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Free Resell and Redistribution
Rights To This Eboaok!

Congratulations!!

Y ou now own the reprint and redistribution rights to this ebook,
“Autoresponder Magic”. It’syour free! Thisisa $495.00 value!

By owning the reprint rights you can reprint, resell or redistribute this ebook
for any price you'd like (the suggested retail priceis $17) and you keep
100% of the profits! Or, you can use the ebook as a free bonus or premium
and giveit away. It's your choice. The only restriction is that you cannot
modify the ebook in any way (that’s it).

All of the sequential autoresponder messages included in this ebook are
proven winnersin the marketplace. Use them to help you brainstorm your
own ideas. Use them as models for your own messages. If you need help
with the number of sequences or what to write —it’sright here.

Good luck!

P.S. Would you like to know how to make this ebook your “salesperson” —
click hereto find out more.

Or go to www.autor esponder magic.com/custom for more information.

P.P.S. Also as an added bonus you can get free publicity for your series of
autoresponder messages. Just submit them to: sal es@surefiremarketing.com
with the words “ autoresponder submission” in the subject. Include the email
address and a one line description (headline).
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Introduction

What The Heck is an Email Autoresponder?

Emalil autoresponders work like afax-on-demand system. Maybe you’ ve seen the
systems where you call from your fax machine and dial a certain code and you' Il get back
adocument in your fax machine? Well, an email autoresponder works the same way. If
you send an email to an autoresponder address you'll get back a prewritten message.

Using A Sequential Email Autoresponder

Until just recently, you could only do a one-time auto responder with one message
coming back. But now you can set up a whole sequence of autoresponder messages going
out on any day you choose.

For example, message #1 might go out immediately, then message #2 goes out 2 days
afterwards, next message #3 goes out on day 5, then day 8 comes another message, etc,
etc.

Do you see the real beauty of thiswhole thing? It’s unbelievable.

And the best part is everything is done automatically for you because it’ s triggered when
a prospect submitstheir email address. So that means you can simply set up your system
once and then it keeps working over and over again like atireless moneymaking robot
making sure no prospect ever dlips through the cracks. A sequential email autoresponder
really turbo charges your follow-up efforts.

Here are afew important facts to consider and why sequential autoresponders can help
counter these:

* A recent study conducted by Sales and Marketing Executives International
concluded that 81% of mgjor sales are closed after the fifth contact.

»  80% of people who inquire about a product or service will buy it within one year
of their initial inquiry. However, more than 90% of the time, they don’t buy from
the same company that they made their initial contact with.

I’ve reprinted an excellent article by Michel Fortin explaining the importance of using
sequential autoresponders:
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How to be Sequentially Superior

Email is certainly an important aspect of marketing on the web. But a single email
is never enough -- and in fact can be more costly down the road. Like all
marketing messages, it takes repetition in order to get people to first absorb the
message, understand it and then take action. Naturally, some people will
immediately respond while others need to see the message more than once
before they even think about responding to the offer.

The reason for this is that each person, with each marketing message and for
each different type of product, has a specific responsive behavior. Virtually all
markets can be divided into several, graduated segments based on such
behaviors. They generally consist of five, which are: 1) Innovators, 2) early
adopters, 3) early majority, 4) late majority and 5) laggards.

Innovators are risk-takers and venturesome, and consist of about 2.5% of the
whole market. They usually respond to new offers almost immediately and
without giving them much thought. On the other hand, early adopters respond to
new ideas early -- taking action soon after the innovators do, albeit carefully.
They represent 13.5% of the market. While the third and fourth groups (i.e., the
middle majority) constitute the largest segment, the early majority specifically
typically respond to new ideas before the average person does.

The early majority represent 34% of any given market. The late majority, which
consist of another 34%, are skeptical, careful and slow. They take their time,
usually shop around and need to see offers more than a few times before giving
them any consideration. The final segment (or the laggards) take action only after
some time has elapsed -- usually after everyone else has done so. They consist
of the remaining 16% of the entire pie.

Ultimately, the important thing to note here is that the middle majority altogether
consist of a whopping 68%. A marketer's goal is therefore to effectively reach,
persuade and incite this larger segment, which is often difficult to do with a single
mailing. Repeating your marketing message -- and sometimes doing so more
than once -- is essential with this group. In the end, you will not only increase the
response but also multiply it.

One ... Two ... Three Steps, You're In!

As you likely know, statistics prove that the bulk of most sales occur in the follow-
up process. However, following up with your prospects is more than just a
process -- it's an art. You need to do so in a timely, consistent and compelling
manner. As Jim Rohn once said, "Without a sense of urgency desire loses its
value." Like a blacksmith you must hit the iron while it's hot.

For example, if you were ever late in paying your debts you may have received at
some point those nice reminders collection agencies love to send. First, you get
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a letter with the typical request to pay your debt and to "govern yourself
accordingly.” If you don't respond soon after, a second letter appearing in the
form of a reminder is mailed to you a few weeks later. And, if you happen to be
as persistent as the agency, you then get a third letter with that big, red "Final
Notice!" stamped in the upper right-hand corner.

Sequential direct mail has been just as profitable an endeavor for entrepreneurs
as it has been for collection agencies. Even though I've first heard of this
technique from marketing guru Dan Kennedy, | still didn't believe in its
effectiveness until | actually used it in my own practice. Tested in one of my
client's businesses, our first mailing conducted to approximately 7,000 recipients
generated a response rate that was less than 1%.

It's not much but typical for most one-time direct mail campaigns. However, the
surprise came when the rate climbed to about 7% following the second mailing
and over 3% after the third, which were targeted to the same group of people.
With all three mailings totaling 11%, the overall response was a tenfold
improvement over what could have been a single mailing.

The first letter had a special time-sensitive offer and an invitation to enter a draw.
The second letter, which was mailed out 15 days after the first one, had a "sorry
we missed you" and "we're concerned" flavor to it. It offered additional incentives
in order to help nudge unresponsive recipients into action -- such as a free,
bonus product worth only a few dollars.

Thirty days after the initial mailing, the third letter boldly stated the words "this is
your last chance" and "deadline around the corner" right at the top -- similar to
the collection agent's final warning stamp. The content of the letter reinforced the
urgency of the offer and, along with an extra incentive that was not offered in the
previous two mailings, emphasized the negative outcome that would result if the
recipient chose to remain idle.

It's Worth Repeating

Incidentally, the prize drawn in the previous campaign was for one of my client's
products -- priced at about $1,500. Shortly after the draw however, we decided
on a fourth mailing to all those who did not respond and offered a discount on the
very same product. It said: "Congratulations! You've won the second prize -- a
$250 rebate on [the product drawn]." As a result, the response rate had finally
risen to a total of 16% -- and even more, since sales continued to trickle for
months after the campaign was over.

The mailing was indeed a success because a 16% response rate is a far cry from
the 1% that we would have normally achieved with a mere mailing. But the power
of such a process lies in the fact that subsequent mailings tend to make the offer
more valuable. When an offer is repeated, people have the natural tendency to
assume that the offer is important and not a fly-by-night spiel. In fact, repetition
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not only helps to emphasize the importance of an offer but also aids
comprehension and reinforces its urgency.

If you can, transform your next direct email marketing campaign into a sequence
of messages and you will likely see a substantial improvement over single
mailings. However, keep in mind that such campaigns refer strictly to those made
to opt-in subscribers. Just as sequential direct email helps to multiply the
potential response, sequential unsolicited email -- or "spam,” which in itself is
very risky -- multiplies the risk and its consequences.

With the help of the Internet, campaigns can also be entirely automated with
what are often called "follow-up" or "intelligent" autoresponders (or "autobots").
After someone has responded to your offer or asked for more information from
your company, autobots can automatically deliver your series of pre-written
follow-up email messages in preset intervals. This strategy can become quite
effective, provided that users are properly notified -- they are subscribing in other
words -- and given the ability to stop the flow at any time.

Another great strategy is to use smart autoresponders for delivering a series of
informative articles over a period of time, which can be offered freely or even
marketed as entirely separate, stand-alone products -- such as a course or a
reminder service. Nevertheless, there are many providers of these types of
automated, sequential email systems. Some include:

http://www.freeautoresponders.net/
http://www.aweber.com/
http://www.getresponse.com/
http://www.autobots.net/
http://www.autoresponders.com/
http://www.myreply.com/
http://www.autocontacter.com/
http://www.mailtrail.com/
http://www.automailer.com/
http://www.fastfacts.net/
http://www.databack.com/
http://www.silverquick.net/
http://www.sendfree.com/
http://www.smartbotpro.net/
http://www.sendthis.com/
http://www.prosperity2u.com/
http://www.reply.nu/
http://www.followupexpress.com/
http://www.ultimateresponse.com/
http://www.ipsarion.com/
http://www.mailboost.com/
http://www.responders.com/
http://www.myautobot.com/

A Little Nudge Can Budge
Tom Kulzer of smart autoresponder provider AWeber Systems once wrote:
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"Consistent follow-up gets results.” In fact, by creating a sense of urgency with
your email marketing campaign (such as by making your offer time-sensitive) and
reinforcing that urgency in subsequent mailings, you add weight to your message
and nudge unresponsive prospects into action.

More important, by adding an extra incentive with each mailing your offer
becomes more valuable and more difficult to ignore. And since information is the
currency of the Internet, these additional bonuses could simply be comprised of
special reports, articles, ebooks, freeware, reviews or even courses delivered
incrementally via smart autoresponders. (However, don't forget to remove
recipients from the system once they become clients.)

Remember that, if some prospects have not yet responded by the end of your
campaign, you could still send an additional email message in order to gather
some useful information. For example, your final follow-up message could simply
ask why your prospects did not order from you. You could turn your final
message into a survey to which people can respond and offer one of your free
bonuses as a way to thank them for their valuable time.

As an aspiring marketeer, you know that feedback in your online business is
precious. It could help you to modify your offer or refine your follow-up messages
so that prospects will indeed order from you next time. Incomplete sales and poor
results should never be regarded as failures but as wonderful opportunities to
gather important marketing intelligence.

Ultimately, be relentless like a collection agency. The largest part of your market
need to see your offer more than once. Send at least three messages instead of
one so to get more mileage out of your email marketing campaign.
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About the Author

Michel Fortin is an author, speaker and marketing consultant dedicated to turning
businesses into powerful magnets. Visit http://SuccessDoctor.com. He is also the
editor of the "Internet Marketing Chronicles" delivered weekly to 125,000
subscribers -- subscribe free at http:/SuccessDoctor.com/IMC/
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Autoresponder Services

Two of the most popular autoresponder services available are:

http://www.aweber.com/?25404

and...

http://www.getresponse.com/?33430

Both of these services are popular because of the terrific features they offer. You can
send broadcasts to people on your list, you can import and export your list. You can
personalize your emails. Y ou can include dates (good for limited time offers) and many
other incredible benefits. They both offer you afreetrial to seeif you like the service.
The free service comes with advertisements going out with every message you send.
Once you get series | suggest the ‘Pro’ version since there won’t be any ads going out
with your messages (except your own).

Y ou should sign up for both services and see which one you like better.

Tipsfor Creating Your
Winning Autoresponder Series

Formatting Your Email

It's absolutely critical that you format your emails to 65 characters or less per line (|
prefer 60 or less). You see, everyone' s email programs are different so that’s why
sometimes you'll see emails you receive look all screwy like this:

Blah, blah, blah, blah,

Blah, blah, blah, blah, blah, blah, blah,
Blah,

Blah, blah, blah....

That's a dead giveaway that you don’t know what you' re doing.
So the secret isto make your messages 65 characters or less and use a hard return (that
means hit the ‘Enter’ key when you get to 65 characters). | will create my messages using

MS Word for spell checking and so | can get aword count.

Also, use afixed width font like Courier New at 10 point when writing.
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Then after I’ ve edited the email several timesI’'ll savethat file as . TXT file (it’s one of
the options under File>Save As).

Then | will open up that .TXT file (text only) and set up aguide to use so | know where
65 character occurs. A text only file will open in your default text-editing program
something like WordPad or NotePad.

Here' swhat my guide looks like:

--------- T Y - S

I’ve reprinted an important article below giving you some pointers to making your email
look good:

Are Your Email Messages Good Looking?

"Good looks" are very important in an email message. This is often overlooked
by many email users. It is a fact that an email's content is diluted greatly if the
message itself is "not good looking".

Have you ever received an email message that looks something like this...
Thank you for requesting more information about our services! We here at ABC
Company would like to present a special offer to all of our cherished customers.
There are two main reasons why email messages turn out looking like this.

Although the reasons are quite simple, many email users don't understand them.
Reason number one is called line length. When composing email, most people
just type and type without using a hard carriage return. If it looks fine when you're
done, your email program probably automatically wraps the words in a nice
legible format. This word wrap is usually done based on a line length of
anywhere from 70 to 80 characters.

Well, lets say | receive your message, but my email program doesn't have the
capability of automatically wrapping incoming messages. Since you performed
no hard "end of line" carriage returns when typing your message, my email
software thinks it's one long sentence. Now your nice, easy to read message
looks like that example above.

0O.K. So how do you avoid this problem? Simple! When composing email
messages, use a hard carriage return before you get to the end of each line. |
have found that a maximum line length of 64 works to alleviate this problem
almost completely! Of course, you'll always run into an instance occasionally,
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depending on your recipients settings, but this should do the trick 95% of the
time!

Another reason people encounter "funny looking" email messages is called
proportional character fonts. Like | mentioned earlier, all email programs are
different. Therefore the fonts used by each program varies widely. Basically,
there are fixed pitch fonts like Courier (found on Eudora) and there are
proportional spaced fonts (like AOL and Compuserve email).

With fixed-pitch fonts, all characters in a paragraph will line up directly above
each other. With a proportional-spaced font, CAPS, space bars and other
keystrokes are wider, so each line is a different length. The bottom line is this. If
you create a message using one type of font and send it to an email recipient
using the other, the message will not look the same when they receive it!

Once again, the solution is simple! By using a hard carriage return before the end
of the line you can keep these problems caused by the difference in email
programs to a bare minimum. If you plan on sending the same message to
multiple recipients, or attempt any drawings, consider testing the message with a
friend on another service.

There is a third way for your email messages to look bad. Although it is far less
likely to happen, you should be aware of it. Many word processing or text editor
programs allow you to save a file as another format. (Such as ascii.) It may look
great to you, but when sent via the internet it can become scrambled.

You may have received one of these messages at one time or another. They are
easily recognized by the repeated "U" characters in the text. To avoid this
problem, simply use the cut/paste or copy/paste method to extract text from a
document in other programs.

The last thing you want is an email message with great content, being dismissed
simply because it wasn't "good looking" enough!

EE R I I A S B A I R R R I S S S S A

About the Author

Jim Daniels of JDD Publishing. Jim's site has helped 1000's of regular folks profit
online. Check out their FREE "how-to" cybermarketing assistance, free software,
business opportunities, manuals, web services and more! Real money is being
made on the net -- visit http://bizweb2000.com and get in on it... Can't get to the
web? Subscribe to their FREE, weekly BizWeb E-Gazette:
mailto:subscribe4free@JDD-Publishing.com
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Copy Tips
When writing your copy throw everything you learned in English 101 out the window.

1. Personalize

Since most services let you use personalization —do it! There' s nothing better for a
person to see their name.

2. Write just like you talk

Use plain, easy to understand English. Nobody cares if you can use xenophobia and
ostentatious in a sentence. Write ailmost like you' re talking to a buddy over a beer. So that
means use contractions. Be friendly and personable in your writing.

3. Put passion into your email

Since you won't have the luxury of seeing your prospect eye-to-eye to gauge their
reactions you need to put extra passion into your message. Even if you think you are
overdoing it when you write, your letter will end understated when it gets read. Get
enthusiastic!

4. Write to one person

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

5. Keep your sentences and paragraphs short
Keep your sentences and paragraphs short and simple.

Period.

Sentences (and even paragraphs) can even be one word like that last one. And paragraphs
should be no more than 4 or 5 lines. Y ou want your email to look easy to read with alot
of white space. Make it inviting. Long blocks of words are scary. Paragraph breaks do not
need to be determined by content.

6. Use plenty of compelling subheads

Subheads should be like mini-headlines. Use them to break up large bodies of text and to
bring people back into the body of the letter.

A lot of people will scan your email so you need to make you subheads give a complete
selling message by themselves. Also, be sure to use different graphic embellishments.
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7. Eliminate excess wording

Simplify. Convey your message in a clear and concise manner -- but remember that
doesn’t mean keep it short. Y ou need to ruthlessly edit your email for flow.

8. Use action verbs whenever possible

If you see too many “as’, “is’, “was’ or “were” replace them. Sentences using action
verbs are more powerful.

When writing your email you want it clear enough so any 6th grader could understand it.
Now you probably think your prospects are alot smarter than 6th graders but nobody has
time anymore to sit down and figure out what you' re trying to say -- so keep your writing
simple and straightforward.

Important Particulars

There are few more important things you need to be aware of when using email
autoresponders without getting in trouble for spamming (sending unsolicited emails).

1. Always give people an option of being removed from additional follow-up emails.
Usually the service provider you use will do this automatically for you. Most
services have alink at the bottom of your email that says:

“To stop additional follow up messages click below:
http://www.aweber .com/?25404r .php?i=affaweber & e=email @isp.com”

Thislink then automatically removes those people from your database. Thisis an
important feature.

2. You also want to remind people how they got on your list. Many people are
forgetful and don’'t always remember all the places they signed up. So be sure to
add alittle line about how they got on your list.

3. Making your links ‘clickable . In order to make it easy for people to go straight
from your email to your web site you need to make your links ‘clickable’. Here's
how alink should be written in your email: http://www.your site.com
Most email programs will recognize thisasalink. And if you want to make an
email link you should write it as: mailto: emailaddr ess@isp.com

Y ou might also want to use an HTML link like thisif you have alot of AOL
users:

<a href="http://www.yoursite.com" > Any copy you want to write here </a>
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A Few lIdeas For The Best Waysto Put Your

Autoresponder To Work

In the pages that follow you’ re going to find proven examples of winning autoresponder
messages from some of the top Internet marketing pros. You'll get plenty of ideasto use
and model for your own series of messages.

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

1.

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

Multi-part training cour ses.

Persuading hesitant prospectsto ecstatic buyers.

Deliver special reportsthat prove your company’sworth.

Provide an “evergreen” newsletter to prospectsto maintain contact.

Automatically follow-up with buyersto sell them even more and make sure
they stay happy!

Pay careful attention and study all of these samples thoroughly because each oneisa
proven moneymaker!

Also, if you'd liketo see additional samplesthereisa special update
section here:
http://www.autor esponder magic.com/update/
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Autoresponder Messages for
Following Up With Prospects
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Aweber

Seriesis sent to follow up with prospective users of their service to explain how
autoresponders work and why it is an important feature to use with your marketing.

Aweber is one of the leading providers of sequential autoresponders.

Web site:
http://http://www.aweber.com/?25404
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Message #1
Delivery: Instant

Subject: <name> Are Y ou Building Customer Confidence?
Hello <name>

Moments ago you requested further information about the
AWeber Follow Up Autoresponder service and how it can
deliver email information fast, increase sales, and realize
higher profits.

Asyou can see thisinformation arrived in your email box

literally within seconds of your request. Y ou probably used

aform to request information from our website but you could

have also sent a blank email message to

mailto:affaweber @aweber.com and received the same speedy reply.

* Autoresponders Work For You

"Autoresponder” is aterm used to describe the technology
that deliversinformation instantly viaemail. Thisisa
widely used tool for marketers on the internet because it
can work for you 24 hours per day delivering information
even if you're not at your computer.

* Save Vauable Time With Autoresponders

By placing your marketing message on an autoresponder
prospects can request your information anytime of the day
and instantly have it in their email box. This enablesyou
to save hours of manually filling information requests.

* How isthe AWeber Follow Up Autoresponder Different?

Our autoresponders deliver instant information to prospects
just like the thousands of other autoresponder companies on
the internet but our autoresponder will also FOLLOW UP with
your prospects *automatically* at predetermined intervals!
How's that for a completely automated marketing system that
makes you money around the clock?

It's been proven that your marketing message (your ad) must
be seen at least 7 times before a prospect will decide
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to buy from you. Normally this would require you to manually
send your follow up messages to each individual prospect,

but this could take hours or even days. Some marketerstry

to take shortcuts and follow up with hundreds of prospects

all on the same day no matter when their initial request was.
This type of "every now and then" follow up doesn't create
aconsistent professional image with your prospects therefor
they don't buy from you.

Here's what happens with the AWeber Follow Up Autoresponder:

- Prospects request information viaemail or your website
and it is automatically delivered within seconds.

- Information is sent and their address is automatically
added to your database saving you hours of endless data
entry.

- Y ou spend more time with your family since your AWeber
systemis doing all the work.

- Follow up letters are automatically sent to each of your
prospects at regular predetermined intervals building trust
and rapport with your prospects.

- Your effective, efficient AWeber follow up system
converts prospects into customers all without intervention
from you.

- Y ou save time, save money, reduce stress, build customer
loyalty, increase conversion ratios, and make more money!

* Thisis Great! How do | Order?

To get your own AWeber Follow Up Autoresponder simply visit
our website at:

http://www.aweber.com/?25404

Once you are there simply click on the "Order Today" link at
the top of any page. Fill out our online form, choose a
payment method and your account will be setup in lessthan 5
minutes. Y ou can be using your new account in the next 10
minutes with afew clicks of the mouse.

* Make Money Selling the AWeber Follow Up Autoresponder!
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As the serious marketer | know you are, you realize how
beneficia a system like this could be for your business and
others. Since this system is such a new concept online we
would like to pay you to help spread the word about AWeber.
All you have to do istell your online friends and

associates about AWeber and give them your specia Affiliate
Link for them to order from. Any order placed from your
specia Affiliate Link will earn you a 20% affiliate
commission! On amonthly account that's amost $4 every
month that person uses our service! If acustomer purchases
ayears worth of service up front you earn over $35 and

will get another $35 every year for aslong as that person
renews their servicel

OK, you're wondering where you sign up to be an Affiliate
and how much it costs.

AWEBER AFFILIATE SIGN UP IS FREE!!
There's one more huge benefit to being an AWeber Affiliate!
To encourage Affiliates to find other Affiliates we offer
a 10% commission to you on the sales made by your
Sub-Affiliates. Yes, that's 10% commission!

To become a FREE AWeber Affiliate visit our website and
fill out the form.

http://www.aweber.com/?25404si gnup.php

* What's Next?

On our website we promised that we would demonstrate the
power of the AWeber Follow Up Autoresponder. We keep our
promises to you so tomorrow you will be receiving your

first follow up message from the system. Be on the lookout
for it because | promiseit will be there.

Cheers,

Tom Kulzer

CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri
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P.S. Don't forget to join the no risk Affiliate Program.

Y ou have nothing to lose by ssimply filling out a short
online form and becoming an AWeber Affiliate. Shareit
with your friends and associates to make extra money for
months to come.

http://www.aweber.com/?25404affiliate.php

Message #2
Delivery: Day 2

Subject: <name> Are Y ou Following Up With Prospects?
Hello <name>

Y esterday when you requested more information about the AWeber
Follow Up Autoresponder System | promised to follow up with you
today. Well, herel am!

Could an automated system exactly like this benefit Y OU and your
business? Letslook at afew of the benefits AWeber could hold
for you:

* Save Time

Save Money

Sky Rocket Sales

Boost Cash Flow

Increase Profits

Relationship Building

Enhanced Professional Image
Increased Customer Confidence
Larger Organizations With Less Work

* 0% % 3k X X F X

Lets take an example of how much time AWeber could save you in
your day to day follow up process. (Y ou do follow up don't
you?)

As an example lets say you have aregular autoresponder that gets
an average of 10 responses per day. It's aproven fact that it

takes your ad or message 7 or more exposures before your prospect
will take action. To be conservative lets say you follow up with
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your prospect 6 times after their initial request. On averageit
takes about 30 seconds to cut & paste your follow up message into
an email message to your prospect. Over the course of one month
you will send over 1,800 follow up messages!

It would take you an estimated 15 HOURS to send that many follow
up messages! That's almost 2 entire work days. Wouldn't you
rather be doing something like:

Spending Time With Friends & Family
Reading a Good Book

Cooking / Eating

Golfing, Swimming, Hiking, Running
Enjoying the Outdoors

* % X % X

Here'swhat other Internet Marketers are saying about the AWeber
Follow Up Autoresponder:

"If | tried to do what AWeber does | would take at |east
an hour aday, probably closer to 2. But, nothing would
be instant. It would have to wait until | had time or
was logged in to reply with the first message. Then the
other 6 messages would have to be sent once aday. |
guess | would set up an address book for each day. It
would get messy, become increasingly time consuming, and
after awhile | would probably pay twice what you are
offering to do it for me (or just giveit up.)"

Kevin Wilke, VisionPro Newsletter Editor

For further details about the AWeber Follow Up Autoresponder
and complete pricing plans visit:

http://www.aweber.com/?25404

Order online and you can be using the AWeber technology in the
next 10 minutes, GUARANTEED! Gain the competitive edge needed to
be successful online.

Share AWeber With Strategic Friends & Associates and
Make A 20% Commission!

Y es, you can profit from this amazing technology by simply telling
afew friends and associates. 1've been using the internet now

for amost 5 years but there's no possible (ethical) way for me

to share AWeber with everyone who could benefit. | realize this
and that'swhy | am willing to PAY Y OU for each new customer
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that you refer to AWeber Systems. Y ou will receive awhopping
20% commission on the service charge of new customers. You can
even recommend our Affiliate program and earn 10% on the sales
of Sub-Affiliates.

Becoming an AWeber Affiliate is easy, fun, and FREE! Visit our
website at:

http://www.aweber.com/?25404si gnup.htm

Until Tomorrow,

Tom Kulzer
CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

P.S. Tomorrow well cover the advantages of being able to

manage your autoresponder, follow up messages, leads, and

customer profile thru an Online Control Panel. Make changes

and updates 24 hours per day!
http://http://www.aweber.com/?25404

P.P.S. AWeber Systems has a strict NO SPAMMING policy. Only

ethical marketing practices are permitted to be used by our
Customers and Affiliates

* k% %

Message #3
Delivery: Day 3

Subject: <name> Are Y ou Educating Prospects & Creating Customers?
Hello <name>

During the last two days you've learned how AWeber Systems can
dramatically enhance the effectiveness of your web marketing

by utilizing a dynamic follow up process.

Letslook at the key components of the AWeber Email System.
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- Autoresponder Address. Essentially thisisjust an email
address that is routed to a special program on aweb
server. There are hundreds of companies on the web that
offer this service but AWeber Systemsiis different because
once a prospect requests information from your AWeber
autoresponder their email address is entered into a database
for further automated follow up.

- Online Control Panel: Thisallows you, the customer, to
access our system using your web browser. This enables
you to change your autoresponder or follow up messages,
change the forwarding address on your unit, change your
customer profile, access billing invoices, and view your
prospects (leads) position in the follow up process.

Those are the components that you will regularly access with your
service. Behind the scenes thereis a complex series of programs
and scripts that continually send auto responses, track your

leads, send follow up messages, notify you of incoming leads, and
track account details. I've spent literally hundreds of hours
writing scripts and programs to make the entire system run as

one smooth profit generating machine for Y OU.

* What Do | Have To Do To Get Everything Setup And Running?

To get setup and running with your AWeber Email System you should
first visit our website and place your order.

http://www.aweber.com/?25404

Within SECONDS your account is created and you can access the
Online Control Panel to setup your messages. Simply cut and
paste your messages (or type them directly) into the message
boxesonline. You candothisSANYTIME! For example, it's2AM in
the morning and you'd like to make a change to one of your follow
up messages. Just log into the Control Panel and make the
necessary changes. Most companies require that you send a
special email message to them and they make the changes within
24-48 hours. What happens if you need the changes made
immediately? Y ou're at the mercy of their customer support. With
AWeber there's no need to contact someone and ask them to make
changes, you can do it yourself in aflash 24 hours per day.

I've setup a complete online demo so you can see what the Online
Control Panel looks and functionslike. You can test it at:
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http://www.aweber.com/?25404demo/

By now you have come to expect this daily email message with
information on how to explode your internet profits using AWeber.
My goal isto provide you with excellent customer service, web
technology that dramatically reduces money and time spent
acquiring long term customers, and of course insane revenue

and profit increases for your business. If you have any
guestions at al please feel free to email me.

Until Tomorrow,

Tom Kulzer
CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

P.S. If you like what AWeber has to offer and would like to
make money by telling friends and associates you should join
the AWeber Affiliate Program. Complete details at:

http://www.aweber.com/?25404affiliate.htm

P.P.S. AWeber Systems has a strict NO SPAMMING policy. Only
ethical marketing practices are permitted to be used by our
Customers and Affiliates

P.P.S. The AWeber Affiliate Program is FREE to join. Sign up
today and you could make 20% each time someone pays for their
servicel Recommend the Affiliate Program to others and make
a10% commission on their sales. Go directly to the Affiliate

sign up page at:

http://www.aweber.com/?25404si gnup.htm

* * %

Message #4
Delivery: Day 8

Subject: <name> Are Y ou Dramatically Lowering Costs With Automation?

Hello <name>
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Surveysin the offline world have proven that most marketers do
not consistently follow up with prospects. This same statistic
carries over to the online marketing world.

When the term "follow up” is mentioned online, most marketers
think about sending one message out to ALL of the people who
previously requested information from them. Yes, that will
probably get afew additional orders but lets ook at two of the
prospects who receive this type of inconsistent follow up.

* Prospect #1 receives some information from you within
acouple of days. You then put their address on your
big follow up list. A month later you FINALLY get around
to following up with everyone. Prospect #1 receives your
follow up but does not order because they wanted information
amonth ago and have since bought something else.

* Prospect #2 receives your information within a couple of
days. The very next day you decide to send afollow up
message to everyone on your list. Prospect #2 receives
your follow up message the next day but is confused because
it says, "Hi, | haven't heard from you in along time and
wanted to follow up..." Prospect #2 can't understand why
you'd say this so he just ignores you.

OK, so some people might actually find that type of follow up
effective but isit really or are you losing potential profits

and long term customers? Wouldn't follow up be easier if the
entire process was on autopilot? Everyone has an excuse for not
following up consistently. Does this sound like you?

* Reasons Y ou Don't Follow Up:

- It takes too long.

- It's hard to track who received which message.

- | hate typing all of those letters.

- If they are interested they'll order on the first message.
- It costs too much.

The AWeber Follow Up Autoresponder aleviates ALL of those
problems! Just advertise your autoresponder address or place
some pre-written HTML code on your website and prospects are
automatically added to the system. Once they are in the system
your follow up messages are sent automatically at pre-determined
times you set. You can set the first follow up for the next day,
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the second follow up two days later, the third follow up four
days later, and so on.

What is your profit margin on just one additional order per

month? What about several additional orders? Several hundred?
Maybe even severa thousand? How much money are you losing with
ineffective follow up? One or two sales could easily pay for

your low cost AWeber Follow Up Autoresponder at only $14.95 per
month (annual payment). If you would rather start out slowly

there's even a monthly plan for only $19.95 per month.

NO SETUP FEES!
NO ACTIVATION FEES!

Order your AWeber Follow Up Autoresponder today! Order online
and you can be using your new account within 10 minutes.

http://www.aweber.com/?25404

Cheers,

Tom Kulzer

CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

P.S. AWeber Systems has a strict NO SPAMMING policy. Only
ethical marketing practices are permitted to be used by our
Customers and Affiliates

P.P.S. Do you know someone that could benefit from the AWeber
Follow Up Autoresponder? All you need to do is give them your
unigue Affiliate Link and you can make some extra money! For
full details about the FREE Affiliate Program visit:

http://www.aweber.com/?25404affiliate.htm

* * %

Message #5
Delivery: Day 13

Subject: Do Potential Customers Forget About Y ou <name>?
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Hello <name>

Thisarticleis part of the AWeber Follow Up Autoresponder
Demo that you signed up for at http://www.aweber.com/?25404

* Do Potential Customers Forget About Y ou?
By Tom Kulzer

With aweb business you probably have customers inquiring about
your products or services from around the globe. When you get an
inquiry viaemail or your website you try to rapidly send more
information to that hot prospect. By satisfying that person's

need for information quickly you can dramatically increase the
likely hood of making the sale.

Once you deliver thefirst bit of information to your prospect do
you send any further information?

Most internet marketers do not.

When you don't follow up with additional information you are
letting valuable customers slip from your grasp. These are
customers that may have been very interested in your products but
simply lost your information or were to busy when your first
information letter was sent. Some customers even purposely wait
to seeif you find them important enough to follow up with. When
they don't receive afollow up message they take their business
else where.

Areyou losing profits due to inconsistent or ineffective follow
up?

Follow up is more than just a process, it'san art. To do it
effectively you need a system and then you need to stick to that
system EVERY DAY! If you don't follow up with prospects
consistently and in atimely fashion regarding their INDIVIDUAL
information request then you might as well forget the whole
process.

Consistent follow up gets results.

When | first started marketing and following up with prospects |
used what | call the "list technique”. | had a large database of
names and email addresses of people that had specifically
requested information about my products and services in the past.
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Since they had already seen my first |etter when they made their
information request | usually used the latest news from the
company for afollow up piece. Once | had my follow up letter
written | would send it to everyone that had previously requested
information from me. While this gained me afew additional orders
it wasn't totally effective. Letslook at why this method is not
effective.

* |t wasn't consistent because | only sent it when the company
had "big news".

* |t didn't give the buyer additional information about my
services so they could make an informed buying decision. It
merely told them about our latest news. Why should they care
if we just moved into Canada when they wanted to use our
servicein Cdifornia?

* The"big list" mentality. When | wrote the follow up message
| was writing a bulletin to everyone, not the individual that
made the information request.

OK, so what method have | discovered that really works?

Individual follow up at preset times with pre written messages
will dramatically increase your sales. | have spoken with several
others who use this same technique and they have al at least
doubled their sales of various products. To setup this system you
need to do some planning.

First you'll need to develop your follow up messages. If you've
been marketing on the internet for any length of time then you
should already have your first information letter. Y our second
letter (or first follow up) should go into more detail than the
first letter. Fill in with additional details where you didn't
have space to do so in your first letter. Make sure you stress
your product or service's BENEFITS.

Y our next 2-3 follow up messages should be rather short and
stress the benefits. Make lists of benefits and potential uses

for your product and services. Write the |etters so your prospect
can skim the contents and get the full force of your message.

For your last couple of follow up messages you should create a
sense of urgency in your prospect's mind. Make a special offer to
give them areason to order now instead of waiting longer. The
key is creating urgency so you'll need to look at your product or
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service and see how you can make your prospect want to order
immediately.

Thefinal 1 or 2 follow up messages should be in the form of a
guestion. Ask your prospect why they haven't ordered? Try to get
them to respond. Ask if the price wasto high, the product wasn't
the right color, not the right features, or were they looking for
something else. By thistime it's unlikely the person will order
from you but their feedback could help you modify your follow up
letters or product and services so that other prospects will

order from you.

The timing of your follow up lettersis also important. Y ou don't
want to have one prospect receive afollow up the next day when
another prospect waited over 3 weeks for afollow up. Y ou should
always send the first follow up 24 hours after the information
request. Y ou want a hot prospect to have more information quickly
so they can make an informed buying decision. The next 2-3 follow
up messages should be sent between 1 and 3 days apart. Y our
prospect is still hot and is probably still shopping around for
information. Provide them with the benefits they want and you

will make the sale. The final follow up messages should be sent
with much more time in between them. Y ou don't want to annoy your
prospect so make sure the letters are at least 4 days apart.

| hope you've enjoyed the article and realize the power of an
effective follow up strategy. Are you using an effective follow
up method? If not you need AWeber for your business.

Order online and you can be using your new account within 10
minutes, guaranteed!

http://www.aweber.com/?25404

Cheers,

Tom Kulzer

CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

P.S. Join our HIGH commission FREE Affiliate Program and make
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money referring othersto AWeber! Signing up onlineis easy and
free. Just visit:

http://www.aweber.com/?25404affiliate.htm

* * %

Message #6
Delivery: Day 18

Subject: <name> Do Y ou Have Questions About AWeber?
Hello <name>

It has been some time since you originally requested a
demonstration of the AWeber Follow Up Autoresponder System.

I've tried to provide you with as much information about AWeber
as possible in these follow up messages but I'm sure you still
have questions.

* PLEASE, if you have questions let me know.

Just hit reply on this email and ask away. ;-) I'm happy to

answer any and al questions you may have. Below | have compiled
alist of common questions and answers about AWeber for your
convenience.

#1 - How do prospects get removed from the system?

There are two ways that a prospect can stop further follow up
messages. Thefirstisalink that is automatically placed at

the bottom of all follow up messages. If your prospect is no
longer interested in your offer they can just click on the link

and beremoved. (Thereisone at the bottom of this message but
don't click on it unless you're not interested anymore.) The
second method is to login to the Online Control Panel and remove
the prospect manually. Either way isfast and easy.

# 2 - Does AWeber send the same message each time?

If you want AWeber to send the same message for all of the follow
up messages it can. | don't recommend you do thisbut itis
possible. With AWeber you can place different messages in each
of the follow up spots.
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#3- Can | personalize the messages?

