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October 30th 2014 Group Coaching Call 

 
YARO: Hi everyone! This is Yaro here and welcome to another EJ Insider 
Coaching call. We're trying a different time. This is a night time for me in 
Australia call and it's early morning in the United States depending on 
whether you're on the east or on the west side, it might be ridiculously too 
early or perhaps just a great time for you to join, and it's also a bit better I 
think for a few different places that normally can't make the other time. So, 
we'll see who shows up regardless of whether we have that many people 
live or anyone live on this call. I do have a large list of questions that have 
been sent through via email in advance including a few leftover from last 
week's call particularly because I had technical issues. I was only able to 
get to half the questions during that call. 
 
So, what I'm going to do is I'm just going to dive straight in and start 
answering these questions so you can really get straight to the content on 
this call and enough of me waffling on. So,  I hope you're ready to go and 
start talking about blogging with me here on this call. 
 
So, first question is from James. James asked me a while ago you posted 
about paying for advertising and having a really tight pipeline for 
measurement. You were in the process of setting that up if I recall correctly. 
I may just have to hear what you have learned. I'm yet to find a channel 
that is profitable. It seems we spend more than we return. We've tried this 
on Facebook, LinkedIn and Google Adwords. As another question, what 
other channels out there are there? 
 
All right James, well yes, I have been playing around with this. One caveat, 
my technical system Ontraport or Office Autopilot, the older version of it, I'm 
still on Office Autopilot and I'm waiting to be migrated to Ontraport and the 
one big limitation is I can't do very good conversion tracking wth Office 
Autopilot, the older version. It won't allow me to basically track the source 
of a click on an ad as coming from a certain place. So, I can't track 
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someone clicking a Facebook ad all the way back to them buying the 
product through my system. 
 
Now, I could get a third party tracking system to do that. There are some 
link tracking tools but, I'm really trying to keep this all within the one 
technology and the new Ontraport version on my platform which I'm having 
my fingers crossed, we'll get to migrate into very, very soon will allow me to 
do that kind of tracking. There's a better link tracking system in the new 
version and what's beautiful about that is I can look into a client's records 
so, any record in my system or any customer I have or any email opt in I 
have and see the source of where they join so, I could actually say, "Click 
this particular Facebook ad and then, I will see which pages they visited on 
my blog and then, which products they purchased." 
 
That's really powerful. I love the fact that it's all in one system so, I can 
really see which ads are working and which products they are buying and 
what pages they're reading before they get to buying the products. 
 
Unfortutately, the short answer is no. I haven't cracked this myself yet, and 
to be absolutely honest with you, it's not my man priority because I have a 
solid blog following in the sense that my blog keeps bringing me new 
people every single day. I get about 5000 people visiting my blog everyday 
and about 100 people opting in to my newsletter every day. And, I am not 
even doing a good enough job of converting those people. 
 
So, I have sort of been trying to focus my energy on my lowest hanging fruit 
which is getting the products out the door so, I have a front to end funnel. 
So, I have the low-priced entry products which I do have now and then, the 
higher priced more comprehensive, more personal contact with me type 
coaching programs which I am currently building what Blog Mastermind is 
basically ready to go. Once that's done, I'll do Membership Site Mastermind 
next year. 
 
That makes it so much better when it comes to doing the paid campaigns 
because one of the big problems I have now with a paid campaign, I can 
run it and sell a $50 eBook. But, I don't know if that person would go on 
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and buy a $1000 course and that's critical information for me to know 
because that $50 eBook sale is actually meant to be money that I have 
spent to get that customer. I should look at that money as my profit base. I 
need to know whether they would go on to buy another course and then, I 
can see what the average value of all my customers are and know how 
much I can spend. So, I can do that equation that you're talking about there 
to find out whether am I spending an amount of money that is less than 
what I am getting back. And, without the back end product, it's very difficult 
to know that. So, my energy for the last pretty much the entire year really 
has been playing around with a bit of advertising. I have been playing with 
Facebook advertising just to get myself familiar with the system and it's 
good. It's definitely the easiest system I find to use but, I haven't really been 
able to say, "You know what? I know this is a funnel that is working 
perfectly for paid traffic."  
 
