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Money On Demand

For your convenience this manud is divided into 3 sections
They follow in sequence the audio tapes in the program you received, 2 tapes per section.

Speskers
Since these are transcripts of audio programs, we identify each speaker. However,

rather than write out the gpesker’ s name completely every time, the following scheme
identifies each speaker.

TC: Ted Ciuba
TD: Terry Dean
KC: Kirt Christensen

NOTE: Thismanud isatranscription of an audio presentation. Spoken language is never
the same as “written” language. Spoken language is dways more fluid than the language
of written literature. As such, you'll find the normal idiosyncrasies of the spoken
language.... Sentences interrupted by other thoughts. .. ideas that may not be completed to
their literary end... repeated words, etc. The authors recommend that you use this manual
as intended, as a supplement to the audios.

If, however, the transcription form bothers you, please fed free to e-mail your
commerts and corrections to talk@real profit.com and we will attempt to incorporate your
emendations into future editions. Thank you.

If you don’t have the accompanying audios, please request them from

Parthenon Marketing, Inc

2400 Crestmoor Rd #36
Nashville TN 37215
615-662-3169 / fax: 615-662-3108
talk @r ealprofit.com
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Money On Demand

Transcript of Tapes1 & 2

TC: Ted Ciuba
TD: Terry Dean

KC: Kirt Christensen

Ted Ciuba (TC): Hello, and welcome to “Money on Demand”, a hot new internet
program loaded with tips, techniques and strategies that you can adopt. Resources and
context you can immediately adapt, take into your own and “Bingo”, you've got a
businessthat you can provide what these three top internet marketerstoday are going to
demonstrate to you, and going to show you what you need to do. In aphabetica order,
with ustoday is Kirt Christensen, from Scientificmarketing.com, in Provo, Utah, Ted

Ciubafrom Ingtantl nternetM arketing.com, working out of Nashville, Tennessee, and

Terry Dean from Bizpromo.com in Hagerstown, Indiana. | tell you what, why don't we
just let each of these experts introduce themsealves, and share with you, and with usthe
ligtenersjust exactly who they are. Tl me, and Kirt | think we' d start with you. In the

context of “Money on Demand”, in the context of successful internet marketing, tell me

the listener, Mr. Listener. Who are you? And how can you help me?
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“Kirt's Outlook”

Kirt Christensen (KC): Wl Ted, and listeners out there, my name is Kirt Christensen
like Ted mentioned, and | am 27 years old. This is the fird time, so I'm a young guy. |
have been doing internet marketing and internet promotions for about four, or five years
now, snce the beginning. One of the mos important things that “Money on Demand”
means to me, and some of the experiences that | have gone through, is just the utter
freedom that you can experience, and just the utter sense of having a lot better fulfillment
inlife and having not...Essentidly escaping the rat race of a nine to five job, that the
internet offers. One of the fird internet businesses | did, redly opened my eyes to the
possihilities. A few years ago | helped sart a software company that did store building
software, essentidly it was one of the first pieces of software of its kind, that enabled the
user to create an entire webdgte without having to know anything about “HTML”. We
worked on this company, and when | initidly dtated hdping the company they were
doing very poorly in the sdes depatment, and so | went in and revamped a few things,
and setup some of these “Money on Demand” systems, and techniques and Strategies, and
amog ingantly, within a couple of months, we had quadrupled the company sdes.
Sightly after that, actudly a few months after that, we ended up sdling the company
entirdly for $11 Million dollars. So that was redly early on, an indication to me, of how
important these topics of techniques that we are going to talk about today are, and redly
how they can change your life. It's not one of those vague theories, they’'re not just these
little phrases, and catch phrases that we say. They're actudly techniques and strategies,
that we're using every day.
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To move into some actua techniques and topics, a little while ago, |1 had the opportunity
to buy an online diamond business. They were dready making money, but the owners for
whatever reason, wanted to sdl it for pennies on the dollar. So, | ended up buying this
diamond business, the webgte, if you want to check it out, is Ediamondbroker.com. What
happened is the owners of this business, and the previous years that | bought it, had made
$600,000.00 in revenue, and about a 20% profit margin, so they cleared about
$120,000.00. But, because they didn't have any “Money on Demand’ systems, they didn't
have any business processesthat would dlow them to experience the freedom that an
online busness offers. They were willing to sdl me the busness for literdly nothing. The
busness did $600,000.00 in revenue, and made $120,000.00 in profits. But yet they
turned around and sold me that exact business for $37,000.00. So you can see the

importance of having a, “Money on Demand” system is literdly, the difference between
having a busness tha's viable, and that's worth money, than having just another job.
Who redly wants to buy another job? And that's what a lot of online business owners get
in the trap of, is that they're essentidly just buying themsaves a job. Okay, so what are
those specific strateges that we can tak about? Well, and I'm going to use the context of
the Ediamond broker ste, throughout my examples, just to make thisredly smple.

The fird is tha mogt online busness owners never, ever figure out one smple thing, they
never figure out what ther converson rate is from ther ste. Now liseners you may
think, “Okay, well what's converson rate? What's that have to do with anything? Simply
put, converson rate, is the percentage of people that go to your sSte that do exactly what
you want them to do. So if you get a 100 vistors to your Ste, and one of those vigtors
does exactly what you want them to do, be it place an order, or give you a cdl, or sign up
for your Ezines, however you define exactly what you want to hgppen, that is your
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converson rate. So in the context of the diamond business....exactly what | had wanted
to happen, isn't necessarily that they place an order online, because that rarely happens,
people buying a $2-20,000.00 diamond, usudly want to tak to somebody, right? So in
that context the converson rate is, out of how many vistors | get to the ste, how many of
those people cdl me on the phone, on my eght hundred number, or send me an emall

after they fill out aform on the site. Okay so that's said.

The firg thing we put into place in “Money on Demand” system, after we bought this
diamond busness, is that, this is going to sound absolutdly ludicrous to many people is
that when | bought this business | asked the company that | bought it from, “Wel where
are the customer files? Where's the database? Can you emall me the database of dl the
past customers and the leads?” They said, “Yeah sure, we can give it to you...”, and what
did they proceeded to do? They went out in thelir garage, and they gave me, | think it was
about 20 boxes of manila files, of danding files, and they sad, “...okay her€s our
database” He had never put their cusomer member database, into any smple database
program <o that they could follow up with them, or follow up with their leads.

So that was the firgt thing that we...We sat up the sysem using Gold Mine Softweare.
Gold Mine Software is one of the top sdes force automation tools out there, and what we
amply did is when ever we got a lead, either someone caled us, or of course emailed us,
and they didnt ingantly buy, we'd put them in a funnd sequence into Gold Mine. What
this Gold Mine program does is it automaticdly follows up with these people for the
course of ninety days. In the diamond business we found out, well if somebody contacts
us, then the average time until they buy, is aout ninety days. Any time past that, ether
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they have dready bought another stone from somewhere ese, or they're just not
interested.

What this Gold Mine system does is automaticaly everyday goes through its database
and looks for leads that meet certain characteristics. The totally incredible thing about
Gold Mine, about the sdes force automation tools, is that each lead can be followed up
with a different sequence. For example, say you get two different leads in, and the first
lead is someone looking for a $100.00 diamond, and the second lead is for someone
who's looking for a $10,000.00 diamond. Now which lead do you think you should
follow up with more persgently? And longer? And more aggressivey? And everything?
Of course the ten thousand dollar lead right? Because it's more profitable. And o, that's

what this system does.

For example if someone emailsinto us, filled out aform on our website, and says*“Oh,
we' re looking for a $100,000.00 diamond”, we have a specid processin our Gold Mine
System, a specid follow up sequence that we do. One of thingsis we send them a copy of
abook by snall mail. We have our sdesrep cdl them five times, the list goes on and on.
But that done has totaly, absolutely, changed the way thet this businessruns. Every

single day that we come into the office, and check the email, and our voice mail, we find
that thereis someonethat is hot to purchase and has cash in hand. All of thisis drictly
from the follow-ups that we've done. In the diamond businessit’s very rare, that someone
just comesto your Site, and thisistrue for dmogt any internet business, it's very rare that
somebody will just come to your Site, decide that they have what you want to offer, and
order it right then, epecidly if it'sahigh-ticket product. The follow up with people
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multiple times, is really where the “Money on Demand” comes in. “Money on Demand”,
in my definition would be, it'sdl in the follow-ups.

For the second part of this, we essentidly for the diamond business, we have two follow

up sysems. Thefirgt follow up system like we ve aready mentioned is for leads. We
qudify leads as people who have ether, emailed us and specificaly asked questions, or
people who have given usacal on the phone. But what about, we have dl these people
that have gone to our website, and seen the website which we get about, anywhere
between a 1,000 and 1,500 visitors per day. But we wanted to be able to capture some of
those and turn those into leads. So what we did, we came up with a course we cal the
“Diamond Pricing Guide’. And what it’s, if you go to our Site, you can seeit there on the
site. We teach peoplein a seven-day course exactly how to price a diamond, to make sure
they don't get scammed by some of the common scams in the diamond industry.

So the obvious thing is, what happens when someone signs up for the course. Well of
course ligeners the obvious thing is to get the saeven days of the course. One issue for
seven days. The not so obvious thing is after they signed up for that, ten days after they
darted recaiving it, three days after the course ends, they get alittle tickler email from me
that says" Dear Joe Blow, thanks for signing up for my Diamond Pricing Guide. | was
just checking in my database and | noticed that your Diamond Pricing Guide, you got the
last issue a couple days ago. | haven't heard from you, | was concerned. Because |
thought you’ d gone for the Diamond Pricing Guide, you have dl the information thet you
need, why havent you given me acdl?' And then just give alittle blurb and ask them to
give me acal. We offer about three or four of those different follow up messages, after
theinitid Diamond Pricing Guide. Now thisistruly “Money on Demand”, because
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smply what happensis we average about, 5 to 7 hot leads per day, off of that done. By
hot leads | mean, these are the people who have gotten the follow up messages and things
like that, and then they proceed to either call us, or email usdirectly, and then ask usa
question about a specific diamond. So we have about a $2,000.00 average sdein this
business. And we close about ten percent of the leads we get, o if you do those
cdculations on amonthly bags, just by having that Diamond Pricing Guide that accounts
for at least $6,000.00 in profit per month done. Okay, of course the follow up benefit
from this, and I'm sure that Terry Dean is going to talk more about this, is al these people
that have sgned up for this Diamond Pricing Guide and gone through the follow up and
have responded or haven't, are essentidly our Ezine list now. We currently have about
4,000 to 5,000 names on that list right now. And every time we have aspecid offer or
something we want to get out, for example, last month | sent out a specia offer on three
diamonds that | have Stting here in my safe, that | wanted to get rid of, we sold dl three
diamonds within 72 hours of sending out the email. We just blasted out the emailsto
those four thousand names and said, “Hey, you' ve dready gone through my Diamond
Pricing Guide, just checking back in with you.....And oh by the way we have these three

diamonds on specid, here are some pictures, give meacal.” ...
TC: Wdl, now Kirt that sounds like a pretty good “Money on Demand” system to me....

KC: And that'sit, that' s the easiest, and Smplest definitionthat | can think of for

“Money on Demand”....

TC: Wdl that's greet Kirt. I'll tell you what and the difference, and | hope that everyone
caught afew things, | was making notes like crazy, like dl of usare. Did you hear him
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talking about a company that had their customer database in manila folders?
(laughter)Y ou can't do your most basic follow up in communications. So well talk about
that versus sending out alittle memo, alittle Ezine, alittle blast that says “Hey, I've got
these three specia diamonds, at a specia price.” Thanks so much on that.

“Ted’s Outlook”

TedCiuba: My nameis Ted Ciuba, to introduce mysdf, | am from
| nstanti nternetmarketing.com , working out of Nashville Tennessee. Most people today
know me by that book, Instant Internetmarketing.com and the website. But none of that

redlly happened by accident, however, thisiswhat | like to share so frequently,
smultaneoudy al of that happened by accident. | tdll you thisis exactly why | amtaking
to you. | am of the firm opinion that if you get in there, you're ready, fire, am, you

know in other words, you puit it, you know where you want to go and you jump in and
dart doing things, everything gets better. So like | said the latest

| nstantl nternetM arketing.comin my opinion, is awel-designed book, awell-

designed project, desgned to capitalize on the interest in internet marketing, designed to
reved, and provide a greet value that made it irresistible for people to upgrade. Thisisal
part of the thing. But origindly whet | did, | went to, what at that time was a seminar that
cost an enormous sum, $1,100.00 back in 1994. Plus transportation, plus lodging, and
you know how it's when you' re poor. Y ou know what | mean. Most of us can

identify with having been.. even if is only during college, having been absolutely poor

and broke, and money makes our choices. But a any rate | got that money together and |
went. And what | learned in that weekend, from being with real people, such asthe
people you've got around you today. Who were redly doing, and having success & redly

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

—-13-—



doing what is was thet they said they were doing. In other words there's a big contrast
with indtitutiond learning, where we were having professors teech us everything from
cooking and basket weaving and shop, on one extreme, to higher calculus. But most of
them were in the academic environment. We didn’t pick it up in the same way, so | found
with that success knowing then | learned basics, there' s dementsto offers, you

put guaranteesin, you build afunnel system, and | know that throughout this program
you're going to hear a number of times, people mentioning either funnel or the concept
whereas you have larger and greater purchases as peoples knowledge of you, as peoples
interest in what you' re saying goes up. They understand, they've seen the value and you
know what you are doing, your walking your talk, so you get that funnel system put that
together and copy, learn certain words, like for instance and it’ s curious, “Free’ they say
isthe mogt powerful word in any language. So you use that in your titles and headlines.
And the curious about it in your emall, and were talking internet marketing here, which
isasubset of marketing. Emails you have to be red careful about big old free thingsin
your headlines and your subject line. Because there is a different mentdity, different

sengtivity.

But basically what | saying is you can learn enough in afew hours with someredly,
redly knowledgeable people who are redly doing it, that you can go out and start putting
any of the things into motion that they talked about. Y ou can just grab the nearest straw,
if you wart to put that metgphor to it, and you can start getting response.

Now response is the very first step in achain that can hgppen in a couple of weeks, or it
can happen in acouple of years. But that's the point of independence, the point of
“Money on Demand”, the point when..... Wdl let metell you how....Here swhat
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“Money on Demand” meansto me. | recently got married to a beautiful lady from
Columbia and so she comes over here, and she starts, you know, adopt-in our life Syle
and which in our case, of course, means the direct response marketing business. She'd
been here about four months, she didn't know how to speak English at thistime. She
comes up to me one day and says, she says, " Honey | need two thousand dollars.” Well |
could see the money going out of my wallet. But you don't haveto giveit to me. What, of
course being aman, | said “That's okay if | don't haveto giveit to her”. So | asked her, |
quizzed her. | said, "Honey just what are you going to do to get this two thousand
dollars?’ She says“I’m going to send out an offering on the secrets of writing Direct
Marketing letters that sell”. Now get this, the only reason she said that is because she had
aready learned in that short period of time, that each of usin our own market area, the
people who know us and love us and come to us for our specidty, who offer products that
have genuine extreme vaue, who have aso good marketing in place, good follow upsit's
“Money on Demand’. Y ou know just press a button, or wait alittle bit in the fax
machine, go to the phone and start ringing and you've got money in. So that's the long
way around to say that | redly fed that it's Smultaneoudy, it's a matter of jump in and
gart making mistakes. Y ou are going in the right direction. And | know that to be true.

It's dso the matter of Hey, with the knowledge that you get, this whole purpose, this
whole system isreflexive, and it feeds back into a better plan. So | say adapt with every
step, to achieve success by design.

“Terry’s Outlook”

Terry Dean (TD): Hdlo my nameis Terry Dean, and “Money on Demand” basicaly
dedswith me on the internet lifestyle. As Ted introduced me before, | am from
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Hagersown Indiana, which istiny, smal country town. We live out in the country. Do
you? | am so far out that even onetime | wrote aletter for my newdetter talking about
the next-door neighbor. Our closest neighbor is acow, named Oscar who lives next door
out inthefield. So | can live out whereit's nice and peaceful and | can make money from
my home or from anywhere. Actudly | say, isdl | haveto dois, | have accessto my
laptop or even if | have access to anybody’ s lgptop, doesn't even have to be my own, we
can bring in money in our business. That's part of when | talk about an “Internet

lifesyle’, and living internet lifestyle. That means| get to choose wherel live, | get to
choose where | go, | get to choose when | work, | get to choose when | don't want to
work, and | aso get to choose how much money | want to make. That isthe Internet
Lifestyle, it's the exact opposite of being hooked into ajob. And throughout this tape,
what we are going to be talking about the “Money on Demand” seriesis, I’'m going to be
telling you how you can get and start moving yoursdlf into that same lifestyle. It won't
happen over night. But you can start moving in that direction. Y ou can take this as your
cadyd, to gart moving in theright direction. And start moving away from just having a
job mentdity. Think about the way most people you know think, they think if 1 work one
hour, | get twenty dollars, or whatever their pay is per hour. They work by the hour. If
they don't work, they don't get paid. Well guess what, that's not the way direct marketers
think or the way anyone on this tape, thinks. We work on a different basis of being paid.
We work on a“Money on Demand” system, where we're paid based on results that are
produced. Not paid based on time we spend doing them. And just for mysdlf, it goes even
more into using automated follow up systems, and using what we cal Ezine, and opt-in
email lig, which if you are dready in the internet you probably know what | mean by an
opt-in email list. But for those just starting out, an opt-in emal list, mean'salis of
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people who have givenyou their email addresses, and asked for you to send them some
type of info. For example, you may have afree report series on diamonds as Kirt talked
about, where you'll have the email congtantly go out by itself, you' re not the one sending
out the email, but it follows up on them by itself, or from my case we have an internet
marketing series, which automatically goes out to them. They ask for it, it goesto them,
and then they aso get added to what we call, my Ezine database. My Ezine, which again
is another new word for the internet, Smply means an dectronic magazine, or an online
newdetter. For mysdf basicdly dl itis, I'll put afew articles about Internet Marketing,
red short articles, short tips about internet marketing, and | send it out to my list every
week, or every other week. And that iswhat | cal my Ezine. And guess what? Every time
| send out anissue, Al | do, is| send out one email, and then | have an automatic system
that sends out dl the issues for meto dl the subscribers. Which at this point time we have
40,000 subscribers online. And every time | send out an issue, you can just weatch the
traffic at my Ste jJump, you can watch the sdes start coming in. Y ou can start watching
the shopping carts as the orders start coming in, to dl the shopping cartsthat | have on
my website. If there ever was “Money on Demand”, that'swhat | cdl “Money on
Demand’. At arecent conference, which | spoke at, we actudly did an example of what
thiswas. | got up and | told everybody, that we were going to do aemail off my lig, we
were going to send it out live that day, which was on Thursday, and there ended up being
acouple of problems, which when you get on the internet, you can always notice that
"Murphy's Law" applies severdly to the internet. Which is if anything can go wrong, it

will go wrong. But that didn't matter it didn't slop me, because I'm not the one that had to
fix anything. | just called up the tech support, they take care of the problem, and then the
email went out around midnight. By Saturday morning, which would have been around
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thirty-six hours, we had brought in about $13,000.00 that people could see right there at
the conference. That wasn't the end of the money that came in, that was just the end of
what they could see. By Monday night, we' re talking of atota just over 3 days we had
brought in $31,000.00. And, what | want you to imagine with thisis, we are not abig
company. My company consists of myself, and my wife. So a $31,000.00 weekend isa
pretty good weekend. When you don't have alot of overhead, you don't have a company
expense, and you work out of a home office. And even better, the email, which we sent
out, didn't cost us any money. If | were to send out a direct mailing to forty thousand
people, that would be alot of expense, but when | send out an email to my list, therés no
expense involved. The email goes out for free. And that's not arare occasion for that to
happen. We do this quite regularly. Not to long before, we had bought retail rightsto
someone el se's product. An online delivered product, which we call an ebook. An ebook
isbasicaly abook that'sin eectronic format, so that someone, when they buy it, they
can download it to their computer. And | actualy don't have any delivery cost. Well
within 24 hours of buying this product and offering it to my list, we had bought in over
$10,000.00, within 24 hours. And guess what? That's for a product that we don't have to
ship, we don't have to do anything for it. That money basicaly just camein with “0”
expensein that promotion. There wasn't even anything to be shipped. Therewasn't a
"Joint Partner Venture', there was no other partner for that. It was our money and it goes
right into our bank account, for that $10,000.00. And as | said, we continudly do this
process for our lig. It has taken time to build up the list thisfar, but guess what?, the
whole time we ve been mailing to it. It isn't aonce in alifetime promotion, it's not thet

we promote one time a year, we promote to our list every week. We promote something

different, and then from time to time we run specid offers, which produce even more on
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top of that. So asyou can see, thisis“Money on Demand”’, money when we choose to
make it. And the basic ideawas, that | want you to understand is having alist, what you
doisyouto gart...For my webste, | cdl... | have 2 different classifications of people
that vist my webgte. | have what | call vigtors, people who just vigt the website. |

redly, honestly don't consider those people that important to my plan. Then | have what |
cal lead and subscribers. Those are people who come to my website and then they
subscribe, for my email follow up and my Ezine. Those people are the ones where the
money isat for me. And that's true for anybody who isin an online business. I've caught
alot of people online and you can actualy watch those who succeed and those who dont,
by those you learn how to follow up, and those who don't. Those who learn how to start
callecting emails and following up on leads thet they receive, are the ones that redlly start
moving to successful levels. For example, online you are going to see alot of things that
we cd| afiliate programs.

An affiliate program is when a company has a product or service, and they alow you for
free to Sgn up and sdll their product for some type of commission. It might be 10%, it
might be 25%,0r it might be 50%. But they dlow you to Sgn up and sl their products.
They give you ad copies and everything dseto sdll. Well when | look &t affiliates, and
the dfiliates that | have in some of my own programs, the ones who sign up and make
money, are the oneswho build ligts. They build opt-in email ligts, they use their website,
with the main purpose of asking people to give them their email addresses, and then they
follow up on it. And then what they do isthey’Il Sgn up for my affiliates program and
promote that to their list, bring in a certain amount of money, two weeks later they sgn
up for another program. Mail that to their lit, bring in more money. Again remember
these programs were free to sign up, and so they congtantly generate more money from
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ther list. And we are going into some more things throughout the series that tell you
exactly how you can make this completely automated make dl these follow ups.
Automated and done for you. We will even tak alittle bit about later on how you can use
Ezine in abox sysem which isto basicdly run an Ezine, weekly, or twice monthly,
without you making any of the issue, or you even having to send it out, or evenbeing
home to send it out. It can be sent out automaticaly for you. The sales being made
automaticaly by your website for you, and money being brought in by the “Money on

Demand” system.

TC: Boy I'll tdl you what, that is“Money on Demand” Terry Dean | want to know if
you can teach me how to make $31,000.00 in aweekend, or even $10,000.00 in a 24 hour

period. You're going to reveal more secretsto usdl, aren’t you?
TD: Of course, aswe go aong.
KC: Sounds gredt.

TC: Why don't we share afew minutes each of us, and just again on what everybody
said. And Kirt have you got any thoughts again on “*“Money on Demand””? And from
what we' ve dl sad together?

KC: Yesaure, | guessit essentidly comes down to a different phrase, which is* cash
flow”. The only thing thet redly mattersin this busnessis how much cash comesin. So
many people get caught up on...... even highly educated people or even people who have
very good jobs, so to speak, get caught up on the idea of, | go to work and | make $20.00
an hour, or $30.00 an hour, or | make $8.00 an hour. And when | go to work and put in
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the hours, then | come home and they send me a paycheck. Y ou know that works fine
(laughter), up to a certain extent, but what would happen if you went into your employer,
you know I'm currently making $75,000.00 this year, but | redly think | deserve
$150,000.00

(laughter)
TC: That would be ablooming boot to the seat of the pants man. (laughter)

K C: It'snot going to happen, they are not going to just double your pay for doing the
same amount of work.