YES! Thisisanew and VERY POWERFUL feature of AWeber! When
your prospect makes a request from your autoresponder or when

they fill out aform on your website AWeber actually captures the

name of your prospect. Y ou can then place the name of your

prospect in the subject line of your autoresponse and follow up
messages or throughout the body of the messages. Thisisavery
powerful salestool and | could easily charge extrafor afeature

likethis but I include it FREE of charge with all accounts.

#4 - Can| add someone into my leads list manually?

Y es, you can do this viathe Online Control Panel. It'sasimple
click of the button and the lead is added.

#5- How do | add my messages to the system?

Adding and changing your autoresponder and follow up messagesis
done using your web browser. You simply log into our fast

loading, easy to navigate Online Control Panel and click on "Edit
Messages'. You can add or modify your messages at any time and
your changes are instantly made to the system.

#6 - How many follow up messagesdo | get?

With our standard account you get 1 autoresponder and 6 follow up
messages. If you would like additional follow up messages you
can add them at $2 apiece per month.

Those are the most common questions | am asked. If you have a
guestion that | did not answer here or need more detail about a
specific feature please let me know. My goal with this AWeber
serviceisto provide you with:

More Free Time
More Money
More Customers
Less Stress

| hope you share in the same beliefs.

Cheers,

Tom Kulzer

CEO & Founder
AWeber Systems, Inc.
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Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

Amazing Autoresponders that Automatically Follow Up With
Prospects Saving Y ou Time and Money While Increasing Profits.
FREE Affiliate Program Pays 20% Monthly Commission!

P.S. To order your AWeber System just visit our website at
http://www.aweber.com/?25404 and click on the link at the top
of any page that says, "ORDER TODAY!"

* % %

Message #7
Delivery: Day 35

Subject: <name> Can AWeber Help You? It's Helping Others...
Hello <name>

Several weeks ago you requested a demonstration of the follow up
autoresponder technology called AWeber. Over the course of the
last few days and weeks you have received 5 messages from me.

Many other online marketers have requested information from me as
well. Many of them have taken action and ordered their very own
AWeber Autoresponder System.

I'd like to take a moment and share some comments that they have
sent me after using AWeber for awhile. Take alook and decide
if you would like to enjoy the same benefits they are currently
enjoying.

"Hello. | enjoy your service. You've done a
great job in making it powerful and simpleto use.
| really appreciate the fast response and
attention when | had a support question.”
Gentry Smith

"Thanks for the great product...it'sreally a
wonderful marketing tool!"
Steve Essakow
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"Dear Tom, Well well well. | an IMPRESSED. Y ou
guys are fast, smart and on top of it. | am really
pleased! ... Thanks very much!"

Becky Burke

"Tom; | just wanted to take a moment to tell you how
pleased | am with the Aweber Autoresponder system. |
just checked my statistics (online!) after a7 day
vacation, and was blown away when | saw that | was
prospecting 150 new leads! | then checked my email and
found almost a dozen requests for personal follow-up.
This certainly beats the old cut and paste manual
follow-ups, and the ability to download the database
means a near-perfect integration into my downline
management software. Tom, you did a super job - and |
expect to take alonger vacation next time! Thanks
again."

Stephan Iscoe

"Hey! Beforel forget to tell you, | have almost
350 people signed up in alittle over aweek. |
love your program. | will definitely sign up for
more accounts. | really appreciate all the help
you have been."

Dennis Smith

"I really enjoy your product, as a matter of fact
as soon as | get my other site up and running |
will be adding another of your autorespondersto
it. Although I hate mentioning other products on
my site, yours has been such a great help that |
signed up as an affiliate member. Thanks for
making my life easier.”

Dave Roberts

"I just wanted to send you a note complimenting
you on agreat system....I find your system very
easy to understand and use. | am computer
literate, but fairly new to the Internet and alot
of things on the net | find to be quite
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complicated, but I'm learning. | wish all things
were explained as well as your systemis. Thanks!"
Dave Folson

"Using the AWeber system | was able to have close
to 300 people go through my online pipelinein a
little over amonth. By having all of the follow
up, emailing, and record keeping automated | saved
myself several hours of work each day for more
productive activities."

Kevin Wilke

Y ou to can be enjoying the many powerful benefits of AWeber by
simply placing your order today. Just visit the URL below and
click on "Order Today!" at any page. As soon as you submit your
order your account is created in real time. If you hurry to our
website you can be using AWeber in amatter of minutes.

http://www.aweber.com/?25404

Please feel freeto contact me if you have any questions.

Cheers,

Tom Kulzer

CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

P.P.S. The AWeber Affiliate Program is FREE to join. Sign up
today and you could make 20% each time someone pays for their
servicel Recommend the Affiliate Program to others and make a
10% commission on their sales. Go directly to the Affiliate sign

up page at:

http://www.aweber.com/?25404si gnup.htm

P.S. To order your AWeber System today just visit our website at
http://www.aweber.com/?25404 and click on thelink at the top of
any page that says, "ORDER TODAY!"

Autoresponder Magic


http://www.aweber.com/
http://www.aweber.com/signup.htm
http://www.aweber.com/

Message #8
Delivery: Day 65

Subject: <name> Did Y ou Remember AWeber?
Hello <name>
Don't let your potential customers forget about you.

Some time ago you requested a demo of AWeber from our website.
By this time there may be many reasons why you haven't taken
advantage of our unique automated follow up system. Some of them
may include:

- Lack of time

- Lost our information
- Traveling

- llIness

- Not ready yet

Thelist could go on but those are the most common responses.

*** Do Y our Prospective Customers Remember You? ***

If you don't have an effective follow up system in place you are
loosing valuable leads to your competition. Thelist of reasons
can be varied as you saw above but you can help minimize lost
leads and maximize profits with AWeber.

By not following up with your leads they think you don't value
them as potential customers and they end up buying from the
competition. They may have lost your information and couldn't
locate you again. If you send afollow up message they can get in
touch and buy from you.

With AWeber you can effectively send PERSONALIZED follow up
messages to potential customers without actually taking the time
to manually send each message.

AWeber can benefit you:
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Saves Time

Saves Money

Sky Rockets Sales

Boosts Cash Flow

Increases Profits

Builds Customer Relationships
Enhances Y our Professional Image
Increases Customer Confidence

% ok k% ¥ ¥ F oF

See what other web marketers have to say about AWeber:

"Hi Tom, That was FAST! Y our product is super, but
your service is unmatched. I'm very impressed! Thanks
much for the personal attention. Best regards, Rob"
Rob Crenshaw
Crenshaw Associates

"Y ou're doing agreat job with an important, innovative
product. 50% of any business I've ever done resulted
from effective follow up. Most businesses don't take
the time for it. By automating the process, your system
removes any excuse online marketers have for not
following up."

Bob Leduc

Small Business Publisher

"Thanksfor your help. | realy lovethissystem as|
have promoted follow up to my downline for the last
seven years. The oneswho do it are my most successful
downliners now of course!”

Fred Raley

Success Applications

Don't let valuable leads dlip thru your hands. Capture them with
AWeber's automated follow up. Order online right now and you can
be using AWeber within SECONDS! Y ou have instant account access.
Just visit the URL below and click on "Order Today!" at any page.

http://www.aweber.com/?25404

Please feel freeto contact me if you have any questions.

Cheers,
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Tom Kulzer
CEO & Founder
AWeber Systems, Inc.

Live Customer Service:
Toll free: (800)531-5065 or (215)489-9985
Hours: 9AM - 5PM Eastern Mon-Fri

P.S. You can go directly to the order page by clicking below:

http://www.aweber.com/?25404order.htm

Message #9
Delivery: Day 79

Subject: <name> Are Y ou Missing $15,000 in Profit?
Hello <name>
If you're serious about saving time, closing more sales, and

boosting your profits, you've got to read this letter from Bill
Steiger, one of our customers:

Dear Friend:

The power of repetitive letters to the same prospect is

staggering. Since we started using AWeber's system, asimple
sequence of messages has been generating $10,000 to $15,000 more
revenue every week.

And believe me, it wasn't aways like this.

For three years, we made our pitch the "old way". When a prospect
called, we'd have atwo minute phone conversation. If we sold
them, great. If not, that wasit.

If you were in my shoes (knowing what you and | both know now),
it would numb you to realize how many sales had slipped through
your fingers... Sales that you could've closed, if only you'd

known about the power of repetitive letters. Don't make the same
mistake.
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Today, thanks to AWeber, I'm building a relationship with my
prospectsin away that | never could on atwo minute phone call.
By the time our prospects have heard from us six or seven times,
they feel asif they know me, and that's often when they call
back.

(To be more accurate, I'm not doing anything; AWeber's system
isdoing it al for me.)

Our results are so positive that we're going to do the same thing
with our offline prospects. Though we'll have to pay for postage,
printing, and the like, AWeber's system has proven that the
increase in profits will far outweigh these costs.

| don't know what you sell, but when you think about the profit
you make on just one order, imagine the extra profits you'll make
with several extra orders each month. Or severa hundred. Or
several thousand.

Compared to that, AWeber's system is practically free. It's so
easy to use, so reliable, and so well designed, we still laugh at
how little it costs. How €else can you produce $10,000+ of extra
revenue for just $15 a month?

And sinceit'sall online, there are no other costs. No printing.
No postage. No envelopes. No labor. In my eleven yearsin
business, the AWeber system has got to be the best value I've
ever come across.

Sincerely,

Bill Steiger, President Foreclosureworld

www.foreclosureworld.net

P.S. For great deals on foreclosure properties, check out our web
site www.foreclosureworld.net. Or, get on our sequence of
messages by sending an email to: foreclosure@aweber.com

P.P.S. If you realize how many more sales you're going to make,
Tom asked me to remind you that, to subscribe, you should go to
http://www.aweber.com/?25404
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Yanik Silver

Yanik Silver isa“results-only” direct response copywriter and marketing consultant who
specializesin creating powerful tools and resources for entrepreneurs to enhance their
businesses. Before learning about direct response marketing, Y anik pounded the
pavement selling medical equipment starting at the tender age 16 when he first received
hisdriver’ slicense.

And actually it was a customer who gave him hisfirst taste of direct marketing and it
literally turned on the lights and helped him discover what he wanted to do at a young

age.

He isthe author of several marketing and practice building books including “Instant
Internet Profits’, "Surefire Sales Letter Secrets’, “ The Ultimate Sales Letter Toolbox”
and “ How to Cash in on More Cosmetic Patients’

His original information project is dedicated to helping doctors attract more elective
procedures.
Web site: hitp://www.mor epatients.com

Y anik is the creator of the successful I nstantSalesL etter s.com, a website where
practically any business owner can create compelling and effective sales | etters using
easy, fill-in-the-blank templates. These are based on sales |etters that have achieved as
high as a 3810% ROI.

Web site: http://www.instantsalesletter s.com

And now his newest project is called “Instant Internet Profits’, which provides a blue
print for Internet success that nearly anyone can follow using his simple strategies.
Web site: http://www.instantinter netpr ofits.com

(You'll seeinformation from these other sitesin another section)

When away from the office Y anik enjoys playing Beach Volleyball, Ice Hockey, skiing
and working on his terrible golf game.
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Message #1
Delivery: Instant

Subject: Thank you <<sal utation>><<|astname>>
Dear <<salutation>><<|astname>>,
Thank you for visiting the 'More Cosmetic Cases website.

Y our FREE Special Report "Secrets Of Attracting More Top-Paying Cosmetic
Patients' is being rushed out to you.

Inside this free special report you'll discover how to compete
(and prosper) in today's turbulent healthcare environment. Find out
little-known secrets like these to attract more cosmetic patients:

* The best ways to get tons of referrals...and how to systematically keep
generating even more.

* How to mine the fortune that lies hidden in your patient files.
* The secret to making any ad pay!
* What cosmetic patients really want. And much, much more...

But that's just a small sampling of the strategies and tactics you'll be
introduced to when you decide to become a'More Cosmetic Cases member.

So once you've had a chance to review all the material you can become a
'More Cosmetic Cases member through our web page
====> http://www.morepatients.com/order/form.html

Or if you prefer to sign up over the telephone - call 1-800-896-6979
or +1 301-656-2424. Use that same number if you have any questions or
email personally at mailto:yanik@surefiremarketing.com.

| look forward to counting you in as another successful member of this
exciting practice marketing system. I'm sure you'll be astounded by the
resultsit will bring you in your practice.

Thanks,

Y anik
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Yanik Silver, President

Surefire Marketing, Inc.
http://www.morepatients.com
mailto:yanik @surefiremarketing.com

Message #2
Delivery: Day 6

Subject: <<salutation>> <<lasthame>>, Have Y ou Received Y our Free Report?
Hello again <<sa utation>> <<l|asthame>>,

If it hasn't already arrived, you should be receiving your free

Special Report "Secrets of Attracting More Top-Paying Cosmetic Patients'
from us by mail very soon.(Unless you're outside the U.S. and Canada, in

which case it will probably take afew more days.) Once again, thanks for
stopping by the 'More Cosmetic Patients web site.

*** Special Offer***
I’d like to make you a special limited time offer.

Y ou can take a $50.00 discount on either the Advanced
Membership or the Basic Membership.

You'll get over $1,500.00 in free bonuses with both
programs. Plus, they’re each backed by my “1 Y ear,
100% money-back guarantee”. So just can't lose!

This offer isonly valid for *one* week.

To take this discount you must order through
our website: http://www.morepati ents.com/order/form.html

In the comments simply write “Internet Discount 1A”.

*k*k*%x

Now as you read through the special report, ask yourself the
following two questions:

1. Do you want more cosmetic patients than you have now?

2. Do you want it to be easier than it's been lately to increase your
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cosmetic practice?

If your answer to both questions is yes, then the ideas and strategies
inside the special report will start you on the right track.

Listen, growing your practice is harder than ever today - but | can help
if you let me.

So, how can | show you that this program really works, has worked for
cosmetic practices all over the country, and will work for you? Maybe
you're intrigued, it sounds good (maybe even too good), and you want to
believe -- but how can you really find out for sure?

WEell, here'swhat I've done already to try to get you past

your skepticism so you will at least giveit atry. First, | provide the
first three chapters from the 'heart’ of the system, the manual "How to
Cash In On More Cosmetic Cases' on our website.

And, I've posted lots of testimonials from actual members in the program.

If you read my letter explaining the program that begins on the first page
of our web site, you probably read afew of these commentsin the |etter.
To read more of what other members have said, click here ===>
http://www.morepati ents.com/testimonial s.html

I've also written lots of articles for our professional journals on the
subject of practice building. These, too, are posted on the web site
===> http://www.morepatients.com/articles/index.html

In other words, | make alot of information available to you,plus the
testimony of others who have used and benefited from the program.

So will my ideas work for your practice?

Maybe. Maybe not. But the only real way to find out is to try out my
marketing system and become a member. So that's why we offer you afull
one-year, unconditional money-back guarantee.

Now here's what you get with either membership when you join:

With the Basic Membership you'll get the massive, 227 page, 6 |b. manual
caled "How to Cash In On More Cosmetic Cases: The Ultimate Guide to
Getting More Cosmetic Patientsin a Month Than You Now Get All Year".

Here arejust afew pearlsyou'll discover inside this jam-packed manual:
* How to create compelling ads that practically force prospective patients

Autoresponder Magic



to call you.

* How to produce many more referrals using one simple technique (revea ed
in painstaking detail).

* How to avoid the 12 most common advertising mistakes that are killing
your results.

* 7 low cost/no cost ways to skyrocket your practice and much, much more...

Plus you get over $1,500.00 in FREE BONUS GIFTS when you join:

** Free Bonus Gift #1 **
Y ou Get Four 2nd Opinion Reviews
Of Your Marketing Materials (Valued at $800.00!)

That means on any planned (or already finished) yellow pages ad, direct
mail pieces, advertisements, or brochures you'll be able to run them by me
to make sure they're positioned to get results.

** Free Bonus Gift #2 **

Y ou Get 40 Minutes of Expert Marketing
Consultation On The Phone - Direct

With Me Absolutely Free! (That's a $500 value!)

** Free Bonus Gift #3 **
A one year free subscription to my newsletter titled: "Million Dollar
Practice Success Letter" (Thisisa $197.00 value)

** Free Bonus Gift #4 **
"Reference Guide To Buying New & Used Medical Equipment At Rock-Bottom
Prices’ (A $99.00 value)

** Free Bonus Gift #5 **
"101 Best Internet Sites' ($59.00 value)

But wait there's even more!

If you're looking for the most comprehensive and complete system, then
the Advanced System isfor you.

Here are the exclusive free gifts, you can not get anywhere else, but with
the Advanced System:

** Free Bonus Gift #6 ** (Advanced System Only)
"Quick Start Guide For The Swamped Doctor" - Audio cassette program
($69 value)

** Free Bonus Gift #7 ** (Advanced System Only)
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Specia Report: "Jealously-Guarded Secrets To Maximum Results For Minimum
Advertising Dollars" ($159 value)

** Free Bonus Gift #8 ** (Advanced System Only)
"How To Get $1 Million Worth of Publicity...Free!"
Video tape ($79 value)

The video is produced by a veteran of over 20 yearsin the PR field, who
has used Publicity to land him on CNN, Johnny Carson, Phil Donahue and even Forbes
magazine.

** Free Bonus Gift #9 ** (Advanced System Only)
Y our Choice of 8 Different Patient Attraction Tool Kit ($395 value)

Thisis probably the best bonus of all. By far, | have more members calling
me, absolutely ecstatic over what they find in these tool kits than any
other free bonus.

Inside each kit you'll find ads, letters, postcards, special educational
reports for patients, press releases, telephone scripts, etc. etc.
(everything already done for you).

Plus, you get camera-ready hard copies and everything is on a computer
diskette. So you can just plug-in your name and you're ready to go.
(It couldn't be easier!)

Take your choice from Liposuction, Laser Hair Removal, Laser Resurfacing,
Blepharoplasty, Breast Augmentation, Hair Restoration, Endermologie, or
Sclerotherapy Patient Attraction Tool Kits. Any one of them is free with

your advanced membership (additional kits are only $177 with your purchase)...

Now if you were to go to some ad agency or practice consultant and ask them
to put together this whole package (1'd be surprised if they even could),

they would charge you in the neighborhood of about $10,000 to $15,000 (and
would NEVER guarantee results like | do!)

But, I'm not going to charge you $15,000 or $10,000 or even $5,000,
seemingly the going rate for seminars these days (which don't even give
you a quarter of the information I've assembled for you)!

Y our entire investment is only $697 for the Basic Membership package. Or
just $877 for the Advanced Membership package. Plus, you get $1,655.00 in
free bonuses with the basic system and a whopping $2,177.00 in free bonuses
with the advanced system when you sign up!

And both systems carry my...
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One Y ear 100% Unconditional No-Risk Guarantee

Y our purchase is backed by the strongest, most iron-clad guarantee you'll
ever seein print. You get afull 1 year, no questions asked, no fuss,

100% money back guarantee. Yes, one full year to try out everything in the
system and decide for yourself if it works for you or not.

Therisk to deliver isentirely on my shoulders. Y ou risk absolutely
nothing. Because if you don't think the marketing strategies you'll get
areworth at least 10 times your investment -1 truly want you to send it
back for afull refund of every penny paid (less shipping and handling).
| trust you to befair.

But I'll doubt you'll do that once you discover this collection of
powerful, surefire marketing strategies for attracting and keeping more
money-making cosmetic patients all crammed into one marketing system.

More Good News -- Y ou Can Pay in Easy Installments!

If you're paying by credit card we'll break up your charges into convenient
installments (2 easy payments for the Basic System and 3 payment for the
Advanced System).

That's Just 2 Easy Payments
of $348.50 for the Basic System

Or...

3 Easy Payments of 292.33
for the Advanced System

So if you are at all serious about building a more profitable practice...
then you can't overlook this risk-free opportunity to attract more patients
into your practice.

Enroll using our convenient (and secure) on-line order form
=====> http://www.morepatients.com/order/form.html

Or if you're one of those people who are still skeptical, why not give us
acall anyway? Feel freeto call us between 8:00 and 6:00 EST (weekdays)
at 800-896-6979 or 301-656-2424 and talk to one of our staff. Quiz them.
Test them. Ask every question you have.

Then give the program atry. | know you'll be very glad you did, and
there'sreally no downside to trying it.
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<<salutation>><<lastname>>, | look forward to having you as a member. I'm
confident you'll be impressed with what it will do for your practice.

Best regards,
Y anik

J. Yanik Silver, President

Surefire Marketing, Inc.
http://www.morepatients.com

Proven practice building strategies to attract
more cosmetic patients.
mailto:yanik@surefiremarketing.com

Message #3
Delivery: Day 15

Subject: <<salutation>><<lastname>>, One More Thing

Use Our Easy Payment Plan To Increase Y our Cosmetic
Practice With Absolutely Zero Risk...100% Guaranteed!

Dear <<sd utation>><<|astname>>,
Hello again.

By now, you should have received your free special report giving you all
the details on our unigue cosmetic practice building program. (Please let
us know it hasn't arrived yet - remember it sometimes takes alittle longer
if you're outside the U.S. and Canada.)

If you've had a chance to read through the special report, you now have a
taste of how powerful the ideas are for creating tremendous growth in your
practice.

In fact, here's what a few members who've hired other consultants, attended
high-priced seminars and paid lots of money for advice, had to say after
trying our program:

"... | have attended $8,000.00 consultations which gave less than 1/10 the
info in your system.." -- William W. Ehrlich, M.D.
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"Our practice spent $20,000.00 on a renowned practice management firm
last year and got 5 ideas to use - your marketing system is loaded with
ideas! | can find 5 ideas on every page of your manual. There are so many
ideas that the hardest decision | have now is how to start them all!..."
--Dr. John M. Wise

"l have interviewed many marketing firms. The average charges were
$25,000.00. The info you sent me thus far is the best | have ever received.
| have never hired any of the advertising agencies because | thought they
were a bunch of rip-offs. They all wanted to evaluate my practice and my
competition. | did not want or need that. | wanted implementation. That is
what you have provided at afraction of the cost... Thank you."

--Norman Lepoff, M.D.

We get success stories like this all the time from doctors, and I'd love
to get one from you too. So why not give our program atry? There's
absolutely zero risk!

Y ou're protected by our iron-clad, 100% unconditional, one-year money-back
guarantee.

Plus, when you sign up you'll get over $1,500.00 in free bonuses just for
taking alook.

And one more thing: To make it even easier and more convenient for you to
become a member, you can take advantage of our easy payment plan.

(2 payments for the Basic System and 3 payments for the Advanced System.)
That'sjust 2 easy payments of $348.50 for the Basic System.

Or...

Just 3 Easy Payments of Only $292.33 for the Advanced System.

Y our investment istiny compared to all the money you're probably going to
flush down the toilet on ineffective advertising and marketing that just

doesn't work. So that means...

You realy can't afford not to invest in this system! | hope you'll take
advantage of this easy pay option.

Tojoin, click on the line below ===>
http://www.morepati ents.com/order/form.html

Or, pick up the phone and dial 1-800-896-6979 or 301-656-2424 whileit's
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on your mind.

<<salutation>><<lastname>>, | look forward to having you as a member. I'm
confident you'll be impressed with what it will do for your practice.

Warmly,
Yanik

P.S. If you have any questions about your unique situation, concerns - or
just want to talk to areal person, please feel free to call 1-800-896-6979
or 301-656-2424.

J. Yanik Silver, President

Surefire Marketing, Inc.
http://www.morepatients.com

Proven practice building strategies to attract
more cosmetic patients.

mailto:yanik @surefiremarketing.com

* * %

Message #4
Delivery: Day 35

Subject: <<salutation>><<l|astname>>, Don't Forget
Dear <<salutation>><<|asthame>>,

| just wanted to remind you that the expiration date to get over $1,500.00
in free bonus giftsis only afew days away. That's the date stamped in
red on the green membership application that came with your free report.

If you remember, about a month ago, you asked me to send you afree special
report explaining all the benefits to becoming a'More Cosmetic Cases
member.

I'm alittle surprised | haven't heard from you yet.

You had initially requested this information so | know you're looking for
away to grow your cosmetic practice and I'm not going to give up on you.

Maybe you're till skeptical or worried about spending the money required.
Or possibly confused by all the so-called "experts" out there.

S0 just to 'sweeten the deal’ alittle and help you get off the fence, I'd
like to do something special for you.
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If you sign up in the next 48 hours I'll include a special free "mystery”
gift worth $197.00. | won't tell you what it is, but believe meiit'll be
worth awhole lot more than $197.00 to your practice.

To get your free gift just write the words "mystery gift" in the Comments
Section of the membership application.

And don't forget you can still take advantage of our easy payment plan.
(2 payments for the Basic System and 3 payments for the Advanced System.)

That'sjust 2 easy payments of $348.50 for the Basic System.
Or...
Just 3 Easy Payments of Only $292.33 for the Advanced System.

Tojoin and get over $1,500.00 in free bonuses plus the free mystery gift,
click on the line below ===>
http://www.morepatients.com/order/form.html

(Be sureto type "free mystery gift" in the Comments Section)

Or, pick up the phone and dial 1-800-896-6979 or 301-656-2424 to speak
with areal person. Just tell them you want your free "mystery gift" and
well include it with your shipment.

Consider how tiny your investment is compared to all the money you're
probably going to flush down the toilet on ineffective advertising and
marketing that just doesn't work. Just one new cosmetic patient repays
your entire investment.

Plus, you're protected by the best, most solid, risk-free guarantee
anywhere: One full year! If my system didn't work there's no way | could
offer such a comprehensive guarantee.

Please <<sdlutation>><<lastname>>, don't wait. More cosmetic patients are
just around the corner.

Take care,

Yanik

P.S. If you sign up in the next 48 hours - I'll throw in a special free
"mystery gift" worth $197.00. But don't wait because the cut-off date

for all the free bonusesis amost here.

J. Yanik Silver, President
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Surefire Marketing, Inc.
http://www.morepatients.com

Proven practice building strategies to attract
more cosmetic patients.
mailto:yanik@surefiremarketing.com

Message #5
Delivery: Day 45

Subject: Specia Offer For <<salutation>><<lasthame>>

Dear <<salutation>><<|astname>>,

Frankly I'm alittle puzzled | haven't heard from you.

The expiration date to get over $1,500.00 in free bonuses has come and
gone. Maybe you were meaning to join but it slipped your mind, or perhaps

| haven't answered all your questions and concerns about the program.

I'm not really sure why you'd turn your back on this risk-free opportunity
to grow your cosmetic practice.

I've thought long and hard trying to figure out how to make irresistible
for you to at least give the system atry...

WEell, | thought the best way to prove it worksis by letting you use the
entire system entirely at my risk. So here's what I've come up with...

| am willing to shamelessly **bribe** you into giving the system afair
shot. Here's the deal: If you join in the next 48 hours, I'll do two
things for you:

1. You will get 30 daysto audition the entire "How to Cash In On More
Cosmetic Cases' system without paying me a dime!

2. You'l get free shipping (US orders only - International orders will
only be charged $24.32 - that's half off!).

Plus, you can still take advantage of our easy payment plan if you're
paying by credit card. It'sjust 2 easy payments for the Basic System and
3 easy payments for the Advanced System (starting after the 30 day free trial period).
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You'll still have our full, one-year unconditional money-back guarantee
and you'll also get over $1,500.00 in free bonuses.

Redlly I'm just asking you to say "Maybe".

That means you can preview every one of my proven practice-building
marketing strategies, absolutely risk-free. I'll hold your postdated check
or won't charge your credit card for afull 30 days while you take alook.

Y ou Decide How Much Applying My
Marketing System Will Be Worth To You

And if you don't honestly believeit'll be worth tens of thousands of
dollarsto you over the next year, simply return it within 30 days and

I'll send you back your original uncashed check or tear up your unprocessed
credit card slip. But if you do decide to keep it you'll still have my
one-year, 100% money-back guarantee.

Now isthat fair or what?

Am | crazy to make such ano-lose offer like this?

WEell, my Accountant sure thinks so. But all | know is| really want to

earn your business and show you how powerful my marketing system readly is.
So, with all the risk on meto perform, it'll be ahuge mystery if you

choose not to take me up on thisfinal offer.

To take advantage of my *bribe* offer, just type the words "bribe order”
in the comments box of the order form.

Click below to get started ====>
http://www.morepati ents.com/order/form.html

Or you can call us at 1-800-896-6979 or 301-656-2424 and mention you are
willing to be "bribed" and we'll take it from there.

By the way, please don't mention this special offer to your colleagues.
Since we're eating the shipping cost and not getting paid for 30 days, we
obviously can't afford to do this for everyone.

Remember, this offer is good for only the next 48 hours - so don't miss out.

| look forward to counting you in as one of our successful members.

Best regards,
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Y anik

Yanik Silver

J. Yanik Silver, President

Surefire Marketing, Inc.
http://www.morepatients.com
mailto:yanik @surefiremarketing.com

P.S. I'll hold your check or won't process your credit card for 30 days while you try out
the entire "How to Cash In On More Cosmetic Cases' system - plus you don't even pay
shipping. But only if you accept this *bribe* offer in the next 48 hours!
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Autoresponder Messages for
Training Courses
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Terry Dean

Terry Dean has been running the Web Gold newsletter with well over 30,000 subscribers
for over 2 years, and also owns over a dozen websites.

He has been afull time Internet marketer for just over three years and has helped
thousands of people start their own Internet businesses.

Current web sitesinclude:

http://www.allthesecr ets.com/ic/al130z/index.html

http://www.netbreakthroughs.com/revshare/ccShare.cqgi?cmnd=home&id=surefire

http://www.bizpromo.com

This autoresponder seriesis a sequence of Internet marketing lessons sent to prospects.
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http://www.bizpromo.com/

Message #1
Delivery: Instant

Subject: SNAME Hereis the Free Report Y ou Requested

Thank you for requesting the free course, "115 Internet
Marketing Techniques to Blast Y our Competitors Out of
the Water!"

Let me start out this free course/report by presenting
you with one simple principle: "It's easy to earn an
income online if you know what you are doing."

The problem is that more than 90% of people who are
trying to make a living online have no idea what they
are doing.

Even worseis the fact that 90% of the people selling
or giving away Internet marketing information and
advice don't know what they are doing.

The Bible says that if the blind lead the blind, they
will both fall inthe ditch. Yet, that isthe exact
state we see many Internet marketersin.

They are being taught useless worn out information that
barely worked afew years ago by people who aren't real
sure what is going on.

In the Internet world, information and techniques that
worked 3 years...1 year...or even 6 months ago doesn't
work anymore. Thisisabusinessthat is moving
forward at light speed. If you want to stay ahead, you
absolutely have to have access to the best and most
up-to-date information available anywhere.

That is one of the reasons we have created the Instant
Internet Cashflow System. First, you must have access
to solid grounded Internet marketing information. We
have created 6 books to help provide that to you.

Next Y ou must have "right-now" marketing information.
So, we put together a members-only site where you can
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see exactly what | am doing in my own Internet business.
Y ou get to see my exact ads and you get to see the
exact results | received from where | placed them.

No one else to my knowledge has ever done something
even remotely similiar to this. | am not talking about
things | did years ago. Y ou will see the techniques

| am using for traffic and profits this month...not

last year. Last yearsinformation wouldn't do you any
good.

Only what works today is important...

If you want more information on this new members-only
project and how it will help you achieve the online
business you desire, click on over to:
http://www.allthesecrets.com/ic/al130z/index.html

Now, onto the report...

There are literally thousands of Internet marketing
techniques which you can start using to increase
your profitsimmediately. | am hoping that through
this series of articles you will begin to see just
afew of the techniques available.

| will not be including awhole lot of information
on each of the specific techniques. Part of the goal
in these articles is to expand your mind to the
possibilities and not just teach you step-by-step
instructions for Internet marketing.

If you are interested in putting any of these
techniques into further use in your business, |
suggest you get a hold of our new "Instant Internet
Cashflow System" which is available at:

http://www.allthesecrets.com/ic/al130z/index.html

1. Develop a Unique Web Position in your Business.

What is unique about your product or service? Isit
better than the competition or doesit just do the
exact same things as everyone else's products. The
successful sites online are never me-too sites. They
are sites which have come up with aunique anglein
atargeted niche market.
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2. The Unigue Web Position is more important than
the ad copy.

Good ad copy can not make up for a poor concept. A good
concept and UWP (see technique #1) will work even with
ad copy that isjust OK. Your ads need to highlight

and flow out of whatever it isthat is setting your

business apart from the crowd: prices, service,

quality, etc.

3. Don't just lower pricesif your product isn't selling.

In some cases you may have priced your product too high.
In most cases, it is because you haven't set yourself

apart as a valuable product to the consumer. Add more
bonuses, focus more on UWP, etc. In other words, add
more value to the current package.

4. Look for amarket before you develop a product.

People who start with a product and go looking for
customers are starting down a hard road. Find a market
full of people who are ready to buy something. Most
of the really successful entrepreneurs find a market

of people and then develop a product that those

people are constantly seeking after.

5. Look for a hungry crowd.

The hungrier that your potential market is for your
product the better your success rate will be. Don't
spend your time trying to change people's buying habits.
Create a product or find a product that people are
already desperately searching for.

6. Don't try to create a market.

Find an existing market. If you can't describe to
me in one paragraph who your prospects are, then
you are going to have a horrible time trying to

sell your products online. Tap into a market that
is already looking for your product.

7. Testing isthe Key to all Marketing Success.
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One ad may work 10 times better than another very
similiar ad for the exact same product. You must always
test headlines, offers, guarantees, and traffic

generating methods. The most successful marketers

are not aways the smartest. They are the ones

who have tested the most methods without quitting.

8. The purpose of al of your advertising should be
to produce sales.

A small business cannot afford to spend millions of
dollarstrying to create name brands with their web
site. For example, your banners should be tested

to make sure that every penny you spend in advertising
produces a profit in sales.

9. Even free advertising costs you something.

Every bit of advertising you do costs you something,
either money or time. Make surethat it is producing
for you. Nothing you doisliterally free. It will

cost your business significantly lessin thelong run

to buy a $500.00 program if it helps you to accomplish
your goalsin 1/10 the time.

10. Every aspect of your site and marketing should
be focused on presenting your UWP to your customers.

Everything you do should focus on your Unique Web
Positioning Strategy: signature files, headlines, order
forms, free reports, ads, etc. Y our customers should
always know exactly what makes you different from your
competitors.

11. Integrate everything you do into one primary
strategy.

Y our various activities, free reports, and advertising
should all focus on the same prospects and eventually
bring them to a buying decision. Don't focus on

just getting a million peopleto your site. Tenred

hot prospects ready to buy all of your products and
services are worth more than millions of traffic that
isjust passing through.

12. Plan for multiple streams of income up-front.
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In most cases, 50% - 90% or more of actual profits
in your Internet business can occur or should occur
through backend selling opportunities. If you ignore
supplying more than one product or service, you will
be ignoring the majority of your profits.

13. Make sure that you include high ticket itemsin
your overall strategy.

If you are currently selling low priced items (items
costing less than $100) which are not consumables,
you must come up with higher ticket itemsto sell on
the backend. It iseasier to sell one $1,000 high
quality product than it isto sell 50 $20.00 products.

14. Create your own Internet marketing funnel.

The best strategy involves low ticket items, medium
ticket items, and higher ticker items all in one

funnel. For example, a consultant could create a book
for low ticket sales and a marketing course for amedium
ticket product. Then, the high ticket item can be

their actual consulting service.

15. Pick a market you are passionate about.

Don't just pick a market and product based on money.
Find something that you love to do. If you're excited
about your market, then you are going to find it is
that much easier to stick it through until your

busi ness becomes a success.

16. Be willing to think outside the box.

Be willing to look outside of the Internet to
find ideas and strategies that are helping to
build profitsin other businesses. If atechnique
is successful at building profits off-line, it

may just work online. Testing isthe only

way of finding out.

17. No marketing technique isreally new.

We talk about new technologies, but no marketing
technique isreally new. Someone in some other
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industry has already been using it. So, begin
to keep your eyes open wherever you are shopping
for techniques you can "borrow" for your business.

18. Human nature stays the same.

The same basic marketing principles that were
relied upon 100 years ago are still working
today. For example, customers are still more
interested in themselves than in your business.
People still want the same basic benefits.

19. Look for the easy opportunity.

Don't choose a project that costs $10,000 and
2 years to complete...especially when you are
just starting out. Look for quick one month
projects. It ishard enough starting out, so
make sure you stack everything in your favor.

20. Avoid challenges when choosing a business.

Enough challenges will show up after you start a
project. So, look for a project that you know
you can complete in a short time frame. Most
beginners will never complete a project that
takes over amonth to finish.

Y ou will receive "Part 11" of thisinformation
tomorrow. Y ou need to look over thisinformation
again and again and keep thinking about it until
you receive the next section.

Everything listed above was incredibly simple to
say, but actually putting it to use in your business

is quite another story. Ask yourself right now if you
have really been following the successful business
strategies you just read about.

Keep thinking over that and keep a pen and paper

handy today...Y ou might come up with some new business
ideas and thoughts you've never had before. Y ou

wouldn't want to miss them.

