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Pty. Ltd. (Austraia) All rights reserved. No part of this book may be

reproduced, stored in aretrieval system, or transmitted by any means,
electronic, mechanical, photocopying, recording, or otherwise, without

written permission from the copyright holder(s).

Disclaimer

The advice contained in this material might not be suitable for everyone.
The author designed the information to present his opinion about the
subject matter. The reader must carefully investigate all aspects of any
business decision before committing him or herself. The author obtained
the information from sources he believes to be reliable and from his own
personal experience, but he neither implies nor intends any guarantee of
accuracy. The author is not in the business of giving legal, accounting, or
any other type of professional advice. Should the reader need such advice,
he or she must seek services from a competent professional. The author
particularly disclaims any liability, loss, or risk taken by individuals who
directly or indirectly act on the information contained herein. The author
believes the advice presented here is sound, but readers cannot hold him

responsible for either the actions they take or the results of those actions.
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Ted: Well, that’sit. | am ready, and everybody’s been real patient. But
here'swhat | have to ask you to do, Brett. Y ou've got to give usthe lead-
in asyou gave before. Because what we're really interested in isthe topic
that you announced — how to sell high-priced product from the internet and

make four times the profit for a quarter of the cost, a quarter of the effort.

Brett: Yeah, absolutely. | want to cover the reasons why you actually

want to do it, for a start.

Y ou don’'t need avery high conversion rate to make alot of money on the
internet, when you’ re selling high-priced products. Everybody talks about
maybe getting a 1% conversion rate when you send out an e-mail, or a1%
conversion rate from awebsite. And sometimes, that can be hard on the
internet because conversion rates tend to go down. Direct mail is generaly
double the conversion rate of what the internet is. So conversion rates can

be an issue.

So with a high-priced product, that means you can actually have a
conversion rate sometimes of maybe .5% or even less. And because you're
selling something at let’s say $2,000 instead of $20, it doesn’t take many

sales for you to make a fantastic weekly income.

But there’ s actually another benefit there. It's easy to get JV partners, joint
venture partners. Because on the internet, one of the best ways, the
guickest ways to actually make some money or to get abusiness running is
to have ajoint venture partner who will help promote your product to their
database.
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If we go to someone with say a $20 product and trying to make awhole
heap of saleswith that, and somebody comes along with a product that’s
maybe $2,000, you're in awhole different league. And the joint venture
partner can see the dollars. They know their mathematics. Doing a vV
with you at $2,000, it’s not going to take too many sales to make a whole

lot more money.

So it's much, much easier to actually do business when it’s a high-priced
product, in alot of ways. And if you want to talk numbers, it’s easy to sell
one product at $2,000. Let’'s say one product aweek at $2,000, thanitisto
sell 100 products at $20.

Ted, you've been in direct mail. Y ou know how the numbers work. It's
aways easier to make less sales than it is to make more sales. And what
we try and do is try and up the price rate, so you can make a much, much

better income.

Another thing, too, isit's actually easy. Let’ssay you don’t have your own
product, at this stage. It’'s actually easy to find products on the internet
which are selling for around $2,000 to $5,000. And I’'m talking things like
products, but seminar ticketsaswell. Y ou could actually sell those tickets

for them for a price cut, sort of a portion of that price.

So it’s easy to find products for which the marketing really, really sucks, to
be honest. It really sucks. Soit’s easy to go in there and actually apply

some of the techniques I’ m going to show you today and start making some
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sales for other clients. And then you can start to get experience on how to

actualy do it for yourself.

Ted: Could | ask you aquestion? | just happen to be reviewing the sales
statistics for the World Internet Summit, the one we did in Sydney,
Australia, and | saw several namesthat | didn’t even know. | knew the
name, because I’ d seen the name. But asfar asthe person, I’d never met
them, never talked to them or anything. And they were selling five, six,
seven of these seminar seats that you were talking about, which are going
for about $2,000.

Y ou have to have alot of connections to make that kind of money on those
high-dollar sales.

Brett: That'sactually apretty good example there, Ted, because one of
the seminars I’ m involved with right now, one lady has come along and she
sold threetickets to the event. And aticket, at thisevent, islike $1,749.
She's actually paid to come to the event itself. So she’s actually going to
try and earn some money before the event. And just by telling some
friends that she had on her e-mail list, she sold three tickets, of which she
got 40%; 40% of $1,749 for just sending an e-mail.

What I’'m going to tell you about today ...

Ted: Over $2,000, by theway. 1'd say she' spaid her ticket for free.
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Brett: That'sright. So she'scoming for free. But here's probably the
greater lesson. She's actually learned the power of selling a high-priced

product.

Now, I’m not saying that it’s bad to sell low-priced products, because |
have those aswell. What | want to try and say is the edge, the edge on

trying to make more money from the internet with less effort.

If you make just $2,000 aweek, I’ m sure you might agree, as alistener,
that’s an okay income to start off with. Here’'salady who's actually sort of
tagged on our sort of promotion and using a few little techniques that we
taught her, which is part of the affiliate program, and she's made over
$2,000 before the actual event.

But more importantly, she’s learned that lesson about how to actually make

money much, much easier because of a high-priced product.

Ted: That'sgood. That’sgood. And there does come a change when you
actualy doit. Doesn’t there, Brett?

Brett: There comes achange, Ted? You mean in the way we actually

market a high-priced product?

Ted: No, | mean thislady has now seen that it's possible. |I’'m not saying
that she ever thought it was impossible, but I'd say alot of people, when
they make their first real money online —and surely, aquick $2,098 is real
money — then they believe that it'sreal.
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Brett: Yeah. Often, the biggest barrier is believing that you can actually
sell something for let’s say $1,000. That can be areally big barrier to you
mentally.

I’m hereto tell you, you can sell products on the internet for much, much
higher prices. I've tended to sort of drift that way because I’ ve had clients
come to me, and they’re obviously challenged about selling products for
$2,000, $3,000, thinking that it can’t be done on the internet.

It absolutely can. Forget all of the sort of myths that you may have heard
about. Itisabsolutely possible. And, infact, | believe you can make more

money that way than any other method, very, very quickly.

Here'swhy. The principles still apply. I'm going to talk to you about
some things alittle bit later onin thisinterview. And Ted, if you don’t ask
me the question, I'll certainly try and remember to bring those up. But
there are certain principles that we' re going to apply on awebsite, which

work no matter what the priceis.