TC: But you can do that though.
KC: Yesyou can go in and ask them.
TC: No, No, You as amarketer though. (laughter)

KC: That's my entire point. As an internet marketer someone who believes in effective,
emotiond, direct response from marketing. Y ou know that's an assumption. We dl go
into this business because we know, that we can double our income, and we're the ones
who decide how much money we make. And we' re not trading hours for dollars. For
example Terry Dean like he dluded to in his comments, he has written articles that now
appear in books. So he wrote those articles how long ago? Some of those a couple of
years ago, and he's ill getting the effects, rewards or money, how ever you want to term
it.
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TC: Boy | term it leverage. (laughter) | mean the effects lagting years, from the work of a
few days.

KC: Exadly.

TD: You know, it goes even further. Just recently one of the top internet marketers sent

me a new book that he wrote, and one of the chapters was one of my articles.
TC: Cool! (laughter)

TD: It waslinked to me and an endorsement from him about the beginning chapter, the
wholefirst page of the chapter was endorsements from him, and why they should come
vigt my website. And then he had the whole article of minein there, and guess what he
didn't even ask. (laughter) That's partly because he knows me aready and that | wasn't
going to be upset about this.

KC: Right (laughter)

TC: Wl Terry lets be honest, isn't that one of your strategies? Y ou actudly give reprint
rights, aslong as they include what is caled your resource box.

TD: That's exactly right. That's one of the toolsthat | use, even in my own Ezine. Any
aticle...Onething that people need to understand that we're talking about direct
marketing, we talk alot about leverage, which in my business more than anything else,
that means | try to accomplish, at least two gods at the same time or three is even better.
And by that, what | meanis|’ll do my short articlesfor the Ezine that | talked about. My
own Ezine. And I'll give people permission, if they want to they can usethat articlein
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thelr Ezine, dso on their website, or in anything ese as long as they use my resource
box and link back to me. So you can seel do an article, | sent it to my ligt, and | made
money, make money off the advance of my lig, but the article is also used by other
people who send people to my website. Which gives me more subscribers for my Ezine
and other people even.... I’ ve been paid money to use a collection of my articles, so that
they can use them in their books, and link back to me. (laughter) So you can seel’'m

accomplishing three goas a one time, for one piece of work.

TC: Hey now, | tell you what, that's super money to me, if it just comesin kind
of automaticdly, | mean it just comesin al thetime. That doesn't bother you?

TD: Oh no it doesn't bother me at al. (laughter) Seewe.... Back in the beginning,
because you've got to remember when | first sarted online, | redly didn't tak this
much about it during my presentation about my start online. When | started online | was
$50,000.00 in debt, with no assets. Which is abad position (laughter) to bein.

TC: Which actualy is unfortunately, common to, too many people who are ligtening to
this tape right now.

TD: | haveto say no assets because you might think that’s $50,000.00 worth of house
mortgage. That wouldn't be a bad position to bein. And when | first started online.. | can
use the statement, | failed my way to success. | think that | would have rather found
anything that didn't work firg, till | found out what did work.

TC: But you were following that whole thing, ready, fire, am. Y ou were doing
something.
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TD: That'sexactly it. Well back when | started, we are talking over four years ago dmost
five years ago, there redly weren't any very good models or example to sart with.

KC: Right exactly. We were dl kind of wild and wooly. (laughter)
TD: Yep, it was the wild, wild, west of theinternet. (laughter)

TC: That's absolutely true every marketer that has four to five years will say thet, you
know on the internet.

TD: Now the listenersright here that can hear what we have done..We ve proven what
works and what doesn't work. | mean for mysdlf, you could see how little sense | had. |
fird started my Ezine list around alittle over three years ago. And for thefirdt year, |
never redized that’swhere alot of the money was coming from. My income monthly
darted. .. from the moment | started my Ezine lis my monthly income hes increased
every sngle month. It's, just you can dmogt talk like clockwork it’ sincreased. Heré sa
little bit more, next month, more, more, more. Right along with my subscribers base. The
wholefirgt year | didn't figure that out. It was as my subscriber base increased, so did my
income. And | went dong trying to a bunch of things that sill didn't work. But my Ezine
list kept going, so my income kept growing. (laughter) And that’ swhat | basicdly want

to get off to the ligenersin thistape, isthe fact that, if what ever you do, no matter what
you are doing online, start building alist. And the funny thing is direct marketers have
talked about that for decades. About building their customer list. Online, we have an even
bigger advantage, because in direct marketing, they redly could only afford to mail to
redlly hot prospects, for us, | don't careif someone subscribesto my Ezine, and they only
dightly care about internet marketing. That doesn't matter to me. It's not going to cost
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me anything to mail to them. Wl | can mail to forty thousand people. Many of them
become customers. But you know what? Seventy percent of the list might never become
acustomer. But does that hurt me? No not at dl. Y ou know two years down the road they
might decide it'stime to Start it, and if they subscribed to my Ezine for the last year, and
they now decide it’ stime to get started, Guess where they’ re going to buy?

KC: (laughter) Exactly. One of the thingsthet | find the most fascinating, is that when
you learninternet marketing, the possibilities are o limitless, so many people get tied
into....Wdl | want to learn internet marketing, because | want to learn how to sdll, xyz.
Right. But once you know internet marketing the product or serviceredly isirrdevart.
Y ou can market anything on the internet if you have theright skills, if you know the right
techniques that we re talking aboui.

TC: Wdl that' strue. And Kirt Christensen, | know for afact that you were teaching a
group of real estate entrepreneurs a few weeks ago how to use the internet to buy and sdll
red estate.

KC: Right exactly. For example when | bought this diamond business, how much did |
know about diamonds? Wl jack squat. | had bought a diamond for my wife when we
got married, but that’s about it. | didn't even do hardly research on it, when | bought that
diamond. But so many people get so fixated, “Wel how could you buy a diamond
business? Or how could you do this and that when you don't know anything about
diamonds? And the redly important thing to tell people, isthat doesn’'t even matter, you
can learn that stuff. The important thing is that you know how to sdll products and
services on the internet. That'swhat we' re talking about. These things thet we are talking
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about, listeners don't get caught up on, oh I’ ve got to do exactly what Terry Dean, or Kirt
Chrigtensen, or Ted Ciuba are doing. No! Y ou can use these techniquesin any industry
for any product it does not matter a al. The most important thing is the marketing, not
actualy what the product is.

TC: And | think that it's agood time to end this tape, because like Forbes says, and what
every one of us are saying, if we could be dive a any time in history to get rich, it would
be here and now, because of the internet.

TC: Okay Kirt. | know that you' ve got some really good secrets for how to maximize
your success with your own “Money on Demand” internet marketing business.

KC: Okay well, what we re going to talk about now, isredly one of the most incredible
things that you |l ever see. When | first reved thisto people, they are actudly, frankly
shocked with disbelief, because of how smple these things are. Do you remember back
in the 1980's or whatever, there was dl these books on the bestsdller list about “How to
buy Red Estate with no money down”? Well basicadly, that was one of those techniques
back then in the real estate market that worked, because there was motivated sdllers,
people who wanted to get out of their property for whatever reason. Now fast-forward 20
years to the new millennium. There is hundreds and thousands of websites out there right
on the internet, hundreds and thousands, I mean millions, and most of them probably
98% are not making asngle thin dime. | mean asligteners I’m sure you know that you
read the news, you' ve heard dl the details, but thisis a very important but, there are a
very small percentages, of businesses out there on the internet that are making money
hand over fist. And now why? Simply, because they have the right market or the right
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niche. And this goes back to smply formula, that is talked about by Michael Gerber. For
those who are not familiar with him, he wrote the book of the Enet, and in that book he
delineates that there' s two classes of people in business. There' s entrepreneurs, who are
people like us, that know marketing, and want to know marketing, and then there are
engineers or people who know alot about a specific thing. Y ou know they know
whatever, like say in the diamond business, they know all about the different cuts of
diamonds, they have dl the certificates from dl the gemology schools, and things like

that. They know everything there isto know about diamonds. But how much do they
know about actualy how to sdll diamonds? Or how to make money in the business? Well
zero to nothing, | mean little to zero. It s the entrepreneurs, who actually make the
money. So that said, there' sa small fraction of businesses out there on the web, that are
making money hand over fist, and they don’t know anything about marketing. So you see
wherethisisgoing. If we go, for example, and look for internet businesses for sde we
can find, on the average, as dedicated listeners, and I'm sure dl of you are, if weredly
wanted to we could go out and find at least one business per month, that we could find on
the internet for sdle. Doesn’'t matter what the topic is, doesn’'t matter what they’re selling,
al that matters is the amount of money they are currently making, and that they’'rein a
good product niche, they have good competitive advantage, they have agood USD that
could be developed. We can then go in and buy this business and turn it into a“Money on
Demand” system within amonth, on the maximum. Okay so lets give some specific
detalls. Thefirst thing that you can do isfind businesses for sde, isgo to Ebay. I'm sure
most of you have heard of Ebay. Ebay isthe world' s largest auction Ste. It's on the web,
obvioudy, Ebay.com. Now when you go to Ebay.com, her€’ s the super secret technique
(laughter). | say that with alaugh because, here’ s what you do, in the Ebay search box
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you type in “Business for sd€’. The other thing that you can use in that search box to
search for, iswebste for sde. Problemsisif you search webste for sale, you get alot of
domain names and things like that. And that is definitely not what we are interested in.
We are interested that are up and running, their aready making money, that's the key.
We're looking for Sites that are making money. Not sites that could make money, or not
dtesthat have a grest idea, or not Stesthat have alot of potential. We're looking for
businesses that are aready making money. So we go into Ebay and search for businesses
for sde, and we go down the ligt, and you'll seealot of junk, essentidly see alot of
things that are offline businesses. For example, | see one here that says businessfor sde,
Cappuccino Bar and Café. So obvioudy that is an offline business. Actudly it’s out by

Terry, it'sin Greenwood Indiana. | guess that’s somewhere close to Indiangpolis.

TD: That'snot very far from here.

KC: So that isthe business that they are sdling right now for $45,000.00. So we
wouldn't be interested in that, that’ s an offline business. There' s not a huge potentia for
leverage, which iswhat we re talking about today. Because, you know, we' d have to
move to Indianato run that business, and that would affect our lifestyle if we're dready
living somewhere ese (laughter). But if we scroll down to Ebay businessesfor sde,

we're going to find some very interesting things. And right now I’'m going to scroll down
and find an interesting one that | found recently. And I'll tell you why it's so incredible,
and tell you why it's such a good opportunity now this businessin sense has aready been
auctioned off. In other words dready gone off of Ebay. Don't try to go and find this
businessin Ebay because it’s gone. I’ ve probably bought it by the time you listen to this
tape. But what it's an exhibit diplay rental business. Now the interesting thing about this
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is there are hundreds and thousands of trade shows per year in the United States. And
companies that go to these trade shows, some of the bigwig companies they buy their
own display system, you know the backdrops, the podium, you know where they display
their brochures, and things like that. But there'salot of companies, smaller companies
that smply don’t have the funds to buy those. So long story short, it costs about three
thousand dollars to buy one of these display systems. One of the top of the line display
systems they everybody wants. There is a company for sale on Ebay, right now, that is
sling their exhibit display rental busness. They’ve been doing it about ayear. The
business averages about $3,000.00 to $3,600.00 per month in revenue. And assets for the
business are is that they have three sets of this system. Three sets of theses displays. They
charge four hundred dollars rentd per, and the rentd period isten days. So basicdly their
businessis maxed out. Their using these display systems basicdly to their fullest extent,
each oneis rented about three times amonth. And there’ saten-day renta period. So
they’ re going to have to buy some more displays if they want to continue to make some
more money. The interesting thing about thisbusinessis, it's only been going one year,
and dready making $3,000.00 to $3,600.00 in amonth. How many of you out there
would die to have abusiness, an dl cash essentidly business, not alot of hasdes, not a
lot of price competition, thisis one of the only exhibit display renta businesses out there.
How many would literdly die to have abusinesslike this? It's so amazing. And the
interesting thing about this businessis, on Ebay how much were they willing to sdll this
business for? Wl if | go back to my Ebay screen, it shows that they tried to sdl the
business, and their starting price was $15,000.00. Doesn't that strike you as extremely
low? The business dready generates $3,000.00 to $3,600.00 per month in revenues, and
their profit on that is basically at least 90 to 95%. Then what other costs do they have?
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Wl they have their website, they have their phone cogts, talking to the leads on the
phone, they do some limited advertisng in afew trade magazines and things like that. So
that’ swhat they origindly had it for on Ebay, and it did not sdll. So that isavery, very
good sign for us as entrepreneurs, because if someone goes out of their way to write up a
whole Ebay ligting, gets al excited, and puts it on Ebay, and they leave it on there for
seven days, and no one bids on it. Do you think they’re excited, or sad? They would get
very sad, because smply put they have done dl thiswork, and it' s kind of like they’re
being rgjected. So what | did is| waited for the auction to end, then | called them on the
phone. And | purposely called them on a Friday night, when | knew they wouldn't be
there. Now why did | cdl them on a Friday night? Well | wanted them to think about it
over the weekend, | wanted them to get redlly excited that somebody called them about
the business and is interested in talking to them about it. | didn’'t say | was going to buy it
right off, or I’d pay them $15,000.00. | just told him | wasinterested in talking to him
about it. In their mind they think “Well okay, well Monday comesand | can't let thislead
go, he said he wanted to buy the business, and | haveto go dl out to sl it because, |
don't have thetimeto runit” or whatever. Whatever reasonsthey are trying to sdll the
business. So | talked to this guy and it turns out that he iswilling to sdl me the business
for $10,000.00. Let melet that sink in. He' swilling to sall a cash flow of $3,000.00 per
month for $10,000.00, one time. Doesn't that strike you as pretty incredible? Because
what happensif | go in and buy this business and don't change a thing? What happensif |
leave everything exactly the same as when he garted it? Wel, smply put within three
months, I'll have paid back my money, and I'll have a $3,000.00 cash flow essentidly
forever. I'll have replaced the full time income that most people make on ajob. Isthat
pretty incredible or what?
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TC: That'sincredible.

KC: (laughter) Now her€ swhere it gets even better, where we redlly go into “Money on
Demand” principle. Now, what are the chances I’m going to buy this business and leave
everything exactly the same? Well none, because | am going to look at their ads that
they’ re running and I’m going to say, “Man that’ sastupid ad. | can't believe they're
getting any responsesto that”, and | am going to rewriteit. 1 angoingtogoinand
establish a contact database. Now if somebody is going to rent the display system...
Ficture thiswith me, I'm company “A” and | rented adisplay system from this company,
now most companies are never going to contact that renter again and ask them to rent
agan. They're just going to say well if he wantsto rent it again he’'sgoing to cal me.
Wrong, what you have to do is set up a database that automatically emails these people. |
don’t know what the numbers right now, but I'm going to assume a least every Sx
months and ask them, “Hey you rented a display system from us six months ago and you
sad that you had some good results with that kind of display system, hey when are you
going to rent again? Let us know, we'll put you on the calendar.” And the other thing that
I’m going to do is, I’m sure when people, when they have leads that call and say hey | am
interested in renting adisplay system. Can you give me some information? I'm sure dl
they do istak to them on the phone and that’ sit. So either you buy it or don’t. What do
you think would happen if we set up afollow up drip system like Terry Dean, and | have
been talking about? Do you think you' d be able to rent more display systems? Of course,
indantly. So here sthe thing that | would do, if we were to buy this business. Well the
firgt thing is the website is you want to take alook at it. It's 10group.com. And the
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websgteisn't bad, but it does't have enough information, it doesn’t have a good enough
sling process, aunique seling proposition. And the copy isdl right, but it's not
fantagtic. So thefirgt thing I’d do is I’ d rewrite the copy. So how much does that cost me?
Wadl if | do it mysdf, free. If | hire somebody to do it, it’s going to be anywhere between
$500.00 and $10,000.00. Let’s be conservative, I'll just write it mysdlf the first time. So
that’ s free. Then I’'m going to set up afollow-up email system that offers some.. Develop
some specia report on the trade show business, or something like that. How much isthat
going to cost me? Free. Then I’'m going to set up a database using something like Gold
Mine, or any of the contact management systems, that automaticaly follows up with my
prospects. Well okay for this one you are going to have to buy one of those systems, so
that’ s anywhere from $200.00 and $500.00. What else? I’m going to go onto
Wordtracker.com, and I’'m going to look up the most important key words related to this
business. Y ou know it could be trade show exhibits, it could be exhibit display rental. |

have no ideagoing in. But I’m going to go to Wordtracker, buy a subscription for about
$97.00. Wordtracker tells me exactly what key words people are searching for. And then
| am going to the paper click, al the paper click engines, like goto and search, and al
those, and bid on all those key words. That one is going to cost me $97.00 for the
Wordtracker subscription and for the key words.

So long story short, in just a couple of sentences, I’ ve shown you exactly what | would do
toif | wereto buy thisbusiness. | can literaly guarantee thet if | did that, | would
incresse the sles by at least fifty percent within the first two months. So that is one of the
most smple “Money on Demand” systems that are out there. So many people come to me
and they say, Oh | can't come up with or | can’t write an Info product or | can’t do this or
| can't do that. And these are people who know a decent amount of dot internet
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marketing. So whet | tdl them is, the most important thing isto learn is internet

marketing. Once you know internet marketing, you get into the buying/selling internet
properties business. Where you teke a business like this, you revamp it, you do al the
work to systemize it, turn it into a business system, and either keep it and have someone
eserunit for you, and just have the cash flow coming in month after month. Every

month you get a check. Or, then you turn around and sdll the business. So one last
resource | wanted to leave you with, besides Ebay there is another redlly, redly incredible
forum you can go to, that has al kinds of busnessesfor sale. This one was alittle bit
more complex and alittle bit more intense than Ebay. On Ebay alot of timesyou'll find,
for lack of abetter term you'll find, junk. But there redly is some fantagtic gemsif you
look through Ebay, under business for sale, or website for sale. The other place to look is
awebgte called Gethighforums.com On Gethighforums.com they al types of topicson
internet marketing types of things, and one of their specific topics they have, one specific
board is“1 Want to Sdl My Site”. (laughter) So there are hundreds of people that post on
there, they say thisisthe kind of Ste | have, here s the amount of money it's making,

here s the indudtry, her€ sthe dte, here’ s how much | want for it. And it’ sincredible that

just the vast number of Sites out there that are making money hand over fig, and the
people don't know anything about marketing. If you buy these businesses for pennies on
the dollar, and then just gpply some smple, smple marketing, you can literaly make a
fortune over night, just by knowing internet marketing and knowing alittle bit of the
business you are buying. So that in anutshdl is one of my versons of “Money on
Demand”’. So Terry and Ted, do you have anything to add to that topic?

TD: Wel onething that | want to mention, many of our listeners might not redlize just
how powerful a statement you just made. The hardest thing on abusiness, redly is
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coming up with a product, that customers want to buy. But what your talking about is
buying businesses that already have a product that customers want to buy, and just
changing the marketing around. Coming up with agood market, and a good product, is
the hard part. Changing marketing will not take long. Asyou said most businesses you
could turn them around and increase profits by fifty percent, in two months. And you
know that is jugt.. Think about it, you said the business would cost $10,000.00, it would
pay for itsdf in three months. Go out for alot of these retail businesses, and ask them if
they would dream that they could have paid off their businesses in three months that they
paid for. Because most businesses take between two, to five years to pay off. And that's
if they succeed. What you're going into, is your going into a guaranteed success . The
business is guaranteed to be successful pretty much, and dl your doing, if you just sat
there and took it and let it run... There might be afew people listening who aren’t one of
uswould probably take aweek or two to change things. A lot of the people listening it
might take them six months. But for that, business during that Sx months they’ ve dready
pad it off, and they're a agood full time income, during the sx months while they
figure out what they want to change.

K C: And another thing that is so incredible is, what is the most motivating factor that
most people find in abusiness? The money. It's so mativating when you buy abusiness,
and thefirgt day after you buy it, you make your firg sde. It's so much more fun to
change things, and modify things, and prove the copy, to work on things, when the
businessis dready making money.

TD: And I mean even if they go through and change something and it drops the resulits,
al they haveto do is go back and change it back to what was dready working. Even
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aong the same lines, talked about going out and buying websites that are dready there.
There are alot of people online, that have alot traffic to their Ste, we'retaking
thousands to ten thousand hits a day, per website. They generate ahigh traffic Site, avery
vauable site, but dl they do istry to sdll advertising that nobody wants to buy, because
they don’t know how to sl it.

TC: Wel but Terry you just bought up awhole, with thisidea, awhole other business,
Kirt bought up the idea of buying and sdling businesses. Buying one for $10,000.00, and
turning around and sdlling it for $250,000.00, right.

KC: Right.

TC: But you just brought up the idea of once a person grabs hold of these principles,
concepts, and knows how to market, the same way Kirt' s talking about in your own
business. But you can go out and do the work as a consultant, as an internet marketing

consultant.

KC: Right exactly.

TD: That way you can do the consulting, or even eventualy go to the Site and purchase.
A lot of those websites are probably for sale. That you can buy them out yourself, and do
the marketing with them, or you can do it as a consultant, split the profits. Y ou go to just
about any message board online, that webmasters at it, and there's going to be someone
in there talking about they have ten of thousand of hits every month, and they can’t make
any money. And dmost without fall, it's because they’ re trying to sdl advertising, and
agan, likel sad, they don't have any idea how advertisng works. And if dl the Steis

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

—-35-—



trying to do isjust sl banner ads, in today’ s age, they’ re dying, you know a site that
only sdlls banners and signs, but you can go in purchase the Site for pennies, and basicaly
change the marketing, start building a“Money on Demand” system, art getting those
people to subscribe to something, and use multiple strings of income to those people that
subscribed to something, and ingtantly turn a ste around. A dte like that can be turned
around in aweek, because, guess what they dready have the customers there. They’re
there, they just don't have any idea how to sdll to them.

KC: Exactly. Thisisfascinating, it's just amazing the number of businesses that are out
there, that are making money, because their in some greet niche, that none of uswould
ever think of inamillion years. | mean come on, would any of the three of us come up
with the ideafor an exhibit display renta business?

TC: | couldn’'t have, | wouldn’t have. (laughter)

KC: It safantadtic niche, if you think about it. The manufacturer actualy rents these
displays, but from what | read their priceis about four times as much as these guys are
charging, and it's more hasde, and your dedling with alarge corporétion. The nicheis
what matters, once there' s a niche and there’ s money coming in, you can apply smple
basic, proven marketing techniques, like what we were taking about, building alig,
doing follow-ups, increasing the conversion rate, changing the copy on the site, and
literdly just, | mean take the money to the bank. There sredly not much dsetoit.

TC: And that redly is, and should be the objective of dl business, as Michad Gerber
presents so well in the E-myth, and the E-myth revisited. Isthat it really becomes an auto
pilot system. We're talking autopilot, we re talking about a business that runsitsdf and
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of course that doesn’t mean absolutely 100% autopilot. No more than you’ d want to pilot
to step out of the control cockpit. (laughter) However it redly is the systems autopilot and
into this whole system we can dump the “Money on Demand”. A specia promotion, a

gpecia way to assst our customers, in our niche, and you know money’s coming in.

