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As humans, we naturally dream and think about the future, what will it be 

like? Where will we be? Will we get that Ferrari, and the partner we most 

want? Will we achieve all those dreams that we had when we were younger 

and planned out our future? 

As Entrepreneurs, as Internet Marketers, we have a plan in place, and that 

plan is all about getting to our future, what was your reason for starting your 

business? Why did you become an Internet Marketer? Was it to earn some 

extra money? Did you want to be your own boss? Maybe you needed 

something that allowed you to work your own hours rather than the nine to 

five rat-race.  

Whatever your reason you started down this path and put together a plan 

for your future. If you are just starting out, you may be thinking about your 

immediate goals, what do you need to achieve in the short term for this to 

be a viable career? If you are an old hand, with many campaigns and sales 

behind you, then what are your goals now? How do they compare with what 

you wanted to achieve when you started out? 

Each day is a step into the future, it brings new challenges, new products, 

new ways of selling. Ten years ago, who knew that nearly every person in the 

developed and developing countries would have what amounts to a new 

super computer in their pockets. 

Yes, you heard that right, a super computer, a modern smartphone has 

more computing power than all the computing power for all the Apollo space 

missions combined, and on all those devices is the ability to send and receive 

messages and browse the internet twenty-four hours a day, seven days a 

week. You can be marketing and selling your products even when you are 

asleep, to anyone, anywhere, at any moment. 

That’s the future we live in right now, what new advancements might 

come with the following dawn who can even guess. The one thing we know 

is that the future is always in motion. You can make plans for where you want 

to be, but make sure those plans can move and evolve just like the future 

does. 

Don’t think about the financial goals you want to reach, instead think 

about the life goals and experiences you want to achieve, and make your 

business work to support them. As important as our work and careers are to 

us they are not the primary reason for a human to be alive.  

Many of the most successful businesspeople on the planet will say the 

first thing you must have to be successful is a strong work ethic above all else, 

success comes with hard work.  

But here is the question to ask yourself as you plan your own tomorrow, 

when the dawn breaks do you want a lot of zeros in a computerised bank, or 

do you want a life full of experiences and happiness? Work to enrich your life, 

not to define it. 

Don’t plan for a future that is so far away that it may not even exist when 

you finally get there, plan and work for the experiences and joys you can have 

along the way too. 

The Dawn 
Of Tomorrow 
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Thrive Leads 

From the website: Thrive Leads is a lead generation plugin for WordPress...  
…a list building solution that's created by a team of people who are obsessed with conversion optimization. 
Using Thrive Leads is like having your very own list-building and conversion expert - baked right into a powerful 

piece of software. 
This is not your old-school list building plugin. We've taken the most cutting-edge conversion tactics used by smart 

businesses and growth hackers and for the first time ever, those tactics are easy as pie for you to use on your own site. 
You can finally experience explosive list growth and the amazing business benefits that come with it. 

 
https://thrivethemes.com/leads/ 

 Resources and 

news 

https://thrivethemes.com/leads/


Watch Google’s Four ‘SEO Myth 
Busting’ Videos 

Mobile Beats TV 
 

This year marks the first time that Americans will spend 

more time staring down at their phones and tablets than they 

will watching television. 

 

https://www.marketwatch.com/story/for-the-first-time-

ever-americans-will-spend-more-time-on-mobile-devices-

than-watching-tv-2019-06-05 

Last month Google made an announcement, launching an ‘SEO myth 

busting’ series for the web developers. 

The Google Webmasters team has published four videos as a part of the ‘SEO 

myth busting’ series. 

The video topics are: 

• SEO Myth Busting 101 

• SEO & Googlebot 

• Structured Data 

• SEO & Javascript. 

 

https://webmasters.googleblog.com/2019/06/a-new-series-on-seo-for-web-

developers.html 

 

 

 

https://www.marketwatch.com/story/for-the-first-time-ever-americans-will-spend-more-time-on-mobile-devices-than-watching-tv-2019-06-05
https://www.marketwatch.com/story/for-the-first-time-ever-americans-will-spend-more-time-on-mobile-devices-than-watching-tv-2019-06-05
https://www.marketwatch.com/story/for-the-first-time-ever-americans-will-spend-more-time-on-mobile-devices-than-watching-tv-2019-06-05
https://webmasters.googleblog.com/2019/06/a-new-series-on-seo-for-web-developers.html
https://webmasters.googleblog.com/2019/06/a-new-series-on-seo-for-web-developers.html
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If you follow the trends, you can make a fortune. 

Most niches have trends. For example, in the make 

money online niche, trends tend to center around the 

newest methods, the latest social media fads and whatever 

is hot that month. Look at JVZoo to see what’s selling and 

the Warrior Forum for what people are talking about, and in 

an hour of research you’ll know exactly what’s hot right 

now. 

There is a lot of money to be made watching these 

trends and jumping in quickly. After all, it really is true that 

money loves speed. 

You pick a trend, do a day or two of research, write or 

record your product, and launch it. Yes, there are already a 

dozen products out there on this trend, but guess what? If 

you do a halfway decent job of creating and promoting your 

product, then yours will sell too, right along with everyone 

else’s.  

You can even offer resources related to the trend or fad, 

rather than teaching about the trending topic itself. For 

example, you might write about how to start that type of 

business using free online tools. Or you could create a 

directory of service providers on Fiverr that offer related 

gigs. 

Watch the trends, see what’s selling and then jump in. 

The most you can lose is a couple of days work, and you 

might in fact profit greatly. 

Trend Surfing For 
Cash 

 

  



Have you noticed that a rather large percentage of your customers 

don’t actually USE your products? 

You’re selling a viable product that guides your customers to a 

specific outcome, such as making money or losing weight. 

And some of your customer buy just about every product you 

produce. But… they don’t use your products… 

Which has you scratching your head and wondering if you’re doing 

something wrong. 

You’re not. 

For some people, the act of buying a product is enough for them. 

They feel like they have taken action on losing weight or making 

money, and they are satisfied. They think they will use the product… 

later. They will get to it… later… When they have time. 

But of course, they never do. Then you advertise a new product, and 

they buy that one, too, even though they didn’t use the first one. 

This is why you can offer personal help as a bonus to your product 

and not get overwhelmed by requests. 80-95% of people will never 

actually ask for your help. 