So if you can take these principles, get good at them, you can start to move
up the chain from the lower-priced products and move up to a $100
product, to a $500 product, get your experience up, and then move on to
$2,000 products because the same principles apply. And that’swhat’s

exciting.

Ted: Thatis. And | want to approach you now, Brett, as a“newbie,”
someone who hasn’t gone beyond the $100 threshold because | think most
people begin that way. What do | do next? How do | do it?
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Let’ssay I’'m selling a course on covert hypnosis. In other words,
hypnotizing people and they don’'t even know it’s happening. It could be
anything, but I’ ve been selling it for $97. And now, I’m listening to Brett
McFall and I'm getting fired up about selling this. Y ou’ ve been throwing
figures like $2,000 and $3,000. What can | do to do that? What type of
products do | haveto have? Can| still deliver them digitally? And what if
I’m not all that big of an expert, etc., etc?

Brett: Okay. I'll try and answer afew of those questions there for you,
Ted.

Say you have a product, and let’s say it isa $100 product. Maybeit'sa
$97 product, a hypnotic product. There are many things you can do to
actualy sell it at ahigher price. I'll talk about the product first, then I’ll
talk about the marketing.

In terms of the product, you can do things like adding to the product. Let’'s
say that it'samanual. Or perhapsit’s adownloadable audio file, or
something like that. What you can actually do, if it'san audio file, you can
do little techniques like this. Y ou can take every word of the audio file and
have it transcribed, which means you have someone actually type every

word on the audio file and turn it into a separate manual.

Why would you do that? Because some people like to listen, but al'so some
peopleliketoread. Andif you leave those guys out, you could be losing
like 30% of your market by just having an audio product but not having it

written down in atranscribed form.
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I’ve actually done that with many products, where | actually just interview
an expert for one hour. | have that interview then transcribed into a
manual. Now, | can effectively double the price, if not more, just by
adding the manual. But the interesting thing is the actual cost on my side,
for creating that product and producing that product, is maybe an extra $5.
If we were talking in direct mail term, physical product, it might cost me an
extra$5 for the extramanual. But yet, | can actually double the price of

the whole package.

Ted: If we'retalking digital terms, you might include, in addition to the

recording, you might include a PDF for an e-book of the document.

Other than getting it transcribed, which could cost a couple hundred bucks,

you don’t have any expense, do you?

Brett: Thisisthething. Thisiswhy | start with direct mail first, because
that’s where most of your costs are. So it’s like the conservative

environment.

Take it to the internet, and suddenly it costs no more to provide that extra
document to download the transcribed version of an interview. But it

doesn’'t stop there.
Ted: It still has perceived value, though.

Brett: It still has perceived value, because every single word is captured.

That'sright. But it doesn’t end there. How do we get people to pay $1,000
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for aproduct? Arewe ripping them off? That could be avalid question.

Are we ripping them off?

All we're talking about here is about value. Y ou can do things like you can
create extralittle bonuses to go with the product. There's nothing stopping
you from exploring every single angle of your product, in order to add

bonusesto it.

For this hypnotizing product, there's no reason why the person producing
the product couldn’t actually ring up some people who have actually had
the actual course for awhile and ask them what their thoughts are, what

they’ ve learned about it, what they’ re doing now because of the course.

It would be easy to create an hour interview like that, with just some past
customers of the product. Again, there's another added bonus. It could be

an audio, which then would be transcribed as well.

Then, there’ s nothing stopping you from adding to it by actually
Interviewing some other experts about it and getting their opinion on it.
Y ou may just be offering a product with one view of hypnotherapy, and
these guys may have another view of it. Andit’'sall interesting to the

customer.

So what you' re doing isjust adding and adding and adding. Now, the
fantastic thing about the internet is you’ re not actually adding much cost to

your package at all. Becauseit’'s downloadable, the cost isvirtualy zero.
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But the perceived value, when you're actually selling the item, isa huge
package of products. It'svery simpleto diversify. Looking at it from all
different little angles like that is how you actually increase the value of the

product.
Let’stalk about the marketing now.

First thing | want to tell you is here’ s what you need on your website, guys,
If you want to sell something at a higher price. You need what we call a
salesletter. A salesletter. And | just liketo call it aletter because here's
thething. Believeit or not, aletter to your customer will sell better and
more effectively than an ad to your customer. We don't like ads, but we
don’t mind letters. And I'm talking like a letter, it just reads from like you
to afriend, from you to a brother or sister; asimple, nice, understandable
letter on aweb page. And |I’'m talking so basic here, Ted. And you've seen
some of the thingsthat I’ ve sort of been doing lately. And you know what

Is happening around the world as well, with some of the experts.

A basic letter on apage, it even has like adark border around the outside,
and that isit. It'sjust ssimple communication. And that is the system that
you need to use if you want to sell a high-priced product.

Why do you need aletter? Because aletter is simply selling in writing.
Your letter is basically like a salesperson walking up to the front door of a
person’ s house and trying to sell them the pots and pans. That'sreally
what it is.
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So what you need isafull sales argument, and aletter will talk them
through it.

So if you're selling a product for $1,000, you' re going to need alittle bit of
explanation there to your customer, or your potential customer, in order to
get them to justify the $1,000. Right?

So aletter takes them through why it’ s important to them, what they’re
going to get if they do buy it, all the benefits, all the features. And then it
would talk to them about how the actual purchaseisrisk-free. It might
actually show them some proof of what other people have done with the

product.

And on the marketing side, that sales letter isthe key to selling anything at
high price. It isabsolute gold for you.

Y ou could have asalesletter, and I’ ve had one working for me for the past
two and a half years, that has made me $248,000. One simple, eight-page
sales letter. And people come to me and they say, “Do these sales |etters
really work?" They just cannot see how it works. They see them on the
internet every now and then. They might receive aletter through actual
direct mail. The same principles apply. And they’re asking, “Does it
work? Who's going to read all that stuff?’

WEell, the point is not everyone is going to read aletter on your website.
But here’ sthething. We work off percentages of say 1%, which means
99% of the people who see the letter don’'t buy. And that might sound

terrible to the uninitiated business owner. But we' re only focusing on 1%,
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who actually will read every single word you write because they arein
your target market. They are hot for your product. Y ou’ve targeted them
properly, so they’re getting the message they really want to hear, because
you' re going to the right people. And that’s another important part of the
marketing. But they’ re going to read every single word.