KC: Yesit'sincredible, it's just one of those things that, when | tell people these stories
they don't believe me, literaly they don’t believe me. For example, | was down & a
seminar in Atlantajust awhile ago, and | told somebody, it was a gentleman from the
U.K. | told him this business made $600,000.00 in gross profit, $120,000.00, and | ended
up buying the business for $38,000.00. He' s like, why would they sdll it? | said, “Did you
not listen to whet | told you?” They had dl their filesin paper. It was apain, it was

hasde, they had to do dl thiswork to make the money. They had to literdly work their
butts off to make dl thismoney. But, in internet marketing, one of the key thingsto
remember, like Ted' staked about isthe leverage that existed, the incredibly potential

that you have to automate your business as much as possible. To ether have the
computer, which is the optimum solution or train somebody elseto do it. For examplein
my diamond business, it just S0 happensthat it's one of those markets people want to talk
to somebody. | mean that's not too ludicrous to imagine. If somebody wants to buy a
$4,000.00 diamond, they want to talk to someone before they purchaseit. So | kept
thinking, okay well | can automate this business as much as possble and then | can take
al the phone cdls, and sdll the diamonds. And | did that for severd months. But then |
thought, thisis crazy, | keep telling people they need to leverage themsdlves, and they
need to automate things as much as possible, automating things by hiring a$10.00 an
hour employee that | can train exactly aswell as me, isthe samething. So | went out,
actudly there safriend of minein the neighborhood that needed a part time job, and |
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pay him $10.00 an hour, and | trained him for two months, and now he is much better at
Hling diamondsthan | am.

TC: That'stheirony of it, everything is. Y ou're the entrepreneur, you' re not stuck in the
parts and the pieces.

K C: | write the copy that gets people to cal, and he closes the people once they call on
the phone, or sends them emails. He is much better, he has amuch higher close rate than
| do.

TC: Excdlent

KC: That iskind of funny isn't it.

TC: Thanks so much Kirt for that unique insgght on “Money on Demand”. Now I'd like
to give one of my dantsonit. Thisis Ted Ciuba, and basicaly what | liketo do, a some
point in dmogt every redly serious marketing discussion, | like to bring into the point to
bring, because | like to bring it into my own efforts, is how we make money. | mean
redly thisis the whole system on automation, on relationships, on “Money on Demand’.
And I've broken it down to redly eight different principles, and I’m going to cover dl
eight, but there' sthree that | want to focus on because, there's only believe it or not, of
al the different things that we ve talked about, there' s only three ways to make money.
And | am going to share dl those with you. Number one, thefirgt thing I’d like to talk
about, and basicdly I’ vetitled this section “ Thrive on the Internet - When you focus on

the 8 basc missons of abusness.”
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“Thrive on the I nternet”

Thefirst oneis*Love Thy Cusomer”. This goes alittle bit degper that it sounds, in fact
that are some metgphysical things like, even adog, if you treat adog nice, the dog is
going to wag it’'stail and going to like you. Where asif you are throwing things a the

dog the dog will be barking. So people do respond, now if we are going to be dependent
on peopl€ sinvestmentsin our products it behooves us to be interested in the topics and
subjects we' re dedling with. Now that’ s what | am talking about of course with internet
marketing, and specificdly if you get into information marketing, which | favor, because

it has super high margins, and because you wake up in the morning and you want to be an
author, you pick your topic, right? So you can get into something that you are interested
in, be like the people that you are marketing to. In fact you do love them, you're going to
be one of them, you' re going to have alot better opportunity to be a success. Obvioudy
the more you serve your customers, sinceit’sdl avoluntary system, the more they will

gpend with you. So that’s number one. Love Thy Customer.

The next group, there are three of them together, thisiswhat | have started looking at
them and look these are the three fundamental laws of the business internet success.
Number one, you have to have a great product. Now thisis something that we skip over
sometimes. | don’'t mean that we do it, because we think that you can get by with shoddy
one, quite the opposite, we' re focused on marketing. It's not the better mousetrap, but the
better marketing that will sdll the better mousatrap. However everything that we talk

about on thiswhole “Money on Demand” system, is predicated on the fact that we have
delivered vaue to the people who are currently our customers and/or our Ezine
subscribers. | break them down into two categories, Inquiries/Prospects and
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Clients/Customers. And again there is the rest of the world, people who haven't
expressed an interest. So for the system to work long term, “Money on Demand” that is
we ve got our automated systems going, and we do a promotion, and we make money.
WEe ve got to have good relationships, we' ve got to have good products it goes basic. So
that’s number two idea. Number one of thistrilogy, the number two idea of thistrilogy is
write akiller webgte, glad | referred to it. Basicdly it means copy. We ve got to have a
website that, gets peoples email addresses. Gets their names, so that we can get
persondized auto responses. Now this not just little old Ted Ciuba, dtting on the front
porch floor country estate talking. Thisiswhat Imarketing news says. By the way you
should subscribe to that, it' s free. Do a search on the internet “Imarketing News'. They
say the purpose of awebsite isto get a name and email address. Think aong those lines.
With popup boxes, Ezine subscriptions, free reports, because again, we' re talking about
building this“Money on Demand” system. Y ou've got to have the namesfirg, by the
way the same article goes on to say judt that. Collecting namesistherefore (DUH!) The
first and most important step in producing a successful.. They caled it Emall Marketing
Program, we're cdling it “Money on Demand”. So you' ve got to have those names,
you've got to have awebste that offers vaue, to at least get those names, if not make
sdles of course, because that is always the objective.

And number three. Once you’ ve got that product, once you' ve got that website, then

you' ve got to attract traffic. So that’ sreal smple, now what | do, is| take those three
fundamenta laws of internet business success and so far we have covered four of the
eight, and | gpply them to the only three leverage points where we have to actudly affect
the revenues. And that is, number one we can increase the number of prospects or vigitors
to our Site, and number two we can increase the conversion rate of visitorsto clients, |
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prefer to use the term clients to represent a repesat customer, a customer isa onetime
thing, a client iswe have ardationship, and we re dways thinking about that. And
number three, you can sl the clients that we interact with more. So what you've got is
you can increase the number of prospects, you can increase the conversion rate, or you
can sl clients more. So there' s only three ways, so if you think about that, every
business only focuses in on those three ways. Now what | want to do, isgive area quick
and smple example, because if we focus on those three ways, we can instead of alinear
gpproach to our business, and it’ s just touching up and twesking different ideas ad
things, we can create an exponentid explosion in our business. And thisis exactly what
Kirt was talking about when he says“ | can double their businessin sixty days.” Now
that is an exponentia explosion. A 50% increasein Sixty days. So what did he do? What
do you do? Well firg of dl let’s compare. What isit alinear style improvement? Well |
think you probably know that any blue chip stock on the big board, if they wereto turnin
a 10% improvement, the bottom line, that would be staggering that would be
revolutionary, that would be like atidd wave. Instead we are looking normdly at 3 to 6%
as agood respectable figure.

But in marketing it's very easy to change something. And just for instance there are all
kinds stories, and it’s happened in my own experience and it’s happened in experience in
every marketer | know. Just by changing atitle on an Ezine, | mean on an email. Just by
changing atitle on an ad that we run or saes letter we send out, just by changing the

offer, offering an additional bonus, changing, doubling the warranty. Just by what | am
getting &, just by getting one little change in something, we have increased sdes and/or
revenues by 100%. So let’s say we just redly only take 10% improvement to everything.
What we do, and let’ s just take some red examples. Let's say that we are smdl sized, and
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we are getting about 5,000 visitors amonth. That's very small. If you increase the

number of vigtors, dl things being equd, let’s say you' ve got a 1% converson rate, your
going to make more money, because 5,000 visitors, and if you' ve got a one percent
conversion rate, that means 50 buyers. And let’s even take that one step further, you have
a$200.00 product, and you don’'t have to write these details down, I’ ll keep reminding
you. But you have a $200.00 product, by the time you do dl the math, that means you've
got a$10,000.00 monthly business.

Now if you just improved your visitorsto 5,500, well that's 10%, then you'd 55 buyers
right? Y ou would then have alittle bit more money. Y ou don’t even have to do the math
to know that you increase the number of the revenue. Also, what if you made your sSite a
little bit better? And instead of getting a 1% conversion rate, what if because you put an
Ezine sgnup opportunity, with a pop-up box, you started getting one out of every six
vigtors, and Ezine address or an email address to you' d have that hooked up to your auto
responder, and that is sending out a sequence, inviting them to participate in some other
opportunities. So you up your conversion rate just 10%. 1.1% that would be easy to do.
Y ou can do that with a couple of days. Now you are talking about 61 buyers, what if you
just priced your product, instead of $200.00, you put in $220.00. Mogt of the time, people
haven't tested their products right. So if you put that dl together, you' ve redly got, over
a34% increase in business by affecting each one of these dements, 10%, it means a 34%
increase. That’swhat | am getting at, site visitors, conversion rate, price of product, and
S0 redly you can.. And if you put those together and then you recognize thereis one

other thing, and this by the way isthe big secret that Ted Nicholasidentified in “Those
who are successful and those who are not”. He said “ Those who are successful, redly
successful, think about their business differently than the normal people’. Now, what that
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thinking about it differently was, was the “Back End’. Now that’s what we re talking
about with “Money on Demand”. We're talking about having a sequence that Staysin
contact, and again we are talking about Kirt was mentioning Gold Mine, if you are doing
it with physical mail. We're talking about auto responders, sequentia according to what
they’ ve purchased, or what action they have taken. And the best source that | know for
that, isfar and away Autopilotriches.com. By staying in contact with people, and offering
them the opportunity, to participate in your offerings at a higher level of value. That
vaue being additional products thet, that value being new releases, that vaue being

products and ideas that they’ re asking for more information on, you ddliver, in whatever
your nicheis. And so that’ s getting more out of the customer aso because you offer them
more. Now that should be, as Ted Nicholas isidentifying your basic plan, you've got a
business that will be sdif sustaining, that will bring in predictable revenue, long term, and
anytime you have a new product, a new promation, or anytime you'd like to have.... |
know people who would like to have a new boat, and they make an offering to their list.
That's how flexible it can be.

That now brings us dl the way up to point number seven, having finished up our
Exponentia Exploson. And the last point thet, and I’ ve aready mentioned thisin this
presentation, and that is you' ve got to start to put dl thisin action. It's Ready, Fire, Aim,
and it'sredlly just getting it into action. Sowhet I'd liketo do is| liketo do isreview
eight programs, the eight different points, and then throw it open to discusson. Thrive on
the internet when you focus on the eight basic missons of abusiness. Number one: Love
your Customer, Number two: Develop a great product, Number three: Write akiller
website, Number four: Attract targeted customers. Number five, Sx and seven. Follow
from that, they are the only three we can redly increase revenues. Isincrease the number
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of prospects and visitors to your Site, increase the conversion rate to clients, and sdl
clients more, and then Number eight: Do something ready, fire, am.

TD: | most definitely agree with that especialy with the getting started point. What you
cal Ready, Fire, Aim. The problem that | fed alot of people do, is because | have taught
alot of internet marketing, alot of home businesses that people have sarted on the
internet, is that they want to get everything right before they start. And when they get dl
their ducksin arow, they say like | have to learn alittle bit more, before | get Sarted.

TC: It'sabig problem.

TD: And s0 they basicaly have such afear that they are going to do something wrong,
that they don’t ever get started. And | want to reassure them right now, that | guarantee
you're going to do something wrong. No matter how long youwait, or how much you
learn before you get sarted. So, you might aswell get started now and make your
mistakes now. Because you are going to keep on making mistakes as you go on. Just
recently at a seminar, | was asked what my two biggest mistakes were. And my answer to
that was, “Do you want the two biggest mistakes ever? Or my two biggest mistakes this
week?’ (laughter) Because we haven't sopped making mistakes. I'm not perfect, | don't
know about Kirt and Ted? But I’'m not perfect.(laughter)

TC: Redly the consequences of those mistakes are not very severe either. Now are they?

TD: No, they're actudly not that severe, and the same thing, isif you are going to be out
there and get Sarted, get started at low cost. A website does not cost that much anymore.
Getting started, and doing follow-ups does not cost that much. Starting to collect emal
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addresses for your follow-up system. Changing your webdte, to start collecting opt-in
email, doesn't cost that much. So we' re not talking about alot of risk for anybody who is
listening to us either. They might write a saes letter that doesn't work. Well when you do
the first couple of sales letters, make sure you don’t spend a $100,000.00 advertising

them, when you don’t know whether if they are going to work or not.

TC: Don't pay a$100,000.00 copywriter to do it either, if it's your firgt rettle out of the
box.

TD: That'sright. Make sure that you open yoursdlf, so that if something goes wrong, you
can gill changeit. The whole direct marketing field is based on testing. Test it, Test it,

Test it. | told you, at the beginning of the tape about a couple of the stories of promotions
that | have done. We did $10,000.00 in 24 hours, we $31,000.00 in aweekend. Every one

of us doesn’t do that well.
TC: Aww, Gee.(laughter)

TD: It would be nice to do $31,000.00 every single weekend. But we' ve actudly sold
products from my list that we didn’t sell asingle copy. So guess what? That was two
years ago but Hill, guesswhat? | didn’t offer a product like that anymore.(laughter) |
found out they didn’t want to buy it. For my list it was, | have an Internet Marketing ligt,
and | offered a product that had to do with direct mail. Even though it was an avesome
product nobody wanted it.

TC: Hey you know what Terry? Bouncing off, I'd like to interject an ideathat | think that
might help the listeners, bouncing off of that idea. Recently | made an offer to alist for a
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product that | didn’t have, and it was cadled The “I Copywriting Intensive’. | had alot of
reasons, why.. | had put something | put together caled | Copy Writing. Copy writing
for the internet, and the web, and for the Ezines. | had alot of reasons to be suspicious
that it might not work. It's got intensve in the name, which sounds like work, and alot of
people think of copywriting as work. But | made a prepublication offer. | just offered it,
and | offered it at less than haf price of the supposed price as| was going to offer it for,
just to see if anybody wanted that product, and then when they did, | knew that | had a
sler, | then went into production, and the rest is history.

TD: Along the same ling, that' s part of the reason why | talk so much about sarting that
opt-in list because, that day | tried to sdll a product that | didn’t make any money from.
Guess how much money | logt that day? Nothing, | didn’t lose a penny.

TC: | loveit, | loveit.

TD: If | had bought a 10,000- person mailing list, and mailed it out, | would have been
hurting.

TC: You surewould have.

TD: But, when you're talking about your own email list, when you fall, you don't lose
anything. And when you succeed, you gain alot.

TC: It sthe ultimate. We redly are lucky to be diveright now. By the way we are
running on about three more minutes of this schedule. If anybody wants to add anything
at the present moment. Kirt how about you?
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KC: Yes| judt think it's fantagtic just the different perspectives that everyone has on this
topic of “Money on Demand”. It's so criticd to reiterate what' s previoudy been said.
And ther€ s no way you're going to learn everything, and then start your business, and be
successful right out of the box. Y ou have to do trid and error, you have to start
somewhere, and if you make afew mistakes, no problem. Every person who has an
internet business has done exactly the same thing. So every successful person, there' slots
of people who' ve made no mistakes, but they also have no money in their bank
account.(laughter)..So, that' s areal key to remember.

TC: That's absolutely true. Terry Dean do you have any parting comments for right

now?

TD: Badcdly it's on the same lines that we' ve been talking about. People are ligening to
tapes. Kirt told them exactly how to find a business. We are talking exactly how you can
produce “Money on Demand” in abusiness. There' s going to be alot of fear for people
who are listening to this before they get Started. And they just needed to step out, and
gart doing something with it. Start trying something, and keep your risks small, like what
Kirt talked about was if you buy abusiness that’ s dready making money, and it's going
to make itsalf successful in three months, then buy it, just run it for three months, pay off
what you spent for it, and then start testing around with changes on it.

TC: All right and thank you. And by the way Terry you are going to be opening up the
next sesson with atopic related to “Money on Demand” and streams of income. Is that

correct?

TD: That'sexactly it.
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TC: Sodon't go anywhere, and in the mean time, thank you for participating with uson

“Money on Demand”.
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Money On Demand

Transcript of Tapes3 & 4

TC: Ted Ciuba
TD: Terry Dean

KC: Kirt Christensen

Terry Dean (TD): Hdlo thisis Terry Dean, and you're listening to the “Internet Super
Group”, and we're talking about “Money On Demand”. If you have something available,
you need to go get a pen and paper so that you can take notes, because I'm with Ted
Ciubaand Kirt Christensen, and we're covering dl the different ways that we earn
Money On Demand on the internet.

WE ' re continuing our firg tape, and we re talking about how each of us enjoys money on
demand in our own businesses. As |’ ve aready mentioned before the main way thet |
redly enjoy money on demand in my busness is through my ezine lig, through my opt-in
emall list. When you go online, you're going to notice that alot of people send what we
cal “Bulk Email” or “Spam”. Thet isthe exact opposite of opt-in email.
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Opt-in email is when someone gives you their email address, and asks you to send them
some type of information by email. The oppodte is Spam, which is where you go around
collecting email addresses, and just email anybody. Or, you trying buying one of those 2
Million Email Addresses on CD for $50.00 or whatever the priceis, and you just try to
emall everyone. That isabig No-No on the internet, and will get you cancdlled. So, let
me tell you a secret, opt-in email is one of the red powerful ways...we could probably
cdl it thekiller gpplication of the web...it's my favorite way to earn money on demand

on the internet.

For the last saverd year's, I ve been building up what we cdl an “Ezine’. It ssmply an
opt-in email ligt of people who | send out a newdetter to. If you look out, and you think

of thingsin the offline world, off the internet, you would actudly compare an ezine to
something like a short newdetter, or even the actua term comes from “ Electronic
Magazine’, an ezine. What | do is every other week, or every week, | send out a short
aticle, afew tips aout internet marketing, my ezineis caled “Web Gold”, and | send
this out to my subscriber base, which is now over 40,000 subscribers, and is growing very
quickly. We add severa thousand new subscribers every month to our list. Thisismy
biggest “Money On Demand” system.

Onething | redly want to tel everybody here that’s listening to this, and your Stting at
home right now. | want you to mark this down on your piece of paper, first and foremost,
my biggest mistake, when | first started out | was not building an email ligt, of my
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customers, of people who asked me for information on things. | basicdly for the first year
and ahdf online, didn’t dedl very much in any type of emall. | just sent websites, sold
products. We made some money, our business made money, but our income pretty much
was stagnant. One month we might have alot of income, the next month we might have
lower income, and it would go up and down continually for us. But then one day |
redlized, that the income was so correspondent with how much, and how often we
advertised in opt-in emall ligts, which is one thing that we can talk about with this, and |
dill usefor building my own ezinelig, is| advertise in other people' s ezines.

If you spend much time online a dl, you'll hear about online advertiang in ezines.

Which againisjugt basicaly buying an ad. Just asif | would go out and buy anadina
magazine, | can buy an ad in an ezine. And | could reach 10,000, 20,000, 300,000 people,
and the ad times ingtead of taking 3 months for an ad to run asit would in amagazine,

my ad will probably run in the next 2 weeks or S0, in most cases, depending on the ezine
that | advertise in. But for mysdf, I’ ve used ezine advertisng more than anything s, to
build my own.

I’ll go out and place ads telling people that they can come to my website. If they come to
my website, we have afree dectronic book they can download, IF, they give mether
email address. Then, the process sarts for my ezine, of building cash for me. For mysdif,
| have 7 mgjor internet profit treams | generate out of my ezine. 7 ways | make money
from an ezine. Thefirs onethat | redly do more than anything eseis| sdl my products
init. | will put an article, for example, | might have a 500-word article on “Internet

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

—-51 -



Marketing”, and then I'll sdl my product of the “Ingtant Cashtflow System”, and even
though | sdll that product just about every single week somewhere in the ezine, it'll Hill
generate severd thousand dollars, every timean ad runsinit. So | sell my products.
Whenever | come out with anew product, you can pretty much guess what happensin

my ezine.

| recently, not to long ago, bought reprint rights to someone else's product. | paid them a
fee, and now | own their product to sell. | released that in my ligt, just asasmplead on
the top of theligt, it generated over $10,000.00 in 24 hours, just in saes for the product.
Since | paid atotd $1,600.00 for the reprint rights that’ s a pretty good dedl, that’s an
$8,400.00 profit within 24 hours, (laughter) plus| ill own the product. That’s not al the
sdes| made on the product, that’s just the first (laughter) launch of the product to my ligt.
| continualy do these types of things....think about that in your mind where you're at
right now. Anytime you want to, you can go and find somebody who has a product out
there, because thereisalot of peopletrying to sal products, you could ether buy rights
to their products, or you can joint-venture with someone who has a product that you
would like to sl to your ligt, and ingtantly generate five figures, in 24 hours. So that's
“Money On Demand’, and it kind of brings me to my second one, which is* Joint-
Ventures’, which | generate alot of sdeson my lig, from joint-ventures.

| will basicaly just go, | might go over to Kirt, go over to Ted here, and ask if they have a
product that would correspond to my list, make a good dedl with them, maybe 50/50 split
of the sdles, promote it to my list, guess how much it costs me to promote it to my lis?
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Doesn't cogt anything. Guess how much work it isfor me to create the product? There's
not any work for that either. And I'll promote that to my list, and we'll generate, a a
minimum, severd thousand dollars, from sdlling that product to my list. Asyou can see,
that for meis“Money On Demand”. If | want more income this week, you can pretty
much guess what | want to do this week (laughter). There are other weeks....I'm not
saying that | do this every single week, because guess what, sometimes I’ m pretty lazy,
and | don't fed like going and finding somebody that has a product to sdll, | don't fed
like sdling my own products. There are times, epecidly when we get into the summer
months, which we have more fun, that | don’t even mail the ezine every week.
Sometimes | only mail it once amonth. But, if | want to pay something, if | want to go
buy anew convertible, guesswhat | do? | just go and mail something eseto my ligt, asa
joint-venture,

Thethird way that | generateincome from alist is| have effiliate programs thet I'll sgn

up for. Online, we cdl it an affiliate program. Bascaly what thisis, isthere are alot of
different companies online, alot of products, where you can go to their website, Sgn up
for free, and they’ Il give you a certain percentage of the profits, for sdling their product,
to your list. They’ll generate you awebste, or alink that you use, and dl you doiis....and
they’ll give you the ad for it...you place the ads, and it sends them over to their website,
They make the orders, and then you get a percentage of the money sent to you in a check
every month. Well, guesswhat | do? | found out quite awhile ago that my list was so
responsve, and o large, that we actudly made more money signing up for affiliate
programs, and putting adsin my newdetter for them, than sdlling the advertisement itsdlf.
Whenever | have space in my newdletter, or | don’t have a product that | want to sdll, or |

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

—-53 -



don’t want to go out and make a specid joint-venture ded, | just go over, sign up for an
affiliate program, take their ad copy, and put that in the newdetter for what | want to sl

that week. Guess what? Here comes in more “Money On Demand” just from that.

Another method that I'll use the affiliate program for, isI’ll take the &ffiliate program,
and ingead of using an ad from them......many affiliate programs now, will actudly give
you content and articles that you can use to promote the affiliate program. So if | don't
fed like writing content for my newdetter, or | don't fed like writing an article for my
newdetter, I'll just take one of these affiliate program articles, put that in my newdetter,
and use that promote the affiliate program. So again you can seeit’samost achoice, of

how much work | want to do to generate this money on demand.
A.l could creste a product send that to my list make alot of money.

B. | could joint venture with somebody else, send their product to my list and

make alot of money.

Orif 'mbeing redly lazy, | can just Sgn up for afree affiliate program and take their
aticle They'refree so | don't have to write anything at al, send that to my list and make
alot of money. In Actud in that order my own products generate the most money, joint
ventures are second and the &ffiliate programs the third. But guess what? They’redl

pretty good Money on Demand System. Whichever one | choose to do. From time to time
| know alot of ezineswho doit. | usedto doit and | till do it from timeto time, and

that' sto sdll different adsin my newdetter. I'll sall sponsor ads, which we put up, which
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basicaly to let you know the terminology when you' re dedling with ezine, which | do

recommend you advertisein.

