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World Internet Summit, Sydney, Australia

First Hour —CD 1 of 4

Ted: Alright folks, give yourself ahand. Go ahead and have a seat.

Now I'll give you the bad news. Brett and | had a bet. Brett told me, he said, “Ted, | know you
wouldn’t mind getting up there and singing, but | don’t know about the others.” So | wanted you
to hear the words nice and clear. And | bet you before the whole thing’ s over, we're al singing
together. How many people think we can do that?

Thanks so much for being here. | tell you what, we have got a fantastic event. Incredible. We
are going to put most of it off, and we'll even have some housekeeping. All you need to know
tonight isif you've got a cell phone, turn that off. Tomorrow, we'll tell you about some other

things.
But tonight, we are going to build awebsite.

Now this, quite literaly, is pretty much unrehearsed. We have an idea, because we' ve done it

once or twice before, and it’ s going to be arandom drawing.

How many got the e-mail | sent out asking if you wanted to participate in the hot seat? Good,
good. Everybody should have got it. | got alot of lettersin with that.

But you know what was surprising me? | got even more letters saying, “Hey, | want to be the

winner of the Internet challenge.” 1t’s going to be random.

So to make that happen or to kind of facilitate that, do we have a preacher in the house? Now
come on, don’'t be bashful. There' s no preacher in the house? | saw a souvenir today that said,

“To beer or not to beer, Australia”

I’ll tell you what, then. Let’s select somebody. Does everybody think Neil looks honest and he

could pick someone randomly? Y ou're back up again, Neil.
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We need thetickets. Did everybody get your ticket in the bowl? Good, good, good. Now, there
may be no preachers, but | bet we' ve got afew people praying right now. Do you think we'll
make some money this weekend? Okay, let’s hope it could happen to you.

Swirl those things around real good, Neil. And it’'s higher than his head. We're just jumping
right into the meat. Got one? Can you tell uswhat that says?

Attendee: Margaret Berman?
Ted: Margaret Berman. Yes! Congratulations. Come on up. We're going to ook at it.

Margaret, what | did not tell you, which I'll tell you on the way up, there are afew conditions.
Soif you cannot agree to these, you' re going to have to decline. And that basically iswe're

going to make it happen tonight. Would you like that?

Okay. To do that, because to put up areal website might actually take afew days, if youdoitin
real life... Firstof al, let mesee. You are Margaret Berman, right?

Attendee: Yes, | have my passport here.
Ted: What are you thinking right now?
Attendee: | think it’s actually pretty amazing.

Ted: Go ahead, let’shave aseat. So you're willing to work with us, right? You'rewilling to

kind of make decisions on the spot. Isthat correct?
Attendee: Yes.

Ted: Youdon't want to wait for six weeks to have a successful, thriving Internet business, do

you?
Attendee: No.

Ted: Okay, so we' ve got that part. Of course, Margaret isreally lucky. She’sgoing to have a
few extra handsin the mix. And one of them, we've got to have a webmaster, someone to drive

the computer. Does anybody know Tom Hua, the world’ s foremost and best webmaster?
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Actually, you' ve seen thetrilogy of the organizers. Brad McFall, Tom Huaand myself. So
we're all very glad to have you, of course. And we've got Margaret.

Now, what we're going to do, by the way, awebsite, we' re going to have to have some products,

we're going to have to have some e-commerce.

Wow, let me see. We probably have, in the crowd with us, a man named Rob Bell coming from
Canada. President of Autopilot Riches, help me welcome Rob Bell.

Rob: Thanks, Ted.

Ted: Good to see you again.

Rob: Thank you.

Ted: You came about as far as anybody did, didn’t you?
Rob: | think so. Quite possibly. 30 hours on aplane.
Ted: 30 hoursonaplane. Alright, loveit. Loveit.

Now, let’skind of get ourselves oriented. Tom, can you bring up that PowerPoint slide?
Because thisis what we're going to do. Actually, you should have a handout for you, too.

We've got our team. We're going to make it happen. Here' s what we're doing, of course.
Could | also get a glass of water somewhere, somehow? Thanks. Thanks.
Let’sgive Margaret alittle prominence there.

S0 here' sthe story, folks. We're going to be making it happen tonight. How many of us think
we can doit? Okay. So there are certain steps to the process. And Tom, if you'd flip to the next

page.

Oh, here'sthe challenge. You've seenthis. Give me awilling person. Do we have awilling
person? Loan me alaptop computer with an Internet connection. We've got that. And within

72 hours, that person will have a product, a website, and money in the bank.

Plus, and here’ s where the real marketing lessons start, plus a system to earn that money over

and over again, for life.
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Now, I’ ve got to get a quick read on how savvy we are about marketing. How will that person
have a system to make money over and over again, for life? Any ideas? Y ou've got to shout.

Put it on autopilot? Duplication? Template? Residual income?

It's all about residual income. Because | want us to know, the more we know going in, the more
we'll get out of this event. How are we going to create residual income out of this, and then
tonight?

First of all, definition. Residual income isincome that you earn later for work that you did
today. Usually, you make money today and you make money later. By the way, that will be
okay with you. Isthat right, Margaret?

Attendee: Maybe.

Ted: How do we do that, though? That’sthe question. That’swhat you hear. Y ou're going to
make me have to tell you, if | don’t hear it. What will we have? Let'sjust say that we sell 75
units over the weekend? What will we have, besides money? Customers! A database! And it

will be on an Autopilot Riches system, right? So yes, that’s how we'll do it.

Now, if aperson buys a product, let’ s say they buy product X, which is about Internet marketing,
sincewe're al here. That person now isin our database as a customer. Arethey a good prospect

to buy a second product about Internet marketing? And athird?

And would it be difficult for Margaret to find another product related to Internet marketing to

offer to her list?

Okay, so that’ sthe real objective. We got alittle razzle-dazzly, want things to happen real quick.
But that’swhat it’s all about.

Having cleared that up, let’slook at what we're going to do tonight. Tom?

We're going to brainstorm a product, create it, build awebsite, launch it live on the Internet,
hook it up with AutopilotRiches.com, make deals, market it, count the money, all within the 72

hours here.
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Now, 72 hours? Actualy, what’s going to happen is tonight we're going to do everything down
through number six. We may touch into number seven. Of course, probably we won't be

counting the money until in the morning. We'll have to live with that one, right?

By the way, doesn’'t everybody want to be able to make that money that fast? Y ou’re going to be
hearing over a dozen speakers, and any one of them can doit. Any one of them. Thereisno

difference, remember, between them and you, except for alittle bit of experience. You can doit.

So I'll tell you what. Thefirst thing we would do, if we were going to build awebsite, we would
have to go and get what? A domain name. Actually, it would be the first one. Yeah, a

computer. Good idea.

Now, anybody who knows anything about domain names and hosting knows that it may take a
few days— it could be 24 hours but it could be 72 hours — before they become what is called
propagated. So what we had to do was purchase afew different domain names. They are ready.
We purchased them. We will give them to the Internet challenge winner.

Now, | just happen to have here —and | hope you can seeit —areal nice, fancy certificate. Can
you see that, Margaret? Margaret, can you see right about there, thisis a certificate of
ownership. We're going to be giving not only the domain name —and we'll talk alittle bit more

— but can you read those domain names there? Can you read them out to everybody, please?
Attendee: Esecretsgold.com, esecretsshowcase.com, internetsecretsshowcase.com.

Ted: Okay. Now, we could put this out to avote, but sinceit’s going to be Margaret’ s website
we're going to test her ability to make a decision quickly. Which domain name would you like

to have full, 100% ownership to?
Attendee: Actualy,a__ —it'srealy hard to make decisions.

Ted: WEell, because you' ve sitting there, we'll kick you if we haveto. That'sa Texas

expression, by the way.
Attendee: Esecretsgold.com.

Ted: Escretsgold.com. Let'sgive her ahand. Margaret. Y ou may put a check by that one,

because that will be yours.
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So we've got our domain name. Again, we had to do that just to shorten the process and make it

work.

The next thing would be what? Hosting. Gosh, golly, darn, we happen to have, for Margaret,
the first 90 days prepaid. It will be transferred into her name early next week. And it isadgift,

100% free, from the world’ s foremost webmaster, Tom Hua. Thanks for giving us the hosting.

That, by the way, doesn’t take any time to set up. That'seasy. And Tom, we can go ahead and
get that slide down, and we'll just be getting ready to do whatever we want to do.

And then, of course, the next thing we would need is a product. But before we get to the
product, | want to go ahead and recognize Rob. Rob, of course, with Autopilot Riches. Rob

also, Margaret, has given you 90 days, prepaid, for Autopilot Riches.
Attendee: Thank you very much.

Ted: These are the elements, and then it comes time to create a product. And remember, you
two remember this, we're under the gun. In fact, we only have two hours and 28 minutes. But if

we have to run over a couple minutes, we will.
But what we're saying is we' ve got to create a product and we' ve got to create a product fast.

What kind of product could we possibly create? | don’t want to create one that takes two years.
Any ideas?

Information. Who said that? Good man. That’s basically the only kind of product we could
create that fast, isn't it?

Information product. Let’s clarify that, because | know not everybody isreally up on that.

Let me ask, first, the winners. Do you have an idea what an information product is, Margaret?
Attendee: Yes, | do.

Ted: Good. Can you give usthat explanation?

Attendee: An explanation of an information product or an example?

Ted: Either one.
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Attendee: Anexample. | guess the explanation would be that people would be accessing your
website and paying for information, which would not be easily accessible. It probably existsin
all of the libraries around the world, or which would be accessible only from knowledgeable
people, like yourselves. And they would normally have to come and pay for aseminar. Sol
guessit’s sort of information which could be crystallized and, also, targeted for a particular
market. Too vague?

Ted: Goally, shedidn’t come asadummy, did she? Very good. Yes. Aninformation product is
exactly what the name says. It'snot athing. Itisinformation. What will people pay for

information.
The usual reply isthey will pay whatever it’ s worth to them.

Let me ask you thisreal quick. How much would you pay... Now, thisis not an information
product, but how much would you pay me for this, if | said | wanted to sell it? And, by the way,
you know I’ ve already had a few swigs out of this. What would you pay me for this? Anybody

here? Not asingle person?

L et me change the situation alittle bit. Let’s say we were in the outback and we have been out
there for three or four days, and it was desperatetimes. And | told you | had a bottle of water
that I’d had afew swigs out of?

Do you see the difference? It's always value.

So Margaret correctly identified it as being something that’ s packaged, something that they find

valuein.

So now, we're going to create an information product. That’s the only thing we could possibly
create and deliver that quickly.

So then the question becomes what information product. Right? Well, we're back to the
problem, but we' ve got to move. We' ve got to think this thing through quick. Where could we
possibly get our hands on an information product quickly? Like we've got to make money this
weekend.

What’ s this?
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Attendee: Questions and answers.

Ted: That’strue. Questions and answers, interviews, teleconferences, brainstorm, record it.
The product that we have or | have, that we could license. All of these are absolutely right. In
fact, you got me thinking. What's your name?

Attendee: Dwayne.

Ted: Dwayne. Good idea, Dwayne. Margaret, we actually are going to have, whichisa
combination between interview, teleconference and products we can license, which I’d be glad to
doif you would like it, we' re going to be having ateleconference out of this even on Saturday

evening. Everybody know that, right?

Now, what we're really doing on that Saturday night iswe put it together so that the people who
could not get in. And, by the way, boys, girls, we are the lucky ones, we had so many more

people that wanted in. Y ou can see we're full, right? We just stopped.

But what each speaker is going to be doing — each speaker has their own special expertise —each
speaker is going to be sharing their one greatest, single secret to success. Would that have any

value?

Attendee: Of courseg, it hasalot of value. But | guess what was going through my mind was
don’'t you own the intellectual property? Therefore, there needs to be some agreement with you
to releaseit.

Ted: WEell, you've got afriend in the fields here. Dwayne already handled that one.

Why don’t you, if you're interested in that, why don’t you ask me if —you have to ask me and
Brett and Tom, of course—if we would license that to you and make a deal where maybe we
could use some of Rob’ s software and do an affiliate arrangement, where we split the profits.
You sell it, we split the profits. You'd do that, Tom?

Attendee: A percentage?
Ted: Brett?

Attendee: I'm also thinking about that. We make a good percentage.
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Ted: Well, I'min. Soitlooks like you're out-voted, Brett. Two out of three, right? That's
what | love about being a partnership —when I’'m on the winning side.

Okay, Margaret, that would be good. And that’s agood idea.

Now, do you see how difficult that was? We came up with thisidea. Margaret said, “1’ve got to

be licensing something.” And Dwayne had aready mentioned that.

Now folks, I'll tell you what. 1f you were serious about creating a product, the only one that can
be awinner tonight of this event, of course, isMargaret. But everybody who is here, provided
you'reinterested in Internet marketing —and | am not suggesting that you do, because the
marketing is a system of selling whatever your product is, if you've got an internet marketing
product you' re talking about how to market — you could get an interview thisweekend. You
could get probably two or three interviews this weekend. Could you create a product out of that
the same way, as easily aswe're doing it?

Attendee: Yes.
Ted: That'show harditis. That'show harditis.

How many folks, for instance, have read the famous book by akiller author? 1t’'s called How To
Get Rich On The Internet? Isn’t that what that book was? That book was alot of interviews.

Now, there's some questions come up. Why would we be willing to so easily license to
Margaret? And why were those people who were in that book so willing, to so eagerly say,
“Yeah, Ted, | will interview. 1I'd lovethat. Andyeah, I'll doit for free.” I'magreat star. Jay
Conrad Levinson, Chris Bloor. Why would people be willing to do that? Smart group. That’s
it. It'stheresidua stuff.

If Margaret wants to sell a product from the World Internet Summit, what do you believeis
going to be associated with that, with all of the customers that she sellsthisto? World Internet
Summit.

Now, we will make money, | promise you, next year, when we're back herein Australia, because
of what Margaret does tonight, because someone liked that teleconference, they heard

something, and they’re still sitting there saying, “I’ ve got to pull it together.”
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That’ swhy practically anybody is easy to get an interview with, because you’ re promoting them.
You're building their wealth. They do it once and it pays forever.

Good, we're there.

Attendee: Just thinking about my future, selfishly, could | also make this awebsite that will

market other seminars?

Ted: WEell, we did give you the website. We did give you the domain name. We did give you
the account.

Attendee: Other seminars related to the work that you do.

Ted: WEell, or should we take away that last clause... minus a system to make money for life?
Yes, | lovetheway you think. Yes. You should. And thisisajumpstart in this particular
market. Y ou should be thinking about that. Because once the siteis done, she’ll be able to
change it whenever she wants, right? And, in fact, how many of us think we can build the final

solution of awebsite in a couple hours? But we can get started.
Yeah, | lovethat.

So now, let’ s think this thing through, though. The teleconference, of course, you got it for free.
Andfor us, it'sreally ahighlight iswhat it really is. When we do it, you will have heard some of
the speakers. You will not have heard them al. But it’s highlights.

What do you think we could sell that for? Any ideas, Margaret?
Attendee: Isit atwo-hour teleconference?

Ted: Itwill probably more like an hour, hour and ahalf. By the way, we all have the
technology and Mike Stewart, the internet audio guy who is here in the corner, he will show you
how we — he showed us — how we can record it, throw that up on the website and continue to sell
it.

How many people listened to any of the speaker preview calls? Good. That’s exactly what we
did. Weputitup. You canlisten live or you can listen later, what we call archived.

So what kind of price could we get for that?
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Attendee: Wdll, it'safairly elastic question, because once again it’s going to depend on how
thirsty people are and also what other bonuses we could be building into that one product which

will give it agreater perceived value.
| studied marketing.

Ted: How long have you been doing this stuff? How much did you make off your website last

month? Doesn’t it sound like that?

Yeah, okay. Then let’sthink thisthrough, al of us.

Our objectiveisto get as many customers on the database as we can, right?
Attendee: Right.

Ted: So the next time conference comes up, you can market to them. The conference, of

course, isahigh-dollar product.
Attendee: So priceit lower then, with some incentives?

Ted: Lower, with some incentives? Even incentives are good. Okay, let’sthink this thing
through, then. What islow? What are you thinking of?

Attendee: Depends on what'’ s being offered to me and how much | need it. That’s the truth.

Ted: Yeah, but now you know exactly what’ s being offered to you and you know exactly how
hungry people are for Internet marketing information. And you know exactly how much it’s
going to cost us to produce it. How much isthat, by the way? Yeah, it cost us zero. We have
overhead. But I’ve got one here for $97. Anybody €else?

Attendee: $197.
Attendee: $500.
Ted: $197? $500?

Attendee: I'd charge what you charge for the seminar, because of the ideas, the moneymaking
ideas fromthe call. And you throw in the bonuses that you offer here, you should get at |east

what we're paying for the seminar.
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Ted: Thethinking isright, but the market won't take that one.
Attendee: (can't hear what’s being said)

Ted: If wetry to get asmuch aswe can—and | do believe that we could easily get the $97 that
someone mentioned, or the $47 — if we try and get as much as we can, then we diminish the

number of people who become customers.

Now, there is no more valuable item you will ever have than a customer. On the other hand, if
we priceit too low, like $3.95, there’ s no barrier. So therefore, they’re not as valuable as they
would beif they had paid let’s say $30, $40, $29, $38.

So I'll tell you what. Let me kind of throw something out. | would suggest —and we'll do
whatever you want — from experience with these different dynamics entering into it, | would
suggest probably somewhere between $29 and $39. Then we know the people are hungry,
because we all think before we spend $40. Don’t we? $3.95, no.

What’ s your idea?
Attendee: I'm just taking your guidance. | agree.

Ted: Hey, if we sell 100 at $29, we make what, isit $29,000 or isit $2,900? $2,900. If we sell
100 at $39, we make $3,900.

So we always balance that game. We never know until we do it. But what do you think, guys?
What do we ought to do? Remember, we're on the spot. We'redivided. $29, somewhere
between $39. What do you think, Margaret?

Attendee: $38.50.

Attendee: $29.97.

Attendee: $29.90?

Ted: Actualy, folks, how many of us know what digit we ought to end it in, anyway?

Attendee: Seven.
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Ted: Now, wedon’'t know why, we just know that it works. Millions of dollars of test. So
whatever we do, it’s going to end in aseven. It doesn’'t matter to me, but we' ve got to make a

decision.
Attendee: $27.

Ted: $27? I'll tell you what, $27 US. That’'s away to get a couple extra. 20 cents each dollar,
right? I’'m happy with that. Are you happy with that? Do | hear any objections, $27 US? Got
it.

Attendee: $27.97.
Ted: $27.97? Wecould. It'sall the same. Which would you rather have, $27.97?
Attendee: $27.

Ted: $27, wegotit. Now, folks, here’sthe whole thing that | wanted usto see. We are creating
thislive. You saw we made decisions, right? The vote wasfair. We didn’t rehearse out in the
hallway. We followed the process that we always follow when we're creating a product. What
can | create? How easily? How quickly? How much will they pay?

Wait aminute, there' s other strategies involved. Should | price high? Should | price low? It
alwaysendsin seven. We got that one down.

So we're there. Now we've got a product. Now what do we have to do?
Attendee: Find the customers.

Ted: Find the customer, market it?

Attendee: Build awebsite.

Ted: Build awebsite! How about that? Do you have FrontPage on your computer? There's
two dominant types of web page authoring software. Microsoft FrontPage, which is a Microsoft
product. It'sin most office suites. And Macromedia Dream Weaver. Most people don’'t matter.
It's like Ford and Chevrolet in the states, Toyota and Honda, that kind of stuff.
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But thisiswhat we do next. Welook at ablank screen. Now, what we really do is we create a
template of aweb page. Like how many ever saw the World Internet Summit web page? Okay,
it'sgot alogo up top and it’ s got the World Internet Summit stuff on the bottom.

If you want, we would be glad to loan you that page, license you that template.
Attendee: Thank you.

Ted: Why isthat —and again, put on your marketing head —why isthat probably avery sound

decision on Margaret’s part?
Attendee: It works.

Ted: Credibility? Brand'sbuilt? Things arein motion? And this product does happen to relate
tothe...

Attendee: Donors.

Ted: Duh. Herewe are, folks, we've got atemplate. Now, whatever you did, if you created a

different one, samething. You just create atemplate. We're going to now fill that in.

Now, what do we haveto fill it inwith first? You got any ideas? Killer headline sells copy.
They call asaesletter of aweb page, they call that copy.

How long does it take to write an acceptable web page?
Attendee: An hour, two hours, three hours.
Ted: Itdepends. Brett, | think, can pull it out in 25, 30 minutes.

I’ll tell you what. To help facilitate things along, | did not know Margaret was going to choose
that as a product, but something kind of told me she might simply because we had everything
around. Right?

Sowhat | did is| threw some words together. Y ou don’'t need to see us writing for an hour and a
half, two hours on something like that. That’sjust junk. But could we put any of that in there,

Tom, and see?

We'll work with this. Like we put up atemplate, | put up a basic idea about copy.
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Who said we ought to have a good headline? How to quickly and easily discover the
moneymaking secrets to the Internet, direct from the mouth of the world’s best internet
marketers, 100% guaranteed, from Margaret. And Margaret, will you spell your last name for

Tom.
Attendee; Sure. Berman.

Ted: Now folks, when we write copy —and thisiswhat | love about writing with other people —
no person can have pride in ownership. Y ou know what that means, right? It will not hurt my

feelingsif you decide or bring something else to the table.

Now, why would | feel that way, by the way? What is the objective, when we' re writing aweb
page or a sales letter?

Attendee: To sall stuff.

Ted: Yeah. Soif you bring me an ideathat you think will sell more, would | get embarrassed
and would | say, “No, that’smine! I'm selfish?’

Thisisnot literature. Anybody can do it, but it always works better with brainstorming ideas.

Again, we've thrown together afew things. And | want usto work on the headline. But before
we do, Tom, can you kind of scroll down and show everybody that we' ve got something briefly

written in there? So we' ve got some words, right? Nothing more than words.

Basically, though, hoping and thinking and projecting possibly that Margaret might like to do
that, it just says, “Hey, here’ s the teleconference. Y ou ought to tunein. These are theworld’s

top Internet marketers.”
Tom, can you go back up to the top?

Now, let’swork on this headline. Anybody want to give us anidea? What could we do to make
it better? An absolutely different headline? Shorter? Longer? More direct? More appealing?

Attendee: Can't hear what's being said.

Ted: Could put “you” inthere. “Here’'s how you can quickly and easily discover.” That’sone

good possibility.
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Do we have any copywriters in the house who might be able to help us? Chris? Someone said,
“Brett.”

Attendee: Can't hear what's being said.
Ted: That's pretty darned good, don’'t you think?

Now, Chris, would you kind of add this at the end of that headline or would you modify that
headline?

Attendee: Can’t hear what’ s being said.
Ted: Isthat right? Okay, let’s do that again, then.

Tom, I'll tell you what you might want to do is flip over to another page on FrontPage and let’s
get that headline down, and then we can find out exactly where to stick it in. Can you open up

just ablank page? Just anew page. Therewe go.

Tom, typefast. Chris, speak slow.

Chris: Can't hear what’s being said.

Tom: Enlarge the font so that everyone can see.

Ted: Oh, good idea.

Tom: You-yes, you. Yes?

Chris: Can't hear what’s being said.

Tom: Please only use the simpler words, | can't spell.

Chris: Not next month... or sometime in the far-off, fuzzy, distant future.
Tom: Distant future. | need to learn more English.

Ted: By theway, in case you don’t know, Tom isfrom China.

Chris: But right here, right now, today! And if you're writing for the websites, you probably
have capitalization of thefirst letter of each word in your headline, and inverted commas, and

somebody’ s picture.
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Ted: Somebody’s picture, inverted commas? | don’t even know what an inverted commais,
Chris.

Chris. Quotation marks.

Ted: Isthat what they call them here? Y ou should have seen me looking for the elevator. | love
it. Okay, you —yes, you. Put adash right there. Can make money on the Internet. Not next
week, not next month, or sometime in the far-off, distant future, comma, but right here, comma,

right now, comma, today.
Attendee: Underlinetoday.

Ted: Canyou go ahead and capitalize every first letter? Headlines, by the way, you're going to
run across alot of copywriters who don’t know, don’t understand and actually almost even defy
what you learned in your English class. Capitalize the first letter of every word, including to,
the, it. Solvethe problem. It sells more.

Look at this, another marketing thing. We can even make today red.

Now folks, here’ s the point | want to get across. We are doing what we do to create a product,
create asales letter. Canyou seeit? You —yes, you — can make money on the Internet, not next
week, not next month or sometime in the far-off, fuzzy, distant future, but right here, right now,

today! Doesthat have any pizzazz? Let’sgive Chrisahand.
We're going to make today red.

Tom: Make today red?

Attendee: Ted, what about if we put a how as the first word?

Ted: Hasanybody ever heard the formula of the how-to? That’s always good. That's aways
good.

This one, though, what | would probably say isinstead of changing this, which sounds good to
me — how does it sound to you? I'll tell you what. A modern miracle has happened. And folks,

| mean it isamodern miracle.
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Rob Bell has developed, inside Autopilot Riches, a program that will let you put out aweb page
with two different headlines, and it will do what we call split testing.

The worst thing you could ever do is believe in your own genius. Y ou feel good, you create, you
get jazzed, and you put up two of them, and then you see which one sells the most. That'sthe

one you go with, right?
Would we like to try our hand with a how-to headline? Let’s do that.
Brett, can we call on you?

Attendee: What you could do isif you want to take the how-to, we'll put it on the headline you
had there before. How about that?

Ted: Let'sflip back over, Tom, and see what that other headline was. How to quickly and
easily discover the moneymaking secrets of the internet, direct from the mouths of the world’'s
best Internet marketers, this weekend.

Attendee: Soundsfineto me.

Ted: Soundsfineto me. Everybody okay? Let's craft that, then. How to was already in there,
wasn't it? How to quickly and easily... Get rid of the you. Quickly and easily. Yeah, get rid of
the dots there. Get rid of those dots. Quickly and easily discover the moneymaking secrets of
the Internet, direct from the mouths of the world’ s best Internet marketers — this weekend.

Should we italicize or underline this?
Attendee: Can't hear what’s being said.
Ted: Yeah, there should be no apostrophe on the word marketers.

Attendee: Hey Ted, why are you spending so much time on this? Why are you spending so
much time getting the headline right, the capitals?

Ted: Very good point. Folks, we've got to have a good product, we' ve got to have a good offer.
But what will people seefirst? It's got to grab them. And if it don’t work, ain’t nothing going to

work.
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We have some copywriting instruction for you. That’s not the real purpose tonight. But the
headlineisthe ad for the ad. It'swhat identifies, sorts and sifts people. And that’s exactly why

we'redoing it. Good point.

S0 does that read and flow easily for us? How to quickly and easily discover the moneymaking
secrets of the Internet, direct from the mouths of the world’ s best Internet marketers —this
weekend. 100% guaranteed. Are we okay with that one?

Attendee: Can’t hear what’ s being said.

Ted: Get rid of the one after quickly? Now, folks, | just read over that. Do you seewhy | like

working inteams? It’sahit. You could do this, too.

Attendee: _ just leading up this weekend, only for the next couple of days. | think it doesn’t
actually add alot.

Ted: Itis. It'slikethat today thing. When are we trying to make money?
Attendee: Now.
Ted: When does everybody else want to make money?

Now, it may be that we want to change it on Monday or Tuesday, but we want something to
happen this weekend. Good point. And these are the questions that we keep asking. These are
the questions that we ask each other. “What do you think?’ | said, “Yes.” “Onthisone?’ “I
think we' ve got a good one.”

| know you' re not offended.
Attendee: Can’t hear what’ s being said.
Ted: No pride of authorship, we'reall trying to sell. That’s exactly what it's all about.

So what we will do now, and to know about testing, you' re going to hear more about this whole
weekend, but the short story iswe're going to create this web page, we' re going to clean it up,
make it work. And we're then going to have only a headline as a different item in the second

letter, the second web page.
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The reason being if we change the offer and the headline and we change the color or the
background, how do we know what made the difference? And we really want to know. So

basically, you test one thing at atime.
So where should we go from here, folks? Probably time-sensitive information.
Attendee: Can't hear what's being said.

Ted: We absolutely could. But we need to move on. We could actually — and everybody who
writes copy has done this — we could actually rewrite the same letter 100 different times and

ways.

Is there any shortage of ideas? In fact, one of the things that | do when | write sales lettersis|
get out alittle resource guide | have that’s called “350 Of The World's Best Headlines.”

By the way, I'll give you awebsite right now. WorldlnternetSummit.com/speakers. That's
plural, speakers. During this weekend, there will be afew people who will offer to put
something up that you can have accessto. | will giveyou, for free, a copy of “350 Of The
World' s Best Headlines,” and that’s where you'll find it. Make myself a note here, too.

Now, what | will do alot of timesis| will write out dozens and dozens of headlines. And | use
those as models. And they actually can create a different story. It'sreal smple and I’m going to

giveyou aquick example.

Let’s say that we had one headline that focused on how you can quickly get rich... Now, what
are we going to be emphasizing through the body copy? Quickly, yeah.

Now, let’s say we had another headline that was talking about how to create the highest quality
possible... What are we going to be emphasizing throughout the body copy? Quality.

Real simple. But you play with these headlines, you get ideas, you brainstorm. And that’s
exactly what you really want to do. That’s how you write copy. That's how | do it, to this day.
| get out that thing and | flip through it.

What | like to do most is get a couple of lattes at Starbucks, which | know you know about, and
just go like crazy. And then let the debris settle and make a few decisions and go with it.
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So let’ srecap. We' ve decided on our product. It’s an information product, because we knew we
could do it quickly, we knew we could fulfill on our stuff as far as tonight and this weekend.

We did what we normally do, we find or create atemplate.

Now, we've got aweb page. And, again, we could go through and we could create some more
copy. But I’'m not surewe need to. And I’m saying I’m not sure because that could be abig
distraction about where we're trying to go. We're trying to make things happen today .

| put something together satisfactory. I’ve been known to do that.
What’ s thislittle thing on thislittle blue box? What is this?
Attendee: Contact information.

Ted: Itiscaled an opt-in box.

Chris: Tom, can you scroll down, so the folks can see that?
Ted: Now, what isthe purpose of an opt-in box?

Attendee: To capture name and e-mail address.

Ted: Capture name and e-mail address, so that you can do what?
Attendee: E-mail them. So you can sell them.

Ted: Sell them. And you capture their name, so that you can do what? Personalize any e-mail
that goes out, through your AutopilotRiches.com system. Right? So we want to get that.

Now, wait aminute. You’'re going to hear alittle bit about spam. Should you spam?
Attendee: No.

Ted: Caseclosed. Legitimate, ethical people don't spam. And, by the way, if you don’'t believe
me, go out there and have atry at it. Y ou will have consequences.

| don’t know how people doit, but it’sjust like criminals. They’re still out there. But we can't
do it because we're honest, legitimate, ethical people. Right?

Caseclosed. Youjust don'tdoit, can’'t doit.
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But what are we really trying to do this weekend? We'retrying to sell. So why would we want
an opt-in box? Because if we can’t sell, when do we want to sell them? Tomorrow, yeah.

So our objective, and remember we had the price discussion, we went with alow-priced product
so that we could get more peoplein. But even if we can't do that, that won’'t work. We won't

have to lose the sale because we may get it in the future.

Nobody who is not interested in Internet marketing would put their name and e-mail addressin

there. Isthat correct? Case closed.
Now, thisis going to work with Autopilot Riches. Isthat right?
Attendee: That’s correct.

Ted: Canyou give usalittle input on that situation?
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Rob: To build your list, you need a system or an online database in order to capture e-mail
addresses. And then you need something called an autoresponder to send out information on

your products or service that goes along with your website.

That’s one of the key components of Autopilot Riches. It'satotally integrated e-commerce
solution, starting with to capture your e-mail address as well as your online shopping cart and

several other marketing tools. And we're going to start here, with the web forms.

Ted: Going to start here with the web forms. That’s what he callsthem. We've actually got to
do several things. We' ve decided what our product was. We have written our copy. But

remember, we said we' d create a product, write the copy, automate it with Autopilot Riches.
Beside aweb form, what might we need to do in relation to this web page?

Rob: You're going to need away to take orders. So you’ re going to need a shopping cart.
Chris: What's a shopping cart?

Rob: A shopping cart is software that’ s used to process orders online. It’s very similar to what
you’ d go to the grocery store with, where you picture yourself pushing around a shopping cart,
taking products off the shelf, putting them in your basket. And then when you’ re ready to go

checkout, you checkout and pay and take your products home.
Chris: Why couldn’t someone just send a credit card detail in an e-mail?

Rob: That isnot secure. E-mail isnot secure. Y ou need a secure system in order to process
credit cards. And you also need away to get those credit card transactions approved. That's
something called real-time PIN processing. Y ou need away to take credit cards, such asa
merchant account or a PayPal isthe simplest form. So you need to have something called a
“real-time payment gateway,” which is similar to when you go to a store and you swipe your
cards through what’ s called a “ point-of-sale terminal.” Our shopping cart system will do that for
you. It'slinked to your merchant account and payment gateway. Andit'sjust likean ATM
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machine, where we link up to the bank and we approve or decline your credit card, so you make
sure that your orders are all approved and accepted.

Ted: | told you, or Brett told you there would be parts that were boring. Didn’t he?
Rob: You need away to collect your money, don’t you?
Ted: Yeah, but it’s not boring. Getting the money isn't.

There' s another thing that | always like to do, and you might give us some information on this.
Why an e-mail would not work, because | like to have my system automated. And once people
order, | like to send them information related to the product, information related to the order,

information to build the relationship. How would we do that with Autopilot Riches?

Rob: Weéll, you' re going to hook up aform, which is an opt-in form, and that’ s going to be tied

into something called an autoresponder.

Y our autoresponder is something that’s going to be inside your Autopilot Riches account, where
you write your content or your follow-up message, and that will automatically get sent out to
your prospect or your customer whenever they fill in their information here on this box or when

they order.

Autopilot Riches also has something called “ Smart Autoresponders,” which you can havetied to
your products or you can have ageneral autoresponder. The system comes with unlimited

follow-up autoresponders, as well as multiple series of autoresponders.
That may sound alittle confusing. Let metry to explain.

Y ou can have one particular subject of autoresponders and you can have 100 follow-ups based
on that subject.

Then you can have another series with the same setup all the way through, and the system comes
with unlimited follow-up and an unlimited series of autoresponders.

Chris: Hold on. What you're saying is that you could probably put in afew e-mails, pre-write
them, and they get sent at set times?

Rob: Exactly.

World Internet Summit Australia — Volumes 1-6 Page 26 of 342



Chris: Soyou set it and forget it. Isthat right?

Rob: Exactly. So your first message could go out on day zero, and then you have another one
you want to send out two days later. It will automatically get sent, three days, five days. You
can also schedule something called a broadcast to your list, which is like a one-time mailing to

your database. And you can set that at a specific date when you want that to go out.

Ted: Very good. And again, folks, we're using alot of terms. Sometimes they may be new.
And you know what? If they are, are you here to learn about Internet marketing or are you here

to stay where you were before?

So an autoresponder, let’s break that down. Auto, like in automatic, hands-off. Respond, a
system that autoresponds.

So basically, there’ s not somebody sitting behind a keyboard when somebody orders. “ Thank
you for ordering our product. Please watch your credit card voucher. It will be processed. If
you have thought about this other special thing...” No, it happens automatically. It'san
autoresponder. That’s what we're trying to do.

So Tom, would we like to open up the AutopilotRiches.com account that we have?

By the way, some people have accused me of being brutal in my opinion. But my opinion is that
if you don’t have—and | don’t expect you to believe thistoday, but you will before the
weekend s up —if you don’t have Autopilot Riches, you aren’t in Internet marketing. E-mail is
antiquated.

Now, in 1994, that might have been okay. But you're in business, and who are you competing
with today? Other people who do have these simple, affordable and imminently sophisticated

tools.

Okay. Sowe arein Autopilot Riches. And | guess thefirst thing we' d want to do is set up an

opt-in form or product?
Rob: Sure. Generally, you would create a product first.

Ted: Let'screateaproduct. Should we create an autoresponder?
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Rob: And then we can create an autoresponder and tie those two things together.

Ted: Okay. We're going to create the product. Now, folks, what we'retrying to do isillustrate

how simpleit isto create aproduct. Let’s see, what doesthefirst line say?
Rob: Product description.

Ted: Product description. Now, here’swhat | want you to know, folks. Thisisthe simplest
system you'll ever have. What you type hereis what’ s going to be generated automatically,
without you doing anything. Y ou don’t need to know programming. You don’t need to know
CGlI. Youdon't need to know Pearl. And you don’t need to know what a My Sequel database
is.

How many people don’t know any of that stuff anyway? | think Rob’s the only one here who
does know any of that stuff. Bethat asit may, all you have to do is create an accurate and
descriptive description. It will be printed on receipts for you. Isthat good or good? And you

won't have to send areceipt, the system will do it.
So what should we call this, Margaret?

Attendee: Would you repeat the question, please?
Ted: She'salready counting her money.

Attendee: Actuadly, | waswondering if | could move out of the backpackers that I’ m staying at,

down near Central, and come and stay here instead.

Ted: | think you could. The question iswhat kind of product description should we write here?
What is our product? ItisaWorld Internet Summit highlights CD audio. Why would audio be
better than CD? A CD, we'd haveto deliver aCD. Right? But actually, it'san audio. And that
would actually cover ateleconference and an archive where people could listen into. Right?

That sounds pretty good.

Chris: Can| givethat person adrink? That was a pretty good answer.
Ted: You'regiving away adrink coupon?

Chris: Uh-huh.

World Internet Summit Australia — Volumes 1-6 Page 28 of 342



Ted: Why not?

Chris. Who wantsone? Y ou got any friends? Oh, the friends, all of asudden. That whole

group there.

Ted: Okay, here’ s one of the things we' re always thinking of, too. What was the price? One
more thing on the description. There’'s always fall-off, right? What | would do, and we'll do
what Margaret wants, | would put “audio highlights of World Internet Summit,” just because

more people would see “audio highlights.” Are you okay with that one, Margaret?
Okay. And then the price, what did we decide to price that, $97? $27?

Rob: Isthat al? $27?

Ted: That'sall, | know. $27 US.

Rob: How much __ ?

Ted: A lot. Hundreds of millions.

Rob: Why are we going in US dollars?

Ted: Why are we going US dollars?

See, here’ swhat we want. |f we want alittle bit more, and we still have time to do it, we haven’'t
pressed save, we could priceit at $37 Aus dollars, and that would be kind of equal to $27 US.
But in the entire world, you' d have to say that the stronger currency isthe US dollar. Isthat

correct? In Australia, obviously, there' s no conversation on that.

Rob: It’'s catching up.

Ted: Itis. | know, 80%. Okay, so $27 US.

Now, there's a couple other things that we need to check on. And folks, this makesit so simple.

How many of us have ever heard about the Model T? I’'m going to give you astory here. The
Model T automobile, Ford.

When | was growing up, the 50's, it used to bore me, but I’d go out and get in my Ford Galaxy
convertible and I’ d press this button and the convertible top would go down. And Dad would
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aways say, “You don’t know how good you've got it.” Hesaid, “Seethis?” And!I'dlike. Of
course, I'd seen it hundreds of times. He said, “That’s where my arm broke when | was cranking
up theold Model T.”

Folks, now | find myself saying the same thing my dad used to say. If you had been on the
Internet in 1994, * 95 and ' 96, you’ d have been working with Model T's.

Thisisreal cool. Everything workstogether. We'vejust got to fill in a couple of blanks. We

don’t have to do any programming.
Shipping price. What’s the shipping price?

Attendee: Question to you, Ted. Underneath where we write the description, the question is

what’ s the second one down there?

Rob: That’s the product SKU or part number, and that’ s totally optional.
Attendee: That’s a product number that you can put in?

Rob: That’s correct.

Attendee: You might have alot of products, right?

Rob: Yes. Good question. By the way, just as an option, if you did want to chargein
Australian dollars, Autopilot Riches will support any currency.

Ted: Any currency?

Rob: Any currency, that’s correct.

Ted: Cool! That'sgood.

Attendee: | just wanted to ask aquestion. Who's our audience for this thing?
Ted: Who'sthe audience for a product related to Internet marketing?
Attendee: Theworld.

Attendee: The entire Internet community.
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Ted: Anybody who is on the Internet or wantsto get on the Internet. Do people, by the way,
who already know how to market, who already are extremely successful tune in and buy these
things? Absolutely.

The people who don’t have a clue but know that that’ s where they need to go, do they tunein
and buy these things? And everybody in between.

Attendee: Sorry, it'sadumb question, but we've only got a couple of days. How are we going

to alert them to it? How are we going to let them know that it’s happening?
Chris: That’'s not abad question. You want adrink? Y ou deserveit.

Ted: Youknow what? | promise that once we get the website built, we will solve on that. We
could actually work on that now. Would you rather finish the website or would you rather...?
Website? Yeah. But that’s what we' ve got to do, because we' ve got to make sales.

S0 no shipping calculations.

Rob: Thisisgoing to be an instant product, so there' s not a physical product that you're
shipping, so you don’t need to calculate shipping.

Ted: Thiswould do recurring billing, Autopilot Riches does, if you were selling, for instance, a
membership site.

We're selling a product one sale, one day. But if you had something that you were selling,
vitamins, a membership site, vitamins every month, you autoship, it billsit automatically. The
credit card clears, let the shipment go.

You're sending out an e-zine. A lot of people do sell what we call newsletters. Automatic bills.
It could and would do that.

Attendee: If the credit card declined and it's a monthly thing, does it send out a message? Can
you set it up to do that, too?

Rob: Yes, it does. It actually givesthem alink to come back and re-enter their credit card

information.
Attendee: Can you repeat that question? Sorry, Rob, can you repeat the question?
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Rob: The question was on arecurring billing transaction, if it was declined, such as maybe the
expire date changed or something like that, does it send out a note that it’s been declined? And
the answer isyes, it does. It givesthem alink where they can come back and re-enter their credit

card information. And then you can go in and reprocess it on your customer.
Attendee: Can’t hear what’s being said.

Rob: Yes, every transaction that goes through the system, you get an e-mail from the system.

And you can have that sent to multiple e-mail addresses, including cell phone if you need to.
Ted: Cell phone? Isthat automatic?
Okay, what isthisthing right here, Rob? It says, “Destination URL.” Even URL, what is that?

Rob: The URL isthe address of your website. So when you type in www.website.com, that is
what the URL isfor. Don’t ask me what URL stands for, because | forgot.

Ted: Uniform Resource Locator.
Rob: That'sit. That'sit. Very good.

Ted: Youdon't need to know that, though. What it meansis your domain name, yes. Soif |
was sitting here and I’ m working through Autopilot Riches, and I’m saying, “What is the
destination URL,” all | have to do isleft-click on “More Info.” It opens up abox and guides me
through and says, “Destination URL, thisis where you want your customer to go when they click

the continue shopping or clear shopping cart.”

In this case, we' ve got a simple website, the destination would have to be the same as the web

page.

Rob: That’s correct. Autopilot Richeswill work if you have awhole bunch of single product
websites, which is very common today on the Internet, of if you have what's called a catalog site
where you have 500 products. And if you have this particular product on page 50 of your
website, you want to keep track of what page on your website that product islocated for, and this

iswhere you would enter that.
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Above that, as well, because we have something in Canada as well asin Australia, and I’m sure
you probably hate it here just as much, it's called the GST or goods and services tax.

Attendee: It'sthe screw tax.

Rob: Yeah, wecall it that, too. | didn’t want to say that, but that’s okay. Oursis 16% when you
add the provincial tax on top of it, but we do support what we call a country tax aswell as
individual salestax for province. Sorry, | don't know if they’re provinces here.

Attendee: State.
Rob: States, pardon me.
Ted: Youknow, likewearein NSW. | saw it on alicensetag. New South Wales.

By the way, thisis another thing | like about this system. We're just going down and it says,
“Thank you URL.” Y ou know areal sophisticated technique? And we'll haveto talk this
through and see if we can use it, but areal sophisticated technique that | use frequently in some

of my marketing is capture the buyer and then sell him more.

How many of us have ever purchased anything fromaTV infomercial? We call up and order a
$39 thing. “I’ve got to have those vitamins.” We call it up, right? What happens when you go
up and go, “Okay, I’ve got my credit card, I’'m going to buy those vitamins?" What happens
when they get to the place?

Attendee: Can’t hear what’s being said.

Ted: Yeah. “Well, Mr. Bodybuilder says that you really ought to have this other supplement
that goeswith it.” Right? “Andit'sonly $89.” “Well, | only started with $39, and it’s only $89.
And | really want this other one.”

S0 see, what you do is you can actually get someone hooked on adecision that is not
momentous. And once they’ re hooked, then it’ s alittle bit easier.

Would you like to try putting something together that we might actually make more money on?

Attendee: Would that be an upsell?
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Ted: That would be an upsell. Thank you for being so clear. An upsell.

Now, if we're going to do this, folks, we' ve got to think this thing through. We've got the
teleconference, the highlights, the highlights of the event. What other product could we sell that
we could quickly deliver, that relates?

By the way, it's axiomatic it hasto relate, because we can’t then dump off alarm clocks. Right?
Attendee: Sell CD’sof the seminar or something?

Ted: CD’s, transcripts.

Attendee: A e-book of the transcript.

Ted: Ane-book of the transcript? Now, isthat avery viable, easy-to-create thing? What isthe
only challenge. That's an excellent idea. What is the only challenge we' re under this weekend?

Attendee: Time.

Ted: But Margaret —and thisis cool —sometimesit’s harder to think when you’ re the one on the
hot seat. You'rethinking real good. | would be willing to do that, too, let her have the CD’sto
sell. Would you?

Chris: Yeah, let'sdoit.

Ted: CD’sof thisevent, that we're recording.
Tom: Can't we keep anything for ourselves?
Ted: Tom, we'll get acommission on this.
Attendee: Thisisajoint venture.

Ted: He' ssopolite. Well, okay, we could do that. So let’s do that, and we'll work out the
details of the license. Basically, what it really is, is getting together and saying, “Can we do a
deal?’ | think you've got adeal.

Now folks, let’ s think thisthrough. If you go to a marketer —and how many marketers do we
have in this crowd this weekend? We have 19 that are on the agenda. Do we have any othersin
the crowd, by the way? Y eah.
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If you go to amarketer and say, “Hey, | would like to sell your product and we'll split the
money, and I’ [l also give you the names, because you’' ve got to deliver.” Now, thisiscool. If
she sellsthe CD’s, we're going to get the names, right? Because we deliver. And we'll split the

profits. How many marketers would say, “No, | don’t need any more sales with no effort.”

Thisishow hard it is, folks. Thisiswhat we're trying to show you tonight. We're not trying to
show you that you can run out on Tuesday evening and create your own website, and get it up
and have boo-coos of money before Saturday comes. Because the truth isit probably will not
happen for you that fast the first time. Margaret has alot of good help.

What we are showing you is, in real time, these are the conversations. And if we'redoing it al
by ourselves, these are the internal conversations that we have. Thisishow easy itis. We ve got
adeal.

Now, this price is easy, because we know what we're selling these for. And nobody’ s going to

undercut.

So we're selling these what, for $9977?

Chris: You talking about the CD’s?

Ted: The CD’sof this event.

Chris: I'dliketo. But | don’t think so.

Ted: What did we decide? We decided on something.

Chris. Do you want to give them an extra-good deal ?

Ted: Let'sgivethem an extra-good deal, yeah. We want alot of money coming in.
Chris: What sort of price do you want to put on it?

Ted: Arewe going to talk about Aussie dollars or US dollars?
Chris: US. Sothisisfour audios of the whole weekend?
Ted: Every single minute that we're on.

Tom: $400?
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Chris: $400?
Rob: $497.

Ted: Beforewe go too long, we kind of want to think something through. Thisisaone-time
special. We probably will want to sell them for $497 after this weekend, right?

Now folks, we' re making these decisions, right? How many of usin this room, by the way, think
that we'll capture every single detail, nuance that there isto learn and improve our own

marketing this weekend, while we're here?

How many of us have ever heard of spaced repetition learning? Exposure? And actually

listening to it again while we're working in the shop?

Here'swhat | want usto think of. We can’t beridiculous. We'retrying to make money. We've
got to keep the value up. But let’s create a price that it would be available to anybody in this
room who wanted it, and anybody in the entire world who wanted it, this weekend and this

weekend only.
Now, what kind of good price could we create with that?
Well, it’s not going to be $97, because remember | said we had to be legit.

Chris: Ted, | have acomment. What isit worth, because it’s a $1,000 ticket, it's a $1,000 plane

ride.
Ted: Wait aminute, it's $2,497 for the ticket.

Chris: Sorry, I’'m aspeaker. | didn’t actually haveto pay to be here. So let’s start with the
retail value and then go backwards to what it’s worth to capture it. If I'm flying from America,
it'sa$4,000 or $5,000 investment to hear this stuff. Right?

Ted: Absolutely. So start at $4,000 and go backwards. What’s it worth to get the audio CD’s?
That’sthe way | would approach it.

Ted: Folks, you're going to have to make a decision here quick. That is accurate thinking.

$697? Now, thisisthe same price we had to pay here, though. It's got to be legit. Let’'ssay...
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Attendee: $297.
Chris: 1 likethisguy.

Ted: $297? That'slegit. Back to Bart’s question. Arethe CD’s of this event worth way more
than $297? If you can offer a price that has extremely extravagant, obvious value, isit going to
be easier to sell? $297.

Rob: Now we have an upsell.
Ted: Now we have an upsell. Cool.

Rob: Now we've got to create another product. We've got to create another product. Andis

this going to be a physical product or is this something that’s going to get delivered digitally?
Ted: Thisonewill actually be CD’s. Soit’'sdigital delivery.

Rob: Okay.

Tom: You still have to put athank you URL here.

Rob: Haveto put awhat there?

Tom: Thank you URL.

Rob: Thank you URL, which will be the upsell page.

Ted: Yeah. Why don’'t we just call it thankyou.html?

Tom: People might guessit easily. Maybewecan . Not just thank you. People using
guessing, they can go to the page easily without paying for it. So we create some name that’s

hard to guess. Anything, aslong asit’s not thankyou.html.
Rob: Morevalue.html.

Ted: Morevaluehtml. By theway, the reason why you hear everybody up here talking .html is
it’s the same thing with Microsoft Word. Everything endsin .doc. Right?

On the Internet, there are other endings. But the basic ending is .htm or .html. They’'re

synonymous. It just has to be written that way.
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Tom: This product is ready and we' re going to create another one, is that right?
Rob: Just wait. Can | just point out a couple other quick things?
Ted: Let'sdoit.

Rob: There’'s abunch of other things here. | just want to point out how flexible Autopilot

Richesisfor different products that you might be selling.

If you' re selling something that needs to be delivered instantly, via software or real-time
purchases, Autopilot Richeswill do that. 1t can handle both physical and information products,
PDF documents, Word documents, music, any of those types of documents. It can deliver

instantly, and you would set that up here.

Also, Autopilot Riches has something called an affiliate management system. Are any of you
familiar with like areseller program or affiliate software? That also comes with this program, as
well.

If you scroll down alittle bit, you' [l see some of the other options, from recurring billing.

You can actualy have an initial price. Let’ssay if you have a product you're selling that has a
high price point, say $500, you want to spread that out over multiple payments, you can do that
with the recurring billing system.

Y ou can also have it set up where you pay commission on your initial order and then no

commission thereafter, or vice versa

So you have total flexibility on how you set up your products, from both a recurring billing point

of view or just aregular product.
Also, different shipping methods. Y ou can ship by weight, tied into real-time shipping.

That's just some of the flexibility that you have in just one small part of this application, while
you’ re creating your product. It can be as simple as putting up a description and putting up a
price, and cutting and pasting alink onto your website. But you have alot of other functionality

in here.

World Internet Summit Australia — Volumes 1-6 Page 38 of 342



Y ou can also specify billing cycles, so that if you don’t want recurring billing to start for 90
days, which islike a delayed sales, you can do that as well with the system.

Ted: Itisincredible what that system does.

Chris. Do we have time for a 30-second stand up and stretch?

Ted: Let'sdo it; 30 seconds, stand up and stretch. Do the hokey-pokey and wiggle and jiggle.
Alright folks, let’s go ahead and continue.

Chris: So Ted, can you just recap what you’ ve just done here? A quick summary.

Ted: Recap? Okay, we have started with nothing. We have created a product. We have
created, actually, two products. We've created aweb page. We're actually going to have to
create a second one for the upgrade offer. Right? Because we use thisinfomercial reference, but

we're going to do it on the web. And that’s where we are. Isthat correct?
Chris: Okay. Soyou're going to sell a product for $27?
Ted: $27.

Chris. Then, when people go to buy that, there’ s a page there saying, “Y ou can now buy

something else?’
Ted: Exactly. You heard about the thank you page, right? Y ou heard us conversing.
Rob: Does everybody know what athank you page is? We should probably clarify that.

A thank you page is your success page or your confirmation page, after a successful order has
gone through.

Ted: But remember, our strategy is mental, it’s psychology. We want them after they’ ve made
the commitment. But should we get them while they have their wallet out or should we get them
after they put their wallet back in?

Attendee: Whilethey’ve got their wallet out.

Ted: Whilethey’re got their wallet out, yeah. So what we can do — and we could call it “thank
you page,” because that’s where people think they’'re going. Let’ s set it up so that when people
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order that $27 product, they think that, they don’t know anything else exists. And instead of
processing the credit card and asking them for a second transaction, let’s set it up with instead of
going and processing, it comes up and it makes the offer right there. So they’ve only got to
make one decision. How about that? Let’s do that.

Tom, can you whip up amorevalue.htlm page real quick for us?

Rob: Also, Autopilot Riches does several things to make sure that you capture orders and to
relieve frustration, possibly, from a customer ordering. |I’'m not sure how many of you ever
experienced maybe having a credit card that’s maxed or not being able to put through an order in
your shopping cart. And most shopping carts will just basically say your order is declined and

you can’'t do anything.

Y ou can, as a merchant with Autopilot Riches, set an option so that you give your customer an
option that says, “I’m sorry, we cannot process your order at thistime. Would you like to submit

the order offline to the merchant, and have the merchant contact you?”’

So that means you get the information from your customer and then you can follow-up manually
and possibly ask them for another credit. So you really eliminate the possibility of losing that

particular sale and the customer.
Ted: That'sgood. That'svery good.

Attendee: Can you use Autopilot Riches for something like ClickBank or PayPal, without

actually having to have a merchant account yourself?

Rob: Not ClickBank, but PayPal. We aso, just before we came here, started to look at
Australian payment gateways, and we have just added one recently called Eway — hopefully,
most of you are familiar with them —which is an online payment gateway system that you would

hook up with your merchant account.

Attendee: So you have a merchant facility here, like you might have in a business, that you
would swipe cards on. If you have that sort of facility, you can now hook that into a program or

a system called Eway.com, that | use?

Rob: That's correct.
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Attendee: And your program talksto it, so that here in Australia we can now process credit
cards automatically, over the Internet, instantly, without knowing anything about it. It just

happens automatically?

Rob: It just happens automatically. Aswell as having areal-time payment gateway, you can
also give your customers the option of paying by PayPal. Some people prefer to do that. So you

can have both options, as well.
Attendee: Can’t hear what’ s being said.

Ted: PayPal isan online payment facility, smilar to merchant accounts but more widely
acceptable for most merchants. Y ou can set up an account for free and it allows you to quickly

send money to anybody €else that has a PayPal account.

Attendee: But PayPal isonly good in Americaand Australia, not in other parts of the world.
It's not accepted everywhere.

| tried to buy something from a dumb website, and there was PayPal.
Tom: You can give me cash now.
Attendee: And | could not buy from them.

Tom: That istrue. Asfar as| know, PayPal has 40-million users worldwide today, and they are
going country to country. | guessthey have to open a market, you know. They are going to
more countries, as we speak.

Rob: They are expanding very quickly.

Ted: They are. And aso, you could offer it asan option. Y ou could go both ways. And if
someone has PayPal money in their account, they could just go ahead and choose PayPal. And if
they’ ve got room on their credit card, they can go ahead and use their credit card.

Attendee: Why are we using PayPal instead of a merchant facility? Why PayPal?

Rob: PayPal’svery easy to get setup. | would recommend individuals start with PayPal if
they’ re not too sure about their product or they’re just getting started on the Internet and they
don’t plan on doing large transaction volume.
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Attendee: Do they have to have a merchant facility to use PayPal?
Rob: They do not.

Attendee: So anyone here tonight who doesn’t have a merchant facility can actually sign up

with PayPal and can accept money from __ and then go and grab the money themselves?
Rob: That’s correct.

Attendee: But if I'm the person without the merchant facility and I’ m accepting money, do | see
his credit card details?

Rob: Inthe PayPal account?

Attendee: Yes.

Rob: | believe no.

Attendee: So that’s the good thing, right?
Rob: That’s correct.

Attendee: It'sgood for him, because he knows I’m not going to get his credit card details, but
I’1l still get the money and he'll still get the product.

Rob: So you get third-party validation on the transaction.
Attendee: Everybody understand that? Doesthat make it smpler?
Tom: Also, they are reasonably cheap, as well.

Attendee: A lot of Americans are using PayPal for cash transactions, if they don’t have credit
cards. Soyou'll just be able to get cash straight from their account into your account and not
have to worry about people worrying about putting things on their credit cards, that they don’t
want to deal with them. You still find that, sometimes.

Ted: Very convenient. And we can all get started this evening.

Rob: PayPal isavery aggressive company, aswell. They’'re owned by Ebay and they're

making all kinds of changes. | understand, very shortly, that you actually will not have to have a
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PayPal account in order to pay another merchant, which has been one of the things that you' ve
always had to do. They make you sign up for an account, first. | understand that’s all changing
very shortly.

Attendee: Isthere a percentage that you have to pay to PayPal?

Rob: Yes, they do take a percentage of the sale. Y ou, as the customer, do not have to pay
anything. But the merchant does have to pay a transaction fee.

Tom: It'sabout 3.2%. And depending on your sales volume, it can go down if you sell quite a

lot.
Ted: Therearefees, but that’s very good.
Tom: If you can make asale, who cares? They can take 3%.

Rob: Also, to clarify, when you have a merchant account, if you have aregular physical store,
you have to understand you need something called a*“ card not present account,” a merchant
account. So just to clarify, you cannot use your regular storefront merchant account to do online
transactions. 'Y ou need something called a“card not present account.” It'svery important. You

don’t want to jeopardize your regular account to do that.
Attendee: And lastly, the website that people can check that out at?
Rob: PayPal.com.

Ted: Okay, Tom, let’s go ahead and create the name for this other product. We'll take more
guestions | ater.

Tom: Okay, we've created the second product now, yes?

Ted: Yes. How about “Audio CD’s of the World Internet Summit?’ Again, we're just

following the formulathat we created, that we know works.

We should put in the $297 that we decided. That is US dollars. We should also go ahead and
put shipping in there. Let’sputin $16. Why do we choose $16? Because we know that’s
approximately what’ s going to cover it and give us $1 or $2 extra.
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Shipping calculation, yes. Recurring? No. No.

To keep it simple, we' re just going to go ahead and not worry about taxes right now. We will
pay. Get that on the mike.

Destination URL? Okay. Thank you URL. Now wereally can put areal thank you page up,
right? Becauseif they go through and they order, either way, we want them to get something.

Calculate commissions? Yes! Why do we want to put calculate commissions? Because we

want to have other peopleto help us sell the product, is where we're headed to.
Rob: Pay your affiliates.

Ted: Yep. Anything else that we ought to be aware of right here, Rob?

Tom: | just nameit anything | want, okay?

Rob: Great. That'sit. We'reall good to go.

Ted: Goodtogo. Then save thisproduct. Do you see how difficult it was to input another

product? We did that in what, less than two minutes once we made the decisions? For sure.
Tom: Let meknow if anyone sees| make a spelling mistake. Thank you.

Ted: Okay. So nhow, we are going to create...

Rob: An autoresponder.

Ted: Anautoresponder. And, in fact, experience will tell you this but I’'m going to go ahead
and giveit to you because you're here to learn, there' s always, when | go to create a product on a
website, two kinds of autoresponders we want to create. \We've already referred to the other one.

The other one is an opt-in, where people don’'t order a product. We want to get them, “Hey,
thanks for opting in, blah, blah, blah.”

But obviously, the one that we' re concerned with right here is when they order the product, we
need to say something like, “ Thank you! Expect your product to be shipped quickly. You've
got the teleconference, here’ s the dial-in number, and here’ sthe URL, where you can go

download and listen to the audios.
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So that being the case and since we' re running on time, guess what | took the liberty about doing,
about writing that up? Believeit or not, | wrote one. We' ve got one that we might need to
changeit, of course, because we' ve got to make everything work, | just threw afew things out

and said, “Hey, thanks.”

Attendee: How much money doyou saveon _ ?

Ted: Not very much. Truth be known, it probably took an hour, maybe an hour and a half to
write up the sales copy on the web page. And it took alittle bit longer than that to write up the
autoresponder, just because then | had to decide — and we always have to decide —where am |
really going to send them. What isthe dial-in number? Y ou’ve got to go look up the dial-in
number, get it and write it down, “Here’ s your code,” that kind of stuff.

So autoresponder, autoresponder name. Now, thisisjust for our reference.
Rob: It'sjust an internal name.
Ted: Yeah. Confirm. How about confirmation or confirm? And from e-mail address.

Rob: Here' s something very important about autoresponders. Most of them look like they are
what’s called “ system generated,” and they’re not very personalized. Y ou think you' re getting

them from a machine.

With Autopilot Riches, not only can you personalize them, they look like they’ re coming from

your own e-mail address account and your own name.

Ted: And do you happen to have an e-mail address that we can use? Yep. Let’'s see, do you
have one? Like wis20041@yahoo.com.

| guess you already know that, or you wouldn’t be in this audience, anybody can go get an e-mail
address at Yahoo. So that’swhat we did. We set that up, and orders will go there, confirmations
come there. That ought to be the from address, correct? Okay. Got that in there?

The next oneisfrom name. Y ou do remember how to spell Margaret’ s last name, correct?

Tom: | hope so.
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Ted: If not, we'll help you out. By the way, Tom told me he speaks better Mandarin than
English. | meant writes better Mandarin than English.

Attendee: So what we're doing right hereiswe're actually creating what’s called an
autoresponder series. So thisisjust the basic settings for this particular autoresponder series. So

every autoresponder that’s sent out is going to come from this e-mail address and this name.

Ted: Exactly. Now, an autoresponder, get rid of theideait’s tough and complicated. It's

nothing but an e-mail. Anybody can doit. Let's create one.
Rob: An automated e-mail.

Ted: First one, daysdelay. We are creating an autoresponder. Days delay means how many
days after the triggering event do we want the message to go out?

Now, you could set this for anything up to 365 days. But if they registered tonight or in the
morning and the teleconference is on Saturday, | suggest we put zero there. How about you?

Zero.

Subject line. How about confirmation for world Internet secret order.

Attendee: Can't hear what's being said.

Ted: WEell, okay.

Rob: Order confirmation.

Ted: Order confirmation?

Rob: Are we creating a product-specific autoresponder, Ted?

Ted: We are creating a product-specific autoresponder. And what is that, Rob?
Rob: That’'s an autoresponder that’s actually tied to an individual product.

S0 you can have autoresponders that are tied to an opt-in box on your website, which would be
one particular series. Or when somebody purchases a product, you can have afollow-up based

on that product.
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So let me give you an example. Let’s say you're selling a nutritional product or something that
needs to be re-supplied on aregular basis. Y ou could set up your autoresponder so that they get
areminder. If it's something that they’ re ordering a 30-day supply, you could set your
autoresponder to 25 days before it’ s time to reorder and send out an autoresponder that says, “It’s

time to renew your product.”
That’s one option.

Another thing you can do, too, with the smart autoresponder system, isyou’ re going to have
prospects subscribe to your opt-in box. And then eventually, hopefully, they will become

customers.

Y ou don’t want them to keep receiving your prospect autoresponders, because they just bought
something. So the autoresponders can actually allow you to unsubscribe them from your

prospect autoresponder list and have them subscribe to your customer list.
Ted: Very sophisticated. But that’s not anything other than a checkbox, right?
Rob: That'sis correct.

Ted: Incredible. Tom, let’s go ahead and dump in alittle bit of that copy that | happen to have

prewritten. And again, it’sjust nothing but an e-mail.

I’m going to read alittle bit, just so you can see what it says. “I can’t believeit, but I’ ve won the

internet challenge at the World Internet Summit.” Thisis coming from who? Margaret.

It's put me into business big-time, truly in afew hours. There’'s so much going on, | don’t have

time to collect all of my thoughts. Let me say thanks for subscribing to my e-zine.”
Y ou know what? That’s probably not the confirmation.
Tom: Okay, so you want a confirmation?

Ted: That's probably the subscribe, the opt-in thing. That probably is, the one that says, “| have
three important things to tell you, when it's on, Australiaor the US.”

Now, how many people have heard this? “Good evening, Australial Good morning, USA,” and

all pointsin between. But our biggest market happens to be the US and Australia, right? And
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England. But right between here. So we're just going to go ahead and give them the details,
what time they need to dial in, what time zone, just like you’ ve seen done.

Chris: You're selling the actual conference itself, plus arecording of the conference, that
teleconference?

Ted: That's another good thing we ought to tell them, where they can go to dial in. And if they
can'tdial inor got in alittle bit late, where they can download or listen to the audios.

| think that’s happened.

Rob: That’'sgood. Also, if you notice on the right-hand side, you'll see something that says,
“Merge, insert, menu.” And over here, you have up to 30 fields that you can actually insert into
the body of your e-mail message; everything from first name to date, address. So you can really

personalize these e-mails.

I’m not sure if you're familiar with Microsoft Word. They have something called amerge

feature. And the autoresponderswill do that for you.

Ted: Now, here s another thing. We've already mentioned the subject of spam. We were

talking about getting in trouble with spam earlier, if you just buy these junk leads.

But actually, you can actually not get your e-mail delivered if you have too high of a spam
rating. If you go in there and you write up, “I’ve got the greatest vacation package in the world
and it has free Viagraand it will give you enlarged...” it's going to go trigger, trigger, bam, and

your e-mail will probably go into bulk e-mail for half of the people who've got e-mail out there.

So you need atool. And it used to be real complicated. Again, Autopilot Richesis not the

Model T. We can check this against the spam assassin and see what score we have.

Would you check that message and make sure if we've got any offending things it will point it

out, and we can erase them, clean them, get them cleaned up?
Zero.

Rob: Zero.
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Ted: Zero. That means this message does not look like spam and it will get delivered. Again, |
told you | wrote that alittle bit.

How do you think | got that thing down to zero?
Rob: Did you hear that, Ted? You're brilliant.

Ted: Thatain'tit. It'sbecause when | put it through and it said, “7.6, this message looks like
gpam and it will most likely not reach itsintended recipient,” | said, “Jiminy!” And it said,
“These are the offending phrases.” And | just went back and | said, “Oh, | said money.” So then
| go, “Mon~ey.” Oh, it said, “Make money.” Well, “Make* money.” Connect them, you know?
And then you just play with it and you run it back through.

But the important thing is, again, folks, anybody can do this.