So if you ask me, “Does everybody read this stuff,” no, they don’'t. But 1%
do, because they really want to — and they buy. And 1% of any sort of
database, selling something at $1,000 or $2,000 can make huge dollars for

any businessperson.

Ted: | agree. | agree. Hey, you brought up a couple of good things.
Number one, first of all, as you know, many people are on the webcast. Do
you have awebsite or two where people could look at along-form sales
letter like you might be talking about?

Brett: Surecan. I'm glad you brought that up, because examples just
make it concrete. Would you like to go to a website which has made over
$85,000 in the past three weeks?

Ted: Inthelast three weeks?

Brett: Yeah. Would that be okay? Okay, here’swhere to go, folks. You

go to www.AmazingM um.com. AmazingMum.com. That’s not

AmazingMom, for the Americans, it's AmazingMum.com.

We've virtually done very little with that site whatsoever, other than let a

few databases know viae-mail, Ted. And on that siteis abasic sales |etter.
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Everything I’ ve talked about up to now ison that site. It hasn’'t even got

any of these audio tracks on there.

| have dumbed down that site to its absol ute essence, which is the actual
sales process on the actual website, on the letter. There'sno audio. A lot
of people talk about audio, and | have no problem with audio. | actualy

useit and | think it’s fantastic to bring the site alive.

But | wanted to prove to people how simple this can be. That one has
made over $85,000 in three weeks, and we haven't even started really using
that letter to itsfull potential.

Ted: That will be great. | can’'t wait to see what it does, whenever you do

start to use it to its full potential.

Brett: Sure. Would you like another one? Would you like one that made

about $1-million in about six months?
Ted: Lovethat.

Brett: I'm preaching to the converted here. Okay, here’'swhere to go,
folks. Writethisdown. I'll read it first, and then I'll actually go back and
do it letter by letter. It'sVital-Link.com.au/event2.htm.

That letter, which is on that site, has made well over $1-million in the past
six months alone. And the exciting thing about that one is that will keep on
making it, aslong asit’s seen by people. It will just keep on ticking over
and over. Pretendit’slikeaMcDonad' s franchise, sitting on the corner of

abusy street. It just ticks over, on and on and on.
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Isn’t that an exciting thing to have? It might just be 2,000, 4,000 words,
but it's absolute gold. It'slike atreasure chest. It just keeps on working

and working.

Ted: That'saphenomenal thing. You're telling us about how to work and
make alot of money with high-dollar products. But what you'rereally also
saying — and, of course, it would be natural from you —isit’s the power of
words, the amazing, incredible power of words that converts people to

spend that kind of money.

Brett: Yeah, absolutely true. Y ou can talk about products all you want.

Y ou can talk about your JV’s all you want, and all the other internet
marketing strategies. If you do not have the words on your web page right,
it'sal for nothing. Itisthat important. It’sthat powerful.

| tell people, and it’s actually true as well, you can absolutely earn as much
money as you want in your lifeif you learn how to write sales messages. It

Isthe most exciting and powerful skill you will ever develop.

How would you like to be able to write yourself a holiday to Disneyland?
How would you like to be able to write yourself a brand new Mercedes
Benz or write yourself a new house? That’s what can happen, once you
know how to be ableto sell on the internet, viawords, but also selling
higher-priced products. That’s when everything really goesin your favor,
when you’ re selling high-priced products. And that’s the power of it.
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Ted: Incredible! Let me ask you one other thing, though, that you were
talking about, that came up from what you were saying. Y ou were talking
about targeting and getting your message in front of the right people.

Today, | would like to get your opinion on spam.
Brett: On spam? Did you say spam, Ted?

Ted: Spam, asin like too much spam on the internet.
Brett: Oh, yeah. Okay.

Ted: Andredly, of course, I'm relating to the effectiveness of a message.
What is your opinion? You're actively involved, and | know you are not
spamming. But how does it relate to being atarget market and why isit

not working? Clearly, spam is not working.
In addition to being now illegadl, it just isn’t effective. Isthat not correct?

Brett: Well, here’s my thoughts on it, Ted. | think that, actualy, spamis
effectivein afunny way. It iseffective for the scumbags out there, the
gutless people who actually want to spam and send e-mails to millions of
people who have no idea they’ re supposed to get it, have no desire for the
product. But you know what? The old percentages start to kick in. If they
get .2% of people that actually take them up on their offer, | believe they
actually do make money.
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So interms of dollars, yeah, | think it must work. But here' sthe deal.
What are the consequences of doing that? Yes, it'sillegal, but it’sjust not
right to do for astart. And it isterrible marketing.

The consequences could be you end up injail. That’'sthe worst it can get.
But it'sjust so bad. Why would you spend so much effort offending
millions of people, when you don’t even need to talk to those people. You
can just talk to as little as maybe 50,000 people of someone else’ s database

or you might actually have to place alittle ad.

So when someone does a search for your word, Las Vegasreal estate might
be something you're selling. When someone typesin that word, your ad

comes up on a search engine.

Then, those people you' re talking to are the ones you want to. Y ou’re not
breaking any rules. Y ou're not offending anyone. You'rejust talking to

the people that want to hear you.

It' s just good marketing, to make sure that you target it right. It will take
less effort, it will take less money, you’'ll make more money, and you'll
never be in danger of doing something illegal and getting in trouble. You
can get shut down. Y ou can get shut down, no matter where you are in the

world. Your businessislike gone.

Here' s another thing about the internet community. If you start doing
something wrong on the internet, it travels like wildfire. And if you're

sitting here trying to work ahead to sell a high-priced product and you dare
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go into those sort of waters, it's going to be all over the internet about what

you' re doing and you will not get asingle sale.
So it’ s dangerous territory, and | thoroughly never, ever recommend it.

What we' re talking about here is getting the marketing right and finding the
people first; finding the people who are right for your product or service.
That’ s when your response goes through the roof. That’s when you make
real money — real money you can take to the bank. And it’sall yoursto
keep. No having to pay fines, just keep it nice and clean.

Ted: Soto find those people, you have spoken of joint ventures as being a
primary tool. So how do we go about finding those joint venture partners,

which seems to be alogical question?