A sponsor ad is an ad that goes up near the top of the ezine. It's awhatever size ad maybe
fivelineswill give you or ten lines and they put it a the top above their content or
sometimes in the middle of their content that people are reading. And the sponsor ad, if |
wasto sdl out for alist of 40,000 people, | would be sdlling my sponsor ad for probably
$6 or $700.00 for the sze of my lig, and the responsiveness of my ligt. A lot of times
when | run an ad in another ezine, my normad pay rate that I'll usudly pay isaround a
hundred bucks, for 10 to 15,000 subscribers to get my information, to get my product.
And usualy we can generate 2-300 |eads from that. Now | want people to think about
this and comparing online advertising to offline advertising, that shows that on average,
when | advertisein ezines, other people' s ezines, | will usudly generate leads for
between $0.50 and $0.70 a piece. If you were in the offline world your not going to get
leads generation cogts for $0.50, ever. Y ou're going to end up paying for your leads much
more like $3.00, $4.00, $5.00, $10.00 for alead. Just to generate the leads. But online
we're talking $0.50 when you are running an ezine ad. And even better is, if | can get
those leads to subscribe into my ezine, | can follow-up forever now, without cost, no
direct mail cost such asif we have offline advertiasng. No mailing out sales | etters, no
mailing out postcards, just online contact by email, which isfree for me, and I’ll follow-
up with them forever. When you're deding in the offline world, when you're dedling

with direct mail sdesletters eventualy if a prospect never orders from you, you have to
take them off your list because you' re spending money every time you mail them. But
guesswhat? On linesnce my lig, it doesn't cost me anything to email my lig, if
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somebody doesn’'t buy, you know what | do, | just let them stay on the list. Maybe two
years down the road, their life will change, the Situation will change and they’ Il be ready

to buy. That might be three years down the road or four years down the road, | don't care,
it’ snot costing me anything to mail them. So I'll keep right on mailing them. If | was

trying to mail 40,000 people by direct mail every month that would be getting pretty
expensive. | would be getting very concerned every time | sent out 40,000 direct mail
letters, about whether the product | was selling would earn a profit or not, about whether |
could bring back the $20-25,000.00 in hard costs that would be spent on doing that direct
mail offer. Sinceit’ sonline, and sinceit’s free that concern doesn’t come up, it's money

on demand. When | send an email to my list | don't get scared that | may or may not earn
aprofit. If | only earn asmal profit, hey there’s next week. Turn abigger one. It' snot a
life or desth Stuation on this.

Aswe continue on with this, from time to time, about every two to three months I'll run a
specid sdetomy lig. Just asde, maybe 10% off of different products, or aspecid sde
on a specific product and I'd mall it dl by itself no content in the letter, just basicaly you
could cdl it ashort salesletter by emall, instead of doing what | normdly do, such asa
ezing, | give them some content | tell them internet marketing tips and everything else

and then have ads, and in my ezine you'll notice that there are ads dll over, theré sadson
top, there’ s ads under the content, there' s ads at the bottom for different products we s
or products we are joint venturing with. But in these specid sde offerswe actualy have
the highest response rates of dl, because we only run them every two to three months,
and we'll just have a product to sell, no content nothing ese, just product sales. And out
of 40,000 subscribers, off those we normally only get about 50-75 people who ask to be
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taken off the list. Which is one thing that you need to understand when you are doing
online marketing is, people will ask to you to unsubscribe them, to remove them from
your list, and you just take them off your list. Those are the people that do not want to
recelve emails from you anymore. Because basicdly they’ re not reading them, or they
don’t like your style, or whatever other reason they’d like to be removed. Just take them
off your list and go on. That’ sthe only way anybody gets off my ligt, isto ask to be taken
off. If they ask me not to send them mail anymore, then we don’t, and we go on. But
those specia sales, the last one we did generated over $31,000.00 in aweekend. And
that’s a pretty good weekend. Especialy when we do that kind of offer about every two
to three months, and we generate the regular income of afew thousand every single
week. So as you can see, thiskind of income is agrowing income, and that's whét |
redlly want to compare it to, when I’'m talking here to you, as | said when | firgt got
darted isl... my income would be up one month, down ancther month, it would be al
over the place. But the moment | started my list, my income started settling and started
going, dmaost you could say anice little sraight angled line up the chart.

We generated for example, $5,000.00 one of the first months we were doing it, $5,500.00
the next, and we went up to $6,000.00 and we kept going up. And now we ve been doing
thisfor four years, nice dowly going up, in the income every month. Nice and consistent
just by... because we have control over it, the amount of income that we bring in and the
leads that we generate, after this amount of time we ve got used to and we know just

what our list responds to buying.
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Now dong the same lines | want to tell you another way that we generate money from
our ligt, and that is now we aso have a membership site where people pay $19.95 a
month for what we could say the highest level of internet content in training, where we
give them updates, showing them how we advertise every month, we tell them the results
we get back from our ads, we tell them different marketing trainings, how we write our
saesletters, how we create our auto responder messages, dl kinds of things such asthat,

over at NetBreakthroughs.com. And what |’ ve doneis, we use our free ezine when

someone comes and they come to my webdite at Bizpromo.com they get the free Ebooks,
they get into our email lig, that’ sthe only way they get the free Ebooks, is by subscribing
to our emall ligt, which is one thing that | want everybody who ligensto thisto
understand, is your going to hear alot of people online talk about content Sites and giving
good content, giving good information to our website, in my opinion and the opinion of a
lot of experts online, the only reason for giving the content is to get people to subscribe.
That’ syour firgt, your primary, and your main purpose for anything that you do on your
website, firgt get them onto aemail ligt, once they’re on your email lig, then they're
basicaly money in the bank. They’re money on demand at that point. The moment
someone subscribesto my list, Guesswhat | do? | sart giving them some more content,
and | have an auto responder message set up that the moment that they subscribe, they
can start being told about the $19.95 a month upgrade option.

So in other words we say that you' Il get the good internet training, you'll get thisfor free,
but then we have a specid upgrade that’ s only $19.95 amonth, which includes dl of this
extra, that you' re not going to get anywhere else on the internet. And as you can imagine,
that gives us awhole ton of sgnups everyday and with those Sgnups we have a pretty
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good gtick ratio of how many of them stay in the monthly membership site, so that
generates a nice monthly income for usaswell. All gill generated back from the
beginning, from the free list. So as you can see from my freelig, | sdl my products, | sl
joint venture products, | Sgn up for the affiliate programs, sell those &ffiliate programs, |
run specia sdes, | run sponsor adsin my own ezine, | sal sponsor adsadso, | sl a
classfied ad sometimes and then | aso build my membership database of a monthly
income. And asyou can see, thisis an overall package of how our whole business relies

completey and totaly on email, and on our emall lis.

Ted Ciube (TC): Boy I'll tdl you what, | hope everybody was redly taking good notes,
because Terry you just revealed some incredible secrets and there’ s alot of things that
struck me. And I’'m just going to briefly mention afew. Y ou mentioned that you thought
and alot of the other people thought, that the purpose of awebsite wasto get an emall
name, and that istrue. Asamatter of fact | read an article and the statement hit me so
hard that | pulled it out and typed it out and memorized it. Imarketingnews said it just
exactly the same way you said it. The purpose of awebsteisto get aname and an emall
address, and that’ s for which what | really want emphasize, because of exactly what you
sad, “the moment | started my list my income consstently went up”. That's just
powerful.

TD: That's part of what | really want peopleto redizeis here, Iswe were up and down
al over the place, but the moment the ligt started we just went dmost in a straight line up.
We dtill from time to time have alittle bit lower points such as December; right around
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Chrigmasisalittle bit lower for us business types, business to business services. But
guess what? We're not a bit concerned about it for that, because we know the income that
we generate and we have very consistent growth all across the board, so those little time
to time changes that people have in any website, cause | know that | have talked to alot
of people who are beginning on line, | do want them to redize that... I’ ve heard alot of
them say we were making awesome saes last month, but we haven't made asdein the
last week. Well guess what? That happens in just about any website business. That's part
of the reason we taked about building our emailslig, is even a my website, the large
amount of traffic we generate, we till have periods where we don’t get as many sdes.
And on those weeksiif | want more sdles, | guessits just time for asde. Or some other
type of offer to my list and we'll get those sales right back up.

TC: Man that' s fantastic, but you know there' s a certain cyclicd thing like you
mentioned December that’ s redlly, that’s of course agood time to have asde to get that
stuff. But it’s just about everybody’ s business-to-business sdes suffered alittle bit asyou
sad. | know oursdip alittle bit by then and in August, the latter part of August people
are getting ther find vacation in and getting ready for schoal, there' s a consstent year to
year dip, but aslong asit keeps getting higher every year. But you another thing you said
that redly hit me, and because we rely heavily on both direct mall and the internet. And
WE ve never gone one way or the other dthough there' s persuasive advantages, but what
you sad istrue. | mean it is absolutely nothing to spend thousands of dollars getting
something out the door, and you don't even know if it will sell when you go out the door,
but you' ve got thousands of dollarsin it. And you know what? Guesswhat? The firgt
severd thousands of dollarsthat you get in, has to go to pay off those cogts. So theré sno
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profit, we ve never put one out fortunately, snce 1994 where we haven't made money.
But we ve had somewhere that the costs were do high and we didn’t make the kind of
profit we wanted. That’s nice | hope peopleredize, | think most do about the difference
in cogt, even though mail order and traditiond direct response marketing is outrageoudy
advantaged when it's compared with aregular business compared to the internet, you're

waking on ice cream there. I'll tell you.

Kirt Chrisgtensen (KC): Great suff, that was fantagtic, | hope everyone was taking good
notes | was scraiching afew ideas while Terry was talking. That was very, very powerful
suff. Well | guessI’ll will go into the next section of what we' re going to talk about

today and I’'m going to kind of talk about some of the smilar things that Terry was
mentioning, about how money on demand essentidly is abusiness way of life. Think
about it, how many employees work year after year wishing that they could save up
enough money, to buy anew... | don’t know, let’s say new Ford Mustang something like
that. Or how many people save up money year after year to try to go on aredly fantastic
vacation with their family. But when you have a money on demand system, or cash on
demand, or whatever you want to cdl it. It's Smply a matter of using your braintoit's
mogt effective use to figure out how you' re going to do it, not worrying about ...Oh well

if I can save this money from the $2,000.00 paycheck that | get next week, then | can
saveit for two or three years, and I'll have enough money and by the time the two or
three years are up, you don’t even want to go on the vacation anyway. Y ou're so sick of
scrimping and pinching and saving. For example, Just areally quick example; | used to
livein Cogta Ricain Centrd America, back between the years when | was nineteen to

twenty-one, | lived there for afull two years and I’ ve dways wanted to take my wife
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back and show her around, show her what just an incredible country it is down there. And
if I had aconventiond mind st if | was an employee or just was the average middle class
American, and | had the conventiond time in equals money out philosophy. It would very
doubtful that I'd ever be able to save up enough cash to take a two-week trip down there.
Are we agreed? That would be quite an expense. It'll probably be $2,500.00. But when
you have the correct mindset of money on demand like Terry was talking about, if we
have specific measurable goals that’ s the easiest and quickest way to make our dreams
and ambitions in life and business come true. So long story short, just thislast week |
decided that | am going on atrip in November to CogtaRica, | planned out the dates and
everything, I’ ve aready bought the tickets, the tota trip is going to cost me about
$2,500.00. So how hard do you think now isit going to be for me to generate that
additiona $2,500.00 in cold cash I'll need for next November? Given that | have, what
ax months. I’ ve aready set afirm definite goa that come heck or high water | need to

get this done, other people are counting on me, actualy my parents are going down with
me. | guarantee you thisis not going to be hard at al.

All I haveto do is come up with one specia project or one additiona sale, or one
additiond joint venture like Terry’s been talking about to generate that additional money.
Do you see how different that is listeners, than the sandard mind set of Ah wdl | want to
do thisbut | can’t instead on money on demand marketing, the mind set is | want to do
this, how can | doiit. | am sure that’show Ted and Terry think when they come up with
something thet they redlly want or something that will be redly beneficid for therr life,
They don't sit back athink Ah, that’sjust impossible, there sno way am | able to ever
have that. No I'm sure they’ d Sit there and they’ d think Hey what so | do to get there, if
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it's going to involve putting in some long hours for a couple weeks, no big ded I'll do it
to be able to create the cash that | need. So just by being in that correct state of mind
setting agod, you'll be able to put together these money on demand projects and make
the money you need to support your life style. And like Terry talked abouit, that could
be... you could come up with anew info product, offer it to your list, you could joint
venture with someone esg, offer their product to your ligt, you can joint venture with
someone e se offer your product to their list, you can send out a specid offer, you can
send a specid offer to your past customers, you can send out specid offersto your ezine.
Y ou could work on your business processes, you can improve the copy write on your
webste which would improve the lead conversion, you can get ahigher unit of sde by up
sling, You could get more back end repeat sdles. Y ou could buy another web business
and rework the business to increase the cash flow, you can sell aweb business that you
aready have, you can trade a couple of your hours for consulting. | mean that’s not a
great ideain long term but once you' re an expert, and once you' ve established yoursdlf as
aperson who can set up money on demand systems, your hourly consulting rate could go
up quite astronomicaly, you can trade a few hours here and there. When you need some
quick cash flow injections.

One of the red keysto successin business and I'm sure al experts on the cdl would
agree, that one of the key components to businessis using money to creste assets that in
turn, create a positive cash flow for you. Terry for example, he' s purchasing ... Basicdly
purchasing ezine names to add to his ezine ligt, so he' s purchasing an asset over time that
will give him the cash flow. Now Ted for example, with writing his books and things like
that, he' s cregting intellectua property thet takes some time and money in the beginning
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upfront investment creates a cash flow for yearsto come. So most people smply trade
hours for dollars, they go to ajob for eight hours and get X amount of dollars. Now what
happens when they stop putting in the hours? Well.... | mean the dollars top coming in
right? That’s common sense, if you don’t go to your job and do what your suppose to do,
their not going to send you a paycheck. Instead the money on demand philosophy would
say, you should use your limited vauable hours, because dl of us have exactly the same
number of hours. We should use those hours to creste business systems, intellectua
property, or cash flow, or to purchase assets that in turn will purchase a cash flow for us.
So that you know, five ten years from now, it doesn’'t matter whether we go into the
office in the morning, the systems are dreedy in place for the cash flow to comein.

One of the thingsthat | redly like to do, | actudly have acourse onit, islinking

drategies. | think linking strategies are one of the most underrated, underutilized methods
of money on demand that exist on the market today. It’'s actudly very, very smpleif you
think about it how many of us concentrate on getting redly high rankings in the search
engines month after month after month. 1 know | use to do that, and actualy | Hill hire
other companiesto do that for me. But | just figured out after whileit just was't worth
the time and effort for me, mysdlf to become a search engine expert. So | thought well
wha’ s the next best thing that | could do to get my sites high ranking on the search
engines, but | wanted it to be 1. Automatic, and 2. | wanted to be ... it hasto be
guaranteed to work. | don’t want to spend the money if it'snot going to work. So | did a
whole bunch of research and | compiledinto a ... Actualy an Ebook, and one of the best
things| found ... | going to give you aredly fantastic tip right now, is| use a program
cdled Zeus and it' savailable from Cyber-Robotics.com, and what this program doesisiit
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crestes atheme link directory. Now thisis very important that you understand what |
mean by atheme link directory.

A lot of people when they create link directories on their Site ... you know they have,
they offer linksto everything under the sun, they offer links to web hogting to internet
marketing to nutritiona hedlth, well those types of link directoriesaren’'t vauable at dl to
the reader. | mean to the Site visitor Smply because that’s why we have search enginesin
the firg place. Link directories are only valuable to visitors to your Site when they are
targeted after a specific common theme. Like for example, if you go to my
Diamondbroker site, EDiamondbrokers.com, you'll notice that | have jewery and
diamonds link directory. And the cool thing is | have about 3,300 different jewery and

diamond linksin there. Some of the pages you know... inloose diamonds | have 500,

some of them, | want to say like costume jewery have alot less. But this program Zeus
what it enablesyou to dois 1. It goes out and finds dl the sitesfor you 2.Y ou can then
email those Sites a personaized merged message. 3. The Zeus programs creates this
entirelink directory for you. So you' re thinking, okay what do | get out of this, I'm
creating thislink directory, how does that make people come to my site? Well most of
you I’'m sure have heard or should have heard of aman named Robert Cdidiani, he wrote
abook called “Influence’.

Now if you haven't read the book “Influence’ you need to go to Amazon, you need to
typein Influence or Cdidiani. Basicdly it boils down to Cdidiani wasthe dl time butt of
every sdes pitch that he' d ever received. He became totally fascinated by the concepts of
sdes. What made people buy things? So he came up with these seven or ten different
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laws of human nature that enabled people to successfully sdll things. And one of them is
cdled Reciprocity, so reciprocity in thelinking Strategiesissmply... say for example |l
have my jewelry and diamond links directory and Ted has ajewdry gte, the firgt thing
that happens when | use the Zeus software ishe'll get an email from me that says“Hey |
found your steand | liked it and you know, I'm redly interested in jewelry and
diamonds, and | noticed that your Site was dl about jewelry and diamonds, so what I’ ve
doneis added you to my link directory. Y ou can go to my link directory and see that you
appear in the loose diamonds section, and there' syour gite, it has atitle and description
and it'salink back to your ste. I've given you alink, now what I'd redly like, if you
could do methefavor, isif you could give me alink back on your site.” Now see how the
reciprocity worksis |’ ve dready done something for them. I'm not just asking of
something out of the blue, I’ ve dready done some work, and put them on my ste. So
what happens smply put about 17-20% of the people you contact will put alink back to
you on their site, now the redl power of this, iswithin a couple of months you're going to
have hundreds and hundreds of links al over the web from sites that some people would
cal compstitors, but are actudly linking to you. The red power of thisisyou get traffic
in three ways. Wl the obvious thing isthefirg thing is you get traffic from those links
that you have on dl those Sites dl over the web, you know that’ s the obvious thing. The
second thing is, and most people don't understand this, isthat in dl the search engines dl
of asudden magicaly, mysterioudy, your search engine rankings increase dramatically.
Because what happens, is the search engines they’ re not human obvioudy when they
evauate these gites, they're jus, they have to have some number that they can go off to
tell which Steis better than another. So if dl other things are equd, if you have two sites,
say they look almost identical, crested about the same time. Which site is probably
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better? The one that has a thousand links back to it or the Site that has zero, of course the
gte that has athousand links back to it is going to be obvioudy is a better Ste according
to the search engines. So they rank your site much, much higher accordingly to that.

And then the third thing is. Isthat Zeus the one that is creating your link directory, it
cregtesit in abunch of different categories. Y ou know in the diamonds, you have loose
diamonds section, you have the costume jewelry section, you have the emerald section,
you get the picture. Now Zeus when it creates each of these pages those are a separate
page for the search engines. So what do you think happens when you have a page that has
50 different siteson it, dl about emeradds, it has your full Ste header and footer and it's
submitted to the search engine. Do you think that page would rank pretty well under the
phrase emeralds? Well of course it does. It'sdl about emeralds and that’ s it. So that’ sthe
red power of the Zeus program, it runs automatically, it gets these links for you
automatically, and it does require a very minima investment of work, but then dl of a
sudden after afew months, you'll see your search engine ranking just soar through the

roof, and your visgitor traffic will increase tremendoudy.

For example, on my Ediamondbrokersjust using linking strategies, | increased the Site
traffic, | think about nine times and of course in a couple of months. Now that’ swhat |
cal money on demand. Because the Site was dready making money, but when you
increase the traffic by ninetimes, do you think the sdles are going to go up to? Well of
course, | mean | don't even careif they go up afull nine times even if they go up by two
or three times, I’'m sure most of uswould be very, very excited. So that’s another money
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on demand system that you can use, not very many people are aware of it. And the Zeus
programislike | sad very, very powerful you have to useit in the correct way though.
You'll haveto use that caviar and but you can download a free demo of it, just go to the
Cyber-robotics.com website and of courseif you have any questions make sure you
contact me. But that philosophy, and the whole concept of linking strategies, | think | is
one of the most powerful money on demand systems that you can use. Because no one
eseisdoing it, it's just amazing the potentid that you can have for any business that you
arein. Any product, any service. And with that do Terry or Ted have any comments on
that or anything you want to throw in?

TC: Wdl, you know | can't help but be flabbergasted because of the improvement and |
just want to mention that, so thet it calculates correctly in everybody’ s emotiond register.
When you talked abouit it in a number of months and | think you said three to sx months,
you increased your traffic by nine times, that’s 900% improvement.

KC: Right exactly.

TC: Then when you said that you might be happy with two or three percent increased

revenues. That’stwo or three hundred percent increased revenues.

KC: Right exactly.
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TC: That's pretty good, that’s money on demand and aso by the way that’s one of the
things in a conventional business it would be impossble to do, what business could with
no more than a software investment aso, possible to increase two or three hundred

percent.

KC: Right, and here s even a crazier thing, on the search engine Google, which by the
way is becoming the most powerful search engine on the web it’s used like a backend for
other search engines. If you do a search under the phrase loose diamonds which isavery
popular diamond phrase, | mean that’s one of the top ones, if you scroll down the page,
my website is number four. My home index page and | didn’'t even submit it to Google. It
shows diamonds get certified wholesdle. Loose diamonds here, and it has my little
description. Now the absolute funniest thing, iswho isin position number five? And it's
been thisway on Google for at least the last two months. The company that isin the
number five position it doesi't even... the page doesn’t even point to the main page and
they are one of the largest diamond retailer on the internet, they’ re funded by Venture
Capitd, they have $20 Million dallars of Venture Capita funding. Isthat not fantatic,
I’m sure that they have tens and tens of people who work on search engines optimization.
But me using asmple little program, and not even trying, my Ste the main pageis

ranked number four, when one little dinky little page on their Steis ranked number five.

TC: That's pretty good guerillaresults my man.
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TD: | can definitely agree with everything you just said, because once you get those links
generated, that’s what people redlly need to understand from this, back in the past | used
to play with the search engines you know what is caled the search engine game. One

month you' re on top, the next month you' re on the bottom.

KC: Right exactly

TD: And you have to congtantly work at it. Thereisno way to just basicaly in most
cases... inthe old way of doing things of just trying to figure out the right dgorhythms,
what ever ese and try to submit your page that way, without having to congtantly redo it.

KC: Exactly

TD: And congtantly work on the search engines, what we re talking about here is the fact
that dmost everyone of the mgor search engines now ranks the link popularity of your
gte as the mogt important thing.

KC: Exactly

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

—-70-



TC: And how much they link to it. And what you' ve just given people hereisasmple
step by step solution of how they can get those links, and not only generate traffic
congtantly from those links, but get the top search engine ranking.

KC: Rigt

TD: Which the old way of doing things meant 20 or 40 hours a month just working on,
but now you work onetime and it's money on demand that you now have the ranking
pretty much forever, because nobody ese is going to have that same link popularity, that
you have. They're going to keep fighting the old way.

K C: Heré s another just crazy thing about the money on demand philosophy, and | think
you' |l both agree. Isn't it true, that it’s dways better to get some ingtant results, than to
Oet great long-term results? What I’ m saying is, when you do something it’s so much
better when you see the results now as opposed to a month from now. It’'s just so much
more motivating. For example, in the search engine game, like Terry so aptly put it, you
redo your pages, and you figure out how to..what to put here, what to put there, and then
you submit them to the search engines, but how soon do you see results? Not for amonth
a least. Now with linking strategies, when my Zeus program finds alist of gtesthat we
think match up, and we want them to link back to us, we want them to become link
partnersis what we cal it. When we send out those emails, how long do you think it
takes before we receive responses back? It' s ingtant. If we send out a 100 emails, | can
guarantee you within a couple minutes, we re going to have a least 5 or 6 people that are
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going to email us back and say, “Hey that’s fantadtic, I'm so glad you gave me alink on
your ste, I'd just love to give you alink on mine, Y ou know, tell me exactly what | need

to do.” That's so much more motivating, the quicker that the reward isto the action.