However, that is why I will spend my time first once my product funnel is 
complete which is what I recommend you do too. If you're having trouble 
and this is difficult for me to really answer for you, James, but if you're 
having trouble getting a profitable return of investment, you need to look at 
different things. You obviously got how many people are coming in to your 
funnel and what's your conversion rate? How many people aren't buying? 
What is the conversion rate there? Then, you also have to know the visitor 
value.  
 
If you only have a $30 product, it could be difficult to create a profitable 
campaign if only sell one product to every 1000 clicks you get and it costs 
you $200 to buy those click but, you only make $30 from the sale, it's not 
profitable.  
 
But, if you know that on average every person who buys the front end 
product, half of them go on to buy a back end product at a $1000 then, you 
know the ROI is actually $530 for these campaigns. So, you have a 
profitable campaign then because you're getting more money on the back 
end. So, it's difficult unless you really map out this funnel to actually 
accurately assess how good your funnel is. So, I really need you to maybe 
give me some more information to it, you want my advice on that funnel, 
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but the short answer is no, I haven't really solved this problem myself but, 
it's not my main focus.  
 
As for any other channels out there, well yes, there are so many channels 
for getting traffic. It's ridiculous. I go through a hundred of them inside my 
beginner blog traffic guide. There's 100 traffic techniques in there, many of 
which are paid traffic sources. Most of them are not. Most of them I talk 
about free traffic techniques. 
 
But, you've got things like re-targeting. You've got things like Outbrain 
which is sort of buying links with the end of other people's website kind of 
like content links. You've got, virtually, I have this social network now, you 
mentioned LinkedIn, that's Facebook and Linked In. Pinterest is 
experimenting with advertising. You can advertise on Twitter right now. 
There are places like buysellads.com where you can buy banners and 
other blogs so if you can find targeted blogs, you could advertise on them. 
You could pay for sponsored reviews on certain sites. You could even 
sponsor a podcast story or YouTube channel or you could do some 
YouTube adverstising.  
 
So, there are so many different places. It's really a case of picking one and 
getting good at it. That's what I feel. Don't try to do them all. Just pick one 
and work it until you get a conclusion. 
 
Okay, I don't see any live questions coming in. If you are listening in and 
you do want to ask a live question, you press the five then, star key to join 
me. For the time being though, I'm just going to keep going through all 
these pre-emailed questions but, I think I may have chosen the time that's 
not great for most of the EJ Insiders who may be aware of this call. But, 
that's okay. I'm happy to do a Q and A call with these emailed questions. 
 
So, number two, this came from Hardy. Hardy wrote me saying... 
 

I'm planning starting a blog on helping small business to use social 
media like a Facebook page to get repeat customers and also get 
new customers. The idea is to build myself as an expert in this arena 
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but, the challenge is even though I have been learning about this for 
a while and I know it will work, I haven't done it myself. I think you 
know about my plan to contact some small businesses I know to offer 
them the service for free as a case study. 
 
My questions are one, what do you think about blogs that targets 
small business instead of customers? Will there be less audience? 
Will it be hard to build my list? What could be the challenges I might 
face and what will be your suggestion to best deal with those 
challenges? 
 

I'm not sure what you mean by what do you think about blogs that targets 
small businesses instead of customers? I think you might be saying, "It's a 
business to business blog" instead of a business to consumer blog where 
you are selling a product directly to a customer. You want to sell things to 
the other people who sell directly to the customer. 
 
That's not a lot different. Blogging, you have a target audience. You have 
something to offer them. So, it really doesn't change. You still have to 
understand who your audience are, what they want, how they communicate 
with, how they communicate and what you can offer them, how you can 
solve their problems. So, there's no difference in strategy when it comes to 
blogging regardless of who your target audience is. You still have to do 
marketing, understand them and meet their needs. 
  
In terms of will there be less audience? Will it be hard to build your list? 
Difficult for me to answer. I think if you're targeting all small businesses on 
the planet, "A" that's a mistake and it's too broad a niche and "B" that's an 
incredible amount of customers. That's a huge market. Small businesses, I 
believe there are more small businesses in Australia certainly that drive the 
economy than any other type of business. So, I think that's not an issue of 
size. That's for sure.  
 