The simple act of purchasing your product makes people feel good. 

And buying upsells makes them feel even better. They convince 

themselves they are starting on their journey to getting the result you 

promise, and for today that’s enough. 

The more you sell the ideal scenario – losing the weight, making the 

money, etc. – the more people will buy. And while you would like to 

help every customer with your products, it simply isn’t going to happen. 

You’re offering a lot of value with your products, and what people 

do with those products is up to them. 

Take their money and smile. What they do, or don’t do with your 

product isn’t something you can control. 

Sell The Ideal And  
People Will Buy 
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The Ultimate Guide To Product 

Marketing in 2019 
 

Learn about the power of product marketing, how it can help your 

bottom line and impact the success of your products.  

This is a download and includes templates. An email address is 

required to obtain the kit. 

 

https://blog.hubspot.com/marketing/product-marketing   
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6 Instagram Mistakes That Keep Your 
Brand from Growing 

With more than 25 million business profiles and over 200 million visiting at least one 

business profile daily, Instagram isn’t the easiest social media channel for brands to master. 

It can be frustrating to get the attention of the rather distracted users.  

However, too many brands are making mistakes that can be easily fixed, which will help 

their Instagram platform grow. Let’s look at six frequent pitfalls and how to fix them. 

 

https://contentmarketinginstitute.com/2019/06/instagram-brand-mistakes/ 

 

 

 

  

https://blog.hubspot.com/marketing/product-marketing
https://contentmarketinginstitute.com/2019/06/instagram-brand-mistakes/
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ARTICLE 

Case Study: $16,500 a Month 
Retargeting to Different Niches 

If you have a good 

product that can be 

repurposed or 

retargeted to different 

niches, then you can do 

this. 

 

 

You want to have a ‘universal’ product that appeals to a broad spectrum 

of users. For example, it might be a plugin for business websites, a course on 

marketing, a product on how to make business-to-customer videos, a grant 

writing course and so forth. 

In this case study, I have a friend who has a course on building web sites 

for people who don’t have a clue how to do it. 

Now, I know your first thought is probably the same one I had: Why would 

anyone PAY for a course on how to build websites, when there is plenty of 

free information out there that teaches you how to do it? 

Maybe people are lazy and don’t want to do the research themselves. Or 

they don’t know the information is available for free. 

Or more likely, they don’t know WHICH information to follow. They can 

look at 5 different search results and get 5 different answers. Which one 

should they use? What’s the best one? How do they avoid mistakes? And so 

forth. 

If you can simplify and clarify things for them, they’ll gladly pay you. 

Plus, while most people have a good idea of how 

to go about building a website, they still feel better if 

an ‘expert’ shows them step by step how to do it. 

The added lesson here is this: If you’re afraid to 

create or launch a product because the information is 

already available online for free, stop worrying. Most 

information products contain a ton of info that’s 

readily available for free. It’s just the nature of the 

business. 

Back to the case study: My friend made a course 

on how to build a business-to-customer type of 

website. He used some PLR and added his own stuff 

into the mix as well, and it’s a good course that 

delivers on its promises. 

But here’s the twist: He markets this course to all 

different niches. 

For example, he’s sold this course to dog 

groomers, accountants, lawyers, plumbers, cleaning 

services, restaurants and more. 

 

 

  



For example, he’s sold this course to dog groomers, 

accountants, lawyers, plumbers, cleaning services, 

restaurants and more. 

He markets the course online and offline, by 

advertising to each niche individually. Naturally, he 

targets small business owners who aren’t tech savvy and 

just want to develop their online presence themselves.  

And here’s a really interesting tidbit – he charges 

whatever his market will bear. A dentist or lawyer can 

afford to pay more than a yard maintenance person 

(someone who cuts lawns.) His method to determine the 

correct price point for each niche is to continue to raise 

prices until his return on investment decreases. 

Notice he’s tracking ROI and not conversion rates. A 

lower conversion rate at a higher price point can mean 

more profits than a higher conversion rate at a lower price 

point. 

And while you might think he tailors the course to each 

niche, between you and me, he doesn’t bother. It’s the 

exact same course. The only thing he changes is the 

advertising that he uses. 
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And your course doesn’t have to be on building 

websites – it could be on anything that businesses 

need, like getting new customers or automating some 

aspect of their business, like list building.  

One more thing – he makes a second stream of 

income by selling a done-for-you service, too. For 

those who buy his course and don’t want to put in the 

work of building their own website, he has his team of 

outsourcers build the site for them. He discounts the 

cost of the website by however much they paid for the 

course, so the course is then ‘free.’ 

He’s now closing in on $20,000 a month doing this, 

and I’d estimate he spends about 10 hours a week on 

the business. Not bad. 

For example, he might advertise, 

“Plumbers, create your own website 

using free online tools in just 24 hours.” 

And then he’ll simply replace the word, 

“Plumbers” with whatever profession 

he’s targeting.  

His plan is to target a hundred 

different professions and businesses. 

And while each buyer will think the 

product is specifically tailored to their 

niche, it isn’t.  

Is this ethical? Since he never 

promises that there is any information 

that is specifically for one profession or 

another, I think it’s fine. Of course, you 

could make alterations to your own 

course to make it look like it’s more 

customized. 

 

 

  



Double Your Affiliate 
Commissions With Congruence 

 

If you’re expecting to see Niagara Falls around the next turn of 

the road, but instead you see the Grand Canyon, how do you react?  

Most likely, you’re shocked. This is not what you were expecting 

at all! True, the Grand Canyon is magnificent, but you weren’t 

prepared for this, and your reservations are at a lodge at Niagara 

Falls. 

The same thing happens online all the time, to a lesser degree. 

Someone gets an email talking about how wonderful this new 

course is for making wood furniture. But when they click the link, 

they are taken to a page that is talking about how to use 

woodworking tools.  

True, you need to know how to use tools to make furniture, but 

there is now a disconnect. The person was expecting furniture and 

got tools. 

The list owner just goofed, and he probably lost the sale, too. 

Ideally, your prospect should be primed with the right words and 

phrases to be open and receptive to what they discover on the next 

page. This simple technique is ridiculously easy, and yet most 

marketers do a terrible job of maintaining that congruence in their 

efforts to presell. 