But what would happen if you didn’'t do this? It wouldn’'t get delivered. And | had alady give
me an e-mail likethat. She said, “Ted, Ted, would you do ajoint venture with me? Would you
send out to your list?” And | said, “Yes, provided it makes sense. What isit?’ Shesaid, “It'sa
vacation package.” That's not direct, but it’s no conflict. | said, “Okay, send me an e-mail.

Writeit up.”
So | run that thing through and it just went off the meter. | didn’t think it would.

Now, who would think that there’ s anything offensive about vacation and travel? It’sjust that
there' salot of spam that talks about that.

So that tool told me we got it cleaned up and got it down and delivered.

Rob: Having your e-mail filtered is probably one of the biggest headaches Internet marketers
facetoday. And spam.

Ted: It'sjust likethe postal carrier saying, “I’m not going to deliver your mail because | don’t
think my customers should have it.”

Rob: That's correct. So we give you the tools to make sure that your e-mails are being
delivered successfully.

Attendee: Can't hear what's being said.
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Ted: Areyou living in the future? The question was Bill Gates has been on TV, saying he's
going to eradicate spam. By the way, the US was going to wipe out drugs and terrorism, too.
Y ou know that.

But the problem is when do we want to sell here?
Attendee: Now.
Ted: Yeah. Soisthe Internet dwaysin astate of change? Rapid change.

We were talking about PayPal introducing a new thing, making it easy. So avalid point, valid

point.
Sothen, it'sreal simple. Wejust saveit, right? And we've got it.

Now, alot getslost on the Internet. A lot doesn’'t get opened. Have you ever got an e-mail that

you intended to open and didn’t open it?
So let’sjust put up the same message again.

Rob: Speaking of open, would you like to know how many people are actually opening your e-
mails and reading them? Think that would be important?

WEell, with Autopilot Riches, if you create an html e-mail, we'll automatically put alink inside
that e-mail and we'll actually give you the open rate, which is how many people actually opened

your e-mail message.

It only works with html because we can hide what’ s called a hyperlink in the background, and it
will actually do a count of how many times that e-mail isopened. They’ll support something
called MIME-formatted messages, so that you can create both atext version of your message and
an html version of your message. Both will be delivered. And depending on what the receiving
mail client, your mail software — Outlook, Outlook Express, Eudora— whatever it can read, it
will open up the appropriate message. That’'s something that’s called MIME-formatted.

Ted: Very good. Very good.

Attendee: Can't hear what’s being said.
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Ted: The key words are the same. The spam assassin database is just strictly looking for
keywords. It doesn't really pay attention to html or text.

The trend still, today, is most marketers will tell you to use text.

Ted: Folks, from up here, | can seeit looks like we ought to take a quick 10-minute break, walk
around. Those of you who've got adrink ticket might run over to the bar, huh? 10 minutes,
we' [l come back.
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World Internet Summit, Sydney, Australia

Third Hour —CD 1of 4

Ted: Alright folks, are you ready to carry on? Let'sdoit. Let'sdoit.

| had like 10 different people on the break stop me. By the way, we're going to move on, but |
had to get thisone. They said, “I’m sorry, that system does so much, it must be hugely

expensive.” How many of us were thinking those kind of thoughts?
Rob, what do you say about that?

Rob: Itisnot hugely expensive, and we are going to definitely make it available at a special

price. Andwe will tell you what that is tomorrow.

| am here for the entire weekend. | know alot of you have alot of questions. Feel free. I'll

answer as many questions as | possibly can.

WEe' ve actually only touched probably about 3% of the actual functionality that Autopilot Riches

will do.

Ted: Of course, fortunately, folks, Rob’sagenius. But for me, guesswhat? That 3% runs my

entire business. Doesn’t it?
Rob: It does. Mine, too.

Ted: By theway, we forgot to mention where you can get adomain name. Tom, do you have

domain names, a place where people can get domain names?
Tom: MelvinIT isone of the first websites that accepts a.com, .au or any .au domain services.

Now, if you want to have as good a deal as .au domain registration, you can go to this website
called HostingBay.com.au. And they offer, | think, .au domain names from $48 for two years.

And for .com.au, it's $77 for two years. And | believethat’savery good deal.
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The website address is called HostingBay.com.au. | will put that on the website, aswell. Like
Ted said, we'll have aweb address called WorldInternetSummit.com/speakers. And most likely,

under the name of Tom Hua. And you'’ Il see the results on the website, as well.
Ted: Excellent, thank you. HostingBay.com.au.

So because we want to make sure that everybody gets a good night’s sleep, because you need to
be active in the morning, we're going to roll on. We are here for you. Thisisyour time. We

will answer any question you have. Sometimes we have to move through the presentation.
So Tom, we' ve got these two autoresponders set up, right? The subscribe and the confirm.

So what we ought to do now, we had, on the web page, we had a subscribe box set up but it
wasn't active. So now, we need to set up a subscribe form. And the reason why we're doing this

right now, in front of you, is so that you see how simpleit can be.
So we click on forms, custom forms, and it will create aform.

Now, what we' ve got here, folks, you could ask for more than their name and e-mail address, if
you wanted to. Y ou could ask for much more. Y ou could even put custom fields. But most of
the time, with an opt-in, you only want their name and e-mail address because you'’ re not going

to be sending out real mail. Plus, your subscribes will go down.

Soit’sreal simple. We' ve got these optional things. Isit visible or isit required? The name, of

course, we want it. So we're going to make it visible and required.

The e-mail address, by default of the system, is always going to be required. Right? Otherwise,

how could we connect with them?

So what else do we need to do on that one? That’sit, isn't it?
Rob: You can also have athank you URL.

Ted: Thank you URL.

Rob: Inthis case, though, we're using an opt-in box on the page.
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Ted: We want them to stay on the page, and we want to subscribe them to the autoresponder,
which isthe subscribe one. Right? Thisiswherethey didn’t buy, they opted in to subscribe, and
we put that up.

Isthat what you called it, newsletter? Okay, good. That would be right. And then create form.

Now, when we create this form, do you see this gibberish? Again, thisis something you don’t
need to know. What itis, it'sin html format. But all you’ ve got to do is copy everything that’s
there. You don’'t need to know html. Y ou copy it and when you go put it to your web page,

where you want it to be, and you just dump it.

We go to html format, but we did it by putting our cursor there and we tell our Microsoft

FrontPage. It hasthe little tabs, preview, normal, html. Now we' ve got it.
Did we ask for three names or three fields? Okay. Got a submit button.

Did you ever wonder how people create that? The systemdidit al. All you'vegottodoistell it
what autoresponder to subscribe to after they put it in.

Rob: And you can have different opt-in boxes on your web page or different pages. So you can
create as many forms as you want, hook them up to as many different autoresponders as you

want.

So if you have 20 websites, each one can have an opt-in box. And each one could be subscribed

to adifferent autoresponder. Y ou're not limited to one website using Autopilot Riches.

Ted: You could have 100 different websites using this same Autopil otRiches.com account,
which also will bring down whatever cost you eventually have in the system. Right? You can
alocate it over that.

Attendee: Can’t hear what’ s being said.

Ted: Yeah. We'recreating in Microsoft FrontPage. Thisisthe view that is called wysiwyg.
What that really meansis what you seeiswhat you get. It’sthefirst |etter of each word. And

we don’'t need to know any of the code.
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But the redlity isall web pages are created in aform of html. So we have awysiwyg editor, but
at certain times there are times we need to put code in. And we'rein wysiwyg, so we go and we
move our cursor right about here, where we want it to be, and then we have to flip over to html

format. There' s no graphics, there’sno nothing in html. Can you show us html?

Since our cursor was there, all we haveto doisgo “paste.” So we copy it out of Autopilot

Riches, paste, and then we go back to our wysiwyg format.

Now, thisis specifically web-authoring software. | don’t know if you can seeit, but down here
at the bottom, on the lower left, it’s got your normal mode, which is what we'rein, we want to
seeit; it’sgot your html, which we can switch over to see the code; and then it’s got the preview

mode.

The preview mode, watch this. We're going to give you ademo. Seetheselines? These aredll
formatting things. But when we go into preview mode, it’s supposed to show us what it will

look like on the web, and you will not see those lines on the web.

And we also became disconnected on thissite. Thereitis. Do you see how you don’t see those
table lines that we had?

Now, you can’t work in this, because you can’t change aweb page. Can you? So we switch

back to normal mode, and then we can do it.
Good question, thank you.

Okay, so we've got our opt-in box and we had better check. Now, thisis where we always do
our clean-up. We'd better check and make sure we' ve got prices. Have we got the price down

here for $27 al the way around?
Tom: We need an order page, too.

Ted: We need an order page, too. Oh yeah, someone also came up on the break and said, “What
happens if people order the teleconference and they don’'t order the tapes, and then they decide
later on that they’ d like to have the tapes?
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Now we're going to have to create three products. Right? Teleconference only, audios —which
we should throw in the teleconference for free — and we need another option because we're

always trying to get more money. We're trying to upsell.

Then the autoresponder that goes out, we write a message, “Here’' s where you go for your audio
teleconference. Here' s where the web pageis. If you bought, no big deal, the audios. If you

didn’t, there’ s still another chance. Click thislink.”
So we' ve got to create another product there, too, which we're doing.
By the way, we can probably just eliminate that.

By the way, there is no end to the stuff you can do with aweb page. How many of us have seen
aweb page that changed over time? Anybody ever seen aweb page change? We do thisall the

time.

We upload web pages sometimes, and we upload another version two seconds later because of a

misspelled word, etc.

Okay, if we're on our web page with the teleconference, we want to go from there to the web

page that offers the upsell. I1t’san order link, but we'll go to the web page that offers the upsell.

And then from that, we'll really give them achoice to buy. And that will take them off of our

website.

Now, get clear, because | want to make sure everybody understands that. Off of our website, and
we' |l go over now to the Autopilot Riches system.

The Autopilot Riches, | introduced it earlier, | didn’t make abig deal of it, but | called it and
introduced it with e-commerce. When they’re on our web page, it'sus. Are you with me?

S0 no, the web pages is not Autopilot Riches. Thisthat you see hereison our server, it’'s hosted.
It's hosted on Tom'’s system. When the person presses “order,” they don’'t know they’ve

changed, but they are then in Rob’s system. That’s the e-commerce system.
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So you can't get just Autopilot Riches and create your web page. Y ou need to have adomain
name, you need to get hosting. And we'll give you all of the toolsto do this, | promise you.

WEe'rejust trying to do the demo right now.
So thisis the order now page or the order page.

Now, the order page comes up, thisisthe real thank you page. Remember what should have
been the thank you page? Earlier we were talking thank you page, thank you page, except we
decided, no, let’ s give them an upgrade.

Now, that upgrade offer will give them a choice to either order what they had originally decided
to order or to order the upgrade version. And now, we will have athank you page that genuinely

comes up, that tells them when and where they can dia in.

How many web pages do we have? Three. Thefirst pageisfor the teleconference. The second
page isthe upsell. And the third page is the thank you page. Thank you. WEe're going to see

how it works.

By the way, most... Not most. Probably numerically most, alot of the big successes and with
our style of marketing, entrepreneurial style, we' re not Microsoft. Right? We don’t need
thousands of pages. Entrepreneurial style, atwo-page website is actually the norm. No upsell,
right? Or the upsell iswritten into the offer. We just pull a sophisticated angle because we

happen, from tests, to know that that works better to maximize your income.

But it’sjust the order or the offer page. And once they order, have gone through the system,
Autopilot Riches sends them back to your website and a thank you page.

So we are now adding in a special message from Margaret Berman and Ted Ciuba. Thisisthe
page, “Would you love the audio CD’ s of this entire power-packed weekend, every single
word?’ Thisisthe upgrade page.

WEe're doing just what you’ d have to do, double-check —and | hope you'’ re hel ping us through

this— make sure that we don’t have anything that’ s not correct.

By the way, when we were on break, we real quickly put in remember Margaret was saying you

ought to have extra bonuses and incentives, right? So what we decided to do, we added real
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quick and said, “Let’s give them duplication rights to the highlights tape.” We can do that, right?
So we' ve thrown that in as a bonus real quick.

How long did it take to create that bonus? We just got together and said, “L ook, let’sjazz it up a
little bit. Canwedoit?” Yeah. And we ran over, we created alittle subhead, created a

paragraph of two sentences, and it’sdone. It'sfree. It doesn’t change anything in the system.

Do you see the Visa, MasterCard, etc., etc. logo? Statistically, tests show that logo or something
similar will help increase your sales, because people feel an identity. It'saknown, it’s

trustworthy. You don’t look like you’ re just an amateur asking for money.

Rob: Also, you have something called your “secure checkout,” which Autopilot Riches takes
careof. You don't have to worry about going out and getting your own secure certificate which
costs, alone, $497 US, depending on where you purchase it from, such as Verisign. Autopilot
Riches takes care of all that for you.

Ted: You just save us aton of money there, didn’'t you?
Rob: $497.

Ted: Alright, there' s another secret, which you' |l hear more about. And it’s giving people an
incentive to act now. Thisistrue, right? But do you see down here, we say, “Wait and you'll
pay more?’ They’ll pay more no matter what. We want to tell them, right? Because we always
want to get their money now. People can surf off the page too easy and make that happen.

There was a question over here.

Attendee: For aproduct that’s $27, you' re upselling to $297, have you actually tested that to

see if that works well?

Ted: Good question. The answer isyes. It'sjust like the digit seven. The question is have you
tested to see if the upsell workswell? There’'salot of different theories and different marketers

got their own theories. But one of the onesthat rulesis called the funnel theory. Basically, you

get leads in.
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Now, another way to get leadsis by afree special report. Right? But you get the lower pricein
and then you can, when they’ ve seen your product, when they’ ve already made a commitment,

you can sell more.

Thereal thing that we would do and should do but we just can’t because we' re under the gun
right now tonight, we' ve got to make this whole thing happen this weekend, we don’t have alot
of time, but the real answer isyou could try it both ways. You could just straight-sell the $297

product. Isthere any reason not to do that? No, there s not.

But we already know that if you can only ride one horse, you ought to pick the one that’s most
successful most of thetime. So that’s all we're doing today.

But the individual offer, you can’'t tell. That’s why we wrote up two headlines. WEe're going to
change nothing but the headlines on two web pages — everything else will be the same —and see

if it works. Good question.

Rob: So what we're doing right now is we basically just went into the Autopilot Riches system
and grabbed the product link for the specific product that we' re going to put on this web page.

And we're simply inserting it here to the order button.

So if you have awebsite or aweb page that’ s already made, in five minutes you can go into
Autopilot Riches, create a product, take that link, put it on your website and you' re done. Y ou

already have away now of processing orders.
Ted: Alright. We are looking now at another product.

Rob: We're hooking up, now, the product-specific autoresponder for the actual product that we

wrote earlier.

Ted: Now, how many people do not know how to create alink, an order link or alink to another

page? Okay. Let'sexplain that one.

First of al, I cantell you the best thing you could ever do —and | know people don't like to do
this, especially men —is go get Microsoft FrontPage and watch the tutorial. Y ou can become an

expert in three and a half hours.

Let’sjust show them how to do alink. Can we, Tom?

World Internet Summit Australia — Volumes 1-6 Page 59 of 342



Rob: How many people here can use Microsoft Word? Great. Then you can use FrontPage.

It'sthat easy.

Ted: It'spart of the Office Suite. Yeah, itis. Let'sjust go through the best deal. Y ou want to
do that one? Best deal by clicking.

What you do, you highlight the area that you want to make alink. That’s how you makeit. And
then you go to hyperlink. Do you seethat? Properties. Right here, you just put in the link that

you want people to go to.

Now, that’s along, complicated link. Where did we get that link? The system generated it.

Once we said, “ Save the product,” it said, “Here is the product link that you use.”

So it’ s nothing more complicated than you highlighted that link, you said, “Let me put in the link
here that we need,” the drop-down box. You saw the hyperlink properties. And thenit’s
automatic and it’sthere. Thereitis. And when he says, “Okay,” that’s when you’ ve got your

blue, underlined link.
Now, the first time that ever happensto you, you' Il have a spiritual experience.

Rob: And your links can be text here, or if you have like an “add to cart” button or an order
button, you would just connect the link to that particular button. So it’sreally up to you what

you have on your website.

Chris. Anybody doesn’'t know what alink is? We're talking foreign language.
Rob: Hyperlink.

Ted: Now we are talking foreign language.

Attendee: Can't hear what’s being said.

Tom: Okay, so we are going to changeit toaUS.

Ted: Yeah. See, thisisthekind of stuff we do. There salot of detailsin this stuff, and we just
kind of look, double-check. It'sonly US.

Attendee: Can’t hear what’ s being said.
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Ted: We created that one on abreak. Question. Someone saw 26705. | think we put the wrong
pricein, though. If we've got a product that’s $297, first of al we've got the $27. Right? And
then we decided to let’s offer the audios. We decided to throw the teleconferencein free, if they

purchase the audios. Right? And we also threw in duplication rights.

But then, we decided real quickly, we were talking about it, what if they don’t? And by the way,
we didn't have to do this. But thisis just the whole process and we want you to seeit all. What
if they order the teleconference and then they get your confirmation e-mail? That’s another
opportunity to upsell, isn't it?

So if they’ ve already ordered, what we' re going to do to make it more easy for them to do this,
we'll giveyou full credit. So your price now isonly $270 for the audios.

Tom, | know you’ re working there. Have we created the $270? Great. Great.

Now, | don’t want to lose anybody on that. Does everybody understand exactly what we did?
Okay.

Remember, we created the teleconference as a product, $27. Then we aso said, as an upgrade,
we would then try and sell them the $297 product. But what we also said, and again we decided
thison break so it wasn't on the stage and that’ swhy it might be unclear, iswe said, “1f they
order the audios, give them the teleconference.” We're trying to make it so we get as much as

we can, right?

Now, you might think, “Well, if we sell them the teleconference and sell them the audios, we'll
make more money.” Yes. Butif we say, “You just purchased this, how would you like to get
full credit for it,” we'll probably sell more. Tests show that the only real way to know istorun a
test.

So that’ sthe difference. We' ve got the product if they only buy the teleconference, or if they
buy the teleconference and audios together. And again, remember, we're doing everything that

we can. We're pulling out al the tricks, because we want to maximize our income.

Since we're going to send them a confirmation autoresponder message anyway, we sent them
one that says, “If you purchased the audios, you were a smart person. Congratulations. If you

haven't, we'll give you one more chance.”
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But they’ ve already spent the $27. So we had to create a third product, which was only the
incremental difference between the teleconference and the audio. It’s not actually athird real

product, it'sathird price. That’swhy we did that.
Question over there?
Attendee: Can't hear what's being said.

Ted: That should be an error. Tom, we got a $29.95 price in there somewhere? Let’'ssee. We

can do asearch for it, because it might be in there, .95. Let's see. It might be on the index page.

Oh, by the way, how many of us know what page your main web page is named, as far as the
URL? Index isthe URL.

Now, it isthe home page and we call it the home page, under most systems. And thereis one or

two variations. Some say default. But it's normally index.htm.

Now, for instance, when you go to this esecretsgold.com, is that the name of your website?
Yeah. Esecretsgold.com. It’'s set up by default, so if we put up an index page, that’s the page
that’ s going to come up isindex.htm.

Any other page in that website that we want them to go to, such as the thank you page, such as
the more value page, will read like this— and you’ ve seen this—

esecretsgold.com/moreval ue.htm.

Now, typically, what we're doing iswe're saying, “Y eah, go to my website, esecretsgold.com,”
because all the other pages get linked off of your main web page. Are you with us?

Thereyou go. Thanks. You're agood reader.
Attendee: Can'’t hear what’s being said.

Ted: Good question. What is the difference between html and htm? And the answer isthere

isn’t any difference.

Rob: Personal preference of the webmaster, usually.
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Ted: Yeah, personal preference of the webmaster. The language was invented html, which
means hypertext markup language. But because it’s part of the word system, most people started
saying, “Hey, | put .doc on my Word pages, I'd like to put .htm,” so you do that.

Now, some people, in certain instances, will put up both just in case someone doesn’t know what
itis.
Rob: You haveto be careful, though, with your web host, to make sure that they have both

enabled. Some of them, by default, will only enable .html. Html is usually the default, so you

have to make sure that both work.
Attendee: Can’t hear what’s being said.

Rob: That's correct. The best way isif you've got to page, test it first. If it works, then you're
good to go.

Ted: By theway, as presenters and promoters, we understand that alot of timeswe like to keep
the “razzle-dazzle” factor high. Right? But Brett introduced this and said it might be alittle bit
boring, right? Because we' re looking through here, looking for where do we need to get the

right price and kind of quiet at times. That’sjust theway itis. Right?

How many of us have ever written an English composition? That’s pretty boring, too. Thisis

the boring part.

The good part isyou’ve got mail. That’s how you get orders. Y ou get notification. The system
sends you, as the merchant, information also at the same time as it sends the receipt to the

customer.

If you use aprogram like | use, Eudora, you can set it up. | don’t have to worry about when an

order comesin. You get alot of mail, right? You pay more attention to orders.

I’ ve got mine set up where people are whooping, hollering, clapping, yelling and screaming

when orders comein. Filters.

So we now have our three web pages optimized. Did we go back in and actually create that third
product in Autopilot Riches?
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Rob: Yes, wedid.

Ted: Okay. And we hooked up the autoresponders. And we' ve got our opt-in box. And we
were going to do an AB split between the two headlines.

So on our index page, like alot of things, it will take work on our website, alittle bit of work on
our website, and alittle bit of work on Autopilot Riches. When | say work, | use that very

loosely.

Let’s cal thisone—it was the second one we did. Right? Do you want to cal it indexb.html?
Attendee: Can't hear what’s being said.

Ted: Okay, Tom, what are you suggesting we do now?

Attendee: Can’t hear what’s being said.

Ted: Indexb.html.

Rob: Iseveryone familiar with the term “ split-run tracking” or “split tracking?’ No?

What that meansis that you can test different landing pages or different e-mails for different
results. Autopilot Riches has afunction that’s called an “ad tracker.” And what that ad tracker
doesisit creates a specia link that you would put in your e-mails. And then you can control the

destination of where that link goes.

A couple very important things when you’ re doing marketing on the Internet, especially if you're
doing paid advertising, is you want to know how effective your advertising is. Inthis case, we
want to test the headline.

So you'll create an ad tracking campaign, which Tom is going to do, and then you'll put in the
destination URL of your landing page one, and then landing page two. And we can actually
allow you to test up to three different landing pages.

What that will do isthe ad tracker will tell you how many times the people clicked the link. It
will tell you the percentage of opt-in e-mails you got from your campaign. It will also tell you
the conversion of your particular campaign — in other words, how much money you made from

that particular campaign.
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Ted: Which, by the way, give us a quick comparison of how we used to have to do it, so
everybody can appreciate it.

Rob: Before, basically, you had to have different pages and create a different ad tracking
campaign for each particular destination URL.

And now, we' ve given you the option where you can build them al into one particular campaign.
Ted: Yeah. It usedto berea complicated, and now it’s nothing.

| know that another thing that we' I need to do — and Margaret was asking about this, of course —
we' ve got to market this thing, also. We're putting up the web pages right now, and we' ve got
Autopilot Riches set up. But marketing, the easiest way to market, quick, inexpensive, is
through e-mail and through an affiliate program. Right?

How many people here — show of hands— have alist of any size that they could potentially join
Margaret’s affiliate program, make let’ s say a 35% or 40% affiliate commission, and they could
us market thisthing? Anybody?

Rob: Well, we have afew with mailing lists.
Ted: Excellent. You do, too? Tom’s got 30,000 namesin his database. Isthat agood one?

So Autopilot Riches has an affiliate program. By the way, | assure you —and | keep referring to
the old days— | had about $2,400 invested in my affiliate program and it was not working right.
And | had another $2,400 that | was looking at.

Whenever | first saw Autopilot Riches, bam, | dumped everything in the trash and said, “ This
has got it.”

So explain what we' re doing here with the affiliate program, how we're setting it up.

Rob: Actually, we're doing on the ad campaign. We created the ad campaign, and you can tell
here, at aglance, we give you all the different specifics. Wetell you the leads.

So thefirst thing we did was put in — very important —is your destination URL for the first
campaign that you want to have. And then we put in the destination URL for the second

campaign that you have.
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If you notice, at the very top, the link that you’ re going to hand out or put in your e-mails, when
you do a broadcast, is the ad tracking link itself. And with that, when somebody clicks that, you

arein control of the destination.

So let’ s say that you' re in the middle of some type of an aggressive marketing campaign, you
have media going, either radio, print ads, and you have them all going to this particular link on
your website, and you find out that one of your pagesis failing miserably, you can quickly goin

here and edit the ad tracker and change the destination of where they go on the fly.

So without having to worry about the actual link that you have on your advertisement, that’s a
very important function. Y ou basically are in control and you can change instantly, or you can
go back and edit your headline, make changes on the page. And as you watch your traffic go, in
real-time statistics, we show you the clicks, your conversion rate, how many orders that you're
getting, the number of sales, your per-visitor value. You can also disable certain ones or change

them.

So you can do this al on the fly, and not have to worry about the link that you’ ve actually sent

out to your customers or your prospects.

Ted: Andthat’smajor. Becauseif you have paid for an advertising campaign, you're
committed. But you'rereally not, now. Injust real simple math, you get 100 visitorsto page A,
100 visitors to page B, you make 10 sales on page A and zero on page B, you could just go red
quickly and say, “1 could change the headline, | could experiment, but all I’m going to do isjust

move everything over to page A,” and it’s gone.

Rob: We'rereally giving you the technology that Fortune 500 companies would love to use

today for something that’ s built into the application.

Ted: Exactly. You know what? | think we ought to do one other thing, though. We've got

marketersin the crowd.
Rob: We're going to create the affiliate program.

Ted: Let’'screate the affiliate program. And then anybody — by the way, 1’1l do this too,
Margaret — anybody who wants to join the affiliate program can go up, join the affiliate program

tonight, send out an e-mail to their list, and they’ll have alink and they can make money. It will

World Internet Summit Australia — Volumes 1-6 Page 66 of 342



be real interesting. We had, | think, three to four people here. See me before you leave, and
you'll give me your e-mail address. Then I'll give you a copy of aletter and you'll join the
affiliate program. Just go up to esecretsgold.com. Write that down. Go ahead and join the

affiliate program, send out aletter to your list, make money.

Brett, can | get a Coca-Cola or something? Two please, Brett. If you don’t have alist, hurry up
with that Coke.

Attendee: Can’t hear what’ s being said.
Ted: That'swhat Friday, Saturday and Sunday is all aboui.

Rob: What Tom just did right now, while you' re watching him, is he published the website to
the World Wide Web. If you now look at the top of the URL, you' re looking at the website live

on the Internet.
Ted: Wearelive on the Internet.
Attendee: _ for free, and | spent a couple hundred dollars using ad blaster and joining .

Ted: Thereare, actualy, alot of “marketing” things that you can do that aren’t really effective.
There are unethical marketers selling programs. Like, for instance, freeforalllinks. They don’t
work very well these days, do they?

Rob: Not at al. Therewasapoint intime, early on, when those type of things did work. But
you had to put alot of time and effort into them and they quickly just outgrew their usefulness.

Attendee: Can't hear what’'s being said.
Rob: Tom, do you want to show them how you publish the page to the website?

Tom: | useaprogram called FTP, WSFTP. There'slots of software available on the Internet,

some of them are free, that he can use to upload awebsite. It'srealy simple.

All you have to do isto follow their instructions once and you know for your life. 1t'snot

difficult at all. You just locate where your pages are, then upload it.
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Rob: Also, the latest version of FrontPage haswhat’s called an FTP client built into it, where
you can just basically click abutton and publish your website.

Tom: You can use FrontPage to publish your web pages, aswell. But since we are not using
any features of FrontPage, | choose to use thisone. It's much quicker.

Ted: Now, just for apoint of clarification, we talk about the Internet like it's something. In

reality, the Internet is millions of computers.

So we created this. There'snoillusion. We created this web page on this computer, right? But,
that’ s a portable computer. We're going to unplug it and go do our own thing.

So what we do is we want to send this page to a different computer that’ sin cyberspace, that’s
just loading it from this computer to another computer. It’sloading it from this computer to the
World Wide Web.

Now, what website did we load it to? Esecretsgold.com. We used that address, alog-inID and a

password. Does everybody understand that?

Rob: Publishing your website is very similar to basically just saving files on your hard disk.

But you’ re saving files on your web server, instead.

A websiteisjust afolder stored on aweb server. Andthey’rejust files. Andthat’sall you're

doing is basically copying them over to the web server.

Ted: Okay. The WSFTP program he talked about. By the way, if you want that, write this
down. It'sfree. It'sat Ipswitch.com.

By theway, | said it wasfree. A lot of things are free one day and the next day you go back it’s
$29.95. So who knows?

Okay, we have our product, we have our ad tracking, we have our affiliate program. The pages
are published, at least preliminarily.

Rob: Now we just need our affiliate program.

Tom: Affiliate program, | just putitin. Let'shave alook.
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Ted: And onthe Internet, first of all, does everybody know what an affiliate programis? | don't
want to leave anybody behind on that. Okay.

An effiliate program is simply a commissioned sales board. We are putting alink on Margaret’s
page. Anybody who goes up there and sees that, they say, “Wow!” —it could be this simple —*“I
want Jane, who isin my office, to buy this program because she was talking about this Internet
conference that’ s happening in Australia and she wanted to be there. And guesswhat? | will
join the affiliate program. It’sjust like | will become a salesperson for Margaret. And then I'll
give Janethislink. I'll say, *Order through thislink,” and guess who gets the commission?’

Now, people are motivated to do that because there’s commissionsin it. There’s money. So
anybody who surfs the page, we want them to do that.

By the way, for tonight’s episode, we showed how to create the marketing. Brett said he was
going to market. | will. Tom said hewould. We've got several people in the audience. Make
sure you connect with me, right? Joining the affiliate program costs nothing. And again, tonight
we're not trying to solve all the problems of the world, that’s what the rest of the conferenceis

for. If you'vegot aligt, it's an instant, easy way to make money.

Tom comes to me and says, “Ted, I’ ve got aproduct.” WEell, I've got lists. | remember clearly
and distinctly, the very day, where | was and what | was doing when my list hit 100. Y ou will,
too. | remember. | can tell you my first order, where it was, when it came in, who | was with,
my second order and my third order. You will too, right?

And now, just the big ones, just the unusual ones. | remember Aniel, for instance, because he
wrote me a letter, an e-mail, and said, “| have to sell my car to come.” And I’ m thinking,
“Jiminy Christmas! If most people have that kind of determination and those kinds of sacrifices,

we' d have more successful people.” He stood out.

And then Patricia, she exchanged an e-mail or two. | remember a couple. Where's Sandy?
Good. Again, she stood out, too. She said, “L ook, | got on the Internet in October and | have
made $2-million.” Let’s give her ahand. | don’t know how much that is per second, but | bet

it's something pretty impressive. Right?

| know guys that don’t make $2-million in 10 years. How about you?
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What' s $30,000 multiplied by 10? $300,000, right?
Rob: A lot.

Ted: Alright. Guys, have we omitted anything? Have we forgot anything? Have we got

everything up and running?

Rob: | think we haveit all. We set up our affiliate program. We have a sign-up button on the
bottom of the page for the affiliate button. Just go ahead and click it. So all that is, isalinkin
the background. Again, we take care of the forms for you automatically, with Autopilot Riches.
We even give you a default terms of service that your affiliates can agree to, and we capture their

information and we put them in the database.

The system will then automatically send them out their affiliate link or their reseller link that

they will use to promote the products.
Attendee: Can’t hear what’ s being said.

Rob: Search engines? That'satopicreally inal itself. We wouldn’t have time to get our pages
optimized in ashort period of time on the search engines, unless we do something called pay-
per-click campaigns, which would be something like Overture, which you can generally get done

within a couple of days, but not in this short a period of time.
Search engines are going to actually optimize your own web pages.

Ted: Yeah. Search engines are one system of marketing. Jennie, can | have you come up to the
stage herein just a second?

There' s another system of marketing that iswhat you just saw happen today.

Now, Jennie Armato, who is another one of the featured speakers who you will have the good
fortune to listen to on Saturday, Jennie, you recently did ajoint venture with afew different
marketers. Isthat correct?

Jennie: That is correct.

Ted: Canyoutell uswhat that basically consisted of?

World Internet Summit Australia — Volumes 1-6 Page 70 of 342



Jennie: The product?
Ted: The marketing process.

Jennie: The marketing process involved identifying people that were already talking to the
audience that | wanted to talk to. And | approached those marketers with an offer, and we did a

joint venture.
Ted: And that joint venture consisted of you wrote up...?

Jennie: Oh, asalesletter? Okay. We did asalesletter. We set up, in fact, an Autopilot Riches
system, and we e-mailed out a digital downloadable of a product to the list.

Ted: And how long did it take for you, after the marketers sent the e-mail out to their database,
how long did it take you to start getting excited with action?

Jennie: Now you see, Ted, you're stealing my presentation.
Ted: Just acouple details.

Jennie: Minutes. Within minutes. In fact, Brett had e-mailed to alist before I’ d even uploaded
all of the pagesto my website. So I’m sitting there at my computer and | hear this ding-ding in
thein-box. And | have alook and it’s Brett announcing the website. And I’ m like, “ Shit!”
Speed typing hel ped.

Ted: Give Jennie agood hand.

So folks, actualy, the truth of the matter is what we have been doing tonight, building the
website, hooking it up with Autopilot Riches, is part of the game. But the real game, and what
we're really going to be focusing on Friday, Saturday and Sunday, is marketing. And | wanted

to follow it up with search engines.

A search engineisjust one method. It won't work when we're trying to do something in under

72 hours. But if we can get action in minutes, that will work. Right?
So we implemented the same system here. Yes?

Attendee: Find 10 more waysto get alicenseto create money .
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Ted: Actudly, let’schangethat. Thank you. We have put up aweb page. We have
encountered an error that we did not see earlier. So we go back to FrontPage, and we need an

enticer to connect and get them to give us their e-mail address.

But we can’t use what we wrote there. Instead, let’s do something else, instead of five, 10 more

ways to get alicense to print money.
Attendee: Would you like to have alicense to print money?

Ted: Would you like to have alicense to print money? Or newsletter reveals 10 waysto print
money on demand. Or discover how Internet marketing can be like alicense to print money.

That' s assuming we wanted to stay with that same theme.
Attendee: Freereport.

Ted: Freereport or free special report. Free special report reveals how to get your own license
to print money.

Attendee: Can't hear what's being said.

Ted: Freereport worth $39.97 reveals... Actualy, theironic thing is some people want to get
in pricing what isthe value. Y ou’ve seen them, right? “This book isworth $1,000.” Some

people would say the same thing is worth $39. Y ou can put what you want.

If it reveals what it pretends to reveal, it’sworth that. Worth that.

So free special report reveals how to get alicense to print money. Hasthat got pizzazz?
Tom: Youwant meto put avaue-add?

Ted: Here' sthe unique thing about it. Do you see how we're just creating this stuff up? We're
creating within formulas that we know, but basically it’ s just us sitting here making it up, no

matter who we are.

What' s that now?

Attendee: Can't hear what's being said.
Ted: Capita R.
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Tom: Yeah? You guysfussy.

Ted: I'll tell you what, though. | like this stuff. Becausein the old days, you sent something to
the printer and you make a massive investment in money and time. And if there’s an error,

where are you?

Here, we didn’t make any investment at al. If we had bought the domain name, it would have
been $8.75. If we had had to pay for hosting, it would have been $8 or $15 a month. If we had

had to buy our own AutopilotRiches.com account, it would have been very nominal.

But once you get this stuff up and running, honestly folks, we're talking about business
expenses. What is $100 a month to keep your website running? It doesn’t cost that. But if it
did, what kind of outlay isthat? It's nothing. Nothing.

Y ou'’ re going to hear, this weekend, about Google, which is afree search engine. You’'re going
to hear about Overture, which iskind of like classified ads. But if you spend $100 and you make
$500, how often can you afford to do that?

Now, on the other hand, if you decide that you'd like to go and get a book printed; first of all,
you have to write the book. Second of all, how much do you think it costs to do that job? To get
it produced and printed could easily cost between $15,000 and $25,000.

Then what do you have to do? Then you have to sell it. So the best thing to do iswhat Margaret
did. Well, it’s not the best thing, it’s one of the easiest ways to get started. Find someone who's

got something that you can license, and then you go sell that. And then you create your own.
Tom'sjust really working on that thing, isn’'t he?

Attendee: | wanted to ask whether or not it would be agood ideato put just a few words of

explanation about the affiliate program at the bottom?

Rob: That'sagood idea.

Ted: What words would you like? Join our affiliate program and make money?
Rob: Tell them how much commission they’ re going to earn.

Ted: Refer your friends and make money?
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Tom: Innotime.

Ted: Refer your friends and make $394 on three sales in two days.
Tom: | saidinnotime.

Ted: Innotime, yeah. But Chrisisaways saying, “Be specific.”
Rob: Give us aheadline here, Chris.

Tom: We need another headline, someone.

Attendee: Can’t hear what’ s being said.

Tom: Income stream.

Ted: By theway, I'vejust got to throw in, while Tom'’ s typing that up, we just shared about
Sandy, that she had made $2-million in afew months. You'll never believe what the name of her
websiteis. | think she'sthe walking, talking epitome of it. It’s wildlywealthywomen.com.

Can you have fun with this stuff, too?

Ted: Now, can this be used for any product in the world? Of course. Can it save a business?
Can it create abusiness? Can it change or revolutionize abusiness? A life?

Watch closaly, and you'll see we' re creating another hyperlink. Add an instant income stream to
your life by joining our affiliate program.

By the way, one of the best things that I'm telling you, as awriter, the best thing you ever can do
isto let other people look at your stuff. Because you can’t seeit. And guesswhat? Otherswill.
Don’'t be defensive.

So now we've got our affiliate program. What did we do there? We just made it more than just
boring. What benefit did affiliate program have? None.

Now, for marketers, of course, they know that’swhere | join the affiliate program. But isthe
world dominated by marketers or isit dominated by normal people? Normal people. And

normal people do want to make extraincome, right? So we give them the benefit.
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Seg, the feature is the affiliate program. But the benefit is add an instant income stream to your

life. Bigdifference.

And again, you' re going to be hearing more about copywriting. And you probably will hear
those words, feature and benefit, so you can make a note of those so that when they come up

again you'll catch it real quick, real easy.

Rob: That'sgood. Free.

Ted: Free.

Rob: Good point. Add an instant income stream to your life by joining our program.
Ted: Free affiliate program.

Attendee: Sowould you like to join, Ed Burton?

Attendee: I'll think about it.

Ted: Oh Ed, you could do that. Send out an e-mail tonight. Who knows how much money
you’'d make.

Quiteliteraly, welove this. Because all we know isthat we have to send out an e-mail and it’s

just rattling the dice. Except it’s not like Las Vegas, becausein Las Vegas you can lose.
Here, the only thing is how much will we win. Isthat good or gooder?

Attendee: Let’s say you only have about 25 people on your e-mail. You still could do that?
Ted: Thequestionisif you only have 25 people on your e-mail list, can you still do that?

Rob: If 20 buy, would you make money? Of course. It doesn’t matter the size of your list.
Obvioudly, the larger the list you have, the greater chance that you have of making more money.

But start with whatever sizelist you have.
Attendee: Evenif that listisin atotaly different type of business?

Ted: The marketing question comes up, even if thelist isin atotally different type of business?
The answer is you need to be sensitive to that. If, for instance, you're in Floridaand you're
selling bikinis and surfboards, and Rob is in Canada and he' s selling snowmoabiles. It wouldn’t
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do much to have ajoint venture, would it? No. But if you're selling something else, like | said
I’m selling internet marketing products, someone came to me and said, “I’ ve got atravel

program.” | said, “Well, I’ll throw it out there and see.”
So Tom, have we got this new page uploaded again?
Tom: Of course.

Ted: WE ve been back through and we' ve found our errors and re-uploaded it. But essentially,

there’ s nothing else for usto do, isthere?
Rob: That'sit. We'reready to market.

Ted: We'reready to market. We're just going to be counting the money throughout the week,

and hoping we make alot of money for Margaret.

Attendee: Now, can | just ask you? Let’ssay, for example, . The money hasto go where?
The Visa card has got to be linked up to my bank account, doesn’t it? So where'sthe money

going inthe meantime? . Show me the money.
Rob: Show me where the money goes.

Ted: Yeah. Real smple. The money goesinto someone’s bank account. And guesswho's

money that goes into right now? But who else has the keys to the system?

Getting a merchant account would be another process that would take a couple of days. We
don’t have time, so | got an account. We'll hook it up, we'll process orders. Y ou've got the

keys. You've got the login ID and password, right? Y eah.
It'sagood question. The money goes to whoever has the merchant account. Good system.

I’1l tell you what we're going to do. It'skind of anti-climactic now. We could stay here and
answer questions, but | want everybody to get agood night’s sleep. Take this off the mike, but |

also have acouple of drink tickets, if anybody wants one. Come up and see me.

Other than that, get a good night’s sleep. Thiswas only the beginning. And you're going to

have the experience of your life! Let’s give abig hand to Margaret Berman.
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Thank you, folks. Sleep good. Coming back in at 7:30 am in the morning. If you need to
register, the show starts at 8:30 am.
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World Internet Summit, Sydney, Australia

I ntro Parade of Speakers— CD 2 of 4

Brett: How are you this morning? No, no, no. How are you this morning?
Attendees. Great.

Brett: That'stheway. Good, good, good. Did you sleep well last night? Was your brain taken
over alittle bit last night? Put your hand up if you' re alittle bit confused about last night. Good.

WEe'll seeif we can clear that up for you.

I”’m not going to waste any time this morning, folks. Ted Ciuba s ready and waiting in the

wings. Will you please welcome Ted Ciuba?
Ted: Yes! Yes! Thank you, Brett. Good morning, folks. How are we doing?
Attendees: Great.

Ted: Alright. Hey, | told you about my bet, didn’'t I? Here' sthe whole thing. Brett told me the

Aussie’swouldn’'t sing. | told him they would, and we' ve got $100 riding on this.

Now yesterday, we had afew people who started moving. So I’'m not going to ask you to sing
yet this morning, but later today, but | am going to ask you to stand up. And if you do feel like
singing, sing along with it. Okay?

<Song>
Alright, folks. Give yourself a hand.
Brett: | think my money’s still safe, Ted.

Ted: Actualy, Brett, | was thinking about seeing if we could go for double or nothing. 1I’ve still
got two more days.
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Can you hear me okay on this mike? Mr. Pappas, can you give me alittle more volume there?
Isthat okay? That’'s okay? Good. Good.

Boy, I'll tell you what. Last night was exciting. Let's see... isMargaret in the crowd? Have
you checked your website yet? Come on up. See how much money she made last night. | guess

you're interested, aren’t you?
Attendees. Yes.
Ted: Okay. Get up here, so everybody can hear. What did you say?

Attendee: | went to the Internet site. Actually, thisisjust to put it in context, for some reason |
booked into this backpacker's _ essential, and I’'m really actually scared to go there at night
because | think I’m going to get mugged in the lane way. It sounded fantastic on the Internet. It
was advertised as afully-renovated boutique hotel. And there were photographs.

Anyhow, | booked in. | don’t have a phone linein my room. So when | came here this morning,
| went upstairs to the business center and | just checked the e-mail address, and there were

27,000 responses. No, there were 11.
Ted: 11?7 Good.

Attendee: | just did the statson it. There were two from Australia, five from the US, one from
Canada, one from the UK, one from Malaysia, seven from Ted' s database and four from Bart
Baggett. Who is Bart Baggett? Is he from middle earth?

Ted: He syour new best friend.
Attendee: Ishehere? Sothat’sit.
Ted: Good, Margaret. Let’'sgive her ahand.

Alright, folks. What does that illustrate, really? It illustrates once you get alist — because that’s
what the people have that we sent to on behalf of Margaret — you can actually make money

whenever you want to.

We wanted to make some money last night, didn't we? So what did we do? Sent alist.
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Remember, | told you | remembered it was like incredible. | remember when | had 100 people

onmy list. Youwill, too. Everybody hasto start.

Once you get it — and that’ s what this whole event’ s about — once you get it, you' re off and
running, you can make what we call —and | even wrote a program called that — money on

demand.

I’ll tell you what 1'd like to do, though. Hearing that, I’ ve got alittle story, too. Now, thisis

another one. You'll never believeit.

| had a good friend create something for me. When | get that kind of news that Margaret just
shared with us, | liketo celebrate. So stand up, folks. Here'show | do it.

Announcer: Ladiesand gentlemen, America’ s foremost Internet marketing consultant, Ted
Ciuba!

<Song>

Here swhere you play your air guitar.

<Song>

Give yourself ahand.

Okay, folks. By theway, would you believe I’ ve got Quantuml nternetM arketing.com?

Thisisreally what | call quantum Internet marketing, because how much work did we do last

night? How much struggle was it? How much time was involved?

See, thiswhole thing isn’t about work and effort. It isn’t about hating your job. It'samatter of
once you get the secrets, once you get afew resources — like, for instance, Autopilot Riches —
bingo, you can doit. You can make it happen real easy. The Internet.

Isthere any action here? Well, the Internet, init’s short time —and it’s only what, 10 years old?
—according to USA Today, has made more millionairesin its short time of existence than any

other industry in history. Isthat phenomenal?
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“Here we are; thisis our time, our opportunity,” Jay Conrad Levinson. The most important
address in your town ison the Internet. Should alocal business have an Internet site?
Absolutely. | believe Mike Stewart will share some stuff with you whenever he's speaking. You
will find out the Internet can save a business, can make abusinessin no timeflat. | cal it real

simple, becauseit isfor us. We'relucky. Ordinary. Everyday. 21% Century technology.
What is mysterious about the Internet for us? We're not talking about another planet.

A friend of mine, Patrick Ingram. Thisisn’'t going to sound too outrageous after we were talking
about Sandy last night. Patrick Ingram came up to me and he said, “Y ou know what, Ted?” He
said, “1 made more money my first year on the Internet than | made in my previous 15 years

combined.”

Another friend of mine said, “I make more in agood minute — that’s minute — today, than | used

to make in awhole year when | was working in the gas station. Isit for you here?

Now, here' sthe thing, folks. | know right now, I’'m preaching to the choir. You're already

converted. I’'m going to take alittle quote from Shakespeare.

By the way, thisis another areawhere Brett and | contrast. | think that you can sing. And, by
the way, | do want to up that to $200 also.

So Brett comes up one day and says, “Y ou know, the reason why I’ m successful is because
whenever it came time for Shakespeare, | couldn’t understand it.” 1t'salso why | couldn’t get

out of school, right?

| said, “No kidding, Brett?’ | said, “ The reason why I’ m successful is because whenever it came

time for Shakespeare, | understood what he was saying perfectly.”
So | want you to tell me, are we al smarter than Brett? Y ou tell me what this means.

“There' s atide in the affairs of men which, taken at aflood, leads on to fortune. Omitted, all the
voyage of their lifeis bound in shallows and in miseries. On such afull sea, are we not afloat?

And we must take the current when it serves or lose our adventures.”

We got it, Brett. Thisisyour time. Thisisyour time.
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Another one of my great author friends that wrote a book, he started off with alinethat’s
famous. Y ou might know Charles Dickens. “These are the best of times, these are the worst of

times.”

There ain’t no contrary to the statement today. These are the best of times. I'll tell you. Folks,
it is possible for any one of usto quickly, easily, without alot of risk, without alot of money, go,

find out the secrets from people who are doing it and are willing to share.

Y ou seg, that’ s the big secret. Y ou’ve got to have people who are really doing it and are willing
to share, because there' s al kinds of people out there willing to share. | have a statement. | say,
“Do you want to take advice from someone praying for their first $1,000 month?’” Some of them
out there are doing it, and preying.

There' s some people who have never done that and are giving advice, much less $1,000 a week
or $1,000 in anight, or even $1,000 in aday or a minute, that kind of thing.

What I’ d like to do, can you boot up and go into Autopilot Riches, into Margaret’s account? For
some reason, we didn’t test the system and | couldn’t get into Autopilot Riches on my computer.
WE're going to go there, because | want to show you afew things about what Margaret

discovered, and you can see how easy it is.

Let’sgo into the sales. That iswhat you want to know about, sales, right? Let’sdo that. Oh,
look at that. That’s page 101.

Back up one screen.

Margaret was saying who the referrers were. Who made the first sale for Margaret? Brett
McFall. And then Bart Baggett. That probably means some of the others haven't gotten their e-
mail out yet. But at least three people have gotten their e-mail out, right?

Now, let’s get afew more stats. Thisisthe Autopilot Riches system again. Let’sgo into the
salesreports. Let’sgo for the week. And let’s see how much money we' ve actually made:
$1,522. Yes, Margaret!

Brett: Inlessthan 12 hours.
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Ted: Inlessthan 12 hours. That’'s over $100 an hour. By the way, you can imagine, we were
all up around the clock, overnight, working. Quantum Internet marketing. Okay, go ahead and

close that screen down then.

Here' sthe bottom line, folks. You've seen ademo. You are seeing ademo. If you can give me
acontrary statement to this, let me know because I’m interested. The Internet offers the
quickest, easiest, fastest way to actually get rich than exists on the planet earth today. Does it
not? Can you think of anything that has better potential? No. No.

Here' swhat Forbes magazine said. We're here. We'rellivingit. “If we could be alive at one
time in history to get rich, it would be here and now, because of the Internet. These are the best

of times.”

We could go on and on and on and on, but it’sreally true. There' s only one purpose of all of us
gathering, and that is to show you, to reveal to you how to do it. Are you happy with that?
Alright.

WEe re going to have the parade of speakersin amoment, and I’ll tell you what that’ s about.
First, | already promised you last night I’d go through afew what we call housekeeping rules.

Number one, the guru consulting sessions for the first 48 people who signed up —and if you
weren’'t one of those, | apologize, but it's an offer that we put out, that’ s the way we put it out,
and that’ s what we have room for — for those, you have the opportunity to sign up with three
different sessions during the guru consulting session.

Now, everybody has seen their schedule. Isthat correct? Okay. Soit’sright after lunch, 1:00 to
| think 2:20.

Now, to make this work, we're going to have to be strict on time; 15 minutes, the bell rings.
Wherever you are, you move because there’ s someone else to comein.

But can you get a mountain of advice, a mountain of advice, a mountain of insight in 15 minutes
from someone who' s been there and done that? Yeah. So do that. It's being respectful to

others.
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Now, because not everybody can get into the guru consulting sessions, we' ve got some special
speakers that are going to be speaking here during thistime. So definitely, you want to be here.
And you're going to meet them. They’re al very, very successful people.

In fact, by the way, every one of the speakers here are the very best in the world, and we brought

them here for you.

There will be questions and answers during the event. Now, last night was alittle bit different
and we were just kind of moving on. But here’ sthe rules, the regulations, etc. For today,
tomorrow and the next day, when you are speaking, asking a question, wait for the mike, speak
into the mike. Don't speak like this, speak like this, because we want to get it on tape. Okay?

Okay, get involved right from the start. Folks, why do you think we' ve got music? Why do you
think we' ve got time to get you up and clapping? Because if you are involved, you will get
something fromit. You will get more from it.

Now, that’s one thing. There' smillion-dollar gold in any of the speakers that you can strike up a
conversation with. There s billion-dollar ideas, | believe, in that Chris Bloor, Brett McFall,

Armand Morin. We're in this audience, every single one of us.

Talk about Armand. He's one of the most successful marketersin the world today, Internet
marketer. One day, | was giving a speech in Atlanta, Georgia. It was probably about 1998,
1997. | come out of the hall after the rush, and there' s this guy leaning up against the wall,
scraggly, old blue jeans. He jumpsup, “Hi, Ted! My name's Armand Morin.”

Look at him today. It could happen to you. It can happen quick. Almost overnight. It will only
happen, however, if you participate. Okay? Do that.

Mobile phones. Today, there’sa$100 fineif your phone goes off. Check your phones.

If you're going to ask questions, ask questions that will benefit everybody. A lot of times, you'll
have a question and you’ re wondering about your specific situation. That’s not the stage time.
That is the hallway time or the outdoor time. Again, most of the speakers, most of the time, will
make an effort specifically to be there for you.
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Be back in the room on time. We've got to keep this thing running on time, otherwise it will get
messed up and you' Il get gypped or your neighbor will be gypped. We're not going to let that

happen. If you're not here, the train’s leaving without you.

Thisisimportant. Y ou need to know this. The speakerswill be making offers. That islike, for
instance, yesterday we talked about Autopilot Riches. How many of you suspect that you'll get

an opportunity to purchase Autopilot Riches?

How many of us suspect that if we weren't going to share that opportunity with you, that

tremendous tool that we shared with you, that we would be doing you a serious disservice?
I’m not going to treat it like that. 1’m not going to do that.

The speakers, first of al, that’s one of the waysthey get paid. Gee, that’s the only way they get

paid. But they’ve got my orders. We don’t want any prima donnas.

Now, you are not going to have your bell ringing on every single speaker, but you may have your
bell ringing on speaker B or speaker X. So you won't need everything. Don't think that it’s
pushing anything down your throat. It'snot. But | adwaysliketo get it clear. Becauseif | don't
say something early on, people will say, “Gee, they'rejust selling.” We call it a pitch-fest.

But folks, | know one promoter in the United States who tried that experiment. No selling. The
customer said they don’t want selling. And my opinion isyou are cheating them. You're
cheating them.

Enough said on that. Y ou don’t have to buy anything you don’t want. But I’m going to take

care of you, and that’s how we do it.

Temperature. A lot of times, in agroup like this, someone comesin to you and saysit’ s too cold,
someone comes up to you and saysit’stoo hot. We will try to accommodate. But the basic
thing isif you need a sweater or ajacket or another shirt, put it on. And if you want to go nude, |

won't object.
Here' s another one, folks. | saved the best for last. Oops, no | didn’t. But I will.

The next oneis name tags. Name tags are important. People have instructions not to let
anybody in the door without anametag. It'sjust away of keeping things moving.
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Here's an important one, though. | will not listen to anybody who says, “Yes, but...” “That
worksfor Bart, but...” “Margaret had atremendous advantage, but...”

Folks, | literally know hundreds of marketers who are making hundreds of thousands of dollars
every singleyear. | know agood number —it could be 100, it could be 120 —who are making a

million dollarsayear. And | know alot of them, afew years ago, were making like zero.

Someone asked me this morning, “Where did you come from?” Well, when | got started, I'll tell
you what, folks. Actually, my success, and | hope you're not in this situation, my success took
off real easy ssimply because of the fact you couldn’t get any lower. And if you're not going to

die and you have to move, the only way to go isup, right? Literally.

| had got to where | couldn’t even keep up my $550 a month rent. So | moved out of that place
and | bought a house for $500. It was alittle camper trailer, like hunters go in. There was less
floor space, free floor space... I’m not talking about under the couch that was about that wide
and I’'m not talking about under the sink, and the sink was athing like this, a camper trailer, you
could get your hands in but you couldn’t get your plate. Y ou washed half the plate, rotated the
plate , then wash the other.

My daughter was going to divorce me because — you know how kids are — she’' s nine years old
and she got so upset because young girls need an adequate restroom, right? This place was so
small, you had to have your feet in the shower when you sat down on the throne.

Basically, what happened is things were just so incredibly bad, and | did decide | was going to
have to do something. | wasgoing to doit. At that point, | still didn’'t know it happened. And
then one day, golly, you'll never believe this—and, by the way, | hope you have an opportunity
to come to the masters dinner on Sunday because I'll be sharing more about this and this kind of

principle — aletter arrived in my mailbox.

Now, | had never been on that person’s mailing list. It just came. | probably bought it
somewhere else. It was talking about a marketing super-conference, just like this. | looked at it,
and it had two dates. One was about three months away and one was about six months away. |

said, “That’s good, because there’s no way | can go to the one that’ s three months away.”
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By the way, someone said, “Why didn’t you put it on your credit card?” What credit card? Dad
lost them. And my wife wouldn't let me anyway, right?

So what | had to do, and it was fortunate that | could, we had alittle bit of difference on our
schedule. She started to work earlier, | started to work later. So | went and | didn’t tell my wife
about this. Becauseif | had been bringing in a couple thousand dollars over a couple few

months, don’t you believe it should have been going to the household?
But | took a part-time job, hid it from my wife, saved the money, drove down to that conference.

Three and a half weeks after that conference, solely from what | had learned, | walked in to my
boss and quit my job. Quit my job.

Now, of course, my boss, he knew how little | was making. He knew | was afailure. There'sno
hiding that. Right?

But | quit. Even though | wanted to, Johnny Paycheck —I’m from Nashville, Tennessee, country
music USA — Johnny Paycheck was in my mind saying, “ Take thisjob and shoveit.”

But hewasanice guy, sol just said, “I’'m quitting. I’m quitting.” He goes, “No, you can’'t do
that.” | said, “Yeah, | am. But I'll give you amonth’s notice.” He said, “Okay.”

Now, the reason why | did that is because they always ask for notice. They always ask, so it
comes up, because of processing and administrative stuff. Actually, | was afraid | might have to

go back and get another job, so | needed to keep the reference good.

So | hadn’t heard anything. It comes up to the last few daysand | go up to Fred and | said,
“Fred, Fred, I’'m concerned because all this stuff about quitting and they need this notice and
everything.” Hesaid, “Well, Ted, | didn’t turn your resignation in.” He loved me and cared for

me so much. He knew | was making the greatest mistake of my life.
Fred, if you could see me now!

So that’sgood. | said, “Okay, it’s off, it’s history.”
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But I'll tell you what, though. Let’s move on to some of the other speakers. You've got a
world-class group of speakers. They’'re the greatest in theworld. They’ve all got different
angles, different aspects, different strengths.

What | would need up hereis a hand-held mike. Can we get amike? Good. What I'd like to do
is have the speakers come up and line up over here, on the side. We are going to, in no particular
order, have each speaker —it’s called the parade of speakers — each speaker come up and give
you alittle bit about who they are, what they’ re going to share with you. Isthat hot?

Do we have a photographer in the house? Alright. And do we have Brett McFall and Tom Hua?
Thisis going to be like the survey of what’s happening, make you happy, make it work.

By the way, thisis called World Internet Summit. No big deal, right? Speakersfrom Australia
and the United States, obviously we know that. China, the Philippians, Dominican Republic,
Singapore, Canada, New Zealand, and even India. Isthat the World Internet Summit?

Guess what? We'refriends. Guess when | met Tom Hua, my partner? We' re sharing hundreds
of thousands of dollars. A couple nights ago, over dinner. That’'s the World Internet Summit.

Okay, first off, Brett. Would you like to share something before we get going?

Brett: Yes, | would. Folks, what I’'m going to tell you is| want to tell you what I’ m going to
tell you on Sunday night. Saturday. Don’t come on Sunday, come on Saturday for my gig.

I’m going to show you, folks, that without your marketing, your website, your product’s dead in
the water. 1’m going to show you seven secrets. Once you know these seven secrets, you have
everything you need to make as much money as you want from anything that you sell. Does that

sound exciting?

How do | know about these seven secrets? I’ ve written over 8,000 ads and sales |etters. 1've
tested and measured. | know what works. 1’ll give you these seven secrets. Y ou can take them
away and use them on Monday, immediately, in any marketing that you're doing. Stay tuned in
that session. Take as many notes asyou can. | can’'t wait to share them with you. And, of
course, grab me during breaks and | will talk to you anytime throughout the weekend, as all the
speakers will.
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See you Saturday.
Ted: Brett McFall. Tom Hua.

Tom: Good morning, everyone. I’'m abig nervous. Thisisthefirst timefor meto speak in

public, in such a crowd.

I’m going to share with you where | came from and where | am today. And as you can see, you
don’'t have to be good-looking. And you don’t have to be poor. Y ou don’'t have to speak perfect
English. And you still can make money on the Internet. And I’ m going to share with you how
you could do it, too. Thank you.

Ted: Thank you, Tom Hua. Tom Hua.

One of your beloved, one of your own most successful marketers, Mal Emery.
Mal: Someone hasto befirst.

Ted: Yeah, someone hasto be first.

Mal: Hi, folks. How are you going? Welcome aong.

Ted: What are you going to share with us?

Mal: WEell, essentially, what | want to show people over the weekend is how a techno-phobic
like myself, who can till barely turn on a computer, | might fool you alittle bit during my
presentation, but the truth is the people in my office know and the people who know me well,
that | can barely work those things. But I’ ve managed to turn over, well, if | said millions of
dollarsin the last few years on the Internet and offline. | suspect you' d be surprised.

But the point | make is a technophobic, virtually anybody can do it, because | have. So |
certainly going to show you, during my presentation, how you can expect to create |ow-cost,

high-profit products that sell like crazy on the Internet and offline.

Asyou've heard this weekend, or as you will hear as it goes on, there’s many, many, many ways
toskinacat. Isn't there, folks?
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For example, while there are lots of diets out there, the truth isif there was any one diet that
worked, there’'d only be one diet. Wouldn't there? Or diet book, shall we say. There'slots of
diet books.

What you're going to hear over this weekend is how all of these individuals have made this
process work. And what I’ ve found isaway that it’sworked for me. And theway | seeitis
that, more importantly, I’m going to show other people how it will work for them. Because |
think if | have any claim to fame —and | hope my clientsin the audience will back me up here —
what |’ ve done or been able to do, more than anything | suspect, is show other peoplein

Australia how to make money.

For example, who in the audience has bought something for me or benefited from what | teach?
A big show of hands.

| suspect very few people can make that statement in Australia. So | think that’s why I’ ve earned
the right to be here and share my information with you guys. So | hope you have a great
weekend.

Ted: Thank you Mal Emery. Thank you, Mal. Thank you, Mal.

We have two people here that have connections with Singapore. We're going to invite the first

one up, who happens to have the most obvious connection, Jo Han Mok.

Jo Han: Good day, mates! | have lots of mates here. My name's Jo Han. I’m from Singapore.
I’ll be sharing with you guys how to get free advertising, free products and free customer stuff.
Does that sound like a hoot to you? Y eah?

And maybe if you're feeling a bit lazy and you’ re not too motivated, because | am myself, I’ll
show you how you can use the seven concepts that I'll be sharing early this Sunday morning, at
7:30, so don’t miss it — how you take this concept to the next level and create an Internet

marketing business on your own.
So if you're curious as to why I'm using curiosity, find out on Sunday, during my speech.

Ted: Jo Han Mok.
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This next guy actually has connections with the US. Very strong connections. With Australia,
very strong connections. He had some success that I’ m going to ask him to briefly speak about,
in Singapore. And he helped already with the Internet challenge. Help me welcome Bart

Baggett.

Bart: How areyou doing?
Attendees: Good.

Bart: I'mfrom Hollywood, so my accent’s completely fake. Y ou brought up Singapore. Let's
address that very quickly.

Before | cameto Australia, | had a stop-over in Singapore and | did an interview with Asian
News, which islike CNN. I'm going back next week to do athree-day seminar. They aired it
yesterday in Singapore.

So | got home last night, checked my e-mail, and there’ s all these e-mails. “Hey, | saw you on
TV, you did really well, yadda, yadda, yadda.” And | waslike, “How exciting!” Nothing better
than free publicity on TV. How many of you would like to have free publicity on TV and radio?

Raise your hand. Excellent.

How many of you have ever thought about or are thinking about publishing or writing your own
book? Raise your hand. | will be the guy that you need to talk to and listen to specifically, and
I’1l tell you why.

Not only have | published five books, these two books are now available in Australia through my
real book publisher.

By theway, | really don't like real book publishers, because they take all the money and | get
like $1 abook out of this. But it'simportant to have them in bookstores, occasionaly.

But this book sellsfor $29 in Australia, and I’ d really rather sell you thisdisk for $297. 1'm dead
serious. And I'll tell you why all that makes sense in my one-hour lecture.

But the point is I’'m publishing online to make money. And I’m going to share with you all of
the secrets | can, in a 60-minute timeframe, to make you money.
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When | was 14 years old, | learned a science call handwriting analysis. Have you ever heard of

graphology or handwriting analysis? It'svery, very accurate.

Throughout my teenage years and college, | used it just for fun and to meet people and engage.
And when | was 23, | decided to write a book; because, like Ted, | didn’t want areal job.

I’ve only had onereal job in my entirelife. Did you know what that was?
Ted: Congratulations. No.

Bart: | wasablackjack dealer at the Mirage.

Ted: That'sajob?

Bart: It'strue. It'strue. | dealt cardsto pretty women all night and got paid $40,000 when |
was 21 years old.

And then | wrote this book in my spare time.
So let me give you a summary of what I’ m going to tell you about.

| turned that hobby into at least $12,000 a month residual income. In January, we did $30,000 in
online sales selling handwriting analysis products. Isthat like pretty cool? That isavery, very
small niche. | would say only one out of 15 people would say, “Oh my God! |’ve got to spend
money on handwriting anaysis.”

So if any of you have some kind of crazy hobby, I'll teach you how to turn it into money.

Last night, instead of going to the bar, | went out and sent an e-mail out. | have alist of 90,000

people that read my newsletter, and that’s why you saw my name on the sales thing this morning.

By the way, those aren’t business opportunity seekers, those are self-help handwriting. It’snot a
perfect fit. It'slike selling a shoe thing to an ice vendor. It's not a perfect fit, and we still made

money.

I’ ve been on 1,500 radio and TV shows, including CNN, Court TV —1 don’t know if we'll get
somein Australia this week, if press gets around — and something called The Howard Stern
Show. Do you know who Howard Stern is?
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Attendee: Yep.

Bart: Okay. Thiswas 1999, alittle bit before the Internet was very popular. | made $25,000 in
a25-minute interview, at home, in my underwear. | was not on the show in my underwear, | was
by telephone. And heliked it and he said, “Thisis great, call Bart’s 800 number,” and | made
$25,000.

So I’'m going to show you, in the lecture, some of the different ways you can use free publicity,
you can use online publicity, you can use newspapers, you can do all thisto sell books and

information online.

Onefinal thing, Ted, and then I'll get off the stage. | charge $350 an hour for consulting for

authors and publishers. I’'m worth every penny of it.

So when I’'m here, pull me aside, ask me questions, get the guru session. | work with some of
the top people in the country for authors and publishers. So if you' re thinking about publishing
information online, I’'m the guy that | think | can help you on here. So take advantage of that,
and | will talk to you Saturday afternoon for my lecture. Thank you very much.

Ted: Bart Baggett. Thank you, Bart.

Bart, just one point of clarification. Bart? Y ou charge $350 and you'’ re worth more than that.
But you are going to consult and answer any questions for free, as long as they can catch you
here. Right?

Bart: Yes.
Ted: Give him ahand.

Okay, our next celebrity has also helped Brett and Tom and myself put this event on. You
actually wouldn’t be here, enjoying this event this way, without Jennie Armato.

Jennie: Thank you, Ted. Well, I’'m herefor the girls. 1t's an absolute privilegeto be here. | am
the one non-guru speaking to you this weekend. | have started a digitally-based product business

on the Internet just recently, and | want to share those experiences with you.
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| also want to tell you about how you can take an existing conventional-type business and by
implementing just one or two very simple, very cheap strategies, you can more than double your

turnover. I'vedoneit, and I'll tell you how I did it on Saturday afternoon.

The second thing | want to share with you is how to take someone else’ s products, through an
affiliate program, and in a matter of afew short weeks generate afive-figureincome. 1I’ve done

it, and I’m happy to show you how I’ ve done that.