Brett: Yeah, very easy. You can do many things. A) Y ou want to get on
the databases of some of the people in your market. One of the biggest
ways to market yourself on the internet these daysis to have your own e-
zine, which isanewdletter. So alot of the guys who may be your
competitors or in your market, may actually have their own newsletter. So
you want to get on their database and find out what those guys are doing
and just listen to them. Because once you understand them, it makes it
much easier to approach them to do a vV deal because you know more

about them and their company.

But a simple search on using a search engine like Y ahoo or Google will

find you other companies or other products to actually JV with. Y ou want
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to ask yourself, “Who has my customers already? Who already is selling to

my customer and may just want to sell them to me?”’

If you're selling tennis rackets — and I’ m going to choose something which
isahard thing to sell on the internet, tennis rackets — who else has your
product? Who else has your customer? Would it not make sense that
tennis schools might have your customer? Would it not make sense to go
and do a JV with tennis coaching clinics? Because those people might just

need tennis rackets, at some stage.

Would it not make sense to even approach school, because they might need
them for physical education classes? Would it not make sense to approach
gports stores and try to JV to their databases, to try and sell your tennis

rackets?

Now, in amatter of 15 seconds, we' ve already got three different markets

that we could approach to JV and be able to sell your product to.

Ted: Wow! And those are huge markets, also, when you really think
about it.

Brett: Yeah, that’sright.

Ted: Like schools, how could you run out of schools? There'sa

constantly renewing population every single year.
Brett: That'sright. That'sright. Yeah.

Ted: Cool!
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Brett: I'd actualy liketo seeif | can tell you some things here, which |

think are really critical, Ted, to selling something at a high price.
Ted: That’swhat we want to hear, Brett.

Brett: There'stwowaysyou candoit. I'll come back to thisin a second.
Let’s say you can't sell your own product. You haven't got a product to
sell at $1,000 or $2,000. Y ou can approach other people who are already
selling them, and offer to sell their package for them. If they're selling
something at $2,000, you' re going to take the affiliate approach because
you' re going to try to say to them, “I want to bring customers your way. |
want to actually sell your ticketsfor you. And all | want back is say 30¢ on
thedollar. For every dollar | help you make, al | want is 30¢. Does that

sound like afair deal ?”’

Most entrepreneurs can see the mathematics there, that they cannot lose.

It's not going to cost them anything, they’re only going to make money.

Now, we have aguy herein Australia, his nameis John Singleton. In
America, you probably don’t know him. But he’s worth around $214-
million here in Australia. And he's been in advertising most of hislife, and

afantastic marketer.

| was just reading about him recently, how he made his fortune was he
would go on radio and he would take a product which was selling for
$2.50, and he' d ask the actual company, the actual supplier, if he could
have 25¢ for every one that he was responsible for selling.
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So he might pay for the actual radio ads, and then he'll get 25¢ more of the
profit.

Now, what happened is the products went on to sell hundreds of thousands

of them. So he made his millions by taking a slice of the action.

So what can you learn from that? It means you can approach companies
and entrepreneurs who are selling high-priced products, and offer to sell
tickets for them, at no cost to them, just for a dlice of the actual profitsyou
help them make. And that’ s when knowing how to write a sales | etter on
your website comesin very, very handy. That’swhen you can actually
create your own website, write aletter on the page, and when it comes to
the order link, you send that through to the actual company. So that’s one
way to really get started.

Let’stalk about your own product. Let’s assume you have something

that’ s about $1,000. Perhaps it was maybe $300 yesterday. Y ou’ve added
valuetoit, like we talked about at the start of thiscall. And now it’sworth
maybe $1,000.

| want to tell you something. You've got to use asalesletter. |'ve already
said that. You've got to use asales letter. But the second thing is| want
you to leave al of the branding, all this branding — and excuse my language
here, Ted — branding crap to the big boys, and all of thisimage stuff of the
idiotson TV.

| don’t know about in America, but here in Australia we have showson TV

here which try and tell us how important branding is and your image, and
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you should be spending thousands and thousands of dollars on your logo.

It'sjust not true. Absolutely not true.

What I’ ve told you up to now, asimple letter on aweb page isal you need.
It'sall that communication. That stuff can come later, if you have the

budget for it. But don’t waste your money in that area.

| had a guy come to me, and I’ m not going to mention his name because |
have great respect for him and we talked just last week. When you typein
my name into a search engine, Peter Sun’s name into a search engine, Chet
Townes into a search engine, guess who's sites come up first? His. His
sites come up the very first. Any of those stars' names, and you can typein
people like Jay Abraham, | believe. Typein hisname in a search engine,

and his company comes up first in the search engine.

Heistechnically brilliant. Helives herein Australia. And hissitesare
absolutely first in all of the search engines. He's so smart, he knows how
todoit.

But guesswhat? He's hardly making a cent because he doesn’t have the
marketing side covered. He'sfirst in all the search engines, but cannot
make acent. | can't believeit. I'm going to talk to him and actually work
something out with him over the next six months to try to help him out
there. The salesletters are not working on the site. He's not using the very

simple thing | just talked about, a sales |etter on a web page.

© MMIV WorLp INTERNET INC. & WorLD InTERNET CORP. P1Y LTD

Page 22 of 46



So he'sfirst on all the search engines, being seen by millions of people.
But the sales letter isnot in place and it’ s just not working for him. Hardly

making a cent from all that good effort.

So that’ swhy | say the search engines and everything is all great, but it

means nothing if you can’t get the sales letter working properly.

Ted: That'sit. You'retalking about our typical marketing problems.
There stwo separate issues here. Obviously, with his search engine
optimization, he's getting the targeted traffic. He's found his market,
because people do not go and type in specific words in a search engine if

they’ re not interested in that topic.

But now, here' sthe whole story. People have asked him to hear his
message, and he cannot convert them. On the internet, we call, number
one, and even better, targeted traffic which comes off a search engine.

Number two, conversion.

And that’s, of course, what you' re saying, where the real power of a sales

letter is.

Brett: Absolutely, yeah. You'retalking to Brett McFall, and his actual
site’ s got before mine. Mine might come two, three or four down the
actual search engine. But mine would be kicking his butt, so to speak, in
terms of sales. Simple asthat. And that’swhy the salesletter is so

important.
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Ted: Let meask you. We know that we got together this evening or this
morning to learn about high-priced products, and you'’ ve identified copy as
being real important. What are some of the hottest tips that we could know
as people who are trying to write our own sales letter, write our own web
page? And | amost hate to say it, but some people call it astruggle. How

do we make that easier?