Ironically, by focusing on congruence, it’s actually EASIER to 

write the sales message. And from my own experience, maintaining 

a tight congruence can often result in double the sales, too.  

Here’s how it works: 

You find product that you think might be a good fit for your list. 

You get a copy of the product, look it over and like what you see. 

You go back to the sales page and pull out key words and phrases 

from the beginning of the page that will resonate with your readers, 

and you use these words and phrases in your promotional email. 

For example, if the headline on the sales page is, “How to Double 

Your Website Traffic Every 30 Days,” then you work that headline (or 

something every close) into your email, perhaps even using it at the 

beginning. 

Liberally sprinkle phrases and key points you pulled from the 

sales letter into your email while maintaining the same writing voice 

you usually use. 

This will presell and reassure your prospect, and they will feel 

right at home when they get to the sales page and see the same 

messaging as in the email. 

This might seem too simple, but it’s powerful and it works. 

  



Where The Money Is Hidden 

They used to say, “The money is in the list.” And 

that’s still true. But perhaps the REAL money these 

days is hidden someplace else. Somewhere you might 

not be looking…  

Jeff Walker, in a recent video, confessed that he is a 

“numbers geek.” Meaning he likes to pour over the 

numbers in his business to find out what’s working. And 

it tends to be the most important time he spends on his 

business, too. 

Here is a stat he says will change your business: “It 

is 15 times easier to make the second sale to your 

clients than it is to make the first sale.” 

15 times easier!  

But most online marketers aren’t looking to make 

the second sale because they’re too focused on making 

the first sale. If your only focus is on making one sale 

and then being done with a customer, then odds are 

you will never have a truly robust business. There is 

simply too much competition out there now, and it’s 

getting more and more expensive to get new 

customers, too. 

When you add in a backend product, you can double 

your sales.  

DOUBLE your sales! 

People want mastery, convenience, speed or a 

closer connection to you. And that’s what you’ll deliver 

on your backend. 

How much should you charge? Jeff says that 20% of 

your buyers will pay 5 times the initial product cost for 

that backend product. 

If your initial offer is $100, then charge $500 for the 

backend product. If the front-end product is $400, then 

charge $2000 for the backend product, and so forth.  

Your backend isn’t about delivering 5 times the 

stuff, but rather 5 times the depth. Maybe you offer 

coaching – there is no ‘stuff,’ per se, except for your 

time. 

Or maybe you offer a done for your solution. 
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For example, your initial product teaches how to do 

something, and you charge $100 for it. But if they 

would like you to do it for them (or rather, your 

outsourcers) then you charge 5 times as much and your 

customer is thrilled they don’t have to suffer through 

all the steps and work involved in getting that result. 

Bottom line: If you don’t have a backend built into 

your business, get one. 

Or if you’re like Jeff Walker and you offer 

EVERYTHING a person needs to get the solution they 

want in the first product, then offer another, 

complimentary product that covers the next step of 

whatever it is they’re trying to accomplish. 

And if you’re truly stuck for what to offer, then make 

it simple: Offer one-on-one coaching to help them do 

what’s in your initial product. For example, for $200 

you teach them how to set up a non-profit status for 

their organization.  

But for $1000 you personally coach them over the 

phone or Skype on each step of the process. Basically, 

you’re holding their hand and giving them the 

encouragement they need to see the process through, 

which might take 5 to 10 thirty-minute phone calls. Do 

the math and you’re earning $200 an hour, or more. 

One more note from Jeff: Having a backend 

changes your math. Because you have (typically) 

doubled how much revenue you take in, you’re 

doubling how much each customer is worth.  

This allows you to spend more on advertising while 

continuing to bank more profit, which leads to even 

more sales and yes, more profit. 

The value of a backend cannot be overstated. And 

when the day comes to sell your business - if and when 

you get tired of it - then your business will be worth 

twice (or more) what it would have been worth if you 

did not have that backend. 

If you have a business already, add a backend. If 

you’re just starting a business, have an idea up front of 

what your backend will be.  

It will give you a more robust, more secure business 

and allow you to retire that much sooner. 
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Dark and Dangerous 

Upselling 
 

If you’re in the right sort of niche – such as make money 

online, investing, selling and others – there is probably a lot 

of information you don’t actually share with your 

customers. 

For example, let’s say you’re creating a product on how 

to create and market website plugins. It could be a book, 

video course or whatever. 

You put in all the great info on how to come up with 

ideas, how to have the plugins created and how to sell 

them. 

But along the way, you realize you also have a lot of info 

that you’re afraid to share… Like how you make more 

money if the plugin is essentially useless without the upsell. 

Or how you can easily rip off someone else’s plugin, make a 

few small changes, rebrand it and make a fortune.  

These are things that are not lily-white hat. They’re not 

black hat, either, but fall somewhere in the grey range. 

Should you include these things in your main product? 

No.  

Instead, place them all in a separate product and offer it 

as an upsell. Have plenty of warnings on the upsell page 

that these are NOT white-hat, but not black-hat, either. 

Some people might object to these techniques, be 

offended and so forth.  

“Buy it at your own risk, and don’t say we didn’t warn 

you.” 

Skulls and crossbones might work nicely for this, along 

with the words “Top Secret” and so forth.  

Charge perhaps half the price as you charged for your 

main product, and I’ll wager you sell the upsell to half of 

your main product customers. 

 

 

 

 

 
  



How To Turn a $7 Sale  
Into a $1,000 Sale 

 

Here’s something most marketers never do, which is a shame. 

They’re losing a great deal of money because of it.  

What happens when you purchase a $7 ebook or a $19 video, 

and you have a question? You email the person who sold it, and 

one of two things occurs… either their assistant answers you or 

you get ignored. 

Go ahead and try it, I dare you. 9 times out of 10, or perhaps 

even more often than that, you will never hear from the product 

creator herself. 

Yet what happens if you respond to questions from your own 

customers? 

First, you know what they’re asking. If you see a trend, such as 

several people asking the same question, then you’ve just 

discovered something. It’s either a gap in your product that needs 

filling, or it’s the opportunity to create a second product that is 

almost guaranteed to sell. 

But that’s not why I’m advocating you answer your own emails. 

Something else magical happens when you respond to customer 

questions… 

Your customers are pleased. SO pleased, in fact, that YOU 

took TIME to answer them, that they will often spend more 

money with you.  