Finally, I’'m going to share with you what happens when three wise men ride into town on their
camels and share with you their wisdom and their experience. And I’m awalking, talking
example now of what can happen when you believe what these guys are telling you. | hang on
every word that they say now. When they speak, | shut up. And | encourage you to do the same.

And finally, if you do have but factor, like Ted mentioned earlier, I’ m going to show you how to
turn that off aswell.

So | look forward to seeing you al. 1’ll be back on Saturday afternoon.
Ted: Jennie Armato.

Our next celebrity is also one of Australia’ sfinest. He' s going to give you some real inside

information.

Y ou see, there' s a problem that comes up when you get successful, that most people don’t know
about. But giveitto meany day. | always think thisis stupid when someone says, “But you' d
have to pay taxes!” What do you pay taxeson? Mr. Ed Burton.

Ed: Hello everybody, I’'m Ed Burton. Isthere anybody from the tax department here? Good.
We can go with plan A.

What | want to do is show you all how to reduce your tax by 38.5%, so that you pay no more
than 30% per annum. Who would like to know how to do that legitimately? Y eah, because tax
isyour biggest expense. And that’swhat I’ m going to teach you guys.

Do you guys know that if you take $20 and double it for 20 years with no tax, it gets to just
under $20,971,000.
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Now, take the same $20 and double it, but tax it every year at 48.5¢ on the dollar, you end up
with $84,511.

Wouldn't it be nice to defer the tax and then pay tax at the end, at a maximum 24.25%7? So
you'd pay about $15, plus agood lunch better off. Yeah?

So that’ s what I’ m going to teach you guys — luckily, the tax department is not here — when |
speak to you on Sunday afternoon. | look forward to talking to you all. If you need to talk to
me, I’m very happy to talk to you.

Sorry, Mate, but | charge $1,000 an hour, which my guys will attest to. How many guys have

been in my seminar here? Look at that. Love you guys. Thank you.
Ted: Ed Burton.
Our next celebrity is actually going to be your first speaker after the tea break.

By the way, though, we were putting a schedule together. | sent it over. Brett sendsit back and
says, “You've got to put ateabreak in.” 1’d never heard of that, but I’ m learning awhole lot. So

we' ve got atea break.

Brett: | also had to show him how to use the buttons on the toilet, with the half-flush and the
full flush.

Ted: Sothiscelebrity isrealy and truly one of the most knowledgeable, successful, and one of
the people that shares. He's adown-home guy. A multi-millionaire today, but that’s not where

hisroots are.

The fascinating thing about him is pay attention — he will show you how to do it quickly and
easily. A simple question. How many of uswould truly, without much effort and without
quitting your job and going into a cave to make it happen, how many of uswould like to be

independent and quit your job in three months' time? Let’s say two months' time.
Then listen closely. Armand Morin.
Armand: Okay. | did figure out the buttons on the toilet, so that’s a good thing. It took a

couple days, though, so that wasn’t good.
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But what I’ m going to talk about today is something | only talked about once ever before. None
of you have ever heard about this, because there’ s only five people in the whole world that know

how to do this.

How many of you would like to create a five-figure income, but on a monthly basis? How many

of you would like to do that in the next 90 days? Would you like to know how to do that?
Attendees: Yes.

Armand: Okay. If youbuy my course... No. Actualy, I’m going to show you everything.
One of thethings| liketo dois| like to show people exactly how to doit. You’'ll see exactly
what I’'m doing. It's something you’ ve never seen before. It's something that people have

suspected | was doing but weren't quite sure.

Over the last six months, we' ve been testing this. And I’m going to show you how to make

Google your partner. Would you like to know how to do that?

Attendees. Yes.

Armand: Do you think you could make alot of money if Google was your partner?
Attendees: Yes.

Armand: Wéll, I’'m going to show you how to do that. I’m going to show you how you can
make Google give you a high ranking, and then pay you for that high ranking, on their money.
Does that sound good?

We're going to flip the tables on Google, and then we're going to talk about how to do this over
and over and over again, without creating a product, without going through all this hassle,
without paying some company $2,000 or $3,000 a month. Something that you can do for less
than let’s say about $150. Would that sound good?

Attendees: Yes.
Armand: Oh, that's Australian dollars. So that’'s a 20% discount.

So we're going to talk all about that today, and then I’ m going to show you that in, | guess, about
an hour. Right?
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Ted: Very shortly. About 10:30, isit?

Armand: 10:30. That means 14 hours from my watch. But I’'m going to show you that in a
little bit. So again, thank you and I'll talk to you in alittle bit.

Ted: Armand Morin.

Okay, our next featured celebrity, he came along, long way from New Zealand, by way of India.
| think it's Bombay, India. And | tell you what, he's got amessage. Because, folks, what makes
this stuff work, Internet marketing, it’s not the Internet connection.

Now, question. Trust me on this. Because how many of us know somebody or has heard of

somebody saying, “Yeah, I’ve got awebsite up, but | haven’'t made any...”
Attendees. Money.

Ted: It'snot just the fact that you' re there. Y ou’ ve got to know how to do it. Help me welcome
Sean D’ Souza.

Sean: Who, in thisroom, believes that the human brain is predictable? Okay, there’'saminority

here.

Today, at 1:00, anyone who'sin thisroom is going to find out exactly how to out-think your

customer, to start to speak in the language of your customer, to see what’sin their brain.
Isn’t that exciting, to see exactly what they’ re going to think?

So you're going to say something, and they’ re going to say the exact five words. How does that

sound?

So what we' re going to do today, at 1:00, is|’m going to reveal to you the brain audit, the
psychology of the human brain.

Let metell you alittle background from where | came. | came from India, from Bombay, India,
which iscalled Mumbai now. And | got to New Zealand four years ago.
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Back then, | was a cartoonist. About 15 years ago, | started out with Leo Burnett, which isone
of the largest agenciesin the world. And that’swhere | learned the stuff. That’swhere| learned

how to understand the customer.
We started doing some cartoons, and then we started going really crazy.
So today, I’ m going to show you exactly how to take the bags off a customer’s brain.

Do you think anyone wants to go for the guru sessions now? Okay, I’ll see you guys today at
1:00. Bethere, okay?

Ted: Sean D’ Souza.

Okay. Our next celebrity, folks, he's actually done something — and | was there, witnessed it
firsthand — he' s done something that I’ ve never seen anybody €else do, ever. And, asyou know,

today’ s day and time, I’m seeing alot of stuff.

What isthat? Y ou're going to be hearing a whole lot more about it. We talk about conversion

rates and we talk about if 100 customers hit your web page, how many of them buy.

Well, theoretically, in a perfect world, if we had 100 people hit your website and we had 100

people buy, that’s 100% closure rate. Does that ever happen? No. It's anumbers game.

WEell, | saw this guy make a presentation and, folks, guess what? He's so doggone good, that he

had over 100% closure rate. Go figure. Help me welcome Australia s own David Cavanagh.

David: He'slying. Okay, folks, I’d like to thank Rick and Tom and Ted for inviting me here

today. It'svery nice being in front of everyone.

This afternoon, yes, I’m going to show you some things like that. But primarily, the main reason
I’m here is to show you how to get top positions in the search engines. Does anyone want to

know how to do that?

Because basically, as far as I’m concerned, | shoot from the hip. | might say things that you

don't like, but | don’t care, because | want you to get results and make money.

World Internet Summit Australia — Volumes 1-6 Page 98 of 342



Asfar as|’m concerned, realistically, you can have a website on the web. It can be beautiful.
But if you haven't got any traffic going to it, it's like having a yellow pages ad with no phone

number.

Okay, I'vejust written down afew pointsto tell you. 1I’m going to show you, this afternoon,
after Sean, how to get listed in search engine databases within 72 hours. |s anyone interested in
that? That’sright.

Second one, exactly what to do in FrontPage — Tom’ s using FrontPage — to catapult your search

engine rankings.

Another one | was going to show you iswhy your web designer —thisis no disrespect against a
lot of web designers or your graphic designer —is robbing you of alot of money, and how you

can do it yourself without paying alot of money as well.

Also, introduce you to a product that | created, that basically does everything for you to get your
rankings in the search engines within three minutes. Is anyone interested in that, as well?
Within three minutes? 1I’ll do that again. Isanyone interested? Okay. And I’ll show you that

live, on the Internet connection onstage, how to do it within three minutes.

I’m not just telling you. 1’1l show you live on the net. 1’1l show you how, where to go to get
your keywords, get everything, get your home pages made, 100 pages within three minutes. A

little bit easier.
Okay, thanks for that. That was my brother.

And it was really good, because | also work with a company called The Better Business I nstitute
on the Gold Coast, and there’ s afew licensees of the BBI here. We've got quite afew here.

Welcome.

Ted was gracious enough to get on the call. We had 56 people on the call, four of them were
staff, which was 52, and we sold 54 products. | don’t know how | did that. And then we did an
upsell to those people who were there. And out of the 53 people who bought, we sold 39. That

was three days before Christmas.

And they even had Peter Payne. Where's Peter Payne? Areyou heretoday? Peter? No?
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| even had Peter Payne, he was on the call, and he said to me — excuse my French —he said,
“You'reabastard.” Hesaid, “I had $97 | paid you, and | didn’t even have any money to buy the
kids' Christmas presents.” So | felt really bad.

Anyway, one thing, agentleman | give alot of credit to, besides, of course, the gentleman on
stage here at the moment, is Armand Morin, the gentleman who just spoke. Because | listened to
quite alot of what Armand taught, of how to get access to programmers, how to find people that
can really teach you. And hey, I'mnot aguru, I'm adoru. Gurus, inalot of ways, are brilliant.
But | just like doing it, just going out there and making money. It'salot easier.

But Armand taught me alot, and he'savery, very intelligent gentleman. Whereto get a
program that can write you a program that you can sell for $150, $200 US, and you might be
able to get the whole thing done for a couple hundred dollars. Then you can sell it over and over

again. Would anyone be interested to see that? Watch Armand soon, he' s excellent.

Alright guys, I’'ll see you this afternoon, after Sean. | thank you very much for your attendance
today.

Ted: David Cavanagh. David Cavanagh.
Our next celebrity, is Mike Stewart in the crowd? Okay, hiding out.

Our next celebrity is going to give you some really interesting stuff. Now, he's doing part of the
sound here. But folks, talking web pages can make tremendous differences in your conversion
rates. Help me welcome the Internet Audio Guy, Mike Stewart.

Mike: Good morning. | didn’t want to say good day, because Brett said | couldn’t say that. I'm
asoutherner. But thisis probably the furthest south I’ ve ever been.

Don't be scared of the microphone. Thisright hereisthe path to making moneymaking products
and making web pages that do convert better. We've proven, in the last year or so, scientifically,
that audio on the web works, audio helps build trust with testimonials, audio is an incredible

content that can be sold digitally, it can be sold physically.

If you' re going to make money, you’ ve got to make products. | am not atext learner. | can buy

abook, | can read it, and not remember onething | read. | can listen to it once in the car —which
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| tried reading in the car and had awreck, so | don’t recommend that — | listened to it in the car

and | got it.

| did some research: 35% of the world are auditory learners. So if you create information
products, you need to learn to use the microphone. And that’s what I’'m going to talk about.
There' s lot of tools and tricks and techniques and software packages that you may not know
about, that people are making tremendous profit with. And we're going to demo it right up here,

and you’ re going to see how it’sdone. Thanks.
Ted: Mike Stewart, RecordY ourself.com.

Hey, got amessage. Anybody has a white Ford Fairmont, registration V1S288, you don’t have

very long to moveit.

Okay, our next featured celebrity, and you will be hearing more from him too because he plays
such acrucia rolein your outrageous success on the Internet, help me welcome president of
AutopilotRiches.com, Mr. Rob Bell.

Rob: Thanks very much, Ted. | just want to say thank you very much for having me here. It's

been great coming all the way down to Australia.

| guess I’m alittle bit on the opposite scale of some of the other speakers here, where the Internet
marketers show you how to make money on the Internet. | show you how to take the money and
what to do with it.

AutopilotRichesisreally a complete automated solution. It givesyou all the tools that you need
to have afighting chance to have a successful Internet business. We completely are ongoing
developing our applications to monitor new trends that are happening on the Internet, and we
keep building further enhancements into our application, to make your jobs easier out there on
the Internet.

Ted: Rob Bell.
Alright. Our next featured celebrity... They're hiding over there. Why are they hiding?

The next featured celebrity, actually they’ re a duo, they’ re going to teach you more than alittle
bit about software. We live on the Internet, and it is a software world. The good newsisyou
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don’t have to be an expert or really knowledgeable about it to make money with it, and there’s
more than one way to do it. Help me welcome Jesse Forrest and Brian Duffell.

Jesse: Good day, folks. How is everyone doing today? Are we happy to be here? Yeah.

My name's Jesse Forrest, and thisis my business associate and good friend, Brian Duffell. Who
here has a computer? Okay. Keep your hand up if you have software on that computer. And
keep your hand up if you’ ve spent money buying software before. And who also agrees that
software often a CD might be 90¢ to make, but you might buy Microsoft Windows for $9007?

There'salot of profit marginsin that, isn’t there?

Okay. So what we're going to teach you and reveal to you is how to cash in on that $350-billion
industry, even if you're not a software programmer. Brian’s going to tell you a bit more about
that.

Brian: Welcome, ladies and gentlemen. It's great to be here. 1I’'m abit like Tom; first timel’ve

spoken to such alarge audience. That's going to be great.

| started devel oping software about three or four years ago, and | used the Microsoft platform to
doit. Who here uses Microsoft Office on adaily basis or aweekly basis? Fantastic.

How would you like to turn your home hobby into athriving $380,000 business in about two
years? More hands? That’s great.

I’m going to show you a product that | developed, called program creator. And you can take
your everyday product and turn it into a profitable software business. And I’m goingto doit on
Saturday at 1:00. So | want you to be here to learn how to do that. 1I’'m going to show you some
secrets and techniques that | learned over my years, of how to turn a simple product or home

hobby into a great thriving business. It's going to be great. | want to talk to you.
Ted: Brian Duffell, Jesse Forrest.

Our next celebrity is a person who can actually show you —and | don’t know how much he'll
share with you — show you that in spite of diversity, and maybe sometimes because of it and

during the middle of it, the Internet can be alifesaver. When you’ve got specia requirementsin
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your family, like being a single father of three kids who would like to take every afternoon off to
be with the kids, the Internet can make it happen.

How many of uswould like to have that kind of freedom? Yeah. Wetalk so much about money,
but thereality isit’s really not the money. It'swhat the money alows you to do without having
to go and be bound and choked by ajob. Got me?

Help me welcome Australia’ s own Paul Barrs.

Paul: How are you doing, folks? Fantastic to see you all heretoday. It’s certainly true what
Ted was saying. | have my kids so well-trained, that they — even the eight-year-old —get up in
the morning, get dressed, get their breakfast, get their lunch ready, they come in, they wake me
up at 7:30, give me akiss as they walk out the door to get the bus to school.

What do you think | do? Go back to sleep, absolutely. | generally work school hours, plus
lunch, plus aswim down the beaches. __ up there at the pool, come back down again for
breakfast.

And | do that simply because | follow avery strategic website marketing business plan, which
I’ve modeled over the last few years, which has brought me from being in a situation where
earning $286 a week on a disability support pension, living five people in a two-bedroom box
provided by the government because we couldn’'t afford anywhere else, to then moving up —
through time — to living on the water, living on the canal, and having now a fantastic opportunity

where | can spend my time with my kids.

But the business plan that | put together takes you through from wereto go. | come from a
corporate training background. | will share with you, | believe it’s tomorrow morning, very
briefly, why I’'m now a single father with kids. | loveit. It'safantastic life. Maybe not the

perfect, but you make it as best as you can.

The business plan that | follow for every single website. | built another one last week, took me
five daysto build the website. | didn’t doitinjust anight. It took me five days to build the
entire website. | followed the business plan. Within six hours of announcing it to my list, it
made $4,000, which is approximately 4,000+% of what it cost me to set it up, something like
that. And | haven't checked my mail for 18 hours.
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It's the business plan to make that website that I’ [l be showing you, | think it’s tomorrow

morning. So make sure you're here for that. You'll get alot fromit. Thank you.
Ted: Paul Barrs. Paul Barrs.

The next celebrity, | wasin ajoint venture in Vancouver, Canada, we were putting on a seminar
likethis. Andwe said, “You know what?’ We called it the Worldwide Seminar. We said, “We

ought to get somebody from overseas,” so we called one guy up from Australia.

| didn’t really know much about him at that time. | did alittle bit of web research and | talked to
afew friends and found out he’sthe real deal. So okay, | go along.

But my attitude was immediately transformed. | saw him up onstage. | saw him sharing genuine
information. Some of it was new, some of it was repackaged. All of it was vital and important

and effective.

And not only that, there were alot of speakersthere. They had more speakersthen. When it
came time for the applause, | had never heard that much appreciation for a speaker in my life.
Help me welcome Australia’ s own, al the way from Perth, Chris Bloor.

Chris. Good day, people. | lost an 18-year marriage. | ended up living in a cockroach-infested
house that my kids still call the cockroach house. You're at a party and somebody comes up and
they’re talking to you, trying to be impressive because you' re a guru now, and your kid says,
“Hey dad, thisis like the cockroach house.”

| heard about thislittle fat bald guy, called Mal Emery, that was making millions of dollars, and |
bought one of his packs. | read his newsletter, and | looked at this copywriting stuff and thought,
“Gee, I’d loveto be ableto do that.” And it was as though alight went off in my head. |
decided that | could do.

To cut along story short, currently one of the most sought-after direct response copywritersin
Australia, I’ve written simple two- and three-page sales | etters that have generated millions of

combined dollarsin extra sales.

But awhile back, | went to a business meeting and a young lady came up to me, went home with

one of my audio tapes, and she phoned me the following day and she said, “Is that the
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copywriter?” And | said, “Yes.” “Good, | want you to write me asales letter.” Knew nothing
about the incident. | said, “What do you do for aliving?" Shesaid, “I'maclown.” | thought,

“Thisisgoing to be adoozie.”

So | write aletter and it went pretty good. A few weeks later, we were having a cup of coffeein
alocal McDonald s and she said, “How come it’s so expensive to hire aguy like you?’ She got
it realy cheap back then. It was only about $1,500. These days, people are paying $10,000 for a
sales |etter.

| said, “Anybody can do this. We just need to grab some material, put it on the Internet, and

we' [l make a bunch of money. Right?”’

It was a stinking nightmare. Everything that went wrong did go wrong, and we lost $50,000,
which is pretty horrific.

So I’'m going to show you, though. How many of you hate dry, dead, dingy, boring theory?
How many of you can’'t stand it when people tell you what to do but they don’t show you how to
doit? That absolutely drives me mad, because | had search engine optimization gurus coming
out theear. And all they did was take an attitude to staggering new heights and leave me totally
confused.

We figured out just one system that works. 1’'m going to show everybody here how to make
between $50,000 and $200,000 a year working from your spare room, one day aweek —and this
isthe best part — and getting other people to do 95% of the work for you. How does that sound?

I’m going to show you how to persuade like a pro and network like aninja, and strategize like a

military general, and leave your competition choking on your dust.

And I’'m going to show you three things never, never, under any circumstances, to feed a
German Shepherd dog on a cold day in Scotland, when you' re trying to impress a beautiful

woman.

And I’'m going to show you the most important thing about marketing that you'll ever learn in

your life. And if you miss this one thing, it doesn’t matter how much money you make.
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I’m going to show you how a copywriter and a clown get paid when we' re totally unemployable.
And that’ s going to leave you scratching your head. Thank you.

Ted: ChrisBloor. ChrisBloor.
Do we have any celebrities that have not been called up yet? Okay.

We actually do have one more. And because a personal emergency came up very closeto the

date, he couldn’t makeit. But | tell you what, he'salovable guy. Mr. Frank Garon.

Now, how many of us, by show of hands, know Frank or know of Frank already? That’'s kind of

what we were getting aread on.

So what we were ableto do is|’ve got akiller DVD that we've had him on. We're going to be
able to do two things. We're going to call him. He's going to share with you live, on a

teleconference. Would you like that?
See, Frank’s got a secret and he really, really has a secret that most people miss. He' s got it.

And we' re also going to show you the DVD of the highlights, the real meat of his presentation

that he did at one of our previous boot camps. So let’s hear it for Frank Garon.

Alright. Folks, I’ll tell you what we'd like to do. We need about three to five minutes to switch
computers. We're going to have atea break in 30 minutes, so do not leave now. If you haveto
go to the restroom, run and come right back. Three to five minutes stretch break, and then we'll
start right again, right here. Thank you.
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World Internet Summit, Sydney, Australia

Armand Morin, Part 1 —CD 2 of 4

Armand: Can everybody hear me? Okay, good.

Thefirst key that we want to talk about here today isthis. Thisisthe key to Internet marketing

success: caffeine.

Now, we're going to talk about alot of things here today. The first thing we want to start off
withisreally what we're going to talk about. And thisiswhat we' re going to talk about. How |
drive over 500,000 laser-targeted visitorsto my sites each month. Good topic?

Attendee: Yeah.
Armand: But the key part is there’ s no experience necessary. Even better? Okay.

What we want to do is Napoleon Hill’s Think And Grow Rich, many people have probably heard

of Napoleon Hill. How many people have? A very influential person. Heinterviewed the

world’ s wealthiest people, and he found out there' s basically 17 principles to success.

But there’ s only five that we're going to talk about today, and these are the keys for you to
understand. These five principles will allow you to become truly wealthy and to truly make

money online.

Again, these are principles, so they will apply to everybody. They’re time-tested, they’re
proven. Everyone here has utilized these principles at one point or another.

Oneisaburning desire. Ted had talked about this briefly, and | think Jennie called it the “but
factor.” | waslike, “But factor?’ First he talked about cattle, and then she said, “But factor.” |
don’'t know about that. | think in the wrong conference.
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The second part is specialized knowledge. Specialized knowledge. Everything requires some
sort of specialized knowledge. Wouldn't you agree? If you wereal think you call them
barrister —isthat right? A lawyer. If you were someone that practiced law, you would have to

go to aspecial school. You'd have to take special classes.

If you were a doctor, you' d have to take special courses. You'd have to go to extended lengths

of school.
But you need specialized knowledge.

Y ou have to have goals. If you don’t know where you’ re going, how do you know when you're

going to get there?

Women are pretty good at this, because they usually utilize maps. But men, al the guysin the

audience, write this down, right here.

The other oneis be decisivein nature. It'safact that successful people know how to take
advantage of opportunities when they come up. They can make adecision very, very quickly.
The best CEO'’sin the world learn how to make decisions very quickly, and the better the
decision that they can make by assessing the situation and then taking advantage of it. That's
what makes them successful. That’s what they get paid for.

The other one is mentoring or a mastermind group. The mastermind principle is so powerful.

Think of this. It'slike a battery. The more batteries you have together, the more power you will
have. Doesthat make sense? There’salot of energy inthisroom. Combine all of this energy
together. If we started with an idea, we could probably go to each person and you would add
your own unique position to thisidea as we go through. And at the end, it would evolve into

something totally different, that you probably have never even seen before. So mentoring.
Those are the five keys to success.

Now, you have to think outside the box. What I’ m going to share with you today is not normal.
Anyone that does search engine optimization, you' re going to hate me by the time | finish today,

because it’s different than what everyone saysto do.
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All the search engine forums, all the search engine experts have told me that I’ m dead wrong.
But, then again, that’ s why they’ re search engine experts is because they think there’s only one
way to do things. | think outside the box.

So | want you to expand your mind today. Things are not always what it seems. They’re not

always what it seems when it comesto the Internet.

S0 here' sthe example. A man in the kangaroo business dies. Set it up on a positive note. He

has 17 kangaroos.

Now, he left those kangaroos, in hiswill, to his sons. He left half of those 17 to hisfirst son, a

third to his second son, and he leaves a ninth to histhird son. Okay? Follow me for a second.

Obviously, this doesn’'t work from 17 kangaroos. You can't doit. Isthat right? Everyone agree

on that one fact?

WEell, here’ swhat happened. A friend comesto help. In many cases, afriend always comes to
the aid; sometimes when you don’t want them to. But he gives him a kangaroo, so now he has
18 kangaroos. Make sense? He gives half of 18, equalsnine. A third of 18 equalssix. A ninth
of 18 equalstwo. That makes 17. And the friend gets to keep the kangaroo.

Doesthat defy logic? Isthat not really what it seems? Well, that’s what we're going to talk
about. And that’s what you need to know today.

Y ou see, what we' re going to talk about, what you' re going to learn today and what I’m going to

teach you is the one true secret of the Internet.

How many people really believe there' s a secret on the Internet? Y ou think that? Not really.
Most of you don'’t.

Would you think that the only secret is the fact that you don’t know it? That’sthe secret. Well,
even if you did know it, guesswhat? Thereis still one secret, and that’s what we're going to talk

about today. The only secret that | know of on the Internet.

How search engines work. |sanyone a search engine expert in thisroom? No. Search engines

are the most complicated things.
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What’ s the popular search engine most people use?
Attendee: Google.

Armand: Google. And Google, avery powerful search engine, isall | use personally. But
we're going to specifically talk about Google today. And we're going to talk about who powers

who.

Y ou see, when you know the behind-the-scenes, what happens with search engines, it makes it
very easy to understand how they all work. And once you understand this, it’s very, very simple
to figure out the process. Do you say process here, or process? Process of how it works. Simple
website optimization. We're going to cover this. I’m going to give you details, asfar as how to
do this. Simple website optimization anyone can do. And I’m going to show you how those

simple website optimization techniques have worked for me.

How to get any website on the search engines listed with a higher ranking within a few short
days. If you talk to people on the net, they’ Il tell you it takes you 30, 60, three months to get
your website listed. Wrong! Try 48 hours, 72 hoursto get asitein the Internet — and Google, at
that —and listed. | do it al the time, every week.

How would you like thousands of |aser-targeted visitors and responsive visitors? That'sthe key

part. You see, visitorsare not equal. All traffic is not equal on the Internet.

You seg, if | had asite and | was promoting lifesavers, and | sent a bunch of people there that
were interested in microphones, is that traffic any good for me? No, it doesn’t make any sense

whatsoever. Sowhy do it? Which iswhat alot of people are doing today.

Why you are not listed. We're going to discover the reasons why you’ re not even in the search
engines. Let meask aquestion. How many people actually have awebsite now? A lot of you.
How many people don’t have awebsite? It should be the other half. Good, we're all on the

same page.

Well, what we' re talking about here today, both sets of people need to listen to. Becauseif you
don’t have awebsite, thisworks. If you do have awebsite, thisworks. If you have a product,
thisworks. If you don’t have a product, these techniques still work.
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No expansion means starting from scratch. Everyone today is starting from zero. Remember
that. Today we're starting from zero.

The secret software no one else has. How many people know the fact that | create software?
Those of you that don’t know, shame on you!

Thefactis| create software. | create software all thetime. | don't do it myself, | hire other
peopleto doit. But what | do, though, is| find aniche, | find a market, find a software that’s
going to make it lots easier for me. | am essentially lazy. 1sn’t there aterm “lazy American?’ Is

that right? That'sme. We're going to talk about the software | use to keep me lazy.

To beat the search engines at their own game — and they’ Il love you for it — search engine
recycling. We're going to turn the tables on the search engines and we' re going to make it work

for you.
I’m going to make Google your business partner and pay you huge checks every single month.

Would you like a five-figure-a-month check from Google? That’s pretty good. They send
checks over here, and that’ s aways positive. And how | generate more money in a month than

many people make in ayear, all through search engines.
Thisiswhat we're going to cover today. Let’'sget right into it.
These are search engine facts.

Search engines are just machines. Infact, | probably wrote that wrong. Search engines are
really just programs — a program that someone wrote. WWho wrote? A human wrote the program.

Thisisan old computer term: GIGO. Garbagein, garbage out. Most people are putting garbage
into the search engines, and therefore they’ re not getting listed. And so therefore, they’ re getting

garbage out of the search engines. We seeit every day.

Humans made search engines and humans certainly are not perfect. Let me giveyou an

example.

Romeo and Juliet. How many people enjoyed Ted' s little talk today about Shakespeare? Even
though Ted may have understood that, | think Brett can probably say it much better. There's
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something about an accent. Ted has an accent and Brett has an accent, to me. | think Brett’'s
sounds much more appropriate when quoting Shakespeare.

But let’ stalk about Romeo and Juliet. What do Romeo and Juliet have to do with the Internet?
Nothing. That'sthe answer.

The reason why |I’'m talking about Romeo and Juliet is because it’saplay. How many people
have heard or read the book or seen the play? Have you ever read that? Maybe you had to in

school.

Romeo and Juliet, as many people know, do you know the beginning about two young people
fell inlove? Basicaly, they died. It'saromantic tragedy.

WEell, if you' ve seen the play, if you' ve read the book, the outcome is very predictable. If you
had to watch the play every day, do you think you would know the outcome within a day or two?
Even if you fell asleep, you would sooner or later get the outcome of this play.

Y ou see, by knowing how the search engines work, the outcome is very predictable. You'll
know where you’'re going to be. You’'ll know how you're going to rank. You'll know the
results. And if you don’t know how, find someone who does. And that’swhy you're all sitting
here today.

Here's an example.

These are the mgjority of the search engines and thisis alittle dlightly out of date, but it’'s pretty
good as agood picture to kind of give you an example. Y ou have Google, Yahoo, MSN,
DMOZ, AOL, Ask Jeeves, Overture, Netscape, Fast, and all these other ones. These are all the
search engines primarily on the Internet.

| lost a speaker? Okay, can you hear me now? Better? Oh, the speaker’s dead over here? Okay.
I’ll stand over here. Y ou guys can hear me over there, right?

These are the search engines, right here, primarily on the Internet. The thing isyou need to

know who powers who.

Look at this. Look how thisworks. Here's Google. Right? Notice, the green arrow notes

who'’s powering Google. DMOZ, which is an open directory, it's a human-edited directory, it's
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DMOZ.org, powers Google. So now we have DMOZ powering Google, Google powering either
primary or secondary results for AOL, Go.com, Ask Jeeves, HotBot, Alexa, Netscape, Y ahoo —
that’ s changed, we're going to talk about that in a second — and Lycos.

So how important is Google? Extremely important. If you can get your siteslisted in the top of

Google, then you’' ve basically covered most of your bases on the Internet.

The change that | just mentioned was Y ahoo. Y ahoo just made a change on Tuesday of this
week. Yahoo isnow it's own self-sufficient search engine. It’s not taking results from Google

anymore.

Now, people will say, “That’s a big shakeup. Everyone sgoingto bein crisis. They’re going to

be running around with their heads cut off.”

WEell, | checked where I’'m listed, and guess what? 1’ m listed higher in Yahoo than | amin

Google. It wasjust amazing. We're going to show you some of that and how it works.

But Y ahoo isawhole new breed, and it’ s just going to be more beneficial, utilizing the technique

that we're going to talk about today.

Can you get top rankings in the search engines —top 10 rankings in the search engines? Y eah,
you can. And it doesn’t take alot of work. Because, again, why? Because | am lazy. If | can

do it, anybody can. So the answer isyes.

E-book Generator. Thisismy term, e-book software. It’'s a piece of software that makes e-

books, very ssmply. My main search term would be e-book software. Makes sense, right?

WEell, | started at number 44 in Google, when | started this whole process of |earning about

search engines.

Now, | did alittle bit of optimization and then, three weeks later, | was number one in Google.
Not shabby. | could handle that.

Now, what does that mean, though? What is the difference between number 44 and number one?
The first page versus obviously being lost in the search engines. But monetarily, what does that
mean? That meant a 900% increase in sales on that product — 900%!
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Now, that product, | was selling an average of maybe two or threeaday. You do the math.
That's alot of money at $97 each.

We settled down alittle bit, at number four, and I'll tell you why that happened. | can go back to

number one anytime | want. There'sareason. You'll see my reason in alittle bit, as we go on.
Y ahoo, I’'m at number one and number two. | took both spots. | was alittle greedy about it.

Five-minute fixes to your website. That’swhat we're going to talk about in the next section is
five-minute fixes. These are the things that | did to get these number one rankings. And all you
doisjust dooneaday. Anyone can do this, and you can do this. You can do thistoday. You

can do thisnow. That’s the whole purpose of this.

ThisisGoogle. | did thistoday, because | do my presentations at the last minute. Thisise-
booksoftware.com. That’smy site. | own that. | bought it with a dash because it was atest that
| was doing. I’'m at number three on Google. Thisison Google. Thisismy software here, this

isnumber four. So | own three and four on Google.
Thisis Yahoo, again, today. Out of 1,830,000 people, I’'m at number one and number two.

Now, we can’t see number three, but what do you think is different about my search engine

listings here? Can you identify what’s different than the previous example? Anyone notice it?
Attendee: Can’t hear what’ s being said.

Armand: No, no. It's much more simple. How many times have you seen an arrow in a search
engine? If all the other listings didn’t have an arrow, do you think it would make yours much
more valuable? Think about it.

Okay, let’sgo back. Let me seeif | can do thisright.

Thisiswhat it isin Google. Google changes, so we can’'t do it anymore. Thisiswhat a normal
search engine looks like, right here. Y ou notice there’ s nothing next to my title. But now, with
Y ahoo, notice there's an arrow. Would you like to know how to do that? Do you think that

would increase the responsiveness of your advertising and search engines? Yes, it would.

Hereitis. Here sthe secret. Here' sthe key. Writeit down just like this.
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There'swhat’s called atitletag. If you look at any search engine, thisisthetitletag. Inthetitle
tag, thisisthe word that you' re going to use at the top of your page. For example, at the top of a

browser, that’s where it would normally appear.
WEell, thisiswhat appears at the top of my browser. And then you have this arrow.

Right before your words, | want you to type thisin. It's#&9856. The pound sign. How about
this? Do you guys know tic-tac-toe? It'slike the tic-tac-toe sign. And then it’s the ampersand.

Isthat correct? And sign. And. My interpreter’s gone for the day.

Let’sgo over thisagain. You guyscall it ahash? Isthat correct? The hash. The ampersand, the
and sign. And, that’s A-N-D. It’s above an eight on the compuiter, | believe. Isthat correct?
Above the seven on the computer. If you shift-seven, that’ sthe sign | want, 9856. Does that
make sense? Just do that. And that’s how you get those little thingsin there. That will increase
your responsiveness by about 400% alone, compared to other sites without it.

Attendee: Can't hear what's being said.
Armand: We'll show you. I'll actually show you in alittle bit.

Any questions? I'vegot alot of information here. No, not now, later. Later. Write your
guestions down. If we have time at the end, I'll answer them. Or, if we don’'t have time at the
end, just grab mein the hall and I’ll answer them for you, no problem. But make sure you write

your guestions down.

Okay, seven smple stepsto do it yourself. Thetitle tag is what we just talked about. 1’m going
to show you an actual website alittle bit later. 1’'m going to pull up the actual source, so you'll
see different things.

Thetitletag. Write these down. Thisisthe most important part. I’ll show you how to do them
after.

Thetitletagisone. It'sto have the proper title tag, which meansif you look at an HTML source
code. How many people ever clicked on awebsite and clicked “view source?’ Y ou’ve done
that? If you look at that, the first thing that you noticeis usually HTML, and then it will have a
tittetag. That'sthetitletag. H1, H2 and H3, that’ swhat’ s called a header, a heading.
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H1 givesyou abig heading. H2 gives you asmaller heading. H3 gives you an even smaller
heading on awebsite. The words, the size of the wordsiswhat I’'m referring to. It automatically

makes them bigger. You can adjust that. And we'll show you that in amoment, as well.

Image Alt tag. If you put your cursor on an image and wait a second, sometimes alittle yellow
box comes up. Whatever it saysin that box isyour image alt tag. Y ou can put words in there,

which means you can put your keywords in there.

Your H1, H2 and H3 should contain your keywords. That’s why you need to understand this.
Thetitle tag should contain your keywords in there, what you want to be known for your site.

What' s the main topic of your site?

The first 250 words on your page count the most. Everything beyond 250 really doesn’t matter
that much. It should make sense, but it really doesn’t matter.

The metatags. Y ou can go on the Internet. I’m not going to bore you with all these metatags,
but you can go on the Internet and put “free metatag creator,” and you can find onein there. It's

very smple. You just look for it.

But most important, the metatags is your description: what’s the description of your site, what it
isthat you're doing, what it is that your site is about, what are you selling, even.

And then, the most important part is only use three keywords on apage. Three main keywords.
Some people put 250, 500, 600, 1,000. Guesswhat? It'sall bogus. That'sthe key isthat most
people don’t know what they’re doing. And only use three. We've done thisby alot of testing.
Not only myself, but alot of my friends.

Anyone ever heard of Stephen Pierce? Stephen Pierceisadgreat friend of mine. We'vedone a
lot of testing together. Asfar asall this stuff goes, thisis what works. These are the main things

that make a difference on asite.
Thisisif you did it yourself. We'll talk about how to automate this.

There' s a problem with search engine optimization. SEO stands for search engine optimization.

| may use that term a couple times, as|’m talking today. There’'s a problem with it.

Number one, it takes forever.
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Number two, you' re competing with full-time people to get into the search engines. If you had a
top keyword, like real estate, do you think you could easily go in and take your site and replace
the number one person on that site? Not very easily, considering they’ re probably there forever
and they probably are realestate.com. Y ou can’'t get any more appropriate than real estate.com,
no matter what your word is. So you'’ re competing head-to-head with full-time SEO companies.

If you hire someone to do it, it’s about $2,000 to $3,000 a month. That’s expensive. | don’t
want to pay that.

Most people use the wrong keywords, because you don't really know what you’ re searching for.

WEe're going to go into depth about all these different subjects today.

Y ou need to become an expert. | spent the last six months of my life doing nothing but search
engine optimization, just trying to figure out thisgame. | didn’t have to go too far, because |
realized that most of it was really bad and | don’t need to know. But | had to become an expert
atit, and it'sboring. Boring asall heck. It’s not an exciting thing. “What are you going to do
today?’ “WEell, | think I’ll just search for some keywords and put them on my site and fix my

title tags.”

Isthat so much agreat day? Or would you rather get up in the morning and say, “1 think I'll go
to the beach.” That’s amuch better use of your time, to me.

Y ou're not an SEO company. That’sthe most important part | want you to understand. And the
other part iswhy do it if there's abetter way? That’s the way that you can do it yourself.
There' s automated ways that we'll talk about.

The first thing, before you even get into your search engines, and you get into the search engine
and you start optimizing your page for higher ranking, isjust to get your site into the search

engines.

Those of you that have websites, are al of your siteslisted in Google right now? No, some of

you aren’'t. Well, thisis how we're going to get your site listed.

Those of you that don’t have a website, thisis how you get your site listed into Google.
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The PageRank. Google has something called PageRank. It'sunique. It's aunique animal that
no one else has. No one else has PageRank but Google.

The only way that you know your PageRank isif you download Google'stoolbar. And you need
to have the reporting version. They’re going to give you two different options when it comes to

this. Thisreporting version sends Google information.

For example, if you go to a site and you have this toolbar —and I’ [| show you that in a moment —
if you go to this site and the site is not listed in Google, this toolbar sends a message back to
Google and says, “You're not in the search engine. We don’'t have this site. So we better add it,

so we can spider it, which meansinclude it into our search engine later.” Does that make sense?

So what do | do? Sometimes, | just sit there and | hit refresh, refresh, refresh. | want to send as
many of these messages back to Google as possible. “Thissite’'snot in. Thissite’snot in.”
That’swhat | do sometimes. | don’t know if it works, but it can’t hurt. | thought of making a
little program that just refreshed the page constantly, but | don’t think that’s going to work.

PageRank goes on a scale between actually zero and 10. Zero and 10, 10 being the best, zero
being the worst. If you don’t have above athree, then it’sno good. They don’'t care. You don’t

exist unless you have a number three of a PageRank.

Thisiswhat a Google toolbar looks like. If you haveit on the top of your browser, it has
“Google,” you can search with it. It has a pop-up blocker built into it, so it’skind of neat. | use
that.

Then we have PageRank, that little bar right there. When you put your mouse over that bar,
you'll find that PageRank is the Google’ s measure of the importance of this page, six out of 10.

Six isgood. Six isvery good. Seven isbetter. But six is good.

With six, what does this mean? If we want to get sites listed into Google, what we need to do is
we need to make sure that we have a high PageRank, because that will determine how often
Googlerevisits our site.

For example, if Google was only visiting your site once per month, how often do you think you
could get another sitein? Well, maybe once a month. Probably about every three months.

Maybe even longer. Usualy, what | find isit takes between three and five times to get another
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page in, even once they’ ve indexed your page, meaning once they’ ve accepted the changes that
you've made. So threeto five times, they need to come back to you.

If it was only coming once a month, it’s not doing you alot of good. If you have asix, this
means it’s coming every day. So that means I’ m getting new pages in, usually about once a
week.

Now, if you have multiple sites that have a six or a seven, in some cases, or afive, guess what?
If you have afive or asix on this, that means you’ re going to get multiple sitesin and it’ s going

to spider all of them.
Let me use an example. You have site A, site B and site C.

Site A, Google comes on Monday. Site B, Google comes on Tuesday. Site C, Google comes on
Wednesday. But if you havealink to A, B and C on each one of these pages, effectively how
many times are they hitting your sitein three days? Ninetimes, right? Does that make sense?
Sounds about right, because | just made it up. No, that’s about right, about nine times. In some
cases, more than that. And we'll show you some of that.

But if you don’'t have PageRank, borrow it; meaning ask afriend that does have good PageRank
to put alink to your site on their site. Isthat easy enough? That’s pretty simple.

How many people don’t have friends like that, though? If you don’'t have friends like that, buy
them. Meaning you can just go to someone and say, “Y ou got a high PageRank? 1'll pay you X
number of dollarsto go ahead and put alink to me from your site.” And there’s companies that
doit.

LinkAdage.com. | may be saying thiswrong. | say LinkAdage. It could be LinkAdAge. But
either way, go to that website and you' |l see that there’ s an auction site. People with high page
rank, with a PageRank of five, six, seven, eight, sometimes nine. If you have asite with a
PageRank of nine linking to you, you're golden. | will pay you money. Just cometo me. | will

fund your whole campaign.

But the fact is, the PageRank of nine, you can buy it. It's going to cost you alot of money,
probably, about $2,000 a month.
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Do you have to do that every month? No. You just need onetime. Do | recommend paying
$2,000? No, | don't. You can usually get one for about $30 or $40 and just do it for 30 days.
And that’s all you need. Their PageRank will transfer to you. Does that make sense?

Let me give you an example. If asite had a PageRank of seven and they link to you and you
have a PageRank of six, let’s say you had no PageRank, because a seven linked to you, you
would instantly have a PageRank of six the next time that Google updates. Does that make sense
now? That’sthe importance of PageRank. It’'s called the transference of PageRank. | like that.

| just made that up, too. But we're going to use that.

But LinkAdOption, another site, same thing. It'san auction site. You're just bidding with
somebody else. Sometimesyou' Il find these great deals. | don’t recommend spending alot of
money doing this, because you only need it for a short period of time. If you doit, do it for one
month and that’ s it.

Again, buy alink from someone else’ssite. Just like | said, thisisjust backing me up. Buy
PageRanks for short periods of time. Works as an auction. Only bid on PR6 or higher, that’s
key. PR6 isthe most valuable site.

For example, once your siteis up for awhile, some of you have a site and you probably have a
PageRank of three. Some of you may have afour, if you have sites already. Some of you may
have afive. That'sfine. You' regood. You don't haveto do too much from there.

But a PageRank of six, if you don’t have no PageRank when you find this out, is the best. The
best to bid on, | should say. The higher the PageRank, the better, again. A high PageRank
equals faster inclusion into the search engines. Y ou get indexed more, which means you can

ultimately get more pages listed in the search engines.

What we' re going to talk about today iswe're not going to talk about one site. We're going to
talk about thousands of sites. What I’ m going to show you, in afew minutes, is going to be how

to get multiple sites.

Each week, | get an average of between 5,000 and 9,000 pages in the search engines. Not bad.

Each one of those pages makes me money, without doing anything, without selling anything.
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Add your own URL. Thisisreally simple. People to pay companies just to submit their URL to
search engines. They give you thisbig, “We'll submit your site to 700,000 search engines.” Let
me give you alittle hint. There are not 700,000 search engines on the Internet today. Most of
those are just what they call FFA pages. Free-for-al link pages, which are of absolutely no value
to you. They mean nothing. Don’t buy into it. Don’'t pay for it. Don’t do it, because you will
flood your e-mail box with abunch of spam that you don’t want, you don’t need. Just don't do
it.

The easiest way isto just go to Google/addurl.htm, and just submit it into Google. | do thisonce
aweek with my new sites. | just add one page, and you'll see how thisall works. But | just go

tothat. That's one way.

But most importantly, do you remember that graph | showed you earlier, that little chart that
showed you who powers who? Well, who powers Google? DMOZ. So we should submit into
DMOZ. Google spiders or goesinto and searches DMOZ almost every day. It may not update
every day, but it’s going to search it every day and add new inclusions. So you will get ranked
higher.

DMOZ istheway to go. If you go to Google.com right now and you click on the little path that
says “Directory,” that isDMOZ. That'sit. That’s how closely they work together.

Okay, Yahoo. Submit your siteinto Yahoo. It'salittle more complicated, and you can just read
the directions. It'svery simple, but it’salittle bit more complicated to submit your site into

Yahoo. You don't have to pay their money.

They’ re coming out with something new in afew weeks, that you can pay them to get your site
in again, which is going to give you some advantages. But don’t worry about that now. Just use
this, it'sfree. Alltheweb.com. Gigablast, a huge search engine. Y ou guys ever hear of it? No
one has. | found it by accident, one day. But they’re serving like three-billion pages or
something like that, some crazy amount. Gigablast.com. Submit your siteinto there. They’ll
list you instantly.

Again, as| said, no FFA pages. And thelast part is no mass submitters. Don’t buy software to

do this, to submit your site into search engines. They don’t work.
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See, you need to spend your time doing only things that work. Everything that we're talking
about and I’'m showing you today, | do not spend alot of timeon. What | dois| just do this
before | go to bed at night. | spend about 45 minutes to an hour every day, before | go to bed. |
don’t do all of this stuff. I'll show you more of what | do. But | usually submit a site into
Google. | usually go create some pages, which we'll talk about, which isreally how you're
going to make money from this.

Automated optimization. Automated optimization. Y ou see, there’'s ahard way and there’s an
easy way. Which way would you want me to explain to you?

Okay, let me put it thisway. There’'s away that makes no money and there’s a way that makes a
lot of money. Which one do you want to learn? The lot of money, right?

Doorway pages are what were created afew years back. Basically, they were pages just
optimized for search engines, and they called them doorway pages. |’ m giving you alittle bit of
history here.

Doorway pages worked great. Search engines changed, doorway pages were no good anymore.
Then came along a friend of mine, Stephen Pierce, who created something called Smart Pages.

Smart Pages work. Smart Pages are the deal. There' sa product that’s called Smart Page
Generator. Anyone heard of that? I’'m telling you, the guy that created that is a genius.

Okay, | created that. Smart Page Generator. | created Smart Pages. And Smart Pages are just

optimized for search engines.

The way they work iswe' ve created a formulathat does all thisfor you. It keeps your
information, takes your keywords, creates 10 pages, and then you take all of those pages, upload
it to your server, and then they sit there. And they get usually atop 10 ranking ailmost every
time. Pretty ssimple, right?

When a person gets there, they don’t see anything. All they do isthey transfer to the pages
initially that you want the end user to see. That makes more sense.
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Again, the Smart Page does this. Here' sthe end user. They hit the Smart Page. They don’t even
know the Smart Page exists. Immediately transfers them onto the site. 1t'sjust to get high

search engine rankings.

That ebook-software.com site, that was a Smart Page site, number three ranking. It beat my own

site, which is actually the site that it’ s redirecting to, which is number four.
It works. But Smart Pages are away that we can do that.

But then there’ s something else. There's new optimized pages. Y ou can have content on the

page.

Y ou know, one of the myths— | should say — on the Internet is that for high search engine

rankings, you need to have alot of content.

How many people are really writers here and you feel like writing every single day? | don't like
writing every day. And1’m not good at it. | have misspellings. If anyone ever read a sales |etter

of mine, I'm sorry. | did the best | could.

| can write a sales letter, but when it comes to checking the spelling and all that, that’sfine. |

know ultimately I’m going to make money from the sales | etter.

But to create content for the sake of creating content is time-consuming, and | don’t want to do

that. So these new optimized pages were designed to create their own content.

Number one position software, David Cavanaugh, you heard him talk, David’ s going to show
you all about the software later. I'm going to touch on it briefly.

This new software is something that every single one of you have to have. This software will
make you alot of money. I’m going to show you what the software does, and I’ m going to show
you examples of pagesthat | created with this software. And I’m going to show you how the

software’ s generated me — and is generating me — five figures per month.

Do you think you need that software? Okay. Thisis part of the equation that I’ m giving you, so

write that down.
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Create hundreds of optimized pagesin a short few minutes. Instead of creating one, instead of
creating 10, it creates 100 of these pages. And I'll show you how to make thousands of pages

with the same software.

If 1 do something on ling, | liketo do itinabigway. Hundreds are not enough for me. | want to
create thousands. If oneisgood and two is great and 100 is better, | want thousands because |
can make more money with it. And I’m going to show you how | stepped up the optimization on
these pages. Because remember, | spent the last six months trying to figure out how this all
works, to make money with it.

So | discovered that there are some tricks that other people didn’t know about. When | did this,
it just blew everything out of the water.

Here' swhat the software looks like. There's David. It's number one position software. And
here swhat itis. It'svery smple.

Y ou have a set of templates. Y ou have an index template, you have aresults template, you have
asite map template. On the left-hand side. Y our right-hand side. I’m from the states, so my
left. Our toilet flows different, too.

We have an index, aresults and a site map templ ate.

Those three templates automatically come with the software. They automatically design to get
high rankings in the search engines. Nothing wrong with those templates. We'll talk more about

it in aminute.

But they’ re already there, so you don’t have to do anything. The data source is your keywords.
The keywords that you’ re going to use.

If you don't have any keywords, there’ s a little button — some of you in the back may not see this
—there’salittle button. All thissaysis“Suggest Keywords.” That'sall it does. And you click
that button, alittle window pops up and says, “ Enter your keyword.” Y ou enter the keyword and
it automatically searches and finds out about the keywords that are pertinent to what you typed

in.
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For example, if | type in e-book software, it would give me 100 keywords for e-book software,
likethat. Soyou don’'t haveto think. See, the less thinking you can do, the better, if that makes

sense.
But all you need to do is make money with it.

So what we need to do is we need to put in our keywords here. We create an index name, the
amount of keywords per page, and then our home page URL. And we create it, push a button.

Let metell you this. There's another section to this, which advertises a product. You haveto
have a product that you can market. If you don’t have one, we'll show you how to get one. We
can show you how to market someone else’s product, and I’ll show you that in a moment, as we

go through.
But thisis the software that we' re going to be talking about, and how it generates the income.

David did agreat job onit. He just added some new features that he' s implementing into this.
It's an awesome piece of software and | really do recommend it. Thisis going to be your next

best friend for the rest of your life. Trust me, thisisthe one that will save the day.

What | did was | stepped-up the position on it. | created a secret template. Let’s do this, because

| want to show you this.
Let’sdo this. Pull up the browser and get rid of these cards. What was that?
Attendee: Can’t hear what’s being said.

Armand: That'sasecret. Okay, maybeit’s not. Hopefully, we have an Internet connection.

Yes, wedo. That'saways positive.

Some people might be wondering what thislittle tool is up in the left-hand corner. Everyone see
this, up in the right-hand corner? Thisisaproduct called RoboTool. | don't remember any of
my passwords on my computer. Thistakescareof ital. It'sjust RoboForm.com. If you don’t
have that, you can download a free version of it. | paid like $29 for it. But RoboForm.com. Just
grab that.

World Internet Summit Australia — Volumes 1-6 Page 125 of 342



But let’slog into this. Now, what | want you to do islook at this. | had some keywords. These
are the keywords | did for e-book software. They'rejust left in there.

But here’ swhat happens, down below. Recommended site. Has a sitetitle, description and
URL. That'swhat we're promoting. That’s the site that we're promoting right now.

What we' re going to do iswe're going to put in atitle, we're going to put a description, and
we'regoing to put aURL. The URL issimply where we want people to go.

And then there' s something else that we have down here, which is the pop-up URL; which
means when a person comes to the site, when they leave it, if they don’t do anything, thislittle

window’ s going to be popped up and it’s going to be the site that we' re promoting.

That’s the whole software. But let’s ultimately look at something here.
GoGenerator.com/insomnia. Anybody have trouble with insomnia? | sell aproduct. It’snot
even mine. But thisis my site map page. It’'sjust abunch of keywords, right? Doesn’t really
mean anything. So when | click on these keywords, acupuncture, anxiety, insomnia. It gives me
an ad up here at the top.

Here' sour ad. Here's some Google stuff. We'll talk about that later, and then we have this
down below. Theseareall results. Do you think | wrote this? The software wrote this. These

are all results from other search engines. And it’s automatically in there, and it’s optimized.

Now, let’s seethis. We highlight acupuncture, insomnia and we go to Google. Now, what
would you say they rank? 1'm taking bets.

Attendee: One.

Armand: Number one. But Armand, you set that up previously. It was already circled. Yeah, |

can control Google through the power of my mind.

Let'stry this. Let’spick one. Carbohydrate, insomnia. Isthat good? Or do you want meto

pick adifferent one? 1I'm pretty sure I’m going to be number one for this.

What isthis? Club, dance, insomnia? Let’'stry that. Who knows?
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Now, before | do this... No, I'mkidding. Let'stry it. Okay, let’'ssee. Oh, yeah! Look at that!

Everyone together, “ Armand, you are the man!”

Who else wants to test me? Comeon! No, I'm just kidding. But that’s the page. When 1 click
through that page, club, dance, insomnia, what are we going to see? Same thing.

Attendee: Can't hear what's being said.

Armand: | wason Australia. It wouldn’'t matter. Just pagesin Australiawouldn’t come up,
because | don't have a.au extension on my domain. | don't know. Thisismy first time here. |
don’t know, but | would assume that if | had a.com.au extension, | would have the same results

in Australia. That is correct, right, .com.au? But | would have the same results.

So you can optimize specifically by country. Y ou can optimize by localizations under the

different markets as well, too.

The directory. Remember the directory | showed you? That’sthe directory right there. And

again, if you scroll down, to prove my point, thereit is, open source directory.
Anyone know how | go back to it?
Attendee: F5.

Armand: F5? Oh, you guysare wrong. Anyone else have any other ideas?

Part2—CD 2o0f 4

Attendee: Can't hear what’s being said.

Armand: The big screenicon? Okay.

Attendee: Can’t hear what’s being said.

Armand: Thisone?

Attendee: Moveto theright.

Armand: My right? | takeit back. | takeit back. But those pages are not the standard default

templates that come with the software. Those pages were the optimized pages | created

World Internet Summit Australia — Volumes 1-6 Page 127 of 342



specifically for the software. Due to the testing that we' ve done, the secret template, | tested it
for six months. | know it works. It routinely gets top 10 rankings, just as we' ve seen, even on

things like club, dance, insomnia, which | hang out there all the time.

Simply replace the results template. Remember there was three templates? Just replace the
results template. 1’ve modified it to make it work better. Once you replace that results template,

all the pages now are 100% optimized for the best search engine positioning that thereis.

For example, if you knew that you' d get top 10 rankings in the search engines by utilizing one

template, how many people would like that template? Would you like that? Okay.

Possibly, later, I might show you how you can get one. But we're going to talk about why
you’re not listed.

Thisisthething. One of the curious parts of the whole processiswhy you are not listed. If you

understand the reasons why, it makes it easier for you. You can at least cry easier at night.

The number one reason why you’ re not ranked in the search engineisthis. You are not using the

right keywords. Y ou’re using absolutely the wrong keywords.

So you need to use the right ones. And why? Because we're trying to get the number one

keyword.

If I’'m selling microphones, I’ m trying to cater to the whole microphone business.
The biggest problem people have isthey try to cater to everyone on the Internet.

When | talk to someone — and some of you may come up to me later on, hopefully you won't say
this now — you may come up to me later on and I’ [l ask you, “What's your market?” And you're
like, “Everyone on the Internet.” Yeah, that’s great and that’ sidealistic, but no. Redlly, what's

your market? You have to be very specific.

It's better to be abig fish in asmall pond, in other words. Does that make sense? Y ou see, you
need to specify what people are looking for. And you can do that through the right use of
keywords. Keywords are the key. Y our keywords are obviously just too competitive, and that’s
the problem. Y ou're not specific enough in what people want from their site, from your product.
Y ou have to cater to aniche market. 1’m sure someone’s going to talk about that this weekend,
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about niche marketing, especially when you're creating products. They’re going to tell you all
about this.

But keywords are the same way on the Internet today. Y ou can’t compete with top companies
with high PageRank. Y ou may have an eight and they have that link; specifically backward

links.
Backward links. What does that mean?

Backward links, when you have the Google toolbar, if you right-click on a page, it will show you
the amount of backward links. Let’s go out of thisagain. It's much easier for me to show thisto

you.

Thisiswhat | mean by pop-up. Thisisthe pop-up that comes up from the insomnia page. We

went to two insomnia pages, remember?
Whoever makes this pop-up software has just got to go. Anyone ever hear of Pop-up Generator?

Let’sdo this. Let'sgo to one of my sites here. E-book Generator. Thisis one of the sites| told
you about earlier.

E-book Generator is my e-book software. Another pop-up. Those are the oneswe like. They
make me money. E-book Generator.

So I've got the Google toolbar. Let’slook at the PageRank. Six, right? Pretty good. Let’'s put it
over theimage here. E-book software, free e-book software, e-book cover software, e-book
creation software. Thisisan H1tag. I'll show you more about that in amoment. But that’s my
H1tag. H2 tag here. You notice they’re the same size? Y ou can resize these H1 and H2 tags.

I’ll show you that in amoment. And then | have different spots throughout this.
But most importantly, thisiswhat | want to talk about: backward links.

If 1 right-click on the page, there’s a spot right here, down in the last section, it says, “Backward
links.” That’s how many other people are linking to me in the search engines. And let’sjust see
how many people are linking to this site; 1,650. Diet, insomnia, that’s me. Stock trading online.

Canadian stock picks. Hot penny picks. Future trading platforms.
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Remember | told you about afriend. That'safriend of mine, Stephen Pierce. Those are his
pages that he’s made. And 1,650 pages are linking to the site right now. That’s your backwards
link. But backward links are extremely important. So you need to have other people linking to

youl.

But what you're going to do is not only have the backward link, you’ re going to use the back

door to create those backward links.

Here'swhat | mean. Thisisthe same page we werejust on. | said backward links, second part

isvery important. The other part | said is use the back door.

The reason why thisis so important is you can create your own links to yourself. Each one of
the pagesthat | create has other links at the very, very bottom. It linksto my own pages. It's
called internal linking. Write that down. Internal linking; which means| create my own
backward links in the search engines. So | link to myself on all of my pages, and that’s how we
doit.

So you can link to yourself, and that’ s at the bottom of the template. But you use the back door
in order to do that.

See, there' s keyword tools. Let’stalk about thisfor amoment.
Keyword tools, very smply, they allow you to create the proper keywords.

There' s a piece of software called GoodK eywords.com. It'sfree. Y ou can download it. And

it'savery good piece of software. It'sfree. The priceisright. So you can use that.

And then there’ s Word Tracker. Anyone ever use that, WordTracker.com? WordTracker.comis
amonthly service. | think it’s quite expensive for it, but it's a good service to get the keywords
that you need in order to effectively compete in the search engines. It gives you awhole slew of

them.
But the problem is—we'll talk about that in a moment.

There' s another site that’ s free, also, Inventory.Overture.com. That’s the keyword search tool.
Inventory.Overture.com. But the big problem isthis. Overture only gives you the top 100

keywords.
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You see, | don't even want to compete with those top 100 keywords, necessarily. | do, but |
don't. | may win, I may not, but | don’t really want to.

GoodK eywords.com uses Overture, so that just ruled them out, too. They’re only going to give
you the top 100 words now. And WordTracker isway too complicated to use. Does that make

sense? If it'stoo complicated, you are not going to useit.

| think it'stoo complicated. | don’'t useit. And it’stoo expensive.
So what should you do? Any ideas?

Attendee: Can't hear what’s being said.

Armand: You know, that’sagood idea. He said, “1 would assume you have a piece of

software.”

Thisisthe secret software | told you about earlier. 1t's not very fancy, but it’s straight to the
point. | didn't even titleit, because there' s only five people in the world that use it, and I’ m one

of them. | created the software.

We enter in the search term. Overture, by far to me, isthe best place to get keywords. But
again, remember, | said they’re not very specific, because they only go down 100 keywords, 100
phrases.

Let’sdo something. Let’'stypein “e-book software.” Here'swhat happens. Hopefully, it will
happen. Therewe go. Okay, e-book software. These are the results from Overture right now.
E-book software, e-book cover software.

But now, more importantly, look at the numbers next to them. Look at the numbers next to
them. Next toit, it says, “4,008.” That's the number of people that searched on thistopic last
month. 4,008 people searched on “e-book software.” Another 2,234 people searched on “e-book

cover software” last month. Another 693 people searched on “free e-book software” last month.

There’' salot that thisinformation tellsme. First of all, if | was creating a product, what should
my product be? More people searched on e-book software than the rest, right? So it should be
the top one.
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Now, | don’t know how far thisis going to go — we might have to do another search, just to make
iteasier —isdigal. It would expand all those listings. And I’m not sure there’' s even enough

listings to do this, so we may have to do this again.

But what will happen isit will expand all those listings and dig down deep into Overture. In our

case, right now, there’ s nothing there.

So let’ s do something alittle bit more, so you can see how thisworks. Let me show you this

actually on Overture. Inventory.Overture.com.

Now, let'sdo this. Let’stypeinthe word shoes. We type in shoes, and thisisthe results. 1'll
scroll up on the page, so you can seethis. Last month, 771,000 people searched on the term

shoes. That’salot of people.

Now we have 108,000 type in the term walking shoes, 80,000 typed in payless shoes, 79,000
typed in shoes online, 56,000 typed in running shoes, 54,000 typed in diesel shoes, Aldo shoes,
hiking shoes, Nike shoes, Jordan shoes, wedding shoes, women’s shoes. It goes on.

Now, these are just 100 of those top keywords. But we said we don’t want to compete.

So if | had to do this by hand, what | would do is| would go to shoes and click on walking shoes.
Now, out of that 108,000, it’s going to give me all the terms that submit with the term walking
shoes.

Now, if | wanted to get more specific shoes, | could type in New Balance walking shoes, and |
could click onthat. And | could get even more specific and get al the way down to New

Balance women’ s walking shoes, 91 people.

Now, if | had to do that with 100 terms on all of the different branches that each one has, how
long would it take me? It would take me along time.

But let’stry this. Shoes. Okay, sameresults. Right? We're going to seeit’s moving now. It
just expanded out safety shoes, and it’s still going. It'sgoing and it’s going and it’ s searching all
those. And it’sfinding out and expanding each one of those.

At the same time, what it’sdoing isit’s also de-duplicating the whole list. And shoesis a pretty
big topic, so this may probably take awhile. But it’s going to keep on going through this whole
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process until it does. See it keeps on expanding? Now it’s branched out. It has another one,
Kenneth Cole shoes, it looks like, and it’ s branching that out.

And by the time we' re done with shoes, | would imagine that we'll probably have —thisisjust a
guess — | would say probably between 57,000 keywords from that.

Now, look at how specific it is, though: 80 people typed in rack shoes store. Now, if you had a
product that was arack shoes store, what you would do issimply... Would that be a targeted
person? 90 people on the whole Internet typed in rack shoes store. That’s about as targeted as
you can get on the Net.

So it’ s going to continue on, fetish shoes. Okay, time to go back to the presentation. You don’t
need to see that part.

We have the good keywords, everything. We have that software, which is still running in the
background. So what should you do? The top secret dig tool, that’swhat | call it. Overture dig

tool. Noonehasit. I’'m the only onethat hasit in the world.

The secret to making this processwork. It truly is. Because everyone else doing this processis

only using 100 keywords. I'm using 9,000, 4,000, 3,000 at a shot to get pagesin.

So every week, I’ m getting thousands and thousands of pagesin. So it digsinto the Overture
results. It brings back all the resultsinto that keyword. Not just one or two, but al of them. It
turns 100 into 2,000, 3,000, 9,000, whatever. And it’sreal results.

Literally, thisiswhat people are searching for. Thisiswhat makes this so special. It'sthereal
results. It'sthe exact search termsthey’re using, in their own words. And the last part isit uses
their own words. That’sthe key.

You see, if | communicate to you utilizing your own words in the way that you talk and the way
that you type and the words that you use, it's much more appropriate rather than theway I'm

doing it now.
That was ajoke, by the way.

So here’ swhat happens. These targeted pages can actually bring you traffic.
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Now, thisisthis morning. Thisisthismorning and the last few days since I’ ve been here:
24,000 people, 23,000 people, 20,000, 15,000, 19,000, 25,000, 25,000, 19,000. Before | came up
today, before | woke up this morning, | had aready 6,009 people aready hit my pages. Beforel
woke up. 12,886 people clicked on those links, those programs that | was promoting, and |
probably made sales off that.

So far, this month alone, I’ ve brought in 329,435 people to my site utilizing this method.
Question: does this work?

Okay, now there' sthe other part that | can’t show you, because there’ s one more column here
which Google does not allow me to show, so | won't do it, which is how much money I’ ve made
from Google. All | cantell you isthis. most of the time, most people work several, several
weeks to do what | do in aday on Google, and Google sends me that check every month. Let’s
put it thisway: it'sover fivefigures. Let'sput it thisway: it's enough money where | can hirea
person full-time to do this for me and pay for it, and I’'ll probably add two more people on, then

three more people. Why? Because I’ m greedy.

| see thisincome generating from this as away that | can almost replace... Let’s put it thisway.

I’m almost replacing my income I’m making on the Internet now. Do you guys know how much
money | made last year? It wasalot. It wasalot. Between my seminars and everything, | think
we did alittle over amillion dollars last year, online. That was between my products and sales.

Thiswill replace my income online.

Now, do you think I’'m serious about this? Yes! Again, five people in the whole world know
exactly what I'm doing. So I’ m very serious about how thisworks. Likel said, I’m hiring

people to do it for me now.

| want to make Google your cash partner. Thisis how you can do it. Remember, it’s not about

me. It'sabout you. Make Google your cash partner.

Contextual advertising. That’s my new word for the day. Contextual advertising. 1t’sfunto
say. It'sthe Google Ad Sense Program.
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Google came out with their Ad Sense Program, which takes their ad words, when we do a search
on Google, on the right-hand side of the pageis people advertising. They’re syndicating their ad
words. It syndicates the Google ad words program. Okay? And it allows you to put advertising

on your site.

Anyonecansign up. It'sfree. It doesn’'t cost anything. And the words that show up are based
upon the topic of your site. Okay?