TC: Wdll, it doestiein very wdl, but, and you said it to when you were taking, it' s the
leverage that fascinates me too, and believe me | fed so sorry, | have so many friends and
neighbors who are struggling. By that | mean they’ re getting a paycheck, you aready said
it, trading hours for dollars, if they don’t work for two weeks, they'rein ahurt. They’re
struggling, they may bein afinancid crigsthat might take them months to rectify. On

the other hand, when | do something, create a product, write an ad, this stuff we hope that
makes money immediately, and it usualy does, but you know it also goesinto inventory
and becomes, if you will, it becomes a harvestable product, where it grows and grows,
year after year.

KC: Exadly.

TC: It'sgood. Wl listen, we are going to take a short break, and we' |l be back on the
next side to continue our conversation with Kirt Christensen, Ted Ciuba, and Terry Dean,
talking about “Money On Demand”.

TD: One other thing | want to comment, that Kirt just said, about the fact said we don't
think like average individuas once you get into the Money On Demand system. For
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mysdf when | want something, or | want to buy something expensive, for example the

last month | bought a Mustang Convertible, | don't Sit back and say okay I’'m going to
have to save up thislong, or save up this much money to get it. My mind just says, what
kind of product do | need to sdll, what joint-ventures do | need to do to generate this cash.
When | went this past month, | went out and | Started test driving cars, | went to car to
deders, | looked at BMW'’s, and Mustang’s, | went and looked at Eclipse’s, dl types of
different convertible sporty type cars. Well guess what? | went into the dedership, with a
salesperson, after taking it for atest drive, they be like, how do you plan on financing,
what’s your down payment going to be? And | dways just tdll them, wdl | think I'll just
pay for dl it. I'll just pay cash for it, when I’d like to buy it, but you'll have to wait till

next week, because I'll have the cash for it next week. See | have the money for the car
ready, but not in my checking account, | didn’t want to go into the brokerage or anything
else to get the money. | didn’'t want to take out of investments, sowe Il just....what |
decided to do was, okay | want the car, how much does it cost? What project do | need to
do to get it? And so the dedlers, | would just tell them well, I'm going to have to wait

until next week, I'll make a decision next week when I'll have the money to buy it. And
that’ s was on the day that | decided okay let’s do the project, let’s mail to my ligt, and

let’ s bring in that $31,000.00 on the weekend. Which more than pays for the car, thet |
wanted to buy. And as you can see, that’ s awhole different than what people think of.
For most people, when they go to get acar, they think of okay, what monthly payment
can | afford, that’s the most often one, because | know just from visiting the car dedlers,
they’ re like how much monthly payment can you afford. So my answer to themis, | don't
like monthly payments, I’ll just pay for dl of it. And, you'll just have to wait until next
week, 0 | can get the money for it. And you know what? | regularly do that type of thing,
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for different things. And | even know alot of the other people that I’ ve talked to online,
who are experts online in the internet, or direct mail, or other types of direct marketing,
they have time of aspect, they want to get a house, for a down payment, or they want to
get ahouseitsdlf., they’'ll just say okay, what project do | need? How long isit going to
take? And what do we need to do to get the money? It's a completely different aspect
than how much can we afford monthly, and put oursaves into payments forever, or how
long isit going to take us to save the money? As you can see it’ s a different mindset, of
thinking, of what you want to do in this, and that’ s part of what we're talking about, it's
Money On Demand. | want this much money, how long isit going to take, what do we
have to do. That's exactly the Money On Demand system that we' re talking about here.
And Kirt just bascdly laid it dl out to you both in his explanation of the mindset

thinking, and hislinking strategies which | go aong with completely, on thelinking
drategies. With the linking strategies, once you' ve generated the links, they're there. You
can dmogt cdl that an investment for your future, that generates income month after
month. You don’t haveto redo it, like you' d have to redo search engines, you don't have
to do it, like replace another magazine ad. It just continually generates income, over, and

over, and over, again for you.

TC: | tell you what to, the reason why this mindset is so uncommon, isjust becauseit's
not taught in schools, | mean, ther€ sjust no way, not taught in conventiona channdls,
but once you get around people like, of course here you are, you're listening to this
cassette program, you darn well know it, once you get around people that are doing it,
you gart seeing and opening up the possibilities in your own mind and consciousness,
and just listening to Terry’s Mustang Convertible story, I'd like to throw onein. It's
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sgnificantly more common, more humble, but it shows how quickly you can learn this
suff. I married not to long ago, to a beautiful young lady from Columbia, the nation, so |
bring her here, she comes into the business, now she doesn't spesk any English, | mean
she' s never even had a class that she paid atention to in English. (Laughter) So she
comes in, starts seeing what we' re doing, and she comes up to me one day a couple
months later, and says, “ Ted, | need $2,000.00.” and | said,0o0kayy. | saw my old
bankbook vibrating, it was about to go out, but before | could say anything, well | wasn't
going to say anything, but before | could, she said, “But you don't haveto giveit to me'.
| said oh, what are you going to do sweetheart, she said, “Waell, I’'m going to run a
promotion on ‘ Secrets of writing direct marketing lettersthat sdl’.” | mean here we have
an immigrant, that didn’t spesk the language, who picked it up that fast, because she was
hanging out with people that are doing it. Take what Terry said to the bank, he did it,
there are others are doing it everyday, and you can do it too. (chuckle)

TD: | mean, it'sthe exact same process, you said they don't teach it in the educationd
system, what they teach in education is you trade time for dollars. Y ou give your boss so
much time, and he'll give you $10.00 an hour, $20.00 an hour, or $30.00 an hour, and
even if you're making a good income, your up at $50.00 an hour or more, you're till an
employee, you're till endaved to your busness, if you want money, you have to work. If
you ever got to the point where you couldn’t work for awhile, guess what? Y our income
is gone. What we re talking about, the Money On Demand systems stay in place. They
continually make money for us. We're talking about using leverage and to put automated
systemsto work for you, instead of you congtantly being the employee yoursdlf, you have
computers being your employee, and just in the mindsst, it’'s such a different mindset for
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peopleto see. Asl said, when | talked to car deders, they’re dl like, how much monthly
payment can you afford, and my response to that is, well I'll get the money next week for

the car.

KC: Exactly.

TD: Evenif you want to take it alonger process, someone who's starting out, they might
say for the same type thing, wel you know 3 months from now I'll have the money for
this. Just from doing this one project. It's not a forever bondage to how much can | make,
and that’ swhere most people put themsealves, is they see how much they can make from
their jobs that their constantly working overtime, and then they buy up to their monthly
income, and their suck in basicaly davery.

TC: Wdl itis and you know why they do it? Because they’ ve got security there
(laughter).

KC: Exactly. | had aredly, redly interesting experience on that same topic, just last
week in fact. I'm sure most of our listeners are at least aware of the book, “Think and
Grow Rich”, by Napoleon Hill. And if you haven't read it, by al means pick a copy up
and read through that. But one of the things that Napoleon Hill talks about, isthe
misconception of the concept of luck, because he talks about how, well luck issmply
where preparation and opportunity get together. 1t's not redly luck, you' ve been
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preparing along. But most people would consider the stuff that we' re talking about lucky,
or just plain old luck, which it smply isnot. And I’ll give you an example, | was
consdering, well obvioudy now I'm not, after this experience, but | was consdering
attending an executive MBA program, and so | had an interview last week, and | was
talking with the person interviewing me, who was a professor at that business school.

Y ou know obvioudy someone that has worked for a school his entire life, and has a
redly set stable, trading hours for dollars type of mindset. And we talked about afew
different, and somehow it came up about, in my Diamond Brokerage, last year | sold a
quarter of amillion dollar diamond, and made 20% profit, so | made about $40,000.00, in
about 2 days, just from sdlling one diamond. Somehow that came up in the conversation,
and he redly emphasized, and not in a pogtive light, how lucky that was. It wasn't, for
example like Terry or Ted would say, uh that sure was lucky, what they redly meanis,
man you werein the right place at the right time. But this business school professor, what
he was trying to get at, is aww well you know, you shouldn’t count on things like that
happening, | mean that's just aredly rare thing, that was just random chance.

TC: Yeeh, like it could have happened to him.

KC: Right, exactly. As | sat back and thought about it, | thought well wait asecond, I'm
the one who had the opportunity, so I’m the one who had the chance to make it happen,
how likdly isthat to happen if you have a normd job, and go to work for your employer
al of the sudden they just give you a check for $40,000.00 and they go, oh you know that
ideayou came up with last week, well we put it into practice, hey it made us $40,000 so
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here you go. | mean it’s just amazing the mindset that most people have, and how
different that is than from Money On Demand. Money On Demand, the mindset is, you
go out there, and you create assets, like Ted was talking about, you create things that
have alifetime resdud vaue, that can earn you profits, and every once in awhile, you
get abig score, you get abig hit, you make a huge sde, or you know you do some huge
ded. But that' s not even the point, the point is, you're making money anyway, those big

scores, those you know whatever you want to cal it, are just icing on the cake.

TD: Wdl, | want to go into it even further with that, you know professor said you got
lucky, but it's not lucky because, any of us, al three of usin the business, know that it's
amost on aroutine that you'll have the big paydays.

KC: Right.

TC: Yeah, You will, they re regular.

TD: They'reregular. | know that Dan Kennedy regularly talks about paydays.

KC: Right, exactly.
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TD: Specia paydays. And for mysdlf, we have the extra ones that we don’t expect for
someone to come in. Someone comes in and makes a big offer on something, big reprint
rights, cash offer on something. Those come in dmost regularly.

KC: Exactly.

TD: We have our big cash sdesdays, | told you every 2 to 3 months, those are big
paydays. And they're just regularly, there just planned in for us, and in any business that
you'rein, if you'rein adirect marketing business, you're going to have the big paydays
that come up here, that come up there, that you might bring in a $100,000.00 in one
month, when you're normally only doing $2 or $3,000.00 that month. (Laughter)..But

that regularly just happens.

KC: That'sjust amatter of being in the right position, having the chance that it's going
to happen, | mean it'sadumb andogy, but that’s like, and | wouldn’t recommend anyone
play the lottery, but you have to play lottery to win the lottery right?

TC: Yeah.(laughter)

TD: What you just said, is you sold a $250,000.00 diamond, you might not sell a
diamond like that every week, but you do sdl diamonds. (laughter) congtantly.
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KC: Right. Like last week | sold, | think like, $13,500.00 worth of diamonds. So you
know, that’s more than enough to pay the bills.(laughter)

TC: You know one of the metaphorsthat | use to compare these regular big scores, and |
like that particular terminology, its like being a baseball player, we go up to the batting
mound, or you know go up to bat, and we swing and nearly every time we re swinging
like we want to hit the bal out of the park. Now, it doesn’t consstently go out of the
park, usualy we end up running the bases, but when it does it's because we' re dways
swinging like we want it to go out of the park, and occasondly it connects and it does
that.

KC: Right exactly.

TC: But, if weweren't at the batting box, it wouldn’t happen. And that’ s where most
people, they're in the stands, saying, “ Gee, that was lucky he hit that home run”.

K C: Oh yesh, that was lucky he hit that huh.(Laughter)

TD: It gets the same way with cregting products, information products
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KC: Exactly.

TD: Or any other type of product. What we basically tell people to do iswe create bread
and buitter, you know create your products, you know earn income from your products.
Then out of maybe 10 products that you create, maybe 1, or 2, or 3, will be big home

runs.

TC: Yuh.

TD: That just gowild in sdling. The other 7, or 8, or 9, just earn anice regular income
from sdling it, or what you can consider a nice norma income, and people will seea
product, and they’ll say that person got lucky. (laughter) Well how many other products
did that person create. They probably created quite afew others aso, that didn’t do as
well, and the actud averageisthat usudly 6 out of 7 products, totdly fail. In my
experience, we don't have...you know in our smal business, snce we have low cost, and
low overhead and everything else, out of 7 products, | actudly don’'t have any that fail,
but 6 of them might earn anice good income, and then the 7" one is a big home run, and
just goeswild.

KC: Right, that’s so important.
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TC: Yeahitis, that's my experience too there Terry. So listen, thisis Ted Ciuba, and I'd
like to jump into the next section, and it redly tiesin very, very wdl, with what we ve
been talking about, because one question that comes up so often is, okay, sure you' ve got
thisMoney On Demand lifestyle, and sure you' ve got these products, and your website is
working, but how about me? |1 am working, I’ve got ajob. Can | get from where | am, to
where you are? And the answer is, yes you definitely easily can. We of course, at this
point, are independent, al of us are here. But | think, most of us had ajob, maybe not
(unintdligible), but most people do. But a any rate, amply.....I'm caling thisadviceto a
struggling web entrepreneur, and thislady herewherel live, in Naghville, TN, this lady
one evening we showed up at the same socid event, in fact she had known | was coming,
and you know she had known about me internet marketing and dl that. So, she had in
mind, to catch me off to the Sde, and | was going to give her these couple of words, that
were like amagic wand, and it was going to transform her experience (laughter). Well,
we know it doesn't happen quite like that, but, | tell you what, there are easy, and
common, and effective ways that she could change her approach and...so basicdly I'm
jugt inviting you in to alittle evening in my life, in internet marketing, and socid stuff, so
you see what happens.

So basicdly here we are, Nashville, TN, Julie Rodgers, who happens to be a song writer,
and she' sinvolved with alot of different people writing songs, and so she knew what a
song writer needs to keep track of their royalty payments, and the BMI and the C-Sack,
or course don't forget when the dreaded tax time, you' ve got to know who to pay whét,
and S0 it getsto be ared big problem, when you' ve got thousands of details running
around, so because of her need in this niche market, niche software, and by theway | say
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niche, actualy | believe there are over 250,000 registered song writers with BMI, and
that’ s Broadcast Music Incorporated. Y ou are getting by the way, alittle local Nashville
flavor here, do you understand. But at any rate, she was an expert in her niche, and she
discovered a need. Her own need, now that’s a great way to create a product, to discover
aneed for a product. Y ou know what do people realy need, that’s what they’ re most like
to pay for. Then she developed an acceptably good product, and she worked with another
guy, and they went in Joint-Ventured it. Now let me tell you this, she did another

excdlent thing there, she owned and controlled the product. That's going to put her ina
position, to make more money, than anybody € se who sdlIs that, practicaly anybody

else. That is because now she can sublicense, she can sl licenseslike Terry Dean, if he
was in this market, he might say hey can | buy alicense for your product. She would
make money off that, but unlike Terry Dean, if you don't buy the magter rights, Terry
couldn’t resell therights, he could just resdll the product. She can resdll the rights forever.

And so she' sgot agood start, she can do updates, so she's done rea well, she took
something in a niche market, that had a greet need, that she’'s got a good product out
there, and she' sin the position of control. However, the thing she comes up to me with,
she says listen you know a couple of months ago we were getting good sales on our Site,
and now we're not getting any. | said, well you know, give me alittle bit of talk, o |
listened to her for about five minutes, and before | had to cut her off, because the whole
basic problem is she didn’t understand internet marketing and how it worked, and | said
listen, what we need to do is get you in a position where you' re not thinking thisis al
mysterious, where it becomes clear, and then we re going to convert your problem. Y our
problem right now is you don’t know what to do, we re going to solve that, because I'm

going to give you alittle bit of ingtruction, and advice here, and I'm going to enroll you
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in aboot camp that | know will solve your problems, and it has bonuses and everything,
SO We re going to get you educated. Your problem will switch to implementing what you
know today. So that’s where we wanted to get you to.

But what had happened is, they had changed the page on the website, because someone
had told them something, you know critique and it should be tried, now, that by itsdf is
good, very, very good, changing asingle headline on awebpage, putting in tesimonids,
you know making it easier to order, any of these things can double, triple, quadruple saes
overnight, it does't aways happen, in their case it didn’t hgppen. Wdl guess what? This
is like newbieism, tremendous newbieism. Where was their origind file? Where was the
backup file? Where was the one that they used to change the model on right? So they had
logt their origind file, they didn’t even know where one was to backup, here they are a
couple of months later running around, what do | do, what do | do. Well of course, we' ve
got to get a good page up, that’ s basic. Also, part of her problem was, she wasn't capable
hersdf. She was working through a remote webmaster. Now, | work myself through a
webmaster too, and | don't value my time maost highly on making sure dl the links are
working, making sure that the page loads properly, and the tables display right in

different browsers, so | have other people do that for me most of the time, however, |
have, and | recommend everybody has the basic competency to be able to get up there
and change this. To know what’ s going on, to know when you' re being smoked you
know, so again the issue came back to hey, we' ve got to get you educated, and the
quickest, smoothest, easiest way | know to do it, isto attend this live event, 3 days, and
Terry Dean and | by the way, were involved in that Internet Boot Camp, but there' s other
education. What it redly is, it's you can’'t stand on the Sidelines, and tell somebody to do
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it, and expect to get results. So now we're going to get her capable on the internet, which
is the medium that she wants to be in, and easy enough for education. | asked her a
couple other things while we were going through that initid five minutes right, because
gee, Wwhere are the people that are hanging out, where are the people who would be
prospects for your product hanging out. Guess what? She says | don’'t know, she says
they’ ve got to be somewhere on theinternet. | said there s millions of people, | says yesh
okay, okay, wel I’'m going to get some advice for you, | said by the way, have you
registered any of your keywords, is there anybody in your specific group who had heard
any rumors abouit this product, or with looking for asolution like this, would find you on
the search engines, and she had never heard of GOTO.

She of course, had heard about Y ahoo, but she said well you' ve got to pay to get on that,
and so she hadn’t done it. So she wasn't even registered in search engines. She actudly,
when you put al this stuff together, it amazes me that she had earned $10,000.00 last
year, but she wasn't pleased with that right, and for good reasons, and she had earned that
$10,000.00 by the way because she had done severd things correctly. But she didn’t
have, the overall marketing avareness, the mindset that we' ve been talking about so
much. So that’ swhat we ve got to get in here. So what she did, she had aso well what
she had got most of her sales from, she had attended an industry event, in her industry,
thiswas red smart, she made arrangements with them, she had prepackaged, and “Made
aspecid offer”, so obvioudy you can see that she did make some money, most of that by
the way wasn't on the web.
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But, she comesto me, and this was the big questions, she goeswhere do | get the lists,
there' s between 250,000 and 350,000 songwriters, where do | get thelist. | says, well,
how about that big industry show that you just cameto. Y ou know those people are
interested, and motivated, | mean they traveled across the nation, | mean some of them
acrosstheworld, | mean thisisMusic City USA, | said where are dl the names from
that? Guess What? She didn’t even have the email addresses of the purchasers. | said
woow, okay, | sayswell did you even talk to anybody about making ajoint-venture, a
promotion after the show, where you in fact mailed out to everybody through ezines, or
through email. That would give her, of course she' d have to make sure she got the rights,
but that would give her that database. | mean so there' salot of different ways, and so
what we bascally had to convince her on in that moment, islook, thereisn't that magic
wand that you're looking for, yes you can actudly go and rent and buy ligts, but will they
be effective, and will they cause you problems, you know that’ s what you got again. So
we had to get her to be able to ligt, and the consciousness of collecting names had never
entered her mind. So of course, we surf up to the website, and man she had something
there, and I’'m not blasting her, you know here | am helping her, and attempting to help
you too. But what did she have? The only thing that she had where people could leave
their email address, was an order, but she didn’'t have effective copy, and she also had a
guestbook, now that’ s from the dark ages when people would have nothing else to do,
and it was so novel, and they’ d say yesah I'll Sign your guestbook. She had no offer, now
that’ swhet | told her, she says how, how can | get someone' s email address. Nobody
wants to give their email address, because nobody was giving nobody was giving their
email address to their guestbook right, when they were getting traffic. | says because,
they will, oh they will give you their emall address willingly, if you'll give them

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

— 86—



something of vaue, something that will benefit them. Now one of those grestest things

that | can think about in your case, Snce you're dedling with an info product, and it
happens to be a software product, by the way of course, the idea of being an information
marketer, which isawhole seminar in itsdf, and being a direct response marketer, which
isthe way info marketerslike to do it best, those two ideas had never entered her mind,
and that’ s just because she wasn't redly properly educated. | mean we can solve that, we
can solve that, we can get from where we are to where we want to be, but | said 1ook,
your businessis set up for this, why don't you give them a 30-day free working modd, it
will just lock out in 30-days if they don’t buy the password. Now that’sared easy way to
sl because it sfree. But what is the most effective thing that does, well the

people..again thisis a niche market, thisis her people, the people who use it, they aren’t
going to be able to live without it. | know mysdf, a couple of times, and I’ m not

absolutely unique, whenever | got into the Stuation where | had to do something,

couldn’t get online or something, I'd set the date back on my computer atime or two, and
| think back in the dark ages, the first release of Front Page | set the date back for aweek,

il 1 bought it.

That'swhat I'm saying, now why did | do that, why would anybody do that? It’'s because
this software becomes part of your life, and anybody, that probably includesyou, | know
anybody today buying software off the internet, that' s the basic slandard. She didn’t even
know that. By theway, | picked up her brochure, and one of the thingsI’m dways
saying, and | redly redly stand on this, iswe are marketing al the time, we re marketing
online and offline, you know business cards, have prizes, or a satement, or aUSP, or a

headline. But her brochure, my goodness, you know it didn’t even have her name,
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address, and phone number, it had awebsite. Do you know it didn’'t have an order
coupon? The copy could have been improved, but aside from the copy, it didn’t even
have away to order. Now those are colosses, S0 there again, she's making some killer
errors. But it al comes back to where you' ve got to make it easy for people to
communicate with you. You've got to build alist. To build alig, you've got to go where
people are in your area. Y ou’ ve got to communicate with them, you' ve got to advertisein
ezines that serve that market, to get them to come and visit you, you' ve got to give avay
something when you get that traffic to get their emal, so that you can Sart ardationship,
S0 that you can follow up with emails, let them know exactly how that works. Y ou redly
ought to go to Goto.com, you redly ought to learn alot about copy, and | guarantee you |
will talk some more about that later on. Y ou really ought to put a pop-up box on your
page, which she didn’'t have.

Now pop-up boxes at this point are gill somewhat controversid, in that only, everyone
agreesthat they’ re a nuisance, but guess what? Anybody who' s been on the other side,
that is they have been the person who's made it, or been responsible for it, they’ ve seen
how it increased their Sign ups to thelr ezine, which of course, increased their revenue. So
you know, you redlly ought to put auto responders. So, she just did awhole lot of stuff,
and guess what then aso, now thisisabig killer, big killer, big killer, | said now those
people aso that you've sold, well she did of course have their email address, but guess
what? She had never given them another offer. Now how can Money On Demand work if
we'reignorant of, which in her case, | say it in avery loving manner, because she'sa
friend, but basically flat ignorant of what it takes, now she heard on theradio there's
someone who had another type of product, that was serving another niche market, that
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might be related, had made $6 Million dollars, why did she only make $10,000.00, I'm
not sure that we can get that | said, but thet is the $6 million, but | said would you be
satisfied if you could get maybe $200-350,000.00 next year? | do believe that you could
pull that off pretty essly, if you go with the..Ingtal the Money On Demand systems,
gather email addresses, stay up, follow them up, have back ends, continuoudy do joint-
ventures, al the things that we' ve talked about. | know | kind of rambled, but by the way,
snce it was supposed to be amode of a conversation that redlly took place, | guessthat
would be dl right, but what it redlly boils down to isthat yes, I'm very happy because
you' re out there doing something. A lot of people are on the Sdelines. Now that we' ve
got you in the game, we ve got to get you educated, and you have to...and she sdoing
thingssoit'snot abigissue. | said, you've got to ingal the proper systems, that redlly
comes to education. So, guys do you have any comments on anything that we ve
mentioned during that presentation.