I’ve sold a $3,000 coaching course to someone who had a 

question about a $7 ebook. And I’ve done this multiple times. 

I’ve also counseled customers that the big expensive product 

wasn’t right for them. They’re so happy to find an honest 

marketer, that they go on to buy something else almost as 

expensive. 

I can’t tell you how much extra money I’ve made by simply 

answering emails myself, but it works wonders. 

And don’t be afraid to jump on Skype, too. Make it clear up 

front that you only have 5 minutes. But of course, you can always 

go longer if you choose to. 

This is a secret I’ve seldom told to anyone, namely because I 

like being the marketer who, in contrast to others, does this... 

Because it pays really, really well.  
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It’s not enough to have a great product or service – you need 

that product or service to be memorable and stand out in the 

prospect’s mind when it comes time to buy. 

If you’re at a marketing conference, meeting new potential 

joint venture partners, how do you stand apart from the rest of the 

crowd, so that they’ll remember you after they get home? 

And for that matter, what makes an idea, product, event or 

person memorable? 

For something to be truly memorable, it needs two things: 

It needs to be intellectually confounding or challenging in a way 

that catches your prospect’s attention. 

And it has to target emotions on a very extreme level. Happy, 

surprised, sad… it’s got to be some level of emotion that is 

triggered in your prospect. 

Both of these must happen at the same time, and the higher the 

intellectual challenge AND the higher the emotion, the more 

memorable your product becomes.   

Do you remember losing your virginity? Why is it that this event 

is so memorable? 

First, you received new intellectual content – your life was never 

going to be the same, you experienced something brand new to 

you, things were going to change… and you felt a lot of emotions, 

too. 

It was a unique concept for you.  

Do you remember 9-11? It was a unique concept, in that it had 

never been done before. Someone took a plane and flew it into the 

side of a building in downtown Manhattan. It was so astounding 

and jarring intellectually, we even questioned if what we were 

seeing was real. And then came the extremely high emotions of 

anger, sadness, fear, depression and so on.  

Let’s contrast this with something that isn’t memorable. You go 

online and you read an article that is REALLY interesting. You’re 

engrossed in it, because it’s so fascinating. But there is no emotion 

involved, and so what happens? In a few days you forget all about 

it. It’s like it never happened, you never read the article and you 

never got the information because it is gone from your memory. It 

didn’t stick. 

Or you see a commercial on television asking for money for 

starving children. It makes you so sad and hurt, you want to cry. 

But there is no intellectual stimulation, and an hour later you’ve 

forgotten all about it. 

Is Your Product, 
Service or 
Business 
Memorable? 

 

 

 



When you can get something to register as 

highly as possible on both scales – intellectual and 

emotional – at the same time, it will make the 

difference between whether something is 

memorable or not memorable.  

Let’s use movies as examples of what makes 

something memorable. In the 70’s we had Jaws, a 

shark that hunts people. Most of us like the water 

and we like to swim. The thought of a shark 

hunting us in the water was a new idea for most of 

us, and we never looked at water the same way 

again. And then there is the emotion, the high 

stress, high anxiety, suspense and fear 

throughout the movie, along with the triumph 

and relief of the shark being killed at the end of 

the movie. If you saw Jaws in a movie theater, 

odds are you never forgot it, even though that was 

over 40 years ago. 

In the 80’s the highest grossing film was E.T. 

There are aliens that come to earth (a new 

intellectual concept for most people at the time) 

and there is one in the shed, but he’s quite nice. 

We start out feeling fear and stress, and wind up 

getting emotionally attached to this little guy and 

rooting for him to be able to go back home. It’s a 

new idea coupled with strong emotions, and we 

never forget the movie. 

In the 90’s we had Titanic – a movie filled with 

love, stress, and the intellectual challenge that 

the hero and heroine would not wind up together 

(unlike nearly all other love stories.) 

If you look at singers, in the 70’s we had Elton 

John, an openly gay man whose music was 

embraced by nearly everyone (unheard of at the 

time.) in the 80’s we had Prince, who dressed 

strangely, wore tons of makeup and married 

beautiful women. In the 90’s we had Madonna, 

who evoked a variety of strong emotions and 

continually startled us with her latest incarnation. 

And then in the 2000’s we had Eminem; a white 

rapper named after a candy – who could forget 

that? 
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But what about products and companies? Look at Tom’s Shoes, the company that pledged to give a 

pair of shoes to an underprivileged person for every pair of shoes sold. They got so much free publicity, 

they never needed to advertise. It was a brand-new idea. And coupled with the emotion of feeling good 

because a child in a third world country was wearing shoes because YOU bought shoes for yourself was 

a total winning combination. 

How do we use this information to make our products memorable? 

I decided to take three generic products that might be promoted by any online marketer – weight loss, 

make money online, and dating – and come up with ideas on how to make them memorable. 

Mind you, this is just the result of a few minutes of brain storming. You’ll want to do your own 

brainstorming when it comes to your products, but one thing is for sure: If you can build memorability 

into your product as you’re creating it, rather than try to add it later, you’ll be far ahead of the game. 

Here’s what I came up with, allocating just 5 minutes to each general product: 

Weight loss 

Emotions: Painting a picture of the prospect at the end of their shortened life and all the things they 

missed out on because they were too out of shape and too embarrassed to take part. 

The emotion of never having seen their grandchildren because they died too young (or great 

grandchildren). Being forgotten, or worse yet, being remembered as being HUGE and never leaving the 

recliner. 

Positive emotions – losing the weight and being hailed as a conquering hero and inspiration for others. 

Living their very best life ever because they were fit and trim and able to do all the things on their bucket 

list and more. (Weight loss is a great one for evoking emotions.) 

Intellectually confounding – this is where you want to be contrary. If every other weight loss guru says 

to exercise like crazy, you say the opposite. If they say to starve or eat a restrictive diet, you say the 

opposite. Okay, these ideas probably worked 20 years ago, but now days I’m not sure it’s enough. Turning 

it up a notch… 

How about if you could use psychology to flip a switch in their brain that MADE them CRAVE healthy 

food and exercise? Yes! If they could bypass the feeling of deprivation of their favorite foods and the 

feelings of hating exercise, and suddenly be REPULSED by chocolate cake and in LOVE with broccoli and 

moving their body… now I think you’ve got something! 