Ads pertaining to your topic, again, it’s very, very relevant as far as what you're doing. But

that’ s the highlight of it. That’swhat Google does. But the cash partner, meaning that they’re
going to put little advertising... Remember those pages that we pulled up with insomnia, that
right-hand side? That was the Google Ad Sense Program. That’s what’s generating me alot of
money every month. And that’s what will generate you alot of money every month; 100%
targeted advertising, which means all those words are very, very relevant. And it’s only going to
show ads based upon what the topic is of that site.

So when you saw the site, on my insomnia pages, on the right-hand side, guess what? Those are

people advertising under the term insomnia.

Some of you may have advertised in Google Ad Words. It’'s not cheap, in many cases. What
they do isthey pay you a percentage.

For example, for example, popular drugs, Centramine, or whatever it is. Sounds like that.
You're advertising that. That’s a pharmaceutical, right? People are paying $5 and $6 for every
click that they get from Google. Google will pay you a percentage of that, which means you can
make like $1, $2 or $3 for one person clicking on that link off of your site.

Now, if you had thousands of people coming to your site aday, do you think that would add up?
Pretty quick. I’ve had clicks ranging from 5¢, what | was paid, al the way up to where | was

getting paid over $2. In one case, $3 onetime, for aclick.
So it depends on the topic, what’ s going to be paid more.

For example, if you were advertising gambling, do you think it costs more to advertise under
kitchen utensils or mortgage sites? Who do you think is going to pay more money for the
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advertising? Mortgages. Why? There’s more money init. And there snot alot of money in
kitchen utensils.

So if you advertise a thing on mortgages, which I’m driving maybe 10,000 people a day right
now, just under the term mortgages, do you think you could make money from that? Do you
think you could sell the leads from that? Do you think people would be interested in buying
those leads, automatically, without you doing anything? Y es, because that’s what | market. |
market mortgages like that, and | don’'t do anything. | have another company that pays me $36
for every one of those clicksthat | get to my pageto theirsif aperson just fillsout aform. It's
free. And| get paid $36. So | would do maybe afew of those aday. It doesn’t take much.

How to implement Google Ad Sense. Simply add it to your site. Add it to your sales|etter. You

could add it to your thank you pages. But no, no and no.

Remember, you don’t want to put this on your regular sales letters. You don’t want to put this
on your normal sales site that you're trying to make money from, that you' re trying to sell things

from.

So do not interfere with the sales process unless you want to totally depreciate the sales that

you're currently getting. So don’t put it on those pages.

What you need to do is you need to make optimized pages. So thisisthe best way to add Google
isto drive traffic to an optimized page, just like we' ve been talking about, that I’ ve been showing
you. Not only do that, but drive alot of traffic to an optimized page.

And then, have athemed page, which means everything is relevant to a specific keyword, so

you’'ll make more money from that Google Ad Sense on the right.

Optimize for search engines, optimize for click-thru’s. You want the click. Y ou want people to

click on the Ad Sense money.
The Ad Sense on the right-hand side, people click, you make money.

Y ou want to promote a product. Y ou need a product to promote. We'll talk about that in a

moment. We'll talk about how to make a product. But you also want to make sales, as well.
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So how would you do that? Well, we have the Google Ad Sense template that | showed you
earlier. It'stested for over six months and ranks high in the search engines, tested for optimal
click-thru’s. It out-performed our previous test that we were doing, that template | just showed
you, by 338%.

We have Ad Sense on theright. Do you know that by having it on the right-hand side of the
page, you will increase the amount of click-thru’s? Simply becauseit’s easier for a person to
click. The mouseison the right-hand side of the page, that’ s where your scroll bar is, so
therefore it’s easier for people to click and they will click on it more often.

Tables are set up properly for search engines. If you understand how search engines work, when
it comesto HTML, it makes kind of weird. If you noticed that page, there was a distinct two
tablesinit. | had everything on one side, then | had thislittle tiny table on the right-hand side
that had Google.

WEell, the search engines read everything down the left-hand side, which is all those keywords
optimized for that page. And then it goesto my Google. So it doesn’t interfere with my search
engine rankings and how I’ m getting optimized.

Currently, it's generating over five figures amonth. How many people would like to generate

five figures per month? You’'ve aready answered that, right?
How many people want to generate more than that?

Y ou can create a huge additional income, though, by not only Google Ad Sense, by adding other
products to market. You see, | do make salesfrom all this, aswell. See, every page | have
promotes a product. And that’s what you need to do. Y ou need to promote a product, because

people will click oniit.

Remember, thisis targeted traffic. They’re looking for something specifically. They’relooking
for something to buy.

So it can be yours at first, if you have a product already. | promote some of my own products
thisway. Pages can literally, though, promote anything. Y ou can promote affiliate programs.
Y ou can promote ClickBank. | use ClickBank for affiliate programs, to get things to market. |
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use Commissiondunction. | use LinkShare. | use AffiliateWindow with 2Tier.com and
AssociatePrograms.com.

Add .com to those previous ones; ClickBank.com, CommissionJunction.com, LinkShare.com. If
you add those to all of that, you'll see that those are al programs you can promote. Y ou can sign
up to be an affiliate for free and you have access to literally thousands and thousands and
thousands of products that they’ll pay you anywhere between 5% to, in many cases, 60% and

70% of what you' re currently making... what the sale priceis, | should say.

So AffiliateWindow.com and AssociatePrograms.com.

If you don’t have a product, though, here’ s how you create one. It’svery ssmple.
Think of atopic. Let’ spick atopic right now. Someone mention one. Yell one out.
Attendee: Dieting.

Armand: Dieting. Dieting isagood product. We'll take that one, because | always go to the
low-hanging fruit, the one that’ s really easy.

Think of atopic. We have dieting.

So if you wanted to create a dieting product, what would you do? Well, you can do it yourself.
That would take weeks, and sometimes months. Y ou can become an expert in dieting, again, in

months, if not years.

But what you can do is search for articles on that topic. How many articles do you think there
are under the term dieting on the Internet? Millions. Millions. So we search for articles on the
topic. How many articles? Let’s say between 25 and 50; 25 and 50 articles. That's al we need
to make abook. But we've got to do thisall right. We've got to compile the articlesinto an

organized format, which means we have to make sense out of the articles, arrange them in the
proper way.

Then we're going to produce a PDF or an e-book.

Now, you didn’t write the articles, so there’ s one step that | left out, that | need to mention

becauseit’s very crucia or you can get in big trouble. You haveto e-mail al those people that
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wrote the articles and say, “Hey, I’'m putting together a book and | found your article on dieting.
And | think that it would be very appropriate for my book and I’ d love to leave your information
at the bottom, so you get some free publicity. Would it be okay if | used your article in my

book?’

Most people will say, “Y eah, sure, no problem,” because they want the fame of being in a book,
they want some traffic back to their site, so they will allow you to utilize their articles. Thiscan

be done very, very, very quickly, with just afew e-mails. Infact, 25 to 50 e-mails.

Y ou can produce a PDF or an e-book. PDF, if you have Adobe Acrobat, you can find free PDF
software online. There' saproduct out therethat | heard isreally good. It'scalled Instant PDF
Generator. We'll talk more about that later. Or there's an e-book. Y ou already know where to

get good e-book software.

But you also haveto create a sales letter for it. Again, just telling alittle bit about it, upload it to
your server after you' ve created the sales |etter, and drive traffic with the secret pages.

You can do al of thisin 48 hours. It doesn’t take long, if you want to do it. Thisisthe quick
way. If peopletell methey can't create a product, thisisit. Anyone can do this. You don’'t have
to be arocket scientist in order to do it. You simply do this. 1n 48 hours, you'll have a product

that you're able to market. 1t's not complicated. People will buy it.
Question?
Attendee: Can’t hear what’s being said.

Armand: It'saway to complement it. Remember, on the left-hand side, there’san ad. So what
we want to do is we want to make money from that ad as well, too, with our own product. So

let’ s continue on, because I’ m running out of time.
And the last part is collect the money. That’s the most important part.
So let’ stalk about buying products to market.

The first thing you have to know isresell rights. Resell rights are one of the biggest things on
the Net. | used to buy resell rights al the time, and still do. Resell rights, e-bookwholesalers.net.
Tom Hua. | got that oneright. Tom Huais one of the promoters of our event here. Tom has e-
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bookwholesaler.net for products. They’re good. They have awebsite, they have an e-book
cover, they have aheader graphic. There severything. There' s asalesletter.

All you have to do is take that, change the link at the bottom and upload it to your server. You

are now done.

Isthat pretty easy? I’ve been amember of Tom's site for | don’t know how long. That’s what
we're doing now. We'retaking al that. He has products on golf, on real estate, and all this

other stuff, on being a caterer, all these great niche topicsthat | can use to promote on my pages.

Ebay. Y ou can search for resell rights on Ebay. Y ou can buy cheap products. How much on
Ebay? Takeabuck. You can usualy get a product you can sell for like $1 on Ebay. It'svery
inexpensive. Do a product search under resell rights on Google. Just type in the word resell

rights, and then search on Google. You'll find al kinds of stuff.

Basically, you just edit the site, if the site’ s already there. Change the order links, upload it to
your server, drive traffic, and then collect the money. It'sthe same process. Wouldn’t you
agree? It'saways, always, aways, aways the same.

So here’ swhat we' ve covered so far today. We' ve covered the true secret of the Internet, how
search engines work, simple optimization, how to get any site in the search engines, all the stuff
that we promised. Right? Plus, we also covered how to create additional income. We covered
affiliate programs, we covered affiliate resources, product creation, resell rights, turnkey system

anytime you want. It's suppose to be you want. | told you my writing’s bad.

Have you heard about this before? Do you think that thisis something that you could do? Isit
easy? Isit simple? Do you seethe potential init? | suredo. And anyonecandoit. You cando
it.

Here'swhat it is. How many people thought, before we came here today and before | got up on

stage, that | was going to make an offer on something? Show araise of hands.

WEeéll, I’ve never been one to disappoint anyone. So just for you, | traveled 7,000 milesto
actually just tell you about this. Thisis something new. |I’ve taught this program one time
before. | showed 15 people at a small event, about three weeks ago. It was just phenomenal.
Some of those people are already doing this. One of the people from that class, right now, is
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currently doing over $5,000 a month in this already, in just afew short weeks. Sowe'rerealy
excited about that.

Thisworks. And I’m going to share this one more time this year, and then I' [l never share it
again with anybody. Why? Because let’s be honest — if everyone knew how to do this, how
often do you think this would be effective? Isthat true? It wouldn’t be. It wouldn’t be effective

at al. I'll aways continue to do this.

What | haveis| have a six-week coaching class. Also, | have the ability to take the coaching

class unlimited times for the next 12 months.

See, the six-week coaching classisthis. Do you think | was able to cover everything that | knew
in the last hour and a half? That would sound ridiculous, wouldn't it? 1’m going to jam six

months of this stuff into you in an hour and a half. That’'simpossible. No one can do that.

I’ ve shared with you as much as | possibly could. But | also gave you the ability to take the
classes unlimited times. Throughout the year, 1’1l do one or two other classes. | know I’'m doing
it at least one more time. But you can take that as many times as you want. Every timel bring it
up, for the next year, you can take it again. And other people that we' ve previously had attend
the class will be able to take it again.

Y ou’ re going to get the secret optimized page template, the secret Ad Sense template, one link

from my website.

See, here' sthe thing. Remember that whole thing about buying PageRank? What if you didn’t
have to buy PageRank? What if | just gave you alink to get you into the search engines? How
often does Google search my site? Every day. How often? Multiple times per day. What do |
mean by multiple times per day, 10, 12 timesaday? Some cases, in one instance, 6,000 timesin
oneday. Sol can get pagesin very quickly.

So you get alink from my website, so you don’t have to buy it.

But what I’'m looking for, I’m not looking to be someone’ s mentor. I’m not looking to be your

coach. What I’'m looking for is1’m looking for a business partner.

What' s the difference? Let’'s ask ourselves the difference.
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Y ou've heard of amentor. You've heard of acoach. What's the difference between that and a

business partner?

Y ou see, the business partner, the mentor and the coach will tell you what to do, they’ll tell you
how to do it. They may even help you with it alittle bit. But a business partner has a vested
interest in you, meaning this. Theway | have this set up isthat | only make money when you
make money. Does that sound fair? Becauseif you don’t make money, then guess what? |
don’t get paid. That sound better?

Do you think I want you to succeed, at that point, as being my business partner? That’s what

we're doing.

Theway it worksisvery simple. It'san easy split. | show you how to do this. My guaranteeis
this. Using my methods, we will drive 10,000 visitorsto your site every single month. We'll
continue on coaching with you, until you get 10,000 visitors per month.

Now, whatever you make off those sites — meaning your Google Ad Sense money —we split,
25/75. You get the 25. Actually, it's 25/75. | get the 25, you get the 75.

Now, here’' sthe deal, though. The dedl isthat, anytime, you can buy me out. Buy me out for
50% of one month’sincome. Does that sound fair? Do you think there will be a certain time
where you maybe know what you need to know and you don’t need me anymore? Does that

make sense? No, it doesn’'t. Just kidding. You'll always need me. I'm Armand Morin.

Came 7,000 just to say that. And it's $1,997. That'sthe price of it. But I’m not finished yet.

There' s a couple other things | want to tell you about.

To make your own products, you need some products to do it with, right, to make your life
easier? We have E-book Generator, Instant PDF Sales, L etter Generator, Header Generator, E-
cover Generator, Pop-up Generator, Pop-over Generator, Smart Page Generator, Psychol ogical
Tactics, Insider Marketing Basics, Flash Pal Generator as well, too.

Do you think you would need these things to make your life easier? Okay, Pop-up, Pop-over,
Smart Page, al those products.
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What | would doisI’ll actually give you all of those free. These are the products| sell every
day. These are what | make the majority of my income online with right now. Those are al
free. 1t's $1,044 worth of products.

Oh, how to double your salesin 60 days. | forgot about that, down at the bottom.
Those are adl the products | currently market online. Y ou get them free.

My personal guest, | want to invite everyone that does want this package, who wants to work
with me, to actually be my guest at my big seminar that I’m holding next month in Orlando,
Florida. Cometo the US, mates. It just doesn’t sound right, not with me. It’s the whole accent

thing.

But it's $1,497 if you had to buy it from my site. Some of you here are already coming. And
you paid $1,497, | can tell you that.

Mark Victor Hansen is going to be there, wrote Chicken Soup For The Soul. Anyone ever heard
of that book? He wrote One Minute Millionaire with Robert Allen. He'll also be there. My

good friend, Alex Mandossian, also one of my business partners, is going to be there. Yanik
Silver’s going to be there. Stephen Pierce, you heard me mention. Jimmy D. Brown, Michael

Forten, and certainly plus many, many others are also going to be there.

I’m giving away a brand new 2004 Mustang Convertible at the seminar, and you have a chance
to win that, as well, too.

But again, you’ re going to come to the seminar, again, all free. Doesthat sound better? | just
gave away like $2,000. Doesthat sound better?

Okay, here' sthewhole deal. The six-week coaching classis $1,997, normally. I’'m going to do
workshops, secret keyword software that we talked about, that | showed you, which | don’t sell.

You can't get it anywhere else. Two optimized templates, all my software, big seminar, plus my
partner protégé program as well, and it's $1,997.

You seg, the Internet’ slike this. You have to consider this. The Internet itself and life itself
worksthisway. It'skind of likeaminefield. Think about it.
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Let’s assume that every morning that you wake up, you have this road right here. Thisisthe
road that you need to end up on at the end of the day. Right down through here. And at the end
of the day, you start at that end down there, and al of a sudden you come strolling through the

road. But every day, there's obstacles, there’ s problems that you face.

Do you think that thisreally iseasy? | can make anything look easy when it comes to the
Internet. I've been doing it since 1996. | can make it look real easy. But do you think there'll
be problemsin doing thisat all? Let'sfaceit, let’s berealistic, there’ s always going to be
problems. Nothing that | haven’t had happen to me myself, because I’ ve done it more often.

But when you wake up in the morning and you’ re at the end of thisroad, and you’ re on your way
to success, and you' re trying to achieve success, you're trying to achieve a successful Internet
business and you start down there, all of a sudden you find out that the road is paved with
minefields. And you have to manage your way through the day and get to the end to get to that

success, get to that successful online business itself.

Well, the key toit all isnot that you find a different road, because it’s not a different road. The
different road does not matter. Y ou see, everyone has to go down the same road to success.
Everyone. Not asingle person. It doesn’'t vary. Everyone hasto go through this same road.

But the thing is do you think it would be easier if you were going down this road and you could
actually follow in the footsteps? In fact, if you could follow in my footsteps, I’ ve already done
all thework — I’ ve already done everything — and you actually went through, followed-up,
followed my footsteps through the minefield? And then, at the end of the timeframe, you

achieve success. Would that make it much easier?
WEell, that’ s what we' re talking about today.

Now, think about this, though. | didn’t take away the minefields. The minefields are still there.
The minefields will always bethere. Thething isif you follow someone that’s already done it,
has already paved a path ahead of you, it makeslife easier.

So the last thing | want to end with isthat the Internet itself, some of you may be starting for the
first time. Some of you have probably been on the Internet for quite some time. The key that

you need to remember and what is most important is you have to just do something.
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Thereisamovie. I'm not sure if you've ever seenit here. It's called City Sickerswith Billy
Crystal. Did you ever watch that movie?

Well, Curly, in that movie, Jack Pallance in the movie, said that the secret to success and the
secret to lifeisjust one. Do you remember that? And he never told them what that one was.

WEell, I'm just going to interpret that for you.

The secret isjust doing onething at atime. Y ou see, what we' ve talked about here, we' ve talked
about severa strategies. 1’ve made your mind go in several different directions throughout this
timeframe that | spent with you. But the key, ultimately, isthis. It'sto concentrate on one thing

to become successful.

Y ou can hear many different people here thisweekend. Obvioudly, the way I’ m talking about is
just one simple option. It'svery easy. It'snot complicated. And literally, if you have awebsite

you can do it. If you don’t have awebsite, you can do it.
Can you just pass out those forms while I’m talking, while I’ m finishing up here?

There’' s some sheets going around, free aswell, too. And it'sjust basically what | told you about

here.

But the thing is remember just to do that one thing. It's not complicated. It's not hard to do.

And anyone can do it.

What you also need to understand is that, sometimes, what appears to be an overnight success

online happens many, many years.

You see, | was one of those fortunate few people that actually made money online very quickly,
$4.2-million in 12 weeks. That was even better, because it was me. But there was a sad part to
that story, which | have never told anyone. | shouldn’t say I’ ve never told anyone. I'vetold a

few people.

But the sad part isthat | was on track to do $155-million that year. At the end of that 12 weeks, |
had a phone call from my credit card company. And that credit card company simply said this.
They said, “Y ou are processing too much money in too short atimeframe, so we're going to cut
you off.” Oh yes, it happens.
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Oh, they added one more thing, which iskind of important. They added thislittle piece that said,
“Oh, and by the way, we're going to hold $2-million of that $4.5-million.

Okay, everyone at onetime, “Aw!” Don't feel too badly. Remember, | till had $2-million.

But the thing is that you don’t know what’ s going to happen. Anything can stop at any point in

time.

Thiswhole system that | told you about today could go away tomorrow. It could go away
tomorrow. But you know what? What we talked about earlier was Napoleon Hill. He
interviewed 25 people—1'm sorry, 25,000 of the wealthiest people — and discovered this one
thing. What he found out was that people who have the ability to make a decision, that they
could take advantage of an opportunity.

The second thing that they also talked about was this. They decided that one factor, the one

thing that was most important to them, was their decisiveness.

So, if you see an opportunity, you grab it and run with it for aslong as you can. | don’t know
what’ s going to happen on the Internet. 1'm not afuturist. | don’'t predict what’s going to
happen. All | know isthat what's working for me now can work for you. And that’s the most

important part.

So with that, | just want to thank everyone for taking the time. We had an hour and a half to
enjoy together. Hopefully, I’ ve taught you one or two things that can make a difference in your
life. With that, I’ll be around here all week and I'll talk to everyone soon. Thank you very
much. Goodbye.
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World Internet Summit, Sydney, Australia

Sean D’Souza—-CD 2 of 4

Announcer: Okay, who had anice lunch? Sorry to interrupt while you were al talking. Who
had a nice lunch? Oh, that’s better.

Mike Stewart, what are you doing? No one gives credit to the Internet audio guy over here. So

everyone, after the count of three, “Mike, you'realegend.” One, two, three.
Attendee: Mike, you're alegend!

Sean: Didyou likethat? Remember, | used to be adegjay in afew clubs. When | was adegjay,
they always thank everyone when you'rein awedding. And they’re looking at me and they
forget the degjay. And they never say anything. So | see the guy at the sound desk and | think,
“Good on yah, you're alegend,” even though he's got this strange accent. 'Y ou know how he
says, “Did you eat? Geet?’ Fair enough. He said, “You Aussie s have got a strange accent.

Shoot, you guys have.
If Tony Robbins can swear, | can. Sorry.

Okay, thanks for coming to see me. Okay, ladies and gentlemen, boys and girls, strap yourself to
your seats because move over gurus, move over America, step aside Australia, I’'m not Ted
Ciuba.

Buckle yourself in for 40 minutes, folks, for action-packed fun and entertaining. Don’'t ook at

me like that. I’'m up herein afull monte. Knowledge about your brain, how your head works.

Does anyone really know how their head works? A couple people do? That’salright. | feel
good. 1I’'m going to already introduce my product. | feel great now, | don’'t have to do anything

this afternoon.

Okay, I've got alittle bit of an insight to tell you about this, gentlemen. Why does some
communication work so much better than others? Well, first thing they say, it’s not technology.
It'sal about psychology, because psychology hasn’t changed in thousands of years. Psychology

that unlocks the working of your customer’s brain. Does everyone agree with that?
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Okay. And today, Sean D’ Souza, the driving force behind psycho-tactics, will show you just
how to look into a customer’s brain and literally see what they’ re thinking. Who would like to
be able to do that by the time 40 minutesis up? Seriously. And | know, | used to be a
hypnotherapist. No, I’m not going to zap you. | look from the point of you, folks, if you can
really tap into the number one thing on your prospect’s mind and find out exactly what they’re
thinking, how they’re thinking and all that, all you have to do is give them back what they want
to eat. Feed them the food they want to eat. Am | right there? Okay.

So Sean has worked with one of the best advertising agencies, named Leo Burnett. In this part of
the world, his clients have included a division of Flight Center, which everyone knows Flight

Center, of course, Bedpost, you know what that oneis, and Spotlight.

Sean, who is based in Auckland, New Zealand, now offers the skills to others through e-books

such as hisinsightful The Brain audit, his seminars, which he gets paid thousands upon

thousands of dollarsto talk at, in his free newsletter, and via his website.

Now, as| say, get ready for 40 exciting minutes of brain surgery. I'd like you to put your hands
together and give area big Aussie welcome to the Cleveland Warrior. Put your hands together
for Sean D’ Souza.

Attendee: You know what? Y ou came here to learn about the Internet, didn’t you? I’m going

to tell you astory. It'sstory time.

A few days before | left from Auckland, someone just like you, someone who's an Aussie, wrote
tome. And hesaid, “I got thisinvoice from my ISP,” and he said, “it was six times the price that
they normally bill mefor. Sol caled up the ISP.” Hisnameis Andrew.

So Andrew calls up the ISP and he says, “Hey, you guys have got it wrong.” He said it with a
different accent. But he said, “You've got it wrong. You've over-billed me.” And they said to
him, “Andrew, we haven't over-billed you. Have you looked at the stats on your website?” And
he said, “What stats?” And they said, “Y ou have had 250,000 visitorsin less than 30 days!”

And Andrew went, “Huh?!”
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And you know why he went, “Huh?’ Because he hadn’t sold one product and he wasn’t signed
up for any service or anything. So 250,000 people came to his website and guess what?

Nothing. Absolutely nothing.

So you've come here and you'll learn about Google Ad Words and you' |l learn how to get
people to the website, and you'll learn how to get them to your sales pages. And guess what?

You'll be like Andrew. Nothing. Because nothing happens until asale is done.
When a saleis done, that’ s when everything happens.

So what we're going to do is | know you're here to learn the tricks of the trade. I’m not going to
teach you the tricks of the trade. 1’m going to teach you the trade. How’sthat? Okay?

I’m going to give you alittle brief background on psycho-tactics. What is psycho-tactics?

Psycho-tactics is simply psychological tactics. So isit going inside your customer’s brain and

living inside? No, it'snot. It'salanguage.

So if | wereto say something to you in German right now, | could be saying exactly what I'm
saying right now and half or more of the audience wouldn’t understand.

But because I’ m speaking in English, you understand exactly what I'm saying. And that’s
exactly what you need to do. You need to get straight into the brains of customers, speaking in

their own language. And once you do that, it’'s just magic.

So what we're going to do today is I’ m going to introduce you to the Brain audit. Y ou can start
to look inside a customer’s brain and you can start to audit your communications. 'Y ou can ook
at acommunication and go, “Bing, bing, bing,” like an accountant, and go, “Wow! | really can

do this!” You'll find out that you can.

So what’ s the structure? I’m going to speak for approximately 40 minutes. 1’ m going to cover
three main concepts, because that’s all | can cover in 40 minutes. |f you have any questions, I'm

going to at the door after this.

And finally, if you need to access anything from this presentation, you' |l find it on the website.
Thereisawebsite that’s going to be set up. So let’s go straight into it, because I’ ve already run

out of time.
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The three things I’ m going to cover today, the first thing iswhat is the Brain audit? The second
thing is how do you activate triggers? And the third thing is immense applications.

S0, thefirst part we're going to cover iswhat is the brain audit.

When | got into Auckland International Airport, | got seven red bags onto the flight. | putin
seven red bags, and then | got off at Sydney International. And there | was, waiting for the
conveyor belt, like everybody else, just waiting for the bags to come on. So my first red bag
comes off. Then the second red bag comes off. Then thethird. Then abeige bag, then ablue
bag, then a green bag, then the fourth red bag, then the fifth red bag, and then the sixth red bag.

So I’'m going to ask you, when do you leave the airport? When do you leave the airport? When
you get the seventh red bag. That’swhat everyone says. Y ou leave the airport when you get the
seventh red bag. That’s exactly what goes on in the customer’s brain.

If you don’t take all the red bags off their brain, they don’'t buy. So if you don’'t take even one
red bag, even if it’sthe littlest bag, they don’'t buy. Today, I’m going to show you three of those
main red bags that you need to cover.

The three main red bags — and take this down — are the problem, the solution, and the target
audience. These are the three main bags that you need to attract the customer in the first place.

Let me explain alittle bit about the problem.

| don’t know if you’ ve noticed how people walk. | stand around and | watch how people walk.
They’re walking about. Can you seeme? I'm just so excited all thetime. They go, “I wonder if
my partner is going to find out about my affair? | wonder if my kidshave ____in school? |
wonder if I’ve got lunch in my box? | wonder if I've got any money in my bank. Oh, please,

please, please, letthat  go through.”

And they are consumed, the whole time, with their problems. What they are consumed with is
they have problems. Notice how people are. When you got here, your biggest problem was,

“How do | get ontime? How do | listen to this?’

Y ou are consumed with your problems. The brain isfocused absolutely on problems.
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So what they did was they had alittle test, and this doctor, Katchiopo, in the United States, did a
test, and he had three objects flash in front of an audience. And he had them all hooked up to
these little wires, and stuff like that.

So what he did was he flashed the first image in front of them, which was aplate. The thing
went beep, beep, beep, beep, beep. Y ou know, the heart monitor kind of thing. And then they
flashed ared Ferrari, a sexy, red Ferrari. It went zoom, up like that. And then, they flashed a
dead cat, and it went higher than the red Ferrari.

The brain isavery, very dangerous thing. And look at you. Y ou’re driving down the motorway,
you're driving down the highway, and you’ re doing 120, way over the speed limit. And you'rea
little concerned, but you' re not that concerned. When was the last time you got caught, right?

Never!

And then suddenly, your heart starts beating really quickly and you press on the brake. Guess
what’ s right ahead of you? Theradar. The red and blue flashing lights.

So what isyour brain doing? It’s focusing straight onto the problem. It forgets all of those
blondes driving fast and all of those hunky guys driving fast, and it focuses on the cops. The

problem.
| want to give you one more example, before we go on.

How many of you read the newspapers, watch the news, read Time magazine? All of you. No
need for a show of hands. | know all of you are literate. And if you look at the last five, 10
issues of the Time magazine cover, look what’son it. Problems. What's on the 6:00 news? We
have the 6:00 newsin New Zealand, but what’s the news? What's the first thing on the news
tonight? Disaster. What's the second thing? What's the third thing? When do you get the
puppy dog stories? Right at the end.

These guys have to communicate with millions of people day after day after day. Do you think
they’'vegotit __ ? They’'vegotit . They know exactly what attracts you day after day:

problems.

Why does the brain act like that? Why does the brain act like aradar? It'svery ssmple.
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Remember when you were a child and you were walking down the street with mom and dad, and
you were going, “La, la, la, la, la,” and splotch! And you went into dog pooh. And then you go,

“Ew! Yuk!” And then you go scrape, scrape, scrape, scrape, scrape, scrape.

Y our brain remembersit. So the next time it seesthat, it ignores the sidewalk, it ignores the
trees, it ignores the pretty birdsin the trees, and it goes, “La, de, da, da, da,” becauseit’s

focusing on the problems.

Y et, how do we communicate day after day after day? What do we do? How do we
communicate? With solutions. Look at what you' re doing everyday. Y ou’re communicating

with solutions.

Now, don’t get me wrong. Solutions have their place. What does a problem do? A problem
getsyour brain locked in, like aradar. And the solution? It brings down the heart rate. The
problem picksit up, the solution bringsit down. Up, down, up, down.

That isthe place of a solution, right after the problem.
And the third part is the target audience.

Now, you'll hear about it alot, but if you don’t have a very specific target audience, you're
going to struggle in all sorts of communication, not just the Internet, not just in your business,

but in any sort of communication.

For instance, in this room, are there any women over 40? 1’d never get them. I'd never get

them.

Women over 40 want to look like 20. 1I’ve got the secret. Still not around. Y ou can probably go

to the Internet site.

So do you understand what I’'m saying? Instead of targeting all the women, you just go women
over 40. Because once you have a very specific target audience, you know that they will lock
into your problem. The problems that women over 40 have, the same problems the women after
20 don't tell.

Someone’ s mobileisgoing off. They always do thisto me. They tell the misses, “Just call me.
If thistalk isboring, I’ll just step out.”
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So what we' ve done so far iswe' ve identified the main three facets of the brain audit, whichis
the problem, the solution, and the target audience. But you’ ve got a better understanding of the

problem.

Now what we're going to do is brain alchemy. We're going to take the problem, the solution and
the target audience, and we' re going to mix them together and see what we get. We get what’s

called the second section, which isthe triggers.
Now, what is atrigger and why do you need triggers? It'svery smple.

Y ou open your in-box every day, you get thousands of e-mails or hundreds of e-mails, or 50 e-
mails or whatever. You look at the newspaper, there’ stoo much. You sit in this Internet

conference and you'’ re getting way too much information.

What happens to you when you get blown apart with information? When the brain is faced with

too much information, what does it do? It shuts off. It just does.

So what you’ ve got to do is you’ ve got no options. Y ou are now living in aworld where you' ve

got no options. So you’ ve got to go ahead and get someone’ s brain moving.

So what you’ ve got to do is you’ ve got to get them to say four or five words, whichis, “How do
you do that?’ or “What do you mean by that?’

That isatrigger. That isameasurabletrigger. If you don’'t get them to say, “How do you do
that?’ or “What do you mean by that?’ you're struggling. So, “How do you do that?’ or “What
do you mean by that?’

The first thing is when you get to a website, right at the top, that’s what people see. If you don’t
have a problem, solution and target audience where people say, “How do you do that?’ or “What

do you mean by that?’ then you're losing out.
So let’ stake alittle look at some of the examples.

This lawnmower guy came up to me and he said, “Can you get me a statement that says, “How
do you do that?’ or “What do you mean by that?” Sol said, “What do you do?” And hesaid, “I

mow lawns.” And then | said, “What problem do you solve?’ Y ou know what he said? “I mow
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lawns.” “What problem do you solve?’ “I mow lawns.” We're so focused on the solution, that

we can't think.

So | asked him, “Tell me, when you go in, how does the lawn look like?” And he says, “It'sa
mess. And | goinand | giveit afacelift.” Cool. Sowe ve got a problem, we've got a solution.
And then | asked him, “Who do you do thisfor?” And he said, “I do it for everyone,” because
that’swhat we all say. “Who'sthisfor?” “Everyone.” “Whao'sthisfor?’ “Everyone.”

| asked him, “Do you do this lawn mowing for schools?” He says, “No.” “Doyou doit for

hospitals?” “No.” “Thenwho do you doit for?” “Homes.”

So | said, “Do you do it for the large houses on the hill?” And he goes, “No, they don’t pay on

time or they have dogs.”

So we identified who his real target audience was, which was really small homes. And from

that, we got this: Wrinkle-free home gardens.

So he putsit on hiswebsite and he saysit in his conversation. People say, “What do you do?’
And he says, “I do wrinkle-free home gardens.” What are you going to say? What isyour brain
going to say at this point in time? “What do you mean by that?’

Did anyone have another question, other than that? “What do you mean by that?’ Because the
brainisvery, very specific. If you throw atrigger at it and it's random, it’s like where do you go
for dinner and it’s anywhere, but if you say very specifically, you throw a specific trigger at it,
then what comes back is a specific response.

So what you've got to do isif you're not getting aresponse like, “How do you do that?’” and
“What do you mean by that?’ then you’ re not attracting your target audience.

So thisis measurable. Thisiswhat you can guess without any money.
Same thing with a computer repair guy. Problem, solution, target audience.

| said, “What do you do?’ Hesaid, “Thisiswhat | do, | fix computers.” So we went into the
whole discussion, until we got to a point where he said, “1 take the fat out of computers.” “What

do you mean by that?” He says, “Y ou know what? When you get a computer, it'sgoing at a
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million miles an hour. And then it goes chug, chug, chug. And we put that computer on a
treadmill and we get it moving really quick.”

Now, that’s an explanation that you can live with.

So I’'m going to give you some examples of how do you do that, but I’m going to go really

quickly through it. And you can get these examples on the download.

Small business pain relief. That was for an office doctor kind of thing. Corporate surgeons, not

doctors. Thiswasfor a PR company.
Thisisfor an accountant. “Legitimately ripping off the tax department.”
The bed guys, “ Taking the middle man out of your bed.”

“Elusive employee search engine.” Thisisfor aheadhunter. “Reactivating dormant business
clients.” And here, | want to put alittle clause. Thisisthe sub-clause, which is*“Recession-
proof business principles.” Both of them were done for the same business. But one worked 10
times better than the other one. The reactiving dormant business clients would always get people
to say, “How do you do that?” The recession-proof business principles would get people saying,
“That’snice.” And you don’t want “that’s nice,” you want “how do you do that.” Y ou want to
measure it time after time after time. Y ou want aresponse every singletime. You want atrigger

to work.

So atrigger is a specific response that goes bang, between the eyes, just to the brain. And it
goes, “How do you do that? What do you mean by that?’

We finished the trigger section. We're moving on to the applications now. So I’m going to give

you some real-life examples.

Here' s a headline that says, “Delicious recipes with Teagles range of frozen boneless chicken.”

That’s an e-mail that you get. It'sall solution.

Look at the next one. “Having trouble deciding what to cook tonight?’ If you wereto get an e-
mail at 5:00 saying you were getting recipes, versus “What am | going to cook tonight,” which

one would you choose?’
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The problem.
“Double-helix communication delivers high-profile customers to consulting firms.”

“Isyour business drying up?’ It’s not specific, but at least it’ sthere. It’s not very, very specific,

but it’s there.
“The marketing mastery workshop for professional service businesses.” It’'s asolution.

“As asubscriber, are you still missing some pieces of the puzzle? We'll put al the puzzle

together in two days.”
These are just very simple headline changes. I’m going to show you more, though.

Thisis an advertising campaign from Apple. “My PC wasn’t plug-and-play, it was plug-and-get-
mad.” They had whole TV commercials on this, where Janie says, “My father got a computer
for Christmas and he was going to spend Christmas Day downloading drivers. And | saved

Christmas. | got on my Mac and we were going.”
So that’ s a problem and that’ s a solution.

I’m going to very briefly go through these two, which we covered in the brain audit rip, where

we rip apart websites.

Thiswas my own website. | wrote the book, but I made the mistakes that everybody el se makes.
That’swhat | want to be very clear about. You’re going to make mistakes despite having
instruction manuals, even if you're the author. And thiswas all solution. It wasall solution, and
this page wasn’'t getting any hits because it says, “Before you invest in the brain audit, hereisa
special surprise for you. And you will really loveit. Just read it below.”

It was all about me. It was nothing about you. And it had no problem, it had no solution. It had
great testimonials. It had testimonials from David Garfinkle, Kendra Cleveland. It had all of
that stuff. It wasn't selling.

And then we just changed the headline. “Have you seen a customer back out of adeal at the
very last minute? Don't you feel like tearing your hair out every time that happens? Isyour next

website or business card going to be a huge waste of money? Do you know...” And we go on

World Internet Summit Australia — Volumes 1-6 Page 156 of 342



and on and on, with problem, solution, problem, solution. And it’slike aroller coaster. You get
to the top and you drop. Y ou go to the top and you drop.

Y ou can learn to do that. Very simply, concentrate on the problem that the customer has, and
you will start to see results.

So where are you going to use all of this? You'll see, in the examples onscreen. Y ou can use
thisin your e-mail. You can use this on your website, on your front pages, on your sales pages.
If you go to PsychoTactics.com, you'll find most of the pages adhere to this kind of formula, if

you want to call it, which works, which is good. And you can apply for your own marketing.
Offline, you can do it with letters. Y ou can promote workshops like this.

Remember when | started speaking, what | first said? | gave you an example of Andrew. What
was Andrew’ s problem? He had a quarter of amillion people come to his website, and no one
bought. Did that get your attention? Did that get your attention? That’s what I’ m saying to you.

Now, what you’ ve got to also understand is that consequences come right after the problem. So
you've got to tell a person that there are going to be consequences if they don’t buy, if they don’t
do anything. What are the consequences? What is the price they’re going to pay if they don’t
buy into what you're selling? And this could be any communication. It doesn’t have to be off

your website. What are the consequences.

And finally, this objection comes up ailmost inevitably. It' s are problems negative? “We grew
up to be like that, and we were told that we had to do benefits. We had to do benefits, benefits,
benefits. So I’m not going to do the problem because it’ s very negative and I’m not going to do
it, not goingto doit.” It'syour choice. It'syour choice becauseit’s been tested scientifically.
We vetested it on the website, we' ve tested it everywhere. We find and we know that problems
work better than solutions.

Y ou can walk from here to home or you can drive. Y ou can drive or you can fly. It'syour
choice.

So with that, | want to complete today’s brain audit. Let me just wrap up what we' ve covered
today.
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The first thing we covered was problems, solutions and target audience. Lead with the problem
and you'll find results.

The second thing istriggers. Triggers are measurable. |f you don't get people saying, “How do
you do that?’ and “What do you mean by that?’ go back to the drawing board and start again.

Put a problem, solution and target audience together and you get atrigger every single time.

And finally, applications. What is your communication? Don’t take anyone else’s word for it.
Take the steps of the brain audit and put it in your communication, and you'll start to see how it

realy, realy works.
So the next step is the sales pitch.

Now, does everyone have this sheet of paper? It'salittle pink sheet of paper. Everyone hasit?
Okay.

Let me just explain these concepts in detail.

What we have here today is we have psychological secrets of successful websites. That’sthe
first thing you can see. In this, we cover the psychology of a powerful website, the psychology

of selling products and services successfully, and the psychology of creating loyal, raving fans.

With it is three hours of bonus on web matrix, which is how to measure everything on your

website, search engine optimization and the forum.

I’d like you to consider this, because this doesn’t talk about technology. It doesn’t talk about
how to set up your website. You'll learn that from others. Thistalks about a psychology. Why
do people trust you? How can you get them to trust? And we cover subjects like sequential
marketing; how to continuously have business from 1,000 customers. Why do you need 100,000
customers? What if 1,000 customers could give you $100 every year? That would make you
$100,000.

So that’ s what this psychology of successful websites covers.

The second special offer isthe brain audit, which we' ve just covered three steps. There are
seven steps, so therest of it you're going to find in the book. 1I'm sorry, but that’s all | could
cover today.
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Y ou're aso going to have psycho-branding. Psycho-branding will simplify your branding. It

will bring it down to one little word.

You'll also get the brain audit rip. The brain audit rip iswhat we just covered, but in greater
detail. There'san audio and there's also an e-book, which you get with the brain audit rip.

Finally, the last thing you see out there on that same screen is the brain audit website. Thisisall
one package. Y ou can make a choice today. Y ou can choose between package one, package

two, or combine the whole |ot and take package three.
Now, everything is 100% guaranteed. And | promise you, you don’t like it, just give it back.

My recommendation is for you to take package three; not because | want you to buy it. We have
alot of buyers. But thiswill give you the psychological tools that you need, just like you have
felt today, where you learn something which is so simple, so fundamental, and costs no money to

implement. The cost is your education. You’ve got to pay in advance.
And that’ s the biggest rule of most millionaires. pay in advance and then you get it.

So with that, I'll leave you. If you need any examples, as| said, or you need the PowerPoint,
you get it on the website. I'll be outside to answer any queries. And remember, do an audit on

your communication today.

What is the biggest thing that you learned today? Solution or problem. Problems rule the world.

Come on, go for it and order your website today!
Thank you very much for being here!
Announcer: Okay, folks, put your hands together for Sean D’ Souza.

Sean: If you need to ask me any questions, I'll be right outside the door. We're going to have a
10-minute break.
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World Internet Summit, Sydney, Australia

David Cavanagh —CD 2 of 4

David: As Sean was saying, he's got some excellent products. So as soon as we' ve actually
finished everything, you can see Sean and |. Because, of course, I’ve got alittle program I'd like
to talk to you about as well at the end.

Now, what I'd like to you to do, if you don’t mind, | want to talk very, very straightforward to
you. | won't pull any punches, | won't give you hype, | won't give you bullshit. Isthat
straightforward? Okay, that’swhat I’ d rather talk to you about.

Please, after the count of three, in your loudest voice, | want everyoneto yell out their first name.
One, two, three!

Okay, now that | know all you, my name's David.

Now, how many people are sick and tired of all the techno-babble and crap that they read on the
Internet? I’m going to do that again. How many people are sick and tired of al the crap that
they read on the Internet? They don’t know who to trust, where to go, all that kind of stuff?
Okay, right. Same with me.

I’d like to ask you afew questions. How many people here can open up Internet Explorer
browser? Geez. How many people can open up Internet Explorer, honestly? Okay, good. How
many people can type of teach someone to type on the computer for them? Good. How many
people can click their mouse button? Y ou’ ve got a problem if you can’t do that.

If you answered yes to those questions, you' re overgualified to use my software. So you already
know the price of $147. I’'m not going to leave a sales pitch at the end. If you want it, fill it out,

giveitto melater. It'seasy. No big sales pitch, no blurb.

The bottom line is to get into search engines, as Armand said — he’ s already done a big plug
about my product; I’ ve given it to Stephen Pierce, I’ ve given it to Armand. They’vetested it for
months. It works. If you want it, fill it out, grab it, and you' [l get a copy sent to you straight
away. It'sonly $147. Onthe net, it will be $197 US. That's $147 Australian.
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Okay, | don’t want to go into a sales pitch.

First of al, I'd like to thank Armand for choosing my product as number one, endorsing it,
becauseitis. That'sthetruth. Andit'snot just because | didit. | bought all of the software out
there, and alot of them are very good. I’ m not going to knock anyone, because that only makes

me look bad. But alot of them are very, very good products.
| picked the eyes out of the best of them, and | honestly fedl I’ ve come up with the best.

The good thing about my program, which I'll show you in aminute, I’ll show you live, if search
engines decide to can some pages because keywords are in different positions, I’ ve got alittle
edit function. You pressit, moveit around alittle bit, saveit, it'sdifferent. Andit’sall done
live onto your server. Y ou don’t have to upload, download, you don’t have to do anything. I'll

show you in a second.

What | wanted to say, | told you on the conference call, if anyone listened, | would let you know
how to get listed in databases and search engines within 72 hours. Who'd like to know that?
Y eah?

First thing is Google is the number one in the world. | target most of my stuff to Google. But |
also do use the Inktomi database. | use that alot because it feeds alot of other ones and it till
getsyou atrickle of traffic that gets you money. And it costs, $30 bucks a year to promote your
URL.

I’ ve got, with HotBot and all those kinds of things, number one with just a general page within
about 72 hours.

So write this site down or you’ || make nothing out of this. It’'s called www.positiontech.com.
Go there, check it out. 1t's $39, | think $39, something like that. Y ou're allowed to put a URL

in there. You just put your domain name, pressit, and as long as you do the things I’ m about to
say now, you'll get good results. You don’t have to worry about software or nothing. You just
go and do it within 72 hours.

It doesn’'t guarantee that they’ll list you number one, because if you’ ve got areal botched-up title
or if you've got no title but just index written on it, of course. The thing isto use your brain.
But they will definitely list you within 72 hours, no problems whatsoever.
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Okay, that’sthefirst thing I’d like to tell you.

You'll see, on the screen here, how to dominate the search engines with number one position. |

started this back in the year 2000, before any of the smart page programs were on the market.

Now, | think it’s the ultimate solution for grabbing heaps of targeted traffic, to bring in the big

bucks each and every time. That’s what we want.

People say to me, “But I’ ve got all these hits!” So what? My version of the word hitsis how

idiots track success. “I’ve got amillion hits.” “Did you makeasae? “No.” “Shut up.”
| drive 10 people to my site and nine people converted to make asale. Isthat logical?

So | don't give a bugger about how many people. So what? Don't show your stats, show me
your cash. And alot of web designers—and I’ m not knocking them, because there' s probably a
lot of web designers here that are very good — I’ m not going to knock al of the web designers,
but there' s quite alot who cost you money because they don’t optimize the site. They make it
look lovely and flashy, but flash ain’t cash.

Y ou saw what Tom Hua did last night. He gets FrontPage, puts atable, puts a background, puts
in some copy, presses submit and it’s done. And he's made $1,100 or whatever it was. It's

pretty simple, if you've got agood list or you joint venture.

People say, “How do you make alist?” How do you think you make alist? Go and talk to
everyone else. If you talk to everyone in this room, how many people have you got already on

your list?

You seg, it'sonly logical. I’m not trying to be rude, but use your brain. Seriously. As Sean was
saying a minute ago, just talk with each other, network with each other. That’swhy when I’'m
out here, I'll talk to everyone. | never shut up all day anyway.

But I'll talk to anyone. Because, really, I’'m here to help you. And indirectly, you will be on my
list. Sowe all help each other.

So that’swhat | want to tell you first thing.
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Have alook at this screen shot. Thereason | put this up there at the first, I’'m just going to want
to go into alittle bit of detail, which Armand showed you this morning and then talked to you
about the program. So if you don’'t buy, it'sup to you. It'syour loss. But | look from the point

of view it will work and it will make you alot of money, if you use it properly.

Thefirst thing isyou'll see HTML head and all that kind of stuff. The only reason | put that

there is because of the fact what I’ m about to tell you, thiswill fill in the gaps for you.

Seewhereit’s got “Title, new page one, title?” Everyone seethat bit? Just say yes, so | know

you're here. Good, thanks.

Where it says, “New page one,” when | say to you the words “title,” that’s where you write in

your title. And, of course, what isyour title? Your main keywords, as Armand was saying.

Where you' ve got “Head, body” and all that, | just took that just to show you. I'll go on the next

screen.

Titletag. Write some of these down. I’m going to give you a URL to go to later, which you can

download this, but write it down.

Once you' ve got your website, even if awebsite designer has done it for you, these are the things
you must insist get done. I’'m going into alot more detail than Armand, but | thank him for

covered it very, very well thismorning. He knows alot.

Y our title tag must have your primary key phraseinit. |, myself, thisisonly my own personal

opinion, | say key phrases, because no one searches a word.

| live on the Gold Coast, but if you want a Gold Coast accommodation, you' re not going to put
the word accommodation. |f you put the word accommaodation, millions come up. And your

chance for getting number one for that is ludicrous. And you're not getting targeted traffic.

| would rather put Gold Coast accommodation, have less searches, but the ones that get there are

targeted and they get a click-thru and buy your product or book at your venue.

Okay, you follow where I’'m coming from so far?
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If | was doing Italian restaurants or anything like that, | would put Sydney Italian restaurants, or
Italian restaurants Sydney. You will get less hits, but the ones that get there are specifically

looking for you. Am | making sense?

Okay, what | put there. Inyour title tag, | put up to five words maximum. That’sonly me. And
what I’ ve done has worked. It might come out tomorrow that Google changes. So what? Take a

word off, add two, whatever. But at the moment, | find the best strategy is about five words.

Okay, the next thing. Put adifferent key phrase in your title on every page. If you've got your
index page, then it goes through the contact us page, and then about us page, whatever, don’t
have the same title on every single page. Try to maximize. And don’t just have “contact us.”
That'sareal good thing for Google, “contact us.”

For example, | put something like “Gold Coast accommodation contact page.” At least it’s still
got your keywords. And on the other one, “family, holidays, Gold Coast.” Y ou see what |

mean?

As Armand said, you can get them through Word Tracker, you can get the things through my

program, you can get them through Overture, whatever works.

But sometimes, I’ ve actually made up words myself that | know I’d search for, and | still got
good hits. And you can also tell, by looking at the stats package, and your computer will tell you
where the people have come from and what they searched. So after awhile, you'll know the

words.

Okay, | think that’s areally important tag. And as| said, do it right and you could be number

one.

Now, make sure you search Google, Overture, Word Tracker. It doesn’t matter what you search,
realistically, but make sure they’re relevant words to your site. That’swhat | really stress here,
make sure they’re relevant. It’sno use having irrelevant words, as Sean said, on your site when
you're trying to promote something. Y ou try to promote an Italian restaurant, you don’t put

Mexican inyour title. | know it might sound really stupid and basic, but it lacks common sense.

Same as copywriting. | do alot of copywriting, aswell. And as| say to people, don't try to be

clever and funny. It ain't going to work. | used to do all invisible pixels on the cover, do white
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text and put a white background on it. Still do some of those. | don’t know if | should tell you
that anyway.

But the thing is|’vetried and I’ ve tested, and | got my sites banned. That’s the truth.

But the thing is, honestly, I’ ve found the ones that do stick the most are just ones that you do
basically, realy good quality, basic —and as Armand said — with good quality links and content,
and good quality words. Because after awhile, whether the search engine picks up your title,
your words on your page, your links, your icons, whatever it is, the bottom line is whatever’s

happening in that isworking. So why not do what’ s working?

And then later on, if you get my software off me, if anything happens and they change, I'll
change your algorithms and I'll give you anew copy for free. Soit’slike buying acar, and

every three months I’ [l send you anew one. Isthat alright? Cool.

Thething is|’m using the same software, and Armand’ s using it. Stephen Pierce, he wrote The
Whole Truth, isusing it. | was sitting in my room and | saw these and I’ m going, “This makes
sense.” So | started doing all these smart pages and al thiskind of stuff. It took me hours. Next
thing, | find thislittle guy with black hair, called Armand Morin, and he's made a program he
doesit in about five minutes. So | thought, “I have to beat him one day.”

So that’ swhat | say with thetitle, on the title tags, anyway.

Okay, description tag. You always put the description tag in your pages, aswell. | find —again,
my own personal opinion —if you start the description tag with your keyword or your key phrase,
as| like to get into your head, your key phrase, basically it doesn’t say to pick it up aswell. But
if you put “offers Gold Coast accommodation,” or, for example, what I’ ve put underneath there,
“features the World Internet Summit and Australian Internet Summit, resources for Internet
marketers.” You seel’ve used three phrasesthere. That’swhat | try to do.

So, for example, use your phrases in the description. s everyone following so far? Okay, good.

Because the thing is| think if they pick up your title, if they pick up your description, | see
people, for their description, “We' ve been in business for 10 years now and their name is so-and-
s0.” All thewords aren’t even key phrases.
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So | stress the point key phrase. Use the phrases, what they’ re going to search for.

But as you see there, “features the World Internet Summit and Australian Internet Summit,

resource for Internet marketers,” you've got alot of terms they can kind of pick from.

Now, keep your description tag less than three sentences. It doesn’t have to be abig blurb. It's

only adescription on your site which they list on the search engines.
Make sure they’ re enticing enough; something that will really grab you and say, “Wow!”

I’ ve seen sites above me, number one and number two, and I might be number three on some,
but the thing is how many people honestly have seen the top 10 and they go down and they
might only click on the fourth one? Serioudly. If you've got areally good description, you'll get
that much better than some guy at the top that’ s got areally irrelevant one.

So as Armand said, garbage in, garbage out. It doesn’t matter if you' re number one, they’re not
going to click on it.

If people want to buy food, they like Italian, feed them Italian. With a search engine, if they
want good quality content, feed it to them, and let the people come and buy. Soon you' Il have a

good restaurant.
So that’swhat | say. The people will click through if you do it properly.

Okay, keywords. And, as| said, I’'m going to upload these to a server later on. Soif you don’t
write them down, it’s no big deal.

Okay, put key phrasesinto your metatags. And again, I’m saying the key phrase, not just a
word. What I’'m saying here, not individual keywords.

Like | see people, for example, I'll pick on accommodation. Metaname=keywords, and it’s got
“content: gold/accommodations/holiday.” Who's going to search for individual keywords like
that? They search for the phrases. So | just put three or four phrases, that’sit. And it works.

It's not rocket science.

Put all your key phrases, what | find, in lowercasetext. I'll answer questions at the end, if you
don’t mind. Thank you.
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All your key phrasing in lowercase text, and don’t put all capitals. When you'redoingit, it's

like shouting at someone. | just put them all in lowercase.

Different key phrases, again, on each page, in your keywords, etc. And do it for what the users
are going to be searching for, not for what you want. Just think. It’s no use having ared pen,
walking out in the marketplace and saying, “Do you want to buy it?” “No, | wanted blue.” Why
not go out and find they want a blue one first, make it, and go and resell it to them? Isn't that

logical?

So | find out the keywords through Word Tracker, whatever, Armand’ s program, the Digger
program, or my program. Use something that will give you the words, and then give the people

the words they want.

And the great ideas for key phrases, | find, | go to Google, typein the phrases, press search, and |
see other competitive sites. And some give you really good hints. That’s copywriting really
good. But thething isthey do really give you some very good hints. So your competitors can
give you some good, easy, if you just kind of cut an paste al the tags, and paste them in and
work well. _ , sodon’'t do that.

Everyone follow so far? Okay, thank you.

Next one, alt tags. What alt tags are, are what Armand said. When you’ ve got a picture, you
right-click and just put picture properties. If | took a picture of this gentleman here and | was
promoting Italian restaurants, I’ d call the picture Italianrestaurants.jpg or Italianwaiter. Seemsto
work. But thethingis| want to relate anything. So no matter what they look on my site, I've
got something that’s very, very relevant to the site. And | label every photo or every image with

arelevant key phrase. Just one.

Make sure your alt tags are one short little key phrase, like Armand did. E-book Generator, e-
book software, number one, whatever. If it’s something short. Don’t have awhole blurb. How
many times you ever run your mail server pitch and you see this whopping big thing with a
million keywords come up? Has anyone ever seen that before? Yeah. That's something that’s

crazy. Youdon't need it.
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| put no repeating allowed on the page. Y ou don’t want to see e-cover, e-cover, e-cover, all over
the page. After awhile, people aren’t stupid.

Okay, place your tag descriptions on every page, not just the index page. | see alot of people go

and do some nice search engine work on the index page, their home page, default page, and then

the rest of them they don’t do anything. They just leave them. They think the search engines are
just going to get the first one.

If you've got a good whole site map, the whole site’ slaid out like atheme, it will help you alot

better than just your one index page.

Okay, when finished, what | do for the alt tags, | run my mouse, | look at it in preview mode, run
my mouse over all the pictures and just see. Because sometimes, you might have spelt the words
wrong. It'sno usetrying to optimize something if you find out, “Oh gee, I’ ve got a spelling
mistake.” It s better for you to pick that out before you put it onto the web. So check your
spelling.

Okay, your content of your page. When you’ re writing on your page, don’'t write about we, we,
we. Wee, wee, wee, all theway home. Asfar as|’m concerned, people want what they want to

buy, as|’ve said to you. So give them key phrase-rich stuff, stuff that makes them want to buy.

Make sure it makes complete sense. Don't just put awhole stack of keywords with ands and
buts. Your page looksridiculous. Just put something that’s really good-quality content, as

Armand said. Put all your main points towards the top and keep them relevant to your pages.

Make sure all of your internal pageslink. When | say internal, that means about us goes to your
about us page. They’reall internal, to your own site. An external one iswhere you link to like
Y ahoo.

Evenwhenyou'relinkingto | don’t put about us. | put “about Gold Coast accommodation”

or “about smart pages.” Just try to keep all your relative terms, as well.

Asl| said, check Word Tracker, Google, Overture, Armand’s new product, for the best key
phrases. And when in doubt, don't. If you don’t know what you're doing there, leaveit. Evenif
you call me and ask me, I'll help you about as much as| can. There’'s no problems whatsoever.
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All this stuff about guaranteeing you top position in the search engines, the truth of the matter is
| won'’t guarantee anyone because | don’'t know what they’ re going to change tomorrow. No one
does. But | guarantee I’'ll do as much as humanly possible to get you at least as high as | can,

based on what | know. And if | don't, I'll keep doing it to get you there.

But all this stuff that says, “1 guarantee you'll get top 10,” and pay himto do it. If | ever get a
refund, he paysit. Isthat logical?

What I’ m going to say to you here, my software, just to show you, it’s the world' s first point-
and-click software to get you huge results. As| said, aslong as you can open Internet Explorer,
aslong as you can click your mouse button, as long as you can type alittle of text, you don’t
have to know too much. That’s all you have to know.

It'svery easy to use. A kid who's 10 years of age could useit. 1'm serious. Do you want to see
how it works? 1I'll show you alive demonstration on the net, aslong as we' ve got a connection

here. Does everyone want to seethis? Alright? Okay, cool.

I’ll just show you quickly. There s a screenshot of the program. There’s my ugly head on it.
Armand’ s shown you al this. I’m sitting in the back, thinking I’m doing a presentation this

afternoon, and he' s showing everything about me. And I’m going, “What am | going to say?’
Anyway, that’s the main screenshot of the program.

Okay, thefirst part, and I' [l go through it when | show you live, thisisthe first part that you
come up, if you decide to invest in my script today.

Themain path isyou just put in apassword. That’'sit. Simple so far? Okay, the password’'s
number one. I'll tell you that in advance, al letters.

Again, you presslogin. Tell meif it gets hard.

Second thing. When you get inside the script, the first box you seeisthat. Password, .
Password, you just change the password so it’s not number one. Otherwise, anyone can go to
your site and change anything on you. So just changeit. Put in your e-mail address. And when

my program makes up all the pages, it emailsyou, telling you it’s done, and gives you the link.

Pretty ssmple, while you get a coffee. And then you press update. Isthat easy, so far?
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Okay, next one. Keywordsto use. Either one, you can make up a keyword list or key phrase
list, and keep it on your computer called accommodation.txt or whatever you'd like. Or, where
I’ ve got the words suggest keywords, you click on that. And basically, I’ve got it searching. But
anyway, |’ ve got it searching the top 100 words. I've doneit to 100. Armand has other
thoughts. | do it to 100.

But basically, both systemswork very well. But | want to get the relevant top 100 search
phrases. And as soon as you press that, say, for example, you want Internet marketing. Y ou
type in the words Internet marketing, press enter, and it will pull up the top 100 words for you, or

key phrases. Then, it will make pages for you.
Isthat ssmple? Okay, cool.

Next bit. Recommended website. Now, my pages are getting made up, as you saw with Armand
this morning, they make up a page for you, with alot of linksonit. But your link, it lookslike a
search engine page, but your link is always the top one. It’s always the highlighted one, with the
rest underneath.

So when people get toit, it looks like a search engine page. And there’salot of people out there
who look at it and go, “I'll click onthat one.” And evenif it doesn't, it doesn’t make any

difference because | let the pop-up page click them back to yours anyway. So | don’'t care where
they go.

So the recommended site, in the title there, | would put Gold Coast accommodation and Gold
Coast family holidays, for example. And then description, features, Gold Coast accommodation
and family holidaying on the Gold Coast. URL? Y our domain name.

Follow that so far? Okay. Then you just go on to the next bit.

The next bit, there' sthree templates. Oneistheindex pageit produces. It’sjust anindex page.

The next oneis aresults page, and it's got asite on that page. It doesall the work for you.

If you' re techno-savvy or you want to go and alter the script, like Armand does, or if the search
engines change and the algorithms change and you want to move a keyword down, you just press

edit, copy it, pasteit, press save and it’s done.
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If you stuff it up, press restore default on any of them, and it restores them back to the original

again. So you’'ve always got the program.

It works live on your server. And what | do, | install it on your server for you, soit'seasy. Or
you can, if you know just how to upload a couple of files. That’show simpleitis.

Next one, the output screen. Thisisjust to show you what’s going to be on your pages. | just
put an output, like Gold Coast accommodation or search engine optimization. | put my home
page URL. And you have to choose just alittle file, the way you want to hold those pages. It's
like afiling cabinet. If you make up al these, you have to hold it in afolder.

Either one, I’ ve done two things. You can type a name on that folder. So if you're doing Gold
Coast accommodation, I'd call the output directory, 1’d just type in the word there,
accommodation. So it will make afile called accommodation and store al the files. So then
you' ve got your website, GoldCoastaccommaodation.com/accommodation/index. So no matter

even if they look at your website, they’ ve got all the words.

And then or you' ve got a select directory with an arrow. You just click down, pick one of the
little folders you' ve aready got made up, click one of those, and it will storeit in that folder for

you. Whichever.
Okay, next one.

Just in case they miss your site and click through to someone else, I ve done a pop-up. Put your
sitein there, aswell. Or if you're promoting affiliate programs, put your affiliate link there. As
soon as they click somewhere else, the back button, up comes the pop-up with your page or your
affiliate page to try and sign them up. And if you're smart, make that page have a pop-up

coming off it.
So it works well.

And then, al you do after that, on the button down on the bottom, generate and build smart

pages. You click it, you'll make 100 pages for you within three minutes.

Isthat simple? Seriously? How many people can follow, honestly, what | just said? Very

easily.
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Okay, I'll show you ontheweb. 1I'll have alook at it right now. Just go back to the last one for a

second.

Okay, does everyone see that stuff on the screen? That’s live on the web now. | don’t know
what my password is. | can’t remember. I'll show you in asecond. Last night, | changed it so

you guys couldn’t get in. Money, that’swhat it was.

Okay, can everyone see that so far? That’slive on the web, in front of you.
Okay, let’s pick asubject. Anyone pick asubject. One person.

Attendee: Finance.

David: Okay, cool. Finance. Isthat alright? Everyone accept it? Hands up if financeis cool.

Okay. I'll sit down for asecond, so | can show you. Tell meif thisishard or not.

What I’m going to do, | could have made a keyword file already. And | just press on browse and
it uploadsit. Of course, I’ve already put in my password, changed to money. Don’t worry, it

will be changed this afternoon. You can’t get in my site.

David@davidcavanagh doesn’t go to me, it goes to spam filter. So don't try to e-mail me.

What I’ ve done there, if you've got along list of pages you want to be made up with key phrases,
put akey phrase, next line key phrase, next line key phrase, next line key phrase. Saveitasa

text file, and you just press browse and upload it.

Or, alternatively, 1’1l show you the easiest way. Watch what | do. Click on suggest keywords.
See the little box come up? Everyone see? Just answer me, so | know you're alive. Thank you.

What was the term, sir? Okay, be more specific. Okay, thank you.

The only reason | said that if you can understand what I’ m saying, if you put just the word

finance, what’ s going to happen?
Attendee: Can't hear what’s being said.

David: Thank you. Yeah. Exactly. Exactly. Australian finance. Of course, you can go back
and do these and store it in 100 different directories. Y ou can make 10 different directories

under pages, or whatever.
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Australian finance. We all agreed on that? Or finance Australia, whatever. And you have to
check.

Generate related keywords. Asyou see there, when it searched, it only found two. So really,
Australian finance. But I'll just show you, just for the sake of thisexercise. If | wasto go back
and do what the gentleman said and just use the word finance — 1’1l show you this one here — see
what | mean? 99. Soitisbroad.

But I’d go back in those 99 and pick out the onesthat | really need.

But as you can see, you haven't gone to Word Tracker, you haven’'t gone anywhere. And
basically, asyou'll see, there'sall your keywords. If | run down here, there' s al your keywords
straightaway. Seethem all?

But take out the ones that you don’t want. But just for this example, I'll leave those onesin.
Okay, recommended site title.

If you were to do atitle with Australian finance, what do you think a good title would be, sir?
Attendee: Can't hear what’s being said.

David: And?

Attendee: Can’t hear what’s being said.

David: That’'syour domain name. Okay, I’'ll show you something. Isit alright with you if | put
finance Australia financial advice? Okay, thank you. | wonder if Googl€e' sthat clever.

So for example, again, ___ your titles. Go and check the search engines. Find out the other

kinds of titles and do something that’s pretty relevant.
But again, just for the exercise, we'll do that.

Okay, description. What | said there, we'll put offers, info on Australian finance and, for
example, financial —tell meif | spell it wrong. Oh, yeah, | did. | got that one. It's hard when
I’m trying to talk to you and type at the same time. Okay, offersinfo on Australian and financial
advice, for example. Y ou might put one more sentence.
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Okay, URL. Where are we going to? Isthat yours? | thought it might have been. | thought you
might have meant something there.

Okay, what wasiit, sir? www.finance-australia. | just picked up agood one the other day. What

do you think it is? Howtogrowrich.com. Do you like that one? Anyone want to buy it? Okay.

Seriously. Anyone that’s got any problems with what we' ve done so far? | want you all to get
this and take it home. Seriously, you need it.

Okay, you’'ve got aproblem. Y ou’ve got awebsite, you haven’t got search engines, you’ re not
getting traffic, you need it.

Okay, next one. Off the top.

The templates. People say, “What do the templates ook like?” | just go, “Restore default” on
thefirst one. Say, for example, I’ve messed all my templates up. Go to the next one. Restore.
Bang, it'srestored. So if you ever messit up, you go and try to alter it and be really HTML

literate, there you go.

Just to show you if, for example, you know HTML, | just go here. And you think, “Oh, the
index one. | want afew pictures around. | want to add some color.” | press edit, there’ s your
HTML.

So you can go in and do it, press update down on the bottom. Do you follow what I’m saying?

So if the search engines change or you want a different color, go and change the border color.
Go and change the index. Take the word resource out and put index, whatever you want. It'sup

to you. And then go back and change it.
If you messit up, press restore defaults, the whole lot is restored back to original.

Okay, I'll just cancel that screen for asecond. We're running out of time there. The same for

the next ones, your results and your site map.

Okay, index name. Just for thisone here, I'll put Australian finance. Google usually likes 50 or
less keywordsto apage. | would say 30. That'swhat | would honestly say. So I'll put in there
say 30. Results per page, | put about 20. The site, again, I'll put the same thing.
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But just remember, if you' ve got another site, you can probably have two or three on this. This
one, for the gentleman. What was it called again? Finance-Australia.com? Okay.