Brett: Well, the good newsisit’s actually quite ssmple. Here' s one of the
biggest tips | can tell you about selling high-priced products. What to
actually put in your sales letter, so you can sell something for $1,000,
$2,000.

What they areis—thisis one of my favorite tools ever — bullets. Now, if
you don’t know what bullets are, bullets are simply little short statements
of fact, and they might have alittle dot at the start or atick, or some sort of
symbol at the start. It'salist of things down a page, and they’re called
bulletsin theindustry. And abullet, basically, you need to make your

bullet make the reader curious.
Let me give you a bad example, first.

A bad bullet is something like let’ s say you' re selling an information
product, because really there is no other product to sell other than
information, as far as |’ m concerned, because there's so much profit in it
and so little cost. So information products are the key. Y ou've got to sell

those.
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But a bad example of bullets, in terms of information products, isin this
package you get two audiotapes, one videotape, one manual, one three-ring
binder manual. They’re bad bullets.

Why are they bad bullets? Because they don’'t exciteyou intheleast. A
sales letter is all about exciting the prospect. It’s not about hype. It isnot
about hype. It's about exciting the reader to the real benefits of what
you're actually selling.

Good bullets, we' re talking about advertising and how to write, so let me

show you the example of these bullets, which sort of jump off the page.

If you're going to write a bullet about an information product based on

advertising, here’' s what they might be:

Why the advertising you' re probably running right now iswasting you

thousands of dollars, and what you need to do to turn that loss into cash.
How to turn a sleeper ad into a blockbuster in just five lines.

The powerful tool which becomes your own unigue product and customer

magnet, page 133.

Ted, I'vejust read you three bullets, and they’ re bullets which create
curiosity. Because we haven't actually identified what the actual real
answers s, we' re talking about what the actual benefit of the answer is.
How to turn a sleeper ad into a blockbuster ad in just fivelines. We're not

telling what the actual five lines are, but we're just telling them that it can

© MMIV WorLp INTERNET INC. & WorLD InTERNET CORP. P1Y LTD

Page 25 of 46



be donein five lines and that we are going to reveal how to do it in the

actual product.
That’ s the secret to bullets.

Ted: If I'mapotentia buyer and that hits with me, that resonates, |
actually am motivated to buy your high-priced product, so that | can buy
that and get that information.

Brett: That'swhat it'sall about. It's about getting those benefits.

If I could tell you how to get movie and TV stars to help you sell your

product or service, would that be interesting?
Ted: Ohyeah, it sure would.

Brett: If | told you how to get hundreds of prospects to seek you out,
would that be interesting?

Ted: Very interesting.
Brett: And| haven't told you exactly how I’'m going to do that, right?

Ted: You'reright. Just the saying, not even the how, just the saying is
what we'rerealy...

Brett: That'sright. And your brain goesinto overload. It goes, “Wow!
I’ve just got to know that.” And sometimes, I'll write up to 50, and
sometimes 100, but maybe about 50 bulletsin a sales letter because | know
that just one of those is going to catch my market. | can’t look at which

oneit is because different bullets work for different people, but it might
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just be one bullet out of that 50 that absolutely has them going crazy. “I’ve
got to find that out,” because they can see the potential. Their mind goes
crazy with all the amazing things they’ Il be able to do once they know how
to do that certain bullet.

That’s one of the biggest secrets | could ever give you about selling high-

priced product s. Powerful bullets, which create curiosity.
There' sonly two types of bullets, folks — me bullets and you bullets.

The me bullets are all focused on you. As| said before, two audiotapes,
one videotape, one manual. Y ou bullets are all about you, the customer.

You'll find out this, you'll discover that.

That’ s the difference which allows you to sell something at a higher price.
And that isvery exciting. Isn'tit, Ted? Just that one little technique. I'm
going to give you a couple more right now. But just knowing that alone,
just knowing how to write bullets and knowing that you need them, you
can actually just write a headline to the site or the letter, alittle introduction
saying, “Dear friend, if you’' ve ever wanted to know how to do XY Z, then

this could be the most important message you ever read. Here' swhy.”

And then, you could actually go into alist of all of the bullets, 50 bullets
straight in, if you wanted to. That’savery basic way of actually writing a
sales letter.

But just to get the bulletsright is so powerful.
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Ted: It's so much more exciting, too. What you classified asa“me,” this
IS our company, thisis how long we've been in business.” It sounds like
research, and nobody likes boring research. But “You'll get thisand you'll
get that and you get this, it s alittle bit more action, just in the creation.

Brett: That'strue. That’strue. The point to remember isthe customer is
not interested in you, at all; how many trucks you have in your yard, how
many delivery vans you have, how many seats you have in your hairdresser
salon. What'sin it for them, that’s the whole thing. Always, what’sin it

for them.

Ted: They don't care that you have 25 seats. They want to know that they
can get in, see somebody within 10 minutes, and get out within 20 minutes
after that.

Brett: That'sright, Ted. What good is 25 seatsin ahair salon when |’ ve

only got one bum?
Ted: Yep.

Brett: Let me give you something else, which makes it much, much, much
easier to sell something at a high value - $1,000 to $2,000, even more. And
that isthis. Y ou want to blow people’ s minds with high-value, low-cost
bonuses. And I’ m talking about adding value with information products.
Again, they’re the only bonuses you want to have, because the valuein
them, the inherent value can be hundreds of dollars, but yet the cost islike

maybe $1 to you, perhaps even lessif it’s electronic.
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Y our goal isto blow people’ s minds.

See, the sales process, let me just give you a demonstration of this, Ted.

Can | ask you, do you own a mobile phone, a cell phone?

Ted: Oh, sure.

Brett: Okay. Can| sdll you one at $2,000 right now?

Ted: Not achance, because | know what the competitive market is.

Brett: Okay. So you're saying you don’t want a mobile phone from me.
I’m selling it for $2,000, and you' re saying you won't buy it fromme. Is
that right?

Ted: Not unlessthere's some other extenuating circumstances.

Brett: Okay. Let’'s see how rock solid you are on your convictions here,
Ted.

What about if | wasto say, “Buy my mobile phone, my cell phone for
$2,000, but I'll aso throw in $300,000 worth of free land?’

Ted: Well, of course, | would immediately go skeptical and say, “How
could you do that,” and look at the land.

| can tell you this, though. Provided the value was afraction of what
you're actually saying and claiming, it would make that $2,000 cell phone,

mobile phone, an incredible value. Wouldn't it?