Y our marketing friend,
Terry Dean
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webmaster @al lthesecrets.com
http://www.allthesecrets.com/ic/al130z/index.html

P.S. If you don't want to wait, you could aways jump
in and join the members-only section. This course
isonly atiny drop in the bucket compared to what
we have prepared for you to learn through this web
gte...

http://www.allthesecrets.com/ic/al130z/index.html

Message #2
Delivery: Day 3

Subject: SNAME - Part II Of 115 Internet Marketing Tips
Hello Again

It'stimefor Part I of the "115 Internet Marketing
Techniques to Blast Y our Competitors Out of the Water!"

| hope that you have been thinking about afew of the
ideas you were presented in the first installment.

If you haven't aready done so, you need to check out
our web site at:
http://www.allthesecrets.com/ic/al130z/index.html

Our member's only section contains a monthly red hot
Internet techniques issue, six Internet marketing manuals,
and tons of free bonuses...

The six training manuals are:

1. "How You Can Create a $100,000 Y early Internet
Marketing Strategy”

2. "Search Engines. How Y ou Can AchieveaTop 20
Position for a Constant Stream of Traffic to Y our Site"

3. "Banner Advertising: The Insider's Secrets to
Unlimited Internet Profits”
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4. "Classified Ads: How to Earn Big Profits With
Little Ads'

5. "Remote Control Marketing Manual: How to Sell More
of Your Products and Services Every Month By Remote
Control"

6. "Instant Products: How to Create Y our Own Hot Internet
Productsin 4 Hours or Less For Fun and Profit"

If you put just one of the tips from any of these
manuals into place in your business, it will be worth
more than ten times the price of the entire package.

Go to our site now to see for yourself:
http://www.allthesecrets.com/ic/al130z/index.html

Now, onto the report...

Last time we |eft you with the thought that you
should try to avoid picking too big of challenges...
especialy at first. Today we are going to start you
out on the same theme.

21. Don't try to compete with major corporations.

Don't try to compete with multi-million dollar
corporations on the basis of price. Y ou cannot
start abook business and out price Amazon. If
you want to compete as a small business, you must
choose to market to a niche group of people.

22. Find your niche.

If you want to create a book selling site, then
focus on a specific market such as dogs, pottery,
business, etc. If you run a search engine, focus
on aniche. Don't compete with Y ahoo.

23. Base your plan on reality.

It may be agood ideato offer asite that updates
every single day like the big corporations. They
have hundreds of site designers and thousands of
employees though. If you want a site that updates
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constantly, create it to work with an automated
updating program or with a support system such

as adiscussion group where hundreds of people can
be posting content for you.

24. Try offering seven links or less on your main
page.

One of the primary goals of any businessisto
make sure you don't confuse your customers. By
offering only seven links or less on your main
page, you will limit the likelihood your prospects
will get confused about the purpose of your site.

25. Make sure every page on your site links back
to your main page.

Don't assume your prospects will just hit the
"back" button to go back to your main page. Also
don't assume that they will remember where your
main page is. Have every page on your site link
back to the main page.

26. Include the "new" command when linking outside
of your domain.

You will be able to keep the visitor at your site

by using the new command on links that go outside of

your domain. The way to do thisis by ssmply adding
target="newpage" inside of the html section of your

links. Below is an example.

<A HREF="http://www.bizpromo.com" target="newpage">

27. Cut down on the graphics on your site.

Graphicstake along timeto load. Keep
the graphics to a minimum on most sites
and always try to reduce the colors down
to 256 or even 16 for reduced sizes on all
of graphics.

28. Don't aways jump into new technologies.
Flash sites and Real Video are awesome technologies

you can use on your site, but don't let your
whole marketing plan rely on them. Offer other
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means of obtaining the same information from your
site for those who don't want to wait for the
site to download.

29. Spend the extra money you need to get your
own domain.

Don't force your Internet businessto rely on
afree server. Getting your own domain name
establishes credibility in the minds of many

of your prospects. It isworth the extra

$35 per year for Network Solutions and the
extra $20 or so per month for a hosting service.

30. Look for a hosting service with full support,
CGl access, and secure ordering.

Too many people skimp in this area and find out
they have to move their server later on. Look
for a hosting service that has what you need
when you start instead of just looking for the
cheapest prices.

31. Accept Credit Cards

Y our business must accept credit cardsif you

want to succeed in this next century online.

Around 90% or more of your customers will purchase
by credit card, so you really aren't evenin

business yet if you aren't accepting credit cards.

32. Offer severa options for ordering.

The best way to receive the most ordersin your
businessisto offer a secure order form, phone
orders, fax orders, and postal orders. One of
the keys to success in any businessis to make
ordering as easy as possible.

33. Remember that freebies are the key to sales.

Offer freebies on your site. Offer free information,
free CGI programs, free demos, or free samples

or your products or services. Freebiesarethe
driving force in online marketing so make sure that
everything you do has some freebie involved.
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34. Give something good and valuable away for free.

Don't offer something just to get visitors. Make
surethat it is a good example of the kinds of
materials you can offer. If you are giving away
junk, then people are going to have the same opinion
of any product or service you offer.

35. Make sure not to give everything away for free.

Some people give everything away for free and then
find that neither they nor their prospects have been
done aservice. If you give everything you have away
up-front you will have nothing to sell. If you give
everything away to your prospects, they won't see

the value in what you are offering them and usually
won't even use it.

36. Create a sales funnel on your site.

Always keep your well defined goal in your mind while
you are building your web site. If your goal isto
receive automated sales online, then make sure that

all of your free stuff leads people closer to a buying
decision.

37. Not al web sites are created with salesin mind.

Some companies may just want to collect leads for
their company to follow up on by email, mail, or

by telemarketing. If you sell ahigh ticket item,

you will find it is difficult to make sales directly
online and may want to use your site to collect leads.

38. One of the best thingsto do on any siteis
to collect the email address.

If you get your prospect's email address, you can
follow-up. If you don't get their email address and
you don't get the sale on the prospect's first visit,
then you will have lost the sale forever. Also note
that a good web site only converts .5% - 5% of their
visitors.

39. The next web siteisjust aclick away.
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Part of the reason for your focusin site creation is
that your competitor is only one click away. If you
lose your prospect’s interest for one minute, you
will missout on the sale. Everything you do must
grab their attention and focus on your goal.

40. Give an opportunity for people to present feedback.

Y our web sites should always have a feedback form
so people can send you their questions or their
opinions. Not all of the opinions are always good,

but you will begin to see what reasons people have for
not buying from you. Then, you may make changesiif
certain things keep coming up.

Some of the ideas we have listed above are pretty
basic so consider them arefresher coursein good
marketing techniques. If you don't have the basics
down you will never profit from moving on to the
more advanced techniques.

The key to wealth isn't always knowing everything. As
amatter of fact, you could know every single trick

in the book and still not earn adime online. Itis

the DOING that brings the profits in your business.

Are you doing what you read above?

Y our Marketing Friend,

Terry Dean

webmaster @allthesecrets.com
http://www.allthesecrets.com/ic/al130z/index.html

P.S. In the next section of tips you will be learning
how to write write killer ad copy for the web...So
whatever you do, don't missit!

Message #3
Delivery: Day 5

Subject: SNAME Part 111 of 115 Internet Marketing Tips
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Hello

It'stimefor Part Il of the "115 Internet Marketing
Techniques to Blast Y our Competitors Out of the Water!"

| hope that you have been encouraged and have learned
new marketing strategies throughout the first two
lessonsin this course. Today we are going to be covering
how you can write killer ads that practically

force people to order from your sites.

If you haven't already done so, you heed to check out
our web site at:
http://www.al lthesecrets.com/ic/al130z/index.html

Our member's only section contains a monthly red hot
Internet techniques issue, six Internet marketing manuals,
and tons of free bonuses...

Below are some of the Free Bonuses you receivein this
package:

FREE BONUS #1.. "Press Release 7,000" is alisting of
7,000 media outlets where you can send your press
releases online for free publicity ($49 value).

FREE BONUS #2: "Email Marketing Secrets' isa 150 page
manual which will teach you how to set up your own

ezine and draw thousands of new subscribers every month
(Value $97.00).

FREE BONUS #3: "Killer Ad Bootcamp” is a 150 page
manual teaching a paint-by-numbers approach to writing
advertising that flat out worksincluding a 12 step
worksheet system for winning ads (Value $44.95).

FREE BONUS #4: "Internet Marketing Bootcamp™ isa
manual designed by Bill Myers at the Internet
Marketing Seminar. It teaches how to start your

web site and how to drive millions of visitorsto

it using freebies ($49.00 Value).

FREE BONUS #5: "Insider's Guide to Direct Mail
Profits" was created at the Direct Mail Bootcamp

with Bill Myers, Ted Nicholas, Gary Halbert, and

the other greatsin direct marketing. It details
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how anyone can run their own successful direct
marketing business ($97.00 Value).

FREE BONUS #6: Y ou get FULL accessto over 3 hours
of direct marketing and Internet marketing seminars
offered in Real Audio by Guru's such as Gary Halbert,
Ted Nicholas, Bill Myers, Mark Victor Hansen, and
Robert Allen ($200 Vaue).

FREE BONUS #7: Personalized one-on-one assistance
with any Internet marketing questions you may
have...Do you need help with headlines, banners,
classifieds, etc? All you haveto doisask

Terry Dean ($200 Vaue).

FREE BONUS #8: If You Join Today, You Get A FREE
Web Site and 50% Commissions - The Highest
Available on the Internet ($200 Value).

And these are just the bonuses you get for becoming
an "Instant Internet Cashflow System" member...Click
below to read about the entire package.

Go to our site now to see for yourself:
http://www.allthesecrets.com/ic/al130z/index.html

Now, onto the special report...

The tips and techniques we are covering in today's
lesson deal with making sure you are using killer
sales |etters and advertising methods. Take each one
of these techniques and use it on your site and

sales |etter to see where your materials are adding

up.
41. Every web site you create should have a headline.

Y ou should never create a site where your company
name is right on top unless it represents your strongest
benefit to your prospects. You must use your UWP and
a strong benefit as the headline of your siteif you

want to keep people interested for long.

42. All of your marketing will be seriously hindered
if you don't focus on your sales letter.
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It takes the same amount of work to get prospects
to your page whether 1% of your visitors buy from
you or if 20% of your visitors buy from you. Don't
try every advertising technique in the book if you
haven't established a page that can sell first.

43. Look to earn at least $1.00 or more per visitor.

Push the envelope and seek to earn at that level of
earnings. If you can't reach that mark, you will almost
always be struggling when trying to use paid advertising
techniques. Since the Internet is moving more and more
to paid advertising and away from free ads, you have

to start working on getting your closing rate up.

44. Focus on the lifetime value of a customer.

If your front end makes only 25 cents or |ess per

visitor, you can still earn money if your backend

products and services are making up the rest of the
picture. How much is a customer worth to you throughout
their entire buying lifetime?

45. Don't start an affiliate program if you aren't
achieving the above goals.

Don't start an affiliate program just to get traffic

to your site. One of the reasons for the failure of

90% of affiliate sites out there is the fact that

the owner never worked on and tested the actual sales
process. Sure, as an owner you make money through
affiliates promoting you. What about them though? Why
should they advertise for a program that doesn't work?

46. Y our site must focus on benefits.

Y ou probably have heard this a hundred times, but your
site has to focus 100% on the benefits. Y our prospects
do not care about your company, products, or services.
They only care about what it will do for them. Téell
them what you can do for them.

47. Spend 80% of your time on the headlines.

If you can't get people interested and excited by
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your web site's headline, then you are not going to

keep them at your sitelong. Many of the good copywriters
spend days writing headlines and come up with well over
100 possible headlines for any sales letter they write.

48. Bullets are an awesome weapon for advertising.

People online are moving at the speed of thought. To
grab their attention and create the buying decision, you
want to use alot of quick benefit listings. Y ou could
almost call these mini-headlines. Most of the headlines
you didn't use from technique #47 will become

the bullets of your sales letter.

49. Y our web site must establish credibility.

Credibility isthe missing link in many web sites. Sure,
you established interest and desire in your product,

but why should your prospects trust you. Step oneto
credibility is providing a good clean site and information
that backs up your promises.

50. Testimonials are one of the keys to credibility.

| heard it often said that marketers without testimonials
have skinny children. Make sureto keep on file every
testimonial you get in your business so that you have
these credibility booster enhancers for your letters

and your web site.

51. Offer ano questions asked guarantee.

Nothing beats a no questions asked full money back guarantee
for credibility. Some of your prospects might take

advantage of you in this, but the increased sales you

will have by offering one will always outweigh any
disadvantages of having it.

52. Use bonuses to add more value to your product.

Bonuses are proven to add more sales to your product
or service. Especially use information products as
bonuses as they have a high value, but are low cost

to produce. By theway, if you need free bonusesto
ride along with your product, let me know.
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53. AlwaysuseaP.S.

Go over the offer and the guarantee again in the P.S.

at the bottom of your letter. Every single copywriter

| know has used these and has increased the effectiveness
of their ads through them. Many people read the P.S.
after they check out the headline.

54. Repeat the offer on the Order Form.

Some people save the order form in their favorite places
to come back to. Y ou will want to make sure that it
goes over the offer again to re-enforce the buying
decision for al of your prospects.

55. Offer an immediate upsell after the order.

The best time to make another sell to an existing
customer isright after they have purchased from you
and still have their credit card in their hands. You
may increase your profits by 10% - 30% by offering
another related product on your thank you page.

56. Create a swipe file on your hard drive.

Create a directory on your hard drive for good sales
materialsto go in. Every time you see a good piece,
click "Save As' in your browser and put it in this

place. You can't copy anyone's materias, but it

does give you some good motivation when it comestime
to write your own pieces.

57. Read Everything you can get your hands on about
writing sales |etters.

Good copywriters study and practice. If you want

to make sales from your site, you will do the same.

If you don't plan on studying and aren't willing

to learn a system for copywriting, then hire someone
else to write your ads for you.

58. Create a system for writing your sales |etters.
Create a step-by-step system for writing your own

salesletters. Follow the examples of those who
have gone before you. Observe what system they
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were using when they wrote their letters and do
something similar.

59. Use my own personal worksheets for your |etters.

| have included a downloadable version of the

"Killer Ad Bootcamp" in the "Instant Internet CashFlow
System" site. Init, | give you the 12 worksheets |
developed for my own personal use for writing killer
saleslettersin no timeflat.

60. Don't market an affiliate program that doesn't
aready have a proven system.

Just because someone can sign up thousands of free
affiliates doesn't mean that they can sell products.
Over 80% of affiliates never do anything. Make
sure that you don't become just another statistic
like that.

Go back and read over your web site and your ad
materials. Arethey focusing on the prospect and the
benefits they receive from your site, products, and
services? Or areyou just producing a company
brochuse online?

The end result that everyone is trying to achieve
isto make the sale. Does you site make the sale?

Y our Marketing Friend,

Terry Dean

webmaster @allthesecrets.com
http://www.allthesecrets.com/ic/al130z/index.html

P.S. The next edition of techniqueswill cover

starting your own Opt-In list and how affiliates can

use these unigue Internet marketing strategies to earn
amaximum income no matter what program they are in.

Message #4
Delivery: Day 7

Subject: SNAME Part IV of 115 Internet Marketing Tips
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Hello

It'stimefor Part IV of the"115 Internet Marketing
Techniques to Blast Y our Competitors Out of the Water!"

| hope that you have been thinking about afew of the
ideas you were presented in the early installments.

If you haven't aready done so, you need to check out
our web site at:
http://www.allthesecr ets.com/ic/al130z/index.html

Our member's only section contains a monthly red hot
Internet techniques issue, six Internet marketing manuals,
and tons of free bonuses...

If You Join Today, You Get A FREE Web Site and 50%
Commissions - The Highest Available on the Internet!

| understand that many people don't want to think up or
even deal with their own products or web site, so |
decided to take my "Remote Control" marketing system
one step further.

| am also going to give you a product, aweb site,
banners, endorsement letters, a follow-up system, and
your own dealer program. Plus, | will take care of

all of the processing of orders and send you checks
every month.

As aregistered deaer and affiliate for the Instant
Internet Cashflow System you will be able to represent
the best and most up-to-the-minute Internet training
program on the planet to your prospects and customers.

Everything is taken care of for you and you will
receive a monthly check for 50% of all of the sales
you make with this program. Forget those pitiful

little 5%, 10%, or 20% payouts affiliate programs are
now offering you. You can now get afull 50% from
every sale you make using our turn-key sales materials.

Go to our site now to see for yourself:
http://www.allthesecr ets.com/ic/al130z/index.html
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Now, onto the report...

Last time we left you with the thought that you
should try to avoid picking too big of challenges...
especialy at first. Today we are going to start you
out on the same theme.

61. Even an affiliate should own their own domain.

Even if you are an affiliate and have aweb site
from your program, you still should get your own
server and domain name. The best affiliates amost
always do this. They want people to see them as
abusiness, not just an affiliate.

62. Banners are the least effective means of selling
your affiliate program's products.

Banners have horrible click through ratios in general
and cannot compete with personal endorsements of your
company's products and services. Usetext linksto

your affiliate program instead of banners whenever
possible.

63. Write up a personal testimonial for your affiliate
program.

The most effective affiliates in any program write up
an article or testimonial about the product first.
Then, they go to marketing. Don't just give alink.
Give credibility to the program you are representing.

64. Offer afree bonus for buying from your affiliate
link.

Even an affiliate member can have a Unique Web Position.
Y ou can be the only one who offers a certain special

free bonus to people who buy from you...not any of the
other affiliates. Buying from you can be worth more

than buying from the owner himself.

65. Distributors and network marketers should use
the above technique as well.

Be the only one who offers this extra specia bonus.
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Set yourself apart from the rest of the distributors
by doing this. Then, you are going to find that selling
just became 500% easier than you ever imagined before.

66. Start Y our Own Opt-In Email List.

One of the goals of your business should be to build
your own opt-in email list. If you can get 10,000
people who receive contact on aregular basis from
you, then you never have to want for money again.

67. Do endorsementsto your list.

Once you are running alist, start doing endorsements

of other products and services. The best affiliate
members are those who are giving personal testimonials
and endorsements to their Opt-1n list members.

68. Personalize your email communications whenever
possible.

There are tens of thousands of ezines being published

now and millions of emails being sent out daily,

so you have to find ways for your prospects to distinguish

your emails from the hoard of other marketing communications
they will be receiving.

69. Use an automated follow-up autoresponder.

These autoresponders will do up to 10 personalized
follow-ups to your prospects and customers. Begin to
use them for your marketing documents, free reports,
sales letters, etc. Try to find a proven follow-up
system that you can emulate in your communications.

70. Provide good quality information in your emails.
Don't just create glorified sales letter and send it out
clamingitisafreereport. Learn how to combine

great information in with your sales materials. Internet
marketing needs to be integrated with both free info and
marketing materials.

71. Publish your ezine on a schedule that works for you.

Don't publish weekly or daily just because someone else
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does. You need to find a system that works for you.

If you can only put together a good quality publication
once amonth, then do that. Don't just sling together
articles from anywhere you find them just to fill up
Space.

72. Don't be afraid to make salesto your list.

Y ou have to provide information to give yourself
credibility first, but your newsletter or email
publications will not make any money if you don't
eventually moveto the sale.

73. Use your web site and Opt-In list together.

Learn how to integrate your web site in together with
your email publications. The most successful web
site owners know that you have to combine these
two techniques for maximum effectiveness in your
advertising.

74. Submit your ezine to every directory available.

There are dozens of directories which list ezines.
Although you won't receive thousands of subscribers
through most of them, they do produce a small and
steady flow of new subscribers and leads for your
business.

75. Trade Classified and Sponsor Ads with Other
publishers.

One of the best waysto build your lististo
team up with other publishers. Everyone profits
by all working together. Look for other Opt-In
lists which have a similar number of subscribers
as your publication. Then, trade ads for

each other's newsletter.

76. Use Joint Venturesto build your list.

| tripled the number of new subscribers | was
receiving from my web site daily. What | did

was trade ads on my thank you page for subscribers
with three other ezine publishers. So, when

one person subscribes to any of our ezines, they

Autoresponder Magic



get the opportunity to sign up for the others.
77. Make your ezine interactive.

Take polls and ask questions of your subscribers.
One of my subscribers favorite section is our

search engine section where the subscribers send
in the questions which are answered every week.

78. Always build a personalized database of your
customers.

Don't just use email for your prospects. Keep
track of your customers and contact them by email
aswell. Come back to your current customers and
offer them additional products about every one to
six months depending on your specific business.

79. Use free advertising to test out your system.

| always like to start with free ads to test out

my new marketing systems...especially the offer
itself. The Internet is one of the only mediums
where you can take advantage of free advertising
to test out all of your offersfirst.

80. Prepare a signature file with your UWP.

Y ou should prepare a signature file in whatever
software you are using for your email. Look in
theinstruction manual or help file for specifics
on this. The one key | want to present to you
isthat your SIG file should be 4 - 6 lines

and contain your UWP.

Areyou aprofitable affiliate? If not, then you
probably need to start putting some of the above
suggestions in place in your business.

The biggest problem with affiliate programs is the
fact that it is hard for you to develop a Unique
Selling Position over the thousands of other affiliates
in the same problem.

The key to thisistwo-fold:
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1. Offer extra bonuses when you make your endorsement
of the affilaite program.

2. Develop your own Opt-In email list so that you
can build arelationship with thousands of customers.

Do the two above things and you will notice that your
affialite commissionsin ANY program will start
soaring!

Y our Marketing Friend,

Terry Dean

webmaster @allthesecrets.com

http://www.allthesecr ets.com/ic/al130z/index.html

P.S. The next 20 techniques cover specific advertising
avenues you should start using in your Internet business.
Y ou should start with Free advertising and

then move on to paid advertising after your siteis
proven effective. Now, find out exactly how to do

this and where to advertise for maximum effectiveness.

Message #5
Delivery: Day 9

Subject: SNAME Part V of 115 Internet Marketing Tips
Hello

It'stime for Part V of the "115 Internet Marketing
Techniques to Blast Y our Competitors Out of the Water!"

We have now cometo the fifth installment in this
series. By now, you should have learned dozens of
new strategies and tips for building your web business
and increasing your profits.

If you haven't aready done so, you need to check out
our web site at:
http://www.allthesecr ets.com/ic/al130z/index.html

Our member's only section contains a monthly red hot
Internet techniques issue, six Internet marketing
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manuals, and tons of free bonuses...

You Can't Lose With Our Guilt-Free NO Risk DOUBLE

YOUR MONEY BACK TWO-Part Guarantee and Instant Access
to The Entire Program and Every One of the Bonuses...

ALL For ONLY $97.00!

Guarantee #1: If you are willing to put forth some
effort and use the toolsin our system to build your
own Internet business, | am absolutely positive my
system will work for you. So, | am willing to take
all of therisk.

Put my system to the test. If you aren't completely
thrilled with your results anytime within the first
365 days, I'm going to double your money back.

All | ask isthat you try out my simpleto use
system. Put alittle effort into it. If you aren't

very satisfied with your results, | don't want your
money. Furthermore, I'm going to give you double
your money back!

Guarantee #2: Some people may just be joining this
program to see what's up...so | am going to give
you a double-sided security and guarantee. Even

if you don't like the information contained in the
secret site and have no intention of doing anything
withiit...I will still give you a complete and full
refund of your $97.00.

Just contact me within 30 days and you will receive
this full no-questions asked refund. Nothing has

to be returned since the products are digital and
delivered online. Please note though that you will
not receive the next month's password and will not
be able to access the monthly newsdletter full of
updated training technigues anymore.

Go to our site now to see for yourself:
http://www.allthesecr ets.com/ic/al130z/index.html

Now, onto the report...

Below are 20 traffic generating techniques. You
can drive hundreds or even thousands of people to
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your site daily through putting only afew of these
techniques into place in your business.

81. Participate in Discussion Groups.

| know of people who build their entire Internet
business out of discussion groups, newsgroups,
and mailing lists. | wasliteraly shocked when
| first started participating in these groups

and realized the traffic and sales that were
being produced.

82. Submit Articles to Ezines and Web Sites.

Advertising through ezine classified ads gives
you the most bang for your advertising buck. To
get the most bang for your advertising time, write
short articles and submit them to ezines which
are sent out to your targeted market.

83. Create Y our own Electronic Book

Currently around 1/3 of my web site traffic

is being generated through free e-books which |
have created and distributed around the net.
Traffic is generated from them day in and day
out without any additional time or money. These
e-books can have alasting value in your business.

84. Ask for Link Trades.

If you have produced a content rich site, then

start going out and aggressively seeking for links
from other sites. The quickest technique isto look
up on AltaVista and find everyone who links to your
competition and then ask them for alink to your
site.

85. Submit to major Search Engines by hand.

Around 95% of search engine traffic is generated by
the ten largest search engines. Submit your site to
these engines by using the submission forms which
areon their site. Don't rely on your submission
software to do it for you.
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86. Use software to submit to 1,500 or more others.

There are thousands of little search engines and
Free-For-All Link pages out there. They really aren't
worth the time it takes to visit each one and submit

by hand. So, purchase some software which costs under
$100.00 to do it for you over and over again.

87. Continually redo your submissions to these pages.

Remove the mgjor search engines from your submission
list in your automatic software submission tool. Then,
start submitting your site to the small search engines
and Free-For-All Links pages every few days or every
week. Each submission only builds alittle traffic,

but it does start adding up over time.

88. Put Y our Web Site on al of your current materials.

Make sure you have your web site and UWP on all of
your current business materials such as brochures, ads,
etc. Don't just limit the marketing of your site

to online avenues. The best advertising often takes
place offline.

89. Place your web site address on business cards
and letterhead.

Make sure you list your web site address on these
important business materials...along with your UWP.
Just aweb site address isn't worth much if it

doesn't detail the benefits you present to your
customers.

90. Press Releases are the best free advertising
available.

Free publicity can drive more traffic to your site
overnight than ayear full of other types of free
advertising. Do whatever you can to learn how to
write good press releases and then start submitting
them to magazines, newspapers, TV, and radio stations
by email, fax, and postal mail.

91. Once your system is proven, start using paid
advertising.
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By using free ads first, you will be able to prove
your system works or doesn't work without spending
apenny out of your pocket. Onceitisaproven
winner, then you can start rolling out with paid
advertising to generate regular automatic sales.

92. Ezine ads give the best bang for buck.

| love ezine ads. Y ou can reach one thousand to
one million people this week and only spend
$10.00 - $60.00. Thereisnothing elselikeit.
Write agood classified ad and then start testing
in some of the various ezines out there.

93. Make banner ads look interactive.

Banners are quickly losing their online effectiveness.
A way to pump your clickthroughs back up isto
make your banner ads ook like it isinteractive

by adding in drop down menus, click boxes, and
diders. Thisgivesit a"Windows' feel and it

will produce more click throughs.

94. Html banners beat regular banners.

The best method | ever used to build up my ezine
list was to use an html banner where people
could subscribe to my newsletter while still on
the page of the host. It produced thousands

of new subscribers aweek at avery low cost.

95. Always code and test every ad.

Don't even consider running any ad without having
some type of tracking mechanism built in. Consider
setting up hundreds of mirror sites (sites with the
exact same content) so that you can refer people

to adifferent site with every single ad.

96. Goto.com is one of the best tools going.

Goto.com has a pay per click advertising method

in place. You pay acertain amount such as one
penny and then you pay for everyone who clicks
through to your site under that keyword. By selecting
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hundreds of keywords you can build up thousands
of visitors daily to your pages.

97. Pay per lead for constant results.

Other companies such as Pennyweb are doing similar
techniques as Goto.com. There you turn in a banner
and you pay a certain amount such as fifteen cents
per visitor for al of the traffic they generate

to you.

98. Use the same headline on your site asin your
ads.

Thisway you can keep your prospect in the flow.
Whatever they clicked on is what they are now
reading about. Make sure that you never lead
your prospect into confusion.

99. Try apersonal response on specific ads.

If you have a banner at Infoseek, have the headline
of that page read "Special Bonus for Infoseek
members.” If you are doing a Joint Venturein
anewsletter, mention the name of the newsletter
on top of the page.

100. Offline advertising may yield best results.

Consider using offline forms of advertising in your
business. Many of the businesses that once
advertised heavily online are again moving their
ads back to TV, radio, and magazines. In some
industries, the leads produced through offline
advertising will often buy much quicker than
online leads.

The old statement, "Build it and they will come,” might
have been a good theme for amovie, but it doesn't work
in online marketing. Once you build it, you must

start advertising it. If you just sit down and rest

on your laurels, then you will not make any money
through your online business.

The 20 techniques above are idea generators to get
you started doing something about your online business.
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Advertiseit, and they will come.

Y our Marketing Friend,

Terry Dean

webmaster @allthesecrets.com

http://www.allthesecr ets.com/ic/al130z/index.html

P.S. Thelast set of tips coming up next covers how

to advertise your web business offline AND how you

can start designing your own hot productsin only a

few daystime. You could have your own Unigue product
for online marketing by next week!

Message #6
Delivery: Day 11

Subject: SNAME Final Section of 115 Internet Marketing Tips
Hello

It'stime for Part VI of the "115 Internet Marketing
Techniques to Blast Y our Competitors Out of the Water!"

We have now come to the last installment of this series.
If you have any questions about anything you have read
throughout the course, feel free to email me at
webmaster @al lthesecrets.com

If you haven't already done so, you need to check out
our web site at:
http://www.allthesecr ets.com/ic/al130z/index.html

Our member's only section contains a monthly red hot
Internet techniques issue, six Internet marketing
manuals, and tons of free bonuses...

For ONLY $97.00 you get full access to everything...

1. "How to Create a $100,000 Y early Internet Marketing
Strategy"

2. "Search Engines: How to Achieve a Top 20 Position
For a Constant Stream of Traffic to Your Site"
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3. "Banner Advertising: The Insider's Secrets to
Unlimited Internet Profits"

4. "Classified Ads: How to Earn Big Profits With
Little Ads'

5. "Remote Control Marketing Manual: How to Sell More
of Your Products and Services Every Month By Remote Control"

6. "Instant Products: How to Create Y our Own Hot
Internet Products In 4 Hours or Less for Fun & Profit"

7. The "Instant Internet Cashflow System™ monthly
online newsletter detailing every brand new marketing
technique available...along with our exact test results.

8. The "Press Release 7,000" Media Contact Database

9. "Email Marketing Secrets" downloadable course

10. "Killer Ad Bootcamp" - 12 step system to writing ads
11. "Internet Marketing Bootcamp”

12. "Insider's Guide to Direct Mail Profits"

13. Full Accessto over 3 Hours of the Best Direct
Marketing Seminarsin Real Audio Format

14. Personalized one-on-one Assistance
15. Reseller Program with Incredible 50% commissions

Go to our site now to see for yourself:
http://www.allthesecr ets.com/ic/al130z/index.html

Now, onto the report...
101. Postcard decks give alot of exposure.

Y ou can purchase a postcard to go out in a postcard
deck to 100,000 readers for $1,500 - $2,500. This can
giveyou alot of exposure for avery low cost.

Prepare afree report or other service and then

place your web site address on the card for more
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information.
102. Magazine ads can be used very effectively.

Y ou may want to use magazines ads to draw good
quality buyersto your site aswell. With this
process | would make sure my site is awinner
first though. Thelead time for amagazineis
often 2 to 4 months so that isalong time for
testing something.

103. Create an advertising co-op.

Y ou can form an ad co-op to cut down on your ads
costs. For example, sell off 10 classified

ads on your postcard deck card for $200 each and
then yours will be running for free. | have seen
several companies who did this and have been
running 30 or more postcards per deck. Thisturns
offline ads into free ads!

104. Send articles out to magazine publishers.

Don't just limit your free article submissions to
ezine publishers. Magazine editors are always
looking for good content as well. One magazine
article can establish quite a bit of credibility

in the eyes of your potential audience.

105. Having your own product is the best way to
make money online.

Affiliate programs may make a good way to start
your online business, but having your own product
should be in your future plansif you want real
Internet success. Learn some simple techniques
to creating your own products and you can almost
write your own paychecks after awhile.

106. Once you have an effective system, start an
affiliate program.

Once you have proven your web site and system are
effective, then put an affiliate program in place
onyour site. Don't just be an average affiliate
though. Giveyour affiliates al the tools they
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need such as free reports, articles, banners,
endorsement letters, and more.

107. Use affiliate programs as backends for your
own product.

While your front-end product should be something
you create yourself, affiliate programs make great
backend products. Find products and services
which are similar to yours and offer them as backend
sales after someone has purchased from you.

108. Look all around you for product ideas.

Product ideas are everywhere. When you watch the
TV news, look for product ideas. When you glance at
the local magazine rack, look for product ideas.
Always keep your mind open and looking for potential
products no matter where you are or what you are
doing.

109. Research public domain materials for pieces.

There are thousands of public domain materials that
can be used for good products or bonuses. Asa
matter of fact, the free e-book published on our

site "Scientific Advertising" was found in public
domain and we re-arranged it and created it for

our online business.

110. Do interviews for audio tapes.

A quick product ideaisto find an expert and do an
interview with them. Then, you have aready to use
product. Offer them rights to the tape for their
participation...so you have amost no cost out

of your pocket.

111. Video hasa high valueto it and can be
completed at afairly low cost.

Y ou could purchase a Video editing card and
adigital camcorder and begin creating your

own video information products. Video hasa
high ticket value to it and is going to

become more and more valuable asit is integrated
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into the Internet.
112. You could create a subscription site.

Subscription sites are one of the fastest growing
information businesses online. Y ou can provide
up-to-the-minute information on a subject and
provide information all year round to your customers
and never have to spend a penny on printing or

shipping.

113. Press releases may work wonders for your
product.

Create a product press release, but focus on the headline
and benefits...not just the product. You can also

send out sample copies of your product to publishers
and top mail order companies which may be interested
in writing about it or selling it.

114. Look for quick and easy projects.

Don't go for products which take a year to create.
start your information business out by creating
products which can be finished in amonth. The
audio interview tip above is agood example of a
quick and easy project.

115. Become an Instant Internet Cashflow System
Member for best results.

If you want to learn how to put all 115 of these
tips into better use in your business, then you
have to become a member of the "Instant Internet
Cashflow System.”

What has been presented to you aboveis only the

tip of the iceberg when it comes to online marketing.
By becoming a member of the Instant Internet Cashflow
System, you will have access to in-depth online
training and personal one-on-one assistance in your
business.

Y our Marketing Friend,
Terry Dean
webmaster @al lthesecrets.com
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P.S. If you don't think the system will work for you,

| dare you to put it to the test. Many members have
made the comment that this system is so easy to
understand and use that any "dummy" could do it...
http://www.allthesecr ets.com/ic/al130z/index.html

Message #7
Delivery: Day 18

Subject: SNAME, How are things going?
Hello

It's Terry Dean again. | thought | would email
you to see how you are doing with the techniques you
learned from...

"115 Internet Marketing Techniquesto Blast Y our
Competitors Out of the Water!"

If you have started using these techniques and have
put them to use in your business, then you should have
found out just how much can be created out of one
simplelittleidea.

Have you had a chance to join our "Instant Internet
Cashflow System?"

If not, then make sure you get over to our web site
as soon as possible if you really want to achieve
success in your online business...

<ahref=" http://www.allthesecrets.com/ic/al130z/index.html">
http://www.allthesecrets.com/ic/al130z/index.html </a>

With our exclusive two-part guarantee and no questions
asked money back policy, what have you go to lose?

Y our Marketing Friend,
Terry Dean
webmaster @allthesecrets.com
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P.S. If you don't think the system will work for you,
| dare you to put it to the test. Many members have
made the comment that this system is so easy to
understand and use that anyone could achieve
financial independence...no matter who they are or
where they are from:

http://www.allthesecr ets.com/ic/al130z/index.html
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Ken Evoy

Ken is a Canadian physician who formerly taught and practiced emergency medicine at
McGill University in Montreal, Canada. Ken and his wife designed toys and games.
Before becoming "Web-sessed," they sold 23 of their inventions to large companies
around the world, generating millions of dollarsin royalty revenues along the way.

Ken created his own successful investing strategy in a highly specialized "niche” market
led him to use the Internet to sell the software he developed. He figured that if his"niche-
investing" software product interested him, then most likely there would aso others on
the Web who would want it. So he said, "Let's see if it's actually possible to sell
something on the Web"...

Since the launch in November, 1997, he has proven he could! That first site nets him and
hiswife over $1,000 per day, up to $5,000 some days. Ken has gone on to take this“in
the trenches’ information to create a book called “Make Y our Site Sell” that has been
heralded as the “bible’ for Net selling.

Hisweb sites also include:

Make Your Site Sell
http://breakthrough.sitesall.com/myss/

Make Y our Knowledge Sell
http://breakthrough.sitesall.com/myks/

Make Y our Price Sell
http://breakthrough.sitesell.com/myps/

Make Y our Words Sell
http://breakthrough.sitesall.com/myws/

Site Build It
http://breakthrough.sitesell.com/buildit/

This autoresponder series is a sequence of lessons sent to prospects on how to become a
top-selling affiliate (or reseller).
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Message #1
Delivery: Instant

The Affiliate Masters... an intensive 5-day e-mail
course on becoming a high-earning affiliate champion.
How? By building income through content.

If you have a friend who would benefit from taking this
course, please pass thison. Or tell that person to
receive the 5-day course by sending a blank e-mail to...