Make money online 

Emotions – of course you can paint pictures of all the cars and houses and vacations a person can 

have… yawn. Everybody does that, so forget about it. But what if you paint a picture of them being 

HEROES using 25% of the millions they make to do something freakin’ AWESOME for others or for a 

cause? Now you’re taking the selfish out of making money and adding in the secret sauce of feeling 

amazing and powerful because now they can help others and be treated like a hero for it. 

Intellectually confounding – I’d go with opposites here, too. It takes money to make money? No! Your 

home is an asset? No! Saving is the way to get rich? No! Investing in stocks and mutual funds and 

diversifying is smart? No!  

Tear down all the usual advice that people get, because frankly it’s all outdated anyway. Let them 

know that the people who are REALLY rich don’t do most of the things that they tell the middle class to 

do, and you’re going to show them what they really do instead. Be contrary and back it with facts. 

 

 

  



Dating 

Emotions – Do you want to die alone? 99% of people 

say they want to have a significant other to be their 

mate for life, so hitting on the emotions that come when 

you think about ALWAYS being alone is pretty 

powerful. 

Contrast those emotions with what it’s like to FALL 

IN LOVE, and now you’ve got the ugly and the 

magnificent. Paint word pictures and use photos, too, to 

depict the sharp contrast of these two.  

Or use a real-life love story of two famous people, 

and have your prospect imagine they get to experience 

something just as magical. 

Intellectually confounding - What if a change in 

mindset made all the difference? No, they don’t need 

lots of money, a cool car, snazzy clothes and so forth. 

They simply need to change their mindset so that the 

way they are RIGHT NOW will attract dates.  

Again, it’s flipping a switch in the brain – maybe I’m 

getting redundant here, but when everyone else is 

telling them to be different, change the way they look, 

act different and so forth, and you’re just saying no, all 

you need to do is change how you THINK… that seems 

pretty intellectually confounding to me and I want to 

know more. 

 

Okay, all of that was based on just a few minutes of 

brainstorming. Frankly, I think all three could use 

improvement, but I’ll leave that up to you. This exercise 

was to get you moving in the right direction, and now 

the rest is up to you. 

Be memorable. Make your products memorable. 

Stand apart from the crowd and create your own path 

and even your own niche. After all, if you’re the only one 

in the niche you’ve created, you will not only be 

memorable, but you will have zero competition, too. 
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The State Of 

Instagram Marketing 2019 

 
Instagram is THE social media platform of the moment. It now boasts over a 

billion active users, and it’s continued to diversify its offerings beyond its digital 
photo album roots, incorporating more video, more creative content options 

like stories, and expanded messaging tools for direct communication. 
 

https://www.socialmediatoday.com/news/the-state-of-instagram-marketing-
2019-part-1-current-use-of-instagram-by/557396/ 

Everything is an Affirmation 

What if every single thing you say is actually an affirmation? 

For example, “I can’t. I’ll try. I don’t see how. I’m no good at this.” 

All of those are reaffirming something negative you believe. But it’s just a belief. What if 

you chose to believe something else? 

“I can and I will. I’m doing it. I can see myself being successful. I’m discovering how to do 

this.” 

Be careful of the words you speak, because everything you say is either affirming the 

positive or the negative in your life. 

And you always get more of what you affirm. 

  

https://www.socialmediatoday.com/news/the-state-of-instagram-marketing-2019-part-1-current-use-of-instagram-by/557396/
https://www.socialmediatoday.com/news/the-state-of-instagram-marketing-2019-part-1-current-use-of-instagram-by/557396/


 

Goal Setting That  

Actually WORKS 

 

By now I’m sure you’ve learned in life that having a goal isn’t 

enough. You set a goal, you get all excited, you feel like you’ve 

already accomplished something, and a week, a month or a year 

later, you are no closer to the goal than you were before.  

What happened? 

First, the setting of the goal gave you immediate 

satisfaction, so that you didn’t feel you needed to do any more 

at that point. Sure, you’d have to work on your goal later, but for 

the moment, you felt good. And that inertia of the false feeling 

of already having accomplished something kept you from 

moving forward. 

Second, if and when you did come back to work on the goal, 

you realized it wasn’t just a goal. It was a fat, hairy GOAL with 

teeth! It was big and scary and overwhelming and hey, couldn’t 

you get started on it tomorrow? But of course!  

And so, you very likely didn’t even begin. 

If you did get started (good for you, because 2 out of 3 people 

never even get that far) then you soon felt so overwhelmed, you 

set it aside for later. And that ‘later’ never came.   

But… if you have MILESTONES to achieving your goal, then 

you can – wait for it – ACHIEVE YOUR GOAL.  

Think of crossing a wide stream of rapidly moving water. 

If you try to leap across the stream in one bold move, you’re 

going to land in the water and get swept downstream. 

But if you place several large boulders across the stream, and 

if you move from one boulder to the next, then you can get 

across. 

Milestones work the same way. You set several milestones 

between where you are now and the result you seek. As you 

achieve each milestone, you get a sense of accomplishment. 

Yes, your goal might seem too big and too grand to achieve. 

But you can get to the first milestone, right? 

And each milestone has a series of action steps that need to 

be taken to reach that milestone. 

You perform the actions to achieve the milestone. You 

achieve several milestones to get to the goal. 
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And then you’ve done it! There is nothing new or novel about 

this approach. Yet, 9 times out of 10 goals never get achieved 

because the person setting the goal never broke it down into 

smaller, manageable steps.  

Because most people never map out the specific actions 

essential to their goals and never schedule these actions, they just 

turn in circles. 

A sense of overwhelm overtakes them because they’re seeing a 

huge mound of things to do in their mind, but they’ve never gotten 

specific and organized about how to do those things. 

Unless you can see the goal, the milestones and the actions 

right in front of you, you’re going to waste a great deal of time and 

mental energy trying to figure out what to do next. You’ll do things 

out of order, you’ll lose your sense of accomplishment, and you’ll 

get discouraged and quit. 

One of the great secrets to getting where you want to go is 

seeing everything visually in front of you, much like seeing the map 

on how to get to your destination. 

Once you’ve got your goal, you pick out the milestones to be 

achieved on the way to that goal, and then you write out the 

actions for each. 