Then we can put it in adirectory. We can put it in adirectory. Or, for example, we'll choose

one.

Now, just for this sake, I'll choose adirectory I’ ve already got, so | can make it quick for you.
Okay. Where'stheonel’ve got? I've got 100 directories.

Okay, I'll put it under promotion. | hope | don’t write over everything I’ ve already done. But
I’ ve picked the directory promotion, so I'm saying al these files it makes, chuck it in the
promotion folder. Isthat easy?

If I want a pop-up URL, who else has got adomain? Anyone else? What' s your, sir?
Attendee: Can't hear what's being said.

David: Wildlyweathywomen. What a good domain name. Seriously. That’s agood one -
.com? Have spelled that right? Isthat right?

Say | want the pop-up, you can put the dimensions. Say, “1 want an 800 by 600, for a normal
screen size.” Say, for example, that’s an affiliate program. Y ou’ ve got another financial side,
you want a pop-up. Because just in case they click on something else, they’ll still get this one

come up.

Okay, now, see down at the bottom? Generate. How’sthat? How hard was that? Anyone tell
me, honestly, you can’'t do that? That’sright. That simple.

Now, my script will send you an e-mail. “Hi,” and it says my name and all that kind of stuff, and
my phone number, just so if you’'ve got any problems. But don’t ring me unless you’ ve got

something major. Send me an e-mail.

But thething is, what | say to people, it tellsyou. It's specific. What it will actually do, see up
at the top it’ s got numberoneposition.com/promotion/index.php and the addressfile? 1’1l show
you what really happens, because | don’t want to have to go and check all my e-mails, because

I’m not on my computer. I'll show you where the pages are.
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Okay, they’re just starting to make them now. See that one there so far? And you saw, that’s the
same as Armand had this morning, as you can see. Except you might place Google Ad Sensein

the side, into your templates, and things like that.

There' s a couple other programs out; Ranking Power, Traffic Equalizer, which are very good
too. But my main thing isreally | want to get number one on the search engines. | don’t give a
bug about search engine feeds and revenue piles. That’sjust me. But | am making up some
scriptsand | really think Armand did a smart thing by putting Google Ad Sense. That makes you
money. Googleisthe ultimate.

So yes, | endorse that 100-million percent. When my next version that’s coming out, I’m going
to include that aswell. And Armand, | guess, hasn’t given me the templates just yet, so | want a

copy to see what he has really done.

Okay. If I wasto click on that now, the first one, boom, there’s some of your words, sir. These

were naturally the ones we picked. But we said we'd use just awhole list.

So say, for example, the first one there. We click on that one. And as you can see, on thetop, in

the blue, Australian finance and financial advice, resource one.

So whether they pick up thetitle, right up the top, underneath where you’ ve got the address bar,
whether they pick up that, whether they pick up the keywords on the page or whatever, there's

still alot of words there.

| click on thefirst one, look what it makes up for me. Looks like a search engine page. Have a
look at the top words. Australian company finance. Again, you can ater the template, make it

centered, or you can put blue borders or anything.

Now, sponsored site. | even have alittle sponsored Australian company finance website. So
you’ ve got your title, you’ ve got you H1 tag, you' ve got your sponsor site, and your next link is

your site.

Now, sometimes, |’ ve had the number one position search engine. Google hasn’'t picked up my
description, it’s picked up someone below me and used his description and my title to give me
number one. | think, “Sorry, Chris.” I've got afirst-rate copywriter, as well.
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But if | gointo here, just to show you something, click on that one, look what happens? You're

goingtoget afree . Lookslikeasite-builder site. Oh, isit?
See what I’'m saying there? He's got everything. Get rid of that bloody thing. Click back.

Now say, for example, | wasto say, “Now, click on thisoneinstead.” | think Sean’s going to
pop ablocker on this, block the pop-up. Normally, a pop-up will come up, aswell. Yeah, he's
got a blocker on this, the bugger.

But as you can see there, and please notice what did Armand say to you about internal links or
external links? Please notice, when we go down to the bottom, all of them are relative. They're
al very, very similar. And look down at the bottom. See how it’slinked three other ones there

for you?

So if | go back to these other ones, look at thisone. Australian finance group. Guesswho's

number one again?

Now, al you do, if I had my e-mail address here, it would have, “ Thisisthe link to your pages.”
You grab that link, you just paste it onto your index page, leave it, like Google Spider, and that’s
it.

How many peoplefind it easy? Very ssimple. If you need help in that regard, I’m here to help

you. It'svery, very simple.

Thething is, those pages, | pick out 20 turns, put 20 different directories to make 100 pages each,
that’s 2,000 pages. If you want to make more or less, that’s fine.

But just remember, some industries, if it'sreally, really specific, you might only want one or two

words. That’strue. But you could put Internet marketing and it could come up with thousands.

| don’t want thousands myself, personally. | just want really key, specific onesjust for me, so |
get targeted traffic. That'sall | want.

But anyway, that’s my product. If you would like me—and I’'m only doing it for the first 20
people, if you want —if you decide to get my product today, what 1’1l do, I’ ve got an offer there
for you. If you get out the yellow sheet for a second, just grab a yellow sheet, what 1I’d like you

World Internet Summit Australia — Volumes 1-6 Page 177 of 342



to do, up the top, the normal price I’'m selling it on the Internet is $197, which works out to $250.
I’'m selling it here today at $147. That’sonly while you're here.

| will also give you 12-months membership to my newsletter, which I’'m charging $199. I'll give
you two website critiques. | don’t mean I'll go and redo your website. I'm just saying I’ [l ook
at it and give you suggestions, which will help you alot. | normally charge $1,200 when | do
that, because | really go through with afine-tooth comb and tell you exactly where to change

things and how to change things.

If I don’t know, I'll get onto Ted, Brett or someone, and really find out for you. So I'll give you

avery, very good critique.

Sometimes the critique hurts. But thething is, I’m only doing it to help you. | want you number
one, aswell. | want you all as my joint venture partners. And if anyone wants to be ajoint
venture partner with me, because I d like to be with you, yeah, definitely.

If the software needs to be changed, | will changeit. You don’'t have to do anything. What I'll
do, I'll personally e-mail you al and send you anew copy. Soasl said, it'slikedrivingin,
buying aHonda or Ford, and every three months the place you went to giving you a new one.
And that doesn’t cost you a damned thing, because | want to see you, because it’s only natural if
| do this product correct and you get great rankings and you get great search engine results, when
| do my next product you'll all buy that as well.

And please notice, | do what Armand said. |’ve got my picture on there and I’ ve got David

Cavanagh presents. I’m going to be the Australian Armand Morin, you know.

But the thing is, if you'd like that, what I’ d like you to do isfill that in now. Make sure that you
take it out back to the desk here, because I’ ve got down on the bottom it’s $147. I'll tell you
what I’'ll do. I’ ve put down on the bottom if you want me to install it for you, I’ll charge you $30

extra.

| know alot of peoplewill get it, as Armand said to me. Thefirst 100 people who do decide, out
of the crowd, to order it, | will install it onto your server for free. So I'll make sure | test it and
measure it to make sure everything’' s working, and I'll charge you $147 total. But that’s only for
the first 100 people.
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And if you've got avery good site that you want to optimize, you don’t care about scripts or
anything and you want me to do it, | charge $2,500 ayear to do sites, asin the optimization. |
only do 20 ayear. That'sall | do.

So thething is, what | want to do, I'll do everything for you for $2,000, but you have to see me
privately. And I’ll talk to Brett and we'll negotiate something just to help you out.

| don’t do sex sites, pornography, anything like that. Just normal marketing sites. | don’t believe
in promoting anything like that on the net, which islogical.

So if you' d like the product today, as| said, the first 100 people who do decide to get it now, |
will install it on your server or your web host. There' s no cost whatsoever. And I’'ll make sure

it'sworking. 1'll even do atest to make sure everything’s right for you.

What | do, | give you the software and I’ || also send you out a PDF thing, step by step, showing
you exactly how to do what I’ ve told you today. If you've got any problems, you can aways e-

mail me and I’ [ go through it step-by-step with you as well.
Any guestions now? Yes, sir?
Attendee: Can’t hear what’ s being said.

David: That'sfine. It doesn’'t make any difference. It'sweb-based. | install your service.
Whether you’ ve got a Mac, whether you’ ve got a PC, whatever, it will work. And the
programmer |’ ve got working with me, he' s got different loaders. So if you need be, I'll get

things changed to help you.
Can we have the microphone, the gentleman just in the middle? Thanks. Thanks very much.

Put your hands together for these guys, too. Honestly, they’ ve been doing agreat job. They’ve

been really good.
Attendee: | wasjust wondering, I'minstalling this site-builder _ ?

David: What | usually do, | kind of install it onto asite-builded site. But if you've got a site like
that, I’ll give you adirectory, I'll stick it in, and I’ll promote the page off my server to help you,
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todirectto . SoI'll give you some free space to help you. There's no problem, because |
want you to benefit from it, aswell. No need to cancel our kids.

Sandy?

Attendee: You say you give two website critiques valid for six months. Isthat two of the same

or have you got two different ways?

David: If you've got acouple sites, I'll go right through them for you and help you out. No
problem.

Mr. Hans Jacoby?

Attendee: David, if you've got multiple websites on multiple servers, do you need to buy the

program for each of the servers?

David: I'll help you out there, don’t worry about it. Don’t tell anyone outside of here, because
I’m selling it for one-server based. But | don’t mind. It doesn’t make any difference. The
bottom lineis, let’sface it, my program’s encrypted. So if you got it copied, you can’'t. Armand
didn’t even say the latest version. That’sthe latest version. So the bottom lineisif you try to

copy, you can’'t. It'sencrypted. Sol don't care.
Attendee: Morejoint ventures there for you anyway.

David: Becauseredly, if | wasto charge you for 10 copies, for 10 different servers, you
wouldn’'t buy it. So just do oneyou can install on two or three __, aslong as you be honest
and don’t go giving it to friends and reselling it, please do me the courtesy there and I’ |l do you.

Attendee: Thisisjust to optimize your site. You still go through the manual submission
process that Armand described?

David: That'scorrect, sir. | never go and submit. Like that one there,
numberoneposition.com/promotions/1, please notice the extension it makes as well.
Australianfinancegroup.html. See what | mean?
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It even does your directory, the name of your pages, the top, it's got everything that Armand said
toyou. But | go and get alink, the main one, where you saw those first two, stick that onto your

index page and let Google spider it.

Go to Google, addurl.html, and put in your main index page and leaveit. Don’'t go trying to be
smart. Because as Armand said to you today, and he's a smart gentleman, he' s tested and
measured everything he does. He's not anidiot. He' savery, very smart, educated man. And he

tests everything.

| ring him at 6:00 in the morning, US. | said to him last week, “Armand, it's Dave. How are you
doing?’ “Yeah, man.” | said, “You sound tired.” Hesaid, “Yeah, | am.” | said, “Did you just
wake up?’ Hesaid, “No, | haven't gone to bed.”

Like the guy works 64-million hours aday. And he earns a couple of dollars more than me.

But the bottom line islisten to people. To me, the only truth isthe result. What' s the results?
There' sthe truth.

Armand’ s got the results. Steven and Alicia Pierce got the results. Yanik Silver, all the boys,

Alex Mandossian, they’ ve all got results.

I’m going to talk at the big seminar in Orlando. | don’'t care whether he likes it or not, I’m going

to be there.

But the thing is, serioudly, listen to the guys that got results. Do what the guys who are making
money. Don’t listen to the other guysin free-for-all links pages, who haven’t even got one index

page in Fred s free-for-all blog site in the middle of Egypt.

Listen to people who got the results and are making heaps of cash. Armand did $4-mil in 12
weeks. | wouldn’t mind doing that in my whole life.

Who's got the next question, please, before we wrap it up? Come on, ask me one.

Wildwealthywomen, | like that domain.

Who €lse has got a quick question? Okay.
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What I’m going to do, I’'m going to wrap it up now. Fill inyour forms when we finish, because
you've got one of Australia’ s best speakers coming up right now, Mal Emery. He'sbrilliant.

Make sure you take notes. But fill inyour form.

As| said, the first 20 people who want me to do everything for them, I'll do that. There’'sno
problem. But the rest of you, fill in your forms, take it out there, and I’ [l make sureit’sinstalled.

Thank you very much for listening. | hope I’ vereally helped you out.
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World Internet Summit, Sydney, Australia

Mal Emery, Part 1-CD 2 of 4

Ted: Let’'swelcome, let’s make him know he' s welcome, Mr. Mal Emery.

Mal: Thank you very much. What’sthat cliché? There’ s nothing like a good introduction?
That was aripper of an introduction. So thanks, Ted. Thanks very much. For thosein the
audience who know a bit about me, thanks for your kind words, as well.

Who wants to really get the best out of the rest of the weekend? | mean the absolute maximum.
Who will admit to coming along to afew seminarsin the past and taking home copious amounts
of notes, and you finished up in some cardboard box somewhere and they’ re gathering a bit of

dust and maybe a few other things, and they haven’'t gone back to them? Who admitsto that?

Well, that might be part of the process, folks, but the bottom line is only 5% of successful
people, when presented with a solution to a problem, act upon it. Take alook around the room:
95% of you are wasting your time coming to this seminar. And more importantly —well, not
more importantly — less importantly, your money. 95% of you are going to do absolutely zero.
That’ s the cold, hard truth.

It did bother me once, though. But | got over it, fortunately. Don’t try and change the world

anymore.

But thereisatool I'd like to share with you. And the people who come to my boot camps know
this works, because when they left my boot camp they went away with alist of things to do that

they previously wouldn’'t have taken action upon. Thisis not anecdotal, folks, thisis afact.

Do you really want to get the best out of the rest of the weekend? Get your result, what your
result is, which is unique and different to you from anyone else heretoday. Come on, folks. It

would bereally good if you participate in my seminar and my presentation with us.

The major reason isyou’ll learn alot more. The more you participate in this process today, the

moreyou’ll get fromit. And guesswho we're herefor? You.
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Isit okay for me to stand up here, and other presenters, and tell you how we' ve been successful
and for you to leave here and not be successful? No, | don’t think so. Y ou've got just as much

right and just as much opportunity out there than ever before.

In the wide audience out there, people have the opinion that there’ s very little opportunity and
thisismy lot. That’sthe bad news. Who would agree with that? | would say you guys are very
unique, in as much as you parted with your hard-earned money. More importantly, you’ ve come

along today and given up your time, which is more valuable.

But you’re part of the 80% who should take this information out of here and get aresult that’s
different and unique. But | often get staggered why some people come along to a seminar or a
boot camp, or get my mail order packages. I’m going to give you some examples of some

people who have had success beyond your wildest dreams, yet so easily. Easily.

Why isthat those people succeed _ ? The cold, hard truth that I’ ve come to recognize is that
you are unique and different. And how you interpret information and how you act uponit is
going to betotally uniqueto you. That’swhy you can get this stuff this weekend and have a
totally different result than everybody else. You'll take action in your own unique way. In other

words, you'll perform every task to your level of incompetence.

So some people come to the knowledge with certain experience, don’t they? Life, probably, in

some cases. Or, more importantly, they might have some specia uniqueness.

For example, Chris Bloor may have been already a good writer. Soit’s natural for Christo
identify the greatest product on earth. Who'd like to know the greatest product on earth to be
selling, the number one product to be selling? Who'd like to know? Not enough enthusiasmin

thisroom, isthere? Am | the only one experiencing?

Thisisthe number one product, right? The number one product ismoney. Let’s have the

breakthrough. The breakthrough is the opportunity to make money.

What does Frank Lowery, who builds shopping centers, sell, in reality? Opportunity for
someone to rent the space and make...? Finish out the sentences, folks. That will really help
me. Save me from talking so much.

What does the stock market represent? Isit a chance to buy shares or isit a chance to make...?
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Attendee: Money.
Mal: And how bigisthe...?
Attendee: Money?

Mal: Huge. Isn'tit? Sowe want to be what? This seminar, this weekend, I’m going to talk
about the sweet spot. 1’m going to talk about the magic pill. Who wants afew magic pills?
Because there are secrets. | can buy and sell businesses anytime | like, and make lots and lots of
money. Does anyone else in the room know how to do it consistently, predictably? No. Soitis
abit of asecret, isn't it?

But when you know the secret, suddenly it’'s not really such a secret anyway.

The number one reason you guys came here is because these guys were selling what? The best

product on earth, which is money. That’swhy this seminar sold out.

But, of course, the advance breakthrough or advance secret on top of that, isthat we're selling a
magic pill. And the magic pill isthis. Come along to the seminar, come along to our boot camp,
pay us $2,495. And before your very eyes, we'll construct awebsite. We'll not only construct a
website, we'll find a product, we'll create a product out of thin air for you. We'll put it on the
Internet. When we put it on the Internet, we're going to give it away. And we're going to make

someone a ton of money this weekend. Who came for that reason?

Isn’t that what drove most of you here? By god, that’s what | want them to say. And that’s
exactly what these guys did in the very first day, which was fantastic. Who's convinced that that
isn’t possible? Anyone not convinced that they can’'t do that? At least that it’s not possible?

Whether you'll do it or not, because you’ re unique, is unique to you. But you’ ve been given the
information. How you act uponit... What all the presenters here this weekend will do is create
one thing for you, and that’s called awareness. That'sall I'm going to create. That’sall the rest
of this presentation is about. In my opinion, folks, and thisis my time on stage so | can say how

| seeit, the rest of the equation is up to you.
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So awareness, isn't that interesting? How can that work for me, in my business? If you want to
sit therein the rest of my talk and the rest of the weekend and figure out why something won't

work in your business, guess what? It won't work.

Instead of just missing it, say, “Isn’'t that interesting?’ 1’ ve had people sit through my seminars
and from the first moment | start talking, and the presenters | put up in front of the room, they sit
there and think about why it will work for them. And that’s adistinction for you. Instead of just
sitting there saying, “1t won't work in my business,” because it won't, the distinction is “How
can | adapt it?’

| am aprofessional plagiarizer. Call it what you like. My first business, at 22 years of age, what
did | know at 22?7 Not much of anything. But the truth was | got myself amodel or a mentor.

I’ll tell you more about that tonight. But | simply said to someone who was aleader in his
industry, in my viewpoint, who was qualified to coach, | asked him would he teach me how to do

what he does.”

And the thing about models and mentors is they understand there’ s an abundance in this world
for al of us. Can anyone own all thereal estate? Anyone own all the stocks and shares? No.
Can anyone own all the businesses? No. Isthe Internet infinite? Y ou bet you. There stonsand

tons of opportunity.

We livein theinformation age. It’s never been easier to get rich, and that’s proven by the fact
that most of the world’s millionaires have made their money rapidly, through this phenomenon.

Now, I’ve got a problem with the phenomenon. For one, I’ m atechnophobic, aren’'t 1? And |
can't really drive this stuff. And I’m pretty concerned. I’ ve got someone just over here, ready to

come and save me. And you might have to bear with me alittle bit on that.

But you don’t have to have the skill. You just need to know what you want to do with that theme

and how it needs to work for you.

My very first website, MalEmery.com, which has made me hundreds of thousands of dollars asa
total technophobic, has not changed apart from a processing adjustment or whatever, a new
testimonial or two. No breakthroughs have been on that site. It hasn’'t been rebuilt in seven

years. And we still get thousands and thousands of dollars of orders, every week, every month.
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Sothedistinctionisthis, also. Itisagreat opportunity. Suddenly, we have al thistechnology at
our fingertips.

Did my parents know about credit cards? Could they use a credit card? What was Australia post
like, back inthe 1930's or ' 20’ s? It was a problem, wasn't it? We can process people’ s money.
It can be instantly transferred into your bank account. We' ve got more communication tools and
more informed what | call an experienced buyer. That’s something you'veto _, folks, in your
business. Because our buyers —that’s you — have never been more knowledgeable and informed
and experienced in history.

What did my parents know? Very little, indeed. | know alittle bit more than they do, and my
daughter knows twice as much as me because she's more informed. We're suddenly an
experienced consumer. So that means there’ s a whole bunch of things you’' ve got to do when it

comes to making sales.

Now, the Internet is the most distrusted mediathat exists. And it’s created a new rudeness that

I’ ve never experienced in my life before.

Who' s got one of those e-mails from someone, when you ring them up on the telephone they’re
like putty in your hands? Who's experienced that? It's an amazing process, thise-mail. I'll just

say what | like, because | can. 1I’ll push a button and off she'll go.

But all the Internet is, folks, and don’t get mixed up, all the Internet is, isamedia. It'snot a

business, it samedia. My opinion.

It's no different than radio, media, print, any other media. It needs to be understood and used as
it should be used correctly. That’swhy there' s no accident whatsoever, that the people making
money on the Internet are experienced direct marketers, which iswhat | was first.

First, when | decided to changewhat | did in life, | went and spent $25,000, $40,000 on how to
be agreat direct marketer. And that emerged when my level of incompetence rose, didn’t it? |
write my first ad. We all have to start somewhere. But | was in the same business.

So it'seasier for you to transfer to the Internet, which is only another media, when you know
how to useit. And direct marketing isthetool you use. That’s copywriting and these formulas.
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Everything you' re hearing over the weekend are basically formulas. My formula s going to be
different than someone else’s. | don’'t want to depend upon any one media. Why? Because it

might disappear.

Number oneis avery dangerous word in the business world. Depending upon any one product,

any one person.

So | want to use what? All the medias correctly, based on the formulas of direct...? Yeah,
marketing. Call it what you like. We'll call it direct response, because | want a... response. |
want someone to do what | want them to do next. A clear, ssmple, precise message on any

media

So thisiswhere | differ from probably the rest of the speakers, in as much as | use lots of media.

But the magic spot iswhat? The magic pill is everyone wants to do it on the Internet.
But what about if you do it on al of them? Isthat okay?
Attendee: Yes.

Mal: Isitokay if | stick aproduct in abag and post it out to you? Isthat okay? Do | need to do
it myself? No. No, | don’t. A lot of hard products are what we call hard products. People enjoy

receiving something in the mail, unwrapping it, packing it and going through it.

| remember when the e-zine thing was going to be, “Oh, you've got to have an e-zine! You've
got to have an e-zine!” Who's got 50,000 e-zinesin their e-zine box? They never end? | ain’t
going to play that game. | want to be the welcomed guest, not the uninvited pest in the sales and
marketing process. And whether you seek me or | seek you will determine the ease with which |
do the business, on my terms and my price.

Isn't that interesting? Do you al think it’sinteresting in the room?

Okay, so we want that tool. | haven’t forgotten. And thetool isthis. I’'m going to say some
things during my presentation, and so are the rest of the speakers, and you’ re going to have what
| call an ahamoment. Has anyone had afew of them this weekend? | would hope everyone. I'd

be surprised if everyone hasn’t been sitting there going, “Hmm. Aha! Isn’t that interesting?’

I’ve had some. | definitely have.
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So | want you to write down those aha's. I’ ve provided you with a page in thisbook. Could you
please get out the workbook, please? That's my work. Isit going around? That's okay. We'll

get it out to you right now, as | speak. I’m going to move on.

In the workbook, when you get it, there’ s going to be a page alittle way in. First, there’ s going
to be abit of stuff about me. It just gives you some idea about where I’ ve come from. Y ou can

read that or you can choose not to.
I’m also going to talk to you in the front here about aha's.

By the way, questions. Can | not field questions during my talk? It will throw me, it will throw
the audience. I’'m going to be here for three and a half days, and I’ [l answer anything I'm

capable of answering over the three and a half days. Isthat okay?
Attendees. Yes.

Mal: Okay. I'm going to say afew things that offend you and things you disagree with. Can
we also have another agreement that we won’t take it to heart here? We'll actually put it off and
dismissit aswhat it's meant to be: alearning experience for you today. And instead of buying
into the problem or the process that | may have sworn, I’'m going to be here for an hour and 20
minutes and two or three hourstonight. 1t's hardly unlikely I’ [l be on my best behavior the
wholetime. But | will do my best.

Soit’sjust alittle bit of stuff about that in there. Thisis not a scripted speech for me, folks. This
is not like word-for-word verbatim I’ ve practiced out in back somewhere. Thisdidn’'t happen.

What you' re getting is how it is for me and what has worked for me consistently and predictably,
and it'swhat | call high probability of success. Thereisno need for failure.

| heard Napoleon Hill’s 16 laws mentioned earlier on. One he saysisthe most important is
called accurate thinking. And that’swhat | see very little of. Very little accurate thinking. What

| seeisno thinking or, shall we say, we ask the wrong questions.
What do you get if you ask the wrong questions, folk?

Attendees. Thewrong answers.
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Mal: So that’swhat these aha s are about. These are aha moments, and truly aha moments that
you're going to get as | talk. | want you to write them down on this list when it comes around.

If you've had some aready, start your list.

When you leave here, or preferably tonight, when you can’t sleep after my presentation, | want
you to number those aha’ sin order of their importance to who? You. Because you’'re unique

and different. And your particular goals and outcome will be different from the next person’s.

So | want you to get what you want out of this weekend. So number them in order of their
importance to you. Thisisadefining moment of the weekend, folks. Y ou’ve got two and a half
daysto go. Thisisthe difference between going out there and nothing changing, and something

changing.
Would you do thisfor me? No?
Attendee: I'll doit for me.

Mal: Great, do it for yourself. But | don’t mind being an unreasonable friend, so can you show
me afull list of two pages before you leave this weekend? Isthat okay? We're doing thisfor

each other now.

So folks, now | want you to number them in order of their importance to you. And go to work
on number one. Because the next page is a 30-day to-do list. And | promise you, mysteriously,
if you go to work for 30 days and do one lousy thing each day, that’s al I’m asking you to do, a
5% achiever, but 80% can when this system is used.

Have we got more handouts, please? There' s more to this side of the room.

So then put those in there, that item, and work back and do one thing each day for 30 days. And
I’ll tell you what, folks, mysteriously, magically, you’ Il become part of the 80%.

Who' s seen the 5% factor? The 5% factor is one person will turn out wealthy, four people will
retire rich, 36 will be dead, 24 will be dead broke, depending upon handouts from well-meaning
friends and relatives and Social Security Department, and blah, blah, blah. Who's seen that?

That was ascertained in 1958, in the United States Social Security Department. And you know
what? All that technology, the Internet, Tony Robbins, Ted Ciuba, Brett McFall, all these gurus
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walking around the planet, and guess what? It hasn’'t changed. The insurance company still uses
that stat to work you out and me out.

So you' ve got a choice, folks, for the weekend. Y our choiceisto leave here the same way or
leave here with something useful, and something you can go and take action on.

So that’ swhat | want for you, and I’'m sure | speak for everyone else, as far asthe presentersin
the room, as far asthat’s concerned.

So will you do thisfor us?
Attendees. Yes.

Mal: Great, thank you. The wealth isnot in the thing. Thisisan aha moment, folks, believe it

or not. There’sno money inthething. All the money isin the marketing of the thing.

So you don't sell shoes, you don't sell the opportunity to make money, you don’'t do whatever it
isthat you do. From this moment forward, you' re a marketing company that just happensto —

what do you do?
Attendee: Sell something.

Mal: Sell something? Okay. Whatever it isyou sell, whatever products or service you provide
to the marketplace. But the breakthrough thinking isin becoming a marketer of the thing. The
money is not in the thing.

Who's got the greatest product on earth? | hear that one all thetime. “Thisisareally great

product. If only | could find a customer who'd buy it.”

Truth isthe marketing is where the money is. That’s how you collect all the money that gets | eft
on thetable. That'show I’'ve locked out my competition in any chosen field | pick. Because|’'m

amarketer of the thing.

The number one thing you' re here to learn this weekend is marketing. Was there aton of

marketing on that website? Did anything happen on Ted' s website by accident? No, you bet ya.

In fact, the sweet spot was on the website, in my opinion. You know why that thing’s going to

sell? Could anyone create a product like that? Yeah. Why isit going to sell? A couple reasons.
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But the main reason isthis: the opportunity for reprint rights and the affiliate program. The

opportunity to make money. Make money. Have everything done for you.

Who's heard that Earl Nightingale saying, “ Give aman afish, feed him for a day; teach a man to
fish and you feed him for life?” | don’t agree with that one, either. People no longer want you to

teach them how to fish, they just want you to givethema...?
Attendees: Fish

Mal: All chopped up on asilver platter, ready to eat with... That’s all we want anymore,
because we're an experienced consumer. We don’t want to do the...? Thework. Wedon't

want to do the work.

So | know that about you. And what does that do for me? | know you're alazy bastard. Okay?
So | then design everything | choose to do based on you.

Who wants to be a marketing expert in the next 30 seconds, other than me? Ask your clients,
because they’re already experts. They’re already experts. You don’t have to know. You don’t
need the answers. All you need to do is ask your clients these questions: what did | get right?
What did | get wrong? How can | improveit?’ And ask them be honest, not kind.

All the answers are with your clients right now; or your future clients. On the break there, | had
someone who said, “I’ ve got 50 people that called me up for my product and they haven’'t bought
yet.” Well, the answer to that iswhat? Y ou haven’t given them sufficient reason to buy yet.
They’'reinterested, but not ready to buy. And we don’t know when they’ re going to go from
interested to ready to buy. So we're going to have a system that ensuresthat | get 80% of them
and my competitors don’t, by having a system. Because what, folks? A system will make you

rich? No, sir. A product or service can make you money, but it’'s a system that makes you rich.

Formulas, systems. I’m going to be sharing formulas. The rest of the speakers, they’re sharing
formulaswith you. It'sal laid down. It'svery precise. | anegoless. | don't careif | get it
wrong. | don't mind if | make amistake. Becauseit’s getting me what? Closer to success.
You'rejust giving me hints, folks. You're telling me what you don’t want, so | can then change

my message to convince you that you do want it. Right?
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Isany of this complicated? No. You need awell-crafted, simple message, based on a slice of
life of your clients. So you’ve got to know what they’ re about, so you can communicate them in
relation to their wants, desires, needs and frustrations. That’sit. Wants, desires, needs and

frustrations.

The advanced secret on the money’ s not in the thing, the money’ s in the marketing of the thing,
isthis: these advanced secrets products I’ ve only shared last weekend at my own seminar. No

one's hear them anywhere from me.

The advanced secret isthis. the wealth isin the customer, not even the thing or the marketing of

thething. I’ll proveit to you.

Who' s bought something off of me? Please keep your hand up. Keep your hand up, folks.
Who' s come aong to this seminar on some recommendation or in some way from something

they heard from me?

Okay, you guys are worth about $40,000 to me in commissions, that all of us were able to get as

part of signing up people to the seminar.

So was the money for me when | originally got you interested in what | do? Or was the wealth
in the customer? It’sin the customer, but it’s in the customer for you, too. It'swhat you do with
them after the sale that’ s more important than what you do with them before the sale. 1t's called

lifetime value of aclient. And it’sthe eighth wonder of the world.

Do | go into supermarkets, folks? Well, | don’t. But do | go to restaurants? They all treat me

like I’'m never going to buy again.
The wedlth isin the customer.

Now, thisis an Internet marketing seminar or success summit, but it’s all in the marketing and in
the customer. The wealth isin the customer. I’ve got 50,000 in my database. That’s where my
wedthis. It'snot inthe products| create, although | need avehicle. 1t'sin my database.

| don’t know of many businesses that get the names and addresses of their customers. But |
teach people how to do it in industries where they though it was impossible. Then they send a

simple message, based on their fears, frustrations, wants and desires, and what happens?
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The biggest bang for your buck that existsis direct mail; turning your postman into your solid,
unpaid, no___, nosick days. A salesman. Isthat agood idea?

Attendees: Yes.

Mal: Isthereany limit asto what you can put in your message? No.
I’ve covered alot. That's good.

Attendee: Can’t hear what’s being said.

Mal: | can’'t help you with that, I'm sorry. 1I’ve done all | can do. There should have been
sufficient handouts for everybody. Brett?

Attendee: Can't hear what's being said.

Mal: I'll haveto moveon. I'msorry. What | guarantee you isif you call me or contact any of

the organizers, we'll fix it for you at alater date. Okay?
The breakthrough’sin the thing. We covered that.
The advanced secret to wealth isin the customer, I’ ve explained that.

Customization. The more finite your niche, the more you can increase your prices. | prefer big-
ticket items to small-ticket items. How many $2 products do | have to sell to make amillion
bucks? Lots. And it takes the same effort.

So | like bigger-ticket items. And I'll get abit deeper into that when | bring some sales letters up

on the Internet for you, in amoment.

So add value and customize your niche. If you're asnorer and I’ ve got a snoring product for you
that improves your sex life and everything else and saves you afortune in divorce, is that

potentially agood niche? Can | chargealot for that? Sir?
Attendee: Can’t hear what’ s being said.

Mal: Advanced secret. The onefactor. I’ve covered that alittle bit. What's the thing that bugs
your clients? What keeps them awake at night? What do they worry about? These are things

you have to answer. These are the sweet spotsin your marketing, the thing you have to hit.
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Would anyone like to know about a website that sold for $180-million? No, you’re not
interested in that. Okay, we'll move on.

Advanced secret: don't try to sell people what they need, sell them what they want. Preferably,
sell rich people what they want. | get alot of people coming to me with their product ideas, and
it's going to save theworld. You can’'t save the world, folks. If you want to save the world,

does the money stuff have to work in order for you to have an impact? Y eah.

It's much easier to sell things to people who want it and are rich and can afford it, than it isto

sell to people who need it.

People who need your stuff won't buy it. Has anyone else ever said, “All these people need this,
but no one’ s buying. They need it so badly.” You'rewasting your time. Your client’sare

voting with their silence.

Identify a hungry niche, preferably finite, that requires, has the capacity and the money, and

wants your product, doesn’t need it.

I’m going to let that secret out of the bag anyway. Give away part of your profit. Hereisan
advance secret, folks. Thisishow | sold awebsite for $180-million. And here’ s the marketing
breakthrough for you. Give away part of a profit you never had, in order to get to the profit you

never would have had.

What was given away on the website? The reprint rights. Was that giving away something we
never had? Give away part of something you didn’t have, to get a profit on something you never
would have had.

What are you actualy giving away? Nothing. Nothing at all. If you understand that strategy,

you'll never have acompetitor in your life. Let me explain it abit clearer for you.

There’' savery famous infomercial selling a people cream. Number one, people selling creamin
the States, on infomercialsin 1999 and 2000, here' s what they said — not verbatim. “Buy my
pimple cream, one tube of pimple cream in the next 30 seconds for $19.95, or buy two tubes of

pimple cream in the next 30 seconds for $29.95, and we'll give you aterry toweling bathrobe.”
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Why did pimple cream, that you can buy on a shelf, and a chemist right now, become the number
one infomercial in the States two years running? Because they wanted the...?

Attendee: Can't hear what's being said.
Mal: That'sthe sweet spot.

So how can you make your bonus your product? That’s the advance thinking. So it was the

bonus, the reprint rights. Yes. Was the bonus the affiliate program? It was, wasn't it?

So what’ s your bonus? What part of a profit you never had, can you give away to get a profit
you never would have had? Advanced strategy.

Who wants to know about the $180-million website?
Attendees: Yes.
Mal: Some people have enthusiasm now.

Weéll, the site was owned by afellow called Bill Phillips. And he hired a marketing guy, and the
marketing guy came up with thistactic, which | just shared with you. He gave him abrand new
car, aJaguar, as a present, as a bonus, after he sold the site for $180-million. | think | might have
bought him a Jag too.

So hereitis. Come to my website, where I’'m selling bodybuilding supplements, that | know
aren’t better than the bodybuilding supplements you can buy from the local health store, | know
aren’t better than the bodybuilding supplements you can buy outside. Thisis me now, folks,
adlibbing. No better than the ones you can buy at the local fitness place, gym. Not superior in

any way, shape or form, because it’ s not product, it's marketing.

Stay with me. It’s not product, it's marketing. So they’re selling the same goo, no better than
anybody else's.

Buy three tubs of goo for $495, protein building formula plus, or whatever it is, for $495 and
we'll give you three bonus tubs of — I don’t know — bodybuilding plus-plus formula. 1t’sthe
same goo, isn't it? It’'sthe same protein stuff, normally valued at $300. Or buy six tubs of
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bodybuilding formula plus and we'll give you six tubs of plus-plus and we'll enter youin a

competition to win afree Ferrari.

I’m a bodybuilder, folks. What's my fear and frustration? What do | need? I'm a poser, aren’t
I? They got really, really, really clear on the want, desire, need and frustrations of their clients.
And that’s all you’ ve got to do.

Now, who'’s sitting there thinking, “How the heck can they afford to give away aFerrari?’ It's
based on science. He sold the site for $180-million. Who's prepared to give away a $500,000

Ferrari in order to sell their site for $180-million in the room? Thought | might have had afew
takers.

So can you see what I’ m getting at, folks? Y ou’ve got to begin with the end in mind. You've

got to know where you’ re going in business, what your outcome looks like.

| subscribe to cashing out. 1’ve sold my other companies. 1I’ve sold 16, maybe 20 businesses, if |
admitted to everything I’ ve sold. Sold one last week.

Y ou should make your business for sale — not from day one, in the sense that you don’t know
where you' re going, but from day one you’ ve got to know what you want to sell that thing for
and what it needs to look like when you cash out in that end and lie on the beach, and sell your

business to your ultimate customer. Who'sthat? The one who put you on the beach.

That’s the secret | discovered as a 22-year-old. | could make more money selling businesses.
Who wants to know more about that tonight, how to buy, build and sell businesses? I’m going to

cover that this evening.

I’m going to get really clear, because I’ ve only got an hour and 20 here to get really clear on
what businesses are hot and what’s not. Who'sinterested inthat? Great. Fantastic. Sothat’'sa

bit later on this evening.

So can you see how giving away part of aprofit you never had can be enormous? But it needs to
hit that thing, the one thing that made bodybuilders order that product from all over the world,
over the Internet. So you don’t need to have this product, folks, you just need the best marketing
based on some of this science.
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Whoops, | need to go somewhere else now. How do | get there? That’'s awebsite, my
StreetSmartMarketing. Y ou can write that down and go to it, if you choose at some stage, if you
want to subscribe. But | need to go back to my slideshow thing. Sorry to waste your time. Hang
on. Hang on, don't go away. Hang on. Alright. 1’m okay.

I’m going to take you through some of my sites. And I’m going to tell you how my first
business was selling a video and an audio, if you like, called the Secret of Sacred Six. Isthat a
good subject? | was ableto sell that business for a substantial amount of money sometime later.

But | wrapped a system around that product. And today — because this is about creating high-
profit products that sell like crazy — here’ s a product that’s turned over hundreds and hundreds of
thousands of dollarsin thelast year or so. Absolutely hundreds. And I’m going to let you in on
my very difficult secret asto how I’'m able to createit. Would you like to know that? It’'s called

how to start an import/export company.

WEell, | did alittle bit of research and | found that there’ s an import/export product that had been
operating in the States for about 40 years. There's another one in the UK operating for about 50

years.

So | thought, “Hang on aminute. That means there must be a market for products such asthat in
Australia. | was also aware that there was a couple of them being sold. But was their marketing
any good? Y ou don’t want me in your category, folks, because tigers starve last in the jungle,
and I'm atiger. You need to become atiger.

So what I’ ve done is dominate this industry, how to start an import... What do | know about
importing/exporting?

Attendee: Can't hear what's being said.

Mal: Absolutely. Zero. What | did, thisisthe secret bit, | picked up atelephone and | rang a
night school, one of those  courses. And | happened to know they were advertising an
importing and exporting course, seven nights or something like that. And | asked for the name
of the person that was teaching it. And they said, “His nameis Frank More.” And | said,
“That's great. Could | have histelephone number?’” They gave me his telephone number at
Emery Worldwide, where he was still working.
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He doesn’'t work today, he'sretired. Took me out to lunch, my wifeand | at Christmas time and
said, “Mal, we just want to let you know that it's afantastic thing, retired. | make more money
retired than | ever made working. Because you were sending me money while we were having
coffeein France. | went away for nine weeks. Because| did what’s called ajoint venture. And
that’ s what you want to be looking at. You don’'t need to beit. You just need to know how to

market it and who wantsit.

So | rang up Frankie. Frank came and saw me. | explained what | did, and Frank went away and
did what he does, which iswrote a manual on importing and exporting. Hereitis. It'sjust
absolutely breathtakingly sensational. It’s that boring, to be quite honest with you. Who wants

to know? Somebody does, because whereisit? On the floor?
Attendee: Under the table.

Mal: Itis, too. Who knew that. Do you want to pass that around? Here's a multi-million-dollar
product, in reality, going around the room. Passit around and have alook at it, actually see what

one looks like.

Frank’s manual isin there, and I’ ve added a bit of what? Value, haven't I? The number one
prerequisite of the buying market is added value. That’s how we choose to shop where we shop.
That’ swhy the bonuses work. We want added value. 1n some way, we will choose you based

on the value we perceive you deliver.

Does much of that stuff cost me much to make? No. But it hasahigh perceived value. That's

why information’s a great product.
So pass around afew more. 1’m going to show you some websites, as | talk about them.

Thisis Johnny Mclntyre' s product in the room, here. Jamie, I’m going to share some stats that
I’m aware of, and you correct meif I’'m wrong. Where are you, Jenny? Thisisyour rea estate
video, your lead generator. Want me to share some of the information? Doesn’t sound too

confident, does he? Y ou okay? Okay.

Johnny and some of his licensees run ads for this lead generation video, which isreally Johnny’s
presentation that he does when he tools around the countryside, that goes for about two or three

hours.
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But isit fun catching airplanes and touring around the countryside, Johnny? Not really, because
you're away from where you really want to be. But can you leverage, by putting thisthing into a
video or DVD? And then can you let your marketing do the work for you, while you're at
home? Isthat okay?

So what happens? | picked this one up by accident. The bottom line is what happen is they buy
the video for $107 or $108 off the page. That means an ad gets run in an appropriate magazine,
appropriate media, or lift-out or feature in a newspaper, that’s about what? Making money or
real estate. Correct? They order this and they pay $108 on the front-end, which is the first
contact. And Johnny and his team make money on the front-end. And 11% of the people that
buy it, that paid to have it delivered, buy the $3,000 pack on the backend. Isthat okay?

I’m aware that Johnny then ran an ad and gave it away for free; 500 people rang up and asked for
this. Correct, Johnny? And your sales were 15 people out of 500 bought, at $3,000. Correct?
Sir?

Attendee: Can't hear what’s being said.

Mal: Okay. Because we don’'t know when they’ re ready to buy, do we? So you might buy
three months later, but Johnny was in contact with them. It’'s called farming.

So Johnny was in contact with them. He picked up how much? 10% of 500 is 50, times threeis
what? 150. What did the information pack cost to make? Don’'t know, $150, $200. Can anyone

do the sums? The ad was $2,000. Can anyone do the sums? Oh, that’s a shame, isn’t it?

Let’s send that around. There’'s an added value in here, asit goesaround. You'll see awinning
product. Someone went up to Johnny and said, “Johnny, why don’t we send this out — because
Johnny’ s used to running around doing something else —joint venture.” 1t was one of my clients
that approached Johnny, who | taught direct marketing to.

Send them around, folks. I’'ll send afew more.

Who saw the Pilates video ads? Just pass that one around. You'll seethere’s abounce-back in
most of these. A bounce-back is another offer for another product that you paid forthe . Is
that okay? Good.
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There savinegar book and afruit and veggie book in here, and some tablets for people that buy
the fruit and veggie book. Isthat agood idea? Do you think they might be interested in the
bounce-back? We offer them one product on the front-end, which they pay to have delivered.
So they paid for my marketing material to come out to them, and then we send them another

offer, which they also paid for. Isthat okay? That’s okay, when you're a great marketer.

So importing and exporting. Just pass those around. If you can return those to us, that would be

nice, at some stage.

Importing and exporting. Here' s the quickest and easiest way to start your own. These guys
stole my headline. Did you seeit before? They didn’t really. | stoleit from somebody else. But
one of the things they missed isthisbit: “This turnkey home-study package gives you a proven,
step-by-step plan. In fact, everything you need to cash in big in your own import/export

business, whilst working part-time, if you choose.”

So I’'m appealing to who? Full-time, part-time. But step-by-step plan. You don’t want work.

Remember, folks, you just want the fish cut up into bite-size pieces.

Elvis Presley, when he ordered a steak, asked for it to be cut up in bite-size pieces and put back
tolook like asteak. Can you believe that? True story. When he was in his hotel room he'd say,
“Can you give me awhopping great steak, but chop it up for me?’ He just wanted to eat the
steak.

Y our customers just want to eat the steak. The more you know and understand that about him,
the more money you get to collect based on delivering what your clients want. They wanted the
Ferrari; $190-million worth of it.

“Plus, read about our new upgraded package that includes the free, exclusive access to your very
own export expert, and a new three-hour seminar on video.” What did | do? | said, “Frank,
you’'ve written the book for me. | want to charge more for thisthing. | want to put a$5 video in
there and put the price up $100. And I’m going to create a basic and a deluxe pack. Basic and a
deluxe. That'scalled ayesor yesclose. It'sthe most powerful selling close you'll ever hear.
And | needed it on that website.
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What we want them to say is, “Will | buy or won't | buy?’ If | just give you one choice, what do
you say? You say no. Youwant yesor yes. I'll buy thegold or I'll buy the silver. I'll buy the
basic or I'll buy the deluxe. Never offer oneitem. And put all the big stuff inthe .

If you bought three tubs of the protein, could you get the Ferrari? It wasinthe...?
Attendee: Can't hear what's being said.

Mal: But it wasn't —here' sthe dollar stuff — never double the price. Make it lessthan double,
usually around 50% of double. Don’'t break the signs, folks. Don’t ask me why, don’t care, it
justis. If you doubleit, put all the value in package deluxe, package premium, package gold,

whatever, so everyone buys.

How many of the import/export basic packs do you think we sell? Half adozen ayear? 10,000

of them? Go up? Basic? Never. Everyone buysthe deluxe. We wall want the deluxe.

So | put my prices up and gave you the deluxe. And not $100. | just make my media, overnight,

work harder. | made more money.

So | said, “Frank, can | put youinaroom? I'll invite some of my clients. Can | filmthat?” It

cost me $900 to film it and put it in avideo. Isthat agood idea?

The strategy iswhat? Never, ever have one offer. Never, ever have more than three, though.

Show you why.

Who am | going to pick on? Don’t you just hate it, in the front row? Herewe go. Ma am?
She'sabad example, isn't she? | didn’'t give you awarning. All | needed was awarning. Okay,
we'll try again.

What about if | do that? Confusion, folks. My sites are al dedicated to onetask. Thereain't no
pop-ups, there ain’t no this and there ain’t no that. I’m just going to sell you the onething |
wanted you to go to my site and buy. That’sit. I'm very clear on this. | dedicate my site to one
task, whatever that task is. And | believe you should, too.

In this case, it’s selling this package. So it’sabasic and a deluxe, and it does one thing.
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The formula. Can you how formulaic thisiswith the other sites you’'ve seen? But I’'m a
technophobic and my sites have looked like this for six years. Nothing's changed.
MalEmery.com looks like this. There sthe testimonials on the side. There' sthe FAQ's. Why
have | included frequently-asked questions? Because | don’'t want to talk to you. Nothing
personal. It'snot apersonal thing. It’'sjust that | want to do what | want to do. | don’t want to

particularly spend my time yakking on the phone to you. | just want you to send methe...
Attendees. Money.
Mal: Money. Sol can have alifeand | can own me, and you don’t own me.

So | answer every little question on the tip of your tongue in everything | sell, whether it's $27 or
$2,000. | don't break the system. Every site will have an FAQ, right down to a Pilates video.

Because that way, you won’t call me up. You'll just send me money. And we'll agreethisis
okay.

Support that’s needed. About Frank More. Here we go. Here's a huge page about Frank. |
couldn’t have that about mein alifetime. So | leveraged off Frank’s knowledge and ability, and
| sell lots of them. And Frank critiques people swork. Do | want you ringing me and asking me

how to bring something into the country? Y ou bet you, | don’t.

So Frank does that. And we pay him a 10% royalty for every sale, regardless of whether they
send in their questionnaires to Frank or not. Isthat okay? | gave him part of the profit. Let's
think about this. | gave him part of the profit | never had to get a profit | never would have had.
|s that okay?

Attendees. Yes.
Mal: You bet you.

So there' sawhole ton of people out there who' ve got great products and don’t know how to sell

it. Andyou'rein the room that’s about sales and marketing, using the Internet as your media.

So there' stestimonial pages. But let’s have alook at a couple of others. Let'slook at an ad that
ran for import/exporting. Y ou need to know what’ s behind all this, aswell.

| know this one, because they taught it to me last week. It’sthat thing there.
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So thereitis. Thank you. It appearsin magazines, where people are looking to how to make
money. There' s a1-800 number, non-confronting. Non-confronting, 24-hour, free recorded
message. People were upset, “Now, do | really need a 1-800 number?’ Yes! You do. Follow
the system. A system of letters come out to you, because | don’t know when you’ re going to
buy. But you put your hand up and I’'m awelcomed guest, you' re waiting for that to arrivein
your letter box. Not you, the person who inquired.

So I’ ve got a system, and the mailing house handles it and | don’'t do anything. Isthat okay? It

isto me.

Soit al happens without me. And it’s scientifically designed, because it’ s a system that makes
you rich. Out she goes, people request it.

Then we' ve got smaller ads. Some of you may have seen them.

Here' s afull-page ad in Johnny’ s product markdown. Thisone, | think. Thisisout of the

Victorian newspaper, if my memory serves mewell. Havel doneit right? Thank you.
Hang on.
Okay, that’swhat it looked like. That’s actually out of the newspaper.

Now, the sort of things that make ads work, thisisin a business and finance investment section
of the newspapers. Every paper in Australiaruns them. On a Sunday is when you want to
advertise. Thisisthe best spot on the page — top right-hand corner. That sellsit. Put a photo

with it and you get more calls.

So in this case, that was my daughter’s product, real estate product, “How to renovate your
house.” Wasthat agood product? But when the block was on, it was unbelievable. Because

timingis...
Attendees. Everything.

Mal: Yeah. And the block’s coming back. Real estate got a bit of bad press at the moment, but

renovation hasn't. Hasit? Renovation isstill good.
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Before and after photos. Isthat any accident? Y our photos must be meaningful and specific, not
vague and general. So must your testimonials. They must bereal. Real people. Thank you very

much.

Just want to quickly show you just one or two other sites. Here' syour fruit and veg. Thereyou
go. Does anything look similar? There's your Johnson box there. Mr. Johnson must have

designed that. There' sthe testimonials on the side. There’sproof. There sall the bullet points
of everything in the product. There' syour offer. There' sthetablets. | upsell them on the side.

My daughter did this site herself.
Now, here's abreakthrough. | always put these —what’ s that, a chart, agraph or...?
Attendees. Table.

Mal: A table. | break it down to its lowest common denominator, so | makeit really clear. If

you confuse them for half a second, you’ ve lost them.
Just want to ever so briefly run through...

This one, if you go to that website, StreetSmart, I'll send thisto you. It’snot in your handout,
I’m sorry. These are the 24 critical points that | make sure all my websites do. People become
engaged in words. Thisisgoing to come out to you, so you don't have to write them down. Just

go to that site, if you could. I'll show it to you again, in a moment.
If I can have alist of the people here, or whatever, we'll arrange it.

Peopl e become engaged in words, so you need make it look like aletter. Notice how it just
scrolled down in one scroll? | think 50% of people leave if they have to click.

So | don't careif the letter is 32 pages long, make it one scroll. However, you can put little gaps,

so it looks like apage. Do you see what I’ m saying?
So break these laws at your own expense, folks.

Don’'t use all graphics and pictures, but afew will help. There' s a problem with the loading of
graphics. Someone said to me recently, “Y es, but we' ve got broadband.” | said, ‘Y ou haveto

make it work on the worst computer in the world.” Who hasn't got broadband? Right. | want to
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sell toyou. You'reaclient. So hesaid, “Oh, broadband.” No! Make it work on the worst,
ugliest monitor that exists, the lowest-quality computer.

When your guy createsit at home or in his office, or you do, on your big-screen TV or monitor,
it's got to work.

Itisinapack? Oh, | apologize. Great! | couldn’t finditin mine. I'vegot it in this book, you
See.

Make it easy on the eye. No sensein alot of white space. Make it look like asalesletter. Make
sure that it'slaid out, so that no user, no matter what the size of the screen. 1'll cover that.

Use borders around it, so it looks like a page on the screen.

Just because you have unlimited space, don’t waste aword. Although on the Internet, you' ve
sent aqualified buyer. You see, my styleisto sell them. There'slots of waysto skinacat. |
want to send a qualified buyer to my site, predisposed to buy. But | wanttodo it al. | want to
do Internet stuff and | want to do that.

Try and get your copy on one scroll. If you interrupt the flow, make it at a distinct point.
By that, | mean lead it over to the next page. Give them something tantalizing to go over.

Only have pop-ups when people go to leave. And that’s Ma Emery from seven years ago. |
don’t want to interrupt why | sent you there. | don’t want you getting aggravated, because you
will. So the pop-up is only when you got to leave, and it gives you an incredible bonus just to
give me your name and details.

Never use links unlessit’s 100% related to the process.

Use your headline as the most important thing. The headline’s most important because it makes

you read the next thing.

Use only three colors. Don’t care why, those are the facts. Blue, red and black on white
background. Makeit look like apage. Thisisthe system. Don't break it. And that’s exactly
what Ted created, because he' s adirect marketer, like | am and the rest of the room.

World Internet Summit Australia — Volumes 1-6 Page 206 of 342



Use proven testimonials, scientific data, before-and-after photos, use bank statementsif it’'s
money. Prove everything you say istrue, because that’ s the barrier that exists between you and

your clients. It'sinvisible.

The Internet is basically distrusted, so you need to work harder and sell it on solving the proof of
what you say istrue.

Build credibility. Think more story.

| didn’t read a book until | was 41, folks. | filed everything at school. So I’ ve got a good reason
for not being ableto read — | can't.

Include an about us. So that’s about you, telling the story about yourself. Alwaysinclude
frequently-asked questions. Include a dedicated testimonials section. Don’t only have the

testimonials down the side, but have a page of even more to go to.

People love testimonials, don’t we? But they’ve got to bereal. Don’t make them up. They’ve
got to bereal.

Anyone wondering how they can get testimonials for a brand new product that no one’s tried

yet? Would you like to know how?

Send it to someone who would like your product and ask them to give you an honest evaluation
of it. Not kind, honest. Isthat okay? That’'s how you get testimonials.

Test your site on the worst possible screen.
| recon | can do this. That’s StreetSmart-Businessldeas.com. 1’ll need to go to the next one.
Matthew, I’m not going to the next one. I’'m going back to the start. Hang on.

One of the most powerful products we' ve discovered is a product called Site Builder, asfar as
building websites. There' s a spot where you can seeit. StreetSmart-Businessldeas.com.
SiteSell, html, that’s a brilliant tool for building websites. We' ve seen nothing better. We use it
al thetime.

Advanced secret, we covered that. 5% factor.
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Here stestimonials, folks. Just before that, could you play avideo for me, please, Michael? A
bit of darknessin the room, if you can. If that’s possible, it would be nice. | just want to show
you avideo. Because | can stand up heretalking all day, or | can have someone say it about me

better than | can say it about myself. But we're going to have a bit of fun, aswell.

Mal Emery, Part 2—CD 2 of 4

<video>
Mal: Not yet. Not yet.

Video: _ from__ . What | first discovered Mal Emery’s materials, | recently lost an 18-year
marriage, | wasliving in a cockroach-infested hovel of a home on the west coast of Australia. |
had more financial problems than you could shakeastick at. And ___if thislittle bald guy
really had something to offer. So | read the material. Itwas___ . | saw thisgreat potential that |

could actually write copy, | could do direct response marketing.

Just afew years later, today, when I’ m recording this, I’m currently one of the most sought-after
direct response copywritersin Australia. I’ve written smple two- and three-page sales that have
generated literally millions of dollars of combined extrasales. I’ve become, believeit or not, a
sought-after national and international conference and boot camp speaker on the subject of

Internet marketing.

One of our brand new websites, SucceedAtMarketing.com, is attracting dozens and dozens and
dozens of people every month, who are paying us $22 US a month for the privilege of accessing
the materials on that site.

And one thing that’ s absolutely brilliant, the term succeedatmarketing, if you look on Google,
the world’ s biggest search engine, you' |l see there's 1,300,000 people that are vying for that
search engine term. Guess what? We' re number one and we're number two and we' re number

three.

Thanks, Ma Emery. Y ou were the catalyst that started all this wonderful ball rolling in my life.

| owe you one, mate.
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Mal: Thank you very much. We had a bit of fun with that. But the truth is there’s a marketing
message there. Firstly, what your clients say about you is far more important than what you say
about you. But that’s amarketing ploy, if you'd like, aswell. Could you create awidget like

that in your business, a demonstration of what you do for your clients or what the outcome is?

I’ll share with you, tonight, the formulafor creating that sort of marketing. | haven’'t enough

time right now.

Can we go back to the testimonials? How do we do that? It's still on here. Could you do that,
Mike? Thank you.

There’' s some testimonials. One of my clients just won 2003 Business of the Y ear for Telstra.
People say, “Does thiswork in my business?’ It worksin any business. They hired mein’90

and ' 96, and they’ ve won this.
Another one of my clients won it for women under 30.

It'sworked for ordinary, everyday businesses. Thisdoeswork. Don't think why it won't work

for you, think why it will work for you.

But more importantly, what I'd like to do at this point is do an auction, folks. I'd like to auction
aMarsbar. Thisisareal auction. We'retalking about real money. Money’s going to change
hands here. It's ademonstration; avery real demonstration, because these guys are expert
marketers. They’re so good — thank you very much — that they’ ve created the best-selling

chocolate in the world.

Can anyone make a chocolate like this, a gooey chocolate bar? Yes, they can. But Marsdois
they understand that thisisawidget. They're just a marketing company and they just happen to
sell chocolate. They put “Win $2,500” on the side, “Win one of three cars, win $250,000, win

one Mars bar freein six.”

What has that got to do with chocolate? They’ re making their bonus their product. But they’ve
got two clients. Who arethey? Well, they’re you, those chocolate bars, but they’re also the
storekeeper.
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Has anyone else, other than me, wondered why in the shops, the Mars bars are stacked near the
counter? Well, | have, and I’ ve asked the question. “Why are the Mars bars near the counter in
such quantity?” And you know what the guy said to me? Thefirst thing | said was, “What’'s
your best-selling chocolate?” He reached under the counter and pulled out —thisisin
Queensland — two shopping bags full of returned wrappers. The rep comes in and changes them.
They’re the freebies.

Then | said, “So how come these are stacked all around here?” He said, “If | buy 200 boxes of
Mars, they give me 40 free. The margins on chocolates are 23%. | own abusiness, | have to get

profit.”
What's my major fear, frustration, want, desire and need?
Attendee: Can't hear what's being said.

Mal: That’s how this guy’s number oneintheworld. That'show. They’re a marketing
company. They know they’ ve got two clients. Work out how you can get your client to be the
number one product for your people and provide their outcome.

So anyone else got a chocolate bar in the room? Anyone else a chocohalic, other than me?
Well, we'll auction thisMars bar. But it isno ordinary Mars bar, it’s an extraordinary Mars bar.

Personally, what 1" d like to do is throw in how to be the ultimate million-dollar marketing expert.
In fact, what I’ll doisI’ll actually throw in the whole mail order pack that afair number of

people in this room purchase, because | haven’t got much time, folks. So | need your help here.

We're going to sell this package right here, sell thisfor $719. It's got about $3,500 worth of

valuein the pack. Can | have some prices on the Mars bar, please? Thisisareal Mars bar.
Attendee: $10.

Mal: $10?

Attendee: $20.

Mal: $20? $50 out in the back. | need some help, folks.
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Attendee: $100.

Mal: $100 down in front. $100 down the front? It's not an ordinary Mars bar, it'san
extraordinary Mars bar. Included in that pack is how to create low-cost, high-profit products that
sell like crazy. That'sthe type of products you guys need to know about. So that’sincluded in
that package as well.

What I’ m also going to do isinclude my complete boot camp, folks.
Attendee: $120.

Mal: Thank you. The boot camp was $3,000 aticket just on that. In here, we've covered all
aspects of marketing. There's 18 audios, 14 videos. We covered in detail about marketing
breakthroughs. We had a 200% money-back guarantee in two states, and | challenged any

marketer in Australia, in any industry, to match me.

Attendee: $150.

Mal: Thank you.

Attendee: $300.

Mal: Thank you. No one at the seminar or since has asked for their money back.
Attendee: $320.

Mal: I'vegot 400, cheapskate. $400 out in the back. Didn’t1? Or did 1?
Attendee: $300.

Mal: | apologize. So we've got 70 ways to get more leads and generate new customers. We've
had to do with the telephones. We' ve got the Internet. We' ve got marketing lead generation
breakthroughs — and | don’t say that gently or lightly — also included in this package.

So what have we got, folks?
Attendee: $350.

Mal: $400 in the back?
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Attendee: $450.

Mal: $450 downinfront. Okay, it’sno ordinary Mars bar. It'san extraordinary Mars bar.
What I’ m going to do is throw in the whole of my Internet marketing seminar, where Chrisand |
presented the breakthroughs and the methods that we use to achieve our outcome on the Internet.
That’s also included.

It'sgot five or six DVD’s, an audio and another DVD. That’sincluded, as well.
I’ll tell you what I'm going to do. Where are we? We're at $600, sorry.
Attendee: $650.

Mal: $650 down infront. Let metell you what else |’m going to do. What I’'m goingto do is
throw in reprint rights to all of those products, aswell. But I’m going to throw themin like no
one else has ever thrown them in before, because I’ m going to give you the option to break all of
my setup. 1’m going to give you the option to write all of your own marketing, to take a niche —
I’ ve got bodybuilding selling there, I’ ve got how to get leads, how to generate any number on the

Internet. |’ ve covered everything we possibly can.

But you can break it up, you can write your own material, you can hire someone, you can have a
niche within aniche. You can do the same for any of this package. Y ou can’'t have the reprint

rightsto my mail order package, that’sall. Sorry.

So we' ve got the reprint rights to serious money and this one, but I’m going to do something

else. I’'m going to throw in a coaching day with me.
Attendee: $1,000.

Mal: Thank you. | normally charge $3,850 per day. There's someonein the room that flew me

across Australia and paid me $7,000 a day.
So what have we got? Folks, I’m running out of time. | need some help. $1,002 down in front?
Attendee: $1,500.

Mal: $1,500 once. $1,600? Thank you.
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Attendee; $10,000.

Mal: $10,000? Thank you! Truthis, at the boot camp | got $22,000 for it, but that’s another
story.

Thank you for that, $2,000. So I’'m aso going to throw in all the marketing materials of my
own, for the reprint rights to those two products. So you’ re going to get my websites, according

to my formulas.

But more better still, you're going to get all of my marketing material, you' re going to get a
video that’s a compilation of al of the best parts of the seminar, of the boot camp, and you can
send that out just like Johnny does, if you like, with his package.

Y ou're going to get atestimonial CD from my clients, both on audio and video. Y ou’re going to

get an interview with them two months later or three months later, their successes.

These are the widgets that you need to make the sale happen, that may take you longer to do
yourself.

There' s also the marketing arsenals for both of those products, full of al of the ads, the phone
scripts, the testimonial's, everything you need, that | provide for all my own products. An

amazing amount of testimonials.

So what have we got? $2,500? It's an extraordinary Mars bar. One last thing or two last things.
Thisisabonusthrown in, aswell. It'sfrom one of the attendees in the room, Helen Bessett.
Helen’ s got this product called Head Start. It’s how to get results when you come along to
seminars like that. Normally sellsfor $500. That’salsoin.

And on top of that, we' ve got the fellows that were on earlier on. Have Jessie and Bryan been
on? Not yet? Well, they’ve got a program that sells for $8,500. And they’re going to be talking
to you later on. They’ve thrown one into the auction. So that’sin there, aswell.

And on top of all that, we' ve got $1,000 worth of consulting from Chris Bloor.

So I'm going to sell it, folks. ThisMarsbar isfor sale, and thisisfor real. It'sreal money.
What have we got?
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Attendee: $2,600.

Mal: $2,600 going once? $2,600 going twice.
Attendee: $3,000.

Mal: $3,000 once. That's $3,000 twice.
Attendee: $3,100.

Mal: $3,100 once. That's $3,100 twice.
Attendee: $3,500.

Mal: $3,500 once. A coaching day with me, folks. $3,500 once? $3,500 twice?
Attendee: $3,700.

Mal: $3,700. $3,700 once, $3,700 twice.
Attendee: $3,900.

Mal: $3,900 once. I'll tell youwhat I'll do. $4,000 once. I'll tell you what I’ll do. Isit okay,
the other presentersin the room, if | split that and allow both people to take it at $4,000? The
people that made their products available, isit okay? Chris? Bryan? Jessie? They’'ve
disappeared. Helen? Done.

So there’ s $4,000. Folks, it'ssold. Are you happy with that? Okay, $4,000 each. Thank you
very much.

Okay. Sorry, what’syour name, sir?

Attendee: Fabian.

Mal: Fabian? And out the back? The buyer? Y our name?
Attendee: Leann.

Mal: Leann and Fabian. Leann, how high were you prepared to go? How much would you
have paid for all of that? Be honest, please. Maybe $7,000? Y ep.

World Internet Summit Australia — Volumes 1-6 Page 214 of 342



Attendee: | was going to drop out at $5,000.

Mal: Drop out at $5,000? Okay. Who's gone to an auction before and paid a lot more than they
?

But the bottom line isthis, folks. An exchange took place. Most of you in the room valued me
less, and what | had to offer, than the money in your pocket. But these folks, Fabian and Leann
valued what | had to offer at far greater. Infact, | sold it too cheaply. Most people are selling

their products and services too cheaply.

What you’ ve got to find out by testing is what, when the money in their pocket —thisis the
marketing tactic, strategy, breakthrough —when the money in their pocket is worth more to them
than your product or service. Most people never know. | just did atest in the room and found

out. | saw the picture.
Attendee: What if you don’t have money in your pocket?
Mal: Wetake credit cards. All of them. So if the organizers could please look those people up.

But what I’ m going to do, folks, we're going to make an offer for al of you in the room.
Obviousdly, those folk deserve to have what they bid for at $4,000. So obviously, no one can get
that same offer that they stuck their hand up for and purchased.

But we have got an offer for everybody in the room. I'll just ever so quickly run throughit. You

can just pass out the handouts while I’ m talking.

Dang. How do | get out of that? | need to go back to the screen, Matthew. 1 just want to go

back to the original screen.

By the way, folks, I’ve got a book that’s about to go in the bookstores. It's being picked up by
Taylor Booksin three days. They said yes, they want it, and who the hell is Mal Emery?

So it'sgoing out in the bookstores very shortly. 1I'm selling it here. 1t'scalled You're Right To
Be Rich. It's$20 on the desk out in the back there. So please feel free to go ahead and make a

purchase, if you like.
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The guarantee on what I’ m offering this weekend isthis. Asfar asthe World Internet Summit is
concerned, the agreement | have and al the other presenters have with everybody isit’'s
guaranteed for 30 days. They’ve got the money thing logistics to handle. And we've got a 50/50
split as presenters on everything that happens this weekend.