You should narrow that down. I want to help all real estate agents or I want 
to help all massage parlors or I want to help all ice cream shop. Pick one 
specific area and get really good at helping them. In that way, you'll speak 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 6 

more directly to them. What could be the challenge they might face and 
what would you suggest them to best deal with the challenges? You have 
the same problems we all have, Hardy. It's getting a clear understanding of 
what you want t be to people, how you help them, really turning that into a 
clear message having a powerful headline,  a clear offer on your opt in 
page, and then, getting traffic to that offer and making sales. That's the 
same problem we all have. It's getting... to developments rigt and building 
the funnel. So, convert each element. 
 
I don't really think I can answer any better than that. You need to start at 
the beginning, get your target audience nailed down, really understand who 
you're going after and what you'll help them do and then, problem solved. 
 
Write a headline next then, test that headline on some live traffic as you get 
them to convert. So, you got to get as quick as you can to that live testing. 
Don't spend too much time guessing here. You'll only get a concrete 
answer about who you want to serve when you get out there and actually 
make an offer. 
 
I realize in your case, you don't feel you have the credibility yet because 
you haven't actually peformed this service to anyone and that is an 
important point. It really will make you a better to go out there with when 
you have got some results because that gives you confidence and it gives 
you great marketing in the sense that you have case studies. 
 
That will also clarify things for you because you'll be working with live 
customers so, keep doing that. 
 
The second question you're asking me, what would you suggest I do during 
this time while I'm working at building my personal case studies? Is it a 
good idea to start blogging about it and also start building my list of local 
businesses who are interested to be used as case studies and exchange 
for a free customized Facebook page. 
 
You know what, I think if you can spend all your time on this delivering 
great service and learning about your audience by actually saying, if you do 
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it for free, that's fine but, I think it would even be better if you get them to 
pay you money to create a Facebook page for their business and get them 
the result they want. You will find out. They want sales of their products. 
You can help them use that Facebook page and if it gets them sales, they 
will love you. 
 
And, obviously, you can have too many of those kinds of case studies so, if 
you have any spare time then, either get more case studies or do a better 
job with your... case studies. If you're not actually getting sales for people, 
focus on that. If you are getting sales for people and you feel you have 
some time spare, go get another client until you've done four or five, six to 
ten really good case studies so you feel confident that you can serve a 
market and you know how to make money for them which then you can 
start teaching other people through your blog. It will make your whole 
blogging process so much easier when you have that confidence.  
 
The last one you asked me, any example of successful blogs for a small 
business that you know of? There are so many small business blogs out 
there. Small business trends, duct tape marketing... I think, Anita who is a 
small business trends owner, she is smallBizTrends if I remember her idea 
said, she's been around for as long as I have, ten years plus blogging. I 
remember she gave me one of the first testimonials I ever had for my Blog 
Profits Blueprint. Duct tape marketing by John Jantsch. He's been around 
for as long as I have too. Both of those two are huge in the small business 
space but, you can just go to Google and type in small business blogs or 
go to AllTop and look up small business blogs. There are so many of them 
out there that... 
 
The problem with a lot of them is you're going to see them and think that 
because they target all small buisnesses usually the same, you really need 
to get into a more specific niche like I think you will do a lot better especially 
if you don't really have case studies picking one particular type of small 
business. So, going back to my example, do the best Facebook advertising 
service for real estate owners and then, every other real estate owner will 
love to work with you. It's such a clear linear process when you have that 
niche refinement as opposed to being another person helping every small 
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business out there unless you got a brilliant case study, a history of helping 
small businesses do something. You're not just going to stand out in a very, 
very crowded market of small business marketing advice. 
 
Okay Hardy, I hope that was helpful. I'm just going to jump back into the 
live call. If anyone has joined in and would like to ask me a live question, I 
have seen a few new faces pop up here, all you have to do is press the five 
and the star key on your dial pad or your Skype pad and then, your hands 
will be raised under the Q and A section and I'll unmute your line and you 
can ask me a question. We can have a conversation and see if we can 
solve some problems for you. That's five and star. If no one wants to ask 
me a live question, I'm just going to keep running along with the kind of 
large list of email questions I've got. 
 
I'd like to get through as many of these as I can in this call so, I am happy 
to conitnue. Again though, you can press... Oh! Wait a sec, I've seen a 
hand go up. Let me go through a live call. Here we go... 
 
Hello! 
 
NICHOLAS: Hello Yaro! Hi Yaro this is Nicholas from Canada. 
 
YARO: Hey Nicholas, I can hear the accent. How are you? 
 