TD: What | redly want to say, iswhat you mentioned in your conversation with her, is
redlly pretty common, because | ded with emails and form postings, talk to people on the
phone, with the exact same problems virtudly every day, and alot of it comes back to
just the understanding of testing and working (unintelligible) you said one of the main
problems she had in the beginning was she took out something that was working, and she
replaced it with something that ended up not working.

TC: Right.
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TD: And shedidn’'t keep a copy of it to replace it, and that’s one thing | want to mention
here, isredly when you're dedling with the internet, though there are people who make
money onling, dl of us here on this cal make money online, you know it'sredly hard to
say that anybody’ s redly an internet expert, you know because we're dl till basicaly
testing things. We re till working on things, you know we have systems down that work
for us, but it ill takestime and testing, and we make changes and stuff. There' sbeen a
lot of changes I’ ve made on my websites, that ended up dropping the results.

TC: Amen, Amen Terry, | know everything that you' re saying.

TD: And so | would make surethat | have a copy to go back to the time before, and | can
tell you another....there s another individud paid me a pretty nice fee to write the

website adcopy for their website, and it started producing good saes for them the day
they put it up, and for the next 3 months they told me they kept changing things because
they thought it might work better if they changed things and changed back, and 3 months
later they sent me an email saying, they made al these changes and now they weren't
getting any sdles a al. They asked meif | ill had the origind copy of what | sent to

them because they logt it through dl the changes they had made to it (groan). And they

sad they spent awhole 3 months of dl their time making changes to my |etter, time by
time, and everything dropped their response rate.

KC: Aww Geez.
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TD: And asyou canimagine, SnceI’m pretty well known, I’'m not chegp for writing the
letters. So they ended up tearing up, what | told them at the time, was | actudly did have
it on copy, o they got lucky that time actudly, | had a copy to send them of the origind
that | wrote for them on my computer. | told them, they should test stuff, they might find
away they can do better, test 1 thing at atime, and make sure they till have the old one
to put back. (laughter) And, because I’'m not infalible, they might find one thing on the
|etter, or two things on the letter that might increase their response rates, or something
else, but they need to do it one thing a atime, and that’ s the basics of testing, with
anything that we do on direct response. We adways make sure that we only change one
little thing, and that we keep the origind, in case the changes don't work out for us; if it
drops our sdes, or alot of timeswhat | run now, is| run a script that takes people to two
different websites. | give them one web address, but it actually takes them to two
different Stes, s0 | can see an A/B tet, what we cal an A/B test split, and | can see
which oneis sdling better.

TC: Terry do you have, or could you give our ligenersa URL, or anything that they
could go and get that particular tool, because that is very handy.

TD: Thereisalink on my webste for afree verson of it, and they can go to
www.Bizpromo.conv/dickszip, and that will download a CGl program that they’d have
the webmeaster ingtdl on their Ste, and it splits them up between two divisons. We're
aso ingaling a script which tracks your visitors, and does the split testing, and
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everything e se this month, on NetBreakthroughs, so they should....everyone listening to
this should go over to NetBreakthroughs.com, and see if we mention on there that we
have the A/B testing stript inddled for dl members. And that will run right from our

Server.

KC: Wow, that' s fantadtic.

TD: That'sfor our monthly membership site, the $19.95 a month, and they get that plus
everything dse that we keep. That is a powerful testing festure, because if you' re running
that, it's much better than just trying to change one headline and see if your results go up
or down because your vigtors might change. But see, if I'm running A/B splits, | run one
ad say in an ezine, and | send them to my CGI script, and then it splits them up between
two different webgtes, one with one headline, one with the other, I can now see which
oneis sdling to these customers the best. That' sthe best way of actually testing your ad
copy, or any type of follow up system isto dways run splits, because if you say run an ad
in one ezine for one sdes letter, and run a different ad in a different ezine, for a different
sdes|etter, you're not going to have equa results, because one ezine might have more
customersfor you, than the other one would, and so about the only way, and that’ s true
for direct mail, asfor the internet, you have to have the same group of prospects to get the
same |etter to see the best results for your testing.

TC: Some people confuse changing with testing. In other words it goes back to the

education thing that we re running. Y ou wrote a letter that was performing, well you
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yoursdf, would right another headline, and change the headline and test it. But just to get
up there and change it is't the same as doing a test.

TD: That's exactly what we' re talking about, so I’m going to go in and test, you know
I"ll write something, and we Il run that. When we get to the testing phase, which | mean
is we change one thing at atime as we go through it, we have to make sure that we're
doing some type of A/B split testing, or you know, as much as possiblefor it, or else
we're never going to actudly see red results, you know in the changes. One headline
might give you three times as many saes as the other one, and even though we're dl
experts, you could actudly give us....one of use could come up with 10 different
headlines, and dl three of us might get together and have pretty good guesses about
which one will work, but you know what, we might put them in tests, and we dl might be

wrong.

KC: Exadly.

TD: You know that's quite possible. You'll find out that every one of us, the one that we
said probably wouldn’t work, ended up working.

(chuckle)
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TC: And it works the other way around. | know for one of our products, the Paper Profits
course, | had abrainstorm of a session when | cregted that headline, | remember the event
right, because it answered the biggest frequently asked question we had ever received,

and our sales bombed, they dropped to 60% of their former level. (laughter)

KC: Oh wow.

TD: And that's one you better be glad you guessed it.

TC: I'mglad, and | diminated it.

TD: For alot of internet marketer’s, if they had did what you just did, they would end up
walking away and saying well this product doesn’'t sgll anymore.

TC: Yeah, yeah, and it's because they confused changing with testing, they just don't
know how to doit, and redlly it sjust very smple, keep track. Change onething a a

time

K C: Fantadtic, fantastic Stuff.
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TC: Ligen guys, we have got about 3 to 5 minutes left on this side of the tape, anything
else that we can give our ligeners that can redlly be of good vaue and benefit.

KC: Wow, jugt Suff tofit in 3 to 5 minutes..(laughter)..

TC: Nothing like an impossible task.

TD: What we redly should be saying is going dong the same lines, and that isthat, we
can dl talk about, what you' Il see that we keep talking about over and over again, with
this Money On Demand is a system, everything is a system. WEe re not guessing, we're
not getting lucky.(laughter) We re not doing everything ese, we actudly create sysems.
In every system notice that we have some smilarities. We dways bring back to some
type of email follow up, we come back to developing customers, developing relaionships
with customers, and selling them back end products.

KC: Right exactly.

TD: Those say in the system congtantly, we al come up with ways to consstently
generate traffic, whether you use link strategies, whether you place ezine ads, whatever
you do, we adways have a consstent way to generate traffic. Y ou could you Paper Click
search engines, and did that you know that those three things, you could choose any one
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of them and just do that, and generate consistent traffic. That’s where most people are not
talking with online, isthey’re not deding with a consstency in understanding the system.

| would never gart aproject, if | didn’'t know a consstent way to generate traffic for it. If
| didn’t know that | could go out and generate links back to my Site, or us paper click
search engines, or find ezinesto advertise in, then I’m not going to sell that product. If |
can't have anice consstent way to generate traffic, you might aswell forget it. If | can't
creste asdes |etter, if | can’'t go out and create a sdes | etter that will give me sdeson a
consgtent basis, then I’'m not going to do the project ether. If | can't figure out away to
get people to give me their email address, then that’ s not a project for me either. We just
need to make sure that we develop everything off the systemn, and work everything off
systems.

KC: That's so true, that’s so true. Like just today I’'m looking through the email boxes,
the inboxes thing of follow up leads I’ ve gotten this morning, and it looks like thet | have
five people who' ve contacted just since we've started this cal, and looking through here,
thisisfor the diamond business, one guy says, you know he tells me exactly whet he's
looking for, he' slooking for afour carat diamond, another guy says, you know I’'m going
to have to wait awhile, my girlfriend is till looking, and another one says, Thanx but I'm
al s, thering is being made as speak, so thereé sasde| logt, and the other one say, hey
I’ll give you acdl tomorrow, | got hung up in ameseting, the 1.5 carat one looks very
good. So right there, you see the power of what we' re talking about. The power of
creating systems, that do the work for you. | mean in the beginning it takes alot of
testing, but once the system is set up, it runsforever, | mean, it's just incredible the power

that you can have in abusinessthat’ s systematized, and has business processes.
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TD: Yesh and to close that up | will say that | agree, and | cal one of the 13 deadly
common internet marketing mistakes, is not automating, not systematizing because you
don’'t want to be stuck al the time wondering why it's happening to everybody else and
not you. Okay, hope you' ve enjoyed this Side of the “ Internet Super Group” talking about
“Money On Demand”.
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Money On Demand

Transcript of Tapes5& 6

TC: Ted Ciuba
TD: Terry Dean

KC: Kirt Christensen

Terry Dean (TD): And we are continuing our discusson on Money on Demand. And
snceit issuch atool for mein my business, whet | redly want to cover right now is|

want to cover how to build large opt-in email ligts. Over and over again, you' ve listened
to me, or if you've redly have studied throughout these tape series, you are going to
notice that | talk alot about the power that isin my emall list. How often | will email to

my opt-in lig, bring in $31,000.00. Send out another email at another time, bringin
$10,000.00 regularly, just about every single week. | sent an email out to my list and
bring in between $2 and 5,000.00. That'sjust anormal processin my business and part of
my internet “Money on Demand” system.
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And thered key for building thet type of income from the internet, building thet type of
ligts that you can profit from, anytime you want, is basicaly learning how to build the list
itsdf. A lot of times on line you're going to get offers, in your emails from companies

that want to sdll you their million email addresses, they want to sl you five million

email addresses. Well guess what? If you purchase that, what ever cost that they're
sling it at for, $300.00 or $3,000.00 it doesn’'t matter. But if you purchase those lists
and try to mail out to them, you' re going to have some serious repercussion from your
actions. Y ou're probably going to lose your web host, and you' re going to lose your ISP,
your Internet Service Provider, and you' re probably going to lose your reputation online
for your business. Because that' s what we call ‘ spanm’, or bulk email, contacting people

who have not contacted you before by email.

What I'm taking about, when I’'m talking about building large email ligts, isI'm talking
about opt-in emall, ligs of people who have asked me for me to send them information
by email. For my specific Stuation, in my businessthat is my web gold ezine. My
electronic magazine, that | send out every week, or every other week to my list. That's
the lig that | built. Right now we're just over 40,000 subscribers, and that' s alot of
subscribers by internet terminology. And we're dso growing by closeto a 1,000
subscribers every week latey, from dl the different things we have in action building our
subscriber database. Well guesswhat? I’ ve learned how to build large email lisison line,
Lagt year... at the beginning of last year we only had 7,000 opt-in emall lis members,
right now we have over 40,000. That's some pretty large growth, by anybody’ s terms.
And we re continuing to grow. One of our godsin thisbusinessisto try to build that list
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up to a 100,000 members for our “Money On Demand” system. And the Strategiesthat |
have in place are what I’ m going to be talking to you about now.

Bascdly there are saven different Strategies | have for building my opt-inlig, both in my
own business and those businesses that | consult with. Thefirst strategy that | use, that |
recommend that everybody do, is you need to put forms for signing up for opt-in ligson
every sngle page of your website. No matter what type of opt-in list that’s your doing
whether it might be an ezine, whether it might be a newdetter you send out oncein a
while, maybe it's a specific offers that you send out with alittle bit of content. It doesn't
matter, you need to have sign up forms on every single page of your website. | makeit a
priority in my business. If you go over to any of my websites, one of the firgt things you
seg, isthe ability to sign up for my opt-in emall lig.

And dong with the sametoal... we're il talking about number one, put it on your
webste. | dways have some type of good benefits, some type of bribethat | give you if
you'll sgn up for my email list. One of the bribesthat | like to give away is| have abook
cdled ‘101 High Profit Businesses Y ou Can Start Online, with little or no money’. This
book isin Ebook form, which means people can download it from my website, and read
it on their computer. Wl if you sgn up for my ezine, you immediately have accessto
this book. If you give me your email address, you get the book. That's how | convince
people to sign up for my email ligts
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It used to be online and people would Sign up, just by saying that you have emails that
you are going to send about a specific subject, that’s not true anymore, because there are
S0 many ezines out there and so many email ligs. If you're going to Sgn people up on
your website, you going to have to give them something of benefit, a benefit that they can
receive right now for sgning up for your list. And for me | use this Ebook as a benefit
you get when you sign up for my list. What ever you're doing, think of something that
you can give away to sign up for your lig. If you want to you can go over to my webste
at BizPromo.com, download that Ebook, and you can give that Ebook away to your list
too. And that will give you something to give away to your list. And if you do thet, you
take my Ebook for freg, I'll give you theright to it. You just put it on your website, and
you tell peopleif they want this Ebook, they have to Sgn up for your emall lig.

Now lest you think that I'm just being really generous, guess what I’ m applying here?

I’m gpplying atraffic virus technique which isI’m dlowing you to give away my good
content, because you are going to bring more people to get to know who | am. Cause that
Ebook has my nameinit. And it kegps my name onit. So it'sawin, win Situation, you'll
get more subscribers and I'll get more traffic on my website dso. So everybody winsin
that Stuation. So that's ep one, is come up with some type of benefit, something that

you can ingantly give someone, indant graification if they sgn up for your opt-in lig,

and put that on every single page of your website.

The second technique, that | useto build my list quickly is| aso use popup boxes on my
website. And there s basically two different types of popup boxes that people use on
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websites, and a popup box just to give you asmple definition of what it is, isif you come
into my webste, say that you go to the Netbreakthroughs website, and you go in and look
at the salesletter and you decide to click away or your attention goes and you go to
another webdite, as you |leave the website, another browser will pop up on your screen
telling you that you will get this free Ebook if you subscribe to my ezine. So guess what?
It's like a second chance at the website. | use other websites aso, when you come into
one of my websites such as Bizpromo, the main presentation there is for the ezine, and

we aso have a popup box which is another browser box that pops up on your screen to
ask you if you would subscribe to Web Gold. And what we found athough some people
say popup boxes annoy people, we found that it redly, redly increases our subscriber

percentage.

Such asalot of times from awebsite you might get around a 10% subscribe rate, well by
using a popup box we' ve been able to push that up to 30% for many of our websites. 30%
of the vistorsthat vist our website end up signing up for our opt-in emall lig. And that's
powerful for your businessto get that kind of response rate of people signing up. And we
do that through using popup boxes.

The thing that redly annoys people, and thisis one of the thingsthat | will put in here for
caution, of your going to use popup boxes, is use a popup box only for the purpose of
giving something away free. Epecidly to get the email address, don’t have a popup box
or another website popup with another sales offer or an offer from somebody ese's
webdite or anything of that nature. Use it for only one purpose and that’ s to get people to
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give you therr email address, in exchange for something that you give them for free right
now. And if you useit in that type of terminology, and use that type of technique, you're
going to find that it builds your emall lis much quicker than just relying on your webste,

A third technique that we use to build our email ligt isthat we sign up for dl the ezine
databases. Online there are alot of websites now, what we call ezine databases, that you
can go over and you can put down your ezine down, you can give them your ezine name
and ashort basicdly dmost like a classified ad, for your ezine. And they’ll ligt it there for
anybody who wants to subscribe to ezines Just as an example, you can go over to
LifestylesPub.com, and you can put your ezine in there, you can dso tell them about ads,
if you sdll ads, and they have awhole ad database adso. Not only do they help you to get
subscribers, but they can dso help you sl advertising in your ezine if chose to sl
advertisng. So that’s another way that you can start building your email list. And for that,

basicdly just go to one of the search engines, go to a search engine such as Google.com,
or any of the others. And look up for ezine list databases or free ezine list databases. And
you'll end up having alot of different placesthat come up thet you are dlowed to submit
your ezine for free. Now these databases are dowly dying out, now where as you used to
be able to maybe find a 100 of these ligts, you' re going to probably find closer to 30, 40,
or 50 now, because alot more of these databases that used to be free for you, are
changing over to another system, which we call co-regidration, which ismy fourth
technique for building ligs fast.
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And co-regigraionisa...bascdly it's aterminology that means when someone comes to
ahigh traffic webgite, letsjust say that you're avistor and you' re going to come to my
website, and | have alot of traffic at my Ste, | might have afree offer to a contest or
something dse and | might have 10 or 20 different ezineslisted on my gSte for you
checkmark. Y ou checkmark the ones you'd like to receive, type in your email address
and click on submit, and you might be subscribing to 5-10 ezines a one time. Wdll what
happensis dl these ezines, they are paying what we cal co-regidration fees, which is

they pay the big websites maybe $0.25 to $0.50 per subscriber generated from their form.
So you're opting in to an ezine such as we use this oursalvesin our business. We use one
that’ s over at Profitinfo.comis one of the companies that we work with. We use that as
one of the co-regigtration techniques at that Site, we pay right around $0.25 a piece. We
may put down a deposit say of $250.00, and that means for the next 1,000 subscribers
that come through their site, check mark Web gold, they get sent over to me, and they just
dowly take it away from the deposit that | made for them, and this generates alarge
number of subscribers. For us for example, that one right there generates around 150
subscribersaday. And that’s alot of subscribersto be generated in aday, and they’re
only one of many, different co-registration companies.

If you want to find alot of co-regigtration companies, then you can go over to
Zmedia.com, and you'll find alist for around 50 co-regidtration companiesin dl different
markets, that will help you build ligts very quickly, opt-in lists, and they’ll use that same
technique. They’ll have alist of different ezines on their Ste and people can check mark
which ones they want to subscribe to. And they’ll build lists very quickly for you. Like |
said a150 aday isquite alot of subscribersto be adding to a day.
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Another way that we actudly build up our subscriber base, and this will require youto
actualy gart getting to a point where you have at least afew subscribers on your ligt, at
least a couple of hundred, and that is through trading ads with other ezines. We've used
this quite successfully especidly when we were smaler Sze, once you get to the large
gzelike we are now with 40,000 subscribers, it's hard to find other ezinesto trade with
fairly. But when you are asmaler size of only having afew hundred, or afew thousand,
there are dozens and dozens of other ezines out there that will trade you ad space on each
other, so you can build your list. For exampleif | have 2,000 subscribers and you' d have
2,000 subscribers, | might say you give me your six linead and I'll give you my six line
ad, and wé ll run it in each others ezines, with afree offer on it, such as that free Ebook
that we use on our webdte, and we' Il build up our ezine ligts. Or say | have 2,000, you
have 1,000, we might say that you have to run my ad twice, in exchange so that we get
the same amount of exposure. And you're going to find alot of ezines, thisis one of the
magor ways of building subscriber ligt, because it’s afree technique and it can generate a
lot of subscribers for you just by trading ads with each other, with the other ezinesin your
market.

Another technique we use iswe basicdly go straght out and we use advertisng. | will
place banner ads, and we do it often or | will pay for an ezine ad in red large ezines.
Giving away afree offer again, such as my free Ebook if you subscribe to my ezine, |
will actudly target the ezinefirst in my advertisement ingtead of a product, in many
cases. If | can get them on my ezing, | can sdll them a multitude of products, or if | just
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went and sold one product that might be it, and that might be dl | end up in ling to
those customers. Say for example | chooseto place an ad, let’s say a $100.00 ad | might
be able to sdll twenty, $20.00 products, or bring in $400.00 right now for a $300.00
profit. Well | might take that same $100.00 ad, and add in 200 new subscribers from my
ezine. Well those 200 new subscribers are worth a minimum of $300.00 ayear in more

ofteninfiveto ten dollars ayear.

So let’sjust take the minimum of the $3.00 x 200 is s$600.00 that they are going to
generate for methisyear. Guesswhat? That will be next year to, that they will generate
for meto. So I’'m actudly making more money by advertisng the ezine than | am from a
product directly. Because once they are on my list, | can run one product after another to

the list and generating my “Money On Demand” system Straight to these ligts.

One of the most powerful techniques of dl, that I ve used quite effectively to build my

lig, is'Joint Ventures. And in Joint Ventures what that basicaly meansis different ezine
publisher’ s work together for the god of building their subscriber base. And for example
on my website, one technique that | worked with, with some other very good publishers,
was that we basically wrote up an article about some of the best ezines online, which was
us together, dl the publishers grouped together it was around five of us a the time, we
redlly loved each other’s ezines, so | wrote up an article about everybody else's ezine and
al the publishers ran the article in their ezine and each one of use picked up over a 1,000
subscribers. Because of the recommendations of each other’s ezinein that one article.
And guesswha? A lot of other ezines ended picking up the article and running that
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aticein their ezines aswell. And generated a few hundred more subscribers each. So
that joint venture growing even on it's own. That's joint venture technique number one
that we use to build our lig.

Number two, the second joint venture technique that we ve used is that severa other
ezine publishers and mysdf, if we have alot of subscribers from our website, say for
example we each had 50 subscribers a day coming in from our website, four of us might
band together and then moment you subscribe to my ezine, I'll offer the other three
publishers ezine to you. And they’ |l do the same for me. Each of us, you subscribe to our
ezine we make the offers for the other companies. And now we ve changed whereas we
might have been generating 50 subscribers a day for oursaves, now we generate an extra
100, through each others techniques, and we re generating a 150 subscribers instead of
just 50 subscribers, and that grows our list so much quicker, and redlly gives usthe type
of sze we have now, of growing up and generating this money on demand, and as your
list keeps growing by each of these techniques that you have in place, you're to find that
the money on demand just keeps growing at alarger scale, where as you were making
maybe a ... when you first gart out you might be happy if you make $20.00 worth of
sdesinyour ezinein your first issue. Well |ater on as your database growsyou'll be
making afew hundred, then you go up to the thousands, and just kegps on growing as
your lists grows. It becomes a“Money On Demand” system, money that you can

generate any time you want asthelist size grows.
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Ted Ciuba (TC): Boy, I'll tdl you whet Terry that’sared wel laid out plan. And |

redlly appreciate you ... | wastaking notes like crazy. | redlly appreciate you giving us
those references that we can go to and do what you ve done, because ... | hope everyone
recognizes it. What you're talking about is redlly focusing in on where the money is and

as a perfect example of that which | know is hard for some people to understand &t fir,
isthefact isyou don't advertise to get people to buy something, when you run an ezine

ad, you're talking about advertisng to give them something, you're giving them the free
ezine subscription because you' ve got them captured.

TD: Yesthat isit and we actualy go to it thet is not anew idea, and often advertising
such as magazine advertising, when somebody runs a classified ad, they don’t run a
classfied ad to sdll a product, they run it so that someone will receive afree report, for
example. And that’ s exactly what I’ m talking about here, instead of often advertising
something directly, I'll advertise basicaly afree report series which would be in my
ezine, and that way we are following the same exact mode that has been around for
decades.

TC: Itsclassc two-step, marketing, isn't it.

TD: That isexactly wha it is.
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TC: Of coursethere is one giant difference, and that is when they do that offline, each
follow up cogts a Sgnificant amount of money. And online it costs how much?

TD: It cogs nothing. The only fee that you are going to have in doing dl those follow-
upsis basicaly aone monthly fee or yearly fee and that doesn’t matter how big your list
is. And s0 you're bascally getting dl your follow up dmost freeinstead of dl the
printing cost that people have to do off line. So basicdly what you can say isl’m just
taking offline techniques that have worked for decades and gpplying them to an online
market. And doing it much quicker and much cheaper.

TC: Wdll, that's great and | tell you what, that’s a perfect lead in to what | want to talk
about. Basicdly what I’'m going to present to you is money on demand ‘ lcopywriting’
secrets. And it redly istaking direct marketing principles that have worked for years and
decades, and converting and tweaking them. So basically this presentation they could
sound complicated but right up front | want you to know we re going to be talking about
four things. We re of course talk about the reason why that ‘Money On Demand’ fits
when we talk about copywriting, and then we're going to talk about a sales letter, and this
is not a subgtitute for a course. We' ve got four different courses on copywriting that we
market dl the way from aten hour course, the Icopywriting intensve, we ve got Ted
Nicholas products, we ve got Brian Keith Boils, we ve got copywriting classcs where

you' ve got some of the old magters, and you can get dl that by theway up a

| nstanti nternetM arketing.com if you're interested. But whét thisis, we' re going to be
talking about the sales | etter on and offline, then we're going to talk about 1copywriting
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for the web and Icopywriting for email. So | hope you aso got your pencil and your
paper handy because you are going to get afew URL's.