<<MAILTOADDRESS>>

| guarantee that you'll refer to this course over and over
again as you build (or rebuild) your affiliate business.
Print each e-mail out, pour yourself a beverage of choice,
bring along a pen to jot down some ideas, and take it all to
your favorite sofa. Learning a serious subject is so much
more successful when you're comfortable.

When you print out this e-mail, keep it in a 3-ring binder.
Here's a super little printing utility that will alow you

to print 2 or 4 pagesto asingle 8.5" x 11" piece of paper.
It saves you paper, space, and money...

http://www.fineprint.com/

<<TODAY>>
Affiliate Masters 101
Building Income Through Content

by Ken Evoy, M .D.
President, SiteSell.com

Kenis president of SiteSell.com. SiteSell's"5 Pillar
Program” is considered by many experts to be the most
innovative, partnership-oriented and productive affiliate
program on the Net...

http://www.sitesel|.com/affiliateprogram.html
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Welcome to the Affiliate Masters Course, a comprehensive,

DO-able 10-DAY program of BUILDING INCOME THROUGH CONTENT.
Y ou will receive the entire Affiliate Masters Course over

the next 5 days (i.e., five installments, one per day).

Y ou will emerge from this 10-DAY program with aradically
stronger information base and skill set. You will be well on
your way towards building a substantial affiliate business.

Each of the 10 DAY S has a specific "Goal-of-the-DAY," a

clear, DO-able, target. Complete thisgoa before moving

ahead to the next DAY. By thetimeyou finish DAY 10's
Goal-of-the-DAY,, you will have a Theme-Based Content Site up
and running and generating traffic and income.

Each DAY also setsan "Ongoing Goal." Why? Because aWeb
siteis never "finished." The Ongoing Goal iswhat you

should be achieving on aregular basis. The Ongoing Goals
provide the pathway for building maximal income through
content over the following weeks and months.

Bottom line?...

Upon completion of the course, an income-generating process
will be clearly established. Call it your 10-DAY PROGRAM TO
BUILDING INCOME THROUGH CONTENT!

The Affiliate Masters Course is a "work-at-your-own-pace”
course. Some of you will be able to devote large blocks of
timetoit. Soyou'll completea"DAY" in one (or even
less) of YOUR days.

Others may only have 15-30 minutes per day to spend on it.
So it could take you aweek or more to complete a"DAY" of
the course.

Either way, it does NOT matter how LONG it takes you to
complete the course. Set aside a certain amount of time per
day to attend this course and to do your homework.

Youll find it was time well, no BEST, spent. :-)
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The Affiliate Masters Course is designed and written for ALL
affiliates. Just beginning to develop a second income
stream? Or are you an established affiliate of severa
programs? Doesn't matter...

EVERY ONE shares the same goal ... to maximize profits. Be
forewarned about the Affiliate Masters, though...

The materia that we will be covering over the next five
installments will be extensive in scope. It will require
effort and commitment on your part, as does anything
important that yields rewards.

Most folks have to train or go to university for yearsto
prepare to earn a substantial income stream. Y our mini-
university course will accomplish thisin 5 installments...

... five SUBSTANTIAL installments.
Don't let me scare you, though...

Itis ALL manageable. Take your timeto digest the
information properly before you start to work on the
prescribed action steps towards your goals. Use the
Goals-of-the-DAY and Ongoing Goals -- make them your
guide-posts, your beacons of light.

Understanding the concepts will boost your confidence level
in applying them. Even as adults, we never lose our need to
know "why" things work the way they do. :-)

It's critical that you finish each DAY of this course before
you begin the next. The DAY S build on each other. You are
following a step-by-step process.

Asl said, though, please don't feel that you have to rush

-- work at your own pace, astime allows. Set your own work
schedule... and stick to it. Take as much time as you need

to complete the 10-DAY program. Set a REALISTIC schedule
that will allow you to do your best.

Do you only have 30 minutes daily to work on the course? No
problem. Your Affiliate Master's"DAY" isdone when it's
done, even if it takes you aweek! Thisisnot arace.

Final piece of advice... Use your printer to make a hard
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copy (your own textbook!). Thereisjust too much
information in the Affiliate Masters Course to learn by
reading off a monitor screen.

Underline the important parts. Add your own notes and
ideas. | promiseyou... you'll get lots and lots of great
inspiration as you go aong.

PLEASE... work with a printed version of this course. If you
are at al serious about following this course to build a
serious income stream, please start right... Print it.

And now, just as for any college course you might take,
here's your syllabus/outline for your Affiliate Masters
Course. Asyou can see, it's the total package for building
income through content...

Affiliate Masters 101
0 BusinessBasics
0 Income and Expenses
o Traffic, Click Throughs, and Conversion Rates
0 PRE-sdling... why
0 PRE-sdlling and your visitor's MINDSET
0 PRE-sdling... how

Affiliate Masters 202

0 Brainstorming concepts for your site

0 Picking the concept with the most profit potential

o Developing HIGH-PROFITABILITY topicsfor your site
o DEMAND, SUPPLY and BREAKOUT tools, and the

MASTER KEYWORD LIST

0 The CUSTOMER END vs. the KEYWORD END
o How to pick the HIGHEST-PROFITABILITY topics
0 Analyzing (and using!) the competition

Affiliate Masters 303

Finding affiliate programs for your concept

How to reduce risk by diversifying

Picking the best, safest programs

Refining your concept to just the right scope...

The "Vauable PRE-selling Proposition”

Creating and Protecting the PERFECT domain name

(@)

O O 00O
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0 Preparing for your own mini-vertical-portal

Affiliate Masters 404

o Building your site... TWO kinds of visitors

o OVERdelivering high-value content to readers
who deliver HIGH-PROFITABILITY to you

o How to PLEASE the Search Engines

0 The WIN-WIN-WIN-WIN

0 "FIND-CLICK-CLICK-CLICK-kaCHING"

0 The Structure of Your Site

o The Content of Y our Site

Affiliate Masters 505

o Traffic-building for Content sites
0 The Free Mgjor Search Engines
0 Pay-Per-Click Search Engines
0 The Magjor Directories
0o Word of Mouth
0 E-zines-- market viayour own opt-in newsletters
0 Other traffic-building techniques
o Traffic Analysis... What's Important
0 Click IN Analysis
o Click Through Analysis
0 Your Road to Success... ACTION STEPS

Ready to begin? Sound the bell. Classisin session. :-)

DAY 1 -- Intro to Affiliate Business Basics

Being aGREAT AFFILIATE is*NOT* about
selling... It's about PRE-SELLING.

Goal-of-the-DAY ... Thisisthe only DAY where

you have nothing to DO except READ the

material. Actually, that's wrong... Y our

Goal-of-the-DAY isto UNDERSTAND, UNDERSTAND
DEEPLY, the concepts outlined here,

culminating with the concept of PRE-selling

to maximize Conversion Rates. It'sthe
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foundation of BUILDING INCOME THROUGH
CONTENT.

Ongoing Goal... Degpen and focus your under-
standing of this material. Re-read it once

per week for the next eight weeks, monthly
after that. Asyou progress through DAY S 2
through 10, it's going to be easy to lose

sight of the "big picture" presented today.

And there's another reason to re-read

regularly -- it will mean more and more to

you as you gain each DAY's new perspective.

With these goalsin mind...

--PART ONE--

The goal of any business, including your affiliate business,
isto maximize PROFITS. "PROFIT" issimply your INCOME
minus your EXPENSES.

As an dffiliate, there are exactly two ways to increase your
INCOME (i.e., the amount of money your business makes)...

1) Refer more visitors to the merchants that you represent.

2) Increase the Conversion Rate (i.e., the percent of

visitors referred to your merchant who deliver the response

FOR WHICH THE MERCHANT PAY S, whether that'sa sale, or a
lead, etc.).

Simple, right? If you refer 100 visitors per day to a

merchant and 1% buy, you get paid for that one purchase. But
if you send 1,000 visitors per day and 3% buy, you get paid
for 30 purchases.

Y es, thirty times more!
SO it's pretty clear how to maximize affiliate INCOME! :-)
Of course, every business has EXPENSES, too. Maximizing

PROFITS does*NOT* imply that you must minimize EXPENSES.
After al, if you spend NO money or time on abusiness...

Autoresponder Magic



... You have no business! You*MUST* get the BEST POSSIBLE
traffic-building and sales-converting results for every

DOLLAR you spend... and for every HOUR you spend on your
business.

Time*IS* money. So don't count your hours as zero cost
simply because it does not cost you "out of pocket." Assign
your time adollar value -- it will put your effiliate
business on a solid, professional "business footing."

Let's examine EXPENSES by asking two questions...

QUESTION #1
>What does it cost to build traffic to your merchants sites?

Traffic-building, no matter how you cut it, will cost you...
in terms of both time and money. Spending DOLLARSIs
optional, but spending TIME is not.

There are many ways, both offline and on, to drive traffic

to your merchants sites. This course will show you * THE*

most highly PROFITABLE, TIME-and-DOLLAR-effective way to
build traffic to your merchants sites...

> Build your own Theme-Based Content Site -- one that is

> |oaded with high info-value Keyword-Focused Content Pages
> which rank well with the Search Engines* AND* "get the

> click throughs' to your merchants' sites.

Let's break that down... for your affiliate Web site to
generate traffic to your merchants, it must do two things
well...

1) Rank well at the Search Engines, so that it pullsin lots
of traffic. So far, though, that traffic is still on *your*
site. Therefore, it's not generating income yet -- your
visitors are just "looking around."” So...

2) Get those visitorsto click through to your merchants.
(Some affiliate program models can actually place merchant
offerings on *your* Web site. Inthis case, your traffic
does not actualy visit your merchant's site. But you till
have to "get the click” to generate income.)
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This 5-day course will show you how to achieve both parts.

It makes sense, of course, that aWeb siteis THE way to go.
After al, this*IS* the Net!

But there are loads of other ways for affiliatesto drive
targeted traffic to their merchants, both offline and on. We
cover them al inthe 5 Pillar Manual. (SiteSell's affiliate
program is called the 5 Pillar Program.) Allan Gardyne of
associ ateprograms.com has said this of the 5P Manual...

> The BEST manual for affiliatesis FREE

Ken Evoy must be bonkers - or the
smartest marketer around. He's just
spent three months writing a 224-page
manual for affiliates, telling you,
step-by-step, how to succeed with
revenue sharing programs.. . .

And now he'sgiving it away. All you
have to do to get the FREE manual for
affiliatesisjoin the 5 Pillar Program,
which just happensto be the BEST
revenue sharing program out there. Yes,
although it's the best Manual on the
market, you can have this one totally
FREE.

Y ou should do it now. It will be the
wisest thing you've done this year.

Yes, the 5P Manual isfreeto al 5 Pillar Affiliates. For
more information...

http://www.sitesell.com/affiliateprogram.html

Please accept it with my compliments. No obligation to
actually promote SiteSell.com products. :-)

OK, that wraps up EXPENSES and traffic-building. Now for
our second question about EXPENSES...
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QUESTION #2
>What does it cost to maximize Conversion Rates?

Good newsl!...

Maximizing your Conversion Rate (CR) is simply a question of
doing thingsright. Thereisno extraDOLLAR or TIME cost
to boosting Conversion Rates at your merchants sites. This
course will show you how to achieve this, too.

Remember, when this course talks about Conversion Rates, we
are talking about the Conversion Rate at the sites of the
merchants that you represent as an affiliate. So we are

talking about *Y OU* maximizing the percent of visitors (who
you refer) who deliver the response FOR WHICH THE VENDOR
PAY S, whether that's asale, or lead, etc.

If you think that it's impossible for you to change the
sales-effectiveness of your merchants sites, you are in for
abig surprise. :-)

$0... your goals, and your *ONLY* godls, are...

1) Maximize traffic to your merchants, spending only DOLLARS
and TIME that maximize PROFITS.

2) Maximize Conversion Rates. Do things right (no expense).

Don't just do one. Do BOTH. Why? Because, as you saw
above, your payment is determined by traffic MULTIPLIED by
the Conversion Rate... NOT "added.” Your PROFITS grow
geometrically when you concentrate on maximizing BOTH
traffic and Conversion Rates.

| have spent quite abit of time reviewing the difference
between 5 Pillar Affiliates who refer high traffic to us AND
who deliver high Conversion Rates (% of visitors who
purchase) and those with low ones.

THE #1 REASON FOR LOW TRAFFIC AND TERRIBLE CONVERSION RATES?
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Banner ads!

The futility of banners was * FIRST* revealed by our 5 Pillar
Program, both in our award-winning 5 Pillar Manual and in
the Five Pillar Affiliate Reports.

Retinal studies have shown that Web surfers actually avoid
banners. Yes, their eyeslook away! Click throughs have
plummeted to under half-of-a-percent. And, for the few who
DO click...

We went on to prove that banners are WORSE than futile, they
are COUNTER-productive. The5 Pillar Affiliates who rely on
banners have an average Conversion Rate of 0.5%. But those
who use "in-context" TEXT links (i.e., text links that are

part of the content of the Web page) average over 3.5%!

How's that for areason *NOT* to use banners.
Why does this happen?

Banners are cheesy and hurt your credibility. Because
visitors simply arrive feeling "pitched" rather than
informed. So they arrive at sitesell.com in aresisting
mindset, rather than with an open, ready-to-buy attitude.

Remember that example where you sent 100 visitors per day to
amerchant and 1% bought? If you rely on flipping up some
banners, it will be more like 10 visitors per day and NO one
buys!

Wereveal alot about 5 Pillar Affiliates and about our
program stats during this course. Butitis*NOT* the 5P
Program that isimportant here -- it's the * LESSONS* to be
derived. Thiscourseisall about making ANY affiliate of
ANY program more successful.

Conclusion?...
> Don't use banners.
Yes, | know "they're so-0-0-0-0 easy." It'sALWAY S easy to

NOT make money. That's how all those get-rich-quick-guys do
so well... the allure of easy money. No such thing.
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> Don't use banners.

If you simply MUST use banners, save them for the products
that you don't really feel GREAT about recommending. That
way, you don't hurt your credibility -- after al, it's

"only advertising.”

Save your "in-context” TEXT links for super companies with
wonderful products that deliver true value to your reader.

Beside the obvious futility of banners, I've spotted ANOTHER
major point. Thisoneis more subtle, but it's IMPORTANT.

EXTREMELY IMPORTANT. After banner advertising, it's the
second most common error. And it's an even BIGGER shame
because this boo-boo involves alot of work... misplaced

work. | mean, if you're going to fail, the best thing would

be not to spend much time at it, right? ;-)

Hereitis... selling instead of PRE-selling.

Some 5 Pillar Affiliates have really made * great efforts* in
creating sites to promote our SiteSell.com products....

... and *are* building some sales and traffic. But when |
see alow Conversion Rate (i.e., CR under 2%), | know that
something is amiss. Great efforts deserve greater results
than 1%.

Yes, | agree, that's better than banners. But remember,

these folks put in alot MORE work than tossing up a couple
of banners. We'll seein amoment that it's * misdirected*
work. (The good newsisthat this course will redirect

those efforts into high-profit areas.)

Time for aphilosophical perspective...

In life, the vast majority of people just keep doing the
"same old thing." It seems easier that way. But it
guarantees the "same old results." So in thelong run, it's
actually much, MUCH harder.

In the movie, "The Renaissance Man," Danny De Vito's
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character makes a profound statement...
"The choices we make dictate the lives we lead.”
To paraphrase...

"Where you are today is the result of all the choices and
actions that you have made in your life."

When he said that, | remember thinking, "Y ou know, he's
right. Except in rare cases of extraordinarily good or bad
luck, everyone basically ends up where they are as aresult
of choices they make and courses of action they take."

People tend to blame alack of successin life on "bad luck"
or "poor timing" or other people. And yes, at times, that
can be accurate. A heck of alot of factors beyond our
control *can* blindside us. In thelong run, however, as
long aswe PERSIST in our efforts, these factors tend to
even out and De Vito's statement remains valid.

Now, here's the good news...

E-commerceissimpler than life. Duetoitsdigita nature,
there are fewer variables... so the outcome is more
controllable. Which means that we can boil De Vito's
statement down to "The #1 E-commerce Redlity."

This Redlity is amost self-evident, yet it's so easy to

forget. Y our success with * ANY THING* you do in the world of
e-commerce flows from it. Internalize it and act upon it...
==>you'll succeed. Yes, it's THAT fundamental.

The #1 E-commerce Reality

"NOTHING happens by accident in the world of
computers, the Net, and customer response.
There is always areason for what happens,

good or bad, and that reason is * Y OU*."

When | see some 5 Pillar ("5P") Affiliates with CRs over 10%
(and afew over 20%!), | figure that those with CRs at 1-2%
or less could be multiplying their sales five-or-more-fold.
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How?

*NOT* by working harder, but by ssmply channelling their
motivation in a better direction...

Let's continue with the case of 5P Affiliates who make
"great efforts’ but so-so-results...

As| reviewed many of these affiliate sites (those that are
getting sales but have CRs under 2%), | realized that almost
half were basically one big sales | etter for SiteSell.com,
SiteSell products, and Ken. Which means that these

affiliates are SELLING (with sales copy) when they should be
PRE-selling (with great, and related, content that is of

value to the reader).

There's really not much point in straight SELLING off your
site -- that's what your merchant's siteisfor. Picture
this...

A vigitor arrives at an affiliate's site that isreally just

one, big sales site. Yes, | know that their words are

sincere -- | owe all 5P Affiliatesabig THANK YOU for the
truly wonderful things they say. But put yourself in these
visitors shoes for amoment. They don't see inspiring,
editorial content -- they see a sales effort.

BUT THEY WERE SEARCHING FOR CONTENT!
"CONTENT!" | SAID! (Sorry for yelling.)

People resist sales efforts, so your click-through actually
goes down. And if they do click, what do they see when they
arrive at sitesell.com? More sales effort. And, in some
cases, many of the words on sitesell.com are similar to the
words that they've just read.

Result? Poor Conversion Rate.

If your site is basically a "bunch of salesletters," you
have not yet built your credibility and likeability with
thisvisitor. Your visitor ends up feeling "pitched." And
then feels double-pitched * IF* she clicks through to your
merchant's site...

That's why the CR actually goes down.
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To make things worse, as she "smells’ a sales effort, she
becomeslesslikely to click! So referred traffic drops,
too.

Women now represent 50% of all surfers. And they control
approximately 80% of all shopping dollars. To reinforce this
in your mind, we'll use the feminine pronoun to talk about
readers/visitors/customers. To keep things simple and even,
welll use the masculine pronoun when referring to affiliates.

OK, let'ssee... Referred traffic down. And Conversion
Rate down. But these are the two ways to increase your
INCOME (that we talked about right at the top today's
lesson). We're going in the wrong direction!

Conclusion?

Don't SELL! Instead, warm your visitor up for your
merchants by PRE-selling them with great content that they
value and respect. They'll click-through with pleasure,
arriving at your merchants' sitesin an open-to-buy mindset.

It's your PRE-sell effort that will boost your traffic-to-
merchants *and* Conversion Rate. Which in turn maximizes
your INCOME.

This brings us to our second philosophical premise and the
end of Part One...

"The #1 Affiliate Reality"...

"Y our CR will literally vary from 1% to 10%
(and at times, as much as 20%!), purely
because of ...

1) *HOW Y OU REACH* your visitor, and
2) *\WHAT YOU SAY* to her, and

3) *HOW Y OU REFER* her to your merchant."
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Y our CR depends upon what *Y OU* do and how *YOU* do it. You
do NOT need Lady Luck, Sir Serendipity or anyone else. There

iIs* ALWAY S* areason for how well you do, and that reason
awaysrelatesto *WHAT* you do and *HOW* you do it.

Once you redlize this, then you * KNOW?* successrealy is
DO-able. Some people DO succeed... big-time. But not
necessarily the first time. Just keep trying until you find
the right approach. To quote Calvin Coolidge...

"Nothing in thisworld can take the
place of persistence.

Talent will not; nothing is more common
than unsuccessful people with talent.

Genius will not; unrewarded geniusis
amost a proverb.

Education will not; theworld isfull of
educated derdlicts.

Persistence and determination alone
are omnipotent.

The slogan "press on" has solved and
always will solve the problems of the
human race."

Of course, the goal of the 5-day Affiliate Masters seriesis
to reduce the amount of trial-and-error-PERSISTENCE that
will be required before you find * Y OUR OWN* successful
formulal :-)

Why is"The #1 Affiliate Reality" true?...

Because *HOW* you reach your customer, and *WHAT* you say
once you reach her, and *HOW?* you refer your visitor to your
merchant DIRECTLY affects your visitor's*MINDSET* when she
arrives at sitesell.com.

A POSITIVE mindset turnsinto a PURCHA SE with amazing
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regularity. A NEGATIVE oneis near-impossible to overcome.

And THAT iswhat "HIGH-CR affiliates’ have known all along.

kkhkhkkkhhkkkhhkkhhhkkhhhkhkhhkhhhkhkhhkhkhhkhkhkkkkk%x*x

"They refer people to their merchants
in an 'OPEN-TO-BUY' frame of mind."

kkhkhkkkhkhkkkhhkkkhhkkhhhkkhhhkhhhkkhkhhkkhkhkkkhkkkkkkx%x

So... write "The #1 Affiliate Reality" onto a yellow Post-It
Note and stick it onto your monitor...

"Your CR will literally vary from 1% to 20%,
purely because of ...

1) *HOW Y OU REACH* your visitor, and
2) *WHAT YOU SAY* to her, and
3) *HOW Y OU REFER* her to your merchant."

Some people e-mail us after reading this course, refusing to
believe that we have affiliates who can generate a
Conversion Rate (CR) of over 20%. Actually, the monthly
record is 26%.

Do they do that *EVERY* month? No.

But we know it's not afluke. Why? Because, although each
affiliate's CR may fluctuate in any given month, a"high-CR"
affiliate does not suddenly become a"low-CR" affiliate.

The good ones score high, and make significant dollars,
every month.
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Back aready? Let'sgo...

--PART TWO--

Y our strategies and actions as an affiliate directly affect
your Conversion Rate. This section deals with how to
PRE-sell effectively. (Later in the course we will cover
traffic-building in more detail.)

Let'slook at examples of how "LOW-CR affiliates” create
NEGATIVE mindsets by making HOW-Y OU-REACH, WHAT-YOU-SAY, or
HOW-Y OU-REFER boo-boos...

> 1) *HOW* to Reach Your Visitor...

Free-For-All Sites (FFAS) are agreat example of *HOW NOT*
to reach people. For the most part, they have become so

seamy and useless, that no matter *WHAT* you say, you're
doomed from the start. | made arequest to all 5 Pillar
Affiliates for FFA success stories some time ago... not a

single success story!

Compare this with how smart and open-minded your visitor
feelswhen * SHE* finds *Y OU* viaa Search Engine!

> 2) *WHAT* to Say to Your Visitor...

Don't write asite purely devoted to "hard-selling” your
merchants products. Imagine a visitor who hits your site

and reads an immediate sales pitch. That person will RESIST
because she does not know you. Then, *IF* (and it's not
likely) she clicks to your merchant, she gets* ANOTHER*
sales pitch on sitesell.com ==> Negative x 2!

In other words...

>NEVER DEVOTE YOUR SITE TO ONE COMPANY'S PRODUCT LINE.
No matter what you do, no matter how sincere you are, this

kind of approach always ends up "smelling” like a sales

pitch. It simply makes no difference that you honestly love
the products -- your visitor will mistake your devotion for
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SELLING.

It's far better to develop a concept that relates to that

company's products * AND* to other products from other
companies that are COMPLEMENTARY. Develop related content
that PRE-sells. Then "get the click” through "in-context"

TEXT links.

> 3) *HOW?* to Refer Your Visitor to Your Merchant...

Banners are the best example of *HOW NOT* to refer your
visitor to your merchant (unlessit's for products that you

are *not* so proud to recommend -- abanner isan ad, so
you're not putting your personal endorsement upon it). In
plain and ssmple language... people feel "pitched" when they
click on abanner. And people who feel "pitched" are
difficult to convert into a sale.

Now for acritical ACTION STEP...

Review your site or whatever other means you are using to
REACH, TALK TO, and REFER visitors to your merchants. Put
yourself in your customer's BRAIN. What will she think, how
will shefeel, at each of the 3 major STEPS above?

If you're doing everything perfectly, congratulations! Y ou
must have ahigh CR. If you don't have ahigh CR, or if you
see some big MINDSET mistakes....

Consider how much higher your CR would beif avisitor found
you in abona fide manner (ex., asaresult of doing a

search on a Search Engine), then became "your friend" (or
your "trusting admirer” if you do atruly awesome job!)
because you provided excellent content, and finally was led

to a context-appropriate RECOMMENDATION (more on
RECOMMENDATION vs. SALES PITCH below).

The BOTTOM LINE? Always consider how these actions affect
your visitor's mindset...

1) *HOW Y OU REACH* your visitor, and
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2) *WHAT YOU SAY* to her, and
3) *HOW Y OU REFER* her to your merchant.

Get inside your visitor's head -- realize how she will fedl
each step of the way. Whatever you do, consider the impact
on your visitor -- if it does not make her *MORE* "open to
buy,” don't do it.

PRE-selling isreally al about selling Y OURSELF to your
customer, every step of theway. You reach the right folks
in aproper fashion, you deliver valuable, appropriate
editorial content, and you RECOMMEND visitors to your
merchant * AFTER* they have come to respect and like you.

Y our CR will soar.

Why does PRE-selling work so well?

Because asalevia ANY Affiliate Programisrealy a
*TWO-STEP PROCESS* -- it requires the delivery of two "Most
Wanted Responses,” yours * AND* your merchant's.

The "Most Wanted Response” ("MWR") is probably the most
important lesson in all of Make Your Site SELL! (MY SS!). The
MWR iswhat you MOST want your visitor to do after reviewing
your content.

Make Your Site SELL! has been proclaimed by most Web
marketing experts as the "single best resource" about

selling on the Net. From product devel opment, to

site-selling, to traffic-building, MY SS! coversit all. At

well under US$20 (no typo!), it'saMUST-BUY that belongsin
every e-commerce library...

http://breakthrough.sitesell.com/myss/

Asan affiliate, what is*YOUR* MWR? No, it's NOT to get
thesale. That'sthe second STEP -- it's your merchant's
MWR. *YOUR* MWRisto...
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> GET THE *CLICK* (the click-through to your merchant)
> WITH THE VISITOR IN AN OPEN-TO-BUY MINDSET.

Let your merchant's site do *its* job and get the sale. |
remember when | used to tell my star baseball pitcher, Joel
Leonoff...

"Joel... you don't have to strike 'em all
out. You've got agreat team behind you.
Let them do their job."

Same goes for your merchants... Let them do their job.

Our "Top 100" 5 Pillar Affiliates all provide useful content
-- they PRE-sell. Then they let the rest of their team (us
here at sitesell.com) get the sale.

It'sa TWO-STEP process that builds to the sale...

STEP 1 -->*YOU* PRE-sdll to get an *OPEN-TO-BUY CLICK* to
your merchant.

STEP 2 --> Y our merchant gets the sale.

So, whatever you do, however you do it, it should always
pull your visitor one step closer to delivering * Y OUR*
MWR...

... Get an *OPEN-TO-BUY* click.

Whoops! | was just about to move on to the next point. Good
thing | heard you asking...

"Ken, if | leaveit up to the merchant's site

to get the sale, | still don't see how | have

any influence on the Conversion Rate. I'd much
rather SELL the visitor on my own site.

First, let's make sure we have our terms straight by using
our first SiteSell.com product, Make Your Site SELL! (MY SS!)
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as an example...

Let's say that you have alarge, high-traffic Site that is

all about Web marketing, and that has lots of high-value
content about marketing and selling on the Net. If you
write aterrific review about "the BIBLE of selling on the
Net," Make Your Site SELL!...

You are *NOT* SELLING, you're PRE-sdlling. After al, your
high quality, content-filled site, has already done a great

deal of PRE-selling your visitor. And your review itself
should be afair reflection of your feelings about MY SS!,
written in such away that you address the major benefits

for those readers who are assessing if they need it.

Do thisright, and your CR will zoom. But if it readslike
a"hard-sell sales pitch," you'll quickly lose credibility
with your audience.

On the other hand...

Let's say that you do NOT have a MEGA-content, ultra-high
traffic site and awidely read e-zine of an Allan Gardyne or
Ralph Wilson. But you DO really love SiteSell.com products
-- that's why you're so proud to represent them. After all,
you'd never just want to "push stuff" on people, products

that you do *NOT* believe represent true value-for-dollar.

"I'm proud to recommend SiteSell.com products’ is the most
frequent comment that we receive from 5 Pillar Affiliates...

http://breakthrough.sitesell.com/myss/

As | mentioned abit earlier, our first product, Make Y our
Site SELL!, is generally accepted by most Web marketing
experts as the single best book about selling on the Net...

http://breakthrough.sitesell.com/myssy/

And every product that we launch offers every bit as much
value... and is automatically included in the 5 Pillar
Program...

Make Y our Knowledge Sell!
Create, publish and sell what you know...
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http://breakthrough.sitesall.com/myks/

Make Y our Price Sell!
Price with confidence...
http://breakthrough.sitesell.com/myps/

Make Y our Words Sell!
Become an e-persuader...
http://breakthrough.sitesell.com/myws

Site Build It!
Building income through content...
http://breakthrough.sitesel|.com/buildit/

Combine a growing product line with lifetime customers, a
powerful 2-tier structure and limited membership (yes, welll
close this program when we have enough high-performing
professionals), and you do indeed have what all the gurus
proclaim as...

"The Best Affiliate Program on the Net"...

http://www.sitesell.com/affiliateprogram.html

Bottom line?...

Do *NOT* represent merchants who simply bribe you with a
high commission to recommend overpriced products...

Short-term gain like thisresultsin long-term pain. Y our
REPUTATION isyour foundation. Build it on ROCK.

Back to our example, where you ssimply love SiteSell.com
products and want to tell everyone about them...

Y ou create a site that really raves about MY SS! and all the
other products. Actually, it usesalot of the principles

of MY SS! to SELL your visitors. *YOU* mean every word of
it, of course. And *Y QU* arereally proud of your site and
*YOU* know that you are doing visitors afavor by telling
them about the SiteSell products.

Whoa! Let's shift the focus from *Y OU* for asecond. :-)
Let'sfocus on your VISITOR's mindset. Up above, | said...

Autoresponder Magic


http://breakthrough.sitesell.com/myks/
http://breakthrough.sitesell.com/myps/
http://breakthrough.sitesell.com/myws
http://breakthrough.sitesell.com/buildit/
http://www.sitesell.com/affiliateprogram.html

Get inside your visitor's head -- realize how
she will feel each step of the way. Whatever
you do, consider the impact on your visitor
-- if it does not make her "open to buy,"
don't doit.

So maybe *Y OU* see an honest site that tries to share the
benefits of MY SS! with your visitor. But your *VISITOR*
does not know you or your motivations. She might very well
see astraight sales effort. With no other true content, it
would be hard "for an outsider” to see it any other way.

It does not matter what YOU see. If your VISITORS basically
perceive a straight sales effort for your merchants, you're
SELLING, not PRE-selling. That means that the TWO-STEP
processisnow SELL-SELL...

Redundancy = Turned OFF customer = LOW CR.

But if you develop great content that |eads to the click,

you become a friend making aRECOMMENDATION rather than a
stranger making a SALES PITCH. And if you create atruly

great site, you'll actually become a trusted EXPERT making

an ENDORSEMENT.

Recommendation = Turned ON customer = HIGH CR.
In other words, don't PUSH your visitor to the click, make
her WANT to click. It makesall the difference if your

visitor feelsthat it's HER ideato deliver *Y OUR* MWR (the
*OPEN-TO-BUY CLICK*).

Geez, | was about to grab acoffee. Fire away!

"But can you give me a CONCRETE example of using content to
PRE-sel|?"

Y ou want "concrete"? OK, concrete you get...

Let's go back to the example just above. Youlove MY SS! and
want to create a Net marketing site.
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Whoa! My first recommendation...

Do *NOT* create another Web marketing site. There are
zillions of them. If | wasto get theideafor MY SS! today,

| would not do it. Too, too crowded. It would be amost
impossible to become so well established today. However...

If you can develop a UNIQUE TWIST to presenting HIGH-VALUE
Web marketing, something that no one else is doing and that

you think offers HIGH-ORIGINAL-VALUE, then go for it. Even
then, as| just implied above, that site should *NOT* be

dedicated to selling SiteSell.com products.

Rather, if you create content about how to write truly
persuasive sales copy on the Net, finish the article with

text links to your Top 3 books about copywriting. According
to the feedback we receive daily, Make Y our Words Sell! is
far ahead in the #1 position -- much the same as Tiger Woods
isfor golf...

http://breakthrough.sitesall.com/myws/

But still include a#2 and a#3 recommendation. First, that
gives extra content value. Second, it adds extra

credibility to the #1 choice (ahem!). And third, it gives
you three possible links for your visitor to click upon.

And, on top of that, include your favorite book about
writing "offline" copy, too. Naturally, it's an affiliate
link to one of the online book stores!.

It'saWIN-WIN-WIN situation where you, your visitors, and
your merchants all WIN.

Now, please think about the following for a moment...

Why would I, a merchant, recommend that you *NOT* create
"yet another Web marketing site,” and especially not one
that is dedicated to selling our SiteSell.com products?

It's because | know you'll waste your time. The 2-STEP
SELL-SELL does not work. Period. Sure, you'll get afew
sales. But you won't make enough money to stay motivated to
build your business. I'd rather give you afar more
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powerful, successful approach and have a smaller piece of
your larger, more successful, attention. :-)

Proof? Our most successful affiliates*ALL* give
SiteSell.com only a piece of their attention. For example,
take alook at the site of affiliate guru Allan Gardyne...

http://www.associ ateprograms.com/

You'll seethat, although Allan makes thousands of dollars
from us every month, he only devotes asmall part of his
siteto SiteSell.com products.

And, by the way, Allan started his site about affiliate
programs very early in the game. Hiswas one of the very
first sites out there to focus on affiliate programs. He'd

be the FIRST to tell you that he would never start asite
NOW with the same focus.

But he *HAS* started a second one...

http://www.PayPerClickSearchEngines.com/

Allan has spotted " pay-per-click™ Search Engines as a trend
that will grow. He'sthefirst to build asite focused upon
this concept. Watch this site grow as the trend does! :-)

Bottom line. If you want to create and build asitethat is
related to Net marketing? Take your time and do your
homework. Find anew concept, or aunique twist, or atrend
that you think will become important, and be the FIRST to do
it. Do*NOT* bea"metoo."

Where do you find a great concept for your site?...
Inside YOU!

Because you do know stuff other people don't... things
people would pay to know. You might have learned it "on the
job™ or through your hobby.

There's a good chance that you don't even realize what you
know. It's often right under your nose. But, asyou'll
see, everyone *1S* an expert about something.
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For now...

Here'sarea CONCRETE, non-Web-marketing, example that
*will* succeed...

It's al about creating a Theme-Based Content Site that is
loaded with Keyword-Focused Content-Rich Pages. Y our
theme?...

You love concrete. Yes, cement! It's been your hobby, your
passion, for years...

Concrete statues. Concrete painting. Decorative concrete.
Concrete in the garden. Repairing concrete. The various
types of concrete. Hand trowels. Thingsto do with cement
blocks. Concrete trade shows. Concrete and swimming pools.
Concrete molds. Cleaning concrete. Ready mixed concrete.
Concrete countertops.

For this example, | had to brainstorm topics for concrete.
But | know nothing about it. | chose it because it was the
first thing to enter my head. But | could develop topics
about concrete forever. More about brainstorming and
developing HIGH-PROFITABILITY topics tomorrow.

Anyway, let's say that you decide to create a THEME-BASED
sitethat is all about concrete. Y our home page explains

how your siteis"THE" site for everything concrete, from
structural to esthetic.

Y ou aso, of course, create HIGH-VALUE content-jammed
Keyword-Focused Content Pages. For example, your page about
concrete statues explains all about how to make striking

statues for the home and garden. Y ou could even expand it

into an entire " Statue Section,” with a page on the history

of concrete statues and another one about how to market and

sell the statues that the visitor makes.

The main point, though, isthat you create truly excellent,
HIGH-VALUE content that delivers what your reader sought at
the engines.

And you also weave RELEVANT, "in-context” TEXT links right
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in the content, as appropriate. Linksto...

0 Books about the topic (ex. concrete statuesiif that's
what the page was about)

0 A garden supplier for concrete molds, trowels, etc.
o Naturally, a concrete supplier!
0 And so forth.

See what's happening? By writing about a niche that you
know and love, the content iseasy. I'll show you how to
ALSO writeit to score well for the engines later in the
course.

By providing great content, you PRE-sell your reader,
increasing your click-through (traffic to your merchants)
and your Conversion Rate (sales).

And by diversifying your affiliate programs among several
RELATED and EXCELLENT merchants, you develop multiple
streams of income from one site.

*THIS* isthe way to go.

I'd love to have just a small piece of your attention on a
sitelike this... perhaps a button link "Powered by
SiteSell.com” or perhaps a page about "How Y ou Built This
Page." If you can figure out away to make it fit on your
site, I'd love to be with you. :-)

OK, we can summarize today's session into aKEY LESSON to
take home. | am giving it thistitle...