NICHOLAS: I'm doing great and happy to be on the call. So, I've been 
working with the advice I've been getting from your last call, an answer you 
put on the forum post that I've made about trying to start a life coaching 
practice and start an EFT practice and I really appreciated what you're 
saying that you have to really drill down and find what you're good at and 
find what you've done and how you've helped people before.  
 
When I got to the point, it gave me so much more clarity and it opened up 
my heart so much more to realize that everyone I've helped including 
myself, the big problem has been dealing with massive emotional anxiety. 
 
YARO: Okay. 
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NICOLAS: So, my question is, that's still very vague and people aren't 
necessarily searching for anxiety looking to spend a lot of money, for 
instance like, I listen to the example of the ADHD Pittsburg coach, those 
people are really lucky to spend money. 
 
I'm not sure what you would say for someone with still such a broad initial 
profit. Any ideas how to narrow it down to find more of a refined niche 
within the field of anxiety? 
 
YARO: Well, you can certainly be an EFT anxiety coach or therapist or 
helper, or whatever you want to call yourself. The way you can refine that 
niche is the words and the language you choose when you go out there 
and start offering services because if you can imagine every person in this 
planet has experienced anxiety at some point in their life but, some have 
experienced it when they are in a social environment and they want to go 
approach someone in the opposite sex where another person has 
experienced it doing a presentation at work. Another person has 
experienced it trying to go to sleep at night thinking about something about 
their life. Another person's having it because of getting older or something 
like that. 
 
Everyone has their own story behind why they have their anxiety so, what 
you could do is pick a person, I don't know if you've ever done the avatar 
process, nothing to do with the TV cartoon show or the movie, that movies 
that are out there. It's basically picking and creating almost like a virtual 
image in your mind of a real person that you are speaking to whenever you 
create your marketing materials, whenever you talk about what your 
business does and I will actually give them a name, give them an age, are 
they male or female? What job do they have? Where do they live? What do 
they do on the weekends? What do they do at work? And then, what are 
the emotional things they're going through? What are they worried about on 
a day to day basis? What's the big thing in their life they're working towards 
or what's the big thing in their life that's challenging them and stopping 
them from getting what they want and obviously tie that in to what's the 
anxiety that's in their life and what's causing it. 
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So then, you're kind of forced then to pick up an aspect of anxiety. It may 
not be the one you end up building the business around but, it's a great 
way to test the market. So, it will allow you to say, "You know what? I feel 
that if I go for people who are similar in age to me or maybe similar type of 
person to who you've helped in the past," like there must be some 
commonalities. Were there more men than women? Were there more 
young people or older people or were there some aspect that links them or 
even if it's not an aspect of people you've helped, personally you feel you 
are best at helping. 
 
Like I know, when I even look at my stacks as a blog trainer, I have only 
30% women compared to 60% men. It's like 66%-33% or 34%. So, I clearly 
resonate slightly or more than slightly, seemingly more with men than 
women. And, that helps me when I do my marketing materials and do my 
own customer avatar because I can speak as a guy talking to another guy 
without alienating the women but, it's knowing where my larger audience 
are and that sort of organically developed over time as well. It wasn't 
deliberate. It just who has come to me. 
 
So, it is something you can massage your way into and this is the only 
reason why I keep saying to you, "Get more specific. Get more specific." 
It's because if you want to make money sooner rather than later, the 
quicker you can get to a specific person with a specific problem, the quicker 
you'd be able to set up the system to make money from helping them. 
 
The problem with not being specific is you have to go out there with this 
sort of genuine message and then, keep throwing things at the wall until 
you find the person that responds to you. That can be a six-month to a 
yearlong process of just not finding customers, not finding anyone reacting 
to you, and it's uncomfortable. It feels like you are scattered, you're not 
making money which is obviously a problem, and that's okay if you don't 
have any pressure as long as you get a certain result in a certain time 
frame. 
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If you're a 21-year-old guy like the one I started, I didn't feel the sense like I 
got to make at least $50,000 within the next six months or I'm screwed. I 
feel like I'm 21. I've got a part-time job. I can take my time here. 
 