Money on demand... | tell you there s nothing that | know... and I'm enchanted with the
process, that is actudly creating money out of thin air. | mean where nothing existed
before, you write a saes letter and of course part of thisintegra process, isyou create a
product or repackage a product, but it’s the sales letter that does the conversion. You
write the sdlesletter and you' ve crested money where none existed before. It istruly a
license to print money. And we can talk alot about the effectiveness and the importance,
but just afew quick examples you can do. | remember thefirgt time | did it, | wrote out a
sdesletter for thefirst time | sent it out | made $11,000.00, | thought that was grest.
Guess what though? That continued to earn money, and then of course | ran across Terry
Dean, and we were a a seminar one time, and he sends out awe| written offer, and afew
days later, he's pulled in $55,000.00. Now thisisfor work, for basicaly along weekend.
Jeff Gardner tells me “Hey man, sales are down, I’ ve got to do something, so | am going
to write asdesletter”, he writes a sdes letter and in 60 days he has earned $74,000.00.

I’ll never forget, thefirst time | ever wrote asaes letter and sent it out to my 40 of my
prime customers, just 40 and afew weeks later | had $30,000.00. So we' re talking about
Suff... but we're talking about that same sdes letter, that ‘Money On Demand’ we're
talking about instant payday, but we re dso taking about that sales letter can last forever
and ever. For instance, back in 1994 | wrote my very first sdesetter and.....I had by the
way | had studied courses by Ted Nicholas and Brian Keith Bails. | actudly studied
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letters by Brian Keith Boles and | went and wrote my first salesletter, wel that sdes
letter began to earn money immediately, to this date it has earned over amillion dollars
worth, and that’s money on demand. | know that hey, any time | want more money | can
send out that salesletter, send out an ezine that talks about it, right, and it will happen.
It'sredlly basic, because the force of your businessisin your sdes letter. My mother...
God Bless her soul. She dways had this folksy saying that you ‘Build a better mousetrap
and the world will beat a pathway to your door’. Nothing could be further from the truth.,
just because you have a better mousetrap does't mean anybody is going to know about
it. So your sales |etter iswhere the rubber meets the road, it’ s the persuasive informative
moment, where you let people.. hopefully people who have problems with mice and rats,
or what ever your particular product is. Let people know that you have a product, and you
let them know how superior your product is, and why they should act on that
immediatdly, to dleviate their problem to give them the lifestyle that they want. Soitis
the persuasive moment, and again money on demand it is ingtant, and it can aso be
ongoing, which | love thet.

And one of the other things we talk about and I'm not going develop this point redly
deeply but it's Sgnificant that we get clear on it before we go into some of the other
idess. Isthat smdl changes can make abig difference. In my book, ‘Mail-Order Riches
for ingtance, | showed how making afew percentages points of change on a number of
different things, those things being your ezine ad would be more effective, your headline
on your web page would be more effective, you add a stronger guarantee which
motivates people to act, and by the way, there are people out there who don’t offer
guarantees that could aso partidly beillegd if your not announcing it, in addition to the
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fact it doesn't hep sdes. A bonusisn't everything, but it’'s pretty easy to bring a
production that could be earning some where in the neighborhood of $103,000.00 up to
$725,000.00. And that is by tweaking the eements. Y ou send out a sales | etter, you send
out a promotion, you' ve got your backend working, you can bring those thingsin. Soit's
pretty vitally important what we re talking about. And of coursetied into thisis... Let's
talk about the sales letter. Now again thisis not a course. But heré' s how smple | want to
understand that the sdles letter is. The sdesletter... when | look at it the Smplest, it don’t
get any smpler than thisformula, it’s only got nine points and you can note these down
because to take them in order.

Number One: There's dways going to be a headline and that headline is aways going to
make apromise, get their attention, apped to their interests, offer a benefit that you know
your target audience needs.

Number Two: You're going to have to work with, and make sure you have an effective
and arresting opening paragraph, very effective to tel a story, put the prospect in the
picture, amazing facts, get something going.

Number Three You're going to have to quickly and not at great depth, but you' ve got
to quickly prove why this person should listen to you. Because everybody who reads an
email piece, who reads a website, who gets an announcement on theradio, T.V.,
whatever it is, they're dways thinking what'sin it for me, and how do | know this person
can deliver it, and that by the way of courseis why the (BBB) Better Business Bureau has
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been so strong, because everybody’ s dways wanting to know and checkup, so you offer
that. Y ou're going to then go into..

Number Four: The features and the benefits of your products. What you're going to is
describe your product primarily what it does, | don’t mean what it does, as much as|
mean, whet it does emotiondly for the person, in other words any lawn mower will cut
grass, but if you're sdling lawn mowers, you are going to want your advantages, Hey this
isariding lawn mower, you don't have to get tired, you don't have to get dirty, and you
can cut your lawn straight, and it smells so good, and you'll be the pride of your
neighborhood. So that’ swhat it does and how it benefits the user.

You'reaso Number Five: Always thinking about how do you get your USP involved in
asdesletter. And it'simportant that you let people know that you' ve got something, that
you're unique, and that they can’t get it, what you're offering anywhere e se, because i
they think they can, they can go anywhere ese any time, and you're going to be tdling

them now in your

Number Six point: Y ou're going to make a offer ... the whole point of asaes|etter isto
be persuasive isto get people to convert. Don’'t weenie out there at the end. So when you
aso make that offer, you are aways matter of course thinking about how many bonuses
you can add in, S0 that you raise the value, and you are going to be talking about the
warrantee, so that you raise the value and the warrantee, and the credentializing
component | was talking about work together, you make people fed comfortable with
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that warrantee. Then you're going to have acall to action, again with a scarcity
component, you know you' ve seen this course, act with in the next ten days, | only have a
certain number of these printed up. When you are writing ... and by the way you won't
aways do this, but thisisyour mode. When you are writing something thet will end up

looking very smilar to a sales|etter, you want to make sure you include aP.S.

And of course the ninth and find point, the whole point of everything is the ordering
device. And you know how you have that hooked up is with your own particular points.
So basically we' ve just discovered, and thisis the old age old formula that mail order has
used. Now we are using it on the web, we're using it in ezine thingsand we reusing it in
everywhere we go isthe formula. And it just runs nine points from the headline down to
the ordering device. Follow that and your saes letterswill come out looking red good.

Now there s anumber of other technical points right? Basically we' re going to move on
right here. | want to talk alittle bit about |copywriting for the web. That's our main
interest, the web and email. Now, there is an important aspect of |copywriting, which I'm
not going to mention to day. But for a copywriter and aweb madter it is very important,
and that’ s search engine copy writing. Getting your title work done, your metatags, even
choosing your URL, 0 that’s awhole other thing that | want you to be aware of, and
think gpart of it. Right now, | just want to talk about the sales letters and things that have
made the webs the breakthroughs we found that made effectiveness of possible and
probable for you on the web. By the way, afew good examples of thisto, I'd like to give
you those URL’s | promised you. Y ou can go to Terry Dean’s NetBreakthroughs.com,
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Yonik Silver hasa ... it'sabout sdesletters so it should be good. It has avery well
written sales letter on hisweb Ste at InstantSalesletters.com. There' s another guy that

you should see, AmazingFormula.com, that is Marlin Sanders site. Kirt has agood job,

on EDiamondBrokers.com. And of course, I'd invite you up to get to my own two Sites

| nstantl nternetM arketing.com and Real Profit.com. Now you follow up on those Six

examples and you follow dong with this tape, you' |l have plenty to keep you busy and
learn from. But here swhat | want to revea now. Ten hot lessons learned from the front

lines of the battle of the web. Because sometimes it seems like a battle.

What you want to do, you want to make sure that in spite of getting you saes |etter right,
you are going to makeit load fast. That is of course you'll be dight on the graphics,

strong on text, strong on tables, strong on multiple pages. A focused offer is definitely
going to convert more. Now that focused offer that Terry was talking about for instance,
that focused offer can be two-step. Sign up for the ezine, you have no risk. Or it can bea
product, and most internet marketers say the best product price for a straight off the web,
firg time vigtor converson, is going to any where from $10 to $99.00. Headlines are ill
the most important part of your saes letter, your website, your email, because that’ s what
people see to make their decision whether they are going to read more, it’sthe ad for the
ad.

Y our sdes |etter on the web need to be alittle bit more, punchy direct clear than they do
offline. They can run blind more offline, on the web needs to get more to business. Big

font is the winner, using fewer words, usng words more clearly, Stay away from exotic
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fonts thet are hard to read. Upper |eft on your web page is agood hot spot, that’ swhy you
see alot of times, that’s where the navigation bars goes, so you need to be aware of that.
Y ou want to keep your content above the fold we say, there’ s an emphasi's, you want to
make sure you get your USP, get your headline, so that when people see their first screen
full, they are seeing enough to make their decison to move on. By the way, when | sad

to keep the content, | didn’t mean dl the content above the fold, | meant what’s going to
be motivating above the fold. Because the other Side of that is you’ ve got to give then
aufficient content to want to click through. And remember now once you get going, you
don’t have to have your page loading so fast, as we talk sSix or seven seconds. Interior
pages, you have to gill need to be thinking though, we...we chosen ourselves twenty-two
points, that’s on 28.8 modem by the way twenty-two secondsis the click point. And aso
old copywriting basic, give them the ability to order a any point. That way they don’t
have to go dl the way to the end of the sdesletter, especidly if its multi page, four to Six
pages. Y ou don't want to have to go al the way to the end. Navigation bar on the sSide,
order now is good. So those are things that can make a difference on your website. Now |

want to jump quickly into Icopywriting email. And here I’ ve got eleven basic points.

Number One: Your subject isyour headline. Y ou get one shot so make it work.
However heré s 1A: Isyour subject lineis your headlines, so you need to be descriptive,
you need to be honest, but you' ve got to avoid hype. On the internet, the words that are
so powerful offline... Free Amazing, break through, alot of times those are spam
indicator words, people don’t open them or some of those automatic spam things get
them off so you've got to avoid that hype.
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Number Two: Think when you are writing your email, of amemo style heading table of
content. Short, direct, persondize it, your response will go up dramatically if you need a
website, or a system to do that AutoPilotRiches.comis the foremost one that we
recommend. There sanumber of different programs that will do that. Basicdly thinking

short on your web advertisements on your promotions. And what is short? Well it can be
anywhere from a page to seven pages, but you' re thinking short, you' re not going to want
someone to print off an email of twenty-one pages, you're redly thinking about a hyper
links for the web page and that’ s point number five. Y ou're trying to get them to the web
page primarily, because the web page iswhere you redly got your sales |etter. The email
marketing is arelationship-building tool, is alead generator to get them to go to the web.
Here' satechnica point but it's important, make sure that your characters are cut you're
your line is no more thet fifty-five to Sxty charactersin length, otherwise it will print it

off onelong line, one short, short line it gets redl annoying. On the web in your emalls
remember to P.S.

Point number eight, aways include an opt out in your email correspondence By the way
a this point the legidation it’s dl being batted around, and who knows what will come
down, but we do know that one of the main common pointsthat dl the emal legidation
has, is there' s got to be, number one accurate return address and number two, away to
opt out. And so basicdly for us of course that’s not an issue, we' re sending stuff that we
want people to respond to us, but always include an opt out.
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Number nine isyou can include atdl-a-friend offer in your email and people passit
aong when they have something good to say. And the tenth and find point is ... | say be
cautious with HTML email that comes across it reads like in abrowser, | don't say don't
do it, but it is something you need to do conscioudly and be aware of your market, maybe
do some research. So that was the quick tour of ‘“Money On Demand’ from one little
document. | gave you the pointsthat | pulled out of it, dl of my experience that | think
that are most important today, so you can earn money immediately...money on
demand...and out of these same tools and same |etters you can earn long term residua

income. Money on demand and that is great.

Kirt Christensen (KC): That' sfantastic Ted, | mean those tools you gave us, the step by
gep formulathose are redly going to help alot of people. Just smply ligtening to this

tape, you know just check out the sites you mentioned and start plugging away with their
firs sdles|etter, that’s amazing.

TC: That's how easy it happensisn’'tit?

KC: Yes... it smore... the main focus being is you have to get sarted. Y ou don't have
to get it right the first time, you just have to get Sarted and start working onit.

TC: Absolutdly, it'sthe biggest hurdle of all.
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KC: That'sthe biggest holdup for most people they just Smply never take the action
necessary to get any results. Let done get good results. Well I'll continue with the
portion of the tape | am going to cover. And what we are going to talk about on this
section tiesin very nicely with what Terry and Ted have dready said. Now what we' re
going to talk about is how to turn a much greater percentage of vistorsto your steinto
buyers, and that’ s why nothing €lse matters on your website. And thisisathing that’'s
going to be realy mind expanding for most of the listeners of this tape, becauseit’'s
something that | doubt that they will have heard before.

We are going to talk about a concept caled conversion rate and why that equates directly
to the success of your website. Conversion rate is the percentage of visitors to your
website that do exactly that you would hope that they would do. So for example if we get
a100 vistors aday to our Site and 1 of them buys, we have a 1% conversion rate. Now
by conversion rate on some Stes the conversion rate isn't to make asde. For example, If
Terry Dean on hismain Bizpromo.com Site, if the main god that he' s decided isto get
peopleto sgn up for hisezine, and if he gets a 100 visitors and 30 of them sign up for his
ezine, he would have a conversion rate of 30%. So basically you need to decide on
exactly what you'd liketo ... you know if the world were perfect, what everyone who
came to your website, would do. And that percentage compared to the total number of
vigtorsthat come to your website is your conversion rate. So you know on the lead
generation sitesto fill in aform, on aretail Steit’sto place an order, on a content Steyou
sgn up for an ezine. And S0 that isavery, very important concept. And so thisis
something to write down. If you haven't done this yet, you absolutdly, positively must

know what the converson rate of your websteis. If you don't know what your
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converson rateis, isyou're basicaly flying blind, there s no way that you can make any
redly substantial money on the web, until you have this concept firmly ingrained in your
mind.

Okay now one of the reasons... here sthe reason for the conversion rate, it matters so
much, because the most overlooked aspect of marketing, and this happens to everyone,
regardless who they are, isthat they don’'t make sure that they are getting everything they
can from what they’ ve dready got. Let’ s think aboout it, on theweb it is pretty hard to find
things, its not just asmple matter of Stting down at a search engine, and typing in one

word, and find exactly the site you' re looking for.

If somebody happens to Smply wander into your ste, that’ s very rare. A vast mgority of
vidtorsto your site are there because they’ re interested in what you have to offer. That's
true for dmogt any ste. You know if someone finds us through a search engine, well
obvioudy they must have been somewhat qualified, because they typed in some search
engine phrase that led them to our site. Increasing our conversion rate on the steis by far
the chegpest way to make more money off our website. It's asimple matter of .. we'll
give you a smple example of how conversion rate works.

Suppose that you sal some specid type of Itaian shoe, or something like that online, and
you currently get 3,000 vigitors per week, and you make 30 saes per week so your
conversion rate is 1%. And let’s say you have an average order size of a$100.00, so put
that smply that your making gross sales per week is $3,000.00, so you have an option.
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One you want to increase the amount of the sdles you have coming to the sSite. One can
spend more money on advertising, or two, you could increase your corversion rate. Now
at this point most people would say, “Well, lets just spend the money on advertising, |
mean that's the smplest way to do it. Conversion rate that’ s too vague. Lets not just
worry about that.” But lets see how the numbers workout when we show you this
specific, gpecific example, and thisis very redigtic, because what we want to do,
bascaly we want to double the ste traffic to 6,000 visitors per week, with option number
one, * Spending more money on advertiang’, so we say, we want to double the site
visitors from 3,000 to 6,000, and if we' re like most web businesses out there, we decide
to do one of the forms of advertising we re genericaly going to cdl it banner advertising,
it does't necessarily have to be banner advertising, but that is the example that we are
going to use. And so what would that cogt to increase our traffic from 3,000 visitorsto
6,000? Well we're going to assume a couple of things, banner advertising currently gets
about 1% click through across dl indudtries. Basicdly avery, very bad response but
suppose we are very optimigtic and we' ve studied banner ads, and we studied dl the
direct response banner ads, products on the marketing, we' re very optimistic, and we
think that we can get 3% response. So to get thet additional 3,000 visitors aday to our
steat 3% click through. We' d need to buy a 100,000 banner impressions. Okay so stay
with me here. And banner ads are sold in blocks of a 1,000 units, we need to buy a 100
blocks. Average price of each unit say is going to be $25.00. So to get that extratraffic to
our site, we' d spend $2,500.00 per week to get those extra 3,000 visitors. So what' s the
final result? On this option number one: If we wanted to make more sales on our website,
and we choseto do it by doubling our visitors from 3,000 to 6,000, we' d end up spend
$2,500.00 per week to double our traffic and we' d get another 3,000 visitors, so
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predictably we d get about another 30 orders, cause you know we gtill have the
conversion rate of 1%, and we make another $3,000.00 in gross profit. So essentidly,
here' s the clincher, we' d end up spending $2,500.00 to make only $3,000.00 in sales.
Now for most businesses that don't have an extremely high profit margin of over 90%,
that’s alosing proposition. We d lose money doing that. But al the numbers we used are
totaly legitimate, they’ re the averages for thisindustry. Do you see how discouraging

that would be?Y ou wanted to run this campaign to make more money and you actualy
lose money.

TC: OhKirt, | tell you what, that would be discouraging, and can you continue telling
our greet listeners on the other Side of this tape?

KC: Sounds gredt.

K C: Wetaked about besdesis purchasing banner advertisng and getting more treffic to
our ste iswe could spend some time and increase the conversion rate of our site because,
currently it's 1% right? Like we talked about in the beginning. The other advantage of
thisisit does't cost any real money to do this. So we don’'t have to pay any money out
todoit, wecandoit dl on our own. So lets say instead of spending any rea money, we
decide to do the work oursdlves, and spend forty hours of our time. Now for the purpose
of thiswe are going to have to figure out how much that cogt isin our time, so we're
going to say, averageif you do it yoursdf, if you're a smdl startup business, have one of
your employees do it. Let’s say that isworth $20.00 an hour. So that work is going to
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cost you $800.00, you know $20.00 per hour and you spend 40 hours doing it, away from
some other profitable activity that you could be doing. Okay, and you know so most of
what you are going to be doing in thistime of forty hoursis gpplying the internet

marketing knowledge that you have. That you gleaned from reading ezines, that you
gleaned from reading courses, and lets say you figure out in this forty hours lets be very
consarvative, you figure how to increase your conversion rate by haf of one percent. So
now your conversion rate is 1.5%, instead of the 1% you started with.

That doesn't sound like much going in, you spent forty hours to do that, to increaseit by
ahdf of percent. But lets see what happens from those results. So before you had a 1%
conversion rate, and you were getting 30 sales per week, for $3,000.00. Now with the
1.5% conversion rate, you' re going to make 45 sales per week for $4,500.00. So you've
essentialy increased the revenue of your site by $1,500.00 per week forever, by that one
time 40-hour time investment. Now of those two options that we talked about, option one
we could spend $2,500.00 in hard cash to make $3,000.00 on a one shot basis, using the
banner advertising like we talked about in the first example, or option two we can spend
$800.00 of our time, no out of pocket investment and increase our revenue to our site by
$1,500.00 per week, forever.

Now dear listeners, | hope you are seeing the power of this, and why thisis so criticaly
important. Thisis one of the most under looked aspects of internet marketing. Hardly
anyone talks about it, but thistiesin so beautifully with what Ted and Terry have been
talking about, and especidly what Ted has been taking about with the copywriting.
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Copywriting is so critical, any little tiny thing that we can do to increase our converson
rate by just atiny, tiny amount, is going to increase the revenues and profits that we make
from our Stesforever. It's not a one-time effect, like advertisng, it's alifetime effect. So
in concluson | urgeyou, | beg you dl, everyone who is listening to this tape, to do what
ever they can to increase their marketing knowledge by, one signing up for dl qudity
internet marketing ezines out there and two, Spend time testing and changing things on
your website to see what you can do to increase your conversion rate, it will pay for itsdf
within the first couple of weeks, and then the profits and the revenues will continue

forever. What other input do the other two experts on the call have on conversion rate?

TD: Onething thet | can mention dong with thisiswhat | do with alot of clients and
amost without fail, they come to me wanting to know how they can generate more traffic
to their webgite.

KC: Exadly...

TD: When ther red problem it the traffic, its what they do with the traffic once it gets

there.

KC: Rigt
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TD: And so many if them, they work so hard to generate leads, so they work their butts
off to get a 1,000 visitors aweek. But | go and take one look &t their website and | know
it's worthless because the fact that their webgiteisn't going to sell them, once they get
there, and | redly want tell people, that in my own business | focused on more than
anything, isto focus on getting those response rates up. Because if you get the response
rates up high enough, you can basicdly buy traffic.

KC: Exactly

TD: You can pay for banner ads, you can use paper clicks. There salot of placesthat
you can buy traffic, if you can profit fromiit.

KC: Right, exactly. And that’s where most people fall down. They create awebste, then
they go out and buy the traffic right now, and it's not profitable, and they get discouraged
and they quit. If what they did ingtead is do something smple, like maybe spend asmal
amount of money, getting some traffic to the Ste usng something like GOTO, and test
that traffic to make sure that their getting acceptabl e response rate, where they can make
aton of money sdling the product before they roll out, and actudly buy dl kinds of other
traffic.
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TD: Along the same line we d 0 have, if people want it, we have a free script on our Ste
as BizPromo.com. Ff you go to BisPromo/click.zip, there' s afree script that you can
download that basicdly alows you to do a split test at your website so that your trafficis
sent to two different websites.

KC: Exactly, and that’s so powerful because you can dter things ever so dightly and see

if it increases or decreases the response rate.

TD: Because what Ted was talking about and it goes along with what you were talking
about to. Y ou change one headline and it can change your response rate by incredible

amounts.

K C: Incredible amounts.

TD: Incredible anounts, and the only way you' re going to know is, by doing a split test.
And that’ s one thing people need to be doing online. | redly, in dl the consulting | dedl
with and dl the clients | ded with very few people do any type of salit testing or redly
testing their ads a all.

KC: Exactly, and one gatistica rule to remember isjust when you are doing these plit
testing is to aways make sure that you get aleast 40 responses or 40 variables before you
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makeit afina decison. You know if you just do it for one day, and set up the click script
and in one day, you know one copy of your sSite gets two saes and the other site only gets
one, that’s not enough datistica information to make the conclusion that the one is better
than the other. Y ou have to wait until you get about 40 orders between the two of them.
Otherwise you can come to some erroneous conclusions. But that aside it's so important,
that people do these things and work on increasing the conversion rate, because like
Terry mentioned, once you have avery, very high converson rete, you can afford to

gpend tons of money to get vidtorsto your Site, and you know it's going to make you

money.

TD: And that’s where people realy need to eventualy move to anyway, cause alot of
people, they redly focus on the free advertisng, which is good, but free advertising only
seems to take you to a point in generating income. And by that | mean, you send out
articles and things like that to ezinesto do alot of trades and stuff like that. And it might
take you up to maybe a profit of a$1,000.00 or $2,000.00 aweek. If you really want to
gtart moving up from that point, you need to work on paid advertising, because thereis so
much unlimited paid advertisng out there, and work on your response rate, so that you
can amogt write your own ticket, you know, and your own Money on Demand System,
because if you have a good enough response rate you basicaly can buy as much
advertisng as you need and generate that traffic, and make those sdes. And aong the
same lines | took down alittle note while you were talking about the response and redlly
going after that goa response, and having a most wanted response in your website, that's
another mistake I’ ve seen alot of people are making online, isthey don't redly have a
god for somebody when they get to their website. They might have ten different links on
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their website, and they don’t care... it samogt like, | hope they come and buy
something.