The Road to Becoming a Master Affiliate

The more | researched successful 5 Pillar Affiliates, the
more PRE-selling techniques | found. But, no matter * HOW*
they do it, they al accomplish the same thing in the end...
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"They refer people to their merchants
in an 'OPEN-TO-BUY' frame of mind."

kkhkhkkkhkhkkkhhkkkhhkkhhhkhhhkkhhhkkhkhkkhkhkkkkkkkkkx%x

What'sthe KEY? PRE-selling. Not selling. Y ou must, must,
MUST know...

HOW TO PRE-SELL!

Basically, The Affiliate Masters 5-day course delivers THE
single most productive approach to affiliate income. It will
show you how to PRE-sell your way to a CR of 5-10%.

*AND*...
At the same time, maximize traffic to your merchants' sites.
And | guess that brings us to the bottom line for today...

If you're building terrific traffic to your site... *AND* if
your siteis getting agreat click through rate (CTR) to the
merchants that you represent... * AND* if you are converting
a high percentage of them into sales...

Isn't that the roadmap to becoming a high-earning affiliate
champion?

Let's summarize the WHOLE point of PRE-selling with this
guestion...

Which Would *Y OU* Respond To...

A Stranger With a Sales Pitch
or
A Knowledgeable Friend Making a Recommendation?

Before proceeding to DAY 2, please complete your DAY 1
Goal-of-the-DAY/, and take note of your Ongoing Goal...

Goal-of-the-DAY ... Thisisthe only DAY where
you have nothing to DO except READ the
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material. Actually, that's wrong... Y our

Goal-of-the-DAY isto UNDERSTAND, UNDERSTAND
DEEPLY, the concepts outlined here,

culminating with the concept of PRE-selling

to maximize Conversion Rates. It'sthe

foundation of BUILDING INCOME THROUGH
CONTENT.

Ongoing Goal... Deegpen and focus your under-
standing of thismaterial. Re-read it once

per week for the next eight weeks, monthly
after that. Asyou progress through DAY S 2
through 10, it's going to be easy to lose

sight of the "big picture" presented today.

And there's another reason to re-read

regularly -- it will mean more and more to

you as you gain each DAY's new perspective.

Tomorrow, well start the hands-on material... you'll create
and develop your own Site Concept and HIGH-PROFITABILITY
K eyword-Focused topics.

The next installment of the 5-day courseis very
comprehensive. That means big, heavy and important.

Bring coffee. ;-)

-Ken

The Affiliate Masters series is sent only to those people
who have specifically requested it. It iscomposed of five
daily email courses. Want to join the exclusive club of
high-earning affiliate champions? Follow the strategies
outlined in The Masters series. Redly... JUST DO IT!

Allan Gardyne (yes, of associateprograms.com fame) has said
that "if you join only one program, makeit the 5 Pillar
Program" and he has called it "the perfect revenue sharing
program.” Ralph Wilson (wilsonweb.com) says that "Ken Evoy
has taken affiliate programs to the next level." And the

Five Pillar Program was chosen by AffiliatesDirectory.com as
"The Best Program of 1999."
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For more information...

http://www.sitesell.com/affiliateprogram.html

HOW TO UNSUBSCRIBE

Y ou are receiving the Affiliate Masters Course only because
you requested it, or someone used your computer to request
it. If you do NOT wish to receive the rest of this course...

To unsubscribe, send a blank e-mail to...
<<UNSUBSCRIBE_ADDRESS>>

NOTE: Y ou must send it from the same e-mail address that
receives this 5-day course.

Contact info: E-mail us at support@sitesell.com

Written by Ken Evoy, M.D.
President, SiteSell.com
(c) copyright 2000, 2001 SiteSell.com Inc.

"Site Build It!" TM SiteSell.com Inc.

Message #2
Delivery: Day 2

The Affiliate Masters... an intensive 5-day e-nmail
course on becom ng a high-earning affiliate chanpion.
How? By building income through content.

If you have a friend who woul d benefit fromtaking this
course, please pass this on. O tell that person to
recei ve the 5-day course by sending a blank e-mail to...

<<NAl LTOADDRESS>>

| guarantee that you'll refer to this course over and over
again as you build (or rebuild) your affiliate business.
Print each e-mail out, pour yourself a beverage of choice,
bring along a pen to jot down sonme ideas, and take it all to
your favorite sofa. Learning a serious subject is so much
nore successful when you're confortable.
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When you print out this e-mail, keep it in a 3-ring binder.
Here's a super little printing utility that will allow you

to print 2 or 4 pages to a single 8.5" x 11" piece of paper.
It saves you paper, space, and noney. ..

http://ww.fineprint.com

<<TODAY>>
Affiliate Masters 202

Is it Better to PREpare... or REpair?
Easy... Prepare to Wn!

by Ken Evoy, M D.
President, SiteSell.com

Vel conme back.

You are entering a "get-over-the-hunp" zone. Get past the
course material of this installment, and the next, and

you'll succeed. | suspect that the | ess notivated, those not
willing to work to build nore incone, will drop out here.
| sincerely hope that won't be you. :@-)

"By failing to prepare, you are preparing to fail."
Benjamin Franklin (1706-1790)

You have just arrived at the nobst inportant part of your
entire affiliate business. Yes, | know sone of you haven't
started yet. And | know you *REALLY* want to get going! And
yes. ..

Your start *will* be delayed if you prepare everything
BEFORE you begin. But once you have conpl eted preparations,
you'll roar ahead. There'll be nothing to repair or repeat
once you | aunch.

EE R I R R I S R R R I S I S R S O

The few hours or so that you spend here, in preparation,

will determ ne exactly how big your success will be.
khkhkhkhhhhkhkhkhhhhdhhhhhkhhhhdhdhdhkhhkhkhhhdhddkhkhkhhhhdddk khhkddhd d * ****x*%x

Most people fail in any busi ness because they don't plan
adequately. That's three tinmes as true for an Internet

busi ness and five tines as true for what *YOU* are about to
do. Here's why. ..

If you pick the wong concept, if you devel op the wong
topics, if you pick the wong affiliate prograns...

Autoresponder Magic


http://www.fineprint.com/

You'll get the wong results.

This installment of the Affiliate Masters Course focuses on
what you need to do first. It guides you past the barriers
and hazards and sets you on the road that is right for you.
YOUR road to success.

You are enbarking upon a truly rewardi ng journey. Have no
doubts -- this is "wi nnable" e-conmerce. It's totally under
your control.

What you are about to read is likely a radical departure
from what you have been doing. Take your time and read
carefully... receive the key to beconming an Affiliate Master.

K, enough "kung-fu grasshopper" stuff. Back to real-tine
preparati on.

You have already started your journey in the right direction
by conpleting the first preparatory step...

> Understand PRE-selling and its Effect
> on Conversion Rates (DAY 1)

It's the foundation for all future actions.

We' Il tackle two nore prep steps today...
> Brai nstorm Your Site Concept (DAY 2)

Brai nstorm a high-potential idea. Discover the best "site
concepts” *FOR YOU*. Then narrow it down to the one with
the nost potential. Renenber... it takes just as nuch tine
to build a | owpotential business as a high-potential one.
So invest the time NONto maxi m ze your returns LATER

> Devel op H GH PROFI TABI LI TY topics (DAY 3)

Devel op hundreds of possible Keyword-Focused topics for your
concept, then narrow them down to the ones with the nost

profitability. Relax, it's a snap once | introduce you to a
few Net tools. i)
And we'll cover the final preparatory step tonorrow. ..

> Gow, Prune and G oup Best Affiliate Progranms (DAY 4)

Here's where it starts to get fun. Based on the concept and
topics that you devel oped , pick the affiliate prograns that
excite you and that fit your concept.
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Don't rush through the prep DAYS. They are easy -- so it's
tenpting to zoom Don't. Even though they are not
difficult, they do require thoughtful consideration

| hate to be a nag, but please renmenber what | said
yesterday... It's a process. Take as much tine as necessary
to do each DAY properly. There is no stop-watch ticking.

Sone careful planning and fine-tuning will pay you big
di vi dends down the road. .

down *YOUR* road.

Now s the tinme to nod, say "Yes dear," and nove ahead... ;-)
DAY 2 -- Brainstorm Your Site Concept
"Do What You Love...
The Money WI I Fol | ow'
CGoal -of -the-DAY... ldentify the top 3 Site
Concepts that you know and | ove.
Ongoing Goal ... Revisit this only if you want
to build an entirely new and different
Thene- Based Content Site.
Wth these goals in mnd..
Everyone, absolutely *EVERYONE*, has a special interest... a

passi on. Everyone knows sonething that is of value to
ot hers. Sonething that others on the Net seek

Passi on makes work fun and easy. Wat is it that you love to
tal k about? Read about? A hobby? Wat do you do for fun
and ganes? What are your natural talents?

Don't forget to | ook right under your nose..

VWhat special body of know edge have you | earned from your
job? What do you do day after day, wi thout even thinking
about it (ex., child-rearing, taking care of sick parents,
renovati on contractor, custons inspector).

Thi nk about what you do in a typical day, and what you've
learned fromit. Wat sections of a book store or a
nmagazi ne shop do you automatically gravitate toward? Wat
kind of TV shows do you tend to |ike nost? Movies?
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What activities do you enjoy nbst about your current
occupation? |Is it research? Hel ping custoners achieve

t heir goal s? Managi ng ot her people? Teaching or explaining
things to others? Talking/selling on the phone? O ganizing
things? Making a process easier? Discovering or creating
new products or services? Marketing products?

Probl ems are al so a good source for ideas, because probl ens
need sol utions! What bugs you? What's tedious? Wat does
not worKk?. ..

We all encounter obstacles, problens, nasty people in the
course of whatever it is that we do every day. VWhat are
the three biggest problens in your work place? Wat are your
bi ggest pains as a parent, or as a step-parent, or as a
gardener (etc., etc.)?

Now. . .

Repeat all the questions above, except pretend that you are
ina "five years ago" tinme warp. Yes, ask yourself the sane
guesti ons, except place yourself where you were five years
ago. Next, repeat for 10 years ago. To paraphrase an old
sayi ng. .

"You' ve forgotten nore about sone things than other folks
will ever know."

Call friends. Ask your kids. Phone your parents or your
siblings. O anyone else who can jog your nenory. It's so
easy to miss what others see.

Your mi ssion, should you decide to accept it (!), and it is
not as easy as it sounds, is to find a subject that you
really know *and* |ike.

Here are a few exanples of "starting points" to get your
neurons firing..

Adverti sing

Aer ospace

Agricul ture/farmng

Anti ques and col |l ecti bl es
Appar el / cl ot hi ng/ f ashi on
Ar chi tecture/buil di ngs
Arts & Crafts

Auct i ons

Aut onoti ve

Avi ation

Bever ages

Books

Chemi cal s

Chi | dren/ parenti ng

C eani ng
Comuni cati ons/ nedi a
Comput er s
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Construction

Consul ting
Conventi ons/ Trade Shows
Desi gn

Disabilities
Educati on

El ect roni cs

Enpl oynent

Ener gy

Engi neeri ng

Ent ert ai nment
Envi r onnent

Er gonomi cs

Fi nanci al services
Food

Ganbl i ng

Ganes

Gover nnent

Heal t h

Hobbi es

Hone/ garden/ f |l ower s/ pl ant s
Hospitality/entertaining
I nformation

Jewel ry

Law

Manuf act uri ng

M neral s

Musi c

New age

O fice supplies
Publ i shi ng

Real Estate
Religion/Spirituality
Research and Devel opnent
Ret ai | managenent

Sci ence

Security

Sex

Sof t war e

Sports

Tel econmuni cati ons
Toys

Tr ade

Transportation

Travel

Vi deo

Weat her

Take your time on this -- the final concept will, after all
formthe foundation for your affiliate business. So, now
that you have *READ* this far, Review all the above

brai n-stimulators with pen and paper (or keyboard) in hand.

Wite down concepts as they hit you -- make as long a li st
as you can. Don't censor yourself. Just wite down ideas
for Site Concepts as they occur.
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Next, pick the three concepts that you LOVE t he nost *and*
that you think would have sone appeal for others -- this is
your "short list" of Site Concepts. Remenber... if a concept
REALLY turns you on, you won't be working. You'll be
playing. So focus on topics that you LOVE

You are now at a critical LOOP PO NT. Wat do | nean by
that? Well, at this point, there is no way to tell you which
Site Concept to pick. Here's why...

You definitely know which Site Concept excites you the nost,
but you have no idea which one is npst profitable. You do
not have enough infornation yet. So..

Sinply start with the Site Concept that excites you the
nmost. As you accunul ate nore information during DAYS 2, 3,
and 4, grow your concept so that you maximize its profit
potential...

For exanple, let's say that your passion is the Renai ssance
artist, Sandro Botticelli (1445-1510), a highly individua
and graceful artist who fell out of fashion and died in
obscurity (hey, in art, ya gotta be good to die broke!).
It's your passion to give this man his due on the Net.

At first glance, the focus is rather narrow. It m ght be
difficult to devel op enough H GH PROFI TABI LI TY topics to
attract sufficient traffic (DAY 3). And there nmay not be
many affiliate prograns to devel op a good incone stream
(DAY 4).

On the ot her hand..

o that nmay not matter to you -- the passion may be prinmary,
whil e the nmoney is secondary to you.

R ..
0 since you really are an expert, you just nay succeed in

devel opi ng tons of Keyword-Focused topics to be able to
create lots of H GH VALUE Keywor d- Focused Content Pages

about Boticelli . You may end up "owning" this
ni che. And, while conpleting the prep work, you may
di scover. .

0 a superb art gallery that specializes in

Botticelli, but who gets zero Net traffic
0 a stock photo service that features a

conpr ehensi ve selection of Boticelli art
o a Botticelli rmuseumin Florence

The stock photo service has an affiliate program You
set up a private referral arrangenment with the other
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two. You're in e-business heaven!

o you conclude that, while you love Boticelli, there is not
enough income potential for this narrow niche. So you
expand it. How far?

Do you stop at Botticelli?...
http://ww. artchive. conmfartchive/B/botticelli.htm

O do you grow your idea to include all Renaissance artists?...

http://ww. art chi ve. com art chi ve/ R/ renai ssance. ht m

O do you grow your idea to include all artists?...
http://ww. artchive. com artchive/ftp. htnm

O do you grow it into a conmprehensive art portal ?...
http://artchive.conl

O course, you don't have to go "the whole hog" all at once.
You can start with Boticelli and wi den the scope of your
site over tine.

----- S| DEBAR- - - - -

Mar k Harden, the owner of Artchive.com (above), definitely
fits the nodel of someone who started out with a sinple
passion... building an art site in his case. He has

| everaged it into one of the top 5, 000 sites on the Net, and
gener ates outstanding inconme fromit.

A good chunk of that is from banner advertising, too.

Pl aci ng banner ads is outside the scope of this course.

But do recognize this inportant additional inconme stream for
your Thene-Based Content Site.

----- S| DEBAR- - - - -

How bi g shoul d you grow your Site Concept? How rmuch shoul d
you change it?...

Only you can decide. And you'll be able to do that when
you finish...

DAY 3 -- Devel op Hl GH PROFI TABILITY topics
DAY 4 -- Grow, Prune and Group Best Affiliate Prograns

If the financial potential seenms linmted after you have
fini shed the above, you have three options...

OPTION 1) Expand the concept -- make it nore general. But
renmenber... you don't have to START HUGE. Build
it over tinme.

OPTION 2) LOOP back to this point and try the next concept
on your "short list" of Site Concepts.
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OPTION 3) Recognize that you're "in it" nore for the passion
than the noney. Botticelli rules!

It's all up to you. Let those creative juices flow

(A word of caution, though. Before you decide on your final
choice for Site Concept, do DAY 3 first.)

Bef ore proceeding to DAY 3, please conplete your DAY 2
CGoal - of -t he- DAY, and take note of your Ongoing Coal...

CGoal -of -the-DAY... Identify the top 3 Site
Concepts that you know and | ove.

Ongoing Goal ... Revisit this only if you want
to build an entirely new and different
Theme- Based Content Site.

Now t hat you have 3 Site Concepts that excite you, let's
find out where the PROFI TABILITY lies...

DAY 3 -- Devel op H GH PROFI TABI LI TY Topics

"Why do you rob banks?" the officer asked
i nf amous bank-robber WIlly Sutton, nonents
after being arrested...

"I go where the noney is."

Goal - of -t he-DAY... Use the SUPPLY and DEMAND
wi ndow to build a MASTER KEYWORD LI ST, fully

researched, of 5 H GH PROFI TABI LI TY KEYWORDS

for each of the 3 Site Concepts (brainstormed
i n DAY 2).

Ongoing CGoal ... Use the SUPPLY, DEMAND and
especi al | y the BREAKOQUT wi ndow, to grow your
MASTER KEYWORD LI ST ever bigger, ever nore
PROFI TABLE. This yields the raw materi al
for new Keyword- Focused Content Pages.

Wth these goals in mind...

Let's say that you |l ove fashion. You eat, live and sl eep
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it. You read all the fashion magazi nes. You head strai ght
to that part of any bookstore. Your friends beg you to talk
about something else "for a change!"

It's time to BRAINSTORM and PRUNE. Initially, you'll

BRAI NSTORM as nmany rel at ed Keywor d- Focused topics as

possi ble that are related to fashion. Then you'll PRUNE out
t he LOW PRCFI T- POTENTI AL ones.

First thing you do? Power up your very own KEYWORD TOOL
CENTER. There are three "W ndows" of information here...

> Demand
> Supply
> Br eakout

Open your browser and start with...

W ndow #1 ==> THE DEMAND W NDOW

Time to BRAI NSTORM sone Keywor d- Focused topics. Use...

GoTo. conl s Suggestion Tool ...
http://inventory.go2.confinventory/ Search Suggestion.jhtm

>, .. and/or

7Search "Rel ated Keywords" Tool
http://ww. 7search. conl scri pts/advertiser/sanple get. asp

At the tinme of this witing, GoTo.com has announced that
they may nake their Suggestion Tool available *ONLY* to

t hose who have opened accounts to bid on GoTo.com keywords.
To open an account with GoTo...

http: //ww. got 0. conl d/ about / adverti sers/

O you can use the 7Search "Rel ated Keywords" Tool, which
does the same thing, even BETTER in sone ways...

http://ww. 7search. coni scri pts/ advertiser/sanpl e get.asp

BEST | DEA = Use both as a cross-check.

CGot your DEMAND W NDOW ready? GoTo's Suggestion Tool
| oaded? Great!...

Enter "fashion" and hit "Find It!" -- here are the nost
conmon keywords that Web surfers search upon that contain
the word "fashion" at GoTo.com..

----- S| DEBAR- - - - -
In this course, the term "keywords" includes BOTH single
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words *and* multi-word phrases.

VWhen building a keyword list, never limt yourself to single
words. Many nore people search using nultiple-word keywords
conposed of two, or even three, words.

----- S| DEBAR- - - - -

13389 fashion

1701 fashi on nodel

1676 fashi on desi gner
1429 fashi on nagazi ne
1356 fashion design

821 fashi on show

755 fashion institute of technol ogy
711 teen fashion

669 fashion history

563 fashi on bug

462 fashi on phot ography
409 teen fashi on nodel
363 men fashi on

310 history of fashion
309 fashion trend

278 fashi on nodeling

273 fashion tv

269 1920's fashion

264 fashion job

257 men's fashion

252 celebrity fashion
252 fashi on design schoo
244 jndi an fashion

236 1920s fashion

217 fashion illustration
207 fashi on schoo

205 j apanese fashion
<sni pped at 200>

The nunber in the left colum is the nunber of tines that
each keyword was searched in the preceding nmonth at
GoTo.com In a sense, it's an indication of the DEMAND ( by
*YOUR* potential visitors) for each keyword that contains
the word "fashion."

----- S| DEBAR- - - - -

You may have noticed that all words are singular. GoTo.com
does not differentiate between the plural and singul ar
fornms of things. |If you do a query for "fashion nodels" or
"fashi on nodel " at the Suggestion Tool, you get the sane
results. ..

1701 fashi on nodel
That "1701" is a conbination of all the searches that were
done for "fashion nodels" and "fashion nmodel" at GoTo.com

during the previous nonth.

Only one problem.. what if 1700 of those 1701 searches were
for "fashion nmodel s"? There would NOT be nuch point in
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maki ng a wonderful Web page about "fashion nodel"
(singular), would there? After all, no one would be
searching for "fashion nodel,"” if that were the case.

Usual Iy, your instincts will tell you which version is the

nost popular. In other words, you should be able to see
that FAR nore people will search for "fashion nodel s" than
for "fashion nodel." Not sure?...

Check it by using the 7Search "Rel ated Keywords" Tool...

http://ww. 7search. conl scri pts/ advertiser/sanpl e get.asp

fashi on nodels 78
VS.
fashi on nodel 18

Bi ngo! Confirmation of your hunch!
Wiy is this inportant?

Because, as you'll see later on, you'll create Wb pages
with topics that focus upon your H GHEST PROFI TABI LI TY
keywords. And PROFITABILITY is partly determ ned by the
DEMAND for your keywords (i.e., how nmany times people search
for them. So...

You'll create a page about "fashion nodels" in this case,
but not about "fashion nodel."

----- S| DEBAR- - - - -

----- S| DEBAR- - - - -

If you are following along with this exanple by actually
DONGit, you'll find, of course, that the nunbers are
different. But the basic ideas and conclusions renmain valid.
----- S| DEBAR- - - - -

K, what do we have so far? W' ve got a good idea of what
your potential visitors WANT. In other words, we know
what's in DEMAND, and by how nuch, for a variety of keywords
(some of which will become your H GH PROFI TABI LI TY,
Keywor d- Focused topics) that contain the word "fashion."

Now it's time for...

W ndow #2 ==> ==> THE SUPPLY W NDOW

Ready to PRUNE out the LOW PROFI TABILITY topics?

Before we can start PRUNING we need to check out the SUPPLY
of your "fashion-containing" keywords. |n other words, how
many sites already provide content for the keywords that we
found in your DEMAND W NDOW (i.e., Wndow #1 above)?
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In your SUPPLY W NDOW |oad up AltaVista or Google..

http://ww. al tavi sta. cont

http://ww. googl e. com

----- S| DEBAR- - - - -
VWhen you search for your "fashion-containing" keywords...

Surround phrases in quotation marks -- this nakes the engine
| ook for the "fashion design" PHRASE and not "fashion" or
"design" as single WORDS. Depending on each engine, it nay
or may not make a difference -- so it's better to play it
safe and use quotes.

I recommend CGoogle and AltaVista for your SE research
because they are consistently...

1) conprehensive -- contain a |arge chunk of the Wb

2) fresh -- spider sites *AT LEAST* once per nonth

and

3) pretty quick indexers of sites submitted to them

So your research will yield conprehensive and fresh data.
And, of course, they both tell you how nmany sites natched
your search query. That's essential for determning
conpetitive SUPPLY.

At the time of this witing, AltaVista reports like this..
> "14,997 pages found."

And CGoogle reports like this...

> "CGoogle results 1-10 of about 4,940,000 for fashion."
This may change, of course. So, if you don't see the above,
| ook closely to see if they are reporting this data in
another way. |If one of the above two no | onger seens to
report this statistic, use the other

NOTE: Once you start researching with one Search Engi ne,
stick with it all the way through. This keeps the data

consistent. There is no need to use BOTH engi nes, nor
shoul d you.

NOTE: This research has *NOTHI NG to do with which engi nes
you'll submit your site to. It does not mean that you'l
submit your new site to ONLY AV and Google. You'll submt
to all mmjor engines, and you'll track how you're doing at
themall. But when you're researching conpetitors, you only
need to use one engine... either AltaVista or Google.
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----- S| DEBAR:- - - - -

K, let's continue the "fashion" SUPPLY research exanple.
Once we do this, we'll be ready to start PRUNI NG ..

Use AltaVista or Google in your SUPPLY W NDOW (W ndow #2) to
search for each of the "fashion"-containing keywords that
you found in your DEMAND W NDOW Yes, do a search for each
keyword. It *is* a bit tedious, but the research will pay
of f in spades. :-)

First, though, let's create a MASTER KEYWORD LIST. Do this
either in a sinple text file, or via a database or
spreadsheet program

----- S| DEBAR- - - - -
The best choice is a database |like Fil emaker Pro...

http://ww.fil enmaker.com

Next best choice is a spreadsheet.

Both a database and spreadsheet will speed things up and
provide you with extra functionality.

If you don't know anythi ng about databases or spreadsheets,
your fastest way to get up and running is with Filemaker
Pro. It's a friendly, easy-to-learn database program Your
particul ar needs are sinple, so it won't take long for you
to create a MASTER KEYWORD LI ST that can be sorted and
searched, and that can warn you of duplicate keywords.

http://ww.fil enaker. cont

If the idea of a database or spreadsheet scares you, sinply
stick with a text list. It's a bit inefficient so it wll
take you a little longer, but it will do the job just fine.

:-)
What ever you deci de, pl ease, please, please...

*DO* use a MASTER KEYWORD LIST. It will evolve into the
MASTER BLUEPRI NT for your entire site. |If you follow these
instructions, the site will alnmost build itself! :-)

----- S| DEBAR- - - - -

K, here's what to do with your MASTER KEYWORD LI ST. Create
four columms and | abel them KEYWORD, DEMAND, SUPPLY, and
SUPPLY SI TE I NFO. For each "fashion"-containing keyword in
your DEMAND wi ndow. . .

o Enter the keyword itself into the columm |abelled
"KEYWORD' -- copy-and-paste to avoid typos.

o Enter how nmany tines it is searched (info that you
found in the DEMAND WNDOW into the DEMAND col umm.
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o Enter how nmany sites Google or AV finds (in your
SUPPLY WNDOW in your colum | abelled SUPPLY

0 Read the listings for the Top 20 sites that Google
or AltaVista returns for each keyword. Make brief
notes in the fourth colum, SUPPLY SITE INFO -- no
need to visit the sites yet (perhaps just a quick
click to the hone page if you need a bit nore info).
Just get a "flavor" for the kinds of sites that each
KEYWORD search delivers.

|'ve started your MASTER KEYWORD LI ST for you..

KEYWORD DEMAND SUPPLY SUPPLY SI TE | NFO

fashi on 13, 389 1, 951, 256 *See NOTE. .

*NOTE: "Fashion" is too general. Don't bother researching

this word for products/services. The real opportunities lie

in the niches, in topic keywords that have nore specificity.

fashi on nodel 1,701 13,231 i nformati on about
nodel s, agenci es,

sites about a specific
nodel or nationality

fashi on designer 1,676 21, 307 Bar bi e designers (!),
various "nane" designers

fashi on magazi ne 1, 428 8,813 online and offline
fashi on mags, eyeware
magazi ne

fashi on design 1, 356 27,105 School s, col |l eges, and

i nternshi ps; designers
sel ling fashi on designs

*Add as many notes as you like for SUPPLY SITE INFO. |'ve
kept it very brief here, since it is only an exanple.

Finally, make two nore col ums, one | abell ed POSSIBLE
PARTNERS and the other called | DEAS FOR CONTENT. Tine for
sone in-depth, professional, "SUPPLY WNDOW research..

There are two basic ways to review the results that
Al taVista or Google return...

1) AltaVista has a Real Names function that says sonething
like this...

fashi on designer - dick here for a list of Internet
Keywords rel ated to fashi on designer

AltaVista al so has an "editorial"” section. Look for... "See
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editor-selected sites in:E"

This sends you to a human-conpiled directory of listings (as
opposed to their spider-generated search results).

CGoogl e, too, sends you to their version of a directory.
Look for where it says... "Categories:".

You coul d al so use Yahoo! if you like directories. Google
uses Open Directory and AltaVista uses LookSnart to power
their directory results. Yahoo! rounds out the "Big 3
Directories"...

http://ww. yahoo. cont

2) Below the directory results, you get the top search
results fromthe Search Engine itself, ranked in order of

rel evance to the search term (these are the results that you
ski mred for SUPPLY SITE INFO). The rankings here are

determ ned purely by conputer algorithns that analyze

gi ganti c spider-generated dat abases of Wb pages.

Revi ew as nmany of these sites as you like. 1'd suggest at
| east the first 10-20 sites. But you may find nerchants in
need of traffic-help (i.e., you!) deeper down.

As you get into this in-depth research, you'll notice three
types of sites..

oirrelevant -- for whatever reason (off-topic, geographic,
lousy site, etc.), they just don't fit. Skip these.

o nerchant -- in POSS|IBLE PARTNERS, enter what kind of
ner chandi se they sell. |If they have an affiliate program
that fits your concept, enter the URL of the "join page"
for the affiliate program of that merchant. These are

i ndeed "POSSI BLE PARTNERS. " Even better, you're
automatically organi zi ng the POSSI BLE PARTNERS accordi ng
to each keyword -- so you are already pre-planning each

Keywor d- Focused Content Page's "in-context" TEXT |inks!

0 content -- these sites are your direct COWETI TORS. They
nmake noney through banner ads and affiliate prograns, too.
And good news!... They'll speed up your |earning curve by
G VING you a lot of information. Wy? Because they've
al ready DONE A TON OF WORK FOR YOU!' Here's what to do..

0 As you review these content sites, you nay get sone
great ideas for content on your own site. Enter
these ideas into the | DEAS FOR CONTENT col um.

0 Browse the site, drilling down into the content.
Cick on the banner ads and text |inks, follow ng
these links out to their destinations, to see
what kind of nerchants that THEY have chosen as
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affiliate-partners. O perhaps it's a straight
advertising deal -- nake a note of these nerchants
as potential advertisers, too. |If a given merchant
fits your concept and has an affiliate program
enter the kind of nerchandise it sells, and the
"join page" URL, as you did just above.

----- QUICK TIP-----

It can be a tedious pain to look for alink to a merchant's
affiliate program Sone hone pages are quite crowded.
Here's how to find it quickly...

1) See if you can find reference to it with a quick scan of
the top, left and bottom navbars (graphic or text links). If
not. ..

2) Do a quick find on the honme page. Press on the control +f
keys on your keyboard (comand+f if you are using a Mac).
Then enter "affil" (the first fewletters is fine and
reduces chances of a typo) into the box of the w ndow that
pops up. Try also for "assoc" (short for "associate") and
"refer" (short for "referral" or "referrer"” program.

3) Use their search tool or online support chat (if they
have one) or 1-800 line, or send theman e-nmail. |If they
don't have an affiliate program ask if they are interested
in buying pay-per-click advertising (nore on selling
pay-per-click advertising a bit later on in the course).

If you still can't find it after that, forget it. They
probably don't have an affiliate program
----- QUCK TIP----

You will tend to find MERCHANT sites via the Real Nanes
function or in the engine's "directory listings." You'l
tend to find CONTENT sites by reviewi ng the top 20+ search
results.

Continue on for the remaining keywords, until you have
conpleted all six colums for all of your H G+
PROFI TABI LI TY "fashi on"-cont ai ni ng keywor ds.

Expected results?..

o lots of good content ideas for the site

o sone good | eads to nerchants who coul d need pay-per-click
advertising fromyou a bit later

o a few nerchants who have affiliate prograns (but the rea
not herl ode for affiliate prograns will cone in DAY 4!).

| MPORTANT. . .

| can't over-enphasize the inmportance of your MASTER KEYWORD
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LI ST. Your entire site, including its nost profitable
directions, lies in this BLUEPRINT. Please... do this.

If you find creating your own list (with a database or
spreadsheet program to be too daunting, and if a text |ist
is too awkward, consider "Site Build It! Manager" software,
which is included in Site Build It!...

A power ful automator, work-organizer and time-saver, it
nmakes the entire MASTER KEYWORD LI ST child's play. How?

It does the DEMAND, SUPPLY and BREAKOUT wi ndows (we talk
about BREAKQUT bel ow) for you automatically, turning hours
of work into minutes, as it BU LDS and RESEARCHES an entire
MASTER KEYWORD LI ST for you. It even calculates the
PROFI TABI LI TY of every keyword automatically. Its FIND and
SORT functions turn it into a powerful, high-yield tool

For nmore information about Site Build It!, which includes
the Site Build It! Manager tool..

http://breakthrough.sitesell.com/buildit/

----- LONG S| DEBAR- - - - -

Want to accumul ate nore infornmation about the intensity of
the conpetition (i.e., the SUPPLY of keywords) for top
ranki ngs for your keywords? Use GoTo.com ..

http://ww. got o. coml

GoTo. com i s anot her good indicator of conpetitive SUPPLY. It
is a pay-per-click Search Engine, so the companies you find

are serious conpani es who do sone research and are willing
to pay for listings. They also tend to be a bit nore
mar ket i ng-savvy. So you'll get useful info here.

There are a | ot of other pay-per-clicks, of course. But
since GoTo.com has been around the |ongest, bid prices have
had nore tine to rise closer to "true market value."

Try this now. ..

Search for "fashion nodel" at GoTo.com At the tinme of
this witing, the winning bid to have the top spot on this
search results page is $0.15 (where it says "Cost to
advertiser" at the end of the description for each site --
if you don't see a price, then the "regul ar" Search Engine
al gorithnms have sinply returned that site for free -- you
can have that spot by bidding a penny!).

On the other hand, "fashion designer"” costs $0.25 to be #1
in the search results. This nmakes sense, since our

Al taVi sta research above showed that there were nany nore
sites about "fashion designer" than "fashi on nodel" (i.e.
greater conpetition).
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Want anot her sign of competitive SUPPLY? Note how many
sites bid for each keyword. For exanple, 15 sites bid at
| east one penny for "fashion nodel." And 16 sites bid for
"fashi on designer." Pretty close, in this case. Expect
sone big price gaps in the bidding for fashion designer,"
whi ch has a much hi gher #1 bid.

Now remenber, conpani es who PAY for keywords are SERI QUS
about their businesses. They are either nerchants or
content sites determined to build traffic. Visit the Top 10
sites (do 20 if you're feeling anbitious!).

If it's a "MERCHANT site,"” it's nore likely to have an
affiliate programthan usual, since it's already savvy
enough to "pay per click." If it *does* have an affiliate
programthat fits your Site Concept, enter what kind of
mer chandi se they sell and enter the URL of the "join page"
i nto PCSSI BLE PARTNERS for that keyword (as expl ai ned
above).

If it's a "content site,"” reviewits content and follow the

"l'inks out" in the same way as outlined above -- add to your
PCSSI BLE PARTNERS and | DEAS FOR CONTENT col unmms. Sone of the
content sites will be SERIQUS affiliate sites, so pay

careful attention to what they are doing.

Repeat the process for all of your H G4 PROFI TABI LI TY
"fashi on"-cont ai ni ng keywor ds.

Wil e you're doing GoTo research, create a second |ist.
Let's call it your GoTo.com Bl D- FOR- KEYWORD LI ST.

Let's label the first columm "KEYWORD' again. Now add 23
nore colums to the right of KEYWORD (yes 23, but don't
worry -- Site Build It! Manager has already done all this
for you). Here's what to do for each of your

HI GH PROFI TABI LI TY keywords. ..

Label the first two colums to the right of the KEYWORD
colum "Price | Should Bid" and "Buys #" -- |eave themenpty
for now. ..

In the next colum, enter the nunber of sites that have bid
AT LEAST A PENNY for each keyword (ex. let's say that you do
a search for "fashion nodel" and you find that 15 sites bid
at | east one penny for "fashion nmodel" -- enter "15").

Now, in the next 20 columms, enter the price for the "Top
20" search results spots (searchers are unlikely to scan any
result past #20 -- so bidding for a spot beyond #20 is a
waste of tine). |In our example, since only 15 sites have
bid for "fashion nodel," you enter these bid prices in the
first 15 colums -- |leave the last 5 bl ank

Now, back to those first two colums to the right of your
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KEYWORD. Enter the best price you should bid in "Price
Should Bid". And in the next columm ("Buys #"), enter what
spot in the search results that bid will yield (Site Build
It! Manager calculates this spot automatically).

If this seens like a lot of work, it's really not. And with
Site Build It! Manager, it's quick and easy! Here's why. ..

Site Build It! Manager features powerful pay-per-click
functionality. The Site Build It! Manager contains a

Bl D- FOR- KEYWORD LI ST for every significant pay-per-click
engine to make your job as fast and profitable as possible.

It automatically researches all the bids at all the engines,
showi ng you where your best bid should be. And it autonates
mass- subm ssions to the major pay-per-clicks, too. Now it
only takes mnutes to do what previously took days. (W'l
cover nmore info on bidding for keywords at the pay-per-click
Search Engi nes on DAY 9 of the course.)

For nmore information about Site Build It!, including the
Site Build It! Manager tool..

http://breakthrough.sitesell.com/buildit/

----- S| DEBAR: - - - -

As we'll see on the last day of this course, the
pay-per-clicks can be an extrenely effective way to build
traffic -- we'll cover sonme sinple strategies for bidding
that will enable you to get the nost "bang for your buck (or
pennies!). You can delay this step until then, if you
prefer -- just thought I'd mention it if you decide to use
GoTo for further SUPPLY research.

One special note... If your search on a keyword returns
sites that seeminappropriate (in AltaVista or Google or
GoTo.con), it's likely that your keyword does not reach the
peopl e you t hought.