A lot of it is personal circumstances. But, I really do think you will benefit 
and you'll feel like you're moving forward if you can find that sweet spot 
where you feel like you're resonating with a certain type of person that 
really feel you can help them. Obviously, that feels great and you're getting 
proof that there is a market. So, you got people saying, "You know what? I 
actually would really like to book you for an hour of phone call to talk about 
this problem." And, you start to get one person and two and you're like, you 
know what? I've seen who's coming to me and I can see what they say to 
me and what are the commonalities are and how to do my marketing, and 
that will just help you refine everything. 
 
But, I don't think you have it in your answers for me from this contact, 
Nicolas. You're going to have to start throwing things out into the world and 
see who shows up. 
 
NICOLAS: Okay, that makes sense and it's helpful to kind of hear what 
you're saying about our contacts as we are talking personally and 
individually so, yes. I know I can't look to you to give me the actual content 
or the actual direction. It has to come from within me and that was why I 
hoped yesterday it was really helpful because I took a lot of your stuff and I 
just sat with it and then, sat with myself and I just tried to see what was 
coming out from within and it felt, yes, this really does resonate. This type 
of person who has this kind of massive amount of overwhelm and anxiety.  
 
And, I found out I was doing some search on keywords. Anxiety is the fifth 
largest health term that's searched n 2013. So, I think only pregnancy, 
diabetes, or one or two other things came before it. So, in terms of health, it 
was a massive amount of Internet spaces devoted to dealing with anxiety. 
So, I'm probably dealing with a lot of websites and blogs to compete with. 
So, it really does seem like I need to narrow it down and deal with a 
specific type or a specific person I guess. 
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YARO: Certainly, yes. I mean, if you got a Clickbank.com and look at their 
marketing place, you'll find a lot of the, I think it's the personal development 
category, I'm not sure but, there's a category where you will see these first 
page results. There's nothing but panic attack and anxiety eBooks for sale. 
They are the best performing in Clickbank.  
 
And panic attack is obviously a subset of anxiety. It's a smaller niche within 
that niche and it's a lurative one. So, I mean, no doubt about anxiety, it's a 
huge market and yes, you're right. Unless you're the Tony Robbins of 
anxiety, no one is going to buy from you because they have no idea who 
you are. 
 
But, certainly, and this is the beautiful thing. You can really nail this down to 
panic attack s with people who are professional speakers for the first time 
and it's part of their ability to get a raise with their job. It's career people. 
This obviously may not be what you want help with. But, you get this so 
narrow. It's like, okay, I'm new like twenty soemthing, new into the 
corporate world, having to do their first oral presentations. They are getting 
anxieties about business presentations, that's so much more specific than 
just panic attacks even. You've narrowed it down to, "I am the best 
business presentation anxiety coach." That gives you, it's easier for your 
marketing because you know then where to go in terms of producing 
content for your blog, you know if you want to do any paid advertising, who 
to target, it just makes the whole process of less guessing when you get to 
that level of granularity. 
 
So, maybe whatever process you did to reach the conclusion that you want 
to help with anxiety, keep doing that. Keep refining this... keep spending 
time doing that passive research where you're looking up keywords, you're 
seeing what other products are for sale but, at some point, you really need 
to get yourself a landing page with an opt in offer and some emails 
following it up to bring people to some sort of phone coaching with you so, 
you can get some ten calls done with actual human beings where they pay 
you $50 an hour. It will solve their anxiety problems because that will be the 
best research you'll ever get done like as soon as you get to that kind of 
conversion test, then you'll really start to get the answers to this question. 
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NICOLAS: Yes, that makes a lot of sense. I have to just jump right in 
somehow. 
 
YARO: So listen, you can have a landing page tomorrow and you can buy 
some Facebook ads. You could say, "I'm going to help..." let's just say, 
"panic attacks," and you could go and find some people who have liked 
other panic attack related pages on Facebook, run some ads directly to 
them with this landing  page that says you've got some sort of new 
counterintuitive idea about or whatever angle you want, and see if you get 
anything opt ins. That would tell you something tomorrow whether you got 
the right message or a message you can at least run with to get some 
testing done. 
 
NICOLAS: Panic attack related Facebook pages? 
 
YARO: Sorry? 
 
NICOLAS: You were saying put the ads on Facebook on pages that are 
devoted to panic attacks? 
 
YARO: Yes. You don't have to get panic attacks specifically. I mean, it 
might be certainly like an Anxiety Association of America or even like a 
person who already is a well-known anxiety coach. 
 