But that’s an unconditional 30-day, money-back guarantee on anything you purchase from me

this weekend, and also from the Summit organizers.

On top of that, I’'m putting in a conditional 12-month — I think it is— money-back guarantee, if |

canfindit. Isit? No, it'snot on that one. Can we bring it up on that one, please? Thank you.

Here' sthe guarantee. Get the package. Do just afew things| ask you to do, which you' [l want
to do anyway if you're serious, and if you don’t make in excess of $25,000 in the next 12 months
I’ll write you a check for 50% of the purchase price. That’swhat I’'m making out of this deal.

So I’'m writing you more than my profit. I'm writing you that back.

So there' sthe deal folks, conditional and unconditional guarantee.

So in here, could you just turn to the page that says “ Product Order Form?’ In there, the first one
ismy best-selling mail order package that has sold thousands and thousands.

By the way, folks, I’ ve got a 96% satisfaction rate with my productsin Australia. And 37% of
people who buy from me once buy from me again. So there’ s some confidence in that.

There's serious money in there for $267. Whereisthat? Matthew, | need to find that page
again. Sorry. Front page.

Then we've got a combination of both products, at $1,597. That’s the World Internet Summit
package. That'sall of usjoined together for the one price.

And down at the bottom, of course, there’ s a free bronze membership for three months to my

coaching program. You'll hear about that tonight. So that’s also thrown in.

Now, if you turn the page over, we' ve also offered you the reprint rights. So you can purchase,
from the front page, any one or a combination of those products. That’s products only that we
mail to you. On top of that, we've offered you the reprint rights as I’ ve described to you earlier
on, including all the marketing material necessary to sell them.
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Soit’ sthe reprint rights to my “How To Make Serious Money On The Internet,” which has got
an absol ute ripper of awebsite attached to it, that’s proven and selling really well. |1 did a small
test when | wrote it. It'sabsolutely fantastic. So that’s awinner.

Likel say, it'sall been tested. Also, you'll get all the marketing material and your own Internet

website. Not up online, but we'll send it out to you on adisk, ready for loading and customizing.

WEe'll do the same thing for the boot camp as well for you, but there' sthe kicker. The mega
pack, we'll also throw in six of the packs, ready to sell at $1,497. So you're grandfathered into
thedea. You'll get six packs for free, the reprint right, that’ s the big one, the boot camp. And

also, you'll receive the rights and the marketing material to both of them.

And the thing is, I’ ve given you permission to add productsto it, take products out, do what you
like. Almost no marketer will say to you, “You can’t do this and you can’'t do that.” I’m saying

you can do what you like, thisis yours.

So if it'snot clear, folks, I'm rushing alittle bit. Please have aquick read there. But I’'m going

to make it time-sensitive.

For thefirst 27 people that go up to the back of the room —27. Okay, 28 — rules can be broken.
I”’m going to take the microphone with me. Does this microphone still on when | walk outside?
I’m going to make my way out, folks, right now to the desk where all the orders are taken. 1I'm
going to personally sign them. But I’m only going to sign the coaching half-day with myself as
an extra special bonusto the first 27. And all you have to do is purchase something off the page.

And I'll tell you what else I’'m going to do. One last thing. 1I’m going to make the bonus your

product.

For both of the people who beat today, I’ m including afree ticket to the World Internet Summit.
I’m sorry, you're already here. A freeticket to my boot camp. Okay, folks, that’s approximately
between $2,000 and $3,000. | haven't written the sales materia yet, but it will be around there.
There will be one on the east coast, one on the west coast. And you can bring afriend for free.

Fair enough? Y ou happy with that? And I’ll also throw in oneticket to the first 27 at the back of

the room —I’'m on my way.
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Announcer: Mal Emery, folks.
Mal: First 27, folks.

Announcer: First 27. That'safantastic offer, folks. We're going to take a half-hour break.
Start back at 4:30 with Tom Hua. Do not miss this session with Tom Hua. It’s going to blow

your mind. Seeyou, folks.

| thank you for your time. It’s been a pleasure to be with you. That’s the end of me for the
weekend.

Announcer: Ladiesand gentlemen, put your hands together for Mr. Mal Emery.
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World Internet Summit, Sydney, Australia

Tom Hua—-CD 20of 4
Brett: Okay, are you ready to go again?
Attendees. Yeah!

Brett: | likethat. Tom Huaisthe man that’s going to be appearing today. Whereis Tom? He's
hiding. Asyou know, thisguy isamazing. If you haven't had a guru session with Tom, you
should book yourself in. There s only tomorrow to go. There's some spots left today with Tom
today. I'll tell you what, it iswasted time.

Hisbrainisamazing. What he's going to show you today, he’ s going to tell you how he did it.
His brain, on search engines — and he also makes it ssimple, too —is simply amazing. He actually
hosts the websites and everything like that. And he’s built a business from nothing. Wait until
you hear his story, it’s fantastic.

Folks, please welcome Tom Hua.
Tom: Good afternoon, ladies and gentlemen. I’'m still abit nervous. I'll try my best.

Thisis my absolute pleasure and a privilege to be able to speak to you guys. Thisismy very
first time speaking in public. Thank you.

I’m not one of those professional speakers. | hope, during the next hour or so, | can share with
you my very personal experience of building an Internet business. And | hope that it’ s useful for

you.

Let me start with telling you alittle bit about myself.

World Internet Summit Australia — Volumes 1-6 Page 219 of 342



| came to this country in 1990. That was quite a while ago; two months short of 14 years ago.
And $300 was all | had. | spoke very little English. And as you guys can tell, | still speak
broken English today.

| had no formal Australian education. | was going to English school, just learning English. And,
at the sametime, | was working very, very hard, making very little amount of money. 1I'm
shaking.

Until 1994, | started my own business — offline business. What it is, embroidery. Anyone here
heard about embroidery? Right. You’re putting stitches onto garment caps, t-shirts and all that.
A very demanding industry.

| used to work from 8:00 in the morning until 11:00 in the evening, every day, until 1998.

Not only wasn’'t I making the money that | wanted to make, but also | didn’t have any time at all
to enjoy life. And | was lucky enough to meet this beautiful Chinese lady, who is my wife now,
in 1998. The very beginning of *99, we got married. | mean | meant her before. We had a
family in 1998.

And in October, the sixth of October, we had our first child. We didn't waste alot of time, did

we?

That night, | wasin a hospital with my wife and | witnessed this magnificent process of giving
birth to achild. Now, that was my very own child, for the very first time. And | was there with
my wife for the entire period.

Now, | got back home alone, because | had to get up and go to work again the next day. And |
asked myself, “Y ou are going there 8:00 in the morning and come back at 11:00. Isthisthelife
youwant?’ And | told myself, “I have to do something about it, to change my life.”

So | went on the Internet, did alot of research, and | started what | called an online adventure.

Still nervous. Thank you.

Y ou know I’'m trying until March 2000. We had our second child. On that exact same day, |

made my very first saleonit. And | never can forget. It took me 17 months. That's along time.
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The reason being | was still working very hard writing my offline business, because | could not
afford to give up my best income while | tried something different. I’ ve got afamily to support

and | have responsibility to take.

WEell, that was my personal approach. Y ou guys, according to your personal situation, you can

take a completely different approach or ssimilar to mine. I1t’sall up to you.
By then, we didn’t have alot of information available, like what we have today.

It took me several months. And | believeif | had to do it over again today, | can make it happen
in a couple weeks time and happen big. And | hope that the information I’m going to share with
you will help you to make it happen for you.

Okay, now thisiswhere | am now. | drive abrand new Mercedes C320. | livein the most
prestigious areain Melbourne, abig house. And | aso have five properties and | have rental

income and all that.

Most of the money was generated from the Internet, for the past few years. And | confidently
make $1,000, at least, on average every day, without having to work very hard at all.

Thisiswhat makes more nervous, because yesterday | was on a stage Internet challenge. | was,
liketoday, , | don't normally do this. If | wasat home, | would be in my pajamas, and | go to

toilet and have a cup of coffee and have a smoke and come back any time | wanted to.

Thisiswhy | love Internet business. And | have a happy family. My wife goesto work. That's
not because she has to work for money, because she got her degree after we had two little kids.
And she wantsto prove that she can do it. And I’ve given her the opportunity and | take my kids
to their kindergarten. One of them just went to the pre-prep —is that what you call it —this year.
And | pick them up, too. And I’'m proud that I’ m able to do that.

People might think I'm a single father or something, but | really enjoy it much. Not only the
money, but also the lifestyle. And | enjoy it very much.

How many people here heard about ClickBank? That’s good, quite afew.

A couple of years ago, | think it was, when | started Internet business, not long after | started my
Internet business, they had this affiliate contest. What they did was they invited every one of
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their ClickBank affiliates. There are two different types of accounts you can have with
ClickBank. Oneisasasdller. That isyou have an account with ClickBank and use their plug-in

to sell products online, they process your payment and they send you a check every fortnight.

Or you can choose to sign up for a free account, to become one of their affiliates. Then you can

promote other sellers products by getting a commission.

We had that contest. ClickBank wants to promote their business. They asked every one of their
account holders go out and get more accounts for ClickBank. And amazingly, | didn’t really
realize | was doing so well, and | won that contest. And they had 10,000 merchant accounts,
plus more than 100,000 affiliates. And many of them were already very big playersin the
industry. And | didit. | beat them all, including many, many Americans. And | loved it!

And | didn’t believe myself when | received that e-mail notification from the vice president of
ClickBank.

What did | do to make it happen? | wrote a book called Working With ClickBank. It’'svery

simple. Actualy, it'snot even abook. What I’m telling is| went through the whole process of
creating an account with ClickBank and how to put it together to be able to work with your
website, step by step. And | took some screen shots, put them into an actual e-book format.
Anybody here don’t know what an e-book is? You all know. That’s good.

Then, | was giving that book for free. Now, because that book provided a solution, there were
many, many people who were asking me questions, how to do this, how to do that, to set up an
account with ClickBank. And that book provide solution to that problem. Helping people save
time to set up their account and website and start saving.

And in that book, | got my affiliate link. We call that backhand sales. | say, “Sign up for your
account with ClickBank. It'sfree. And hereisthe steps, one, two, three, that you have to do to

get your account up.” And | was giving that book free.

Not only was | giving that book for free to everyone, also, | let every one of those guys got my
book giveto the others. Give avaluable solution to aproblem. That isavalue. And if you give
that for free, there' s no reason why people are not going to get it. We call that aviral marketing

mechanism online.
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| don’t know if it can be done, but you won't see this kind of methods in the offline business.

Y ou give something free with value, and people get it. But when they utilize the resource and
information in that product, you are actually making money from the backend. And that’swhat |
have done with the Working With ClickBank book.

How many of you heard Host For Profit? Anyone heard of Host For Profit? Okay, that’s good.
Again, Host For Profit, | think they started a couple of years ago. Isthat right? They were
providing a hosting service to online businesses, and they were charging $25 US a month for
hosting a big business account. And they were giving $10 each account, each month, to their

resellers. And again, we had many people. That’s after | won the ClickBank contest.

We had many, many big playersin the industry also promoting the Host For Profit opportunity,
website hosting service, basically. And again, | became number one reseller for Host For Profit.
And | still receive $2,000-plus check each month, just for reselling their hosting packages to the
rest.

It'savery similar ideaas what |’ ve done with Working With ClickBank e-book. Thistime, | had

an e-book package.

I’m sure that many of you have come across e-books, electronic books, a book that can be

delivered online or can be downloaded without physically printing it.

What I’d done isto put a master e-book where you can download dozens of more of my other
books online. So when you sell that package, all you had to deliver was one master book.
Because the buyers, the purchasers and your customers, can download the rest of the package
anytime they wanted to. And in that package, not only | packaged some quality electronic

books, but also | was giving them resources, advisors, information.

That gives me an opportunity to recommend many programs and services. Of course, | don't just
recommend just about anything, because I’m in the business. | know what’s good and what’ s not
good. | only recommend the good stuff to them. Of course, with my affiliate links. That gives

me, again, backend sales.

Again, | giveresdll rightsto that Free to Sell package, which meansif you buy my package, you
have the right to sell exactly what | sell to the others.
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Brett: Hey Tom, can | ask aquestion?
Tom: Yes.
Brett: From that e-books here, where have the e-books come from? Did you write them?

Tom: Actualy, thisisamazing. You know that | don’'t speak very well English. Cometo
writing, it can be only worse. Right? But nevertheless, you don’'t have to be a professional

writer to be able to produce an e-book. There many things that you could do.

Like working with ClickBank was easier for me, because basically it’s not alot of writing. But
still, you have to explain afew things. So what I’ve done is| wrote everything, | put all the
pictures, screen captures, and | just asked someone who speaks English. | don’'t think it's
difficult for you guys, but was difficult for me. And they just go through and did proofreading
for me. And not only that, if you go to Google, | guess, thisis one of the most popular search
engines today on the Internet. And you simply type in my name, Tom Hua. And | hope you can

remember my surname.

You'll find, I think, more than 70,000 web pages with my name listed. And those are not my
web pages. Those are other people’ sweb pages. And often, you see my name, it’s related to one
of the books that was wrote by me, how it was done.

| purchased some resell rights. People wrote the book, and | purchased it and | have the rights to
sell it. And | also have some telephone conversations with some primary English teacher, and |
told him what | wanted to write. Just smply tell them. “Thisiswhat | want to write and thisis

what | want to write.” And they write for me.

Of course, | go through everything and | say, “ Okay, now thisis not the way | wanted. It's not
really what | wanted to say. Can you pleaseredo it?” Or | can jump in and change afew things,
and they do it all again for me.

And also, | used these couple of ghostwriters. And they have book prewritten. Of course, you
need to know what kind of product is needed in the marketplace. Then you go and find those
ghostwriters. They could product upon your request, or they already have prewritten books for
you to purchase the marketing rights from.
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So basically, that’s how | got at |east a dozen e-books written by Tom Hua without actually
writing them.

Brett: Okay. So can anyone here do the same?
Tom: Of course. | don’'t seewhy. | think everyone here speaks better English than | do.

Through those viral marketing machines, those are only two examples. Working With ClickBank

isavery simple e-book in the Free to Sell package. | still benefit from those affiliate program
that | was promoting, | have been promoting. The last two months, in January, | received 38

commission checks.

The stats on my local common worth bank, they al know me because I’ m there not every second
day, every single day, to bag those checks. Sometimes they’re only $50, but sometimesthere’'s a
couple of thousand dollars. They all add up.

| a'so have an electronic newsletter. Again, | don’t really write the articles, | help feature

articles. | find good-quality articlesto put into my...

Okay now, people say e-zine or e-zine. | never had to pronounceit. To me, it'san e-zine,
because electronic magazine, why e-zine. Brett, can you tell meif it's e-zine or e-zine? Doesn’t

really matter, doesit, as long as we can make money with it.

Okay, let’s put e-zine. Now, | capture some screen shot to show you the income that | currently
have. | use many payment gateways. __ companiesisone of the companiesthat | use. Thisis
areport for the last financial year, from the beginning of July 2002 and to the end of June 2003.

And I’m not sureif you can seeit clearly enough, but for that financial year, | had $289,907.54.

| hope | say that right. Yes, USdollars. And that’s net.

|s that good money?

To those multi-millionaires or millionaires business-owners we might have in this room this
afternoon, or I’ m sure among the speakers, thisis nothing. But to a guy who had only $300 to
start with, it means alot.

Thank you.

World Internet Summit Australia — Volumes 1-6 Page 225 of 342



Now, PayPal. Thisisanother payment gateway that | use. By theway, | don’t even know how
to use —what do you call it — PowerPoint. | never had to do this before. So | smply put aweb
page together. And at least | know where I’m going.

Now, these, I'm going to put on the website. The address will be at the end of the presentation

anyway. And you can go back anytime to check the resources and links out.

Now, thisis PayPal, one of the other merchant accountsthat | use. Thisisareport for December
2003, for that month.

That' s different, additional tothe  account. $13,027.06 in US, in December of 2003. Isthat
bad money?

Now, ClickBank. Thisisthe third merchant account that | use. Thisisa screen capture for the
first week of thisyear. For that week, more than $2,500.

Do you think I'm doing alright? And do you want to do it too?
Attendees: Yeah.
Tom: That'sgreat.

Now, | tell you what, | actually make more than that, because | have lots of other affiliate checks
sent to me. And | use also two checkouts and other payment processing companies, because they
all provide different solutions. | have many websites and | use merchant payment accounts as |
need. Different ones provide different solutions for different projects.

But I’'m not going to tell you every cent | make before | talked to Mr. Ed Burton.

Now, what it takes to get where | am now. | keep saying this. You don’t have to speak perfect
English, although you all do. You don’t have to be good-looking. You don’t have to betall.

Y ou don’t have to be a genius to be able to make money online.

What it takesis avery simple system. There are three things that you need to build a successful

online business.

Number one, a product. You have to sell something. Right?
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Number two is awebsite, speaking about online business. Everyone can do it. But there are

some basic requirements.

A website is necessary to run abusiness online. Actually, to make a sound and long-term
business, you'll need awebsite. Y ou can’'t do online business without a computer, that’s for

sure.

And then the third component, you need quality traffic. Not just traffic, quality traffic. If you

can put these three things together, you have a business.
Let'stalk alittle more about products.

There are many ways of getting products. First of all, thisiswhat | did. I’m not sharing what |
believeisright, I'm sharing what | have done and proved to be right.

There are lots of resale rights available. Now, when you choose the products, you need to
evaluate the quality of that product because that’ s what you are going to promote. Y es, Internet

isanumbers game. But still, quality comesfirst.

Also, you need a product that is needed by the market. 1t doesn’t make any sense, no matter how

good the product is, if no one wantsto haveit. Right? That’s one way of getting products.

The second isjoin affiliate programs. The good thing about affiliate programsis you don’'t have
to develop aproduct at all. And aso, the best thing about it is that you don’t have to provide
customer support. Send the traffic through your affiliate link to the website, and you get

commissions. End of story.

When you choose affiliate programs, you need to look at the reputation of that website. They are
anumber of ways of doing it. Go to search engines, see wherethey’relisted, and alsouse
toolbar, Google' s toolbar, to see how many visitors they are having. Then you know how well
they are doing. Right? And I’m sure many of the speakers here thistime will have quality

affiliate programs for you guysto join.

And also, you need to look into the conversion rate and ask them, “1f | send you 100 targeted

visitors, how many of them would actually buy the product?’ Because for you, it’s the same
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effort for you to send 100 people to that website. If they can convert five of them into

customers, it's much better than if they had only converted three.

Number three is your very own product. | started without having my very own product. But

now, | do have many of my own products. Thisiswhat you can do, too. Think about what do
you want to do? What are the things that you love to do? Isthere anything that you want to do
even without getting paid? Thisiswhere your passionis. Right? Andif you can do ajob that

you love to do, I’'m pretty sure you’'ll do well.

Number two, what your expertise are, what you are good at. If you don’t like to do any job,

anything at al, and you are not good at anything, there’s still this chance. Look around. Y our
family, your friends, or even astranger. If they have the talent, if they have the knowledge to
share with the world, Internet provide that vehicle and you can go in and help them to do that.

The best part is when you develop a product, make sure you make it an information product.

Now, when | say information product, not necessarily to be in an e-book. E-book isaformat of
knowledge. Right? And it could be a small piece of software. Anything could be delivered
online, electronically, without physically having to produceit. So your cost of production is

virtually nothing. Right? Thisiswhat information product.
Any gquestions so far?
What, I’'m explaining everything quite clearly?

Okay. Once you have that product, you need awebsite. It’syour storefront online. You haveto
have awebsite for people to come and click that order now button, so that it can make money.
Right? Thisiswhere website comesin.

Y ou don’t have to have adomain name. Y ou can use one of those free web space. Can anyone
give me an example? Like Y ahoo.com.au/user/, this doesn’'t ook very professional. And now,
those domain names are very cheap. So | recommend that every one of you, if you want to do an

online business serioudly, to get your own domain name.

There’' s awebsite called Nameboy.com, where you can type in your keywords, the word that you

like, and give you suggestions of domain names.
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In regardsto “.com.au” domain names, does anyone know how much Melbourne IT is charging

these days for adomain name, “.com.au?’

Attendees: Can’'t hear what's being said.

Tom: How much?

Attendee: Can’t hear what’ s being said.

Tom: $137? For how long? Two years. Right, okay.

Now, this HalstonBay.com.au is my company, my online business. We started this last year.

I’ ve spoken to my staff yesterday and | asked them to give us a special deal. We usually charge
$77 Australian dollars for “.com.au” or “.net.au” domain names, for two years. That is amost
half-price of Melbourne IT. But for us, we only pay $67 for two years. Now, that’s Australian
dollars.

This resource will be available on the website, so that you can go and click through.

Y ou also need a hosting company, where you can put your website. Thisisapart of your free
bonus. There’'sthelink. You don't have to pay anything, and you get 12 months website
hosting from my company.

Now, you need to put a sales page, of course. | wish | knew Brett alittle earlier, but Brett
McFall and other speakerswill cover that area of writing asales pitch. Thisis not where my
expertise are, as you can tell.

Okay, the most important part, quality traffic.

Once you have a product, once you have your website up...
Brett: Canyou read out the websites?

Tom: You know my English no good.

Brett: The addresses?
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Tom: The addresses? Y ou wanted to seethat again. Okay. That is
worldinternetsummit.com/bonus2004/hosting.html. If you got it wrong, you can go to awebsite

address worldinternetsummit.com/speakers/tomhua.

Actualy, my nameisthe only thing you have to remember to get everything from anyway.
Brett: Thisisall going to be uploaded to speakers. Worldinternetsummit.com/speakers?
Tom: /tomhua

Brett: Everything hereisgoing to be where? Let’s get this address down. People want to see

everything here.

Tom: It will be at the end of the presentation anyway, but I'll giveit to you right now. It's

www.worldinternetsummit.com/speakers/tomhua. That’s where you’ re going to see exactly

what we have up here.
So all you haveto do isclick this button. I'll do a demonstration, what | call a demonstration.

Okay, thisiswhere you register for your 12-month hosting service. Y our first name, your last
name, your e-mail address, your full domain name. Now, that is the domain name you are going
to use. And the password, thisis the password that you are going to use to manage your hosting
account with us. Of course, we ask you to confirm. And they put here a drop-down button. |
don’t know why my programmer did that, but there’ s only one choice. Y ou have no choice.

Y ou have no choice but to get afree bonus of 12 months of free hosting service, so you don’t

have to spend a cent to put your website.
Okay, now Brett is going to cover the sales pitch part later.

Now, traffic. 1’m sure many speakerswill cover search engines and lots of techniques of getting

traffic onto your website. Onto or into, it doesn’t matter.

Now, what I’'m going to share with you are those basic techniques that | personally used to bring
quality traffic to my website.

Now, search engines used to be a huge topic. Everyone wantsto be listed on the top. But how

many websites can be listed as number one? There’'s only one.
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Many of the search engines, nowadays, are turning to pay-per-click based. That isyou have to
pay for your listing. You don't get listed free, because big search engine companies went into
financia horror by offering everything free. They have to charge you for the traffic they send to
you. And thisistheway it's going, or theway | seeit’s going.

So pay-per-click-through search engines are the main areas | play to bring traffic to my website.

| was going to share this on a super-teleconference. But since | get excited, now | think I’ [l share

with you right now.

Is number one listing necessarily better than number two? Not necessarily. | don’t personally
believe so. And | tested it, tested it, tested it, and it worked for me.

Let me give you an example. Y ou go to search engine because you want to buy avideo camera.
And you typein “video camera’ and hit enter. First listing, Sony. You click on that link, you go
to Sony’ s website and you check out everything. Everything sounds okay.

What do you do? Do you buy it right there? No, because you want to check what other offers
had. So you go back to that search engine, click on number two listing. It might be a company

called Sharp. You goinand you check out the deals available at Sharp’s website.

Now, it appears to you that Sharp has a much better offer, and they have a clear winner there.

And you want the video cameratoday, so you click and order it. End of story, right?

Now, if it turns out to be that Sony’s offer is much better, what do you do? You'll go back to the
search engine, you might click on Sony’slink again, to go back to Sony’ s website, then you

make the purchase.

Asweall know, listing at the top of PPC (pay-per-click-through) search engines cost more than
to belisted on the second. So if Sony was offering a better product, Sony had to pay twice, more
than twice, than Sharp to get that business.

Now, if Sharp was offering a better product, at least it’s up to you, you believe it’s better for your
needs, then Sharp will pay less than Sony to get that business. Okay?

Now, what happens if Sony went onto the second list? Sony would get that business for one
single click, which would be cheaper than listed on number one.
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Did | explain myself?

Brett: Okay, so what are you saying? You're saying it’s better to be listed number two than

number one?

Tom: That is correct.

Brett: Why?

Tom: | just explained it.

Brett: Yes, Tom. | know.

Tom: Let metry again.

Brett: What isthe real reason? Not the real reason, but the simple reason why?

Tom: Thesimplereasonisif you have abetter offer, consumers, psychologically, they don't
buy stuff without compare the offers available. They click on number one, number two,

sometimes number three.

Now, if you have the best offer in the marketplace, you don’t have to be listed on the top to be
clicked. If you are getting clicks anyway, why are you going to spend more money to be listed
on the top when you can pay lessto be listed on the second? They might check the third link, but
I’ m pretty sure most of them will check the second link and compare the offers. It'savery

natural consumer psychological procedure when they make a purchase.

If you are not offering the best and clear winner, even though you are listed on the top, you are

not going to get the business, no matter what.

And | used that technique while | was putting my Free to Sell package out a couple of years ago.
| won't mention hisname. | had a direct competitor. He was copying everything | was doing.
This search engine nowadays, they changed their name. They’re called Overture. Before,
GoTo.com. And every time bid just directly underneath him, | got more business than if | tried
to go on the top of him. And by spending less, | think pay-per-click search engines would
change their policy if they knew what I’ m talking about here.
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Second trait. Number 40 beats number 15. Why? When you go to a search engine, you typein
your keyword and do a search, and you have listings. And you go number one, number three,
number two, number three. Y ou don’t hit upon each one of them. You get tired, you are
overloaded, you are overwhelmed. Y ou say, “Alright, nothing much around here,” then you

scroll down to the end of the page, just in case anything catches your eye.

Now, that listing at the very bottom of the page will be seeing much, much more than the one
listed in the middle. Number 40 isjust an example. If you are going to bid on pay-per-click
search engines, pay attention to the location at the very bottom of the page. And thisway, you
pay very little but you still get some traffic. Of course, you're not going to get as much asthe

number one and number two listing, but you'll get more than the guys in the middle.

Affiliate programs, joint ventures, is another way of getting quality traffic to your website. Once
you have the product, once you have the website, you are ready to sell. Where' sthetraffic? Go

to the companies, the individuals, the businesses that is dealing with the potential market of your

product, and get close to there.

Many big players, big companies, they won't listen to you if you are nobody. Become their

customer.

If you wanted to approach Brett McFall, for example, and wanted to form ajoint venture with
him, give him an offer. But before you do that, make sure that you are noticed. Buy his
products. Become his customer. Customer isfirst, right? Then you writeto him. He'll reply to
you, athough he replies hundreds, hundreds of e-mails every day. Give him an offer that he

cannot refuse.
When | say an offer they cannot refuse, I’ll give you an example.

| study this website for the e-book wholesale; .net, .com, doesn’t matter. Both of them are the
same. And | charge $24 US for the first month and $27 US each month afterwards. And | offer
it to the public, 37%, as an affiliate program.

Now, | want to make that big and quick, right? So what I’ve doneis| went to those big players
and said, “Look, | offer 37% to the public and thisis my product. | want you to be my affiliate,
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because you' re so good and | respect you. And | want you to make money, and | want you to
make more money than | make.”

So | offered them 57%, 62%, even 67%, just to give them enough incentive to help me promote a

new product, and it worked like charm.
And once you crack one of them, it’s easier to crack the rest of them.

Brett McFall just started ajoint venture with Tom Hua and he made $10,000 overnight. Would
you liketo do it too? And thistime, you don’t have to offer 67% to Brett. Maybe alittleless,
right? It'sall up to you.

Traffic. People are saying, “Money isinthelist.” What | say, money isin building your own
list. Building alist.

Where do you get the list? You don't buy alist. And | don’'t personally believe putting your
subscribe boxes onto other people’ s website.

The best way of getting your own list isto keep your customersin your list. Now, when you
joint venture with those big players, big companies, people who aready have big lists, they are
going to send those people to your website. Right? Don't forget, ask them to leave their e-mail
address and name with you, so you have your own list built up very quickly, with quality. Only

the guys who are interested in your product will come to your website.

My listisn't huge at al. | have only 30,000 on my list. Compared with some other lists, it's
relatively small. But it’s very good quality, because the only way they can cometo my list is by

visiting my website.

Once you have your list built up, quality list built-up, relationship and a reputation, then you
have areputation for life. All you haveto do islook around, develop afew new products oncein
awhile. If you see aproblem, find a solution for that problem. If you can deliver that solution to

the market, help that problem, you've got money. Am | right?

| think my timeis running out. Make it quick.
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Thisisjust for you. Freeto Sell was one of the first e-book packages available on the Internet,
and | made that available why in the year 2000. And thisisafree bonusagain. We just

upgraded to version seven.

Now, we cal it Freeto Sell Pro and we sell that for $97. And that’syoursfree. Thelink isjust
here. All you haveto do is go back to the web address that | gave to you and click on that link,

and you' re good.
Now, e-book wholesaler. Thisisone of the projects | ever, ever put online.

What it doesis___ -based website. Y ou get quality, exclusive information products, with resale
rights not only that you can read those books, use that software yourself, but also you can sell
those information products and keep all the money.

What you pay is $27 US amonth. The first month is $47, because over the last two and a half
years, we aready have 72 titles, products accumulated that you can sell as soon as you join the

program. That’'s why we made the first month alittle more, $47 US for the first month.

But for $47, you get 72 products. That's avery good ideato me, isn’'t it? Not only you can read

them, but also you can sell them.

And, by the way, the live link isthe website. Again, you can simply click across and read
everything on the website to be able to understand what an e-book wholesaler is all about. |
won't get to there, because | think I’ m running out of time.

Brett: Does anybody want to hear more from Tom?
Attendees. Yeah.
Brett: It'sokay, Tom.

Tom: That’sthe benefit of becoming a member at e-book wholesaler. And we not just publish
Internet marketing books, we have a variety of different books covering awide range. Yes,

please?

Attendee: When wefirst started the seminar, they mentioned that you’ re the world’ s greatest

webmaster. For people like uswho will...
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Tom: Actualy, it'sthewrong title. They’d run atitle that called me their webmaster.

Attendee: Okay. | was just wondering, in your experience, do you know packages or facilities
on the net that are possible free or very cheap, which allows usto like crack out ready-made web
pages, like a cookie-cutter system or something that’s on the net, where you just click afew

buttons and it generates a nice, preformatted web page?

Tom: The hosting company of my hostingbid.com.au, we provide afacility called an Instant
Site Builder. You can go in and grab the template that you like and type in simple words to
create your website in afew minutes. Resources are available and we don’'t have time to get into
the depth of it, but I’'m sure that | can put more and more resources on this website — actually, |
already have —that you can refer to for years to come.

Speaking about e-book hosting, that’ s the benefit of becoming members. The benefit of the
offers, | have to have quality products to be able to supply to our members. And by paying $27
US, we guarantee to give you the product that has richer value of more than $27 US. So by
reading and getting the products itself is already a very good value, at the same time you can sell
them and keep every cent you make.

So this solves the problem of getting a product. Everyone says, “I don’'t have aproblem.” Here
you go, thisisaquality product that you can sell. And we do supply websites for selling those
products that we offer to the members, so you don’'t have to create anything apart from to add
your order linking.

| started thisidea not only to provide some benefits to the members, but also it’s kind of my
dream. To me, Internet is so powerful. Why it’s so powerful? Because the capacity and the
speed of storage and delivery of theinformation is just amazing. This opens up acompletely
new world to me, that you can share knowledge to the rest of the world with very little effort. |
don’t think it could be done with any other method. And with e-book wholesaler today, we have
more than 1,000 members. | wouldn’t tell you how many, but more than 1,000.

This membership also provide an opportunity for the offers. For example, if you know martial
arts... Wrong example. Let me change it.
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If you know Chinese cooking — because I’m a small man, why should I mention anything
physical —if you are good at Chinese cooking, it's very difficult, if not almost impossible to

publish your recipes through conventional publishing industry.

But it could be done through our network. 1f you can write a Chinese recipe cooking book
manual and giveit to us, we'll pay you cash up front for the marketing rights of that book. And
when we released to our membership base, which has more than 1,000, and the next day they’re
____out to sell your book, you don’t get any royalties. But you get beautiful exposure.

I’m sure you can put plenty of links, website address, subscription box into that e-book that
thousands and thousands of people will get their hands on, if you really know what you're
talking about.

If people like what they see in your book, naturally, they join your list. And, at the same time,
you can offer say arecipe aweek or something like that to your list. And all have your website
address if you have another book as backend sales, backend products on your website. So when
people read your book, if they click through, they go to your website, most likely, some of them
will buy your other products. Right? Related, because thisis high-quality traffic again.

So to me, e-book wholesaler does awonderful job for authors, for everyone who’s got good idea

to share their knowledge with the rest of the world. We made possible.
Y es, please?

Attendee: When you were talking earlier, you said it took you 17 months from your first

research to when you made your first sale.
Tom: That’s correct, yes.
Attendee: But then you said if you were doing it now, you'd do it in a couple of weeks.

Tom: That’sright, because | know more now. | wasted alot of my time. | was going around

and around and around and just going nowhere.

If | had to start everything, again, from beginning again, of course | can do it much, much better

because my experience will save my time.
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Attendee: Could you sketch out, really briefly, what your plan would be?

Tom: What my plan would be? Just one, two, three. Thisiswhat | have shared with you guys.
Find the product, build a website, bring traffic to your website.

As| said, aproduct could be resell rights that you purchased from somewhere or something that
you know the best. Let me put thisinto an example, alive example.

If you know Chinese cooking, and people like Chinese food — or they all tell me that — or if you
don’t know but you know someone, you know alocal Chinese restaurant, and you go to that guy,
ask him to write a Chinese cooking book for you. Then what do you do? Y ou go to your
primary school next door, find a teacher that teaches English —if only your English is not good

enough, like me —and get it professionally proofread and check your English and everything.

Then you turn it into an electronic book, so you have a product. And you have afree hosting
account that you have for 12 months. And you put your sales page together, or just list the
benefit of that product, and I’ m sure the market for that particular Chinese cooking book is quite
large. Right? And I’'m happy to send your offer to my list.

S0 as the other speakers or whoever you go to, search engines, type in Chinese cooking or
receipt books and find those big players — not necessarily inthe ___, it can be companies and
websites, and go there and give them an offer. You say, “I’'m selling it for $17 US abook. What
about if | giveyou, in ajoint venture deal, | give you 60%, make sure that you make more than |
do?’ Thenyou get it started.

Is that example workable? Thank you.

Okay, thisiswebsite hosting. You'll haveit for free, completely. | aso have an e-zine—
newsletter, without confusion — that you can join, so that we keep contact and | send you updates
on future developments that we might have in the near future. We didn’t have enough time to

put everything together for you guys.

Now, | forgot. This___, we have avery specia offer for you guys. Now, you have this blue
form here. Normally, we charge $47 US for the first month, plus $27 each month thereafter.
And today, you can have... What isit? Can | borrow one? | don’t remember.
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Okay, now. $47 for the first month, plus $27, in total, for 12-month membership. That will cost
you $344 US, which would be $432 Australian, according to the recent conversion rate, which |
don't like that at al because my income has been reducing all the way. But what can you do?

That’swhy I’'m working harder now.

Okay, for 18 months of membership, usually it will cost you $506 US. That is $632 Australian.
If you order today you get a 32% discount. This offer isvery special. It’sonly available during

the event.

So if you want to give it ago, if you want products ready-made, with quality, with websites,
ready-made for you, don’'t missit. Thank you!

Okay. Now Internet businessis not difficult. I1t'snot hard. But it’s still there’ s something that
you have to learn, such as putting an order link into your website. And manage your merchant
account, you don’t want to give your path to it to anyone else. Y ou want to be able to at least cut

and paste the order link into aweb page.

So there are basic skills that you need to learn, to be able to run a good online business. We have
awebsite built by myself and three close friends, called e-challenges. Thisis awebsite specially

made for you guys, because we are going to challenge.

Challenge those big playersin the industry. And we want to prove that we can do it, too. And

we want to challenge yourself to prove to yourself that you can do it too.

And also, they’re having a special offer. Just simply click on thislink. They usually charge $37
US per month for the membership. What they do isthey virtually hold you by hand, state by
state.

Tutorials, materials, everything that you need. And | find three of the best Internet marketers
that has been working, particularly in helping people how to master those best skills, to handle
the customer support area. Y ou can sign up your account for only $27 US per month. And
that’ s going to come with a 30-day money-back guarantee.

Goin, have alook around. Ask any question you want to ask. And if you think it’s not for you,
you can simply have your money back — as long as you tell us within 30 days. You've got

nothing to lose.
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That's actually all I’ ve got to offer to you. I’m giving too much for free.
Weéll, I didit. And | feel very good about it. Thank you.

Y ou know what? Eachtimel step into my car and | feel really good, and when you' re looking at
that three-star badge — do we call that abadge? —in front of the ___, I’'m a successful guy, |
better do the things that successful people do. Right? I love that kind of feeling. And | believe
everyone love you, ladies and gentlemen.

In this room, this afternoon, you got more than what | had. And any one of you can make it.
And I’'m sure many of you will makeit. The only question is can you make it? How far you
want to go isup to you. But money’s not everything. The lifestyle, the money that it can useto
achieve your dream, achieve your lifestyle, to support your family, is even more important than

money itself.

So let me wish you every success and every happiness. Thank you for listening.
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World Internet Summit, Sydney, Australia

Panel Discussion, Part 1of 2—CD 2 of 4

Ted: Folks, you're good.
Brett: Guesswhat, Ted? You've actually got me singing here. He'swinning me over.

Ted: I'mnot sure. I’'m not 100% convinced that Brett yet feels like he owes me the $100. But

tomorrow, Sunday ...

By the way, how many of us have gone up to our room or gone to make a phone call and found
ourselves singing that melody? Why am | not surprised? Why am | not surprised?

What I’d like to do is ask afew people what have you learned? What have you learned? One

significant thing. This gentleman right here.

Attendee: Youcandoit.

Ted: Youcandoit.

Attendee: Can't hear what’s being said.

Ted: Don't try and reinvent, use someone el se' s tools, something that’s working. Manuel?
Attendee: Can’t hear what’s being said.

Ted: To market the thing iswhat isimportant, not the thing itself. Thisisgood stuff. T-shirt

green?

Attendee: Take action.

Ted: Takeaction. That's one of my favorites. Chris Bloor?
Attendee: Can’t hear what’ s being said.

Ted: There sstill room, you know. We've got Hollywood in the USA. Do you want to come

over? What have you learned? Peter?

Attendee: Money.
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Ted: Money. Thisisall about money. | likethat one. Craig?

Attendee: You've got to get to number one in Google.

Ted: That'savery good placeto be.

Attendee: Maybe two.

Ted: Somebody over here, on this side.

Attendee: Customers are cash.

Ted: Customersarecash. Thisisan exciting business, | tell you. Y oung lady?
Attendee: Can’t hear what’ s being said.

Ted: Canyou speak up just alittle bit?

Attendee: Can't hear what’ s being said.

Ted: You can make money from Google. Y ou can get Google to pay you using AdSense.
Absolutely.

Attendee: Can’t hear what’ s being said.

Ted: That'spowerful. Do onething every day. By the way, that, of course, doesn’t apply if

you have areal job at the present moment, right?
What have you learned? One thing.
Attendee: Can't hear what's being said.

Ted: Think outside the square. | can tell you that in Americawe say, “Think outside the box,”

but I'm learning often. Think outside the square. |I’ve got to remember that.

There was someone here.

Attendee: Key phrases and words.

Ted: Key phrases and words, keywords, key phrases. Excellent. Excellent. We're moving this

way.

World Internet Summit Australia — Volumes 1-6 Page 242 of 342



By the way, ducking down won't prevent you being called. It might happen by accident. You
raised your hand. Y es, what have you learned?

Attendee: Can't hear what's being said.
Ted: The guy behind you.
Attendee: Can’t hear what’s being said.

Ted: You'retaking about we make leading statements that force the sales process? Good.
Helen, what have you learned? Not Helen? Bridgett? You're next.

Attendee: Unless you know where you're going, you're going nowhere. So | think putting your
destination, and | have one | made about five years ago, that by October 24™, this year, | will be
financialy independent and I’ m quitting my job. It took methat longtofindmy .

Ted: Unlessyou know where you' re going, you won't get there, and the power of goals. She
set agoal for October 24™ of this year.

Y ou see, now thisisthe power of goals. It's happening. That’sgood. Yes?
Attendee: Can’t hear what’s being said.

Ted: Thisguy waslistening to Tom Hua. Number one, get a product. Number two, get a

website. Number three, get traffic.

Attendee: Can't hear what's being said.

Ted: Always offer two options. That way, it’s not yes or no, it’s which one.

Attendee: Can’t hear what’s being said.

Ted: Start with theend in mind. Excellent.

Attendee: Can't hear what’s being said.

Ted: Leveraging other people’s products, other people’ s mailing list, otherwise known as a...

Attendee: Joint venture.
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Ted: Right. And on the internet, the most common way is through an affiliate program. Why
did you guys tell me you were dumb? Y ou’ re answering every question.

A couple more. Five more.
Attendee: Can't hear what’s being said.

Ted: Customersarefor life. Excellent. Got someone back in that corner there? How about that
last table. Somebody kick somebody and make somebody say something. There'saman on the
edge. What did you learn?

Attendee: Can'’t hear what’s being said.

Ted: | didn't hear.

Attendee: Can’t hear what’s being said.

Ted: Cashisking. That will work in this group.
Attendee: Ask theclient.

Ted: Asktheclient. Boy, you talk about a powerful product delivery strategy. That’s agood

one.
Attendee: Can’t hear what’s being said.
Ted: Don't worry about peopl€e’ s needs, worry about their wants.
Attendee: Can't hear what's being said.

Ted: Systems makes cash. Isthisagood review. You want to ask maybe a couple more? We

only scheduled for one or two more. We can ask afew more, right? Brian?
Attendee: Build your list.

Ted: Buildyour list. Get alist happening. How many times have you heard that? Anybody?

Two or three more.
Attendee: get off your ass.

Ted: You vegot to get off your glassto do business.
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Attendee: I'vegot apoint to make.
Ted: Let’smake this point.

Attendee: While you' re asking these questions, you bring up all the things that you learned, the
tidbits of the things you've learned. Has everybody got afolder on their desk or in their lap? |
need you to find a page.

We have given you some special reportsin there. Three of those are by me. Why don’t you turn
to the first one there, page 12? Y ou may not have time to read these, guys, but thetitleis“The
most important news you’ |l ever hear about getting rich on the Internet, and yes, you can apply

these ideas instantly, even if you’ re a complete computer dummy.”
Can anybody relate to that one? Read the report, please. Thisisreally good, solid information.

Move on to page 21. “How to use the Internet to make $10,822.16 in just 72 hours, without
knowing athing or being a computer geek.” Does that appeal to anyone?

Although | know you guys, you might be computer geeks. You'vebeenhere_ . You're
starting to qualify.

There’ s also athird one, “How to get thousands of dollars of free advertising.” Who'd like free
advertising?

But there’ s something even better. There's afourth report that | want to point out. | want you to
look for page 39. Page 39. It saysthis: “30 days to web success, your step-by-step plan.” “30
days to web success, your step-by-step plan.”

Why am | pointing this out now? Because we're fielding some questions and people are starting
to give us some feedback. So | want to point something out for you folks about what’ s in this

report here, this one here in the forefront.

In there, and you don't havetoread it now __ check thisout. It'sby Terry _ , aredly
fantastic marketer from the United States. He has a system you can use for 30 days to get
started.
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Who's alittle bit overwhelmed already by some of the information? Who'd like to know where
to start? Okay.

We have a system here, a 30-day system for you. And besides using his system, there’s awhole
list here of al sites using his system that we' re about to explore. Examples you can go and

check out all the website addresses.
Does that sound aright? Something you can go and check out.

Turn the page, there’' s step one. Step one: choose a niche market. And then it tellsyou if you're
trying to look for a business idea or something you’ re going to do, choose a niche market.

Then it says here, “What e-zines do they read?’

So there’ s website you can go there to check out what e-zines your niche market you' re thinking
of going to reads. If you're going to writean e-zineor a____ about fishing, you can go there and
see what e-zines there are on the Internet about fishing. Would that be handy?

The next one down there, what websites do they visit? Y ou can go to Y ahoo.com and find out
what websites they’ re visiting.

Where do they network? There's awebsite for that.
Who is selling to them? There' s another website for that.

Isthis good research? Y ou can go here and check all thisout, right? All these websites are

listed for you there. Y ou can check out and do some research in your market.

Then step two, come up with aproduct idea. Then you have websites that you can go to, to find

product ideas.
Step three: write your sales letter. 1’m going to show you how to do some of that tomorrow.

So step four, it goes through there. And in 30 days, you now have a plan to put al this stuff
you're learning here this weekend into some sort of format. Does that sound good? Okay. |
wanted to point that out to you, because sometimesyou canget a____ like this, and you want to
think that’s all good, but you want to see the seminar, you want to take some notes without

realizing the goal that iswithin. Each one of those reportsin there are in there for areason, guys.
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Does that help you out? Good. Good. | just wanted to make sure | pointed that out to you, place
some importance on that so you go check that out, have a system to start.

Like when you hear all these talks up here, you can start to think, “Okay, that fitsinto step three,
that fitsinto step four.” Good one.

Ted: Thank you. Anybody interested in how much money Margaret has earned so far?
Attendees. Yes!

Ted: Firstof all, let’sreview how long it’s been. How many hours, how many days has it been

since we launched the website? Probably about 21 hours ago. Okay.
By the way, is Margaret in the room? Okay. How does $3,643 sound? Congratulations.

See, we never know how this stuff is going to go. Remember what | was telling you the other
day, though? We can’'t lose. Because how much did it cost usto market? And when you get on
the Internet, how much will it cost you to market? And when you do it through Google
AdWords, like the system Armand was teaching, how much will it cost you to market? You'll
get paid for it. That's pretty good, right?

So I'll tell you what. We're going to invite the speakersup. And what I'd liketo do isdo thisin
two different tiers. The speakers who spoke today, generally in the order that they spoke, I'd like
to have you come up and kind of share two minutes, three minutes, recap in layman’ s terms of

what you covered during your presentation today. Would that be okay?

Alright. Armand, you were the first speaker today. Would you come up and share, in two or
three minutes, in layman’ s terms, basically what you shared today? Thisis how we're starting

the panel thing. The mikeislive.
Armand: Today, | shared how to make alot of money. I'm done.

Today, what we did is, obviously, we talked about search engine optimization. For some of you,
it probably isalittle complicated, alittle overwhelming. But it’s not that complicated when you

have an automated system.
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The key isreally this. search engines may be a part of what you' re doing, but it can be a bigger
part of what you' re doing by ssimply utilizing some small strategies. We talked about title tags,
we talked about header tags, H1, H2, H3, then we talked about the automated system that David
had developed. And it’sreally very simpleto doit.

What you’ ve seen today, as far aswhat | showed you, was really the shortcut version of what it
is. If you just did what we talked about today, which isto utilize David’ s software, utilize some
optimized pages that we created, you can make the search engines work for you, and work for
you in abig way.

That’s pretty much a summary. Wouldn’'t everyone agree? Anything else you want to know?
No? Okay.

Y ou're going to take questions after, right?

Ted: Yeah. Thanks, Armand.

Okay, isMal Emery in the room right now? Y ou know what we' re doing right now?
Mal: Yeah, | do. Fine.

Folks, basically you learned how to charge $4,000 bucks for aMars bar. That wasn’t bad, was
it?

It was quite deliberate. 1t'scoming. Sorry, | only brought one with me.
Ted: Western Australia.

Mal: It wasamarketing demonstration today. | think, from my perspective, it's how someone
with a pretty ordinary background in terms of what my educational background was, for
example, can till find away of making some substantial income, and even away to shareitina

certain fashion and teach other people how to do it also.

| think the most profound aspect of most of these thingsisthe ssimplicity of it and the formulaic

aspect of most of the things that work really, really, really well.

World Internet Summit Australia — Volumes 1-6 Page 248 of 342



The Mars bar, | think is a fantastic demonstration of a company that has dominated an industry
through their marketing. Because most of us can relate to the fact that it’ s pretty well only just a

gooey chocolate bar, isn't it? It’s nothing spectacular.

The bottom line there is that we don’'t need to have the best product. It's the best marketing that

will win every time.
So | hope that’ s a quick synopsis there of what went on. Thank you for having me.

Ted: Brian Duffle and Jesse Forrest, would you come up and share alittle bit, atwo- to three-
minute synopsis of what you shared with them?

Attendee: Can't hear what's being said.

Ted: Oh, | ansorry. Sean D’Souza. Sean, are you in the crowd? How about David Cavanagh?
WEe'll catch up with you guys tomorrow. Don’t worry about that.

David: Ted Ciuba. Hasn't he got a great accent? Now we have to practice, don’t we?

Okay, folks. What | hope | got across from you today, and what Armand gladly told you this
morning, is search engines are only one part of your marketing armory when it comes to making
areally good quality website and web campaign. But the thing isthey’re avery effective way
and a cheap and affordable way.

My doesagreat job. But the thing iswhat Armand offered you this morning, honestly, is an
incredible deal aswell.

But search engine optimization ismy field. And | really think if you have got a website without
good quality search engine optimization, it’s like having a phone book without your phone
number added.

Because the thing is some people asked me while | was out in front. When you first see your
website, you' ve got one page, which is called your index page, your home page, default page,
whatever. Thething isyou’ve got one chance of that getting listed in the search engine, because

you'’ re one page.
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But if we put a site map on the bottom and link how many thousand — alot of pages—toiit...

Armand’ s alright. Y ou want to see what he does tomorrow night.

What I’'m saying, folks, getting back to it, if | can link one resource link on the bottom, using
DreamWeaver, FrontPage, whatever you want to use, the bottom line is on the link you’ ve got
100 pages, 200, 1,000, whatever. Not 200,000.

The thing is you’ ve got 200 chances then. Because once it indexes one page, it goes through and
getsthe rest.

And, of course, because of all those different pages having a different title, different keywords,

different descriptions, then you’ ve got 200 different pages being fed.

So if you' ve got arestaurant, you feed the right food to the right customers, you get the right

result.

So basically, inanutshell, | hope that if you didn’t get my product, you'll still implement —
immediately — the strategies that Armand suggests and | suggest. Because it’s no use paying
money, going to a seminar like this, getting all hot and flustered, and going home and doing

nothing.

Take massive action when you leave. Because if you don’t take action, you'll get nowhere. So

start from here and really make it as a catalyst to make alot of money. Good luck to everyone.

Ted: And theillustrious Sean D’ Souza. Sean, we are sharing, in two to three minutes, layman’s
terms, what we shared throughout the event. Come on up and tell us what you shared. Come on
to the mike. Share, in two or three minutes, quick summary in layman’s terms, what we've

shared. We'rejust doing aquick overview redo.

Sean: Oh, okay. | actually do it in three points. Let'stest it out. What did you guys learn —
three things — from the speech that | did? What’sthe first thing that you learned?

Attendees: Problem.
Sean: Problem. What was the second thing you learned?

Attendees: Solution.
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Sean: Solution. What' s the third thing you learned?
Attendees: Target.

Sean: Okay, what about the triggers? Triggers. Who learned about triggers? What are you
supposed to do about triggers? How do you know that atrigger works? “What do you mean by
that?’ or “How do you do that?’

What are the applications? Limitless. When you say limitless, what do you mean?
Attendee: Can’t hear what’s being said.

Ted: Soyou can put it on e-mail, you can put it on the website, you can put it in different forms

of communication. Can you see that?

Let me give you asimple example. | write for awebsite called MarketingProfs.com. There's
over 100,000 people that go to their website. And every week or every month — | write only
once amonth —we'll put alittle article there with atitle. And it’slike top of the charts. More

people click through and it goesto the top of the charts.

So people click through and it starts to move up, just based on the problem, just based on the
headline.

So that’ s what you can do with your newsdletters and stuff like that. So yes, that’swhat |
covered. The problem, the solution, the target audience, the triggers. And you can apply itinall

sorts of communication.

Ted: By theway, do al the Aussies wear that kind of ajacket?
Sean: _ New Zealand.

Ted: New Zealand. He' s got an excuse.

Okay, Tom? Tom Hua.

Tom: This has got me nervous. Thank you. Thank you, everyone.

| think there’ s one thing very important | would like to share with you, that | didn’t have time to

share with you.
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When | was only very little...
Audience: Laughter.

Tom: Thisisanew sentence, okay? When | was very little, my grandfather taught me the

secret to become successful is never give up.

Now, you guys might be overwhelmed with so much information, so much knowledge. Don’t
worry. Take step by step. Thisiswhere you are today, thisis where you want to go tomorrow or
in the future, as long as you know that you’' re moving towards your goal. It’s not good to just go
everywhere. Concentrate. Stay focused. Each day, every week, every month, put some extra
effort into it. Bring yourself towards the goal, and never give up. And | promise you, one day

you'll get there. Thank you.

Ted: Hey, do you know what we mean when we talk about brown-bagging? Brown-bag? Some

do, some don't.

WEell, what it is, instead of like going to the restaurant and having someone who takes the chair
out and says, “ Sit here, would you, we'll bring you a plate, we' [l have good food,” that you bring

your own lunch in a brown bag.

The reason why | had to give that is because you think some of these guys are high-falluting
guys, but I’m going to ask them to brown-bag. I’'m going to ask them to come up and bring their
own chair with them.

All the speakers, would you please come up, that are in the crowd, and bring a chair with you so
we can get you on the stage. And after you’ ve got your chair seated, then we will announce you
formally to the crowd. Come on up.

Alright. Weloveit. All of them, of course, except for Brett.
Attendee: Can't hear what’s being said.

Ted: That will do. That will do. That’sgood. That’s good. Come on up. Let’s go ahead and
pass around a few of the handheld. Make sure we' ve got at least a handheld on this side, a
handheld on that side, give Brett oneif he’'s got one. Okay, one going this way.
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State your name for the audience.

Brian: Brian Duffell. | guesstomorrow we'll be talking at 1:00. | just want to show you. I'm a
bit like Tom. I’ve never spoken to alarge crowd, so I’'m going to be nervoustoo. But I’m going
to show people how to build simple programs on the Microsoft platform, that you can turn into
very sellable products. | want you to join me, and we'll run through it. And 1’1l show you a
step-by-step system which I’ ve created to develop simple software solutions to a niche market

and got large sums of money. And | want to share that with you.

Ted: Good. Hey, | didn't set you up correctly. Just your name here. We were just reviewing
with the ones who had spoke today.

Bart: My name' s Bart Baggett from __ Queensland. That'saninsidejoke, Ted. You
wouldn’t get that.

Ted: | might next time.
Bart: Do you want meto give a brief introduction?

Ted: No, it'snot important. You did get to share at the parade of speakers this morning, right,

Bart?

Brian: Brian Duffell from Queensland.

Ted: Excellent. You caught on quick.

Jesse: Jesse Forrest from Sydney, Australia, and also Queensland.
Ted: Alright.

Jo Han: Jo Han Mok from Singapore.

Ted: You got amike?

Rob: Rob Bell, from Barry, Ontario, Canada

Mike: Mike Stewart from Atlanta, Georgia.

Chris: Chris Bloor from Perth.
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Ed: EdBurtonfrom __.
Paul: Paul Barrs from the Sunshine Coast, Queensland.

Ted: Obvioudly, Brett needs no introduction. So here’swhat we're doing, folks. Thisisyour

time. And we're here to answer any questions that you have, for the time we have.

Now, after this, you’'re going to be in for another treat of your life with Mal Emery. WasMal
pretty slick today, by the way?

Attendee: Yeah.

Ted: Okay. But now, we've stirred up so much stuff, you' ve got to have questions. Here' sthe
only rule. Ask aquestion, if you can, that applies generally. You can addressit to a specific
speaker, you can address it to the audience.

Attendee: Have you got a mike that’s going to go around the audience, to make it much easier?
Brett: Do we have enough, or do you want to repeat them?

Attendee: | wondered if we get to start somehow, trying to implement any of thisin Australia?
In my case, | got alittle bit confused with Armand, and | would like to know if thereis anyplace,
like atechnical support, or is there any mastermind group that is going to be created here, so we

all can pop a question and maybe somebody can help us out on their way through?
Ted: That'sagood question. That isagood question. It puts us on the hot seat.

Let metell you what happened earlier today, too. Someone came up and said, “Hey, how about
if we pass around a sheet of paper and everybody can sign up their name and their e-mail

address, and we can start abig club?’ Sounds good in theory.

The problem we have, as promoters — and again, | realize Australiais not as litigious — but there

are responsibilities, privacy policies, legal notices. We' ve made promises. We can't.

Now, since you mentioned Armand, if you purchase Armand’ s product, | happen to believe

you'll have asuper inside track and many, many times with him.
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Armand: For example, on the product, obviously | covered it very quickly. | did do as much as
| can within an hour and ahalf. But what we have, part of the package is our teleseminar series
that we do, where you can ask any question that you want. Y ou also have accessto me by e-
mail. You actually get my personal e-mail address, which isat Microsoft.com. Just kidding.

That' s bill@microsoft.com. If that one doesn’t work, use bgates.

What | also havein place, I'm areally big stickler on customer service. One of thethings| don’t
like doing is leaving people hanging as far as questions. So you have access to my whole
customer support team, which | have a full-time customer service center. So if you have any e-
mails that you can’t get a hold of me for some strange reason, you can just send an e-mail to

them and they will actually walk you through part of the process.

But most of the questions, for example on the package that | talked about today, can only be

answered by me. So it would come directly to me, so I’ d respond to you.

And if we can’'t answer it by e-mail, what we do iswe just smply set up atime where we can

actually talk one-on-one on the phone.

Ted: And there' s another thing, too. Folks, you should be networking with others. Not only

speakers, but other people in the audience that you connect with.

Attendee: | just wanted to ask about word-sensitive spelling. We sell fertilizers. Americans
spell it with azed. We spell it with an S. Does Google pick up both spellings, or do you have to

spell it one way for American audience and one way for Australian audience.
Armand: Which word?
Attendee: Fertilizer.

Armand: Oh, | got you. A zed, isthat likeaZ? | just want to know how everyone says zebra.
Isthat zedbra?

Actualy, what happensiswith aZ and with an S, they’ re actually two different words. So you
would optimize on two different words.

If you have a plural, though, they have what'’s called keyword stemming. Google uses keyword
stemming, which is a new technology they’ ve recently implemented.
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For example, if you had date, you have date, you have dates, you have dating, you have dated.
And those are all variations of that. Thisisjust an example. It’s probably a bad example.

But that’ s kind of what they’ re doing, and that’ s called keyword stemming. So if you use the
main keyword or the main word in your optimization, what will happen isyou will get those

variations, as well too. Does that make sense?
Attendee: Fertilizer with azed hereis sort of like alien to use it with a zed.

Armand: You would optimize for both of those. You’d create a separate page; one with a zed
and onewithan S.

Ted: It may have been alien before the Internet, not after. Can we run the mike over to this
side? 1’d like to get one over there on that side. How about the young lady in the rear? See, this
side’ s been quiet. We definitely want to get athing or two there.

Attendee: | just had aquestion. These days, especially with information products, you can
probably deliver everything without a physical product. Isthere atime or isthere amarket or a

price where that becomes important, that you deliver a physical product?
Brett: | can giveyou an answer there, and I’ m sure these guys can all give answers.

Speaker: Can | throw something in on that one? | had a similar question just over dinner,
where afellow | was talking to — he’ s actually not here today but curious about what we were
doing —why would you ever want to go back to a physical product? And | have the example of

my membership site, where | give people two options.

Option number oneis you can have the membership site monthly access, digital delivery,

everything through online.

Option number two, you can get it on CD-Rom. It costs three times as much, but guess which

onewe sell more of? The CD. Perceived value.

| actually surveyed my database before | went to the effort of trying to pack it intoaCD. And |
asked them what they wanted. So it comes down to your market research as to what they want.
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Butif it'son CD, it's not hard to make a digital download or whatever. Just give them the

option.
Attendee: Isthere abasic cost to sort of create a CD that we can work with?
Speaker: 5¢. Or maybe $1.50, including postage to Australia; $5 | send it to America.

Bart: | sell lots of productsin both digital form and actual, real, tangible forms. | also sell some
books. And it really depends on the usability of the products.

A lot of peoplereally enjoy curling up to abook, especially a self-help book or a spiritual book.
So they like the touch and feel of books.

We have a course that sells for $1,300 to become a certified handwriting expert. And athough |
would say most of that is downloadable, it’s $1,300 and they like to get the big box. And when
we give them the big box, we don’t get any returns. So | haven’t experienced too much with

some of the downloadables.

| will tell you this. A number of the products we' ve launched, such as stop smoking with
hypnosis and weight loss with hypnosis, they’rereally fully digital things. Y ou can just
download the MP3 and you' ve got it.

However, people are kind of dumb-asses and they can’t work the digital downloads.

Secondly, besides the dumb-ass equation, is that they like to listen to CD’sin their car, in their
players, in their cassette players. They’re used to listening and digesting information in a certain
way. So they’ll pay an extra $20 for us to ship them.

So we have a $50 weight loss product, and we routinely sell it for $67.97. And that’s about our
cost. Shipping, burning the CD’s, paying the people to do it, paying the shipping house, it's
about $16 more.

To answer your question, yeah, it's about $1 a CD asfar asthe wholesale cost. But sincel’m
lazy, | basically outsource everything. Soit'slike $10 to $12.

The customerswill tell you when they want real stuff.
Speaker: Areyou concerned about a price being too high selling on the Internet?
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Attendee: No, | just wondered, if it’s been tested, how much receiving that box, like when Mal

handsit around everyone's quite excited, it’s obviously relevant still.
Speaker: Yeah.

Speaker: Can | say something there? How many of you don’t like reading from your PC
screen? Hands up. Have alook around the room. Have alook.

We sell digital books and then we send an e-mail to people telling them thank you, and asking
them, “Would you like us to print off a copy of thisand send it to you?’ And it’s about 40% of
sales. And yet | have bought hundreds, if not thousands of digital books, and virtually nobody
gives people that opportunity.

So it’'sthe kind of thing that if you' re selling anything digital, 90% of the audience, you don’t
enjoy reading off the PC screen. Would you pay an extra $30 to get a printed copy of that book

sent out to you?

Then it leads into we did a mail-out to our list awhile back, and we' ve got an online newsl etter.

And we said, “Who would like an offline newsd etter?’

I’m addicted to e-mail marketing, but Mal Emery would back this up. Nothing beats mailing

offline.

We asked our list. We had 2,000 people put their hands up to say, “We' d love to have your e-

zinein hard copy as well.”

So one thing that people can do, if | can just throw thisin, how many of you read some great
articles on the Internet? Most of you, again. Here's an ideafor somebody sitting there, that

doesn’t have a clue what to do.

Y ou know those resource boxes that give you the rights to reproduce an article? Go and choose
aniche, get ahold of Microsoft Publisher, publish anewsletter and put it out six times, eight
times ayear with 12 pages. You'll be able to photocopy that for about $1.50. Use the articles.
Y ou can create ayear’ sworth in aday. Throw in some amazing bonuses. Charge people $197
Australian ayear, and go and get 1,000 people and make $200,000 for about a day’s work and

some promotion. Sound like agood idea?
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Speaker: | can add to that. Y our merchant account provider will also give you, typicaly, a
much better rate if you're following up with a physical shipment. They view strictly digital
downloads as higher risk. So that’s another advantage, where you can save alittle bit on your
discount rates through your merchant account provider by doing a follow-up disk. It also

reduces refund rates, as well.
Mal: A few statsin relation to what you' re talking about there.

| prefer big-ticket items, because it gets you into the big money game. It'salot easier to make a
lot of money quickly. And does anyone in the room have a problem with making money
quickly? Because they’re in the wrong room and will probably ask for arefund or something
like that.

But there are some laws to follow, and thisis what I’ ve discovered.

If you're selling off the page — and the term “ of f the page” means you' re actually wanting
someone to fill out their details and post you an order or conversely pick up the telephone and
call your 1-800 number or your 1-300 number and place an order with you. Y ou shouldn’t go
above $150. I'd prefer you to stay under $100.

It can be a self-liquidating lead generator, like the one | described from Jamie Mclntyre. In other
words, his presentation put on a video that someone pays for to have delivered at $108, and then
upsells 11% of them to a $3,000 package.

You can't sell a$3,000 package off the page. It'simpossible. The reason it’simpossibleis
because you haven't got enough space to tell the story sufficiently for it to work. It’simpossible.

Don't try and do it.

People are still very excited by receiving productsin the mail. The purpose of them receiving it
in the mail is because what happens after the sale is just asimportant as before, isto be blown
away. That’swhy you get Mars bars from me and stuff like that. It soundstrite, maybe, but the
bottom line is we want them to open it up and get more products than they ever imagined

possible. Why? Returns. We don’t want people sending it back.

However, if you're not getting returns, the contrarian viewpoint is correct again — you’ re not

offending the market enough.
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So when people say to me, “Mal, I'm not getting returns,” my attitudeis, “Get some!” So offend
the market more and up the ante. Okay? | hope that helped.

Speaker: I'mreally offending, when it comesto sales. No, I'm just kidding. What happensis
one of the things that we have found a problem with onlineis digital thieves,; people actually

buying your product and then returning it after they have aready downloaded it.
So one of the things that you want to consider is alwaysthat. Let me give you an idea.

Since I’ve been onling, all of my products have been digital. Now I’'m converting all of my
products to hard products. Why? To reduce my refund rates. If it'sathief, they’re not going to
buy it, wait for it, and then returnit. 1 do not haveto refund it if I do not get the product back.
And that’ s one of the main things that we're finding.

And also, every other marketer in the USis actually switching to that same methodology, going
to ahard product aswell, unlessit’savery low-cost product. Then it doesn’t make sense. But
around $100, $97, that makes sense.

Speaker: Okay, we'll take one more from this side, and then we'll get on to you guys.

Attendee: Just aquick question to turn you on. Obviously, you talked about getting your list
together. And I’m just curious, what software, what package, or how do you actually physically
do that? What’s the program to use to collect your information and then to collect your
database? Y our database. How do you manage it?

Rob: That was a setup. Autopilot Riches. Autopilot Richeswill do everything for you, from
collecting your names, manage your database for you, automatically manage your removal list,
keep statistics on your removes.

Attendee: Who ownsthat thing? If you manageit, do you have therightsto it?

Rob: You are purchasing alicense to use Autopilot Riches, and it’s sold on a per-license basis.
Attendee: Who owns the database, then?

Rob: You own the database. It isyour customers.

Attendee: So you can’t touch them?
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Rob: Of course not. We would never touch your customer database.
Attendee: Roger.
Attendee: Can’t hear what’ s being said.

Rob: Yes, it will continue to mail over and over again, providing you' ve set it up to do that, to

follow-up.