KC: Exadly.

TD: And that's no way to be doing business, every website needs to have one clear focus
that they have a specific purpose that you want that person to do when they get there, it
might me subscribing to an ezing, it might be buying an entry levd product, it might be to
cal you on the phone, so you can sdll them on the phone, or it might be just to generate
leads you mailed to. But you need to have a specific god and a specific purpose that you
have for your website that if every web visitor came, you’ d want then to do this one thing
fird.

K C: Exactly, Do you have anything to add on that Ted, on the conversion rate?

TC: Wdl, you know of course this subject is super fascinating to me, and the reason why
| have been kind of quiet in the discussion is because | am just one hundred, one hundred
ten percent in agreement with everything, you've said, and everything Terry is saying,

and so redly what | do have to add is redlly reinforcing what' s been said. It isthe
conversion that isthe point of how persuasive isyour saes letter, and the product hasto
be good, has to be basic, has to deliver. But beyond that, it’ sredly not the product, it is
what people see. What people are confronted with to make the, emotional generally,
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decison to buy, or to leave their email address, or to move on. And it isyour copy, it is
your web page layout. And again, you know it's got to be repetitive, but it's got to
convert. And that’ swhy Terry again... thisis copywriting basics Terry was talking abot.
Two-gtep, and when he writes his ads, he’ s not asking for abig offer. That’s a converson
point. When you write an ad, your conversion point your wanted response is getting them
to go look at the sdles |etter. The sdes |etter iswhere you want to get them to make the
conversion point. But that has to be persuasive, so these variables, these leverage points
areincredible. Of course what | keep coming back to, and you said it again Kirt. Is that
these changes, these massive changes in response, and in profitability are essentialy,
once you' ve got your system set up running, are essentialy free. What does it cost to do
an A, B split to find out that one headline is twice and three times as good? Which is very
normd by the way.

KC: Of coursg, It’'s fascinating, this whole concept that on the internet we can essentialy
engineer our sales letters to a point, where they are dmost perfect. | mean if we take the
time, we can get saes letters that beat any of our competition, absolutely blow away our
competition Smply by testing different things and keeping track of our conversion rate.

TC: Absolutdly...

KC: | mean so many people ...like Terry mentioned, just focus on I’ ve got to get more
traffic, more traffic, more traffic. There are websites ou there that have incredibly good
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conversion rates, that are making well over ahaf million dollars ayear with just a 100

vistorsaday.

TC: That's definitely not what people would think, the people would think half million
dollars they would have thousands and thousands of hits, and so it dl has to do with the

converson.

TD: Right

K C: It'sthe converson and aso the same line, something that people don’t think about,
intraffic is, thousands of vidtorsthat aren't targeted from our market redly don’t matter.
I’d rather have 1, who's excited and ready to buy something show up on my website than
a1,000 who aren't ready.

KC: Exadly.

TD: Becausealot ... I'vedone alot of tests at my Netbreakthrough ste. I’ ve done alot
of tests, some of the guaranteed visitor Sites.

TC: Yesright.
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TD: Without sdes, nothing ever works, those are worthless visitors.

TC: Yea

TD: Every single one of them are guaranteed visitors companies. No matter ..basicaly
amost who they are dmost worthless for any type of offer because, they’ re not targeted
for anything specific, they’ re targeted usudly for free suff. That'sdl they want.

KC: Exactly

TD: andthat’s... bascaly we talked about awhole mind set change of ... Let’'s go back
to the response, what gives us the best response and where can we make the most saes?
Cause I'm not here, my internet businessis not there for the purpose of giving away free
guff, it' s there for the purpose of sdling things. We give away some free stuff on the way
to sling things. Our purpose is to make money in the business.

KC: Exactly, Your purpose isn't to have this humongous site which gets dl these visitors
you don't want al these impressions, the purpose s, isif you could get one visitor a day
and make amillion bucks ayear, I’'m sure you' d be happy. The vistors don't matter, dl
that matters is how much money we re making from the site.
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TC: Wl of course we re speaking at acommercia ste, | cdl it the academic syndrome
it'snot a put down, but it'sthe fact that alot of academics would fed very good just if
they knew they had some traffic and people were being exposed to their ideas, and they
were having their say. Right?

TD: Right exactly.

TC: But we are business commercid people and cut away dl the clatter and cut away dl
the awards and our bottom lineiswhat tells usif we're providing a good service and if
we're effectively presenting it or not.

TD: Exactly. Fantadtic,

TC: Wdl Mr. Tery Dean, | believe you' ve got an exciting presentation for us.

TD: Wel we are going to keep on going dong on the same line in the increasing your
response rate, and I’m going to atalk alittle bit how we can use auto responder follow
ups, to increase your response rate at your website. And we're basically combining in
what we talked about so far. About having to work on our sales copy and the internet
sales copy and working on increasing our response rate. And one of the biggest tools that
| have used on my webdite to generate a high response rate is through is using afollow up
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system. And onethat | really want to people to seethat I’ ve used red effectively asa
follow up sysemis| have a setup. .. you know that marketing tip called a hundred and
fifteen tips which people can get a hundred and fifteen tips at AWebber.com, if they want
to see asample of what | am talking about. And this is a seven-sep emall follow up
series, that sells our marketing course over a AllTheSecrets.com. And what I’ ve done
with this, is basically make a whole sdections of some ideas, and tips, and internet

marketing strategies and separated them up into a hundred and fifteen different tips, and
they’ re sent out to your email, in bascdly in agx-part emall. They are sent out with
people with six emails with twenty tips on each one and fifteen on the last one, and we
aso have a seventh email, which comes out and isdmogt drictly a saes|etter basicaly.

And why I’ ve done thisand what I’ ve done with it, is by using thistype of system,
basically we can often get our we can get to 4 or 5% saes rate, whereas the website sales
letter itsdlf, if you just go to the webdite often you will only get around a 2%. Now ther€'s
abig difference in sales and thet’ s through using email follow-ups. And one thing |

should mention dong the same linesto, is basicdly I’'m laying out dl the secretsto my
business here, and one of the techniques | used when | was generating the subscribers for
my Web Gold newdletter, iswhen you subscribe to Web Gold, | have and instant follow-
up seriesthat starts on you automaticaly, telling you about Netbreskthroughs website.
Right as soon as you subscribe, the next few days you will get some notices, some
basicaly reports, some training, some samples, from Netbreskthrough trying to give you

areason to come over to NetBreskthroughs.com and sign up. So in other words I’'m

generaing two purposes a onetimein that follow-up series. Isfirg off dl I'm generating
subscribers for my ezine that | sell to you later on down theroad, and | basicaly sdl to
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every week, but I'm aso doing an ingant follow-up for around three follow-up messages
iswhat we have it sat at right now, that the moment you sign up, you'll get one message
and the next message the day later and another message letter two days later, telling you
about Netbreakthoughs, telling you why you should be signing up for it o, S0 you can
see now only am | signing up free people for free ezine, but | am aso using follow-ups to

sl them into apaid product at the sametime.

Now back to the hundred and fifteen internet marketing tips, the reason | realy want to
focus on that, I'm showing you how to do email follow-ups, is because the system that |
use to create that follow-up is one that realy anyone can use in any market, because it
works so well. A few tipsto go dong with this, and just so you understand about using
emal fallow-upsis, number one you aways want your emall follow-up has to be
persondized, well actudly doing that now, so many people get basicaly hundreds or
even thousands of emailsin their email boxes. And if you want them to really read your
email, you're going to have to persondize it with their name on it. Luckily just about
every auto responder follow-up system out there now gives you the ahility to persondize.
And that would be step one. | would ... one of my techniquesthat | use, is| dways put
their nameingde of the subject line. | dways have their name inside the subject line or
even on the Web Gold newdetter itsdlf, it dways comes out with aresponse such as“Hi
Terry Web Gold ishere’ or something smilar to that or as Hi Terry asin the headline of
the article, that | am using in ezine. Because | dways want to get their namein there to
get their attention, and get them to read, because an old copy writing principle that
everyone knows of isthat the first thing that Someone wantsto read, is something that has
their nameinit. And s0 | aways persondize my follow-up emails, and | make sure that |

-- Action Notes —

© MMII Parthenon Marketing, Inc * 615-662-3169 / fax: 615-662-3108 * talk@realprofit.com *
www.InstantinternetMarketing.com

~134-



persondize both in the subject line and I'll usudly start out with Dear Terry or Hi Terry
or Hello Terry something smilar to that, to grab their attention.

Another thing that you redlly need to think about when you' re doing you' re auto respond
follow-up isnot just to focus on the sdling. People online in generd do not like to be
sold to, they like to be informed and educated. So step two that | want to talk about in
doing auto responder follow-up is dways ded with some type of educating your buyer,
educate them for buying decison, think of sdling online more as educating your
prospects then just in selling your prospects. And by that | mean, you want to educate
them in your benefits, you want to educate them in what you have to offer, but you want
to do it quite often in what we would consider more of the educationa type materid, in
the follow-up, than just in sales type follow-up. Like again on my hundred and fifteen
internet marketing tips which does better than a saes letter from the website. What I'll do
is, each email hasfor example, fifteen to twenty tipsin it, and then it' [l have, for example
one of the emailshas aligt of tetimonids underneeth it, for the fifteen tips for the email
and then some tesimoniasfor dl the secrets. Another email comes out with another
fifteen, twenty tipsin it for internet marketing to give them some good information, and
then it talks about guarantee for al the secrets. The next email comes out and it'll give
another fifteen twenty tips and it will talk about some of the benefits, and it will be alist
of some of the bullet pointsthat are in the sdes|etter. Basically we can dmost cdll it
amogt adrip system or where | dowly convince them, while educating them on internet
marketing & the sametime.
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A third thing that you need to know isthat you need to keep your emails short and
concise. Wheress sales letters and even for website sales letters, | found that the more
you tdl, the more you sdll, and whereas alot of companies like to keep very short
websites, they are saying the long copy doesn’'t work on the web. Well I’ ve proved that
very inaccurate, and in some of our websites, if you print out Some more websites, we
have sdes |etters as long as twenty-one pages long, on awebsite with extremely high
reponse rate, which proves that the more you tell the more you sl online. And long
copy works on the web. But, | found that in email, we'll often find that shorter, email
copy works better and then take them to the website. For example, if | was going to send
out asaes presentation to my Web Gold ligt, | don't put the whole sdes | etter in the
emal. I'll put avery short sdesletter, maybeif you print it out it would be one page or
two page sdes letter in the email, and tell them to go to the website for more information.
And | found that short email copy works better. And then use the webste for the longer

email copy, alonger sales copy.

Now to take you actudly to another step into the system, | want to talk to you and the
reason why we re using the hundred and fifteen net marketing tips again is the technique
for using thisiswhat | basicdly did was | took a notebook around with me, came up with
alot of different internet marketing tips, went through my products, came out with little
short tips and created something pretty quickly. And the (unintdlligible) report series
pretty quickly that has a high response rate, because by using this technique. You'd be
shocked by how many times, | have received emails dmost every single day of someone
saying | accidentaly deleted tips forty-one through sixty can you please resend it to me.
Wil think about it this way, what they’re asking for me to resend them is my sdes copy
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again, because every tip aso comes dong with sales copy for AllTheSecrets Sites. So |
have people emailing me asking please send me the sdes letter again. And so guess
what? | sure do, | send them over the sales copy again.

If dl 1 was doing was just selling and not educating at the sametime, | would never have
people hanging on every emall like that. | wouldn't have people saying | missed one,
please send to me again. By people doing that | know that they’ re hanging on the emalls,
they arereading the emails, we aso know it because they’ re buying at the website
through the emails. And what | did was something that anyone can do whether they are a
writer or not. When you actudly get into writing an article, that takes alot of time, but |
found that just about anyone, asyour first articles you write or afirst follow-up series, the
easest follow-up seriesfor you to write in your firdt try is some type of tip series,
because dl of thewriting is very short, they're basically just quick idess. And with thet
for internet marketing | have short little internet marketing idess, like one tip might be to
use co-regigration, and then put the website as Zmedia like we talked about earlier. And
that would be one tip. And you see smple that doesn't require any writing skill to do that,
but something that’ s very vauable to people because they can print these out and they
can look over them and at some of the conferences that I’ ve been to. | know they print
them out, because they’ ve showed me the prints outs they’ ve done of these, and they put
them in notebooks so that they can keep track of them, and refer back to my sales letter
basicdly in their own day-to-day life. And this type of system will have been much essier
to write for your first follow-up series just because al you have to do is come up with
tips. Come up with quick ideas and nuggets that would be interesting to your target
market, that will be interesting to your prospects.
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And with doing that step number oneis decide on atopic. Make sure it gppliesto the
product you are selling. That’s pretty Smple and basic since | sdl an internet marketing
course, my topic was A Hundred and fifteen internet marketing tips. Just the tips of
internet marketing, and that gpplied to my product. No matter what product you are
sling, you got to have some ways to come up with some tips series for that. You're
sling aproduct that had to do with golf, any type of product that had to ded with golf
you could have seventy-seven tips for a better golf game. And just have quick tips, ideas
that you glean out of talking to other people, that you glean just ideas that you might read
somewhere else, ideas that come to your head throughout your dally life, training that you
have had in the past or anything else.

Step two in thistype of system isto create atitle, and when | talk about creating atitle,
your title basicaly you have something aready built in for atitle and that istips that you

can use. For example, you could have seventy-four secretsto... you can write these down
just to use as atemplate for creating your own title like this. Seventy-four secretsto...
BLANK, Seventy-nine freetipson... BLANK, twenty-eight insder secretsto BLANK...
ninety-two waysto BLANK ... ahundred and thirteen tips that you can use to BLANK...
and each of those blanks insert the benefit that you are going to provide them with, and
that’s going to come up with akiller title, dl ready for you. And then what you do in a
follow-up series, isyou just break up the tipsinto different sections, and send them off in

separate emalls, dong with some ad copy from your site.
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Number three, the third step that | was using for thistype of system, isthat | will usualy
break it up into different tips and different ways once | start looking at them. I'll carry a
notebook with me firg, let’s actudly make step three, you carry a notebook and you Start
writing down the ideas. Y ou just write ideas as they come to you. Write everything that
comes to you, every ideathat comesto you, then when you go back to the editing
process, which will be step four. Y ou go back to the editing process take out the ones you
don't like maybe, rewrite some of the tips over again, and you can actudly go through
and end up with how many tips you have will work perfect in this system, it doesn’t
meatter how many you have, and then in step five, you can go and separate them up in
sections, S0 we might have say fifteen tips about so and so. For my example, maybe we
might have fifteen tips about email, we have about eighteen tips about web marketing,

and in my separate follow-up messages, | put the tips together with there following the
ones with the certain subjects. They're dl in that specific email, aong with some web
sdes |etter copy from the webgte.

And what you can seg, is by following this type of method, anybody can write atips
article, anybody can write a series on tips mainly because it does't recdl writing it
doesn't require great writing skills. What it requiresisyou just take a notebook around
with you and think of ideas. Use our template models for atitle and then basicdly break
it up, put in afollow-up series dong with some of the sales content from your Ste, like |
sad, one saes content will have aguarantee. I'll talk to you dl about the guaranteein
that email. The next one will talk al about the testimonialss, the next one will talk about
some of the bullet copies and benefits from the Ste. The third one might talk about one of
the bonuses the fourth one might talk about the bonuses and aong down thisline you can
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seewhat | actudly dois| give them good information so they read the emall, | get them
to basicaly collect the emails, and then aso they’ll collect the whole sales presentation
adong with it and a any point in time throughout this whole series they click over to the
al the secret Sites, they get our full sales letter, that they can print out and reed, they can
find out more about the product, and we can convert those people into buyers for our
products. Any more ideas on doing auto responder follow-up?

KC: Tha isjud fantadtic, that’ s just amazing that the power that smply following up
with your prospects and doing it in a personalized manner like you described the effect
that it can have on your sdes, and literdly | mean when you can double or triple your
saesjust by doing that.

TC: Quite literdly, and that’ s going back to what Kirt was talking about the conversion
rate. And that’s what you' re working with. The Sales and Marketing Executive
Internationa hes done atudy that tiesin very well with this sequentid auto response
follow-up that you' re talking about. They said what everybody in the sdes profession has
known for years, isthat 80% of dl the sdesthat are made, are made on or after the fifth
contact. And it's just because it gets past al those things that | was talking about earlier
there. The credibility that who is this and why should | listen to you. With your ingenious
srategy of educating them to buy, | mean that's just the perfect and redly savvy use of
this technique. And you're a master of that by the way. | recommend everybody listen
closaly to what you said.
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TD: Wdl bascdly what we ve found is for ustha’s one of the .. once you actudly work
on asales copy for your Site, and you' ve got it to the point of getting agood sales
response gte, often the quickest way to jump the response rate up and get even more
sdes, isto use some type of information by follow-ups. And the reason | talk about doing
atip seriesis because of my ded with... work with different clients, | found alot of them
aeredly afrad of writing and what they find much easer, isthey can write down little
ideas, and it doesn't require as much writing skill, and just in talking to the people who
use my tips, the most popular follow-up series| have, are the ones that just have tip

sies.

TC: Wdl, and Terry tell the readers, because I’ ve seen alot of your tipsto and they’re dl
extremdy well done. | infact, | try to mode alot my writing after you. Isit thet you

don’t go on at great depth, | see atip from you and it maybe two to three paragraphs, is
that true?

TD: That'sexactly it, and in many cases we ve been testing with it somewhat and we
actudly like, alot of marketsjust doing atip and maybe two or three sentences. And
that’s dl about thetips.

TC: Soit’'snot redly abig mind breaker to create these things, you don't have to be an
English mgor?
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TD: Exactly, and if you find that you need more than two or three sentences to describe
it, you probably should just bregk it up into another tip.

TC: That'sagood tip.

TD: Theré satip right there that they can use, and quick idess, like thisyou'll find that
peopleredly like it because of how busy people arein life, and they like the tips that they
can read right through it quick.

TC: ThenI’ll go one further. If they’ll start paying attention to the other materid that
they’ re seeing from professiondls, like USA Today, Wall Street Journal, Imarketingnews.
They'll seethat, that's a preferred approach aso. Y ou know here s the six steps that you
need or the seven dangers of or, ninety-two ways, a hundred and fifteen, you know it's
gredt, it gets that organization that alows anybody who is norma and competent and
practically everybody has norma competence to become awriter, causeit’s clarity not

anything d<e.

TD: And bascdly it sbuilt in, thelittleideas | gave on your headline wasjud fill in the
blank, those are the headlines that everybody can have for their article, and what | found.

TC: It san outline for the article to.
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TD: It'sthe outline for the article and the headline for your article and that's what people
redlly need to think about when they follow through they need to have aredly good title
for the series because we' ve done tests with that to. And the title often makes haf the
difference, we re talking a hundred percent higher response rate going from maybe two
percent sales up to four percent sales just by changing the title of the article series. And
our mogt extensve article seriestitle are usudly smpletip type articles, like the

heaedlines | gave.

TC: And | thought it was complicated.

KC: It doesn't haveto be | guess. Fantastic

TC: Yea, well listen, Mr. and Mrs. Listener and good friend, we' re running now about
ten minutes to the end of this whole sesson, and so we're just going to go free form and
come up with a couple of other ideas and tips related to anything that in our parting shot
that we think that might be interesting vauables specificaly asit relates to money on
demand, but internet marketing specificaly. Anybody have any idess that we can offer

our ligeners a this moment?

K C: One of the main things and I’ m sure that both of you have experienced this, that
when talking to customers and things like that is the importance of just getting Started or
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just doing one or two things, don't fed like you have to do everything dl a once. | mean
none of us dart out doing everything perfect, running dl our tests and having follow —up
emails, or writing area good copy, you just start out just do one or two things and just
progress from there. That's just one of the biggest thingsisjust to tell people, take some
enormous action, and everything will just kind of fal into line as you go dong. But don't
expect it to fal into line the first day.

TD: | would say the same thing, what people redly need to do is they need to play the
tape on their desk and listen to it over and over again because the fact that we actudly
presented alot of different ways to earn money on demand throughout the series and they
need to do exactly what Kirt just said. Take one ideafirst, start working with one idea
(unintdligible) you' ve heard apply it, turn it profitable and guess what keep going

through the series and start adding on other ideas throughout this. There is so much
content redly that we' ve given you through this set, you have enough to gpply for the
next year of what to put on your Ste, basicdly just in the response rate alone you Sart,

Deding with what Ted talked about writing your saes letter. After you have the sdes
letter up and making money, they work on afollow-up series, work on the response rate,
play around with the headline, change it, add to it. And dong the same lines, again you
have so many ideas that we talked about here. Take one focus on it, use it and come back

and gart using the other ones as you go aong.

TC: That isabsolutely right, and that's one of the main themesthat | kesp hammering on
in Mail Order Riches, which is designed to show people how to combine... Which
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actudly isaprimer... combine mail order principles on the internet and internet
marketing. But, | keep coming back to the phrase that | use asready, fireand am, in
other words, you put something out there and that is a result and you come back and the
technical term we marketers like to useis optimize, bascdly it just means, you send out a
letter, or you put something on your website. And this A B splitting is a perfect example
of optimization, you write the same website except the only difference is the head line, or
the only difference isthe offer or the only difference is the guarantee or the bonus, you
get acertain number of vigtors, and you' re going to know which oneis better or not. . If
you had tried to write the perfect one it wouldn't happen and professionas don’t think
that way, people who don’t know better think, one perfect salesletter and everything's
perfect. Professionads understand. Hey here sthe six headlines... I've delivered jobs like
that... here sthe six headlines that you al try these ... Don’'t you know? How do | know
which oneis going to pull the best (unintelligible) wouldn't you want to risk the

improvement?

KC: Onething that | found in my own copywriting for the web, is that with dmaost
without fail there's a guaranteed second revison that | come back with a different sales
|letter, after the sales | etter has been out there for a couple of weeks, because | get alot of
questions that come in about the sales letter by email.

TC: Right
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KC: And I go back in and make some changes to answer the objections and questions
that people sent in the email, the sales letter itsalf. A couple of weeks &fter the sdes | etter
was put up.

TC: Exactly, and you talk about optimization, one time | wrote a sales letter, that wasn't
clear on apoint, and that was our most frequently asked questions. So what | did, |
thought thisis greet, thisis a matter, you' re dways experimenting, thisiswhat I'm going
to feature in the headline. So | tried anew headling, did the A B solit and the sdesjust
dropped to the basement. It was a point that was not important enough to be featuresin
the headline, it had a negative reaction in the headline, but insde the body of the report, it
was something that people who got to that point wanted to know wanted to explain. And
so who told us this? The customers, the reactions we got

K C: | can mention that dong the same line, one thing we found aso in doing our follow-
up series by email, besdes using thetip series, usudly on the last couple of articles that
we... which | said we do the tip series then we go to a couple of emails at the end, which
are more salesy, then the extra article, is what techniques we' ve used. We ve looked a
our outbox of responding customers questions, and we ve used our outbox actud emal as
one of thefind follow-ups to one of our customers, written to one of our customers,
basicaly answering some of the questions or objections that they sent to us by email. We
just put it in our follow-up seriesit sAf.
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TC: Boy, that's excdlent. Wdll listener we want to thank you very much, we have
worked very to bring you the best and the latest in internet marketing, and on behaf of
Kirt Christensen, Ted Ciubaand Terry Dean. We want to tell you that be sureto let us

know how we're doing for you, and we want to tell you thank you and wish you the
greatest of success in your internet ventures.
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