN get by without Zeus and create and maintain a successful linking
campaign, but it will go faster if you use the product.
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Conclusion - Where do we go from here?

Congratulations! Most people never see this page because they gave up somewhere back
onday 2 or 3!

Y ou are the exception and you should be congratul ated!
Thisis not, however, the end.

Thisis, asthey say, “Only the beginning!”

From here on out these should be your Minimum monthly goals:

1. Find 2 Joint Venture partnersfor an endorsement of your product

2. Send out 1 endorsed email to your own list (opt-in and customer) —endorsing
someone else’s product/service (affiliate link).

3. Post 1x/week (4x/month) on the most active forumsin your area

4. Submit 1 articleto your list of ezine owners

5. Test 1 new advertising opportunity (starting small)

6. Comeup with 1 new product idea —release a new product/service 4x/year .
7. Do one proactivething every day to generate new business

8. Get at least 10-20 new linking partners
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