As long as you’ve got a specific list of actions to take, you’ve got 

it made. Now you can move into action quickly. 

If you don’t have a specific list of actions to take, then things are 

ambiguous – something with which you’re no doubt highly 

familiar. We think we’re comfortable with ambiguity, because it 

allows us to stay in our comfort zone and not stretch ourselves. 

But the funny thing is that there is nothing comfortable about 

the comfort zone. It keeps you turning in circles instead of moving 

ahead. And it keeps you in a constant state of overwhelm, instead 

of feeling good about yourself and what you’re accomplishing.  

Let’s talk about motivation: 

“But what if I have a goal, and I have my milestones, and I have 

my list of actions for each milestone, but I’m still not motivated?” 

Then you are experiencing some inner resistance that is 

stopping you from moving forward. This inner resistance, 

whatever it might be, is not going to budge if you try to strong arm 

it. You can’t just fight your way through it using willpower. 

Instead, you’ve got to examine your payoff – what the goal is 

going to do for you or give you when you achieve it – and ask 

yourself the following questions: 

 

 

 

 

 
 

  



22  

Is the payoff big enough to excite you?  

If not, then you don’t have the right goal. You need a bigger goal. Your 

goal should be large, not ‘reasonable.’ It should be exciting. It should be 

BIG with a BIG payoff that makes you excited and happy just thinking 

about it. 

If the payoff is big enough to excite you, then ask yourself… 

Have you kept the payoff front and center in your mind? if not, then 

you know what you need to do – night and day, you need to visualize 

achieving that goal. 

The payoff is the vision embedded in your subconscious that 

effortlessly sets you on fire with your goal. Your goal should be something 

you can’t get out of your mind, something that pulls you along – not 

something you have to push yourself to accomplish. 

Get serious about keeping the vision of the payoff in your mind at all 

times, because this is the ONE thing that will get you going and KEEP you 

going. 

No one – not the best motivational speaker in the world sitting on your 

shoulder – can keep the vision of the payoff alive for you. You must 

continually stoke that fire and keep that vision front and center in your 

mind. 

How do you do that? 

It’s going to depend on your goal and the payoff.  

For many people, visualizing that payoff you receive when the goal is 

achieved is enough. Sit quietly morning and evening, and LIVE the 

achievement of the goal as though it is happening right before your eyes. 

Say affirmations that support the achievement of the goal and 

receiving the payoff. 

Listen to motivational recordings while thinking about your goal and 

the payoff. 

Write down your goals – by hand – at least once per day. 

If you’re doing all of these things and you’re still not motivated, then 

the payoff is not big enough. You need a bigger goal. Make the goal 

bigger and start the process over.  

What about doubts? 

If you have an exciting goal with a great payoff, but all these doubts 

are creeping in, then you’re not on the right track. 

If your payoff is large enough to really capture your imagination, so 

that you can’t keep your mind off of your goal, then doubts won’t matter. 

They won’t make an impact and they won’t slow you down. 

Maybe I better say that again: When your goal is BIG enough and the 

PAYOUT is EXCITING enough, the doubts won’t matter. You’ll push right 

through them like a bulldozer through cotton candy. 

 

  



$3,000 a Month in Passive 
Income 

 

Here’s a great system for earning passive income. 

You’re already familiar with regular affiliate programs, 

but did you know there are two-tier affiliate programs as 

well?  

For example, you introduce a fellow affiliate to a 

product on a two-tier affiliate program. They sign up to 

promote it from the link you give them, and then 10% of 

all their sales goes to you. 

That’s right – you make a commission on everything 

they sell because you signed them up for the program. 

ClickBank, for example, has many of these programs. 

If you manage to sign up a big marketer and that 

marketer makes $20,000 in sales, you’ll make $2,000 just 

for having signed her up. 

Not bad. However, it’s going to be rare that you 

manage to sign up such a big promoter. 

So instead, how about signing up plenty of smaller 

marketers? 

Here’s how you might do it, and how I’ve seen it done: 

Research two tier affiliate programs and find as many 

as you can in your niche. Usually this is going to be the 

online marketing niche, but it is possible to find them in 

other niches as well. 

Write email sequences for each of the products. You 

might write out 5 to 7 emails for each. 

Sell these emails in a big package to fellow marketers. 

Inside each package, provide your links where the buyers 

can sign up for the affiliate programs. 

(One note here: When you personally sign up to a two-

tier affiliate program, you will get TWO links. One link is to 

give to prospects who are interested in buying the 

product. The other link is the one you give to your fellow 

affiliates, so that you earn 10% of their sales. You’ll want 

to make sure you give your affiliates the RIGHT link.) 

Promote your big package of affiliate emails to fellow 

affiliates. JVZoo and Warrior Forum are good places to sell 

these. 

You’ll earn money on each sale of the email package, 

which should pay for your time creating the emails, or pay 

for your outsourcer who wrote the emails. 

 

 

 

 

 
 

 

  



As your affiliates join and promote the programs, 

you’ll earn 10% of everything they do. 

Let’s say you sell 200 packages of emails, and half 

of those marketers actually use them. That’s 100 

marketers out there promoting the products you 

chose. Every time they make a sale, you earn 10%. 

A few notes: 

Add great content to some of the emails, while 

making other emails simply “Buy this product” 

promotions. You want a good mix. Put the sales link 

in all of the emails, but don’t hard sell in all of them. 

Research the products so you know what you’re 

talking about in the emails.  

The 10% commission that you earn comes from 

the vendor, not from your affiliates. This makes it a 

win-win for you and your affiliates. 

Use the content on the product sales page to write 

the calls to action, so your emails flow well with the 

sales copy. 

When selling your email package, stress how easy 

it is to simply plug them into an autoresponder and 

watch the sales come in. Also stress that if a list owner 

isn’t sending out an email nearly every day, they are 

losing sales and money. 

This is such a simple, easy way to make passive 

income. You can continue to sell your packages of 

emails for as long as you like. Do monitor the 

products your emails promote, in case one of them 

ever gets pulled or becomes outdated. 

Keep a list of all your affiliate buyers, and let them 

be the first to know about your next package of 

emails. 

This is a great little side business that doesn’t need 

to take a lot of time. You can outsource the writing of 

the emails, and simply focus on promoting your email 

package.  