© MMIV WorLp INTERNET INC. & WorLD InTERNET CORP. P1Y LTD

Page 29 of 46



Brett: Now, hold on. Have you just changed your mind there, Ted? Are
you almost saying yes to buying my mobile phone, my cell phone at
$2,000?

Ted: I'mamost saying, “I’ve got to get the money out of my pocket so

fast that you don’t have time to change your mind.”

Brett: Okay, now that'saredly silly example, but | use that to underline
the fact that it’s all about the offer.

If 1 really had a $300,000 house and land package here sitting for you, and
| was offering that as a free bonus if you bought this phone for $2,000, how

many phones do you think | could sell?
Ted: | think you could take over the market.

Brett: Couldn’'t | just outsell everyone else out there? So as many phones
as| want. And that would be with no advertising agency, no big budget, no
big corporate website, nothing. Just that little offer alone, and | wouldn’t
be able to keep up with the amount of mobile phones | could sell.

Ted: And not only would you affect the people that you could directly
influence, but that kind of an incredible offer, a blow-your-mind offer,
would preclude or would initiate or strike up viral marketing. In other
words, others would tell others about that kind of a deal, wouldn't they?

Brett: Absolutely. So the overall principle —and thisiswhat it al comes
down to —the offer isking. If you're selling something for $2,000 but you
can find bonuses that are worth $2,000 and much more than $2,000,
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suddenly it’s not a matter of whether | can afford it. It'slike, “When can |

getit?” Thereis so much value.

| remember for our World Internet Summit in February, we offered
bonuses of $7,000. But the price itself was around $2,000. That’s a good
example of what we call “bonus overload.” Y ou just keep adding bonuses
and bonuses and bonuses, which are areally good value for the actual
customer. But on your side, they’re not costing you too much as a business

owner.

| always advocate to sell high-priced products, because there are so many
risksinvolved in being in business. The risks are less when you're on the
internet. But | alwaystry and advocate that you want to keep as much
profit in your business so that you can continue providing that service or

that product to your customersin the first place.

So that’ s why high-priced products are so appealing, | think, to any small

business owner. And you candoitif you just get that offer right.

By adding bonuses, there’ s nothing stopping you. There' s no rules here,
folks. If we'retalking about the internet marketing industry, there are so
many experts you can go to and ask them, “Hey, how can | promote you
for free? Isthere something you' d liketo give me, because I'd like to

promote you absolutely free?’

“From an entrepreneur’ s point of view, they might just throw you a product

or two because it’ s free advertising for them. It doesn’t cost them anything
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upfront. It doesn’'t cost them anything to actually executeit. But they’re

getting their name out there, which will result in backend sales |ater on.

So you can approach experts in your industry and say, “How can | help you
to get more publicized? How can | promote your product at actually no
charge? Look, whoever’s advertising right now, whichever businesses you
know of advertising right now, they’relosing money. An enormous
amount of companies are losing money on their advertising, because they

don’t know how to do it properly.

So instead of taking ads, paying for advertising, paying for marketing
strategies, you come along and say, “Look, I'll tell you what. If you're
going to lose money over there, how about you give me something and |
will charge you absolutely for free? And it can only increase business. It

will never lose you business.”

So what can happen there, folks, isyou can have al of these experts within
your industry giving you things. And if they can’t give you something
physical or electronic, you can make it up. There's nothing stopping you
from ringing them up, taping the call, interviewing them. Simple as that.
Adding all of these bonusesin until a price like $2,000 becomes like,
“Wow! That’sreally good value, because I’ m getting so much more value

In bonuses.”
That isone of the biggest secrets | could ever give you, Ted.

Ted: Man, that’sincredible. You, of course, started awhole string of
further questions. But | want to ask onething. Let’sjust talk. Nothing's

© MMIV WorLp INTERNET INC. & WorLD InTERNET CORP. P1Y LTD

Page 32 of 46



stopping you from calling somebody up, ringing them, and getting a couple

guestions answered.

Now, if a person did that one time aweek, how many products would they

have at the end of ayear?
Brett: 52 products. If my mathiscorrect, Ted, | think that’s 52 products.

Ted: Man, isthat asimple way, or not, to create something that would

have relevance to whatever market somebody’sin?

Brett: So you sell one product on awebsite for let’s say $1,000. But it
comes with 52 bonuses? Then you start writing the bullets about each of
the bonuses and tell them what they’ re going to discover in each bonus.
Y ou would have sales going through the roof. It's absolutely infallible.
Y ou' d have sales going through the roof.

Ted: Itwould, | tell you.

Brett: And that’sthe power of the offer, and that’ s the really amazing
thing.

Ted: Brett, you are an absolute professional, and | know that you deal with
people in corporate board rooms and you deal with people that are calling

you in cutoffs on the beach.

But what isit? Y ou make it sound so simple when you say, “Hey, I'll get a
JV partner, I'll call an expert and ask him for an interview.” But yet, the

majority of people—in fact, | think the US government, | don’t know about
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others —the US government makes advertisers say something to the nature
of “these results are atypical.” And it hasto do not with an ability, but with
execution. What could you say that could help people understand that, yes,
it really isthat easy. Y ou pick up the phone, call an expert. They’re not
going to shoot you, they’ re not going to send out the Gestapo to get you.

It's a conversation.

Brett: Okay. | think | know where you're going with that. Here’'swhat |

would do.

WEe're talking about adding bonuses. If you wanted to interview someone,
one of the best ways to make sure that they say yesisto do this. Let'stake
that example. Let’s say you were going to create 52 fantastic bonuses, one
aweek, by doing interviews and things like that. Y ou offer the absolute

complete reprint rights to the person you' re interviewing.

So when | interview you, you' re listening at home now, | come and |
interview you and it goes for an hour, | give you a copy of that interview
and | say to you, “That isyours to keep forever. You own the complete
rightsto that extrarecording. Sodo|. We'rejoint ownersinit. That
means you can sell it, you can give it away, you can use it as a promotional
item to sell thingsin your own business. That is your own promotional
tool, and it’s my gift to you as a thank you for helping me through this

process.”

So you do that deal with 52 people you might do the interviews with, in

thisexample. But guesswhat? Y ou own the 52 interviews. But each of
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the 52 people only own their own interview. So you're the only one which
has all the rights to the whole package, which gives you total uniquenessin

your market. Y ou're the only one who has everything.