Like if I was in the personal development space, I would put my ads up 
against people who like Tony Robbins page or who like Brendon 
Burchard's page, people who are known in the personal development 
space. 
 
So, you might not find a specific person who is really good at... well, you 
might for panic attack because that's a big enough problem that there's 
probably a well-known author or something like that who has a large 
Facebook following that you could potentially run some ads up against. It 
may or may not work. It might be too expensive for clicks to make it work 
but, the whole process for trying to figure it out would be so eye-opening 
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and really give you some good information. Plus, you'll see who is 
succeeding like who is actually getting a good following, what they are 
selling and how they are messaging it? Like they talk specifically to a 
certain target audience and how do they phrase their offers? You learn a lot 
from seeing other successful people in the same market you want to go 
after, and that shouldn't be a deterrence. It should be something that 
motivates you. You just have to find your way to show yourself what's 
different to them. You're still servicing the same people but, you're going to 
have something different for them. 
 
NICOLAS: And, you're saying to even jump right in before I have say, pillar 
articles written and things like that? Because I haven't produced any 
content for this. It's all like let's find the burning idea first and then, produce 
after. 
 
YARO: Yes, the- sorry, go ahead. 
 
NICOLAS: I think you understand so, should I be producing the stuff before 
I create? Because I was actually just sending a letter to all of the contacts 
of my famiy and friends and everyone with all the testimonials I've gotten 
so far for the work I have done and just try to solicit from there. Just so I 
can have ten people to start coaching right away. 
 
YARO: Perfect... Yes. 
 
NICOLAS:  Yes, so start coaching and as you're coaching then, start 
building your blogs with writing and stuff like that. 
 
YARO: Yes, I mean that's a great and definiltey the oaching with ten 
people, great start. I would certainly recommend you follow that path. 
 
The problem there is they're probably not going to pay you money. You're 
doing pro-bono to begin with. That's fine. I would work towards that first 
paying client if you but, it's certainly some sort of coaching that will teach 
you a lot. 
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In regards to creating the blog posts, but the first thing I actually would 
suggest you work on even before you write any blog post is the headline for 
the opt in form you will use on your blog or a landing page or both. That 
one phrase that says, "I want you to join my email list and this is what 
you're going to get from me when you join," because that's actually the 
hardest thing to come up with. When it somes to this process to begin with.  
 
It's important because clarify what that email list is going to be. I like to call 
it a course, an eMail course. What you can dois create both at the same 
time like you decide, "All right, I'm going to help." 
 
Stay at home moms who are having panic attacks, (let'sjust pick that for 
randomness), and you then come up with headline that says, "I will help 
you cure of hese panic attacks." 
 
And then, you put that on your blog with the design you put up there and 
maybe you have a dedicated landing page opt in as well and then, if people 
join that list, the first blog post you can write can be the first email in that 
course, in the sense that you might, you decide that the biggest problem or 
the biggest issue you need to address in your firsl blog post is the subject 
and then, in the email sequence, they get an email first of all, there's a 
welcome email but, the second email which is, "Here is your first lesson," 
points to that blog post. So, you kind of get the best of both worlds. You 
create the first blog post. You use emails in your email course and you 
have there the funnel that's being built straightaway so, there's a place they 
can immediately join your email course. They are getting a clear offer as to 
why they should join it and you are able to build the content with them so, 
you're kind of learning at the same time. 
 
So, if you can do that with the ten free people you're doing, then it gives 
you that really good basic platform to then roll out the next step and I 
wouldn't want you to sort of want you to sort of sit there and write ten blog 
posts without having an idea of how they connect to the sequence that lead 
to you actually selling something. Like back in the day, I think that was fine 
like when I first started blogging myself and teaching blogging, you just 
wrote about whatever you felt like whenver you wanted to. A daily once a 
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day to get started and if the traffic would come... but,not only do you have 
to be more with your topic, you have to be specific with the content you 
write because you're not gowing to have people sort of showing up at the 
door because you started writing blog posts.  
 
You want those blog posts to actually have a specific purpose and I think 
the first ten or the first five should be the first five lessons in an email 
course and that whole process, the emails, the blog posts, at the end of 
every single one of those, you're saying, "Contact me for private coaching." 
That is when you can get more private coaching done with people paying 
you money like I want you to say $50 an hour. I have five people a month I 
can take on. Here's a link to go buy it and every blog post says that, every 
email says that and they all flow together.  
 