Attendee: Just arelated question to you, Rob. And I’ m sure there' s lots of people here who
aready have alist. If we want to change over to your program, have you got some way of

importing our lists, so that we don't start again?

Rob: Yes, wedo. The system comes with an automatic import routine. It will take acomma-
delimited file or atab-delimited, which you can just do in aregular Excel spreadsheet, and it will
upload to your database right away for you.

Attendee: Just thinking about the matter of physical delivery of products. Herein Australia,
thinking of delivering physical products, if you say, “Over a certain amount, that’s the way to
go,” then are we at a disadvantage thinking that delivering physical products from Australiais

going to be more expensive than delivering physical productsin America?

Asafor instance, | had a product up on Ebay, had a potential buyer from the US who was quite
keen until 1 had to go to the post office and find out what it was going to cost me to deliver that

articleto him. In which case, that made it not economical for him to purchase that.

| think it was Armand saying once you get over a couple hundred dollars, we move into physical
delivery, because that will leave us at a disadvantage in Australiawhen the price is going to

increase.

Rob: Let'sput it thisway. What you would find out is find out what the most expensive place
to deliver to internationally, and that’ s the price that | would charge. I’m not paying for
anything. I'm passing it on to the customer. Inthe US, | might charge $6.95 for delivery. In
other places, | might charge $30.
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And most of the time, when companies are charging extra money, they’re actually making
money on that shipping. It'snot costing them athing. They’re actually using it asasmall profit

center, in many ways.

Speaker: We actually lose money on international customers from the US, in many situations,
because we don’t have the ability to get accurate shipping costs to Czechoslovakia and other

countries like that.

We recently set up a shipping center herein Australiacalled  Australia. Infact, Paul, raise
your hand. Paul is handling all my shipping in Australia. And I’m really blessed, because | have
acompany likethat inthe US. Likel said, I’'m lazy and | don’t want to run a shipping company.

So I've had a manufacturer of audio tapes, they dupe the videotapes and audiotapes and the
CD’s, and they just ding my credit card when it’ s ready.

So the question is | had a $1,300 product that cost $280 in UPS fees, plus customs, to get over
here. So | didn’'t have that many Australian customers that could afford the big product.

But now, I've set up distribution in Australia. So the question isif you' ve got lots of big stuff,
you may have to set up distribution centers around the world. The beauty of selling digital
productsisyou don’t have to.

The cost of aCD airmail to Australiais not very expensive. But when you get really heavy stuff,
you may have to consider it, which is why you may not want to do that.

When | switched all my stuff to PDF files, we started selling books | eft and right to far-off
places. Because for $20, they downloaded it and they didn’t have to ship it.

Attendee: What's a PDF file?

Speaker: Portable Document Format. And it’svery easy to make. My Macintosh came with it
already installed, the new one. And | know Armand has one, Adobe Generator. So it’svery
simple to make PDF files.

Speaker: Which means you could have a Word program and then you could actually saveit asa
PDF, and anyone in the world, no matter what computer they’ re actually using, could actually
read thefile.
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Sometimes between different types of computers, some don’t read thisfile or don’t read that file.
The PDF solves that problem.

Speaker: There' sacouple of issues on the postage thing. One, if you're selling in American
dollars, you'rein front anyway. | know the Aussie’ s 80 now, but we' ve been really advantaged

in that process, and you will too.

Secondly, how many do you sell in that scenario, US? If it'savery small part of your business,

you need to design your marketing based on 5% of your business.

The overriding breakthrough is for you to build that factor into the construction of the original
product, so it still saysthe posting is $20. And add so much value to your existing product that

you never are confronted with that issue again.

Likel said, if you're going to sell alot in the states, build that factor in. But don’t call it postage
and handling.

I’ ve got aclient that only sells his how to make money with photography on the Internet. He's
an MBA in marketing, believe it or not, and he doesn’t bother with Australia. He simply runs his

ads in photographic magazines in the states and has them drop-shipped in the states.

So if the states is where you want to do your business, that’s where you go so you don’t have

your delivery problem. Conversely build it in.

Attendee: I'm interested to know if, as you come across new products that you would sell to

your list, do you attempt to segment your list or do you offer the new product to your entire list?

Speaker: All clientsare not equal. Never will be, either. Y ou should have A, B, C, D lists.
You've got what’'s called hypersensitives in your business that buy everything and never give
you any problems. 20% of your clientswill give you all the problems. Firethem. You don't
want them. And provide a different service to the 80% or the major percentage of your clients,
your A/B’s and the ones that might move up the chain, with adifferent service. Never equal,

never will be.
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Attendee: On the shopping cart, I’ ve used Rob’ s shopping cart for like five years. So
depending on where the lead came from, like I know they ordered this special report, so there’s
10,000 people that ordered that special report, | can mail to just that list.

| only have about 2,000 people on my list that are authors and publishers, but that’s areally

responsive list.

Somebody said that all three of my orders from the product were $300 orders. She goes, “You
must have agreat list.” | go, “No, I’ve got 2,000 people that are really qualified for this sort of
deal. The other 85,000 aren’t necessarily as qualified.”

But depending on where they came, what door they come in and what autoresponder they’re
aligned to, you can mail them to specific lists using that piece of software. And you should mail
themto theright lists.

Speaker: When someone subscribes to the website, they go on onelist. When they buy one
book, they go onto another list. When they go buy the whole package, they go onto another list.
So they never actually get the same offer. There' s no cross-pollination.

And effectively, what that allows usto do every single timeisupsell. So if you bought say the
Psycho-Combo, which isawhole ot of books, then you get sold the Psychological Secrets.”

So you don’'t see something that you’ ve already bought. And that’s pretty effective for us and
effective for you, | guess.

Panel Discussion, Part 2of 2—-CD 2 of 4

Speaker: One other thing that I’ ve noticed, folks, using Autopilot Riches, say, for example,
someone comes to my website or your website. It’s very easy to get them to, for example, click

on a product, order the product.

Automatically, I’ ve told Autopilot Riches, when they purchase that product, subscribe them.
Say, for example, you sell awealthy product. Subscribe them to the wealthy newdletter. So
then, when you want to mail out those clients again, you click on broadcast and just pull up your
wealthy list, writeit, press send, so it only goes to those specific clients.
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Or dternatively, if you've got an overall list, you can write out alist and you can send it to every
single one in your database, so you can segment them.

But as Mal said before, if you' ve got a good responsive list, use that one. Make the money out

of those ones.
But if you use something like Autopilot Riches, it’s excellent for those kind of things.

Speaker: Okay, just another comment. Y ou guys have to realize that alot of success hasto do

with the receptivity of the person receiving your marketing message.
So you really need to segment your list. I'll give you a specific example.

Internet marketers usually sell alot of stuff. We have many products. So if | have someone
who’ sinterested in copywriting, that person will be on a copywriting list. If I’ ve pitched that
person a copywriting product, it will bea___ message to the right person.

But if | pitch something, say traffic generation, it might not exactly be a good match. So your
response and your conversion rate might go down. Soit’sreally agood ideato keep avery clean
sub-list of who you want to target to. Because very often, your list might be small but your
conversion rate might bereally, really high. And that’s what you' re looking for.

Brett: Good comments. Folks, guess what? The work isn’t being spread even. Put up your
hand if you’ re a speaker and you haven't answered a question yet, please. Can we try to direct

some of the questions to these guys?
Speaker: You aways mike the questions, for the audio product. So wait for the mike.

Attendee: Mike Stewart, one for you. Have you had any experience with digital video
products?

Mike: Quite afew people have been very successful creating deliverable DVD’s. One of the
things I’ m going to show in my presentation is using software called Cantasia And Steven
Pierce was very successful, several people have been very successful creating CD-Rom video

products.
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So yeah, that’ s atremendous opportunity for people to create products that are unique.
Replicating e-books as multimedia products is another opportunity.

A lot of information publishers can increase their income by replicating content they’ ve already
created once, in one format, in multiple formats. And you can also charge higher prices for the
multimedia, the DV D, the videotapes. Even though it’s the same content, it’s more perceived

value when it has that type of presentation.

Attendee: That answersthat. But just one more thing to add. All that has been done in the past
inaship form. Butin so far as downloading it straight off the website, has that been tried and
tested at all?

Mike: Well, asfar as download, full-motion video isjust alittle bit too large afile. However,
the Cantasia content is deliverable in membership websites. | think we' re going to see awhole
lot more of that. Y ou're going to see alot more of people doing streaming media content, where

they are converting the video to real media or Windows media.

So there are ways to make that happen. It’sthe public’s resistance to the multimediasis the
problem that we' re trying to defeat every year here. It’s been working for years, but there's

always been people saying it doesn’t work.
One of my mentions and passions say yes, audio and video is working now, even with dial-up.
Brett: So with the advent of more cable, you'll seethat that is more...?

Mike: 1 think the advent of computers getting faster, better, and being more prepared without
challenges for people, you can’t get a computer today that’ s not fast enough, that doesn’t already
have the flash plug-in into the software.

So there' sthings like that are happening that are making it less challenging for people.

Brett: Mike Stewart, thank you very much. Isthere anybody here who would be interested in
putting video on their website? Yeah? Okay, write this down. Easywebvideo.com.
Easywebvideo.com.

Speaker: Brett, | have acomment on that, before you move on.
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Brett: There'safree report there which actually shows you how to doit. And what they’re
doing isyou can actually do 30-second clips. So let’s say you could set up acamera—it'sgot to
be adigital video camera— and you do alittle straight camera talk, “Welcome to my website.
I’m going to show you so many things. I’ve got five secretsto reveal to you about such-and-
such subject. | look forward to hearing your feedback. Enjoy my site!” That takes up 30

seconds.

They’ ve developed a system where you can actually do that with your home video. Y ou can
convert it using their system. And it plays on a56K modem, like aregular video. I’'ve actually
seen it in action. 1’'m checking it out right now. | can’t totally recommend it to you, because |
haven't used it properly yet. But I’m checking it out. There'sactually afree report that you can
at least get information on that.

Speaker: To answer your question, yes, video can add value to your product. | published a
course three years ago called Sex Secrets Revealed. | hired a sex therapist to talk about different
sex techniques. Our close ratio was low, and then we had some return problems because they

were like, “1’ve heard it before.” We had diagrams and about four hours of audio.

We added video, and our return rate went to zero. I'm serious. We added like seven minutes of
30-second clips of really naughty stuff, and people got what they wanted. They wanted to see
somebody show them how to do something that they didn’t know how to do.

The close ratio went up, because it was video. The cost of delivery, the bandwidth, was minimal.

And the cost of production was like two hours of avideo and then have somebody transfer it.

So it al depends. If you' re teaching somebody like how to do macramé or something and it’s
something you have to show them by video, then it’s definitely useful. But showing me talking,
there' s no use to that if you can hear me on video. But if you' re showing atechnique or
something that’s very difficult to explain — use your imagination — it may add to the product.
And it's made me money.

Attendee: Can | assume that you had fun making the product?

Speaker: No comment. I’m just the publisher.
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Speaker: Can| make acomment on that? You'll probably realize, alot of the audience, that
some of these speakers aren’t using video product. Because obviously, if you're not good-

looking, the sales are going to go down if they see your picture. No, I’'m kidding.

I’ ve found that — thisis not so much on the Internet — when sending out free reports and you add
avideo element to it, like with our software we send out a free report and it comes on amini-CD,
and they read off a PDF, our free report. There’'s also avideo interview on there. We' ve found
sales are far more significant, even though it comesin alittle envelope, not a big box. It still
increases sales by having video.

Speaker: If | canjust throw in maybe the last thing on it, it's very easy to do. | used the
Cantasia, as Mike will be talking about, with my weekly newsletter. | publish audio and video
every week. Just started with the video recently. But using that, I can publish the audio in three
different formats. real media, MP3 and streaming flash. So that way, everyone can have alisten
toit. | also do product reviews, which | do as aflash video, because thisis the best stream on the
web.

Now, where I’m stuck, | have a 33K dial-up connection, can’t get it any faster than that. Can’t

wait until they get cable.

So my only problem is uploading the stuff, which takes me forever. But it runs smooth, soit’s

not a problem. It's easy to do.
Rob: We're actually using video testimonials on our site. And again, for big-ticket items.

For example, | did a seminar last year, and what we did is| had a person in the hall, which I'm
sure probably Ted's going to do, and Brett and Tom. We had a person in the hall taking video of
testimonials, of peopl€e sreactions leaving the seminar. These people were already excited.
They were real excited about what they just |earned, so we took their video out in the hall.

Then what | did, when we got ready for my next seminar, | converted that video into flash. And
that flash now streams pretty well over the Internet. And | can convert a 30-second to one-
minute clip down to about 200K or 300K. Soit’snot very big. Before | converted it to flash, it

was over 100MB, which would have been impossible for people to download.
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Now, imagine thisisatestimonial. It's not only reading what the person said, it's actually
hearing what the person said and it’ s actually seeing the person’ s reactions and their emotions

right there, live, and amost anyone can seeit. And it’svery, very quick.

And Mike, I’'m sure Mike will talk more about this when he talks about video, when he speaks.
But video is very appropriate in the right places.

And again, as far as the sales process, atestimonial is one of the most appropriate places that |

can see to put video online right now.

The biggest problem, though, is the connections that people have. There's not enough
broadband connections to make it publicly used. No matter how small you compressit, you're

always going to have problems with people that don’t have a broadband connection.
You can seeit on dia-up, but it takes a couple minutes for it to download, in some cases.

Brett: What we're saying thereiswith the Internet, if it's video there to be played, there can be
problems with picking that up. Some people’ s computer, some peopl€e’ s line connection, it all
affects who can see it and who can’t. So that’s why we're treating that asalink. Most folks are
thinking, “Huh? That should be easy.” But there are some limitations there. So we're just
trying to talk those through. But it looks like the technology is definitely getting much better and

it's coming to a computer near you very, very soon.
Attendee: Question for Ed Burton.
Brett: Question for Ed Burton?

Attendee: I’'m beginning to see how there would be lots of money out there. How important is

it to set myself up, or when should | set myself up in regard to taxation or something like that?

Ed: Wéll, it dependson if you're business or not. These four attest to bein business. But
generaly, you start off in acompany trust for the asset splitting and stuff like that, to keep the
tax of 30%, witha___ company underneath. Don’t worry, | know I’m going too fast. It will be
there on Sunday.

It depends. If you're confident it’s going to fire, then | would set it up amost immediately into a
company trust type situation for the asset split and for the tax reductions you get that way.
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But if you're not that confidence, then you would start just as a sole trader and then roll it over
once it starts making money.

So uh-oh, I’ve made about $52,000, vroom, into a company trust setup.

Ted: You will enjoy that on Sunday, I’m sure. Let me ask aquestion. Let’sget Tom Hua.
Tom has not been asked a question. Someone got a question for Tom? How about this
gentleman right back there?

Attendee: | would like to know about the merchant facilities. How hard isit to set up and
should you set more than one up at atime?

Tom: I'm not very clear with your question. Y ou're asking about if you wanted to put a
business on the Internet and you wanted to be able to receive from your customer, what are the
optionsthat are available? Am | correct? Isthat the question you asked?

Attendee: It'smore like what sort of trouble do you run into with the banks to set them up?

What are they going to require?

Tom: Well, you don’t really have to have a merchant account. | do business on the Internet

without my own merchant account. | do have one. | use that for big-volume process.

But like the video capture that | displayed this afternoon, | had an account with IBM and | didn’t
have to have a merchant account. And | have an account with PayPal. And | have an account

with ClickBank. Those services are available.

And, of coursg, if you have a merchant account bank, you can fully utilize a service called
eway.com.au, | believe, and it’s fully integrated with Autopilot Riches. Right? _ if you prefer

to use your own merchant gateway.

Attendee: Okay, let mejust explain that. The eway.com.au will be your merchant facility, if
you want it. But you do need to have an offline merchant facility in order to get approval. Let

me explain that.

If you were going to sell something in a shop, you might have a merchant facility which

processes credit cards. Right? Understand that? Y ou’ ve got to have that to be in business, and
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then eway will actually allow you to have the online version of that aswell. Does that make
sense? You can't have one without the other.

But PayPal, Clickbank, allows you to do it without having your own merchant facility.

Speaker: A lot of ussell in US dollars, even though we're based in Australia. And afew folks
were asking before, “Why isthat?’

In our experience, we' ve found that Australians don’t mind paying for something in US dollars,
but there’' salot of resistance from America because some of them don’t quite know where we
are.

| went through college in California, a BA degree level, with people studying developmental
psychology. And they used to say thingslike, “Do you guys have electricity?’ | told some

whoppers, you know. “Do you ride kangaroos to work?’

It's changed alittle bit since then. But we had alady phone us awhile back, who paid afortune
to her bank to get a merchant account, only to realize that she was targeting the US anyway,
could have had it up and running in 24 hours with PayPal or ClickBank, and basically just blew a
heap of money that she didn’t need to.

So don’t any of you have any worries about charging in US dollars. | might be wrong on this,
the tax guy’ s here, but if you' re hosting your product in Americaand you're selling it from an
American server in US dollars, that might have interesting implications for not paying DST.
Who knows?

Speaker: Can |l just make a comment on that as well?

When | first started, | used ClickBank. Living in Australia, obvioudly, | found unlessyou're
doing high volumes, which | wasn't in the early stages, you make a couple of sales, they send
you the check, and it’s an American check. You go to the bank to cash it in, and they said, “We

have to send this back and negotiateit.”

And | found from the day | made the sale, so the person had actually given their credit card into
the computer, over the Internet, and actually money in the bank that you can use was about 40,
45 days.
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I’ ve found now that PayPal is the preferred use for us. But hey, you can use ClickBank aswell.
Speaker: Can | say something there? Sorry.

Depends on which bank you're with. If your bank treats you that way, ditch your bank. Just go
and tell them, “Hey, I’ ve got thismoney coming in.” They told us, “We take $60 in $45 days,”
stand up to your bank. Say, “Noway!” If they won't change, you say, “Look, I'll close my
account and go to another bank,” because we have no problems with that whatsoever, no matter

how big the checks are.

We're getting affiliate checks coming in from all over the place. Some of them are very small.
Some of them are very nice, very large. But if you stand up to your bank... Australian banks
just don’t understand this stuff, you’ re making money on the net. “Are you running drugs or

something.”
But if you stand up for yourself, you won’t have a problem, at least not with Challenge Bank.

Rob: One of the things you can do, aso, there’sacompany | used. We talked about how my
merchant account held all that money, so | wasn’'t very keep on merchant accounts after that. So
what | decided to do was use athird-party merchant account like ClickBank, but | use a company
called MyPay Systems.com.

The reason why | use that is because it’s the lowest third-party fee that thereisonline, asfar as
transaction fee, aside from PayPal. But it'sonly 3.95%, as far as your transaction fee, and it's $1
per transaction.

| know in the US, they actually wireit into us. | know Paul, | know you use them. Asfar as that

goes, do they wire to you?

So they wire actually right directly into your bank account. | know | get it every Thursday
morning. And there' sno big deal. So you don’'t have to put up with your bank cashing a check.

It'swired right into your account. It'sthere. You know it’sgood. And you're done.

It'sagreat service. I’ve been using them for about four years now, | believe, and | have no

problems, no issues whatsoever.
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Ted: Excellent. | want to get Rob to make a comment, and then we're going to move on to the
next question.

Speaker: MyPaySystems.com. There's no zed.

Rob: Being Canadian, we have many of the same challenges that you have here in Australia,
selling into the US marketplace. What | did was we went through an agency to create aUS
corporation, and then we very easily were able to get a US merchant account, a US bank account.
And if you're going to have atarget audience in the US, I’ m sure there must be services similar
that you' d be able to get here in Australia, to allow you to set up aUS corporation or aUS
company.

You basically just need a US bank account and also be able to get a merchant account. Inthe

states, it’s very easy to get a merchant account within 24 to 48 hours.

Ted: Yeah. And following that line of thought, Tom and Brett and myself, we just incorporated
last week —we haven't even gotten the final papers yet —a company called World Internet, Inc.

Internationally formed in the US. Here' sthe URL, if you've got that interest. Incorporate.com.

Just one thing. We're going to take a question here, then we' re going to have one for sure with

Brian. And we're going to switch off of this. We've got five minutes more of questions.

Attendee: It'snot actually aquestion. If you want to get merchant facilitiesin Australia and not

go through a bank, www.stratapay.com.au. A $60 feetojoin. | get $25 if you give them my

name. It's 1.65% as a merchant fee, or 2.65% AMEX or Diners. They do real-time on the net,

over the phone, or we can go through the post office to do your payments.

It's www.stratapay.com.au. You'll be approved in 24 to 48 hours. Everybody gets approved.

Ted: Solved. Okay, Brian Duffell, who is a software creation expert, | know you haven’t seen
him yet. Question for Brian? Go ahead.

Attendee: My question isto Ed Burton, just in relation to the last question.

Ed: That’'salright, you might as well go ahead.
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Attendee: Thisisinrelation to thelast question. Isit possibleto set up an offshore entity ina
non-tax region and have the funds go directly to that entity, to avoid issues with this strategy?

Ed: Isthere anybody from the tax department here? The bottom line answer isno. If you want
to go down that offshore route, basically you have to become a non-resident of Australiaand go
to that tax haven, let’s say Benawatu, which means that you have to live here permanently. One
of thetestsisyou go for two years. And that does not mean atwo-year holiday. That means you

sell everything, then you're resident say of Benawatu.

If you want to play the IV C game with bearer shares and al that sort of stuff, it ain’t on.
Because where the tax department will get you isthey’ll say, “Who controls the company?’ Y ou
say, “| don't, because they’re bearer shares.” Then they’ Il say, “Who controls the bank

account?”’

Now, if you say you do, you're an Australian resident, you're gone. Are you going to giveit to
some guy in the Bahamas to handle your money? That’s what you have to do, which means you

have no control of your money, no interest in the company that runsit. Right?

Now, how are you going to open up a bank account without your details, after September 1112
That’'savery hard call.

I’d say in my professional opinion, that game isover. | wouldn’'t even blink at that.
Ted: | would listen to that one. Question for Brian Duffell? Right here,

Attendee: Obvioudly, | haven't seen your presentation yet. So you may be answering this
guestion when you do it. But when you’ re creating software, do you have a process for finding
niches to create products?

Brian: Yes, certainly. I've developed into a niche market every time. | use aset formulato do
that. But | aways develop to aniche market. That'swhere the target is. Forget about
developing to a high-end market. You've got to market your local ___, your plumbers, your
builders. All you're doing is contacting the local businesspeople in a micro niche market, and

you've got areally good product, believe you me.

World Internet Summit Australia — Volumes 1-6 Page 274 of 342



Ted: Timefor one more question. Anybody, anywhere? Somebody who hasn’t asked a
guestion yet, keep your hand up. The young guy in the blue shirt. Here comes the mike.

Attendee: | want to direct my question to Ed.

Ed, it'sin regard to keeping your property safe, how to keep it far enough away from anybody so
they can't get at it.

Ed: We can makeit bulletproof. It's not a problem about that.

What you normally do, depending on your circumstances, you'd set up a company, $2 company

with adiscretionary trust underneath.

Now, who owns the asset? The trust owns the asset. Y ou don’t own the asset. Therefore, | can't

sue you for it.
That’s part of my seminar which I’m not doing. | don’t have enough time.
But basically, we can put you so safe, bulletproof, Fort Knox, that no one can get there.

Now litigation in Australiais just exploding exponentially, as you know. So what | dois| teach
people how to set them up so they can’t get torte.

So theredlly quick answer, depending on where you are, one easy way of doing that isto maybe
buy stuff in atrust, maybe cross-securitize it into atrust. | know I’m going very fast. And
another way may be to take the equity out of that property and give it to your wife. That
becomes security for the loan that you have on your property. But you don’t own it anymore,

because you gave it to your wife for mutual love and affection.

Now, | need about an hour seminar. But can you protect yourself? Yes. How big of protection
do you want? If you want the real Rolls Royce stuff, we' ve got to go to the Cook Islands. But if
you want 99.5% asset protection, which most people in Australia have got zero, 99.5% will stop
alitigant.

Because look at it thisway. If asolicitor suesyou, it is negligent on him to advise his client that
he canwin, if hecan’t.
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So the solicitor hasto bevery, very . It hasto be more than $190,000 to get you in court in
three years' time. And by then, you're so protected, they don’t know which way their head is

spinning.

Attendee: What about, though, if you' ve got a very valuable property overlooking the water and

you want to protect it from your son’s future wives, so they can’t get at it?

Ed: It'snot so hard. It'snot so hard. Thething isyou can protect it from her. What you can’t
protect it from isyour spouse or your defector. Under Australian law, when people break up,
thereisaset formula. Nothing | can do can protect that, unless you take the money and take it
offshore.

But to protect from your son’s future wife, that is an easy thing to do. Areyou alive or dead

when you want the protection, by the way?
Attendee: No, | meant it.

Ed: Areyou alive or dead?

Attendee: Both.

Ed: Okay. If you'readlive, that'sfine. And then when you die, you'd set it up in atestamentary
trust with someone else as the controller of that testamentary trust. And then exclude her

specifically out of it. So it can be done.
Ted: I'd say you ought to be here on Sunday. I'll tell you for certain.

Brett: A very good line from amovie, which would be simply, “I have a shotgun and a shovel.

Youwon't be missed.” Just keep that one in mind.
Ted, the last one, we' ve got a good question, which | think is worth answering. Okay?

Attendee: | wasjust wondering whether there was any advantage in having a“.com” domain or
a“.com.au” domain, if you’re setting up awebsite that you’ re going to market to the rest of the

world or just within Australia.

Ted: | think anybody could answer that.
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Speaker: If your market’sin Australia, it’s going to help you to get an au. If you're marketing
the whole world, it's going to help you to get a*“.com.”

I’m selling stuff now just to Australiaand | can't get a*“.au” because | don’t have a business
here. Soif they’rejust on Google.au, | may not come up in that search term unless | buy it.

So the answer isif you'retargeting Australians, it's going to be useful. Otherwise, just get
“.com” because that’ s the standard.

Speaker: Plus, it’salso easy to build a page that targets Australia. We're number one for sales
letters. Perth, Sydney, Melbourne, Brisbane, Cambria. We're also number one for sales letters
USA and sales |etters America, even though | livein Australia.

So you can find the same thing with the “.com;” “.au is the American dollar, Australian dollar.
Australians don’t mind buying from a*“.com.au.” But in America, they might not know what a

“.com.au” is. And we don’t mind buying from a“.com.”

So it’ s best to take the path that makes it easier for the bulk of the market to do business with

you.

WEe' ve got about nine different domains. And all of them — apart from one where some moron of
a search engine guru told usto get a“.org,” which we should have stayed away from; | didn’t

know better then —they’re all “.com’s.” And I’d advise anybody to go for a“.com.”
Plus, they’re aheck of alot cheaper if you livein Austraia.

Attendee: | have got some information you need to know. Thelaw in Australia changed about
12 to 18 months ago. About three years ago, | had a business that | was going to put online. |
registered “.com.” At thetime, | wastold that you have to own the business name to register the

“.com.au.”

So | thought | was protected from someone taking that. But the law changed without me
knowing about it.

| wason ___ oneevening, aperson in Adelaide saw me, went to my “.com” website, searched
and found that | had not registered the “.au,” and registered it immediately. And now, it’s going
to cost me at least $3,000. If I’'mreal lucky, I'll get it back. Otherwise, e-mailsthat go to my
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“.com.au” addressthat isn’t me go to the sleazebag who livesin Adelaide. And | get really
annoyed by it.

Speaker: Can| just highlight on that, too? What physically happensisthat if you come up with
agood “.com” name and if you go searching for them now through NetSolutions or GoDaddy or
whatever to try and find agood “.com” name or even a software product for your firm, it just

makes it so hard to do. But once you come across it, make sureit’sa*“.com.au” and really cover

the market. Even“.uk.” Make sure you cover the market before you set everything up.
Ted: Alright, folks. | think we've covered this subject tonight from A to zed.

Truthfully, we could go on al night, and we will have more time tomorrow, more time Sunday.
Every single speaker is here. You are getting agood feel — even for those who haven't had the
time to present yet — what they’ re about.

What we' re going to do —and don’t get up yet —we' re going to go ahead and take a 10-minute
break. We're going to start promptly. Ma Emery has got the real goods for you.

Now, I’'m going to ask the speakers, just like you brown bag, you don’t leave your trash on the
table. Carry your chair back where it came from, if you had to bring one up. And we'll takea
10-minute break. Give these guysagreat big hand! Thank you!
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Mal Emery, Part 3—CD 20of 4

Mal: Lookslikeitisthe night owl session, doesn’'t it? Someone must have a better offer, |

suppose.

Attendee: Bigger busses.

Mal: Bigger busses.

Attendee: Can’t hear what’s being said.

Mal: WEell, you never know. Obviously, some good offersthey had. Anyway, thank you for

comingin.

What I'd like to do tonight, basically, is show you what I’ ve discovered in terms of how to make
money really quickly buying, building and selling businesses. And I’ ve come to the conclusion
that there’'saformulafor just about everything. And there’ s no doubt that buying, building and

not necessarily selling a business but certainly making it available for sale.
Has anyone got a problem with that $190-million website that was sold?
Attendee: It should have been mine.

Mal: Yeah, it should be yours, exactly. So al sorts of things get sold, don’t they? Most people
never get to cash out on those terms. I've doneit lots and lots of times, and I’ ve broken it down

to asingle process.
The thing about this process, it will work in any business, in any environment, if you apply it.

So while we're talking today, essentially I’ ve broken it down to a process that’ s simple to follow.

And you can do it in any particular industry, for any business.

The catch is you need to begin again, with the end in mind. 1t’s no accident that one of those

laws is one of the laws we're going to talk about tonight, as well.

And by theway...
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Attendee: Can't hear what's being said.
Mal: It will be consistent. It'sabit like that, isn't it? Thank you.

So what | want to do, essentially, is start by explaining why I’'m in business. And thereitis,
there. Quite clearly, I’'min businessto buy, build and to create an income to buy good assets,
not to simply pay the wages every week, not to make an income every week, not to just pay my
taxes and employ my staff, although all those things have got to happen.

What I'm really in business for is to buy good assets and keep on paying for them. And my
word for asset — and it’ s fine that you might have a different one — my word for asset is real
estate. So | invest my money in real estate.

Who in the room owns real estate? Okay. Well, passively, in the last two years, we' ve seen

something of a phenomenon take place, which has disappeared. Here we go.

I’m learning to use thisthing. Damn it, I'm learning alot of things thisweekend. Thisisabit
tricky, this machine. It'snot working aswell aswe all would like it, but we're going to do our
best with it. You can't read it. It doesn't matter. But you can’t read it.

What it basically saysisif you owned real estate, a phenomenon took place in the last two years.
Y our property grew nationally by 15.9%. Thisisayear or two ago, by the way, 30" of August,
2002. It'sactually better than this, | suspect right now.

But it means your property grew enormously It was over 100% above a best-ever performance.

Now, the problem with all of that, or the good part about all that, those in the room who own real
estate arein what | call the game. Those who don’t own real estate arein what | call the movie.

It’s just happening, while you’ re doing nothing about it.

So it'sagood ideato get in the game. And the game, to me, isreal estate. But I’m not giving
financial advice. I’m just explaining to you why I’'min business. Because these assets grow

while | don’'t do anything to them.

So clearly, begin with the end in mind. I’m beginning with the end in mind so much so, that |
know why | go to work every day: to buy assets. My word for asset? I'll qualify that. Buy
good assets, and keep on paying for them.
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Australians are disgusting savers, 2.4¢ on the dollar. So you need to get into the game, folks.
Y ou need to get into the game.

Now, the gameis also business. Now, why is business the game? Well, quite clearly, Ed will do
agreat job explaining it, probably alot better than me. | didn’t correct these figures, but there
you go, folks. Mr. Howard takes a 60% slug if you work for someone for aliving, if you're paid

awage.

So you don't get 60% of it, even though you earn it. But when you own a business, you pay

taxes only on profit. Everything istaken out before you pay your tax, not after.

So the system isrightfully designed for being in business. Rightfully, because we take al the
risks. We employ all the staff. We employ 90% of the population. So the tax systemis
designed for us, as business owners.

The famous bank robber Willy Sutton was asked, “Why do you keep robbing banks, Willy?" He

said, “Because that’s where all the money is.” Makes senseto me. All the money isin business.

So if you're not in business right now, you certainly have to go there at some point in time,

because that’ s where the money is.
But most people go into business and fail.

Ooh, who got a $100 fine? Y ou beauty! Do | get to keep the $100, because | was onstage? |s
there any authoritiesin the room? No. You've got away with it so far. Kissthe phone. We just

made a Mars bar, and we were off.

So wherewas |, before | was rudely interrupted by that phone?

Attendee: We must bein business.

Mal: Absolutely, because the system is correctly designed for us to be that way.

But most people, in fact | think it was the national bank did a study. We' ve al heard those

horrible statistics, haven't we? 80% of businessesfail in thefirst year or two years.

Attendee: Fiveyears.
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Mal: Infiveyears? Probably. And then five years after that, 80% of the 20% fail, or something
like that.

WEell, they discovered this. If abusiness owner did three courses, marketing, it’s number one.

Folks, the only dollar in your company that’s proactive is a marketing dollar. Why? Because it
createsadollar. Every other dollar in your businessis against you. Every single dollar —the
electricity, the staff, the car, the whole lot. But marketing creates adollar for you. When you
understand the science of marketing, you can have no limitation on your earning potential, as

some of the examples that have already been shared with you.

So thefirst thing you have to do is become a marketing company. We' ve discussed that, haven't

we? Sowherewas|? | lost my train of thought again here.
Attendee: Can’t hear what’ s being said.

Mal: Yes, three courses. Okay. What of the others might be what, business management or

accounting? So you can bereally good at that. Three courses, and the statistic is half.

Complete study said there is no excuse for going broke. And if you become a great marketer of

the thing, you can imagine what the potential is.
So you don’t have to become one of those statistics.

Now, more importantly, the laws | use are highly predictable. It'swhat | call the high
probability of success. So | can virtually buy any business that fits my criteria of success—1'm
going to share that with you tonight —and I’ m virtually guaranteed success.

| hate those questions but, “How much are you going to be able to sell it for or how muchisit
going to turn over?” Thetruthis, folks, | don’'t have a clue. When the bank manager says stuff
like that to me, | say, “What’ s your forecast?” “Well, the weatherman says it’s going to be fine

tomorrow.”

What hope have you got? None. But | often surprise myself. And1’ll do somelawsin relation
to production capability. Any business you buy, you must be able to take to alevel you need to
be ableto takeit to. In other words, it has the capacity.
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Is there any good buying a hairdressing salon that you’ ve got to knock the wall out from the
building next door, that’s already taken up by another shop, in order to expand to fit more people
in there, to take more money? Not necessarily. There are ways of putting prices up that may

change that, but the truth isit’s an expense you don’t need. Isn'tit?

What about if you buy arestaurant or a café, and the kitchen can only do $X? So you have a
limitation on your earning potential. So you must clearly be able to see that that business you

can multiply or use fivetimes. Fivetimesis present turnover.

So I’ m about designing abusiness for cash out. That is, allowing meto live alifestyle that |
would expect was something | could have just dreamt of. Because at 22, | bought my first
business. | might have mentioned earlier on, | went and knocked on the door of afellow named
Ellen McGrow, Harwickem Hadway, in Harwickem. 1’d just bought a house and land, brand

new. It cost me $20,000. You can’t do that anymore, either.

But | had awife, and she was pregnant for the very first time. Fairly daunting situation, would
you agree? |t certainly felt that way at the time, | must admit. But it was an opportunity
disguised as adisaster. And the universe will give you those opportunities, and you' Il either
listen to it and give you maybe another opportunity, or you' [l wait for the med truck. The
universe will hit you over the head with a piece of four-by-two if you put it off. Can anyone
relate to that? Abso-blooming-lutely.

So you'll ignore this stuff or you' |l do something about it.

Fortunate enough to have awife that believed in me more than | believed in myself. | didn’t
know | was capable of doing this sort of thing. She just said to me, “1 don’t think you need to go
back and work for someone else. | think you can do thisfor yourself.” | said, “Really? Do you
really think that?” Well, she did.

So | went and knocked on Allen McGraff’s door and bought a wheelbarrow off of him and |
bought a hose off him, and a couple other bits and pieces. And | said, “Allen, you're very

successful at this. Your hardware storeis amazing. Would you help me set one up?’

And the unique thing about Allen McGraff isheis till in that same hardware store. | was 22
and I’'m now nearly 52. What’ sthat, 30 yearslater, Allen is stealing the hardware industry.
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Allen has survived what’ s happened in that industry, and | chose to get out of it totally within
three years because | saw what was happening with the multi-national s opening up their big

stores.
So everything | talk about is your business being aracing car, not ajalopy.

Areall products and servicesequal? No. Do | want you to bein afast racing car, the right
vehicle to get rich?

So redlly, I’'m going to cover the right vehicles tonight, where the money is.

So | simply said to Allen, “Would you show me what to do?’ | spent my mother’s $10,000. |
borrowed $10,000 from dear old mom and | set up ahardware storein ____in Western Australia.

Bottom line, within 30 months | sold the business for about 32 and ahalf. | can’t get the exact
figure. 1t'saround there. And | had about $17,000 in the bank.

Now, put thisinto perspective, folks. My house and land was $20,000. So at 23, | wasin a
position when | thought | was going to pay off my house and land for 25 years, like everyone
else, | wasin aposition to almost pay off my house and land with my first effort. And 1 simply
thought about business a bit differently right from the start. We talked about accurate thinking.
And what | said to myself wasthis. “How can | get people to buy from my hardware store, as

opposed to another hardware store?’

For those of you | ever get to coach, the first question I’'m going to ask you is, “Why should |
shop with you?’ | almost can’'t find anyone who can answer that question in a precise, succinct

fashion, that | have awow factor and say, “Wow! How are you going to do that?’

For example, if you were adentist and | said, “Hi, my name's Mal, what do you do?’ “I'ma
dentist. | collect people’ steeth.” What' s their reaction, folks? “Yuk!” What about if | said to
you, “| take the pain out of dentistry?’ Totally different reaction, don’t we? What isit? Wow!

How do you do that?’” That’s a unique selling proposition, a unique customer buying advantage.

If you don’t know why you' re in business and what problem you solve for your clients, guess

what? | haven’t got a bloody clue.
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By the way, thisistotally different from my previous seminar. I’m going to swear alot in this

presentation. 1'm just kidding.

Thisis participation, thisone. | mean really participation. Y ou can throw what you like at me.
I’ll have alot more fun. Maybeyou'll learn alot more. Who knows? Certainly, I'll take the
guestions as we go, aslong as it doesn’t leave ustoo late. I'll keep going aslong as |’ m allowed

to, and we'll get stuck into it.

So get yourself amodel or amentor. Copy what they’re doing. Somebody’ s already walking in
moccasins and done it before you. And that’s exactly what | did. And that’s exactly what |
continue to do today. |’'ve spend about $31,500 on seminars and information products in the last

two or three months, because | invest continually in my own education.
Soinmy case, it's absolutely imperative that you get into business.

Now, just alittle bit of proof for those amongst you who may still be doubting. Here’'s afew of

the businesses I’ ve bought and sold.

Isit going to go on again? Isthat how it works? Not that flash. Can we seeit alittle bit?
There’snot athing | can do about it, folks. I'm sorry. Wetried. That’sit, right? Sorry.

Basically, what it says, I’ ve bought and sold a stack of businesses there. One of themin
particular, | bought for $200,000 and | sold it in five months for $230,000. Who'd like to know
how to do that? And | did very littletoiit.

Can anyone in the room save $200,000 in five months? Isn't that interesting?

So I’'m going to share with you some of those businesses tonight and the exact things | did to

them in order to be able to cash out in such avery quick period of time.

By the way, folks, if | go broke, thisiswhat I’d go back to: buying, building and selling

businesses.

Are there tons and tons of opportunities out there to buy and build and sell businesses? The
formulas | use are very applicable in the real estate industry, they’re applicable in the share
trading industry, | suspect. The languaging doesn’'t change a great deal. For example, where do
| make my money, when | buy or when | sell?
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Attendees:. Buy.

Mal: When | buy. You'vegot to buy alot. It'sthe old story, but you’ ve got to buy it with a
plan in mind as to what you'’ re going to do with that business. So | clearly have a plan.

Thefirst law is clearly own and develop an extraordinary business. Not an ordinary business,

but an extraordinary business.

All of us have gone and bought something from someone and there’ s been a transition take place
in that business, hasn’'t there? Suddenly, a new owner comesin and the placeis painted and
they're selling all these great things that we wanted all along. And then what do they do? They
sell that business, don’t they? And what do we get in their place?

Attendee: Can’t hear what’s being said.

Mal: Yeah, exactly. But what we don’t know about them, they’ re happening around us all the

time, extraordinary businesses.

Take adry cleaning business, for example. What we don’t know about the owner is he' s silently
created a cleaning product that he sellsto all the other cleaners; that he has vans on the road
collecting dry cleaning from al of the delis and news agencies in the city, and places like that.
He' s got joint venture arrangements with clothing people, to dry clean their clothes. Hire places.
There s all sorts of ways. He'ssilently paid off his property and made investments. And all we
seeisthis guy coming to work every day and doing histhing. Don’t we?

We've al, probably today, gone very close to the most extraordinary business on earth, haven't
we? What'sthat? Macker'sor McCheck’siswhat it really is. But it’'s an extraordinary
business. | think they have an average turnover of $2-million per McDonald'’s, with a 79%
before-tax profit. And the owner of McDonad's has to work how many days ayear? One. |
suspect just to make sure the place is still there. But the checks arrive. They’ve got an
extraordinary system. Because what? A system makesyou... rich. So it’s obviously one of my
laws of business. It'sasystem. They have a system of teaching 16-year-olds how to keep their
what? Do their job, but we can’t get them to keep their bedroom’s clean. Can we? But they do

agreat job when it comes to following a system in the McDonald’ s franchise.
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So that line where they say to you, “Would you like fries with that,” that’s responsible for $22-
million salesaday in the States. $22-million aday. An easy little upsell, and | suspect it comes

up on those computers for the kidsto say. That’s an extraordinary business, isn’t it?
Can anyone in the room make a better hamburger?
Attendees. Yes.

Mal: Yeah, exactly. Soisit product? No. It'smarketing. But what isthe big, fat, dumb
competitor going around saying? “We make better hamburgers.” It's marketing. It's not better
hamburgers. And they may like a better hamburger, but who's making all the money?
McDonald's.

So there' s many opportunities to create an extraordinary business. And, as we' ve already
discovered, most self-made millionaires previously made their money out or ordinary, everyday

businesses.

It's only now, with the Internet phenomenon, that we' ve seen this change. The changeisthey’re
making money quickly on the Internet. But ordinary businessis still afantastic way to make

money.

Why has Allen McGraff survived the changes to the hardware industry? Because when you
want something, he says, “Got it.” But it's stacked to the ceiling, and only Allen and his kids
canfindit. But he'ssilently paid off the premises. He owns the shops next door. He was the
president of the Kalamonda Shire for 10 years. And Allen chooses to stay.

But I’ ve gone and bought and sold, bought and sold, had six months off, one year off, three
months off all my life, through this whole process; until the last five or six years, when | started

to get into mail order and eventually teach people what I’ ve discovered that works for me.

So it was a phenomenon alot, because | was the only father at the sports days. Occasionally, one
father would bolt in there, see hiskid do arace, and bolt out. But I’ ve got amazing videos
collected on awhopping great camera about that long, right back to when my kids werein

kindergarten. It’'s absolutely priceless, what | was able to have with my children.
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Thisis not sappy stuff, thisischoice. | just made adecision that | didn’t want to be the absent
father. 1've got the story. My father was an alcoholic and al that sort of jazz. We've all got a
story. | ain’'t going to buy into that one.

But the truth is | made a conscious decision to design a different style of life. You' vegot a
choice to design that life, if you choose. But | began with the end in mind and | found a vehicle.
And the vehicle is buy, build and sell, for me.

So develop a speed mindset. That’slaw number two. Shall | forget this thing for most of
tonight? It'sbasically worthless, isn't it? Yeah, itis. But there s bits and pieces | might have to
put up, that aren’t in the handout. So I’ m going to do my best with those, when it comes along.
Isthat fair? It'saproblem | can't solve, I'm sorry.

So develop a speed mindset, which islaw number two.

Now, we've al seen an elephant tethered to a post, have we not? We all understand that that
elephant could rip that thing out of the ground and charge down the mgjor streets of Sydney and
create what? Havoc. Why don’'t they do it? They don’t believe they can. At some stage,
though, they’re tethered with a chain when they’ re a baby elephant.

Now, in my own case, when | wasin school, | was taught | couldn’t read. And what was | made
to do? | don’'t wish to offend teachers in the room, but what was | made to do as a poor reader in

my class? Stand up in front of the class and read.

So to the age of 41, | would walk a block around bookstores, absolutely petrified of a book.
Makes no sense, doesit? To you, maybe. But to me, | brought the story. | couldn’t understand
how people would want to read abook. It wasjust afrightening processto me. | spent the first

41 years of my life hiding behind everyone in front of me, because that’swhat | did in class.

Don’'t pick meto stand up. | didn’t want to stand. Because what happens to me, up in front of
the class? | wasworse, wasn't I? What did my mate say? Better still, what does my sister say?
I’m 50 years of age and we're driving down south to see Auntie Margaret, who makes the
greatest songs on earth. And my youngest sister, who I’ m younger than, sitting next to me,
turned to me at 50 years of age and I’ ve managed to make a buck, and she said to me, “Malcolm,

you never could read.” 50 years of age.
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So what did | do? | bought the story. Who's guilty, in the room, of buying the story? The
negative programming, listening to well-meaning friends and relatives.

We all bear our share. You go to school, work hard, get ajob, and the government will look
after you. Or get two jobs and multiply your problemstwice. It'sthe only way to make adollar.

Everyone that gets rich has to rip someone off. Who told that one? Is there anything wrong with
being rewarded for your skill level? None whatsoever, although it’s not necessarily got abig
reputation today with all the regulators moving into the marketplace. It seemsyou can’'t even

share what is true and what you’ ve achieved, without a bunch of caveats attached to it.
So I’'m sharing with you today what has worked for me.

By the way, what I'd like to do, if someone knows what I’m doing right now, can you keep
seated and allow the audience to get the lesson for me, please? The lesson’s far more important

than you being successful.

Here'sabook I’ ve sold absolutely thousands of. It’s called The Ultimate Million-Dollar

Marketing Expert. Inthere, | share the tools I’ ve used to be enormously successful as a

marketer.

Who'd give me $10 for that book, please? First one with $10. Here's our winner, but who threw
thewallet? | think I’'ll keep thewallet. He'sbroke. Lotto ticket, The Doll’s House? Does your

wife know about that?

No, not redly, it'sjust a subways card. 1'll take your $10 and we'll find you another one. Isthat

alright? $10. Isthat the pink ones or the green? It'sablue one, isn't it? Thank you.

A bit of creative thinking. Did you see? He couldn’t climb over the people, but that was
fantastic and it deserves to be rewarded. Who sat in their seat, wanted the book and thought,
“What'’ s the catch?” Who always thinks, “What’ s the catch?’ Who thought, “That’ s too
expensive,” or “He's going to make afool out of me, maybe?’ That book sells for $169 in my

business, and I’ ve sold thousands and thousands and thousands of them.
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Who stayed in their seat thinking, “ There' s got to be a catch going on here, or some sort of
problem?’ Because only a half-dozen people really made the effort, didn’t they? Got out of
their seat.

Where have you seen opportunity after opportunity after opportunity and not done what is

necessary to see it come to fruition?

Can anyone relate to the idea that they’ ve had a great idea and someone else has done it and
made all the money? Not many in the room? Gee, that’s surprising. It’s because you never took

the appropriate action that was necessary for it to become areality.

The chairs you're sitting on, folks, began as an idea. And someone did something about that idea

and made alot of money at it, | would suspect.

So ideas are adime adozen. What' s needed is the process that brings them to reality. And that’s

where the catch lies.

Choose carefully, because timing is everything. Would anyone like to buy a delicatessen off me

tonight? He wantsto buy it for $10.
Truth is delicatessens are no longer racing cars. They’re jalopies. Hardware stores are jalopies.

| was in the delicatessen business many, many years ago, when a delicatessen doing $25,000 to
$30,000 sold for $695,000. Y ou can’t give them away today, in some cases doing some really
good turnover. It'sbasically alifestyle decision, generally by the Asian community, to buy those

businesses. Isn'tit? But the worst thing isthey can’t sell them.

Now, | had mine sold. | bought a delicatessen doing $7,000, $7,500 aweek. My biggest week
in a 20-month period, when | sold it, was $33,000. And | had it on the market for $695,000. |
had an offer on the table, signed up and written for $595,000. Was that nice. | paid $175,000 for

it. Isthat nice?

Guess what happened? Timing is everything, folks. In the newspaper, the West Australian
government announced they were deregul ating trading hours and that supermarkets that
employed five people or less could, overnight, open after hours, including weekends. So |

actually lost that sale, through no fault of my own.
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Can those sort of things happen to you? | sold it for $258,000. Ouch! But we moved on. We
took the listen and we never, ever, ever did another delicatessen.

What’s more interesting is how | was able to achieve that outcome with a delicatessen. But I'm
going to tell you later on, because it fits with one of other laws much, much nicer.

Vinyl record company. How about a carburetor business? Wetalk about timing, don’t we? Has
anyone heard about the Club of Rome? The Club of Rome was a group of scientists, experts
who got together in 1971, and determined we had enough oil for another 40 years. They got
together in 1991 and determined there was enough for what, another 60 or 100 years. What
changed, folks? Technology. Our ability to get it has changed.

So it’sthe samein business. Y ou must aware of those sorts of things. So timing is absolutely

critical, in terms of your choice of vehicle that you use to make your income.

Isthe Internet agreat choice? Yeah. It'saphenomenon, and it’s worthy of you being here,
without doubt.

Y ou know what my theory is though, don’t you? We don't just do the Internet, we do it all.
So | want to show you afew statistics, if | can. | don’'t know if thisis going to work.
There' s afantastic book. It'snot going to work, but that’s okay.

There' safantastic book by afellow called Harry S. Dent, called The Great Boom Ahead. | was

walking around in the States, in bookstores, that’s where | went. My wife went other places to
shop and stuff like that. And | said, “Just leave me here, darling.” That’'s abig transition for me,
isn't it? Bookstores, and I'm loving every minute of it. Y ou had to pay afortune to get all that

stuff back, because it weighs so much.

But this book just jumped out of the shelf. 1've got it with me, | didn’t bring it out. Sorry. But
it's called The Great Boom Ahead. Harry S. Dent is the person who predicted the Asian
meltdown, he predicted the crash of ' 87.

Today, he' s hired for enormous amounts of money to predict what’s going on.
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More importantly, Harry S. Dent designs everything he does around the baby-boomers,
Generation X’ ersand DINKS. It'scalled early retirees and age-driven spending. Two-income

families, early retirees, baby-boomer DINK S-driven spending.

Every single person fits a category. What is the largest category on earth right now? Baby-

boomers. They represent an enormous amount of them.

Thisthing here is designed to show you exactly what was going on. Because in 1987, the shape
of the pyramid — and that’ s all that’s important, you don’t need to know the stats, we' ve got
males on one side, females on the other, we had a pyramid shape — something happened in 1987
that was also a phenomenon. It was the effect of something that happened in 1967 or
thereabouts. It wasthe pill. What you're seeing there isfor the first timein history, there was
lower birth rates than there was people moving through their life cycle. It'savery unique time

in history.

Now, the largest group there are baby-boomers: highest-earning, highest-spending group, most
entrepreneurial group in history.

Now, if they’re who you're selling to — and you should be, because they’ re the biggest and the
highest-spenders — what do you need to know about them?

Attendee: Everything.

Mal: Just about everything, yeah. | know abit about them. I'maclassic. I'mright inthe
middle of the baby-boomers. Typica baby-boomer, at this point in time, the average baby-
boomer is51, 52 years of age. That'swhatthe  'sabout. That’s actually inviting back the
retro part of our life, reliving that stuff, getting some leather jackets, looking tough because we
ain't, al that stuff. Absolutely. Relivingit. That’swhy the retro stuff is selling. The juke boxes
and all those sorts of things, they’ ve just clearly defined what we want and who we are.

The catch is our buying habits changed dramatically in our 50" year, because we' ve kicked out
that son and daughter at about 29 years of age. Haven't we? We don’t need the extra beds and
the washing machines and the rooms that we needed before.

So our spending habits have changed dramatically. We may have sold that beautiful house in
City Beach overlooking the water, moved to something that could be loosely described as a shit-

World Internet Summit Australia — Volumes 1-6 Page 292 of 342



box in Suviaco somewhere, the cockroach-infested thing. And they’re describing it as the best
thing they did.

I’ ve met these people at parties and I’ ve said, “Why have you moved from City Beach, looking
at the ocean, to Suviaco?’ “Waell, we're near the cafes. We're near the theater. We're near the

trains. We're near Suviaco Oval. We'vegot the  and we' ve got the movie houses.”

They’re moving there for lifestyle. But it’'s happening everywhere. You don’'t haveto be a
rocket scientist to make money in real estate, do you? Basic law iswhat? Buy within 20
minutes of a GPO almost anywhere in the world. That’sit. I’m not giving you advice, but it's

where | buy. Becauseit’s going out what? Disproportionately.

What if you attach aview to that? A bit of water, abit of city? Disproportionate growth.
Y es, please?

Attendee: Would you repeat that again, please?

Mal: Which bit?

Attendee: Thelast thing you said.

Mal: Thereal estate stuff?

Attendee: Yes.

Mal: Okay. | buy within 20 minutes of a GPO.

Attendee: What'sthat?

Mal: I'm sorry, post office. The central city. Because it grows disproportionately. Just a

simple choice.
Sorry? | can’'t hear you.
Attendee: Can't hear what's being said.

Mal: What’'s meant to be? What law? |I’'m just explaining what | do. 20 minutes. You're
going to be pretty close. A reasonable drive. Where we live, Connie, it’s Kennington and

Kennybot. 20 minutes, you can get in there.
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Who'sin control here?

Attendee: Can't hear what’s being said.

Mal: Well, Ted setsthe standard. It’'s going to cost you $100.
Attendee: It wasn't my phone.

Mal: | don't care whose it was. He was wearing it.

So it’s absolutely important that you choose very, very carefully.

Hang on. Have you heard of the TENS? Two income, no sex. The SPEW’s. The SPEW’sis
actually DINKEM. Great group. Saw it in the paper about four months ago. Single,
professional, educated women are a fantastic buying group. Any professional women planning
to have six kids in the room and get married? No fellows, we're being deleted, I'm sad to say.

That’swhy I’ ve done some research at home. | paid to have some research done on a property |
own. It'sin Mount Hawthorne, very close to Leadiville. And the research came back that |
should build two-bedroom, two-bathroom townhouses designed for who? The SPEW’s, because
they want to take in a boarder, so they can live near the cappuccino strips, which are actually
$100,000 dealer, but I'm right on the border of them.

That'swhat I’'m going to do. Isn’t that great? | know exactly what to do. And they want a
washing machine and adryer or something, or whatever itis. Okay? That’sthe story. |
designed my construction to their needs.

There' s one other group, too. The LOMBARD’s. Someone knows? Lots of money, but areal
dick-head. Anyone know anyone | just described like that? Down in the front here.

So the governments of the world maintain they control gross national spending. They actually
control. That is, they control about 16% or 17%. Therest of it iswhat? Us. It'swhat you and |
do. We arethe cause of it. Not anybody else, it’s us.

So if you understand what this group of people want and need, and the number one prerequisite
for a baby-boomer iswhat? Added value. That's how he chooses to shop where he shops.
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That’ swhy thisformulathat’s been used all weekend had added value written all over it; and, in
some cases, had the hot spot, the thing, the one thing that drives the sale, the Ferrari.

If you can hit the Ferrari to this group, they will throw money at you. Absolutely throw money
at you.

That’ sthe overhead on the SPEW’s. Y ou don’t need to see that.

So the fastest-growing group is over 80. The fastest-growing group is over 80. Inthelast 15
years of our lives, we'll spend 80% of our disposable income on alternative medicine. That’sthe
explosion of alternative medicine, isn't it? Because we weren't doing what? Drugs. Doctors are

down 49% in Americatwo years ago. 49%. It'sjust you and | saying, “We don’t want that.”

Soisit okay to design your products and services around what the wants are, as a conscious

decision, so you'reinracing car, not a...?
Attendee: Jalopy.

Mal: Yes. Andwe ve seen these explosions, haven't we? We have. Slowest growing, zero to
nine. My father’sone of 13, | was one of six. Who's planning to have five kids in the room?

Y ou ask your wife first. Y ou know, he's not married for good reason. Have you told her what
the deal is? And

Attendee: Can’t hear what’ s being said.
Mal: And sheain’'t buying.
Attendee: Can't hear what’s being said.

Mal: Threewives? Threekids. That’'sagood idea. You want five kids, three wives, one and
half each, or something like that. That’s not bad. Y ou’re multiplying your problems... | don’t
want to go there.

He will retire at 57, statistically. Shewill retire at 55. Shewill live another 32 years. They're

still outliving us, folks. And he will live another 27 years.

So that means your retirement is going to be what?
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Attendee: Can't hear what's being said.

Mal: Yeah. And who the hell isgoing to look after you? Oh, _ funds. I'll just find the
statistic on funds here. I'vegot it, folks.

The experts can't tell you how to look after your money. Who is responsible for your money?
Who will look after your money better than anyone else on earth? You. So you must take what?
Total responsibility. And blame no one. Because they can’t show you how to make money with
your money. And you're here. So congratulations. You'rein a place that’s about improving

your life. And you’re avery unigue group.

How long have you got left? That’s an interesting statistic. If you're going to live to 80 years
and you my age right now, I’m down to about 1,500 weeks left. Bugger! Someone get me a
drink. | never thought of it that way. Hang on, I’ ve got to sleep, don’t 1? Oh no! It’s getting
worse while I'm standing here. And then I’ve got what? | don’t work on weekends. Soif I'm

going to create wealth in my lifeand I’'m going to sleep and I’'m 50...

Let'ssay I'm40. If I’'m 40 and I’'m going to die at 80, you’ ve got 2,080 weeks left. Out of that,
if you're going to create wealth in your life and you take out the fact that you sleep, the fact that
you may have ajob right now or do something already, the fact that you don’t work on
weekends. Aussie’ sdon’t work on weekends, by and large, do they? And what about family
responsibilities? You've got to have time for afamily, right?

Robert Kiyosaki, business guy in Hawaii __ said to us, “Sleep next month.” He meant it.
Didn't realize at the time. In 16 days, folks, and the most sleep | had in 16 days was three hours
on atruck. | didn’t realize he meant it.

Y ou know, folks, if you really have to make this thing work, and when you look at the stats and
look at how old you are now, you have to make some decisions. Because there' s not alot of
time left.

How much money do you need in your retirement? Well, there’ s some retirement figures

available.

Who'd liketo retire at 55? Sounds like a good age, doesn’t it? Well, at 55, for you to retire on

the lifestyle you want right now. Sir, excuse me. What’'s your name?
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Attendee: David.
Mal: Hi, David. How much would you need ayear to retire on?
Attendee: $100,000.

Mal: Ooh. Well, multiply $100,000 by 17 to provide you with the lifestyle you’ re used to and
you desire. So that means you need $1.7-mill cash. Thisis presuming you own your own home.
Isthat a scary figure or not to some people? Maybe yes, maybe no. It'salot of money, in any

event. Isit not?
So how are you planning to retire? That’swhat you' |l need for David to maintain hislifestyle.

So write down on a piece of paper, folks, how much you need to provide you with the lifestyle

you’ ve become accustomed?

Now, the interesting thing about my dad iswhat? Well, when my father retired, he was going to
what? Tend the roses. The good thing about roses, roses were cheap. And sadly, folks, | ain’t
going to tend someroses. I’ m putting those things onto green concrete asfast as | can, if my
wifewill let me. But I’'m not doing the gardening. | haven't doneit for 20 years.

Now, | represent the masses. We don’t want to do that job. We're hiring someone.

Have we seen an explosion on services? |sthere agood reason for that? Take away a pain that a

baby-boomer has, and he'll pay you handsomely. He doesn’t want to do that stuff.
So that’ s why there' s an explosion in those opportunities, in those businesses.

If you want to retire at 60, multiply it by 14. If you want to retire at 90, multiply it by zero.

Y ou'’ re not going to be around, so that doesn’t matter anyway.

So what businesses will be hot? Have you got alist of what businesses will be hot there? Can
you turn a page for me, folks? Have you got your handouts from before? It wasin those
handouts that | had before. 1'll read them for you.

It's no secret. Home services, cleaning, ironing, gardening, home deliveries, medical, dental.

But not the dental we used to get. It'sadifferent style of dental caretoday, isn't it? Have we
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seen the explosion? One of the best-selling products in the States has been a tooth-whitening

product. Enormously successful.
Travel agencies. Niche travel agencies.

My wife and one of our friends, my wife hasn’t gone as yet but she’ strying to drag me along, to

Prevance, to go on walking tours. There's obviously a good reason for that.

But our friend, who is about 68, has done every tour that’s available. She's done al of these

walking tours all around Europe.

So it would be a great idea to be a niche marketing travel agency. And that’s exactly what the
City Bridge Travel Agency is. They design walking tours for people like us, with lots of money,
who want to do those sort of things around Europe.

So it'snot just any old travel agent. |sthere any money to be had selling air flights to Sydney?
No. You've become acommodity. A commodity is something bought on price alone. You
never should alow your product to become a commodity. But you're in thisroom and you know
about what? Added value. So you never will be acommodity. Who wants to buy pizzas, $6 a
pizzain Kirth? What’'s it become? What does my daughter say when she hops on the telephone
to order a pizzafrom these guys? “What's your deal? What’s your special? What' s your deal 7’

They’re so educated, they’ ve done such agreat job on us, folks, they’ ve so educated us that now
they can’t charge you what their pizzaisworth. Isn’t that interesting?

What about the sales before Christmas? Apart from this year, it's been said in the press that
sales areterrible before Christmas. Correct? Why? After-Christmas sales. Have you seen those
stampedes on TV, and peopl e getting knocked over? They did such a good job marketing to us,
that now they can’t sell their product before Christmas without discounting them. Isn't that
fantastic? The poor old retailer waits all year and then can’'t charge and get what his product’s

worth.

So don’'t ever allow your product to become a commodity. Don’'t even think about going there.
| can’t give away that secret, it hasn’t happened yet.

Attendee: Tell them.
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Mal: It'sgoing to be amillion-dollar franchise, so | can’t touch it.
Attendee: Can't hear what’s being said.

Mal: Aren't they? Alternative medicine. Club and club memberships. You know, it’s getting

harder and harder to become a member of certain clubs. That’s because the explosion of retirees.

Home security. Can you understand that one? That’s us aging and becoming insecure around
our security. So there' s a massive opportunity in the security industry to apply a great marketing

systemtoit.
For example, there’s many, many forms of security. Tour guards, theaters, plays.

Home study information, courses. |I'min the information business. Why? Because that’s where
the money is. We're desperate for knowledge and we' re happy to pay for it. And it hasahigh
perceived value and costs nothing to make, or very little. Isthat aracing car? Absolutely, it'sa

racing car.

So what do people want? All products and services are based on problem, solution, pain to
pleasure. Peoplering me up and say, “Mal, | just can’t create a product. | don’t know what to
sell.” Youdon't create aproduct at al. You simply say, “What group of people have got a

problem, where | can take that problem away and provide them with pleasure?

One of our clients has just sold a business he started in 12 months. | can tell the story on that,

without naming names? Okay.

It's Matthew’ s uncle. He bought my mail package off me, because Matthew told him to do it.
Matthew’ s a finance home loan broker, who wipes the floor with everyone in his organization.
And he started from zero three years ago. Because he's amarketer of the thing, not a doer of the

thing. Anyone can sell you ahome loan, can’t they, but not get all the clients?

So Matthew’ s uncle hurt his back as a private school phys ed teacher. Seriously. So much so, he
couldn’'t work. Had awife, like most of us do, two kids and a mortgage. Does that sound a bit

daunting?
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WEell, he bought a package from me. He listened to what | said in the package and he hopped on
the Internet, and he typed in the problem. Who wants to know what the problem was? Snoring.
And up lit the Internet.

These guys are giving you some sites to go to, to see what things are searched on. Haven't they?
| know they’re available. What are they, Chris? Canyou cal it out? Is Chrisin the room?

Do you know that website where you go there and they tell you all the numbers that people have

searched on a particular problem?
Attendee: Can’t hear what’s being said.

Mal: Isthat it? So now you can just go to asite and you can see that umpteen people have got a
snoring problem. Issnoring areal problem?

But snoring is so much of a problem that this gentlemen typed it in, up came a product called
Snore Ban. He did ajoint venture with a company in the States. He lands them for $30-ish, a
little bit under now, | believe, sellsthem for $187 using the direct marketing system of running
ads, just like | showed you, leading to a 24-hour free recorded message, getting a free report.

Mal Emery, Part 4—CD 2 of 4

Mal: | don't know the percentage of sales, but one day he rang me and said, “1 sold 22 today at
$197.”

He followed the system in the package. He went to the Internet and typed in the problem.

Another great story for you. Just before Christmas, | was taken to lunch, and my wife, by Karina
Herbert. Karina Herbert just won 2003 Under-30's Women of the Year. She was 27 when she
bought my pack and she had athree-month-old. She'sapsychologist. She didn’t want to be a
psychologist anymore.

She bought my pack. She had athree-month-old. She didn’t know what she was going to do.
But strangely, Karina had designed a baby wrap. It's called Snug As A Bug today. She sold
65,000 in two years, al made in Australia.
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Isn't it great when you can teach people things like this? Y ou see the effect of what | teach?
Can you imagine the people employed in this process? 65,000 in Australia, now sold in five
countries: New Zealand, South Africa, UK, Canada and Thailand. And she'sin 450 outletsin
Australiain two years. It'smoved out of her house, by the way. She's got premisesdown in

Mandra

Isn’t that a great story? So she's got her kids at home, her babies, and she wraps them up. And
guesswhat? The wrap doesn’t stay on, doesit, ladies? It doesn’t so much, that 65,000 have sold
intwo years. She simply tied in some leggings into the bottom, sewed them in, put a hood on the
top, and put Velcro onthe side. Isn't it beautiful? She’ d made them for herself and her friends.

She ran an ad where, folks? Come on. Where? In a baby magazine, where mothersgo. _ to
the formulas I’ ve described, all the direct marketing formulas that are shared with you all the
time here. Fear. The phoneslit up. Her first order she took, she was doing the washing. Did
the people who placed the order know she was at home doing her washing? No. Isn't it

interesting?

So you have instant maturity, where if you bought a traditional business, would you have that
same ability? Maybe. Possibly not.

So Karina Herbert has made so much so, that she’ swon this award at just under 30, she tells me.
But isn't that a great story, folks? Wasit very difficult?

Y es, please?
Attendee: What'sthe goal of getting a 1-800 number?

Mal: Youring TelstraBusiness Lines and ask them for a 1-800 number. And depending on
who you get, it will take between three days and three months, and should cost you about $180,
last time | bought one. 1’ve got about 10.

Attendee: $99.