And what’s more, you' re probably the only one who actually knows what
to do with those interviews once you do have them, as information
products. Y ou’re going to have them transcribed and everything, so you
know exactly what you'’ re going to do with them. Whereas most of the
people you're interviewing won't have a clue about really how to sell it,

which is another advantage for you.
So it is absolutely possible.

Your only goal isto try and make it win-win. | alwaystry and search for
the win-win deal. Make it awin for the person you’ re going to interview in

that instance, and awin for you. Simple asthat, Ted.

Ted: I'll tell you what, isn’t there another thing that most people don’t
realize quite distinctly at the end? When they go to interview an expert,
number one, that expert of course has an ego. We all do. But isn't that
expert trying to put themselves out there through every normal medium of
communication that they can anyway? And you come and offer them a

free interview, that you're going to give them rightsto? Why would they
say no?
Brett: That'show ssimpleitis. Would you like me to give you a master

strategy right now? I’ve never talked about thisto many people. It'sa
master strategy. Let’stake thisto the next level.
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Ted: Okay, let'sdoit.

Brett: You gotoanexpert. You' ve aready told usthat they're eager to
do any sort of interviews like that because they want to promote
themselves. Well, guesswhat? That expert might have a database.
Chances are, they just might have a database. And after you've
interviewed them, would it not make sense to offer that interview to their
database, where you both get to keep the names of the people who request

that interview.

So he actually helped you make the interview. It hasn’t cost you athing.
You'vegot agood air interview, let'ssay. And then you say to them,
“How about we actually promote it to your database? It's your database.
They’d obvioudly like to hear what you’ ve got to say on XY Z topic. And
when they do, they ssmply e-mail me on this address, and I'll send them the
CD or I'll send them the download code, and you get a database from that

expert.”

Let’s say that expert has 30,000 people. In amatter of acouple of days of
offering that free bonus interview to that database, absolutely for free, you
might have 500 to 1,000 people, bang, on your database because of that one
interview. And if you do that with every one of those guys you' re actually
interviewing, those people, you can just grow your database — in a matter

of weeks — just through the roof.

Ted: Nokidding. Just think, if you couldn’t do it with all 52, let’s say you
could only get 25 of 500, using your figures. Y ou’'ve created a database of
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12,500 peopl e throughout the course of ayear, and they’re al people who
opted-in, who have a definite interest.

And I’ ve known people — and correct meif I'm wrong or if this doesn’t
jive with your experience — I’ ve known people who made hundreds of
thousands of dollars ayear and didn’t have 12,500 people on their
database.

Brett: Absolutely true. You could do it within a couple of months, if that,
using that one little strategy.

Ted: Man, that'sso great. Brett, you and |, we could go on and we could
talk about this stuff for hours on end. But, of course, we' ve got to be
respectful. Everybody’s kind of expecting it to end up pretty much pretty

SOo0on.

But | would be remiss, since the World Internet Summit is sponsoring this,
World Internet Experts —and you, of course, are our inaugural person,
thank you for that, by theway —1’d beremissif | didn’t ask you a couple
guestions that relate to what you can tell us specifically, not because you're
a super-successful businessperson (because you are), not because you' re
one of the world’' s top copywriters (yes, you are), but because you happen
to be an Internet Summit, an internet boot camp, an internet workshop,
whatever you call it, promoter, a person who sees and deals with thousands
of people coming in and taking off like arocket. Y ou see other people

crashing like they’ ve run out of fuel.
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Give me some insight on that, recognizing that the World Internet Summit
Iscoming up soon. But basically, I'm trying to figure out how do we

become successful, no matter who we are?

Brett: Okay. | could talk at length on that. But let mejust give you my

very simple answer.

If you have a chef in your kitchen and the chef’ s cooking on your stove and
you'’ re cooking on your stove, and you' re going to cook a dish, are you
going to have a better meal on your plate than the chef if you don’t listen to
his advice? Or are you going to have a better meal if you follow his every
step — a chef who' s been cooking for a decade, a chef who knows all about
the ingredients and the right timing for how to cook a certain meal versus

you, who maybe just cooks once aday, let’s say?

What the point I'm trying to make there is, guys, that by learning from
those guys who are already doing it, and even on this call here, some of the
tips might have taken you years to actually discover them on your own.
But because you can actually benefit from my experience, you suddenly
leapfrog all of the people around you because you have this extra
understanding, the same way you would in the kitchen, if you followed the

chef’ s every step, you' d make a much better meal at the end.

The sort of things that I’ m getting involved in, with showing people how to
make money on the internet, we' re basically showing people these are the
best of the best. These guys are not speakers. They’re not professional
speakers. They’'re expertsintheir field. And they actually show you how
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they do what they do. And like you get bombarded with moneymaking
ideas. Too many ideas. That’s our goal, to give you so many

moneymaking ideas.

And we' ve got one person, he just rang me a couple weeks ago, Ted. And
within four months of attending one of our events, is making $300 a day
using just one of the techniques he learned at the Summit. Just $300 a day.

Sometimes, up to $3,000 aweek iswhat he's earning, using one technique.

And all he'sdoneis apply what he'slearned. That, to me, is the secret. It
would have taken him agood five years to learn that on hisown. But to get
it from the real experts, we have to talk to them, shake their hand and say,
“What about these? What about that?’

Suddenly, your whole education, you double your knowledge in the first
few minutes. And then you start to apply it, you triple your knowledge,
and that’ swhen it gets exciting. That’s when action really starts to happen.

Ted: That reminds me — and, of course, | too am abeliever in this—one
time Ron LeGrand, who is one of my instructors and mentors, told me,
“Hey Ted, if you give me $12,000, I'll reveal the secret of X.” Right? My
old brain ran through real quick, like aslot machine. Y ou pull the one-
armed bandit. What do you have, five, six seconds? And that’s how quick
it happened. It calculated it. | paid $12,000, | earned severa million. It's
adonedea.” | had gold bars all the way across the table.
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Brett: So that offer, the offer in your brain was thinking, “Well, that
$12,000 really is a fantastic investment because | can make four, five, six

times that in a certain time period.

Ted: That'swhat we're talking about. When are the next two World

Internet Summit events coming up, for people who are listening?