If you write a year’s worth of emails, then each 

package can potentially earn you money for 365 days. 

Not bad!! 

 

 

 

 

 
 

  



Marketing Terms You Need 
to Know 

 

If you’re marketing online, it’s imperative that you master the 

language of marketing in order to maximize your results.  

That’s right – knowing the language of marketing can actually 

increase your income. For example, if you don’t know what A/B testing 

is, then you’re not doing it. And if you’re not testing, I can almost 

guarantee you are losing sales that rightfully should be yours. 

Just like any other profession or business, there is a learning curve. 

And part of that education is mastering the terms and concepts you need 

to succeed. 

A/B Testing 

Testing two versions of a webpage, email subject line, landing page, 

CTA, etc. to see which one performs better. 

Analytics 

Tracking data and creating meaningful patterns from it that inform 

future marketing endeavors. The data can come from website traffic, 

conversions, social media, etc. 

Backlink 

An incoming hyperlink from one web page to another website. 

Bounce Rate 

The number of people who land on a page of your website and leave 

without clicking on anything before moving on to another page on your 

site. 

Buyer Persona 

A summary of your ideal buyer, based on market research, data and 

hypothesis. The representation helps marketers define their ideal 

audience and it helps salespeople determine lead quality. 

Call to Action 

An instruction located on a web page, article, whitepaper, or 

infographic that’s designed to prompt a user to take a specific action that 

aligns with a company's long-term goal. 

Click Through Rate (CTR) 

This number shows the people that move through your website or 

marketing campaigns. It’s actually the “clicks” or actions prospects take, 

divided by the total number of actions people could take. Hence, the 

name “clickthrough rate.” 

Content Management System (CMS) 

The software on which a website or blog is built to manage its 

content. 

 

 

 

 
 

 

 
 

 



 26 Content Marketing 

A strategic approach to marketing that's focused on 

consistently creating and distributing high-quality, valuable 

content to attract, engage, and convert a specific audience and 

drive profitable action.  

Content Marketing Funnel 

The different stages — from education to purchase — that 

content strategies take leads through. 

Content Metrics 

The system of measurement that companies and individuals 

use to determine their content’s success, including traffic, social 

shares, engagement, conversions, number of leads generated, 

time on site, page views, etc. 

Content Syndication 

The process of republishing content a company has created, 

such as a blog post, infographic, or video, on third-party sites to 

maximize reach and, typically, earn a link back to the original 

post. 

Contributor 

Someone who writes and publishes a piece of content in an 

external publication or media outlet. 

Conversion Path 

The path, or course of actions, a prospect will go through to 

eventually become a lead. These events can include a call to 

action, lead form, thank you page, downloadable content, etc. 

Conversion Rate 

Percentage of people who take a desired action, such as filling 

out a form, registering, signing up for a newsletter, or any activity 

other than just browsing a web page. 

Cost Per lead (CPL) 

The total cost marketing pays to acquire a lead. It is an 

important metric to keep track of and it influences your 

Customer Acquisition Cost (CAC). 

Customer Acquisition Cost 

A measurement that allows you to assess the cost of scaling 

up your business. 

It can be calculated by dividing the time and money spent on 

customer acquisition for a specific period of time by the number 

of new customers gained. 

(Money + Time Spent)/Number of New Customers 

Customer Loyalty 

When a consumer is a repeat buyer of a product, service or 

brand. 

Customer Relationship Management 

A system that manages a company’s interactions with current 

and potential customers by using technology to organize, 

automate, and integrate sales calls and emails. 

  



Demographics 

A specific profiling aspect that takes into consideration age, 

gender, income, family life, social class, etc. It’s often used in 

segmentation or for focal points in marketing and advertising 

strategies. 

Digital Marketing (Online Marketing) 

Marketing to a target audience solely via the internet. Could be 

email marketing, content marketing, etc. 

Earned Media 

Media exposure a company earns organically, often by 

accomplishing something truly newsworthy and attracting media 

attention, distributing press releases, securing press mentions, 

contributing thought leadership content to publications, and 

achieving word of mouth. 

Ebook 

Also referred to as a lead magnet, ebooks are generally a piece of 

longer content designed to generate leads. 

E-Commerce 

The means of selling products digitally on the internet. 

Editorial Calendar 

The schedule an organization uses to plan content creation, 

manage content production, and ensure consistent publication each 

month. 

Email Marketing 

The process of sending a strategic message directly to a contact or 

group of contacts via email for the purposes of educating, engaging, 

and/or encouraging them to take a specific, profitable action. 

Engagement Rate 

A measurement of likes, shares, comments or other interaction a 

particular piece of content receives. 

Evergreen Content 

Content that is valuable to a reader today, in 5 years and in 10 

years. This “evergreen” content is timeless, offers the highest-quality 

information and offers huge SEO benefits. 

Friction 

Any aspect of your website that is hard to understand, distracting 

or causes visitors to move on from your page. 

Gated Content 

High-quality owned content, housed behind a form, that website 

visitors can only access by submitting contact information and that 

fuels a company's lead generation. 

Geographic Segmentation 

Segmenting a group of audiences based on where they live or 

where they are located. 

Guest Post 

An original piece of high-quality, expert content, such as a written 

guest post, infographic, or video, that's contributed to an external 

publication or outlet to help a thought leader reach, engage, and build 

trust with a new audience. 

  



Infographic 

A type of content that is visual in nature, making complex information 

easy to understand and digest. 

Keyword 

A specific word or phrase that describes the content of a webpage. 

It should always align with your target audience. 

Knowledge Bank 

A customizable template that stores and organizes a thought leader's 

expertise, audience insights, and industry knowledge to enable 

consistent, efficient content creation. 

Landing Page 

A page on your website that houses a form that prospects will fill out 

and exchange their personal information for a lead magnet or free offer 

(such as an ebook, demo or consultation). 

Lifetime Customer Value 

A prediction of the net profit attributed to the entire future 

relationship with a customer. 

Marketing 

The process of identifying, anticipating and satisfying customer 

requirements in a profitable way. 

Marketing Automation 

Software platforms and technologies designed for marketers to more 

effectively manage online marketing and automate repetitive tasks. 

Marketing Funnel 

A model illustrating the process companies use to attract visitors, 

convert them into leads, and nurture them before they finally reach the 

buying moment. 