Mal: $99? It'sgonedown. It'sacommodity. They haven’t much competition, have they? So
that’ sinteresting. They do put them on special from time to time. It’s the lousy numbers, they
can’'t sell.
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So you got that? But you attach a message bank to that, called a virtual message bank. It cost
you about $10, $15 a month.

Attendee: $6 amonth.
Mal: It'sall gone down.
Attendee: Can’t hear what’ s being said.

Mal: | need to review all that stuff. Youdon'tneed _ , but that’s okay. If you can’'t get your
message over in 90, you don’t want to be selling on that thing because you’ ve giving away afree
report. You never want any part of the process to do more than it should be doing. It'sjust a

free report.

Is there any obstacle to afree report? What about if | throw inaCD or video? You'll actually

be sitting by your letter box, waiting for it to arrive, won't you? Just like the Snore Ban product.
| digress.

Financial services. That's because we're trying to work ahead on discount money and retire rich.
Education. Definitely experiencing the explosion.

Marketing, coaching, a huge business. |’ ve got some information on the potential of coaching
about 10 years ago. | put it in the Harold and Weekly Times. And it listed the income of
professionals and other individual s in the marketplace. And by 2010, coaches will be number
eight highest-paid individuals in the marketplace. Why? Big businessis outsourcing. And the

demand for people coaching people to do something better.
Wasn't that an interesting statistic?

And what happened since then? Well, these coaches have appeared in al sorts of facets of
business. That’s correct; provided they’re qualified to teach. That’s my caveat: choose your

mentors carefully. Very, very, very carefully.

It just so happens the next law is choose yourself amodel or amentor. Anything elseistoo

risky, folks. What did the pioneers get in the early days, when they came over here? Or more
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specifically, in the States? There's absolutely no reason to be a pioneer. Someone has walked in

your moccasins and someone' s done it before you.

Get yourself that coach, that model or mentor, who' s doing what you want to be doing. Isit any
good listening to well-meaning friends and relatives who haven’t done what you want to do?
The last thing you want to do is mention it to them. Do they want you to break the mold and be
successful? They’ll tell you that they do. Some part of them does. But the truth is they don’t
want you to be different. They don’t want you to move outside their circle, if you like.

So if you want to be a great, healthy person, you get someone who already is healthy to coach
you to be healthy.

Arnold Palmer, at 71, hasjust hired a swing coach because of his lack of flexibility. And |
suppose hardening of the muscles, or whatever. He hasn’t had a coach since his father taught
him. Arnold Palmer’s a unique fellow, of course. His coach has changed his stance and

convinced him to change clubs, because he still wants to hit a good ball.
So if it’s good enough for Arnold Palmer, folks...

What about all the sports people? What about the rest of the golfers? They’ ve had coaches
through their whole lives. We aren’t going to make that. We aren’t going to get near that.

What' s the rules tonight?

Attendee: Can't hear what’s being said.

Mal: Go until I'm finished?

Attendee: Can't hear what's being said.

Mal: Okay. Someone unanimously voted. Isthat okay? I'll keep going. Leaveif you must.

So only 9% of successful products exported from the States. Only 9%. Isthere ahuge
opportunity there, folks? They’re already successful and already selling, in an environment that

we're not being sold into.

The key isto find someone or something that’s already working, and then duplicate it here.
Time and time again, | see that happen.
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Begin with the end in mind is law number five. That deli that | sold for an enormous amount of
money. I'll tell you a café story, which | bought for $30,000 and sold for $230,000. Isthat a
good story? In five months. It was closed on Hay Street in the city of Perth. An Irishman —no
offense to the Irish, my mother’s name was Kelly — had bought it and spent $250,000 putting in a
kitchen and toilets and all those sorts of things. Anyone been arestaurant guy in the room?
What' s that going to cost you? Lots.

Not much change out of $250,000 to $300,000, depending on the quality of the fit out. But he
wasn't avery good businessman. And in three months, he closed. He called this business
Sizzley’s. Why do you think he did that? Because of Sizzler's. They opened up at the time, and
it was something of a phenomenon. And he thought it just calls himself asimilar name,

everything would be okay. Not true.

| paid him $30,000, which | paid him too much. | was being generousin those days. But the
truth is he had what hanging over his head? A lease to the Freecorn’s family of 10 or 12 years.
He had it on the market for $75,000, and | said, “I’ll take over your lease and pay you $30,000
for your fittings.” | paid him too much. That’sthe actual facts. He was actually very wealthy,
very, very wealthy, and the $250,000 meant nothing to him. Nothing at al.

So the lesson hereisthis. Their reasons for selling are none of your business. Y our reasons for

buying are none of theirs. There’s no connection.
So | should have offered him much less and shook the tree, and see what happens.

| went to the Freecorn’s family, or their leasing agent, and said, “I want six months freerent in
your closed-up shop.” What'sin their interest? How istheir property valued?

Attendee: Therent.

Mal: Therent, based on therental. They had the Irishman. That wasn’t a problem. But they
owned the business next door, aswell. Doesit ook good when you'’ ve got closed-up businesses
in the street? No. So they gave me six months free rent.

Did they have a sense of humor when | sold it in five? None whatsoever. Can’'t understand that,
really.
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| owe someone that book. Remind me later on. Down here, isn't it? Yeah. Remind me of that
book. Just remind me later on, in case | forget. 1’'m going to diddle around the room. We'll see
if we can get her an extra-special Mars bar somewhere. The king-sized. That was a king-sized

earlier on.

So what did | do to this business? Well, thefirst thing | did was | splashed out the walls with
“new food concept opening soon.” Did | have aclue what | was going to do? No. No chance.

But | began with the end in mind, didn’t 1?

So because you guys are so wise over here, | hopped on an airplane and | came to Sydney. A
long time ago, we had one big shopping center, like you guys had. Labels upon labels upon
labels back then. Commonplace today, even in Perth. But | went into afood hall and | saw this
particular Italian member of this food hall was packed out. People were surrounding him. There
was a stairwell just next to him, and | hopped on the stairwell and | started taking photographs of

the business.

True story. The Italian mama rushed out of that place, virtualy with something in her hands to
beat me over the head, and said, “What are you doing?’ And | said, “I come from Western
Australiaand I’m staggered by the success of your business. All these other guys, they’re not so
busy. You'reflat-out. I’'m just admiring what you’ve done.” She let me off the hook. | said,
“What have you done here? What's so special? Why are you so popular?” And she said, “Well,
we market everything fresh, and we use fresh this and fresh that, and we make our sauce

oursalves.”

Isthis black doc going to make the sauce himself? No chance. No chance whatsoever. | want a

system for that thing.

So | looked at thisand | knew, because I’ d watched what happened. “What' s your best-selling
products?’ And | watched, and there — how’sthat? Scary, huh? My wife won’'t be impressed.
Problem is just magnified immensely.

There were some things she was selling there, and there was spicy wedges. She coated them

with bits and pieces, and they’ re running out the door. Just running out the door.
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So | couldn’t wait to get back to Perth. But I’ m into widgetizing, folks. I’m into packaging
things and giving them atitle. The basics and the deluxes.

Sowhat | didwas | put adollop of sour cream on top and some chopped-up chives, and | called
them hot lips. And people walked from one end of Perth to the other for these hot lips. It was

something of a phenomenon.

Now, | went to aplace called Sealance. First, | went to Peter’s Ice Creamsin Perth, who sell
frozen food. And | said to him, “Look, | want these spicy wedges things. Can you get them for
me?’ They said, “We launched that product five years ago, it was afailure.” | said, “Oh, isn’t
that interesting?’ | said, “Would you get them for me?’ They said, “No, they come from
Canada. We don’t even make spicy chips back in Perth.”

So | hopped on the phone and | called a place called Sealance in Freemantle, who do frozen fish
and all that sort of stuff. Andthey said, “We'll getyoua___if you buy the pallet.” And| said,
“Would you store the pallet for me, because I'll draw umpteen boxes aweek,” to which they

said, “Yeah, no problem.”

So here | am with my bags of wedges, with my dollop of sour cream, turned into awidget with a
name. Y ou want to name your thingsin your business. I’ve proved it time and time again. | call

it apack, the lover’ s pack. The import/export success pack, basic and deluxe.

Giveit atitle. We see carsfor sale, don't we? Andthey adda___ onthe front, put aroof rack

on the top and stripes down the side and call it what? A limited edition, sports limited edition.

Y ou could go in there and order all those things and drive it out the door any day you like. But

they turned it into what? A widget. They packaged it. Y ou must package your products out.

Was there alot of things packaged up on that website? They added this and they added that,
didn’t they? | would have had an A/B offer. | would have had no problem with price. There

would have been a very high price and avery low price. Maybe.

So not only that, | also added value in my coffee shop, because | added soda water to my coffees.

So when you came in and bought a coffee from me, you got a glass of iced soda water with it.

Anyone here in the room from Coca-Cola? No? | can't get in too much trouble.
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Y ou know those post mix machines, where they pour the Coke from? If you disconnect or allow
them to run out of Coca-Cola, because they put two Coca-Cola on each one, guess what you get

free? Sodawater.

So | bought anice box and | serve my coffee up with soda water, and | trained my staff to tell the
story — because marketing is everything. And | said what? When you have coffee and have a

soda water with it, it cleanses your pallet.

Perceived value of what? Back in those days, coffee was $1.60. That wasalongtimeago. It's
$3.50 in Perth now, or thereabouts.

| added the soda water, so what perceived value were my baby-boomers clients getting? $3.50 or

thereabouts. What was it costing me? Almost zero. An ice box and some cups we had to wash.

What happened when we delivered it to them, when they bought a coffee from us? The first
thing they said was, “I didn’t order that. What’s that soda water for?” “That’sthereto clean
your pallet. When you have a coffee and it’s a bitter taste in your mouth.” It's a beautiful thing
to do, folks. Just sensational.

But more important, we added value to our clients. Who did they tell and who do they hang
around with? Clientsjust like them. And what did they do? They brought them where? To me.
Then | designed arange of rolls. | gave them names like Paradise Polly. Anyone can work that
one out. It'snamed after my wife. Her name’s Pam, but we call her Polly. A bit of spicy sauce.

She’snot here, | can’t embarrass her. | would if | could.

Spicy sauce, sun-dried tomatoes, avocado, and some chicken. And | called them Paradise Polly.
| gave anameto all of our rolls. Because what happens when you go into a place —we'rein the
city, folks—and guess what they want in the city? Fast! And what happens when you go into a
place and you say, “Oh, I’d like some chicken and can | have some tomato?’ That’s down here.

“] want some avocado.” What’s that costing?
Attendee: Can’t hear what’s being said.

Mal: And money. Butif | say, “Here’'smy rolls,” and they want that, how easy isit? I'm
training them to buy what | want them to buy.
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Train your customers to buy what you want them to buy, not what they want to buy. Give them
names. Givethem titles. It allowsyou to systemize your business. One of the lawsis systemize
and cash out.

If you are acog in your business, you will become acog. Never becomeacog. My business
runs without me. | stuff it up. 1I’m getting away. You will, too. And have limitations on your

earning potential.

So people come in and buy the rolls in the name that we want them to buy. And we serve them

quick and fast and get them out the door.
Where can you apply this to your business?

So | was able to sell it for $230,000. Do | put it on the market? No. | don't think I've ever run
an ad for any businessI’ve sold. You don't haveto. Because abuyer will cometo you or a
broker will come to you, and you'll sell it on your terms, at your price. And they’ll be making a

beeline for your door.

Sometimes, you can be lucky. A guy camein for asale —there’s alesson here for al of us—and
an offer of about $185,000. | made the fatal mistake of telling afriend of minewhat | paid for
the business, $30,000. He told someone else, who told someone else, who told who? My buyer.
He spoke to someone on the weekend after signing up on the Friday with me, camein on
Monday morning. The broker said the sale' s fallen over, because he found out what you paid for
it. And he was not prepared to see you make that much money. It was turning over $10,000 a
week by thetime | sold it, in five months. He wasn't prepared to pay me a profit. My big mouth
lost methe sale.

But the universeisincredible. One week later, the same broker walked in the door with an offer
for $230,000. Isn't that beautiful? 1I’'m really glad that sale fell through.

Folks, beginning with the end in mind is absolutely critical. If | didn’t know | was going to cash
that thing out, if | didn’t know when | came to Sydney, what | was going to do and what | was
looking for, for that particular business, please don’t sit there and think this only works for food

or something like that. I’ve doneit inindustry after industry.
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Another one of my clients has just won 2003 award for the whole of Australia, 50 or 100

employees. | applied these secrets to their business. It's abig business now.
So don't try and work out why it won't work. Try and work out why it will work. Okay?

Most of you, however, won't do this. That’sjust the stats. Y ou won't begin with theend in
mind, and you'll be affected by things that happen around you. In other words, someone will
come along and say, “I’ ve got this opportunity over here.” And guess what that will do? Take

you off-course.

Apollo 11 was only on course 9% of the time heading to the moon. But it was doing this, folks,

because it knew where it was going.

You've got to make likean __ missile and let nothing take you off the course. Y ou wouldn't
firean arrow into aforest or something like that, hoping something would run into it. Would

you? It doesn’t make any sense, doesiit?

So why dowedo it in business? Most people buy a business and then go, “Oh, okay. | know
what I’ll do. I'll dothis. Oh, that didn’t work. I'll do this.”

That’swhy they fail. They didn’'t begin with the end in mind.

Y ou’ ve got to know what you’ re going to do with that thing, so you can choose to cash out when
you're ready, to your ultimate customer who puts you on the beach, out of business. Isthat a

good idea?
Y ou won’'t have any trouble selling this thing, when you design it around these laws.

There sthat famous Steven Covey story, the guy who copied my hairstyle. I’ ve been like this
for 11 years, so that’s not too bad. | think he' s been like it longer, unfortunately. But there you
go, you get that.

But he'sgot agreat story. And it'sastory he tellsin the Seven Habits Of Highly-Effective

People. It goesabit like this.

This guy turns up to his mate's place, and he’s out in front of the house, and he's sawing up a

tree. And there s sweat pouring off him and he’ s working away in the midday sun. And his
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mate saysto him, “Listen, why don’'t you take a break? Have adrink of water and sharpen the
saw.” And the guy said, “Can’'t you see I’ m too busy sawing, dumdum?”’

Where are we too busy sawing? Where aren’t we taking the time to do this stuff? Because this
isthe stuff that makes us the money. Where aren’t we sharpening the saw in our business or our
potential business? Because thisiswhat makesit easy, and thisis the stuff that ensures you
don’t go broke.

Y ou'’ ve got to sharpen the saw, folks. It'sthe only type of saw you want to be using. Would we

agree? Or do we want to hack that tree up with a blunt saw? No, we don't.

Deliver massive value. No secret. |’ ve described the coffee shop to you. The soda water cost
me next to nothing to do. What did the buyer of my business do with the soda water after | left?
Stopped it. But didn’t quite stop it, but didn’t do it all thetime. Did it sometimes, didn’t do it
others.

| went in for a coffee because | like the processand | said, “Where sthe soda?” “Oh, we do it
when we feel likeit.” What happened to that business?

Opportunity to take it back over again, of course.
Attendee: Can't hear what’s being said.
Mal: Another six monthsfree? No, no. | think they would have been ready for me thistime.

I’ ve taught you about the Mars bar this weekend. Can you see how added value works? Isn't
that an amazing process? Marsis so sharp, folks. They know they’ ve got two clients; 200
boxes, they get 40 free. So where are you going to stack that thing? Yeah. Every single time.
So they make it attractive for you to buy and they make it attractive for the retailer to sell them.

Karina Herbert originally sold her blanket through direct mail. Then she created afax to the
lawsthat | teach in the mail order package, and faxed it to baby retailers, retailers of baby wear.
| didn’t know there’s 450 outletsin Australia. She made them a great offer.

Here' syour formulafor great copy. Please don’t complicate this process. Hereitis.
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The first thing you do is the problem. When you want to wrap your baby up and you put him in
a__ ,andyou pick himup and it falls apart. Problem. Aggravate the problem. So you don’t

want them to slip out and drop them.

Thisis exactly what that website did the other day. Problem, aggravate the problem, solve the
problem. That iswhat your product suddenly does for them, to solve the problem. Thisis how
all fantastic copy, thisis how all the infomercials, thisis how every single one of them that’s a
student of the room you' re in this weekend use. But I've ssimplified it, and | do it with every
single product. And | sell millions of dollars worth, and | can’t spell. Don’t need to, fortunately.

People around me can.

So problem, aggravate, solve. 1've got a book going into the bookstores. Isn't that fascinating
stuff? It isto me, anyway.

Problem, aggravate, solve. Prove it works. What am | going to tell you to use there? Pictures.

Before-and-after’s. As much proof as you can gather. The story of your qualifications.

The biggest barrier to business today is called lack of trust. So you, as atactician and seller,

have an obligation to break down that barrier and use every tool you can find.
So problem, aggravate, solve, prove, call to action.

Where | may differ from some peopleisthefirst thing | craft in anything | do isthe offer. How

can you write copy for something when you don’t know what you’ re going to offer them?

So the offer, put all of your effort into the offer. If your offer isfantastic and fits the laws you're
learning this weekend, you'll make salesin spite of your copy. Won't you? It'sagreat offer
that really inspires, isn't it? But what happensif you put great copy with agreat offer and a great
guarantee? Don’t leave guarantees out of proof. Great guarantees. The longer the guarantee,

the more sales you'll make.
Thank you. I’'m wrapping it up.
Continue to innovate and tell the story. That’s marketing innovation law number seven.

Law number seven? A business has two and only two functions, according to Peter Drucker.
And he's correct. 1t's marketing, or innovation and marketing.
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When | hopped on the plane and came here and put * new food concept opening soon,” | was
what? Innovating. When | came back and applied it and told the story, | was what? Marketing.
But | was a so marketing to the 27,000 people who walk past the door every day, from the

moment | bought it.

The opening day, we had a queue 80 meters down the street to get in. On opening day. Because
what did | put on thewall? The date of the opening day, for aweek before. That was tough,
wasn't it? Wetold the story that we're opening. Do we all like to try out a new food concept?
Abso-bloomin-lutely.

Tom Monohan. The thing you use to get your story out is called a unique selling proposition, as
the Americans call it, or a unique customer buying advantage, which is my preferred choice.
That impliesit’s acustomer buying advantage.

So I’ ve got some sensational ones from my clientsthat I’ ve created over the years. Tom
Monohan created one for a pizza company called Domino’s, that said, “Piping hot pizza
delivered to your door in 30 minutes.” It revolutionized the pizzaindustry forever. “Orit’'s

free.”

Did they deliver pizzato the door in those days? Yes. But no one made the promise.
David Glindinings Atlas Rent-A-Car, we said — hang on, I'll read it to you.
Attendee: Can’t hear what’s being said.

Mal: No, that’s the second-largest rent-a-car company. The other one.

David s promise: an amazing promise for you, from arent-a-car that brings the reservation desk

to you.

Do al companies bring the reservation desk to them? Y eah, most. Most will. Can you deliver
it? Yeah, there might be a charge, but they will. But here' sthe promise: “If, after renting a car
from us, you find arent-a-car company with better service and value for money, we'll book and
pay for your next rental with a competitor.”
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Is Dave till in theroom? Gone home. Okay. Truthis, Dave' s never, ever, ever had to pay for a
rental from someone else, because he designed his business around the unique promise they
make.

What would have happened to Domino’s if they delivered pizzas late and cold? Wouldn't be
where they are today. It'sall Monohan, one of the richest men in the world — and very generous,

too, by the way.

So you want this promise. It doesn’t just drive your clients. More importantly, what? It drives
you. While you stand for nothing, you fall for everything. You've got to be able to say, “Well,

you know, what | do is...”

I'll giveyou aformula. A formulafor creating your own unique selling proposition isthis: you
know when. Y ou know when you need adentist. But what | do. Soit’s, “Y ou know when,
what | do istake the pain out of dentistry. Y ou know when you need to rent acar. What we do
iswe bring the reservation desk to you. And if you don’'t have a great experience with us, we'll
book and pay for your next rental from a competitor. Isthat more interesting to a purchaser than,

“We've got acar for you, man. When would you like that delivered?’

The first thing I’m going to ask you iswhy | should buy from you. And if you don’t know, your
clientsdon’t know. And more particularly, you don’t know and you don’t design your business

accordingly and your staff don’t know.

Thefinal law. Thetool you use, the marketing tool, is the unique customer buying advantage in

telling the story to everybody in your category.

Finally, and I’ ve basically covered those, systemize and cash out. If you build a house on a weak

foundation, what would happen? Fall over.

What would happen if you didn’t draw up plans? Y ou’d get very expensive learning
experiences, wouldn't you? The wall would be in the wrong place and something would go

wrong, and you' d have to knock that place down.

WEéll, it’sthe samein business. Build your business on a business system. Create a business
system that works without you. Because if you don’t, you’ re going to get expensive learning

experiences.
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Never, ever, ever blame the staff. Blame the system. And who’s responsible for the system?
Attendee: You.

Mal: Yes! If the staff isstealing from you, guesswho'sfault it is? Yours. It'sthe system that
allowed it to happen.

Duplicate and cash out. Obvioudly, that’stheidea. So it’s buy, build and sell. And the whole
purpose of that exercise was to get your business to a point where |’ ve discovered | can make
more money selling my business than | can running them. It’s certainly been true to me, and |

hope it will work for you, also.

You've put up for me with what? Two and a half hours? Thank you very much for your time.
What I’d ask you to do is not drop the ball just yet though, folks. I’m not going to be coming by
your house, checking that you’ re using this stuff. No oneis. It’sgoing to be up to you to do

something with it.

| thank you for your time. It's been a pleasure to be with you. That’s the end of me for the
weekend.

Announcer: Ladiesand gentlemen, put your hands together for Mr. Mal Emery.
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World Internet Summit, Sydney, Australia

Mike Stewart, Part 1 —CD 3 0of 4

Audio Clip: Mary had alittle lamb, his fleece was white as snow. And everywhere that Mary

went, the lamb was sure to go.

Mike: Anybody know what that was? That's my hero. That's somebody that Napoleon Hill
was mentoring with. That’s Thomas Edison. And that’s an ad from 1877.

Tom created the first audio information product. You just heard it. Mary Had A Little Lamb.

That was the first recording in the history of man. | call it the first audio information product.

Tom, | love this headline. Tom must have gotten Brett McFall to write this headline. “1 want to

see a phonograph in every American home.” Tom, what about Australia?
But isthat a powerful statement? Was that something very positive?

I’m going to take alittle bit of that. | want to see every information marketer learn to record
yourself. | owned arecording studio for 20 yearsin the Atlanta market, and thisis arecording
studio. State of the art. Capable of doing anything imaginable.

So my talk is how to create high-quality, profit-generating audio information products yourself,
from scratch; and the psychology, the reason why audio products can be profitable and what
makes them better, what to raise the bar. In fact, the inspiration that got me into Internet
marketing was | said, “I’m never going to be a better audio engineer or better magician. 1’ll only
get so good, and I’'m lazy. | don’t want to practice any more than | haveto. But | want to be a

better information marketer.”

Information marketers were not using the power of audio. So my talk is about how powerful
audio isand how simpleit isto create high-quality production techniques that have been tried

and true in radio and television for the last 30, 40, 50 yearsin television, 70 or so in radio.
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Audio information products create an incredibly powerful medium for marketing, learning and
entertainment, rather than text alone. People learn more by listening, and faster than just

reading. I’m proof of it.

Napoleon Hill. | bought Think And Grow Rich at the recommendation 20 years ago, from a

friend of mine. | read the book five times and nothing made any sense to me. | read the words.

Infinite intelligence? What the heck isthat? Mastermind group? Nothing made sense to me.

| got it on CD, listened to it in the car once, three and a half years ago, and it completely changed

my life because | comprehended listening to the audio. I’'m an auditory learner.

So even though the information was there in black and white in the book, in the printed version,

the audio version is what made me comprehend it.

So | went and did alittle research. Worldwide, 35% of your market only learns from listening.
They can buy the book, they can read the book, and they don’t get it. They can hear the
information in some format that’ s deliverable, recorded, and they get it.

So therefore, why ignore that 35%? When you create the content in one format, replicateit in

another.

These are other facts. When you combine audio and visuals, multimedia. Bigword. All it

means is television to me. Multimediais computer television.

Y ou can cover 95% of the population —thisis according to some research | found on

MindTools.com — because of the audiovisual learning statistics.
<Sneeze>

Excuse me. Hey, the microphone works. It should, | set it up.
Let’stalk about the power of audio versus just text.

When you'’ re doing web pages and when you'’ re creating products that are purely of text, even
though you have punctuation, you try to show emotion. There'salittle demo to show you how

the same text, the same copy, can be completely different with just the emotion of the voice.
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Have you ever heard of the Atlanta Braves? | want to make sure of that. Everybody in America
knows who the Braves are. They’re our Atlanta baseball team.

So the copy reads, “| heard the Braves just lost the game last night.” And the copy reads down
here, but let’slistento it. “Oh, no! | heard the Braves just lost the game last night, and now they
aren’t in the playoffs.” Same copy, sametext. “Oh no!” Can you tell the difference in emotion?

The punctuation, the text didn’t change.

Thisis probably me. “Y ou know, the Bravesjust lost the game last night. | hope you didn’t bet
that $1,000 you said you were going to.” “Oh, no!”

What changed? Did the text, did the copy, the printed word change? The emotion in the voice.
And that’ s the power of audio.

So | just want you to know that there are psychological demonstrations and reasons like that, that
make it imperative that if you're an information marketer, an information publisher, knowing

how to do this through the convenience of your own computer isavalid point.

There' s another fact about audio. Audio doubles memory retention. Just to give you the
psychologica and the research that | know, what are 26 unrelated sounds that two- and three-
year-olds can learn quickly? The alphabet.

Why can they ever learn 26 unrelated sounds? Because it was set to melody. It became an
auditory memory retention tool. It's also aknown fact in advertising, that when you set copy to
melody, you use left and right brain. That’s been proven.

So auditory doubles memory retention.

And, of course, these are some other facts that are just my case for why it’s important to record
yourself: 10% of what read is what we remember; 20% of what we hear, that is the doubling;
30% of what we see; and 50% of when it becomestelevision multimedia. That's the only way |
could do book reports in high school. 1'd read the book, | didn’'t get it. I’d watch the movie and
I’'d get an A.

So | only did book reports on movies, except they didn’t do Beowulf, and | didn’t do good at that

one.
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Audio information products are portable. People can’t walk around the park and read your book
or your e-book. Even if they printed out your e-book, they can’'t walk around the park. They
might run into somebody. They can’'t drive and read your book.

But because it’ s an audio product, we can multi-task. We can drive and we can listen and we can

learn.

So it’sjust another defense why it’simportant to take the content that you already know and

already created in one format, and learn to do it as audio or multimedia.

Me? | learninthe car. Sydney doesn’'t seem to be as bad as Atlanta traffic. We have a clog that
just moves around the city, and we sit in traffic alot. So that’s a great place for me, rather than

just sitting there and listening to mindless information, | like learning in the car. So car stereos.

But now, we're seeing marketers prove that multimedia and audiovisual content works on the
web. And the reason it works is because of the Flash multimedia plug-in from Macromedia.
98% of the web already hasit and doesn’t even know they haveit. You can't find a browser or a
computer that it doesn’t work on. And because Flash is designed to stream what’ s called vector
animations, you’ ve seen animated websites where there’ s lots of movement, it also streams
audio. If people don’t know what streaming means, that means they don’t have to download it to

their computer. It can come over the web, just like a broadcast.

My good friend Jim Edwards has created the first multimedia newsletter, and it’s extremely
popular. It'stotally donein audiovisuals. And his subscribership isjust going through the roof,
because people hear him like aradio broadcast when he does his newsl etter.

He does it quicker, because he doesn’t have to type anything. Hejust sitsin front of his
microphone, records his content, postsit up on his website, and sends out an e-mail, “Hey, the
letter’ sthere, go listen to it.” So we're going to share alittle bit more of that.

Internet radio. These are a couple other customers. Law Tech Radio. Niche radio stations that
are on the Internet is another application of using Flash streaming audio.

And the way they monotize it, we're going to talk about that in aminute. But the redlity is
they’ re building an audience with content. We don’t watch television and listen to radio for

commercials. We watch it for the programming, right? We want to be entertained or informed.
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But how do they make their money? Running commercias. Well, guess what? If you do that
on the Internet. It'scalled spamming. Youdoitinaudio, it's called a station break.

So if you can deliver radio-like content via your website and have really good programming that
attracts an audience, then you have the ability to create auditory advertising that says, “By the
way, brought to you by the Internet Audio Guy. If you'd like to buy some of his microphones,
click at theright.”

Nobody’ s going to get offended at that, because we' re accustomed to that. We' ve been raised on

that that’ s the model of radio and television, and the Internet can do the exact same thing now.

The spoken word is powerful. Y our content has to be compelling. 1I'm still astudent of all of
these great copywriters, like Brett and some of my American friends, and Armand. All of these
guys, believe me, what they’ ve taught me has let me take my passion, which is audio, and figure
out how to... I'm pinching myself. I’'min Sydney, Australia, talking to Australians, it's

unbelievable to me, learning their techniques of marketing.

But I’'m not here to talk about marketing. They’re the experts on that. What | want to talk to you
about is how you can take alaptop, ssmple pieces of equipment here, and create content that’s

unique to you.

It's one thing to get somebody else’s product, but there’ s nothing like having your own products.
So thisiswhat thisis about, and how to make it sound better, and why it sounds better.

Okay. Let’sassume your scripts, your copy, your presentations are the best they can be. You've

got content that people are hungry for. So here' s how you can createit.

Let’s go back in history, before we talk about the basics of high-quality audio information

products. Things that you can do in the privacy and comfort of your home.

The reason why I’'m going to talk about that real quick is that when people wanted to make audio

information products tape series for speakers, we used to do that in our recording studio.

| remember when a guy called up and said, “I have a 12-hour tape series that | want to produce
and sell, because | go out and do public speaking for corporations and thisis the way | make

money, | sell my tape series. And I’ ve got my content ready, and | want to record this 12-hour
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tape series. How much do you charge for 12 hours of studio time?’ And | said, “You can’t do a
12-hour programin 12 hours. You have to figure that there’ s editing time, you might make a
mistake, you might want to do something over. | said usually we say it’sthreeto one. If you've
got 12 hours of content you want to create, it's going to take you 36 hours.” “Well, how much
areyou per hour?’ | said, “We're $100 per hour for the studio.” “But I’ ve only got a $1,200
budget.” | said, “Okay.”

So he came in and he worked from 9:00 in the morning until 9:00 at night, non-stop, trying to get
this 12 hours of content. And at the end of the day — he was very energetic in the morning, and

by the afternoon he started sounding... and the product was horrible.

And then, all of asudden, he’'slike mad at us because, “ This thing doesn’t sound very good.” |
said, “Well, wetried to tell you don't try to do it in one day.”

So anyway, long story short, the convenience. He was also intimidated and uncomfortable of
going to this unfamiliar environment of the recording studio. He' d never been in one, really. He
didn’'t have audience reaction. That kind of intimidated him alittle bit. He didn’t have a chance

to get comfortable. All he was worried about was that hourly rate, “I’m paying $100 an hour.”

So his product suffered. He was never happy with it. It did take him over 40 hoursto finish it.
And the fact that you can do thisin the privacy of your home. Work on five minutes, 10 minutes
of your content, until you’ re happy, and then do something different and come back toit. You
can very quickly build that content in the convenience of your home, with the same quality we
did in the studio.

So that’ s that part, right there.
But back in the days of that studio, before computer, before digital recording.

Anyway, it was called analog recording. It was cassette tapes, it was reel-to-reel magnetic tape.
There' s an open-reel deck, there' s a cassette deck. And hopefully, you' re familiar with seeing
those type of machines. That was how we recorded audio.

And there were problems with analog tape. A tape had a noise called hiss, tape hiss. One thing
about it, if your masters are on magnetic tape, over along period of time, eventually, they will
degrade and they will disappear. They don’t last forever.
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The difficult to edit. | started editing narration with a razor blade 20 years ago, and you had this
open-reel deck. And if you needed to take out a person’s sentence, you'd slice it with arazor
blade and you' d go, “Y ou sure we don’'t need this?” “Yeah, I'm sure we don’'t need this.”

Y ou've crumbled it up, thrown in the trash, “Oh, | didn’t mean to.” “Oh, really? It'sgone.”

But anyway, the editing process was actually physically with arazor blade and a slicing block
and achinamarker. And you’'d have strings and strings of tape all over the place. It wasvery
difficult.

And there weretime limits. | don’t know if you’ve ever been at conferences that record with a
cassette deck. The speaker’sreal excited, he's getting to a great moment, and they go, “ Stop!
Stop! We haveto flip thetape!l” With digital, there' s not time limits.

And it's slow to queue up. You ever had a cassette and you want to find that part you remember,
and you fast-forward and you fast-forward and you fast-forward and go, “No, it’s not there, it’'s
not there, it’s not there?” 1t'sanaog tape. And then you remember it was on the backside of the

tape. So the fact that digital has the ability to queue things up, such asthis audio CD.

And, if it'son analog tape, it’s not Internet friendly. If it'son ahard drive of acomputer, done
inadigital format, it'sinstantly ready and Internet friendly to be able to be streamed or produced

as a product.
It wasreliable, but it’s all we had.

Now, even from the old days, even though we're talking about digital recording using your PC or
Mac to record your content, it al starts with a microphone. The better the microphone, the

higher the quality of the product.

One of thethingsthat | saw as a problem, | think some of the speakers talked about a problem,
was people call up, “What microphonedo | buy? | want to do this.” And 1’d go, “WEell, there's
Sennheiser, there’ s Shure, there' s Sony, there’s AKG, there' s Behringer, there' s Neumann, and
they range from a price of $100 to $5,000.” And they go, “Oh. Which one do | need?’

So | figured I’d try the Henry Ford theory. If you want a microphone, it only comesin black,
and thisisthe only onethereis. It doesn't matter, aslong asit’s agood microphone. And

there' s some technical reasons, which I’ll give you some information about.
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But in recording high-quality studio narration voice products, information products, thisis called

alarge digphragm, that’ s because there' s alarge diaphragm in it, a condenser, vocal mike.

All the manufacturers make great ones, but thisisjust the one | endorse, and | think it's agreat

one. It's made by acompany called Audio Technica.

Here' s a demonstration of why audio can display something that text alone can’'t do. The
microphone that | was telling you about here, I’ ve had thisone for 12 years. They’ ve upgraded
and made it silver now. That’sthe picture of the newer version of this microphone. We used to

have thisin our studio.

Thisiswhat a cheap microphone could sound like, if you go buy brand X.
Audio Clip: Thisvoice file was recorded with a computer microphone.
This voice was recorded with a studio-quality microphone.

Mike: So do you want your product to sound like <this voice file was recorded with a computer

microphone> or <this voice file was recorded with a studio-quality microphone>?

Now, | want a copywriter to show the differencein text. Can't be done. There's probably

millions of scenarios where that audio will show the difference.

Quite honestly, on my website, that little demo has sold more microphones for me than anything
| could have ever composed in text. “This microphone really sounds great, and it’s easy to use.
And this one sounds horrible.” The text wouldn’'t do it. That doesit.

Okay. How do you get that great-sounding microphone into your computer? That’scalled a
sound card. The story that created my website, Internet Audio Guy, was | had a customer call up
and he says, “| want to create audio products while I’'m on the road with my laptop. | want them
to sound as good as they possible can, like I’'m in the studio. Because,” he says, “I’m on the road
so much, | want something portable.” And he says, “What do | need?” And | said, “You need a
light diaphragm microphone, you need a cable, you need an audio mixer, you need a USB sound
card, you need a compressor limiter, and you need to have aline and you need to be able to set
the  toacertainlevel, and you need to have phantom power in the mixer,” and he went, “I

need a microphone, right?’
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Hesaid, “Oh, okay. Soyou'retelling methisisalittle too complicated.”

Before, ayear and a half ago, the equipment was different components. And this company,
Edirol, which isadivision of Roland, basically came out with this box over here, the USB
external UA700. It'sthefirst box I've ever seen to have everything init. Infact, I'musing it
here to record this conference. Itis, basically, amini-recording studio with all those things| said
real fast inthe box. It'sjust an all-in-one box. And it makesit to where you plug the

microphone into the box, the box goes into your USB port, and you’ re hooked up and you're

ready to go.

So anyway, getting professional-quality audio into your computer requires at least a professional
sound card. Thisone on hereis aninternal sound card. They make pro level sound cards that
install permanently into your computer tower. But using the USB sound card gives you the
ability that, if you' ve got multiple computers, you can just unplug from the USB port.
Hopefully, everybody knows what a USB port is. But it’s acommon port on the back of your

computer. Like every one of my machines can instantly be set up as my studio.

Okay. Youdon't know what you don’t know. So | started helping people get these microphones
and started building audio products. And some people would send me samples. They were so
proud of the first CD they produced. And all of asudden, | hear an air conditioner going and the
TV going, and a plane flying by, and a dog barking.

A quiet room. Make sure, when you record a product, that you get in a quiet room. Simple, but

just pay attention.

Let’slisten to thisroom. See? Paper rattling. It's not too bad in here. But just be conscious of
that. And being in aroom with sound-absorbing materials, such as curtains and foam and carpet.
Y ou don’t want to be in aroom that has hard wall surfaces; because what happens is you get a
thing called reflective ambience. Reverb, or audio reflections. And that will reduce the quality

of your recording.

Just bein aquiet room. And if you've got areal loud fan on your laptop or your computer, be

sure to be as far away from that as possible.
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There'sacompany called Auralex or Sonex, that makes professional acoustic foam for the
absorption of room reflections.

Thiswas another one. I'm learning every day what people don’t know. “I love your
microphone, Mike, but your recordings are alittle clearer than mine.” | said, “Well, what are

you doing?’ And he said he was talking into this side of the microphone.

Y ou need to talk into the front side of the microphone. It makes a huge difference. Y ou need to
talk close to the microphone. You don’t talk back here. Those are called close miking

techniques.

So just little things like this will greatly improve the quality of your recording, just being aware

of those things. And they’rein your handout, just so you can remember those things.

The microphone, microphone techniques, the sound card, then you need a piece of software that

turns your computer into arecording machine. A digital recording machine.

| like, for Windows, Sound Forge. It'savery inexpensive program. Compare it to what used to

be available years ago.

When we first bought our first digital recording system, we paid $25,000 US. | had to get a
mortgage to be able to get our first Macintosh recording system.

Now, Sound Forgeislike a $70 US program that does 100,000 times more things than the thing
we paid $25,000 for injust 1991. In 12 years, it's come that far.

There are other great programs. Armand and | have an ongoing argument. He's a customer, but
he likes Cool Edit Pro. | just want to tell people what’s available. | pick Sound Forge. That
doesn’t mean Sound Forge is better than Cool Edit Pro. It doesn’t mean it does better
recordings. It'sjust like word processors. Microsoft Word doesn’t type better |etters than
WordPerfect. But it's whatever you like.

| think Sound Forge is ssimpler, for the first person learning an audio program, to useit.

Attendee: How do you spell it?
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Mike: Sound Forge? F-O-R-G-E. However, when you’ re the recordist, you can always capture
somebody’ s testimonials without them knowing it.

Audio Clip: Mike Stewart. You heard about Mike earlier today and yesterday. Mike' sover at
theside. He'sgot agreat product. | useit, Yanik usesit, John Reese usesit, immy Brown uses

it, Alex usesit. Everybody uses this product.

Mike: See, | dways take Armand with me, no matter where | go. Credibility, the audio
testimonial.

Okay. Let'ssee how we'redoing on time here. | want to make sure | get all thisin.

Okay, ways to make information products more effective and creative, and it creates the degree
of comprehension in the listener.

When we produce audio products for radio programming and commercials and so forth, there'sa
lot more than just the voice, the text, the copy. There’'s music and there’ s sound effects. Let's

talk about how effective those can be.

Well, first of all, the biggest thing is editing. Once you’ ve recorded it, even though it’ s full of

mistakes or retakes, the ability to quickly assemble just the content you want.

In some cases, editing is not necessary. Like, for instance, we' re recording this conference and

the editing of all the uhs and bumps and mistakes means you’ d never get a copy of the audio.

But if you're creating an audio content that you' re taking time and it’ s very content-intensive,
having the ability to take away things that are redundant or mistakes or coughs or distracting

noises, silent sections that serve no purpose.

We actually had a situation where something incriminating was said at a conference, and it was
best that that was edited out. And it was recorded on a cassette. Guess what? They couldn’t edit
the cassette. They had to dump the cassette over a computer, then edit it, then dump it back to a
cassette.

It's always good to record digitally, because you can instantly take those problems out.

So I’'m going to demo how we record here. Everybody still seeing it?
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Okay. Thisisthe Sound Forge program. And you create a new document, as if you were
creating aword processing document. The only difference is you' re creating a sound document.

You put it in record. It actually looks alittle bit like a tape recorder. Y ou hit the record button
and you go, “Okay, I’'m going to mark that I'm starting here. | hit the M key. “Good morning!
I’m coming to you live from Australia. And here, we're recording the first of our tape series.”
Oh, no, it'saCD series. I'll mark that. “First of aCD series.” I’m going to start over, because |
don’'t like what | have.

So anyway, there you go. You hit the record button and you go, “Okay, I’'m going to mark that
I’m starting here. | hit the M key. “Good morning! 1'm coming to you live from Australia, and
here we're recording the first of our tape series.” Oh, no, it'saCD series. I'll mark that.

But anyway, to take that out, | just highlight, I hit delete, and it’s gone.
Attendee: Wow!

Mike: Whoa! | made amistake. Y ou remember the guy that said, “1 didn’t mean for you to do
that?” Undo. Do it again. Undo it again.

Here's my test if you can be an audio editor. How many people can type in Microsoft Word or a
word processor? How many can highlight a sentence? How many can del ete the sentence? |f

they go, “Uh oh,” can you undo it?
Attendees. Yes.
Mike: You' ve now passed the audio editing exam for an Internet audio guy.

Okay, so that’s pretty much it. There’'salot more, but to start an audio product, if you can get in
front of this microphone, if you can get in aquiet room, if you can make your environment

conducive to creativity and you can say it, you can create that audio product.

So that’ s pretty much the audio demo. There’salot more, but | want to move along because
there sthings | want to show you that arereally exciting. And | don’t want to run out of time

here.
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Okay, adding music for emotion and effect. 1’m going to prove that music is an important part of

an audio product. And you can really control your listeners by the intelligent use of music.

However, music must be legal for duplication and broadcast. Always buy royalty-free music. If
you want to look for music, | happen to have music. But | don’t want to get into the pitch-fest
thing here. However, if you’ re surfing the Internet royalty-free music, you'll find websites all

over the place, called music libraries.

Buyout music is another term to search. There' s literally hundreds of companies on the Internet
that you can download great-sounding music. Some of the music that you heard playing here

was some music that | purchased from other libraries or it was music that | created.
Okay, let’stalk about the power of music.

Everybody look at the door. A pretty stupid-looking door. Not real threatening. Okay, | want
everybody to tell meif it's good or bad, what’ s behind the door.

Isit good?
Attendees. Yes.

Mike: Good? Okay. Now, think what's behind the door. Just visualize what’ s behind the door.
What' s behind the door? Isit bad? What isit? Isit not good? There’'s no copy going here.
There’ s nobody saying anything, except me. Should | open the door? Should | open the door?
Yes? Yes? Okay. There' swhat’s behind the door.

The emotion was completely controlled by the music. Y ou sensed you knew, without even

saying any words of copy, that there was something either good or bad coming up.

Y ou can do the same thing. If it's aserious subject, you can set the tone of the listeners just by

picking a certain type of music. Y ou can excite them.

There’' s apsychology for us replaying this theme over at this meeting. We want you thinking
about the World Internet Summit. That’swhy we set it to music. And hopefully, even if you

don’t like it, you' re humming that theme as you go to bed.

There'sapurpose. There's apsychological marketing purpose for using music.
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Let me show you how music can really destroy amessage. So learning to use music powerfully
isimportant. Here is some ad copy that is recorded.

Audio Clip: Thistape series deals with the delicate subject of avoiding the breakup of
marriages and relations.

Mike: Ooh, breakup of marriages and relations. That’s pretty serious, not good. Okay. Listen
to how the music can enhance the copy.

Audio Clip: Thistape series deals with the delicate subject of avoiding the breakup of
marriages and relations. Hi, I'm Dr. Mike, and I’m here today to talk to you about how to stay

married. I’'m on my third... last wife...”
Mike: That's my wife Susan over there. Say hello.

So anyway, that just shows you. Y ou know what? | didn’t do the other half. Hold on a second
here. See, | made myself amenu to where | could get back to. Okay.

Okay. Now, let me show you how the wrong music can destroy the ad copy.

Audio Clip: Thistape series deals with the delicate subject of avoiding the breakup of

marriages and relations.
Mike: Thank you, Jerry.

Audio Clip: Thistape series deals with the delicate subject of avoiding the breakup of
marriages and relations. Oh, no, I’m getting divorced. Oh, darn. Shucks. Okay. Hey, I'm Dr.
Goofy.”

Mike: Now, if you produceit right... Hey, I’ve got $30 waiting for me? Cool!

Okay. So anyway, that just shows you the power of using music appropriately or
inappropriately. But it’s very powerful. It totally changes what the message was, subliminally.

Nobody sits around and goes, “Boy, did they really choose the right music?” These are
psychological things that advertisers on radio and television have been doing for years, to control

your emotions, to get your excitement, to make you think seriously about a message.
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S0 even though you get a great message on paper, you can go in an auditory sense and really
enhance it.

Now, one of the thingsthat | didn’t know, from Internet markets, is they do these things called
teleseminars or coaching calls.

A guy callsup and says, “Mike, how do you record the telephone?’ And | went, “Why do you
want to? Sounds like hell.” He said, “Oh, no, no. We do these things called teleseminars. We
get on it and we interview people and we record it, and that becomes a product we sell.” And he
says, “What's even more fun, we'll get it transcribed and it becomes an e-book.” No! Good

ideal “So you don’t know how to record the phone, I'll figure that part out.”

In fact, we're actually using one of these today. Thisisathing called adigital hybrix. We have
another one over here. Because Frank Garon, when he does his session this morning, will be
calling in through this unit so that you can hear him and he can hear you through the

microphone.

This has been used in radio and television, to be able to do talk show radio. What happensis
when you're doing atalk show radio program, let’s say in Americawe have Larry King or
Howard Stern, those are guys on the radio. But when they take a caller, they’re not talking on
the telephone, they’ re talking over amicrophone. It'slike, “Okay, I'm here on the Mike Stewart
show. Caller, you're on the phone.” Thisisthe unit that allows the caller to come into the audio
mix, but you don’'t have to talk on the phone. He hears you through your microphone, and you

hear him through this system. And you’re able to record.

For instance, if the caller’ s not loud enough, this thing actually has a knob here called “ caller.”

If he’ s not loud enough, you turn him up. If he'stoo loud, you turn him back down.
So this unit allows you to create higher-quality teleseminar audio recordings.
I’ll give you an example why editing is important in teleseminars.

Audio Clip: Whoever has the fax machine, could you please hit star-six and mute it? I'd like to
welcome everybody to thiscall. Today, we'rereal excited to have Armand Morin. And we're
going to interview him about all the software that he’s built.
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My first question, Armand, is how did you get involved with developing... <sneeze> how did
you get involved in developing software?

WEell, theway | got involved in software was really by accident. What | mean by that isafew
years ago...

Mike: Okay, that took 34 secondsto give you that much content. With editing skills that you
saw in Sound Forge, you could reduce this same content to 15 seconds.

Audio Clip: I’d like to welcome everybody to thiscall. Today, we'rereal excited to have
Armand Morin. My first question, Armand, is how did you get involved with developing

software?

Theway | got involved in software was really by accident. What | mean by that isafew years
ago...

Mike: Same content, actually built from the same recording, just edited out all the <throat

clearing, excuse me, beep> all that stuff that annoyed me as an engineer.

| used to get these teleseminar tapes, and they’ d be going, “ Shut that fax machine down,” or
“Who's got that dog barking back there?” Take that out.

Now, here' swhat the Broadcast Host allows you to do, if you learn.

Audio Clip: I’d like to welcome everybody to thiscall. Today, we arereal excited to have
Armand Morin. Armand, my first question is how did you get involved with developing

software?

Theway | got involved in software was really by accident. What | mean by that isthat afew
years ago...

Mike: Soyou can see he has a quality, because he' s being the call-in guest. But | was the host.
And sinceit’'smy audio product, | should sound better. Don’t you think?

Part of my presentation here istalking about audio product creation. If you and another partner
have a system like this, you can call up each other and create an audio product, and marry the
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two good audio files together very simply. We' ve had several people do that and create audio
products remotely, with anybody in the world.

Because what happensis you're recording your voice locally, on your PC. They’re doing the
same thing and using the telephone to be able to interact.

So it’sjust avery powerful way to create a high-quality audio product .
Okay, creating multimedia.

There are multimedia techniques that use audio, that work phenomenally. And you need to

know about these programs.

Y ou heard Armand mention Stephen Pierce. You may have heard of Yanik Silver. All these

guys are making a tremendous amount of money creating Camtasia multimedia products.

Thisis Camtasia’ s studio. And what Camtasia does is captures everything you do with your

computer and turnsit into afile that can be put up on the web or can be turned into a product.

Some successful examples is John Reese of MarketingSecrets.com. He does an audiovisual
newsletter. So does Jim Edwards with lvegottotellyou.com. Stephen Pierce created Fibonacci
Secrets, which was a hugely-successful stock trading CD-Rom.

It just goes on and on, what you can do.

Software tutorials. All my software tutorials, all of Armand’ s software tutorials are created in

Camtasia Studios.
So I'll demo Camtasia Studio for you.

Now, | could use my big microphone, but | wanted you to see this other starter kit microphone

that | found. | guessit wasjust easier to pre-hook up here.
ThisisCamtasia. Thisisalso called screen capture video.

I’m recording right now. Today, I’m going to talk about how to search Yahoo. What you do is
you type in InternetAudioGuy.com, and you hit the search button. And he better be in there with
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his domain name. And, of course, heis. Guaranteed to come up first with his domain name.
And there we are, at hiswebsite. He should have put another shirt on, but that’s okay.

Now, | just did it. | saveit.

Audio Clip: I'm recording right now. Today, I’'m going to talk about how to search Y ahoo.
What you do is you type in InternetAudioGuy.com, and you hit the search button. And he better
be in there with hisdomain name. And, of course, heis. Guaranteed to come up first with his

domain name. And there we are, at hiswebsite. He should have put another shirt on, but that’s

okay.

Mike: That’'show fast you're able to create audiovisual. Instantly, you can put thisup on a
website. And there's a handful of techniques that alot of people use to make it even more

compact. But you can make presentations that will stream on dial-up.

There' s another use of audio and audiovisual. Especially for CD-Rom products, it works
phenomenal. I'll give you an example of Stephen Pierce’s Fibonacci Secrets. And Stephen’ s not

aprogrammer. Hejust knows his niche and he knows content.

Audio Clip: Welcome to Stephen Pierce’s Fibonacci Secrets. Learn how to use the awesome

power of Fibonacci analysis for superior market timing and big profits.

What we' re going to do here is take alook at amazing market reversal setup. What we have here

isthe...

Mike: That'sjust to give you an example. His part of the product was created in two hours.
And his sales were phenomenal. | don’t know if I'm at liberty to say what, but good show,
Stephen. And it was al created with this Camtasia software, available at InternetAudioGuy.com.

Shameless plug number one.
Adding music to the front and back of your voice files.

Okay, Armand taught me something at a seminar onetime. He said, “When people are too lazy

to learn how to do something, make a piece of software that doesit for them.” Good tip.
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| had clients calling me up and saying, “Hey, | love the fact that | was able to record my voice,
but | can’t figure out how to put a piece of music on the front and back of it. So would you do
that for me?’ And | said, “At $X an hour, it’sreally not that hard to do yourself.” “Oh no, you
doit. | don’'t havetime.” “Okay, whatever.”

And when Armand said that, | said, “You know what? I’m going to create a piece of software
that will allow meto let anybody do that.”

So let’s demonstrate what | came up with. First of al, remember that you need legal library
music. You heed to have the audio editing software like Sound Forge to create your voicefile.
But | bought the domain name FrontandBackM usic.com; which, by the way, Brett told meis
topsand tails. So if anybody wants to be an affiliate and go TopsandTails.au, come on board.

Let’srecord alittle message right now here.

Good morning, Australial Coming live from the Swiss Hotel, the only hotel without the letter H.
| guess they don’t know how to spell in America, either. That’swhat it’'s called over there.

Okay, we just recorded that file. Voice message. I'll nameit that, just for time's sake. 1'll save

it as a Microsoft wav.

So here’s my software called Front and Back Music, which was taking care of that problem. |
love that, the problem’s solution. The problem was | want to have music put on the front and

back. Well, guess who's going to provide the music? Me. | want to be able to play my guitar
and get paid for it. That was my whole goa in life.

Okay, here’ s the voice message we just recorded. And here' s a piece of back music or tails

music. We preview it.

Audio Clip: Good morning, Australial Coming live from the Swiss Hotel, the only hotel
without the letter H.

Mike: Here'sthe back.

Audio Clip: Coming live from the Swiss Hotel, the only hotel without the letter H.
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Mike: That lets me know that the front and the backs —it could be a 30-minute file, it could be a

one-minutefile. But al it'sdoing is putting tops and tails music on it.

How many people have seen the audio buttons that Armand was real popular in getting started?
| know Quentin’s got a wonderful program called MP3 Sound Stream herein Australia. There's

alot of people doing the web audio buttons that work. Have you seen those?

WEell, | made afeature in here that allows you to create, instantly, afile that’ s ready to import

into those programes.

So we'll call this our Swiss otel message. | could have put an H init. And you hit the mix
button. And it says, “Mixing: It may take several minutes,” if it sabigfile. But sinceit wasa

short one, like that, then you play it.

Audio Clip: Good morning, Australial Live from the Swiss Hotel, the only hotel without the
letter H.

Mike: That’s pretty much it.

Alright, moving right along. Thisisapowerful piece of software for multimedia product

creation. Thisisanew piece of software | found just recently. 1’'m going to demo it real quick.

How many people know how to do PowerPoint presentations? A lot of you. Okay, if you can
create a PowerPoint presentation, you can create a multimedia product or a web presentation for
a subscription website, or for ademo, or for a product pitch. It doesn’t matter what you' re trying
todo. All you haveto doisbeabletotalk. Solet’s get the headset back on.

Y ou open up PowerPoint, like you normally do. Pull up your existing presentation. This
program’s called Articulate. And it says, “Record your presentation.”

Good morning. We're here at the World Internet Summit, and we' re going to show you how
Articulate Presenter works. | do my presentation and | talk about it. Here' sslide one. If you
can do PowerPoint and perform your presentation, you can create a CD, multimedia, audiovisual

or online presentation instantly, with no programming skills.

And you do your slides over and over again, until you're happy with it. Then you go to the next
dide.
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So hereisthe next slide in my PowerPoint presentation. Since | stumbled that audio, I’m going

to move forward.
Regardless, let me show you what some typical tourists ook like.
And that’ s the end of my PowerPoint presentation. Thank you very much.

Now, I’'mdone. All | haveto doistell Articulate, “Publishit.” If | say | want it for a web-based
audiovisual, | click this button. If | want it for CD-Rom, if | want to e-mail it, if | want to make

itazipfile instantly, | click on this. Remember, this required recording audio.

| hit “presentation for the web.” | preloaded alot of the things here, for time’'s sake. But it has
the ability to put your picturein, your bio in, your notes, description. My presenter bio. Sound
guy who loves his family, the Beatles and boats. | hit publish, there’s my product.

Audio Clip: Good morning, we're here at the World Internet Summit, and we' re going to show
you how Articulate Presenter works. | do my presentation and | talk about it. Here's slide one.
If you can do PowerPoint and perform your presentation, you can create a CD, multimedia,

audiovisual or online presentation instantly, with no programming skills.

So hereisthe next dide in my PowerPoint presentation. Since | stumbled that audio, I’m going

to move forward.
Regardless, let me show you what some typical tourists look like.

Mike: That’'show fast you're able to create something that will work online, would be a product
that you could sell. You’'ve aready got the PowerPoints. You narrateit, doit, it sdone. You
like that?

Attendees: Yeah.
Mike: | do, too.
How’s my time, Brett?
Brett: 12 minutes.

Mike: Oh, okay. Let'swaste some of that 12 minutes.
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Testing, testing, testing.

| think something totally unutilized on the Internet is Internet radio. What is Internet radio? It's
just archived-streaming audio. It doesn’t haveto belive. You can create niche radio with this
type of equipment. We've aready got some examples of people doing that, and 1’1l show you
quickly.

What is Internet radio? It'sjust alive audio feed. What people like about the Internet is they
can tune in when they want to. It’s like these teleconferences. Ted Ciuba, the reason | know Ted
ishe sacustomer. Andyou know how he gets those calls up on—1 call —his Internet radio

station is because he archived them. You don’'t have to wait. They’re on demand.

So Internet radio can be on demand. But how you produce that content can be in the style of
radio.

So | just want to educate you alittle bit, what we' ve taken for granted in commercial radio.

If you don’t know what a sweeper is, if you don’'t know what an ID is, if you don’t know what a
jingleis, avoice DAT or interviews, these are all radio elements that you can learn to produce

and make your online audio content sound like commercia radio.

So does anybody know what a sweeper is? You've heard 1,000 of them. I’ve heard them herein

Australia. | know they’rein the states, whatever happensin radio. But thisis a sweeper.
Audio Clip: ___ radio. Wekeep __ on the cutting edge.

Mike: Okay? A radio ID.

Audio Clip: 97.9 WMCI.

Mike: You've heard things like that, haven’'t you? You take it for granted. But that’s what
makes radio sound like radio, is having these production elements.

So | think in the future, just be aware that if you want to sound like Internet radio, listen to what

radio does and know what these elements are.

A jingle, what's ajingle?
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Audio Clip: Gatorade. The best stuff is... Gatorade.

Mike: That'sa Gatorade commercial. We used to sell jingles because what’ s the number one
people listen to the radio? Music. When the music stops, what do people do in the car, when
they’re listening to the radio? Change the station. So buy ajingle, so the music never stops. Oh,

okay.
And then, of course...

Audio Clip: Creating audio recordings professionally has never been easier or more affordable.
With hardware, software and customer support you get at I nternetAudioGuy.com, you can create
audio products or audio web content that sells, informs, or entertains your audience online or

offline.

Internet radio, customer testimonials, teleseminars, coaching calls, CD or cassette products are
quickly within anyone’ s reach with their computer, in the privacy of their home office. If you
can type in aword processor, you can professionally record yourself with our packages. Check
them out at InternetAudioGuy.com. And while you’re there, download our free e-audio book,
“Professional Recording For Information Publishers,” to see how easy the processis. That is
InternetAudioGuy.com. Or call us at 866-409-7619. 866-409-7619. InternetAudioGuy.com,
where we show how easy it isto record yourself.

Mike: | know that wasavoice ad. Sorry for spamming you auditorally, but | couldn’t help
myself. And, of course, talk radio isjust interviews. We don’t need to play awhole lot of that.
But an interview. | think thiswas an Armand one. You’'ve heard that.

Just be aware. To me, in 1996, when the Internet came along, they called it acomputer. | called
itaTV set. And it had speakers, and nobody used them.

The Internet, to me, is broadcast. The Internet, to me, isradio. The Internet, to me, istelevision.
And the models that we're so familiar with in television and radio, those models apply to the
I nternet.

And now, because computers are faster and because the computers are better and the technol ogy
does work everywhere, even with dial-up, creating the models of production values on radio and

television apply to the Internet.
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So dl | wanted to do was kind of expose you to things that you probably already knew, you just
didn’'t know what they were called. Hopefully, this has been informative.

One of the final things that coming to these seminars that | learned, that was an inspiration, and
once again I’ ve got to credit Armand for it, | realized that we were at a seminar and they said,
“Okay, the tapes of these seminarswill be ready in about four to six weeks. There’'s been alot of
information. So we'd like you to sign up and purchase the tapes of this seminar, and we'll get

them out to you, duplicated, in about four to six weeks.”

Thereason being if it’s on cassette tapes, you can only get about an hour, 90 minutes on a
cassette. There's going to be 36 hours of content from just this event alone. That’s 36 cassettes.
And if they had, optimistically, 100 orders, that’s 3,600 cassettes. No wonder it takes so long to
duplicate al that.

| was arecording engineer at this particular seminar and | said, “ Y ou don’t have to wait 12
weeks or four weeks, they’re sitting right here. Gee, if | had away to compile al that, | could
burn a CD and you can duplicate CD’s very, very fast these days. Y ou could make this available
for everybody before it left.”

Thiswasin June of last year. That was the seminar where Armand shattered me. He said, “I'm
not a programmer.” “You'renot? | thought you were a programmer!” “No, | use
RentACoder.com.” Write that down.

So anyway, | developed a software called Audio Compiler. It could have been called Audio

Book Generator, but | have alittle respect for the guy. So | thought compiler was a good word.

I’ll show you the software. And, in fact, Brett and Ted have hired my services to audio-compile

thisevent. Infact, today’s not done becauseit’s not over. But yesterday is done.

Anyway, thisiswhat the software looks like. I’ ve actually created two pieces of software since

Armand said that in June. You can, too. You get anidea, aniche, and you can build it.

So thisis Audio Compiler. It allowsyou to pull up MP3files. It allows you to create an audio
product with up to 12 hours of CD-quality audio on one CD. So to show you what that looks
like, I’ ve actually done that for last night’s long audio day.
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Let’'ssee here, wheredid | put it? Thereitis. There's Thursday, there's Friday. Thisis Audio
Compiler. It createsthis product. It'sa self-running CD and there' s the whole day.

Audio Clip: How are you thismorning? No, no, no. How are you this morning?

Mike: So there sthewhole day. And now, that’s going to fit on one CD, meaning it’s readily
available. Do you want to say something, Brett?

Brett: | dowant to ask you something, but that’s when you finish this. Just to briefly go back
there, down to RentACoder, you went there and produced this. Can you just fill in some gaps
there about, very quickly, how you did that?

Mike: How | did this?
Brett: Yeah, yeah.

Mike: Just like eBook Generator takes Word documents and creates e-books, | got the

inspiration because | knew Armand had created eBook Generator.

Then | said, “Why can’t you have the equivalent of an audio book?’ And | knew that because of

MP3 technology, they would all fit on one CD. | knew these facts from my niche.

So | thought, “If | could make a software that would make it very easy...” Infact, I'll
demonstrate what’ s involved with building this product that you' re looking at.

Here' sthe compiling. What itis, | tell the program to pull up all of those audio files, and it lets
me know that | have alimit of 720 minutes on one CD. That’s how much you can burn on one
CD.

So | told it to add, in sequence, all those different audio files. And | can put text in here. | don’t

know if you can seethat. And we took the banner from.... Isthat your question here?
Brett: Not redly.
Mike: Oh, how did I know how to create this product?

Brett: Yeah.
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Mike: | wanted to show them what it does, because | had to think this through, of what | wanted
it todo. Then | went to RentACoder.com and typed up awhole description of how | envision it.

In fact, | drew arough sketch in a graphics program of what | wanted it to look like.

And the true story is that within an hour, | had four or five bidders from al over the world

saying, “| can build your product for $100,” “I can build it for $75.” It was just unbelievable.

And then quite honestly, thisreally touched me, | found a young man in Sophia Bulgaria, named
[lliaYordinoff. And he said, “Mike, | want to do your audio products. | love audio!” And |
said, “Okay.” And | think I bid $200. In about three weeks, there it was, it was done. He did

front-and-back music for it, and he’ s working on another project for me.

But he told me, in Sophia, that the average salary is like $300 amonth. So | just put him on a

$200-a-month retainer and he just does anything | want him to.

Brett: Soyou just tell them what you actually want? Y ou tell the programmer, “Here’ swhat |

want the program to do for me?’

Mike: The more descriptive you are, RentACoder islike Ebay for programmers. Instead of you
putting up things for sale, you tell people. The more descriptive in your mind of what you want

the software to do, the better your results.

| was very descriptive. | knew exactly. And when it didn’'t do what | wanted it to do, | knew
how to tell him, “It’s not doing what | want it to do.” But it was a communication back and
forth.

And one thing that’ s good about RentACoder, which is not really in the realm of my presentation
but I'll do it anyway, isthe fact that they handled the money. They are kind of like the escrow
account. So you pay them. And until you’ re happy, the programmer doesn’t get his money.

So you're protected, he's protected. He knows the money’s good. It’skind of like a PayPal
protection of the finances, and you own the source code. That’sthedeal. If they'rea

RentACoder programmer, it’s your software, asif you created it yourself.

So it’s a phenomenal way to make a product in your niche. Just observing the other bidsis very

fascinating.
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So anyway, Audio Compiler, those are all my things. And if I’ ve still got another minute,
RentACoder.

That’s my presentation, folks. | hope that you’ ve gotten something informative, you enjoyed it.
| hope you believe that audio is aviable way to get rich on the Internet or do the things that all
the guystell us here.

Thank you.

I’ ve got some sheets of some of the products that | sell, that will help you be able to do this. |
want to be completely honest. These are hard products that are available herein Australia.

Some of the things, if you bought them from me, we have the shipping issues from the US.

Right now, thisisa US unit using a step-down converter. | know that they make the power

converter. Thisunitissold in Australiaidentically with the Australian power unit.

The only advantage that you could from waiting to order from me and taking the time to have it
shipped is, in research, the retail on thisis about $1,195 Australian and it retails in the states for
$595 US.

So | don’'t know what they’ re pulling there, but | could save you some money.

But at any rate, whether you get it from me or not, it’s atremendously powerful unit. And one of
the things that I’ m not about trying to make alot of money selling equipment. | want people
recording themselves, because the support and the things that | see as the future for audio is|

want you to know I’m aresource for that.

At any rate, there' sthe equipment. It was alittle challenging. | tried to make an arrangement
with an Australian company, and evidently they said, “I don’t know what you' re up to, mate,”

and they wouldn’t get back to me.

But that’s okay. My vendors with these microphones, they go, “Who are buying these

microphones?’ | said, “What do you care?’

Thereality isthe whole industry that makes this equipment thinks their market is musicians. So
they don’t think that there’s aworld of information marketers out there that can use this

equipment.
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I’ ve had conversations with the president of Edirol, and he goes, “Hmm. Thank you. Good idea.

WEe're going back to the musician market.”

It's even labeled guitar input. Well, if you want to plug your guitar into it, you can. But

regardless.

So | fedl likethegigisover. | felt for Tom. I’ve gotten to do this a couple more times.
Hopefully, I'm getting better at it. But | remember that first time. They say it's one of the
biggest fearsin the world is public speaking. Itis. But I’'mkidding. It'sfunny now.

Here we go.

Now, I’ve aso got one other quick invitation, and I’ll let you go. You've got to see Armand’s
thing. You've got to come to our biggest sing-along fun party after the thing. 1’m going to be

hosting that. | sing any song you like, and you can sing along — aslong asit’s Beatles.
Brett: Thank you, Mike. Well done.
Mike: What's this about not singing along?

Brett: Youdosing. Therewasn’'t money riding on that one, was there? You'retrying to save

me with Ted, aren’t you? Thank you.
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