Brett: Well, we have a special World Internet Summit here in the next six
weeks, actually, herein Australia, August 14" and 15". It’sabrand new
concept. It's called the Underachiever’ s Weekend, where we actually have
one little concept. It’sjust one weekend of one concept, instead of awhole
heap of concepts. And it’s simply for showing you how to make $2,000 on
the internet amonth. That’s US dollars. $2,000 a month on the internet a

month.

What about if you create one of those sites every 30 days and just stack
them up, each site making $2,000 a month? And it requires maybe one
hour’ s work of your time, each one. How soon would you actually be up

and running, earning really good money?

And what I’'m actually doing is called an Underachiever’s Weekend
because the numbers are very low. We'rejust trying to keep everything
nice, basic and simple. And then you can actually progress to making
many, many more thousands of dollars, using some of the techniques|’ve
aready told you about today. But at |east get your feet wet. That's what
that’s all about.
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A lot of people, Ted, they tell me about positive cash flow real estate, how
it might make them an extra $200 a month, if they’re lucky. Maybe $500 a

month positive cash flow.

Well, how about a positive cash flow website that makes you $2,000 a

month every month?
Ted: And will costs me $2,000 if it’s empty for two months, also.

Brett: That'sright. Your real estate investment would, that’s right. But
you don’t have to mortgage the house for awebsite. It's an investment

which you might end up spending maybe $150 maximum, and that’sif it
doesn’t work out. We have these methods and techniques to make sure it

does.

So the costs are absolutely miniscule, and the profits are amazing. To me,
thisisliketherea estate of the future will be on the internet, with these
simple little concepts. And you actually go into business with awebsite,
and that’ s it, and earn this fantastic positive cash flow, which you can then
invest into real estate, if you want. But at least get some fantastic positive
cash flow happening very, very simply.

So that’ swhat we're doing in August, August 14" and 15™. And | think if

you'rein America...
Ted: Do you have awebsite for that?

Brett: Yeah. That'ssimply at www.AmazingMum.com. And the reason

why it’s called AmazingMum is that one of the ladies on there, on the

© MMIV WorLp INTERNET INC. & WorLD InTERNET CORP. P1Y LTD

Page 41 of 46


http://www.amazingmum.com/

actual website, she actually tells you about how she was eight and a half
months pregnant, tired out of her brain, stressed, basically didn’t know her
mouse from her modem, and she’ s actually making $2,000 a month from
home, doing virtually nothing. That’s $2,000 US a month, doing nothing.
And that’ s what’ s exciting about that. That’swhy it’s called

AmazingMum.com. So check that out.

Ted: And by theway, for you Americans, as Aussies say it differently,

that’s mum, M-U-M. But AmazingMum.com.
What else have you got coming up?

Brett: The second oneisactualy in your neck of the woods, in the US of
A, in wonderful downtown Nashville, where we have our next World

Internet Summit. That’s where we get all of the best experts in the world,
bring them to your doorstep, and just give you aton of internet marketing

ideas.

Ted, you might want to give them the exact dates and times of that, and

where they can check those out, if you like.

Ted: Absolutely. That is September 16" through the 19". That'sa
Thursday through a Sunday, in Nashville, Tennessee, Opryland Hotel. It's
the biggest hotel, by the way, in the world under asingleroof. It's

phenomenal.

Y ou can find out about that at WorldlnternetSummit.com. That'sasit

sounds, WorldlnternetSummit.com.
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Again, it'sgoing to be alittle bit contrasting to what we just talked about
with the AmazingMum, in that the AmazingMum is one strategy, low-key,
everything intentionally understated, so that there’s no way you could go

away without receiving the full value that’s been promised.

Here, we' re talking sometimes bigger and grander things. In fact, myself,
one of the presentations or the presentation that I’ m presenting is how to
set up a $100,000-a-year businessin your first year. | do have to admit,
and I’ ve been hearing alot about it, whenever Brett talks about high-dollar
profits, he didn’t say backend — not directly — but we' re talking about
backend products. And we did talk about sending offline business online

and alot of those kinds of things.

But we talked about bigger money and alot of strategies, and again, of

course, the contact with people who can make you afortune.

Brett McFall and myself, who are offering the World Internet Summit, we
actually met at a high-quality, high-dollar event. That’s the kind of people

that we' re going to have there for you.

| believe there’' s one other, isn’t there, that you’ ve got on the calendar right

now Brett?

Brett: We have aworkshop, the World Internet Workshop, which is even
smaller. It'slike aroom of 30 and 40 people. And they’re happening also
herein Australia. But also, we have some other events happening

overseas, aswell. We have oneinthe UK. And we' re also coming to New
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Zeadland and Singapore. So if you’re in those countries, get ready, we're

coming for you. Y ou can come and experience this stuff live.

Ted: Good stuff happening. I'll tell you what, Brett McFall, ad wonder
from Down Under, thank you for being with us this evening or this

morning.

Brett: It'smy pleasure. | hope what I’ ve given you here today givesyou
some insight to what can be done, folks, how ssmple it can be. Go to those
websites | gave you. See how they read, what’s in them, and see what you
can apply to your business. | truly hope that you can. And you can always
send me an e-mail at Brett@AdSecr etsRevealed.com. That's
Brett@AdSecr etsRevealed.com. 1I'll happily answer any of your
guestions. That’s no problem at all.

But | hope you do something with this information today. It’'sfantastic to
hear it. But what are you going to do with it? How are you going to apply
it in the next four weeks, to do something with it? And I'd redly like to
see that you do do something. And make something happen really quickly,
because in action, that’s where the real excitement starts. So | wish you the
best of luck with that.

Ted: Thanks, Brett. AndI’ll tell you what, you did indeed give us alot of
specific, applicable things, like for instance just the simple technique you
talked about, if you have an audio, of having it transcribed, adding value

but not cost.
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Where the real horsepower is, isin writing the sales letter. A simple thing.
And you gave us that simple website of AmazingMum.com to kind of

show us.

Y ou were talking about joint venture partners and how to find them. And
you really simplified it when you basically said, “How do | find these
people’ —that is the other merchants — “who already have my customers?’
That worked real well. And you actually even —and | don’t know that you
intended to do this—you laid out a 52-product plan in asingle year that
would give anybody more than enough ability to give their product a high
dollar value.

Blowing people' s minds, you were talking about that. And, of course, that
was your master strategy. And alot of other information, which we don’t

have time to recap one by one.

Thank you. | hope you have benefited from today’ s show.
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