Monthly Recurring Revenue 

The amount of income produced each month from subscriptions to 

your products or services. 

Niche Market/Business 

A very specific segment of a market in which you are trying to meet 

the needs of that market. 

Offer 

This is an asset that you’ll offer prospects on a landing page. The offer 

is designed to help you generate leads, and they can include everything 

from a webinar, ebook, checklist, template, demo and more. 

Organic Distribution 

A method of distribution by which content is naturally circulated 

among an audience, such as through social media shares, referrals, and 

search engine results. 

Owned Media 

Marketing assets a company has control over, including its website, 

blog, whitepapers, and email campaigns. 

Paid Distribution 

A method of distribution by which content is circulated and amplified 

among a target audience via paid promotion, such as promoted posts on 

social media and paid ads on search. 

 

 

  



Pay Per Click (PPC) 

A method of advertising on the internet where you only pay when 

someone “clicks” on your ad. 

Responsive Design 

A website that changes based on the device the consumer uses. 

Mobile, laptop, and desktop devices offer different views of a 

website, and responsive design accommodate for each view, without 

having to build separate websites for each one. 

Return on Investment (ROI) 

A way to measure the profitability of the investment you make in 

marketing, sales, etc. If the ROI on an investment is negative, it 

generally means you’re losing money on that endeavor. Measuring 

the ROI on your marketing is a smart way to ensure you’re putting 

your money into the strategies that bring results. 

Relationship Marketing 

Establishing relationships with the intent of developing a long-

term association with a prospect or potential customer. This strategy 

is much less expensive that gaining new customers. 

Sales Funnel 

The entire sales process as a whole – from prospect to paying 

customer – and all marketing, advertising and sales processes in 

between. 

Search Engine Optimization (SEO) 

A method to increase a webpage’s performance in web search 

results. By tweaking elements on a webpage (there are on-page and 

off-page SEO factors), you can move a webpage up on a search result 

“page.” Marketers generally want to get their website page to appear 

on page 1 of a search results, ideally at the very top of the page. SEO 

elements include keywords, title and image tags, links, and more. 

Target Marketing 

A group of customers toward which a business has decided to aim 

its marketing efforts and merchandise. 

Thought Leader 

An industry expert who shares his or her expertise with a broader, 

targeted audience with the purpose of educating, improving, and 

providing value to the industry as a whole and building trust with key 

audiences.  

Unique Selling Proposition 

A factor that differentiates a product from its competitors, such as 

the low cost, the quality, etc. 

Unique Visitors per Month 

The number of new people who visit a website in one month. 

Viral Marketing 

A method of product promotion that relies on getting customers 

to market an idea, product or service on their own. 
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Sure, you offer courses and ebooks. But do you remember 

those divine devices filled with printed paper and cool looking 

covers? People still read real books, and it’s a good thing, too.  

By offering your customers books, you’re helping them to: 

• Possibly live longer 

• Absorb more information than they would from a screen 

• Develop the skills of the future 

• Build their vocabulary 

• Ward off brain deterioration 

 

https://www.weforum.org/agenda/2019/06/5-reasons-why-

reading-books-is-good-for-you/ 

Why You Should Offer Your 

Customers Real Books 

 

  

https://www.weforum.org/agenda/2019/06/5-reasons-why-reading-books-is-good-for-you/
https://www.weforum.org/agenda/2019/06/5-reasons-why-reading-books-is-good-for-you/
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You Don’t Need A Patch On Your 
Arm To Have Honour 

 

 

 

 

 
 

 

 

 

 
 

  

In 1992, the film A Few Good Men was released, it was a 

courtroom drama starring Tom Cruise and Jack Nicholson, the 

basic premise was that two United States Marines were accused 

of murdering a third Marine, and the film is about their trial and 

the circumstances around the death.  

Tom Cruise plays a recently qualified Navy lawyer who is 

assigned to defend the two accused Marines. He clashes wills 

with the higher ranking of the two Marines, as that marine 

believes him to be a coward who would rather plea-bargain than 

fight. He believes that his lawyer could never understand the 

code the Marines live by, their honour, their loyalty to one 

another. The accused believed they were right as they had been 

ordered by their superior officer to give the victim what was 

called a “Code Red”, which was a slang term for a disciplinary 

action completed by the other marines in the unit. It all comes 

out in the court room including a climactic scene between Tom 

Cruise’s character and Jack Nicholson’s (he plays the Marines 

commanding officer), where the Colonel finally admits to 

ordering the code red, and is placed under arrest. 

The trial now over, the verdict is then returned, the marines 

are found innocent of the charges of murder but found guilty of 

conduct unbecoming a United States Marine, and are 

dishonourably discharged from the Marine core. The younger of 

the two accused doesn’t understand what they had done wrong, 

as they were only following orders. 

EPILOGUE 
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And it falls to the older man to explain that as Marines they were supposed 

to fight for people that couldn’t fight for themselves, that they were supposed 

to fight for ‘Willy’, the weaker Marine they had accidentally killed. The closing 

line of the film is Tom Cruises character telling the older of the two marines that 

“You don’t need to wear a patch on your arm to have honour”, to which the 

older Marine snaps to attention and salutes him, something that he had refused 

to do to the superior officer since there clash at the beginning of the film. 

When you think of honour, what do you think of? Do you think of soldiers 

serving their countries? Do you think of medieval knights going on great quests 

and saving maidens? Do you think of the old proverb “Honour among thieves”?  

Honour almost feels like an old word in our busy modern lives, it’s use seems 

out of place, is there honour in how we conduct ourselves in our businesses? In 

our lives? Doesn’t it sometimes seem that we will do whatever it takes to get 

ahead? Whatever it takes to make that next sale? So here is the question and 

lesson each day from now as you approach your decisions and your new 

campaigns, take stock is the product you are selling, the way you are selling, 

and the most honourable way to do it. At the end of the day are you going to 

go home to your family ‘honestly’ proud of your days work, enthused because 

you weren’t playing that same old game that you started your business to get 

away from. In short, are you going to be the Marine? It’s not defined by the 

clothing you wear, the patches on your sleeves or your achievements. Its how 

you approach every aspect of your life.  

Its time to bring the honour back, you can leave the patches at home. People 

will give you invisible patches every time your business does right by them 

anyway.   
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