For exanple, let's say that you want to wite a page about
how to price products -- this page is nmeant to show
e-comrerce merchants how to price new products. You decide
that "price" is a good keyword...

Do a search with the GoTo.com Suggestion Tool for the word
*price*. The results are interesting..

Seens like a | ot of people search for car prices and airline
ticket prices on the Net. Remenber, though, *YOUR* target
market is *NOT* | ooking for a great car deal or a cut rate
price on trip to Europe... they are trying to figure out how
to *set* a price on their products.
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Doubl e- check this hunch by doing a search for "price"
right on the GoTo.com engi ne. .

http://ww. GoTo. com

At the tinme of this witing, it costs 62 cents for the
nunber one position. And note that the top listings are al
ai mred at hel ping consuners find the [ owest prices for
commodi ty-type products. In other words... people searching
for the keyword *price* are not business fol ks | ooking for
"pricing" info. They are consuners | ooking for deals.

Save yourself time and noney... "price" is not a good word
to focus on. Nor is any word that turns up irrel evant
results on the GoTo.com Suggestion Tool and search engi ne.

Now repeat this procedure for the keyword "pricing"..

BINGO This is the RIGHT word. :-)
----- END OF LONG S| DEBAR- - - - -

K, where were we? Ch yes..

GoTo. conl's Suggestion Tool and/or 7Search's "Rel ated
Keywor ds" tools in your DEMAND W NDOW gener at ed many
"fashi on-cont ai ni ng" keywords, along with the DEMAND f or
each keyword.

And your SUPPLY W NDOW s AltaVista-or-Googl e-and/ or-GoTo
reveal ed the nunber of sites (i.e., the SUPPLY of sites)
that provide information about each keyword, as well as a
ot of leads to possible merchant-partners and even sone
i deas for content.

Now it's tinme to pick the keywords with the best
PROFI TABI LI TY. These will be the keywords with hi gh DEMAND
(i.e., tons of searches according to the GoTo.com Suggesti on
Tool) and |l ow SUPPLY (not too many sites found at AltaVista
or CGoogle)...

Eli M nate any words that appear too conpetitive (i.e.
SUPPLY is too high in Wndow #2 or bidding conpetition at
GoTo.comis too intense), especially if they are not
searched upon very often (i.e., DEMAND is |low in Wndow #1).
And ESPECI ALLY if there does not seemto be many POSSI BLE
PARTNERS for it!

For exanple, notice that "fashion school" was only searched
for 207 tinmes in the previous nonth at GoTo. Let's say that
your AltaVista search returned 10,000 sites. Not a good
conbination. In fact, though, it returns only 996 natches
-- so even though it's not requested so often, you should
consider including it in your site since the conpetition is
so light (i.e., DEMAND: SUPPLY ratio is pretty good).

Your best words would have H GH DEMAND (i.e., high GoTo
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nunbers) and LOW SUPPLY (i.e., LOW SUPPLY of conpeting sites
turn up in your AltaVista or Google search, or the bidding
conpetition at GoTo.comis |ow).

This is a rough protocol, so don't becone a slave to it.
Fol | ow these two general guidelines...

1) Only elimnate the WORST conbi nati ons of H GH SUPPLY and
LOW DEMAND and | ow nunmber of POSSI BLE PARTNERS.

2) Wien you're ready to wite your site, start with the
keywords that have the BEST conbi nati on of H GH DEMAND and
LOW SUPPLY (especially the ones that you really enjoy and
know! ) and a good nunber of POSSI BLE PARTNERS.

3) As you start to see patterns for the kind of sites that
appear in your SUPPLY SITES and POSSI BLE PARTNERS and | DEAS
FOR CONTENT notes, you'll refine your Site Concept.
Utimately, you'll create Keyword-Focused Content Pages
that...

o fit with your final Site Concept
AND. . .

o have a good SUPPLY/ DEMAND ratio
AND. . .

o have a good nunber of POTENTI AL PARTNERS
AND. . .

o that you enjoy witing about.
————— S| DEBAR- - - - -
Site Build It! Manager AUTOVATI CALLY runs a conplicated
mat hemati cal formula that cal cul ates the PROFI TABILITY of
each keyword. It al so enables you to sort your KEYWORDS
according to PROFI TABI LI TY, quickly allow ng you to focus on
t he nost PROFI TABLE words inmediately.
Actually, it does nmuch, nuch nore than that. It uses all
the techniques outlined in this DAY 3 to BU LD and RESEARCH
your entire MASTER KEYWORD LI ST. Days becone minutes. :-)

For nore information about Site Build It!, which includes
the Site Build It! Mnager tool...

http://breakthrough.sitesell.com/buildit/
----- S| DEBAR- - - - -

W ndow #3 ==> BREAKOUT W NDOW
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By now, you very likely have enough keywords to keep you
busy for a while. |If so, give this a quick read and nove on
to the next section. But..

If you need nore HI GH PROFI TABI LI TY keyword topics, or if
you just want to be thorough, work through this third and
final WNDOW It just might affect the final concept that
you refine and the donmain name that you sel ect.

It's easy to get "concept-keyword-bound," i.e. tied to your
basi ¢ Concept Keyword... "fashion" in our ongoi ng exanple.
But the noney (i.e., *your* inconme) is in diversity... in

devel oping a wide variety of different keywords, and then
bui | di ng Keywor d- Focused Content Pages (KFCPs) that deliver
H GH VALUE i nformati on. Those pages attract *targeted*
custonmers, who then click through to your nerchants.

In other words, we started with a basic "Concept Keyword"
like "fashion." Al the BRAINSTORM NG and PRUNI NG revol ved
around that word.

Let's BREAKQUT a bit. Wat we need is a good sharp knock on
the sides of our heads, so that we can cone up with keywords
that are related to "fashion" but don't contain the word
"fashion."

To devel op rel ated keywords for *YOUR* special Concept
Keyword ("fashion" in this case), use the JinTools' Keyword
Research Tools at..

http://ww. jintools.comkeywords. ht m

See where it says "Research Keywords"? | reconmend that you
sel ect Google (a Search Engine) and/or LookSmart (a
directory) for your keyword research..

http://ww. jintools.com keywords/i ndexgoo. ht n

http://ww.jintools.com keywords/i ndexl ooksmart. ht m

This Research Tool is great for finding words related to
your Concept Keyword... "fashion" in our example.

VWil e the GoTo Suggestion Tool gives you all the search

terms with "fashion" in it when you enter "fashion," the
Ji mTrool " BREAKOQOUT-brai nstorms" related words that do not
necessarily have "fashion" in them

You can then use those new keywords to BRAI NSTORM and
PRUNE sone nore keywords in your DEMAND and SUPPLY W NDOWS
So this tool is a good source for nore H GH PROFI TABI LI TY
topics for pages on your fashion-oriented site.
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One special note about our BREAKOUT Brainstormer. Don't
reject words outright -- if you ask yourself, "How does this
fit inwith my target market?", you might be surprised! It's
an anmazi ng i dea sparker

Ready? Let's twirl the knobs and give Jinmls tool a whirl
(hmmm that didn't sound quite right!)...

Enter "fashion" into one or nore of the JiniTools' Keyword
Research Tools. Wien | didit, it returned the follow ng
words related to fashion (I've deleted the irrel evant
ones)...

di scount fashions
fashion outlets

fashi on show coor di nat or
fashi on show producer
fashi on show producti on
hai r and make-up artists
i ce skate fashion

i nternational nodel scout
nodel booki ngs

runway nodel s

show producer

skat e fashion

skat e wear

skating fashions

vel vet el egance

wi nter styles

worren' s cl ot hi ng

L I T S T S R S R

Use these words in two ways..

1) Use the ones THAT FIT your Site Concept "as is" to create
nore Keyword- Focused Content Pages, (ex., a Wb page about
"winter styles" or "wonen's clothing"). Add these to your
MASTER KEYWORD LI ST and conpl ete the DEMAND, SUPPLY, SUPPLY
SITES, POCSSI BLE PARTNERS, and | DEAS for CONTENT col ums for
each one.

O a BIGEER idea..

2) Extract "General Keywords," like "discount" and "outlets"
and "cl othing" and "styles." Feed t hese fashion-rel ated
"concept-level" words back into your DEMAND (#1) and SUPPLY
(#2) W NDOAS t o BRAI NSTORM and PRUNE a whol e new series of
HI G+ PROFI TABI LI TY keywords.

Add these to your MASTER KEYWORD LI ST, too. (Or start a new
MASTER KEYWORD LI ST for any "concept-level" keyword that is
di fferent- AND-strong enough to stand as a separate site.)

For exanple, "outlet" generates..
3851 factory outlet stores

972 outl et mal
708 outl et stores
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640 factory outl et

So "factory outlet stores" would be an excellent topic to
include (especially since it includes "outlet stores" and
"factory outlet™ WTHIN it for a total of 5,199 requests!).

You can keep right on BREAKI NG QUT in W ndow #3, then

BRAI NSTORM NG i n W ndow #1 (DEMAND) and PRUNI NG after doing
research in Wndow #2 (SUPPLY). You will really come up
with original, non-obvious keywords *AND* affiliate prograns
that are right for your *target* market and that are part of
maj or new directions related to fashion, but that don't
contain the word "fashion."

You may even discover a concept that is so strong that you
decide to adjust your first concept, or even replace it with
this new one!

----- LONG SI DEBAR- - - - -
Here's anot her way to BREAKOUT. .

Use this really interesting Search Engine..

http://ww.ixquick.conl

On Ixquick, a site gets one star for every nmmjor Search
Engi ne (ex., AltaVista, HotBot, Excite, etc.) that scores it
intheir Top 10 (i.e., on Page #1 of search results). So
it's a fast way to check ALL the major engines at the same
time.

Any site on the first page of |xquick search results, with
three stars or nore, is doing great. These sites know what
they're doing and are *not* there by accident. Two stars is
good. One star could just be a fluke.

Ready? Search for "fashion" at |xquick

At the time of this witing, Fashion.net scored tops with
five stars. Cick to their site. Then go to the nenu of
your browser...

VI EW > SOURCE

This shows the HTM. source code for this page. Look for the
"META keywords tag" within this page's HTM..

<META name="keywor ds" content ="Fashi on, fashi on, npdels,
chat, news, shopping, haute couture, ready to wear, pret a
porter, style, runway, catwalk, shows, beauty, RTW PAP
fashi on designers, designers, fashion design, clothing,
Paris, Mlan, New York, London, Tokyo, supernodels, super
nodel , nodel i ng, designers, Caudia Schiffer, Helena
Christensen, C ndy Crawford, Al exander MQueen, John
Gl l'i ano, G venchy, Dior, Karl Lagerfeld, DKNY, Martine
Sitbon, Qucci, Chanel, Chloe, Christian Dior, Yohji
Yamanot o, Hel mut Lang, Jean Paul Gaultier, Paul Smth
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Di esel, Gap, Guess, Levi's, Calvin Kl ein, CK one, Donna
Karan, Gorgio Armani, G anni Versace, Yves Saint Laurent,
Dol ce & Gabbana, Prada, M ssoni, Jil Sander, Martin
Margi el a, Thierry Migler, Mntana, Versus, MAC, cosnetics,
advi ce, fragrances, nakeup, nake up, sexy, |uxury, design

| ook, casual, accessories, street style, health,
phot ogr aphy, nmgazi nes, photographers, trend, trendy, chic,
textiles, fabric, threads, industry, node, note, nopda,
sportswear, jeans, body">

Yes, this site nakes a common m stake of listing tons of
di fferent keywords. But that's OK .. they've done a | ot of
brai nstormng for you! :-)

Then repeat the process for the next site on the first page
of Ixquick search results. Add the next set of META
keywords to your existing list. Repeat until you're getting
nostly duplicate words -- that's the sign that you' ve
exhaust ed t his BREAKQUT techni que.

Once you're done, you can use these words in the sane two
ways as outlined above for Jiniools..

1) Use them "as is" to create nore Keyword-Focused Content
Pages. Add these words to your MASTER KEYWORD LI ST.

2) Extract "General Keywords" and feed them back into your
DEMAND and SUPPLY W NDOAS t o BRAI NSTORM and PRUNE a whol e
new series of H GH PROFI TABI LI TY keywords. Add these words
to your MASTER KEYWORD LI ST, too

Anot her great use for |xquick..

As | said, sites with two stars or nore know what they are
doing (the nore stars, the better they are). They are either
merchants or content sites determined to build traffic.
Visit the Top 10 sites that ALSO have AT LEAST two stars.

If it's a "merchant site," and if it has an affiliate
programthat fits your Site Concept, enter what kind of

nmer chandi se they sell and enter the URL of the "join page"

i nto POSSI BLE PARTNERS for that keyword (as expl ai ned
above). If it's a "content site," reviewits content and
follow the "links out" in the sane way as outlined above --
add to your PGCSSI BLE PARTNERS and | DEAS FOR CONTENT col umms.

Repeat the process for all of your H G4 PROFI TABI LI TY

"fashi on"-cont ai ni ng keywor ds.
----- LONG SI DEBAR- - - - -

XK, let's get out of the three windows for a nmoment. They
have focused on the "KEYWORD END' of brainstormng..

KEYWORD END. .. ... ... e CUSTOVER END
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(BRAINSTORM & PRUNE) -> KFCPs <- (BRAI NSTORM & PRUNE)
Now let's | ook at the CUSTOMER END. Get into your visitor's
shoes. Answer these questions..

Q - W are they?

Q- Wat are they trying to do?

Q - What other stuff do they |look for?

For this discussion, we'll use our pricing exanple that
we explored briefly above. Wy not "fashion"?

Because | know not hi ng about fashion. Up to now, you've

| earned techni ques that ANYONE can use for ANY TOPIC. But,
for this part, you do need to KNOW your custoner and your
concept .

So |'musing an exanple that | know. :-)

In this exanple, my concept is to create a site that is al

about pricing. It's sonething that | know a | ot about and
enjoy. |'ve done ny prep actions. So | am already an
affiliate of SiteSell.com because "Make Your Price Sell!"
(MYPS!) is a perfect fit for nmy concept. I'Il also provide

links to good pricing books at an online bookstore, as well
as other related vendors (details on how to choose affiliate
prograns appear in DAY 4).

Let's assune that |'ve "three-wi ndowed" my Concept Keyword
"pricing," to death. Now | want to approach things fromthe
CUSTOMER END. This enmpowers me to come up with keywords
that go way beyond the KEYWORD END. And *THAT' S* where the
noney is.

First, let's answer the "visitor questions" that we posed
earlier...

Q - W are they?

A - Witers, software conpani es, manufacturers in any

i ndustry you can inmagine. 1'll cone up with a lot nore
answers and then figure out howto reach them |'Il be
specific and break them down into niche segnents. Wat do
they do? Whiat kind of things would they search for at a
Search Engine that is related to their occupations?

Q- Wat are they trying to do?

A - They are looking to sell their products or information
and have no idea of what they should charge for their
product. As an affiliate of SiteSell.com | know that MYPS!
can help them.. they just don't know it yet.

Autoresponder Magic



So, yes, |'ve worked on obvious words |ike "pricing" and
"pricing software" and "pricing" together with their

i ndustry, and so forth. And |I've figured out every way that
they could possibly search for that information (ex.,
"setting a price," "howto price") and |I've even run those

t hrough W NDOWAS #1 and #2!.

But now for the million dollar question (just call ne
Regis!). ..

Q - What other stuff, besides pricing, do they |ook for?

A - They'll look for anything that is related to their
busi ness. Figure out what problemyour target market is
trying to solve when they do a search

Just trace their steps as they develop their product, wite
their sites, build traffic, take orders and ship product.
Intercept themwi th your nessage. Wat words woul d they | ook
for? Your site must solve that problem

An exanple... what's a common issue for people selling
products on the Net? "Fulfillment," just to nane one.
"Taking orders," "shipping," "product devel oprment," "market
research," "feasibility studies," "witing sales copy"
"credit card processing," "shipping," to name just a few
ot hers.

There are so many starting points that the head spins.
Anyone | ooking up terns |ike the ones above will also have a
need to price products nore effectively. They qualify

t hensel ves as serious business people with serious needs.
Exactly the right kind of people for MYPS!

So I'll intercept them when they search for, let's say,
fulfillment-related topics, provide themw th great content
about fulfillment, and then also introduce themto the
concept of pricing. |'ve added a whole new nmgjor direction
and incone stream to ny site sinmply by thinking about

nmy target's *OTHER* needs.

To show you how this can grow quickly, let's continue ny
"new direction for pricing" example. | click to
Ji mlrool s. com s Googl e keyword tool and enter "fulfillnment"...

http://ww. jintools.com keywords/i ndexgoo. ht n

Here's what | get (unedited)..

anerican fulfill ment
call center
call center nanagenent
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call center operations
call nonitoring
cash back prograns

cat al og
cat al og
cat al og
cat al og
cat al og
cat al og
cat al og
cat al og
cat al og
consurmer
consurmer
contract

ful fill ment
call center
custoner service
ful fill ment
fulfill ment operations
managenment systens
operations
or der
war ehouse
pronotion
services
packagi ng

coupon processing

coupon r

edenption

credit card processing
credit cards

cust oner
data ent

service
ry

dat abase nanagenent
dat abase marketing
delivery services
direct nai

di rect narketing

direct r

esponse

econmerce ful fill ment

el ectroni c marketing

el ectroni cs data interchange
fulfillment foundation
fulfill ment operations

gl obal f

nf or mat
nt er act
nt er nat
nt er net
nt er net
nt er net
nt er net
nt er net
nvent or

ul fill ment services

ncentive prograns

i on systemns

ive voi ce response

i onal shi ppi ng
busi ness
fulfill ment
mar ket i ng
pronotions
sweepst akes

y managenent

ead nanagenent

mai | order

mai | order shipping
mai | order fulfillment
mar ket i ng services

mat eri a

handl i ng

mer chandi se ful fill ment
nmer chandi se shi ppi ng

nmer chant
online r
online r

account s
et ai
etailing

onl i ne shoppi ng
oper ati ons managenent
order entry
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order fulfillment
order managenent
order processing
pack & ship

paynent processing
pi ck and pack

poi nt of sale

prem um ful fill nent
product ful fill nent
promotion ful fill ment
rebate ful fill ment
rebat e processing
redenpti on programns
refund pronotions

sal es incentive

sal es incentive prograns
sal es pronotion
sanmpl i ng prograns

shi ppi ng equi pnent
smal | busi ness

spi ff prograns

tear pads

tel emar keti ng 800#
venture capital

war ehouse managenent
war ehouse operations
web fulfillnent operations
web retailing

web sal es

whol esal e ful fill nent

From here, 1'lIl extract "General Keywords," |ike "catal og"
and "fulfillnment" and "sal es" and "custoner service" (just
to pick a few). Then I'll feed these "concept-level" words

back into Wndows #1 (DEMAND) and #2 (SUPPLY) to BRAI NSTORM
and PRUNE a whol e new series of H G4 PROFI T- POTENTI AL
keywords. Add these words to your MASTER KEYWORD LI ST, too

For exanple, if | feed "Custoner service" into ny DEMAND
wi ndow, 1'IlIl get..

4609 customer service
1025 custoner service training

239 customer service tip

206 custoner service job

195 aol customer service

192 custonmer service week

180 |ive customer service

171 web customer service

160 customer service survey
157 custoner service skil

151 ford custonmer service

135 custoner service software
108 onl i ne customer service
104 at & custoner service

Pl ease note that this new direction... this great group of
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profitable words... is not about pricing, but they are
perfect...

*FOR OUR TARGET MARKET* of serious business people with
serious busi ness needs.

Are you thinking..

> "What does fulfillnment or customer service or
> sales have to do with Make Your Price Sell!?"

Absolutely... positively... everything.

Am | suggesting that you fool business people who are | ooking
for infornation about these topics? No, not at all

Here's why. ..

I f soneone is searching for "fulfillment" (in the non-Zen
sense of the word!), she already has a product. A product
that needs a Perfect Price.

Qovi ously, Keyword-Focused Content Pages about *pricing* are
much nore tightly targeted to our Make Your Price Sell
(MYPS!) product. It's easy to wite a good page that ends in
a RECOMVENDATION to visit MyYPSI. And of course, this is a
"must do." It's easy and effective.

But let's say that soneone just found nmy page about order
fulfillment. It's a terrific H G+ VALUE page that delivers
just what she was searching for. But howto lead that into a
click to MYPS! ???

Renenber...PRE-selling is really about selling YOURSELF to
your custoner through great content. So, once | have
PRE-sold with great content about fulfillnent issues on the

Net, | lead into a few closing links..

First, | join the programof a good fulfillnment conpany. |
provide a link to them Then, | add a link like this..
Before you can fulfill orders, you have to

sell, of course. The generally recognized

Bl BLE of Net-selling is called "Mike Your
Site SELL!." Hi ghly recomended.. .

http://breakthrough.sitesell.com/myssy/

CLI CK

And I'Il followthat link with this one..

Autoresponder Magic


http://breakthrough.sitesell.com/myss/

And before you can sell, your price has to be

right. | have found a pricing technol ogy that
has been receiving kudos from experts who are
on the cutting edge. | highly recomend it.

See what you think...

http://breakthrough.sitesell.com/myps

CLI CK!

Qur target customer does not necessarily have to be | ooking
for PRCING info -- if we can intercept her in any of her

DAI LY needs, we can make her aware of this wonderful PRI CING
product that she will realize she needs.

Bottomline? |f your keyword attracts your *TARGET* market,
there is always a way, with just a touch of creativity, to
stretch her to other products that are likely also to fall
within her "list of needs.”

Www  What a DAY!
Take three little wi ndows (DEMAND, SUPPLY, and BREAKQOUT).

Approach matters fromtwo different directions (fromthe
KEYWORD END and t he CUSTOMER END). ..

And you' ve got a great list of profitable content, al nost
ready to wite itsel f!

Bef ore proceeding to DAY 4, please complete your DAY 3
CGoal - of -t he- DAY, and take note of your Ongoing Coal...

Coal - of -t he-DAY. .. Use the SUPPLY and DEMAND

wi ndow to build a MASTER KEYWORD LI ST, fully

researched, of 5 H GH PROFI TABI LI TY KEYWORDS

for each of the 3 Site Concepts (brainstorned
in DAY 2).

Ongoi ng CGoal ... Use the SUPPLY, DEMAND and
especi al |y the BREAKOUT wi ndow, to grow your
MASTER KEYWORD LI ST ever bigger, ever nore
PROFI TABLE. This yields the raw materi al
for new Keyword- Focused Content Pages.

Consi der getting Site Build It! Manager to do
it ALL for you. It can build and research
and even anal yze an endl ess stream of H G+
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PROFI TABI LI TY keywords for you. It's al
part of the Site Build It! package..

http://breakthrough.sitesell.com/buildit/

Phew! That was a |ong and conplicated section, | know.
Here's the good news. ..

You' re over the hunmp. It all gets easier fromhere on in.
Pl ease, please, please note..

It's inportant to take your time and work through the
strategi es and exanples until you "get it" and "do it." DAY
2 (Brainstorm Your Site Concept) and DAY 3 (Devel op

H GH PROFI TABI LI TY topics) literally build the engine of
your busi ness.

So take your tinme and stay with it. Your business, and you
deserve this effort. Tinme to re-quote Cal vin Cooli dge. .

"Nothing in this world can take the
pl ace of persistence.

Talent will not; nothing is nore common
t han unsuccessful people with talent.

Genius will not; unrewarded genius is
al nost a proverb.

Education will not; the world is full of
educat ed derelicts.

Per si stence and determ nati on al one are
omi pot ent .

The sl ogan "press on" has sol ved and
al ways will solve the problens of the
human race."

Stick with it. This works... if *YOU* work it. :-)
See you tonorrow.

- Ken

The Affiliate Masters series is sent only to those people
who have specifically requested it. It is conposed of five
daily e-mail courses. Want to join the exclusive club of

hi gh-earning affiliate chanpions? Follow the strategies
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outlined in The Masters series. Really... JUST DO IT!

Al'l an Gardyne (yes, of associateprogranms.com fane) has said
that "if you join only one program nmeke it the 5 Pillar
Progranmt and he has called it "the perfect revenue sharing
program " Ral ph Wlson (w | sonweb.con) says that "Ken Evoy
has taken affiliate prograns to the next level." And the
Five Pillar Programwas chosen by AffiliatesDirectory.com as
"The Best Program of 1999."

For nore information...
http://ww. sitesell.comaffiliateprogram htm

HOW TO UNSUBSCRI BE

You are receiving the Affiliate Masters Course only because
you requested it, or soneone used your conputer to request
it. If you do NOT wish to receive the rest of this course..

To unsubscribe, send a blank e-mail to..
<<UNSUBSCRI BE_ADDRESS>>

NOTE: You must send it fromthe sane e-mai| address that
recei ves this 5-day course.

Contact info: E-mail us at support @itesell.com
Witten by Ken Evoy, M D.

President, SiteSell.com

(c) copyright 2000, 2001 SiteSell.comlnc.

"Site Build It!"™ TM SiteSell.com I nc.

Message #3
Delivery: Day 3

The Affiliate Masters... an intensive 5-day e-mail
course on becom ng a high-earning affiliate chanpion.
How? By building income through content.

If you have a friend who woul d benefit fromtaking this
course, please pass this on. O tell that person to
recei ve the 5-day course by sending a blank e-mail to..

<<MAl LTOADDRESS>>

| guarantee that you'll refer to this course over and over
again as you build (or rebuild) your affiliate business.
Print each e-nail out, pour yourself a beverage of choice,
bring along a pen to jot down sone ideas, and take it all to
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your favorite sofa. Learning a serious subject is so much

nore successful when you're confortable.

VWhen you print out this e-mail, keep it in a 3-ring binder.
Here's a super little printing utility that will allow you

to print 2 or 4 pages to a single 8.5" x 11" piece of paper.
It saves you paper, space, and noney. ..

http://ww.fineprint.conl

<<TODAY>>
Affiliate Masters 303

To Paraphrase a Favorite Kid' s Joke...

You Can Pick Your Partners

And You Can Pick Your Nane

But You Can't Pick Your Partners'... oh never mnd! ;-)

by Ken Evoy, M D.
President, SiteSell.com

Hell o again. N ce to see such enthusiastic perseverance. :-)

So far we have conpleted the first two sections of our

syl l abus. Check off each of these topics, or if you can't
recal |l what they mean, review them before proceeding to DAY
3. Renenber, each DAY buil ds upon the next. So the
preceeding material nust be firmy in mnd, and each

CGoal - of -t he- DAY nust be conmpleted, if you are to succeed.

Now, check off each of the followng...

Affiliate Masters 101
0 Business Basics
o |Incone and Expenses
o Traffic, Cick Throughs, and Conversion Rates
0o PRE-selling... why
o0 PRE-selling and your visitor's M NDSET
o PRE-selling... how

Affiliate Masters 202
0 Brainstorm ng concepts for your site
o Picking the concept with the nmost profit potential
o Devel opi ng H GH PROFI TABI LI TY topics for your site
o DEMAND, SUPPLY and BREAKQUT tools, and the
MASTER KEYWORD LI ST
0 The CUSTOMER END vs. the KEYWORD END
0 How to pick the H GHEST- PROFI TABI LI TY topics
o Analyzing (and using!) the conpetition

OK? No omi ssions? Good news!
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Let's keep going and finish the |ast of the prep DAYS...

DAY 4 -- Grow, Prune and Group Best Affiliate Prograns
What do you ask from prospective nerchant partners?...

" SHOW ME THE MONEY!"
Jerry Maguire (1996)

CGoal - of -t he- DAY... Choose 3 affiliate
programs that fit with EACH of your 3 Site
Concept s/ 5 H G+ PROFI TABI LI TY KEYWORDS ( per
concept) that you devel oped in DAYS 2 and 3.
You nust rate these nerchants as EXCELLENT,
and you rmust FEEL GOOD about representing
them Remenber, your reconmendations reflect
upon who you are.

Ongoing Goal ... Find, research, and sel ect
nore POSSI BLE PARTNERS. Rotate the techni que
used (ie., Search Engines, Affiliate
Directories, etc.). Continue to choose on the
basis of fit and excellence.

Wth these goals in mind...

Only one thing to do before you finalize on the Site
Concept/ Concept Keyword of your Theme-Based Content Site...

Grow a list of good nerchants with affiliate prograns who
have product lines that fit. Then we'll choose the best
ones and group them according to H GH PROFI TABI LI TY keywor ds.

Yes, you have ALREADY started this process on DAY 3 by
using AltaVista, Google, GoTo.com and/or Ixquick to build
groups of POSSI BLE PARTNERS for each keyword in your MASTER
KEYWORD LI ST, right?

However, DAY 3 was nore focused upon getting good ideas for
content and a feel for your narket space (DEMAND, SUPPLY,
SUPPLY SI TE | NFO).

It's time to grow your list further...

Do a search for one of your keywords, plus the word
"affiliate.” Li ke this...

+fashion +affiliate
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(The "+" sign neans that both words nust appear on the Wb
page returned by the search.)

O if that turns up a blank, like this...
affiliate fashion

Do this at AltaVista, CGoogle, GoTo.com and/or Ixquick. This
will yield either fashion nerchants *WTH* affiliate
prograns or content sites that *ARE* affiliates. Visit the
Top 10 sites (do 20 if you're feeling ambitious!).

If it's a "nerchant site," and if it has an affiliate
programthat fits your concept, first enter what kind of
ner chandi se they sell and then enter the URL of the "join
page" into POSSI BLE PARTNERS for that keyword (as expl ai ned
above). If it's a "content site," reviewits content and
follow the "links out" in the sane way as outlined above --
add to your colums of POSSI BLE PARTNERS and | DEAS FOR
CONTENT.

Repeat the process for each keyword in your MASTER KEYWORD
LI ST (i.e., replace "fashion" above with another keyword
i ke "fashion nodel s" so that you search for this...

+"fashi on nodel s" +affiliate

#2 -- GROW POSSI BLE PARTNERS THROUGH ALTAVI STA LI NK TOOL

Let's backtrack for a second... Wile searching for a
keyword at one of the above engines earlier today, let's say
that you di scovered a CONTENT site, Fashi onbrokers.com By
followi ng links out of Fashi onbrokers.com (as outlined
earlier), you found a shoe shop with an affiliate program
cal l ed Shoebuy.com

Shoebuy.comfits with an idea that you had added to the | DEAS
FOR CONTENT colum. So you entered Shoebuy.cominto your

list of POSSIBLE PARTNERS for the keyword "high heel

shoes."E (See how you can use the MASTER KEYWORD LI ST to
group programs according to keywords?)E

We' Il use Shoebuy.com as our exanple of how to grow your
list of POSSIBLE PARTNERS for "high heel shoes"....

Start by checki ng what OTHER affiliates |link to Shoebuy.com
How? Sinple. Go to...

http://ww. al tavi sta. com

and enter "link:shoebuy. cont

At the time of this witing, 134 pages |inked to good old
Shoebuy. com Many of these sites will be CONTENT sites
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that *ALSO* |link to OTHER fashion-rel ated nerchants as
affiliates (you can often tell by the linking URLs). So
nost |ikely...

These "linked-to" merchants already have affiliate prograns
-- all you have to do is check themout and see if they fit!
Add the ones that fit to your |list of POSSIBLE PARTNERS f or
each keyword.

And you can use this AltaVista link-finder technique for al
of your POSSI BLE PARTNERS for all of your keywords! i)

#3 -- GROW AND PRUNE PGOSSI BLE PARTNERS THROUGH
SPECI ALI ZED AFFI LI ATE DI RECTORI ES

Now |l et's investigate your POSSI BLE PARTNERS * AND* add sone
new merchants, too. How? Easy...

There are some terrific fol ks out there who have al ready
conpil ed exhaustive lists of nerchants with affiliate
programs. They've even organized themall for you into
cat egori es. .

| have listed the ten npbst inmportant directories in
approxi nate order of popularity on the Net.

----- S| DEBAR TO AFFI LI ATE DI RECTORI ES- - - - -

To determne popularity, | use traffic stats, as reported by
Al exa.com |f you run an affiliate directory and if |'ve

nm ssed you, please e-mail ne at this address..

directories@itesell.com

If your directory belongs in the Top 10, please let nme know
-- please note that the FOCUS of your site nust be on
affiliate progranms. |Include your traffic as reported by

Al exa. com

----- S| DEBAR TO AFFI LI ATE DI RECTORI ES- - - - -

And now, w thout further delay...

>The Top 10 Most Popul ar Affiliate Directories on the Net
("visit count" appears in brackets after directory nane)

Associ at eProgranms. com (10, 802) -- Allan Gardyne has one of
the best directories going -- it screens out the riff-raff.
Active forum too. Not to be missed.
http://ww. associ at epr ogr ans. com

Refer-1t (10,010) -- one of the grand-daddies, has a
conpr ehensive directory and an excel |l ent "Webmasters Lounge."
http://ww. refer-it.com

CashPile.com (9,131) -- extensive directory, good tools.
http://ww. cashpile.com
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Associ ate-I1t.com (7,267) -- excellent overall resource.
http://ww. associ ate-it.conl

CickQick (4,885) -- useful, in-depth programreviews.
http://ww. clickquick. con

Revenews (3,542) -- useful forum top-notch articles.
http://ww.revenews. conl

Affiliatewrld.com (2,106)
http://ww.affiliateworld.com

AffiliateMatch.com (1, 986)
http://ww. AffiliateMatch. com

2-Tier Affiliate ProgramDirectory (1,558)
http://ww. 2-tier.com

AffiliatesDirectory.com (1,543)
http://ww. affiliatesdirectory.com

Here's how to use the directories..

1) Drill-down through the relevant nmmjor categories of the
directory until you find "good fit" sub-categories. You'l
find one or nore nerchants in each sub-category that should
fit into your Site Concept well. Enter what kind of
ner chandi se they sell. Also enter the URL of the
"join page" to the PCSSIBLE PARTNERS col umm in your MASTER
KEYWORD LI ST, for each keyword that is rel evant.

2) Use their search tool. Do keyword searches at three |evels
of specificity. Let's start with the nbst specific and then
get progressively nore general

a) Find matches for Specific H G+ PROFI TABI LI TY
Keywords from your MASTER KEYWORD LI ST. Enter the
keywords, one by one, into the directory's search tool
(Put each keyword that is a phrase inside quotes.)

b) Find matches for your General Concept Keywords
(ex., "pricing" and other "concept-level" keywords
t hat you devel op, such as "fulfillnment," etc.).

c) Find matches for "cross-concept conpanies." These
are conpanies selling products that fit with nost or
all concepts. For exanple, whether your concept is
about Renai ssance art or pricing or fashion, you'l
find BOOKS about it. So always include a book store
in your group of affiliate prograns.

You can either drill-down to these categories or
use the appropriate word to search for them
(ex., "book"). Look for the follow ng cross-concept
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categories (not all of themw Il fit your bill)...

Art-photo

Aucti on

Books

Cat al ogs

Cip art

Coupons

Cour ses/ educat i on
Ganes

Gfts

Magazi nes

Mal | s/ st orebui | ders
News

Sear ch

Sof t war e

Vi deo/ DVD

VWhen you find progranms that fit, read the reviews and | ook
at the ratings.

3) Also use their search tool to find the POSSI BLE PARTNERS
that you have already identified as candidates (just enter
the domain name into the search tool). Does the report
seem positive?

O her things to do at the directories..

1) Use the foruns. Review themfor coments about prograns
that interest you. And ask questions if you don't find the
answers you seek.

Most of the above directories have a forumwhere you can ask
guestions. So don't be shy -- ask whet her Company ABC
really is about to close its program

| don't recommend that you e-nmail the owners of the above
directories. They are swanped with work. However, if you

post to the foruns of sonme of the smaller ones, there's a
good chance that the owner hinself will answer you.

2) Check out their "Top 10" reports. A directory may have
di fferent kinds of "Top 10" Ilists..

o Most profitable

o Most popul ar

o Personal opinion

G ve special weighting to the nost profitable -- the nost

popul ar ones often just reflect the results of nmjor
pronoti onal pushes, and not necessarily profits. These are
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the ones that are "getting the job done" and naki ng noney
for affiliates. Read the "personal opinion" Top 10, too.

One drawback of any of the Top 10's. They likely will not
cover prograns that fit your concept. Don't pick a Top 10
unl ess you can figure out howit fits into your concept.

3) Subscribe to their e-zines to stay up-to-date. There's
sone excellent nmaterial in them

4) Read the articles. But don't get sidetracked -- you can
get that fanmpous gol fing disease..

"paral ysis by analysis." Keep noving forward.

#4 -- GROW PCSSI BLE PARTNERS THROUGH
AFFI LI ATE BACKEND PROVI DERS/ AFFI LI ATE NETWORKS

There are several conpanies that provide the tools,
technol ogy and services that online businesses need to

regi ster, track, report and pay affiliates. |n other words,
nmerchants don't have to "do it thensel ves" because these
conpani es provide all the backend functionality necessary to
run an affiliate program

The "backend providers" prefer to call thenselves "affiliate
networ ks." \Why?

Because they do nore than just provide nerchants with
affiliate software. They al so provide nerchants with
affiliates, and vice-versa. Since they have a pool of
hundreds of thousands of affiliates, the nerchant's program
gets instant exposure to potentially interested affiliates.

And affiliates get exposure to a wide variety of nmerchants.
So. ..

Join each of these backend providers. You will likely come
across nany of the sanme merchants that you found in the
affiliate directories. But you will also find new ones. So
it is worth checking to see whether they feature any
programs that fit with you...

Commi ssi on Junction
http://ww.cj.con

BeFr ee
http://ww. befree.com

Li nkShar e
http://ww.|inkshare.com
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ClickTrade
http://ww. clicktrade. com

If you don find nerchants with products that fit, enter what
ki nd of merchandi se they sell, and also enter the URL of the
"join page" to the PCSSIBLE PARTNERS col umm in your MASTER
KEYWORD LI ST, for each keyword that is rel evant.

#5 -- GROW PCSSI BLE PARTNERS THROUGH
M SCELLANEOQUS AFFI LI ATE | NTERMVEDI ARl ES

If you can figure out how to nake Vstore, Nexchange, or ePod
fit into your site, make notes in the PQOSSI BLE PARTNERS
colum in your MASTER KEYWORD LI ST, for each keyword that is
rel evant.

Let's review each now...

Vst ore
http://ww. Vstore.com

Create your own online storefront to sell products that you

| ove... sports, music, whatever. It truly *IS* easy to set
up. Only one problem .. you have to drive traffic to your
store if you want to make any sales -- unlike the "Field of
Dreanms” novie, "they will *NOT* come" just because you have
built it. Most Vstore-owners sinply can't overcone this
chal | enge.

Wiy include Vstore in this course? Because you don't
actually make a sale or ship a product. You make a

conmi ssion. But you only nmake a comm ssion if you drive
traffic to your store and if those visitors buy. So the
di fference between this nodel and the "pure affiliate"
concept is noot.

And one nore inportant reason to include it...

When you conplete this course, you'll have a Thene-Based
Content Site that builds targeted traffic and that PRE-sells
its visitors. Wiy not build a store that "fits" your theme
and refer visitors (at your Thenme-Based site) to your own
store (which literally takes less than 30 minutes to build)?

Nexchange
htt p: // ww. Nexchange. coml

Nexchange takes a different approach. Wth Nexchange, you
put buying opportunities directly within relevant content on
your site. You earn a conmi ssion on every sale. Al
transactions are conpleted on your site, never conprom sing
your | ook and feel, brand or navigation. As they say on
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their site...

The nore your content is designed to attract
an audi ence with a specific interest, the
nore successful you'll be.

So it may be worth a visit to Nexchange to see what products
you could offer on your site that fit with your Site Concept.
Agai n, since you nust build targeted traffic to earn your
conmi ssi ons, Nexchange coul d be part of your business.

To be a Nexchange host, your site must receive at |east

10, 000 page views per nonth. Since you are just starting,
Nexchange is not rel evant now. Consider it when your site
starts generating this kind of traffic.

ePod. com
http://ww. epod. coml

ePod is slick. It puts mni-web-sites (that you choose) in
your site. You acconplish this with a single HTM. tag. It's
a snap to inmplenent. This gives nerchants (RELATED to your
Site Concept) a way to display and sell their products on
your Web site. Visitors stay on your site, clicking within

t he showcase to see products, news, video clips and nore.
You make a commission for every sale.

Launched in February, 2000, a substantial investnent by
Macr onedi a (who seemto be doing everything right on the
Net) bodes well for the future of this conpany. Watch for
i nteresting devel opnents here.

Do you notice a conmon denomni nator between the above three
conpani es? Vstore, Nexchange and ePod could all be
considered as interfaces between you (i.e., the affiliates)
and the nerchants. One way or the other, they collect a
smal | piece of each pie that is sold, not fromyou but from
the nerchant. Kind of |like a SUPER-affili ate.

Not hi ng wong with that, of course. They provide true val ue
for that fee. But be careful... a high-profile conmpany
called Affinia.comhad a simlar nodel. They had an
excel | ent product that enpowered you to turn your site into
a store (simlar to Nexchange).

In Septenber, 2000, it went bankrupt. Those affiliates who
had spent a lot of tine devel opi ng busi ness and i ncone

t hrough Affinia | ost out. Can the other affiliate

i nternedi ari es nake enough noney to thrive?

For that matter, what about the affiliate backend providers?
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And for that matter, what about ANY individual nerchant?

That brings us to the topic of reducing your RISK. .

#6 -- REDUCE RI SK BY DI VERSI FYI NG

One of the mmjor attractions of beconing an affiliate is the

smal | amount of risk involved. Affiliates have little or no..

0 product devel opment expenses

o advertising costs

0 inventory to maintain

o overhead expenses (sal aries, physical location, etc.)
In other words, affiliates do not have millions at stake.
But you do have one BIGrisk..

If a nerchant, backend provider, or affiliate internediary
go out of business, they take you with it. Let's talk
briefly about how to mnimze this risk..

After you review the affiliate directories, backend
providers, and affiliate internmediaries, you should have a
good sel ection of progranms. How nany prograns should you
choose? How do you know whi ch ones are solid?

I love it when the second question answers the first!...
"How do you know whi ch ones are solid?"

You don't, really. Yes, you can weed out the dogs by doing
the basic research outlined below But nbst of us just
don't have the ability or tine to thoroughly anal yze a
conpany, its financials, and its business nodel. And then
predi ct success or failure.

So your best bet is to diversify anong as many prograns as
possi ble *THAT FIT WTH YOUR SI TE CONCEPT.* But there are
the sone inportant qualifiers to this policy...

1) If you represent 15 progranms, don't put themall on the
sanme Keywor d- Focused Content Page. Only work in the *FEW
that are tightly relevant to the content of each page.

2) Pick the best-of-breed fromeach category of nerchant.
For exanple, if you plan on representing a Net narketing
conpany, SiteSell.comwould be the obvious choice (ahenl).

If you plan unusual ly heavy support for a given category of
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product, you nmight want to represent the best TWO nerchants.
For exanpl e, suppose you foresee hundreds of book |inks on
your site. It mght be a good idea to choose the best 2
onl i ne bookstores -- if Bookstore A and Bookstore B fit with
your concept and both seemto be stable conpanies, then

use these two. Not nore, though..

3) Don't OVERdi versify. Tracking each programtakes tine,
so 10-15 programs is probably a good balance. |f any one of
them dies, you don't |ose too much.

4) Your best results will conme fromfocusing on a smaller
group of quality progranms (fromw thin your |onger list).
Their products rmust...

0 be excell ent

o be conplementary with, even enhance, each ot her
o fit your concept

and. ..

o be froma rock-solid conpany. Since you will give these
conpani es nore attention than the others, you nust feel very
confortable with their business prospects.

Al so, don't pick merchants that "bel ong" ONLY to BeFree or
ONLY to CJ or Linkshare. What happens to your business if
one of these backend providers folds? Sane policy goes, too,
for the affiliate intermediaries.

Here's the bottomline..

Don't give too nuch enphasis to any single program unless
you have sone special reason to feel unusually confortable
withit.

Thi ngs happen. So protect yourself by DI VERSI FYl NG

O course, you can also reduce your risk by weeding
out the dogs through sonme basic research..

#7 -- PRUNE POSSI BLE PARTNERS BY
ELI M NATI NG HI GH RI SK PROGRAMS

Find the good prograns and elimnate the dogs by considering
the following PLUS SIGNS, MNUS SIGNS, and RED FLAGS. Let's
start with the PLUS SIGNS to | ook for, in the approximate
order of inportance..

+ High quality product or service -- renenber, it's your
REPUTATION that is on the Iine (and online!). Don't
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recomend products that UNDERdeliver.
+ Merchant has a good site that sells effectively.

+ Ability for affiliate to link straight to individua
products, rather than just to the hone page. (If the
visitor has to FIND the product that you recomrend,
your Conversion Rate plunmets.)

+ Type of paynment nodel... Pay-per-sale and pay-per-|ead
are good. This is true "performance marketing." |If
your referred visitor delivers the desired response,
you get paid. What about "pay-per-click?" See
RED FLAGS bel ow.

+ Affiliate Support

o Accurate, reliable real-tine online accounting,
preferably with sone kind of ability to "audit”
by spot - checki ng

o Detailed traffic and Iinking stats

o Notification by e-nail when a sale is made

o Useful nmarketing assistance, provides traffic-
bui | di ng and sal es-getting tools

o High-quality newsletter that educates, trains,
and accounts for anmounts earned

o Professional narketing materials avail able

o Affiliates receive discount on products

----- S| DEBAR- - - - -

Great affiliate support is inportant for a "between the

lines" reason, too. It indicates a high degree of

conmitrment to the programand its affiliates.

----- S| DEBAR- - - - -

+ Pays good conmission -- hard goods have | ower margi ns than
digital ones. So their commissions will be lower. Still,

you shoul d nake at |east 10% (hard good) or 20% (digita
good) on any product that you recomrend. Don't be scared
of f by low priced products if they offer a good % conm ssi on
-- the lower dollar value per sale is offset by the higher
sal es vol une.

+ Mist be free (no charge) to join, no need to buy the product.

+ Lifetine commssion -- if the program pays a comm ssion on
future sales of other products to custonmers that you refer
this is a huge plus.

+ Two-tier commission -- if the program pays a conmm ssion on
affiliates who join because of you, this is also great.

+ Lifetine cookie -- Do you receive a conmission if the person
you referred returns and buys w thin one nmonth? Three nont hs?
The cookie that tracks this should not expire.

+ Restriction on nunber of affiliates -- you won't find nmany of
these. But if you do, grab it.
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+ NMonthly paynent, with reasonable m ni mum

Do all those PLUS SIGNS have to be present? No. But the
nore, the nerrier. :-)

M NUS SIGNS are definite detractors. RED FLAGS are warni ng
signs. Watch out for these MNUS SIGNS (-) and RED FLAGS

(F)...

- "The dark side" of affiliate prograns. |Is the program
really just a way to legally bribe folks to recommend
overpriced, "un"-delivering products in order to coll ect
excessi ve comm ssions?

----- S| DEBAR- - - - -

There is a commssion that is "just right" for each product.
If the commissionis too low, it is not interesting enough
for affiliates. If it is too high, it's a consuner rip-off.

(Excessi ve conmi ssions al so push the price of the
product up to levels that cannot survive for long in the
conpetitive NET narketpl ace.)

Your job as an affiliate is an inportant one. You deliver
hi gh-val ue content that gains the confidence and trust of
your reader. You include recommendations and referrals to
your new friends as part of your service and content.
Recomendi ng anything |l ess than sterling products is sinply
sophi sticated, subtle fraud

If you find products that fit your theme but that don't
deliver quality, sell them advertising (nmore on selling
advertising to cone). This way, you don't conpronise your

ethics... your reputation. Because the customer recognizes
advertising for what it is... a pronmotion. Nothing wong
with that at all, because their "guard is up."

Bottomline...

Don't allow yourself to be bribed into recommendi ng such
products -- in the long run, your reputation will be ruined.
And so will your business. On the other hand, when your
visitors are rewarded repeatedly by your rich
recomendati ons, their increasing |ike and respect of your
judgrment will keep them coning back! :-)

----- S| DEBAR- - - - -

- The absence of any PLUS SI GN above = a M NUS SI GN

F "Pay-per-click" method of payment. In this nethod,
you get paid whenever a visitor clicks on your |ink.
No purchase or | ead-generati on necessary. Unfortunately,
it's wide open for abuse -- very sophisticated fol ks
create incentives to get thousands of people to click
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on their links. But the visitors could care |ess

about the products being pronbted. It's virtually

unst oppable. And nerchants end up payi ng for nothing.
So merchants cancel or change the program M crosoft's
Clicktrade (see above) used to offer pay-per-click
backend programm ng for nmerchants. They dropped it due
to the I evel of fraudulent activity that hurt nerchants.

----- S| DEBAR- - - - -

I"'ma fan of pay-per-click Search Engi nes and pay-per-click
advertising. And, in theory, pay-per-click affiliate
prograns are a good idea, too. Unfortunately, they attract
"scamartist affiliates."” Sooner or |ater, merchants seem
to throwin the towel against the onslaught. So be wary --
these tend to dissolve or nutate into a different nodel.
----- S| DEBAR- - - - -

F Milti-tier commission -- this is MM which is perfectly
I egal, of course. Unlike 2-tier, the incentive sw tches
fromselling products to signing up people in your
downline. Also, as M.Ms, the conpanies are subject to
nunerous regulations. Not all online conpanies are com
plying (or even know about this!). Watch out for a big
shakeout with nmany of these conpanies going belly-up. If

nmulti-tier interests you, | would recomend that you check

out established offline MLMs that are nowonline. Or...
investigate all others extrenely carefully before you
decide to invest a lot of time in these.

- Slow and/ or poor support.
- Unethical conduct of any kind.
- Reports of late (or lack of) paynents.

F Poor or little info about affiliate program avail able.
What kind of priority could it have?

F Dead links on merchant site.

F No clear anti-spamrng policy visible on site.
- Alow spam or seemto spamthensel ves.

F Site that pronmpotes "get-rich-quick" gimm cks.

- Defective joining process. Hey, if they can't get this
right...

- Causes in the agreenment that you find unacceptable
(ex., if lifetinme custoners are inportant to you, then
a clause that allows unilateral term nation or
nodi fication of the agreement at any tine by the
conpany, without just cause, effectively nakes the
lifetinme conmmitnent of no val ue.)
(ex., no exclusivity -- i.e., you should be all owed
to represent nore than one book vendor).

Autoresponder Magic



F Financially unstable. You can lose a |ot of nmomentum
if a conpany goes under, especially if you were banking
on lifetinme custoner/2-tier prom ses.

----- S| DEBAR- - - - -

Don't worry about identifying all of the above criteria
before you join. Sone can only be found after joining.
O hers only becone clear over the weeks that follow  But
keep themall in mnd. Don't get hurt. Spend your tine
on snmart, stable, ethical conpanies with great products.

Now for one final pruning action..

Using Al exa.comto Wden Choice in Any
Category and to Choose "Best of Breed"

#8 -- ADD " CATEGORY CHO CES' AND PRUNE
PCSSI BLE PARTNERS THROUGH ALEXA. COM

Al exa serves as a wonderful final check in two ways..
o it gives sone indication of the success of the program

o it yields good conpetitors in the same category as the
program you are consi deri ng.

----- S| DEBAR- - - - -
If you don't use Al exa during your surfing, go to Al exa.com
right now -- you need it. For nore info..

http://ww. al exa. cont
----- S| DEBAR- - - - -

Usi ng Al exa, we see that..

0o Shoebuy.comonly has 155 links coning in (confirmng the
AltaVista stat of 134 earlier). So its affiliate programis
certainly not a mind boggling success. But here's the
qguestion... does that nmean danger or does that nean
opportunity?

o It gets decent traffic (9344 visits). Good.

o The site only seems to have 47 pages, although this stat
is sonetimes wong. And it ranks the site as "fast" and
"fresh" -- both good signs.

Now let's use Al exa again to visit Shoebuy.conm s "Rel ated
sites" -- you just mght find a better shoe merchant! Doing
this, you find..

o Shoes.comonly gets 1700 visits, and does not seemto
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have an affiliate program

0 Zappos.comhas an affiliate program It also has a
bright, fun site with over 1,000 pages, and has about the
sanme traffic (9158). It has 136 links in, and Al exa ranks
the site as "fast" and "fresh." A better choice?

o0 Shoesonthenet.comis a cleverly structured CONTENT site.
It |ooks, at first glance, |ike a huge shoe store. But it's
a content site. Sonetines, content sites hide the

rel ationship by using frames. To detect this, right-click
on a frame to pop-up a new wi ndow that contains only that
frame -- it will show the URL of the conpany that the
content site represents. These kinds of sites can, of
course, lead you to even nore nerchants!

Bottomline? Alexa is a great starting point for finding
even nmore nerchants in any given category, and giving you
some additional basis for choosing those with LEAST RI SK

Tricky Alexa Tip

Many sites use ad networks to run their banners. 1In this
case, Alexa shows you the traffic stats for the network,
instead of the site. You'll know because you'll see the

nane of the network (ex., Doubledick or 24/7) rather than
the nane of the site.

To get around this enter a totally weird URL, |ike..

htt p: / / www. THECOMPANY. COM abdef eddee. ht Ml (where
THECOVWPANY. com is the site you are investigating)

You'll get a 404 error. Since nost conpanies don't put a
banner on their 404 page, wait for a few seconds until Al exa
updates with the REAL stats for that site!l

To LOOP, or Not To LOOP? That is the Question..

Al most done! You've checked the prograns out at the
directories. You' ve elimnated the H G+ Rl SK dogs who don't
deserve your tinme by considering the PLUS SIGNS, the M NUS
SIGNS, and the RED FLAGS. And you've run Al exa on each
PCSSI BLE PARTNER for each of your keywords.

Finalize your selection of affiliate programs. |f you don't
find enough good programs, you may have to broaden your
concept, or even replace it...

Remenber when we tal ked about the "critical LOOP PO NT" at
the end of DAY 2? Be sure that you've got a Site Concept
that can nake sonme noney. |If not, return to DAY 3 and keep
BREAKI NG QUT and addi ng nmore H GH PROFI TABI LI TY keywor ds.
Then continue to DAY 4 to find nore good progranms that fit.

I f your concept is just too narrow and esoteric that DAY 3
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and 4 don't work, return to DAY 2 and investigate the next
concept on your "short list" of Site Concepts.

Do *NOT*, | repeat DO NOT, feel that you nust have your

ENTI RE busi ness worked out "to the nth degree" by working on
DAYS 3 and 4 forever. | don't need to rem nd you that Rone
was not built in a day, do 1? ;-)

Wth that perspective in mnd, please allow nme to rem nd you
of a small business truism..

The two bi ggest m stakes any entrepreneur makes are actually
OPPCSI TES of each other. .

1) FI RE- READY-AIM -- the person who | eaps before he | ooks.
If this fits you, |I can only repeat Ben Franklin's quote..

> "By failing to prepare, you are preparing to fail."
In other words... ignore the preparation work at your peril

2) READY- Al M READY- Al M READY- Al M -- the person who
researches, then researches sone nore, then sone nore...

For this person, | can only offer this profound w sdom..

> "S_ or get off the pot."

O, as Ni ke would say...

> JUSTDOIT. :-)

In other words... Don't get stuck "perfecting" DAYS 3 and 4.
So. ..

I f you have brainstorned a good Site Concept, picked your
Hl GHEST- PROFI TABI LI TY topics, and sel ected excel |l ent

nmer chant - partners who you are proud to represent, then you
are ready to roar ahead.

Time for ne to hop off the old podiumand renind you that..

Bef ore proceeding to DAY 5, please conplete your DAY 4
CGoal - of -t he- DAY, and take note of your Ongoi ng Goal ..

Coal - of -t he- DAY... Choose 3 affiliate
programs that fit with EACH of your 3 Site
Concept s/ 5 H GH PROFI TABI LI TY KEYWORDS ( per
concept) that you devel oped in DAYS 2 and 3.
You nust rate these merchants as EXCELLENT,
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and you nust FEEL GOOD about representing
them Renenber, your reconmendations reflect
upon who you are.

Ongoing Goal ... Find, research, and sel ect
nore POSSI BLE PARTNERS. Rotate the techni que
used (i.e., Search Engines, Affiliate
Directories, etc.). Continue to choose on the
basis of fit and excellence.

Let's keep going! Are you ready? GCeez, what a question
After all that preparation, you're super-ready!

DAY 5 -- Refine Final Concept and Regi ster Domai n Nane

A rose by any ot her nane
Wul d snell the sane...

But NOT a donmi n!

CGoal -of -t he-DAY... Narrow or broaden your
Site Concept until it is, to quote

Gol dil ocks, "just right." Not too narrow...
not too broad. Before you register your
domai n, consider Site Build It!...

http://breakthrough.sitesell.com/buildit/

It turns this course into child's play. :-)

Ongoi ng Goal ... Now that you have found your

perfect, "just right" Site Concept, consider

the bigger picture. Wen you "finish" this,

your first site, will you broaden the concept
until you have your own mini-portal? O wll
you start a second, unrelated site?

Wth these goals in mnd..

Earlier in the course, we chose "fashion" as a Site Concept
for our primary exanple. W al so | ooked at other concept
exanples like "Botticelli"™ and "pricing."

These Site Concepts were nmere "starting points.”" As you

wor ked your way through DAYS 2, 3, and 4, you built your

MASTER KEYWORD LI ST for the "fashion" Site Concept. This
list is LITERALLY your site blueprint -- for EACH of your
keywords, it...
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0 shows you SUPPLY and DEMAND data -- best idea is to
start witing pages about words with the best nunbers
for PROFI TABILITY

o0 contains SUPPLY SITE INFO... information about sites
t hat rank wel |

0 suggests POSSI BLE PARTNERS, merchants with affiliate
prograns that you would be proud to represent

0 gives you | DEAS FOR CONTENT -- possible topics for you
to wite about.

Now, is that a blueprint, or what?... :-)

Time to start BULDING | once asked you...

How bi g shoul d you grow your Site Concept?
How much shoul d you change it?...

Only you can decide. And you'll do that as
you do the next two DAYS...

Now t hat you *HAVE* conpl eted those two DAYS, let's use the
info in your MASTER KEYWORD LI ST to refine your concept.
Here are the factors to consider before finalizing your Site
Concept. .

1) Broad or narrow niche? Perhaps "fashion" is just too
broad, too open-ended. After all, can a single person
ever "fill" a site about "fashion"?

2) If you choose to go narrow, which niche do you sel ect?

Don't paint yourself into a corner -- choose a niche

that you can broaden. Renenber the future -- you can

al ways broaden your concept if you "fill" your niche.
3) Your passion and know edge -- You'll be nuch nore

effective if you stick to what you know and | ove.

4) The amount of tine you are prepared to spend -- If
time is alimting factor, stay narrow.

5) Profitability -- Review your SUPPLY and DEMAND dat a.
Choose a niche Site Concept that would appear to have
the greatest profit potential (i.e., that has | oads
of HI GH PROFI TABI LI TY keywords associated with it).

6) SUPPLY SITE I NFO and | DEAS FOR CONTENT -- Read what
others are witing about, and any ideas that you have
had. Do you want to cover simlar topics (nothing wong
with that, especially if you do it better!), or do you
see a niche or approach that has not yet been done?
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7) POSSI BLE PARTNERS -- How nany solid affiliate prograns
are a good fit?

9) Search Engine "Wnnability." Two points here..

olt's hard to win a "Top 10" ranking in search results
for broad-concept keywords |ike "fashion"

0o As we'll see later, the Search Engines will be
concentrating nore and nore on the THEMVE of the
overall site. So if you choose to devel op a broad
concept like fashion, with several nmjor sub-thenes
(rmodels, literature, design, etc.), it will be harder
to win the war for the sub-thenes than if you
dedicated a single site to a sub-theme. 1In other
words... the "nichier," the better.

10) The armount of content and keywords -- If you used al
three W NDOA5S ( SUPPLY, DEMAND, and BREAKOUT) to their ful
potential, you should have no shortage of H G+ PROFI TABI LI TY
keywords. But if your topic is just too narrow (ex.,
"Norwegi an fashion nmodels fromthe md-1700"'s"!), you nay
need to broaden the concept somewhat (ex., "Scandi navi an
fashi on nmodel s").

So... "How broad should nmy concept be?" The singl e best
reconmendati on. .

"As narrow as possible, yet..

still with lots of profit potential!"
Yes, | do want to have nmy cake and eat it, too. ;-)
Seriously, every success story starts small, then builds.
And if you're |like nost people, you don't have the tinme to
fl esh out a huge concept all at once. And it will actually

hurt you at the engines if your concept is too broad.

Better to start narrow, but with enough profit potential (as
det erm ned by considering the above 10 factors) and THEN
grow t he concept.

Let's use our earlier exanples to illustrate howto finalize
a narrow Site Concept. W'Ill also devel op your donmi n nane
at the sane tine, since the two go hand-i n-hand.

EXAMPLE 1 Pricing

"Pricing" is a nice, tight concept. You can use your SUPPLY
and DEMAND wi ndows to brainstorm many H GH PROFI TABI LI TY
keywords that are directly related to pricing. And, as we
saw, you can al so BREAKQUT into other areas too... areas
that would be of interest to serious business people (ex.,
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"fulfillment" or "copywiting" or "product devel opnent").

Here's the problem though... if you devel oped many
Keywor d- Focused Content Pages about fulfillment wthin your
pricing site, you'd dilute that site's Search Engine

ef fectiveness for pricing issues. So "concept-|evel™
keywords like "fulfillment" really deserve their own sites.
The nore you keep your theme "pure," the better you will do.
*AND*... A site dedicated to pricing is also nuch nore
credible to your readers, too!

We saw before that business people who are interested in

fulfillment will also be interested in pricing. Wll, the
reverse is true, also. So your pricing pages can also refer
people to a good fulfillnment conpany... not to nmention a

conpany with a good solution for custoner support!

Since "pricing" is wide enough to be profitable and narrow
enough to be w nnable, nake "pricing" your Concept Keyword
for your new Thene-Based Content Site.

Now | et's devel op your Concept Keyword into a "Val uable
PRE-sel ling Proposition"” ("VPP'). Wat's a VPP? It's the
affiliate equivalent of a nmerchant's "Unique Selling
Proposition.” A merchant sells goods or services. An
affiliate PRE-sells by offering high-value information.

Your VPP answers, in VERY few words and hopefully with just
a touch of character, THE two critical questions about your
Site Concept..

1) *WHAT* SPECI FI C and Hl GH VALUE i nformati on does your site
del i ver?

2) *WHAT* is your unique positioning for this delivery
(i.e., what is your angle of approach)?

A good VPP transnmits these answers | oud and clear to your
visitor. Wiy does this need to be stated in "VERY few
wor ds"? One BI G reason..

K-1-S-S -- Wen a reader hits your site, she nust be
easily/i mediately able to understand what your site is al
about. And the single best way to do that?..

I ncl ude your VPP in your domain nane! Yes, your VPP should
BE your donai n nane!

There's no room for "cleverness" or subtlety here. Leave
that to the noney-1losing dotcons. Including your Concept
Keyword in your VPP and add a "narketing angle/thenme" to it.
That way, your concept is clear to your visitor, and your
Concept Keyword is clear to the Search Engi nes (the engines
will rank your site a touch higher for your Concept Keyword
if it is included in your domain nane).
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Now let's ook at a few possibilities for our first Concept
Keyword exanple, "pricing"..

> i) pricingadvisor.com or THEprici ngadvi sor.com

VPP = "pricing advisor." It says that you are delivering
pricing information (your Concept Keyword nust, of course,
be included in your domain). And the "advisor" part

est abl i shes you as THE expert -- it tells your visitor that
you'll be delivering some great pricing advice!

> ii) pricing-on-the-net.com

VPP = "pricing on the Net." Again, it's clear that you are
delivering pricing info. The "on the Net" part says that
you are specializing in pricing info specifically on the
Internet. Since there is not nmuch info about pricing on the
Net and since your potential visitor is certainly there

| ooking for Net-specific info, this is a good approach

Sane idea for "netpricing.conf and "cyberpricing.com"

----- S| DEBAR- - - - -
VWhen do you use dashes in your domain nanme? |If both
versions of a 3-or-nore-word domain are available, | like

usi ng the dashes because they make the word breaks nore
obvious to the eye. Also, the engines usually treat dashes
as a space. So it may be nore likely to "see" the entire
string as separate words.

Q hers feel, however, that the engines don't seemto care
one way or the other. So use dashes if it hel ps
readability. For exanple, which is easier to read?..

pricing-on-the-net.comor... pricingonthenet.com

CGeneral ly, do not use dashes if your domain nane has only
two words in it. See how "netpricing.con and
"cyberpricing.com don't really need the help of a dash?

Do use dashes (even if the domamin only has two words) if the
non-dash version is already being used by soneone el se. But
be sure that you are not violating anyone's tradenark
(details re trademark searching are com ng).

NOTE: Since your affiliate business is 99% online, the

of fline issues of dealing with dashes are not so inportant
(i.e., telling people howto spell it, people forgetting to
put the dash after reading your print ad, etc.).

Here's the bottomline... domain nanes are so cheap that
it's a good idea to take both versions (with and wi thout the
dash), just to nmake sure that a conpetitor does not take
nanes that could be confused with yours. You can al ways
nmake one dommin point to the nain one.

----- S| DEBAR- - - - -
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> jii) perfectpricing.com

VPP = "perfect pricing." Again, it's clear that you are
delivering pricing info. This tine, though, the VPP inplies
t hat you show people how to price OPTIMALLY -- also

sonet hing that people would definitely want!

Bottomline? Same Concept Keyword. But three different
VPPs that outline three different Site Concepts.

Wi ch of the above approaches is best? Ahhh... my work is
done. You know your prospective visitor best. Which
approach do *YOU* think works best?

Before we go through the next two exanples, here's howto
brai nstorm and regi ster your donain..

----- S| DEBAR- - - - -
A good donmin nane is..

o] short and sharp

o] neani ngful -- conveys a cl ear nessage
o] easy to spel

o] easy to remenber

o] uni que, descriptive, and "you"

o] solid, classic, NOT hokey

In general, if you follow the above guideline for creating
your VPP, you won't need nmuch help coning up with a great
domain nane. But if you really want to make sure that
you've left no cyber-stone unturned, try these sites..

Good brainstorners. ..

htt p://ww. NaneBoy. cont

http://creator. honepagenanes. com
http://ww. donai nsurfer. conl
http://ww. best nanes. net/ cgi - bi n/ search. cg
https://secure. kudosnet . coni domai n/ k2/r. dnt/

htt p: // wwv. net wor ksol uti ons. com pur chasi ng/ naneGen. j ht i
http://ww. e-gi neer.com donmai nat or/

http://ww. startstorm conl

NOTE: Don't register your domain at any of these services
until you've seen your "VERY BEST BET" bel ow.

And here's a site that searches donains that have recently
expired...
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http://www.nameboy.com/
http://creator.homepagenames.com/
http://www.domainsurfer.com/
http://www.bestnames.net/cgi-bin/search.cgi
http://www.networksolutions.com/purchasing/nameGen.jhtml
http://www.e-gineer.com/domainator/
http://www.startstorm.com/

http: //ww. whoi s. net/ searchD. cgi 2

If you already have an idea for a great nane and just want
to check to see if it's been taken..

http://ww. betterwhois.conl

CGot a great, and avail able, nane? Super! Now use one of
these sites to check trademarks..

http://ww. mar ksonl i ne. com

http://ww. nanepr ot ect. cont cgi - bi n/ FREESear ch/ sear ch. cg

http://wsj.naneprotect.com

http://trademarks. uspt 0. gov/ access/ sear ch- mar k. ht m

O her countries...

UK
http://ww. pat ent. gov. uk/ dbservi ces/tm htm

Canada
http://strategis.ic.gc.cal/cgi-bin/sc _consu/trade-nmarks/search _e.p

Australia
http://ww.ipaustralia.gov.au/trademarks/ T srch. htm

NOTE: It's *NOT* necessary to trademark your domain. But
*DO* make sure that you don't viol ate soneone el se's nark
bef ore you regi ster your domain. It would be a shame to

build up a great business, and then have soneone who owned a
trademark (before you registered your donain) force you to
take it down.

Just before you register, think about "expandability" and
"brand." Generally, you should start narrow niche and then
expand when all goes well. And, as said earlier, when the
ti me does come to grow beyond "pricing," you should *NOT*
add "fulfillnent" or "custonmer support" to your "pricing"
site. You'll dilute its Search Engi ne effectiveness, not to
nention cloud the nessage to your visitors.

So give sone thought to expansion NON Suppose that you
deci de upon "THEpri ci ngadvi sor.com" Wiy not register
"THEful fill mentadvi sor.conf and "THEsupportadvi sor.com"
etc., now. Eventually, you'll |ink themtogether through a
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http://www.betterwhois.com/
http://www.marksonline.com/
http://www.nameprotect.com/cgi-bin/FREESearch/search.cgi
http://wsj.nameprotect.com/
http://trademarks.uspto.gov/access/search-mark.html
http://www.patent.gov.uk/dbservices/tm.html
http://strategis.ic.gc.ca/cgi-bin/sc_consu/trade-marks/search_e.pl
http://www.ipaustralia.gov.au/trademarks/T_srch.htm

master site called "THEnmarketi ngadvi sor.com”

Regi stering domains is cheap. Wy not lock themall in
right now? That way, your expansion path won't have
pot hol es when the tinme comes for you to grow.

Next... registration.

To register your donmain name, you need the services of a
registrar. There are zillions of them |[If you are using
one that makes you happy, stick with it. Oherw se, check
out...

Site that evaluates registrars..
http://ww. domai nnanebuyer sgui de. com

A conprehensive list of registrars..
http://ww. icann.org/registrars/accredited-list.htn

By the way...

Site Build It! automatically takes care of registration for

you. The cost is included in the annual fee. So your VERY
BEST BET is sinply to let us take care of it at the tine you
start "building income through content” with Site Build

It!. For nore information about Site Build It!..

http://breakthrough.sitesell.com/buildit/

Now let's ook at a few possibilities for our second Concept
Keyword example, "Botticelli". Renenber, you were a huge
Botticelli fan. Only one problem..

Now, you find yourself in a bit of a bind. Now that
you' ve done DAYS 3 and 4, you can't find enough PROFIT
POTENTI AL (HI GH PROFI T KEYWORDS and rel at ed POTENTI AL
PARTNERS) to nake a pure "Botticelli site" sufficiently
profitable.

What to do? You have three options..
OPTION 1) Expand the concept -- make it nore general. But
remenmber... you don't have to START HUGE. Build

it over tine.

OPTION 2) LOOP back to this point and try the next concept
on your DAY 2 "short list" of Site Concepts.

OPTION 3) Recognize that you're "in it" nore for the passion
than the noney. Botticelli rules!
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http://breakthrough.sitesell.com/buildit/

OPTIONS 2 and 3 are pretty clear. Let's exam ne OPTION 1
a bit...

Use t he BREAKOQUT wi ndow to expand your Site Concept, or even
to find a new, better direction. O the "expansion route"
may seem perfectly obvious to you, even w thout doing the
BREAKQUT br ai nst orm ng

For exanple, renenmber this progressively w der concept?..

Do you stop at Botticelli?...
http://ww. artchive. com artchive/ B/ botticelli.htmn

O do you grow your idea to include all Renai ssance artists?..

http://ww. artchive. cont art chi ve/ R/ renai ssance. ht ni

O do you grow your idea to include all artists?..
http://ww. art chi ve. com artchive/ftp. htn

O do you grow it into a conprehensive art portal ?..
http://artchive.conl

VWi ch | evel should be your starting Site Concept?

Keep doi ng DAYS 2 and 3 on progressively broader concepts
until you find enough profit potential to proceed. How
broad should you go? Renenber the single best
recommendati on. .

"As narrow as possible, yet..
still with lots of profit potential!"

In other words, work your way up fromBotticelli, to

Renai ssance art, to all artists, to "everything art." Stop
as soon as you find a level that has solid profit potenti al
Keep your niche as narrow as possi ble, so that you can build

asite "to fill that glass," yet still make good profits.
Nowadays, | would not start artchive.comas a global art
mni-portal. First of all, I'd go nuts trying to fill this

wonderful site with so nmuch info. And it would | ook rather
amateurish with just a little content.

More inmportantly, though, is that each section would dilute
the other. For exanple, since Search Engines will

i ncreasingly evaluate the overall theme of an entire site,
ny renai ssance art section will dilute ny ancient art
section (etc., etc.). And anyone who puts up a site which
focuses purely on the thene of ancient art will have an edge
over that section of ny "nega-site."

So here's what | would do. As | broaden the concept, | find
that | have solid profit potential for the Site Concept of
"Renai ssance Art" and ot her Concept Keywords at this |eve
(ex., ancient art, cubism inpressionism etc.).

So | register renai ssance-artchive, ancient-artchive.com
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cubi smartchive.com inpressionismartchive.com etc., etc
And | al so register artchive.comand artchives.com (I add
the dash in the | onger names for easy reading, and | take
artchives.comto protect nyself fromlowlifes who want to
t ake advantage of my success -- yes, |I'll succeed!).

Once | establish renai ssance-artchive, and then
ancient-artchive.com and then cubi smartchive.com 1]l

[ aunch ny MASTER home page, artchive.comto tie it al
together as "the place to conme for all things art." This
hone page will contain a global "what's init for you"
nessage and then provide links to all nmy other donains that
are already up and running and successful

One nore domain -- |'Il register store-artchive.com Once
establish artchive.comthe way that Mark Harden (the REAL
owner of artchive.con) has done, I1'd be nuts not to think
about adding an entire "museum store." This could either be
an affiliate-based store where 1'd "sell" the products of ny
ner chant - partners (including a bust of Boticelli!). O it
could be a true online store. O both.

----- S| DEBAR- - - - -

If you al ready have an online store, building a Theme-Based
Content Site is THE single best way to drive traffic to it.
In other words... BECOVE YOUR OMNN AFFI LI ATE

If you don't have a store NON keep this in mnd..

It can be an excellent way to increase the PROFI TABILITY of
your Thene-Based Content Site. |In other words, start by
marryi ng the content of your Keyword-Focused Content Pages
to well-chosen affiliate programs. Build your initia

i ncomre through well-chosen affiliate programs. Then..

As you grow, add an online store for extra PROFI TABI LI TY!
What shoul d you sell in an online store? Three ideas..

1) Products fromother nerchants, via affiliate prograns.
Sone affiliate sites are very creative in making it | ook
like a real online store. For exanple...

http://ww. Shoesont henet . cont

http://ww. fashi onmal | . com

http://ww.riversville.com

O hers are nmore straightforward...

http://ww. fashi onwi ndows. com gi ftshop/ defaul t. asp

2) Products that you source fromsuppliers -- build a
conventional online store that receives traffic fromyour
content site! People who start their stores first sinmply
DIE froma lack of traffic. Not you. Mre on this in a
future course
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http://www.shoesonthenet.com/
http://www.fashionmall.com/
http://www.riversville.com/
http://www.fashionwindows.com/giftshop/default.asp

3) Your own products, especially digital ones |ike e-books
or software -- You don't have to worry about physica
inventory and fulfillnment is so easy. Witing an e-book
about your area of expertise establishes you as THE expert
* AND* adds ANOTHER i ncome stream For nore infornmation
about creating and selling infoproducts, please see..

http://breakthrough.sitesell.com/myks/

Speaki ng of additional incone streans...

Once your Thene-Based Content Site has built enough traffic,
ADD EVEN MORE i ncone through banner advertising. While |I'm
not a great believer in the value of banners *FOR THE
ADVERTI SER*, there are certainly thousands of comnpanies
willing and able to pay for banner advertising. So don't be
shy about taking their noney. :-)

It's really only appropriate, though, AFTER you start to
buil d substantial income. So continue to keep notes about
potential advertisers in the POSSI BLE PARTNERS section of
your MASTER KEYWORD LI ST -- store this inconme-generating
streamfor later..

For excellent info about ad selling strategies, read these
three articles...

http://ww. wi | sonweb. coni wnt a/ adr ev- 8st eps. ht m

http://gt.clickz.conlcgi-bin/gt/cz/cz.htm ?articl e=850

http://gt.clickz.conlcgi-bin/gt/cz/cz.htm ?article=1101

You can either "sell and serve" ads yourself, or you can do
it through a network (less hassle but share the incone)...

Serving your own ads..
http://ww. wi | sonweb. conf wnt a/ adr ev- servi ng. ht m

Serving through networks..
http://ww. wi | sonweb. coml wnt a/ adr ev- net wor ks. ht m

Li st of ad networks
http://ww. adbi lity. coml WPAG ba_net wor k. ht m

Li st of pay-per-click ad networks...
http://ww. adbility. com WPAG show. asp?cat _i d=170

As you do DAYS 3 and 4, you'll find many merchants who do
NOT have affiliate programs. They are potential buyers of
your advertising! :-)

It ALL starts, first, by establishing yourself through your
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http://breakthrough.sitesell.com/myks/
http://www.wilsonweb.com/wmta/adrev-8steps.htm
http://gt.clickz.com/cgi-bin/gt/cz/cz.html?article=850
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Thene- Based Content Site. :-)

>*** SPEC| AL NOTE*** . .

Use Site Build It! to build your site. It will be a snap to
set up your own pay-per-click advertising business.
Pay-per-click will be easier for you to sell, and in ny
opinion is a nuch fairer nodel for adverti sing.

Site Build It! gives you full click-through data on al
links. So you'll be able to bill your clients appropriately
-- professional -level tools at no extra cost!

No htm know edge is necessary, nor are ftp, META tags, or
any other tech know edge. Site Build It! lets you focus on
what's inportant... building income through content.

For nore information about Site Build It!...

http://breakthrough.sitesell.com/buildit/
----- S| DEBAR- - - - -

OK, back to artchive.com...

Just before we nove on to our |ast exanple ("fashion"),
let's review our artchive.com domains to nake sure that they
meet our VPP (Val uable PRE-selling Proposition) needs..

Your VPP answers, in VERY few words and
hopefully with a touch of character, THE two
critical questions about your Site Concept..

1) *WHAT* SPECI FI C and HI GH VALUE i nfornmation
does your site deliver?

2) *WHAT* is your unique positioning for this
delivery (i.e., what is your angle of
approach) ?

A good VPP transnits these answers | oud and
clear to your visitor. Wiy does this need to
be stated in "VERY few words"? One BIG
reason. .

K-1-S-S -- Wen a reader hits your site, she
nmust be easily/imredi ately abl e to understand
what your site is all about. And the single
best way to do that?..

I ncl ude your VPP in your domain nane! Yes,
your VPP shoul d BE your domai n namne!

"Artchive.conf is a smart, but not TOO CLEVER (i.e., so
subtle that many visitors would mss the point), play on
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words that tells the visitor imediately, and with
character, that it is a place to cone for all things art. It
contains your Site Concept word, "art." And each of your

"l ower |evel" domains does, too (ex., renaissance-artchive
contains the "renai ssance art" keyword.)

Bottom | ine? What started with Botticelli now has a clear
do-abl e step-at-a-tine plan to become an art mini-portal
And you start at a level that you know will be profitable.

Best of all worlds.

On to our final exanple, "fashion"..

Wth "pricing," we found ourselves at just about the right

profit potential level. So it was NOT necessary to grow the
concept .

Wth "Botticelli," we did need to WDEN the concept to
capture nore profit potential. Wth "fashion," we'll need

to do the opposite -- NARROWit down to a "do-able" yet
profitable |evel.

Heck, "fashion" is just too broad..

o0 You won't be able to devel op the unique positioning
required by a good "Val uabl e PRE-selling Proposition"
("VPP").

o It will take forever to fill a general fashion site with
enough content so it does not | ook bare.

o Wnning the Search Engine wars for a General Keyword |ike
"fashion" will be extrenmely difficult. And even if you do
win it for your hone page, people searching for "fashion"
are so non-specific, |looking with so many possible different
topics, that your site is unlikely to nmeet their needs.

And that's why...

THE ONLY STRATEGY on this over-congested Net is to target a
specific niche with a specific Site Concept and a strong VPP
that tells people quickly what SPECI FI C and H GH VALUE

i nformati on you are delivering.

So. ..

When you start with a w de-open concept |ike "fashion," you
have two basic choices..

1) Narrow down to a "fashion"-containing Site Concept that
excites you... sonething about "fashion design" or "fashion
nodel " or "fashion designer."

2) Change course somewhat, based on your BREAKOUT research
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in Wndow 3.

(In fact, while you'll start with one or the other, you wll
qui ckly end up using BOTH choices, as we'll see now...)

Let's cover each quickly, froma VPP point of view..

OPTION 1) Narrow down -- Rermenber sone of our
Hl GH PROFI TABI LI TY "fashi on"-cont ai ni ng keywor ds?. .

o fashion magazi ne
o fashion nodel

o fashion designer
o fashion design

Let's focus on the what excites you... designing and
publishing. You decide to publish an online nmgazi ne about
fashi on design and designers..

f ashi on- desi gner s- magazi ne. com

The donmai n contains your VPP. |t says exactly what your
site delivers, and that you'll be delivering it through the
format of an online magazi ne/ Wb site.

No, the nane is *NOT* particularly clever. Using words |ike
Heral d or Express *WOULD* sound and | ook much slicker

(ex., " Fashi onDesi gnExpress.con). But using "nmmgazi ne" gives
you a better edge with the Search Engines, for two reasons..

1) There's a slight advantage to having your keyword wthin
the domain name. But nobre inportantly...

2) You'll be using your name over and over in your copy. No
one searches for "Fashi onDesi gnExpress." But lots of people
search for "fashion nmagazine." And, since few people use
guot es when they search, the "fashion" and the "magazi ne" do
not have to be together. So this gives you "findability"
for "fashion magazi ne" and "fashion designers" and even
"desi gners mgazi ne. "

Add a byline like..

"The Fashi on Desi gn Magazi ne..
By, About, and For Fashi on Designers”

Include this on every page, under your | ogo.

Your magazi ne format gives you the flexibility to cover a
wi de range of topics related to fashion design and

desi gners. Use the BREAKOUT techni ques described in

DAY 3 to generate nore and nore topics

related to fashion design and designers (jewelry topics,
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fanmobus desi gner bios, etc., etc.).

You're off and running with a great concept like this. Just
one nore thought..

Let's say that fashion-designers-nmagazi ne. com SUCCEEDS

really well... Hey, it should! You're doing everything
right. But...
It will be too late to register related donains |later. Do

it now, with an eye to expandi ng your concept in a few
nonths or so (as discussed above for artchive.com..

o fashion-nodel s-magazi ne. com
o fashion-products-nagazi ne.com (your future store?)
o factory-outlet-stores-nagazi ne.com (see bel ow)

o And, of course, tie it up all together with a MASTER
domai n, fashi on-nmagazi ne. com or THEf ashi on- nagazi ne. com
This MASTER site will be | aunched once your other sites are
all up and running, nuch the sane way that you did for

art chi ve. com above

----S| DEBAR- - - - -
Do you see the difference fromthese vague, nore general
wi de- concept, standal one "fashi on" approaches?..

o "worl d-wi de-fashi on-web. cont
o "fashi on-express. cont
0 "best-fashi on-products-on-the-Net.cont

They are all too generic and fail to capture a usefu
ni che-keyword in the VPP (i.e., in the domain nane).
----SI DEBAR- - - - -

Let's discuss your second option when dealing with a
wi de- open Ceneral Keyword |ike "fashion"..

OPTI ON 2) Change course -- Earlier, we used the Jinflools
Keyword Research Tool to find other "fashion-related" words
like "factory outlet stores,"” which was searched for 3,851
times. Well, check it out at AltaVista -- you'll find that
it has only 1,820 conpetitors! Hey, that's a far better
DEMAND- SUPPLY ratio (searches conpared to conpetitors) than
"fashi on design."

----- S| DEBAR- - - - -

The "Site Build It! Manager" tool uses a conplex calculation
that is beyond sinple SUPPLY-DEMAND ratios and which does a
much better job of showi ng each word's exact PROFI TABILITY.
It shows "factory outlet stores" to have far greater
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PROFI TABI LI TY than any other keyword that we have | ooked at!

The Site Build It! Manager is free with your purchase of
Site Build It!. :-)

For nore information about Site Build It!...

http://breakthrough.sitesell.com/buildit/
----- S| DEBAR- - - - -

Research like this may even point you towards changi ng your
concept AWAY fromthe "concept-Ilevel" keyword of "fashion,"
per haps ai m ng nore TOMRD "di scount” and "outlets" -- run
t hese two keywords through the GoTo Suggestion Tool, and
then see how many conpetitors those words have. Your best
Concept Keyword may actually be, surprise!..

di scount outlets
or

factory outlet stores (that's where we got that donain,
"factory-outl et-stores-nmagazi ne.com" above).

O course, you also have to consider..
o whether this different direction excites you as nuch
and

o the nature of the kind of customer who will search for
your keywords. Make sure that you aren't narketing to a
personality type that is hard to convert, no matter what you
do... ex., the "freebie-seeking tire-kicker" or the

"mar ket i ng- phobi ¢ tech-type."

You want to attract a personality that is open-to-buy. In
ot her words, you want people who will buy something after
readi ng your content and clicking to your merchants.

Wth this in mnd, think about this possible new direction..

Peopl e searching for outlet nalls are certainly doing so for
a reason... to save by BUYING And you find lots of good
online malls and other nmerchants that fit with your Site
Concept. And you can still marry your concept of fashion to
"factory outlet stores" like this..

WORLDSBEST- Fashi onFact ory-out | et - st ores. com

Ceez, if this goes as big as you think it could, you could
expand this concept, too! So you also register..

0 WORLDSBEST- Sport sFactory-outl et-stores.com

Autoresponder Magic


http://breakthrough.sitesell.com/buildit/

(0]

(0]

WORLDSBEST- El ect roni cFact ory-outl et -stores. com
WORLDSBEST- Fur ni t ur eFact ory-out| et - st ores. com
WORLDSBEST- Musi cFact ory-out |l et - st ores. com

WORLDSBEST- What ever El seExi st sFact ory-outl et-stores.com;-)

And you'll register a strong MASTER domain to tie all your
successful niche sites up into one big mni-portal. So what
if that's a year or two down the road?..

0 WORLDSBEST- Fact ory-outl et-stores.com

VPP = "world's best factory outlet stores" It "says" that
you have done all the research for your cost-conscious
reader and will be delivering ONLY the cream

And think of all the creamnmy topics!... Articles on shoes,
fur, dresses, etc., etc... leading to great outlet |inks

(and other affiliate Iinks, of course).

Then you do the same for basketball, football, golf, etc.
etc. My goodness! You've found a notherl ode.

Bye- bye fashi on magazine. Hello world of discount malls!

Here's the whol e point of DAY 5..

Take your time on the donmain name and the concept -- the
choi ce you make here will literally nake or break your
results (remenber what Danny De Vito said in "The

Renai ssance Man"..

"The choices we nmake dictate the |lives we |ead."

Pi ck sonethi ng you know and | ove. .

| f

*AND* t hat has excel | ent PROFI TABI LI TY!

| had to summarize the ENTIRE Affiliate Masters Course

into just two lines, it would be the two you just
read. ..

Pi ck sonet hing you know and | ove. ..

*AND* t hat has excel | ent PROFI TABI LI TY!

One without the other is nmuch less likely to succeed.

Yes, you can win by doing sonething you don't enjoy doing.

But

it's a heck of a |ot harder.

Autoresponder Magic



And sure... you COULD just say "to hang wi th what people
will pay for," | want to do what turns ne... and that would
be OK.  You might even "luck into" a wi nner of a concept.
But it WOULD be luck. On the other hand, if your payoff is
t he sheer enjoynent of doing a hobby, that's great, too.

----- S| DEBAR- - - - -

One of the nost cl ear-headed thinkers, and biggest w nners,
and one of nmy favorite witers on the Net, is John Audette.
John calls this... "Niche with Passion." 1It's one of his
"Sweet 16 Principles for Building a Successful |nternet
Busi ness". ..

http://ww. audet t enedi a. com t ool s/ pri ci pl e05. ht m

When in doubt... err on the side of passion. :-)
----- S| DEBAR- - - - -

It takes a col d-hearted busi ness person to nake nobney at
sonet hing that she does not particularly like. Few of us
qualify. O course, if you DO, don't hesitate to go where
t he PROFI TABI LI TY seems to be, first and forenost! :-)

But, for npst folks...
Pi ck sonething you know and | ove. .
*AND* t hat has excel |l ent PROFI TABI LI TY!

A sinple but powerful ending to DAY 5. :-)

Bef ore proceeding to DAY 6, please conplete your DAY 5
CGoal - of -t he- DAY, and take note of your Ongoi ng Goal ..

CGoal - of -t he-DAY... Narrow or broaden your
Site Concept until it is, to quote

Gol dil ocks, "just right." Not too narrow...
not too broad. Before you register your
domai n, consider Site Build It!...

http://breakthrough.sitesell.com/buildit/

It turns this course into child's play. :-)

Ongoi ng Goal ... Now that you have found your

perfect, "just right" Site Concept, consider

t he bigger picture. Wen you "finish" this,

your first site, will you broaden the concept
until you have your own mini-portal? O wll
you start a second, unrelated site?
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Al'l the necessary prep work for your affiliate business is
finished. You finalized and registered your domain. The
foundation i s now secure.

Tormorrow we build on it. Get a good night's sleep
See you soon.

- Ken

The Affiliate Masters series is sent only to those people
who have specifically requested it. It is conposed of five
daily e-mamil courses. Want to join the exclusive club of

hi gh-earning affiliate chanpions? Follow the strategies
outlined in The Masters series. Really... JUST DO IT!

Al'l an Gardyne (yes, of associateprograns.com fane) has said
that "if you join only one program neke it the 5 Pillar
Program’ and he has called it "the perfect revenue sharing
program " Ral ph WIlson (w | sonweb.con) says that "Ken Evoy
has taken affiliate prograns to the next level." And the
Five Pillar Program was chosen by AffiliatesDirectory.com as
"The Best Program of 1999."

For nore information...
http://ww.sitesell.comaffiliateprogram htm

HOW TO UNSUBSCRI BE

You are receiving the Affiliate Masters Course only because
you requested it, or someone used your computer to request
it. If you do NOT wish to receive the rest of this course..

To unsubscri be, send a blank e-mail to..
<<UNSUBSCRI BE_ADDRESS>>

NOTE: You nust send it fromthe sane e-nmil address that
recei ves this 5-day course

Contact info: E-mail us at support @itesell.com

Witten by Ken Evoy, MD.
President, SiteSell.com
(c) copyright 2000, 2001 SiteSell.comlnc.

"Site Build It!" TMSiteSell.comlInc
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Message #4
Delivery: Day 4

The Affiliate Masters... an intensive 5-day e-mail
course on becom ng a high-earning affiliate chanpion.
How? By building income through content.

If you have a friend who woul d benefit fromtaking this
course, please pass this on. O tell that person to
recei ve the 5-day course by sending a blank e-mail to..

<<NAl LTOADDRESS>>

| guarantee that you'll refer to this course over and over
again as you build (or rebuild) your affiliate business.
Print each e-nail out, pour yourself a beverage of choice,
bring along a pen to jot down sonme ideas, and take it all to
your favorite sofa. Learning a serious subject is so rmuch
nore successful when you're confortable.

When you print out this e-mail, keep it in a 3-ring binder
Here's a super little printing utility that will allow you
to print 2 or 4 pages to a single 8.5" x 11" piece of paper
It saves you paper, space, and noney...

http://ww.fineprint.com

<<TODAY>>
Affiliate Masters 404

H Ho! H Ho!
It's OFf To Work W Co...

by Ken Evoy, M D
President, SiteSell.com

Yes, finally!... W're ready to start building!

Just to be sure, though, get out your syllabus again and
doubl e-check our progress. W want to do this right... the
first tinme.

Affiliate Masters 101
0 Business Basics
o |Incone and Expenses
o Traffic, Cdick Throughs, and Conversion Rates
o0 PRE-selling... why
o0 PRE-selling and your visitor's M NDSET
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o PRE-selling... how

Affiliate Masters 202
0 Brainstorm ng concepts for your site
o Picking the concept with the nost profit potentia
o Devel oping H GH PROFI TABILITY topics for your site
o DEMAND, SUPPLY and BREAKQUT tools, and the
MASTER KEYWORD LI ST
0 The CUSTOVER END vs. the KEYWORD END
0 How to pick the H GHEST- PROFI TABI LI TY topics
o Analyzing (and using!) the conpetition

Affiliate Masters 303
o Finding affiliate prograns for your concept
How to reduce risk by diversifying
Pi cking the best, safest prograns
Refi ni ng your concept to just the right scope..
The "Val uabl e PRE-sel ling Proposition”
Creating and Protecting the PERFECT donai n nane
Preparing for your own mni-vertical-porta

O O0OO0OO0OO0Oo

| mpressive work! You truly do have a rock-solid foundation
to build upon. So let the construction begin

DAY 6 -- Build a Site that Gets the CLICK

Rone. comwas NOT built in a day!

CGoal -of -the-DAY... Build a hone page, and
one TIER 2 Keyword-Focused Content Page.

Ongoi ng CGoal ... Create one Keyword-Focused
Content Page per day. Start with the TIER
2 pages. Then keep adding TIER 3 pages, 1
per day. Create 50-70 nmaxi rum Then start
a new Thene-Based Content Site.

(I'f your time is limted, reduce the goa

to a page every 2 or 3 days. Even then
you'll have a traffic-building, income-
earning site in three nonths. Consistency
and discipline are the keys, not speed. It's
K to be the tortoise, as |ong as you stay
the course... THI S course, that is. :-) )

VWet her you know HTML or NOT, it's just

not necessary to fiddle around with coding,
FTP'ing, etc. Focus on creating content

t hat OVERdel ivers to both your readers and
the spiders by using Site Build It!'s
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Showt i nre!
Li ke any great show, whether it's baseball, or the theatre,
or the Aynpics... success is all about preparation. And

boy, have you prepared!

And all that preparation has convinced you that your show
shoul d be. ..

> WORLDSBEST- Fashi onFact ory-out | et - st ores. com

Yes! \What started out as "fashion" has turned into a site
about fashion factory outlet stores. After all, you
yoursel f LOVE buying cl othes and shoes at a great price...

oh the thrill of stopping by a new freeway-side outlet mall
and finding beautiful, cheap buys at a Tonmy Hilfiger outlet.

----SI DEBAR- - - - -

Wil e you LOVE the idea, noney talked, too. Site Build It!
Manager calculated a terrific PROFITABILITY for it. And the
cost for bidding on these sites was ridiculously [ow Your
nmet hodi cal research has uncovered a H GH POTENTI AL busi ness!
----SI DEBAR- - - - -

Now it's time to build income through content... i.e., to
build a site that gets the CLICK

Since I'mstill in "2-line-summary node," let's boil down
t he essence of "building incone through content”...

Del i ver VALUABLE content to your readers...

*AND* tasty content to your spiders.

Your site rmust be a WN-WNWN WN proposition for four
parties...

1) YOUR VI SI TOR

2) the Search Engines

3) your nerchants, and...
4) . ..YOU

Let's | ook at each WN. ..

1) YOUR VI SI TOR nmust get what she is |ooking for --
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out standi ng i nformati on. OVERdeliver with original
H GH VALUE info. If you don't do this, she sinply clicks
the BACK button to the Search Engi ne and says... "Next!"

2) The Search Engines are in business. Their product is the
quality of their search results. Help them nake their
product better, and they'll |ove you. How?

Search Engi nes use conmputer progranms called spiders to go
out and bring your site back to its hone (i.e., the Search
Engi ne' s database). Then when soneone | ooks up, say,
"factory outlet stores," another program deci des whet her
your site, or another, is nore relevant.

You nmust HONESTLY convi nce each Search Engi ne that you are
the nost relevant (at least in the Top 20, preferably in the
Top 10) for the KEYWORDS that you target. |If you TRICK the
engi ne, your success won't |ast long, and when it discovers
the trick, it will ban you. Why? Because tricks hurt the
Search Engi ne's product rather than help

Hel p the searcher, your potential visitor and your merchant's
potential custoner, solve her problemor her quest. Satisfy
t he whol e reason WHY she is doing the search. If you do

this, you ADD VALUE to the Search Engi ne's product.

————— S| DEBAR- - - - -

If you do this properly, you never have to worry about the
Search Engi nes, because they and you becone partners in an
effort to deliver QUALITY content to searchers..

o No tricks in comment tags or invisible |inks or anything
else that is not natural for a true content site.

o No hoping that the SEs don't change their attitude towards
your "tactics."

o No worrying about just the right nunmber of times to repeat
a keyword in the META Keyword tag.

o No tine-wasting, constantly "staying on the cutting edge"
ahead of the engines

o No 8 versions of the sane site, one for each major engine.
Focus on creating one "best fit" site that scores wel

with nost of the engines for nbst of your words nost of

the tine. Then spend your time creating another site.

No ganes.

o No off-target keywords to suck in untargeted custoners.
("Hey, this site's not about Monica Lew nsky! What gives?")

o No fretting about whether conpetitors will conplain about
your tricky methods.

o No multiple donmains, hidden inter-linking, etc. -- since
every page is for the customer first and forenost, and since
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you are sinply witing to ALSO satisfy the Search Engi ne,
none of this is necessary.

There's sinply nothing to worry about. Sleep well and enjoy
solid, stable results by doing it ALL right the first tine.
----- S| DEBAR- - - - -

K, ontothe third WN of WNWNWNWN...

3) Your MERCHANTS want sales. As we have seen, the best way
to deliver that is through outstanding content that gains
your visitor's confidence, then using "in-context" TEXT
links to refer/recommend/direct those visitors to pl aces
that you believe will deliver great val ue.

4) YOQU nmust WN, too, of course. How?

Ah, that's the easiest part. |If you get the first three
WNS right, you WLL succeed. Think about it..

OVERdel i very to your visitor ensures repeat visits,

confidence and ongoi ng sales. The Search Engines wll never
ban you. And, as you become a SUPER-affiliate, your
merchants will pay you nore and nore, perhaps even giving

you speci al bonuses and deal s!

| call the road to *YOUR* WN..
>"FI ND- CLI CK- CLI CK- CLI CK- kaCHI NG'
VWhy? Because here's what has to happen for you to WN. ..

o FIND
Your POTENTI AL visitor nust FIND you in the Top 10 (no
worse than top 20) of the search results for your keyword
I f your potential customer does not find you on the first
or second page of the Search Engine's search for your
keyword, well, you sinply don't exist for that word.

Gane over.

o CLICK
Your POTENTI AL nust read the Title and Description that
the engi ne uses in the search results, *AND* nust find
it sufficiently conpelling to CLICK to your site. |If
your Title and Description are boring or tacky, your
POTENTI AL visitor will probably not click to your KFCP
(Keywor d- Focused Cont ent Page).

Gane over.

o CLICK
Your VISITOR finds H GH VALUE content, |learns to trust
you as soneone honest who delivers, and so follows your
recomendations... CLICK again! |f your page delivers
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poor, LOWMVALUE info (or even worse, a SALES PITCH), you
still get the CLICK... on the BACK BUTTON to the Search
Engine's results page. "Who's next?" :-(

Gane over.

0o CLI CK-kaCHI NG
Finally, your VISITOR arrives at your merchant in a
"feeling smart about myself" and open-to-buy nood,
ready to CLICK that BUY button!

Did | just hear a cash register?... kaCH NG :-)
Ahhh... if you get the FIND CLICK-CLICK right, that |ast
CLICK-kaCHING is al most in the bag! :-)

FI ND- CLI CK- CLI CK- CLI CK- kaCHI NG. . .
To acconmplish that, all you have to do is..

Get the first three WNS right. The fourth WN, your WN,
nust follow automatically. And all you have to do to nai
down those first three WNS is..

Del i ver VALUABLE content to your readers..

*AND* tasty content to your spiders.

————— S| DEBAR- - - - -
We're about to discuss building your site. I'Il try to keep
it as non-technical as possible. And I'Il refer you to sone

out standi ng techie sites below, for those of you who are so
i nclined.

Whet her you are a tech-expert or a newbie, however, Site
Build It! is a product that nakes all the technical issues
invisible to you. This lets you focus upon what's REALLY
i nportant -- getting your know edge out of your brain and
into your site. Al you need to know is... what you KNOW

Here is what you do *NOT* need to know. ..
o no htm required

o no ftp or any know edge of how Wb hosting works -- this
wor ks purely through the browser!

0 no Search Engine skills -- Site Build It! will take you by
the hand as you create SE-effective pages. You don't even
need to know what a META tag is -- Site Build It! creates
all these for you.

0o No techie stuff at all

Site Build It! is all about building SE-attractive sites
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t hat sinmultaneously PRE-sell through great content. Use it
to create a Thene-Focused Content Site that ranks highly

wi th Search Engines (SEs), and that gets your visitors to
click through to your affiliate prograns. |Its invisible-
to-you technol ogy delivers..

o a powerful PRE-selling, "get the click" Thenes-Based
Content Site

o an ethical, effective way to attract targeted custoners to
your site

o satisfied visitors who find what they seek and who click
to your merchants' sites

o happy SEs who deliver what they promise... accurate
searches. They score your site highly, and | ove doing so.

Since the site is all yours, you can build pages around a
central theme (say factory outlet stores, or pricing, or
fashi on nmodel s, or Leprechauns, or whatever you know and
love). So you'll rank highly at the engines.

Since it's a full site in every respect and not a free site
(engi nes score freehi es NEGATI VELY for nany reasons, even if
you have your own dommin), you will score nuch higher at the
engines than with any free site.

Everything you read in all 5 days of this Affiliate Masters
Course is included in Site Build It!. Al you'll have to
do is..

Build your site, following the online help if you ever need
it. The online help takes you through every step of
buil di ng a Thene-Based Content Site that will score well at
the maj or Search Engines. And it goes well beyond that..
hel ping you build traffic in other ways, too.

For nore information...

http://breakthrough.sitesell.com/buildit/
----- S| DEBAR- - - - -

Still ready to build? Let's start with the physical |ayout
of your new site..

The Structure of Your Site

Your Theme-Based Content Site is nade of a home page that
gives the "what's in it for ne" about your site. It

el aborates on the VPP ("Val uable PRE-selling Proposition")
and delivers the major benefit statenents (nore on
content-building in the next section).
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Thi nk of your site as a PYRAM D, with the hone page CROMI NG
the pinnacle. Your hone page should |ink to SEVEN ot her
pages. These seven Keyword-Focused Content Pages wil |
contain content that is about your MOST PROFI TABLE KEYWORDS
*AND* that fit with the whole Site Concept and VPP.

Revi ew your MASTER KEYWORD LI ST and sel ect your seven best
keywords (select on the basis of PROFITABILITY *and* FIT).
You will Iink your home page to these seven, both within the
body copy, as you outline what the site is all about, and
fromw thin a text or graphic navigation bar (navbar).

Your hone page should not link to any of your nerchant
partners -- it's too early. Its job instead is to link to
your HI GHEST- PROFI TABI LI TY pages. It must GET THE CLICK to
at least one of these seven pages. This is inmportant for
two reasons..

1) Your visitor hits a "nopney page" -- your H GHEST-
PROFI TABI LI TY Keywor d- Focused Content Pages weave
"in-context" TEXT links to your merchant-partners while
OVERdel i vering great content. This is how you make your
i ncome, so we want to |lead your visitors to your H GHEST
POTENTI AL pages ASAP

2) Your spider-buddy follows the |inks and indexes (i.e.
brings back to the Search Engi ne's dat abase) your npst

i mportant pages first, and nost reliably -- the deeper a

spi der has to go, the nore likely it is that he m sses and
FAILS to bring YOUR bacon back to his database hone. So we
want to structure our site so that the H GHEST PROFI TABI LI TY
pages have the best chance of being dragged back to al

t hose spiders' hones.

W'l call your SEVEN H GHEST- PROFI TABI LI TY pages "TI ER 2"
pages, since they are on a second TIER bel ow t he hone page.
Each of these pages can thenselves link to 5-10 pages ("TIER
3" pages).

----- S| DEBAR- - - - -

You likely won't pick the absolute 7 H GHEST POTENTI AL
keywords. Some will be too close in neaning. Qhers may not
easily lead to a TIER 3, as we'll see in a second. So you

pick the 7 that make the npbst sense and help to formthe
strongest site overall
----- S| DEBAR- - - - -

TIER 3 pages should relate to the TIER 2 page that links to
it. For exanple, let's say that "outlet nalls" is one of
t he nost PROFI TABLE keywords that your research has found.
What do you do?

Create a TIER 2 Page ("outlet-malls.htm ") called..

> "Top Factory Qutlet Malls Where You Can Shop Via The Net"
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This page links to TIER 3 pages..

0 a page that ranks the top shoe outlets that allow you to
shop via the Wb

o another that rates the top clothing outlets

o also to the best fur discount malls, clothing outlets,
Ni ke outlets, etc.

Here's a key point about TIER 3... your main keyword TIER 3
m ght be not so profitable. There is not nmuch DEMAND f or
"fur discount malls." But that does not nean that your
"best fur discount mall" page has to suffer. Find a
stronger, nore in DEMAND, rel ated keyword. For exanple,
woul d focus on "fur coat" (use your DEMAND wi ndow to verify,
of course). O fer great content about fur coats, and then
lead into the best places to get great bargains on these
expensi ve itens.

The formula is the same... OVERdeliver great content. Then
get the click to your nerchant partners.

FI ND- CLI CK- CLI CK- CLI CK- kaCHI NG

So, your TIER 1 home page links to 7 TIER 2 pages (not nore,
because your navbar starts |ooking pretty congested). And
your TIER 2 pages each link to 5-10 TIER 3 pages. Sonething
like this...

Home Page TIER 1

| | | | | |
KFCP#1  KFCP#2  KFCP#3  KFCP#4  KFCP#5 etc. TIER 2
|
_l

| | | |
KFCP#1- 1 KFCP#1-2 KFCP#1-3 KFCP#1-4 KFCP#1-5 etc. TIER 3

(Hope the above di agram cones out OK -- it mght |ook a bit
skewed if your e-mmil software is not using a nmonospaced
font).

This clean, 3-TIER approach yields an easy, navigable
site... for both your visitor and your spiders. Spiders

al ways cone in through the front door (as long as you submit
the hone page to them.. nore on this tonorrow). From
there, you've left thema nice trail to follow. So they can
easily index the rest of your pages. Humans, however. .

Humans may find any page, TIER 1, 2, or 3, via the engines.
So each TIER 3 page should provide a link back to its
related TIER 2. And the sanme for TIER 2 to TIER 1.

QO herwi se, keep internal linking only to what's really
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necessary and rel evant. Renenber, your REAL goal is for
your visitor to CLICK to your nerchants! :-)

After 3 TIERS and 50-70 pages, it gets tougher to get pages
i ndexed. By this tine, however, you should pretty nmuch own
this little niche. And your tinme will yield greater
returns if you set up your NEXT niche site. For exanple...

> WORLDSBEST- El ectroni cFactory-outl et-stores.com :-)

----- S| DEBAR- - - - - -
Remenber, each niche stands on its own...

0 WORLDSBEST- Sport sFactory-outl et-stores.com

0 WORLDSBEST- El ectroni cFactory-outl et-stores.com
0 WORLDSBEST- Fur ni tureFactory-outl et-stores.com
0 WORLDSBEST- Musi cFactory-outl et-stores.com

0 WORLDSBEST- What ever El seExi st sFact ory-outl et-stores.com
;)

But once you have three niches established, there's one nore
TIER, above all the other ones. Let's call it TIER ZERO. ..

0 WORLDSBEST- Fact ory-outl et-stores.com

This "SUPER HOVE PAGE" links to all the other hone pages and
again, delivers the VPP and nmajor benefits of your
m ni -portal.

By now, too, you are likely offering pay-per-click banner
advertising and even linking to your own store. Yup, you've
got a thriving business!

But that's a bit down the road... :-)
----- S| DEBAR- - - - - -

As the spiders gather up your TIER 1, 2, and 3 pages, the
conputer prograns that analyze themare getting smarter and
smarter... and thenme-focused. Wat does that nean to you?..

1) They'll analyze all your pages in their databases and
deci de upon the overall theme of your site. So none of your
pages should be off-thene, or you'll confuse it. If you
have a great idea for a H GHLY PROFI TABLE Keywor d- Focused
Content Page that is off-thenme, save it for your NEXT niche.

2) Have you already created a bunch of "gateway pages" by
sinmply duplicating one of your pages and then replacing one
keyword with a different one? These "al npst identical"

gat eways were successful through 1998 and 1999. But they
are losing effectiveness rapidly and will soon be conpressed
out of existence by these smart prograns that | ook across
all the pages in your site... even across DI FFERENT sites!
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Time to make a change.

So much for the STRUCTURE of your site. Now let's fill that
structure with CONTENT that acconplishes our critical two
goal s..

Del i ver VALUABLE content to your readers..

*AND* tasty content to your spiders.

The Content of Your Site

Let's start this section the sane way as we did for "The
Structure of Your Site"... with the hone page..

Your Thene-Based Content Site is made of a hone page that
gives the "what's in it for ne" about your site. It

el aborates on the VPP ("Val uable PRE-selling Proposition")
by expandi ng upon. .

1) *WHAT* SPECI FI C and Hl GH VALUE i nfornmati on does your site
deliver?

2) *WHAT* is your unique positioning for this delivery
(i.e., what is your angle of approach)?

It acconplishes this while focusing on your Concept Keyword.
VWhat do | mean? Well, like | said above, you have TWOD
audi ences... your visitor and your spider

Your home page delivers the above content to your visitor
The ot her pages of your site, your Keyword-Focused Content
Pages, deliver content about H GH PROFI TABI LI TY topics.

As you wite each Wb page, you focus upon using a single
keyword slightly nmore than your high school English teacher
taught you was "good English.”" This is the keyword that you
want the Search Engines to rank highly. W' Il call this
word the "Specific Keyword" from now on.

----- S| DEBAR- - - - -

Choose your "Specific Keywords" fromthe MASTER KEYWORD LI ST
of HI GH PROFI TABI LI TY keywords that you devel oped during DAY
3 (and continue to develop). Each of your Wb pages will
focus upon a Specific Keyword to do double duty...

o as the PRE-selling topic for the page

and. ..

o to rank highly with the engines.
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The term "General Keywords" refers to nore generic words
that are ASSOCI ATED with your Specific Keywords. You'l
never win the Search Engi ne war for General Keywords by
t hensel ves -- you don't really want such non-specific
traffic anyway.

But many peopl e use "WORD COMBOS" to search. They'll enter
a Specific Keyword and al so a General one. For exanple, a
searcher mght enter..

"penny stocks and investing"
or

"+penny stocks +investing"
or

"penny stocks investing"

or

"investing penny stocks."

As | said, you'll never win at the engines for the Genera
Keyword "investing" -- there is just too nmuch conpetition
In any event, even if you win, the traffic is just too
non-targeted to be interested in your specific niche.

But if you include the General Keyword "investing" in sone
of the nmjor parts of your Wb page (outlined bel ow), you'l
do well when searchers use WORD COMBCOS. And these are
excellent, highly targeted visitors!

So. ..

Bl end sone General Keywords with your Specific ones. You
only need to include themonce or twice -- you're not trying
to win the war for General Keywords, just for the WORD
COMBOS. So no need to use themnearly as nmany tines as your
Speci fi