It's like a strategic sequence there. You realzie what you help them with. 
They go from one email to the next email and one logical order, and it's 
also very clear that you're helping them to a degree but if they really want 
to take the next step with their therapy, they have to get some one on one 
coaching. It's kind of like what we're doing now. It's such a great adepth to 
this than there is you write at reading one of my blog posts. 
 
So, that's the sort of thing I'd want you to create as well. But, as I said, this 
gets a lot easier when you know what the headline is on that email course 
because that defines who your market is and what problem you help them 
with. 
 
NICOLAS: I was thinking of trying to charge for the first ten people that I'm 
just going to associate from my friends of friends of friends, but, I haven't 
made up my mind totally to do that or not. I could certainly use the cash 
right now. But, I'm coming from just a lot of pro bono testimonials from 
friends who say, Nicolas is a great person to share with and he's helped 
me so many times. But, nothing for money. 
 
So, do you recommend just starting with, I'm writing the personal requests 
of my friends like, hey, I'd like to do some really close to pro-bono coaching 
for a really reduced rate to start getting some people in and then, as I'm 
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creating this on the web, and to go for really more of an offer to get some 
more cash. 
 
YARO: It's difficult for me to say. I don't know what stage you're at with 
those people like normally, if they are warm, you have a face to face 
relationship with them, it also depends on are they expecting you to make a 
commercial offer. If you've only been talking to them as friends and then, 
suddenly you ask for $50 an hour, they might not really be that interested. 
It's kind of hard for me to say why would recommend this and this is up to 
you, but if you want to start by saying I'm launching a coaching business, 
and be really serious about it, and I'm doing a special to launch it where 
you can get half the price of what I am charging for my coaching because I 
really like to get some results for people so, I have  some testimonials from 
my new website. 
 
But, I can only take five people initially because I won't have the time to 
help any more than that. So, you are serious about this? Again, it depends. 
I wouldn't say that to my buddy but, I would say that to someone who I've 
talked from a distance I guess and offered some advice from a distance. I 
don't feel like they're a friend but, I feel like they are an acquaintance and 
they are someone I could make an offer to without feeling like I'm 
damaging the friendship, and you know what I mean in that regard. 
 
NICOLAS: [Chuckle] Yes, so that's and maybe it could be a mix of both if 
I'm tapping into some... and I already offered to a friend, "Hey, this is free 
for you for the first time," and so he was really happy about that. But, I think 
that yes, to find a wider and broader span then, it could be okay to ask for a 
little bit and this was a very professional offer the way you said it. 
 
YARO: Okay. 
 
NICOLAS: And, I am really pursuing it in that way. So, I think, okay. But, I 
really like your... if you're starting a blog, you know you're not just posting 
for nothing. It's a very important sales funnel, even to start with. That's a 
revelation for me and I like that kind of... You kind of take someone on a 
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journey. I think you said in one of... somewhere that you had a 30-day 
email sequence or something like that. And, I was probably 
 
YARO: Yes, for fifty weeks. 
 
NICOLAS: 50-week email sequence, I hear, and that was totally something 
I fell into not even knowing and it's really helped me somehow but, it was 
just an automatic thing. 
 
So, I think that this kind of sales, it's just a wonderful thing. So yes.  
 
YARO: Oh yes. 
 
NICOLAS: I'd like to start thinking that way for sure. 
 
YARO: I definitely agree with this setting things up to sell something both in 
the blog and the email list. No blogger teach how to do that as a standard 
practice. I didn't. Most bloggers sort of fumbled away through blogging and 
then, figure out what they are going to sell. And, a year later before all 
these sort of things come together but, you can spend the time deciding on 
your audience and then, building the funnel with them, it will just take you 
straight to a functioning business so much quicker or if nothing else would 
approve to you, it's not the pathway for you to take. So, you don't go and 
spend six months writing forty articles to find out that it's not going to work, 
and that's a lot of a time saver. 
 
NICOLAS: Hmm, wow. Well, this has been great, Yaro. I really appreciate 
it. And, I'm not looking for tons of traffic because the coach that taught me, 
she has people who just keep coming back and keep coming back because 
of the quality of what she offers. 
 
So, at one point, once I build up the clientele, I think that a lot of word of 
mouth could get generated too. So, it's like just building it up in an honest 
and upfront way, in the real business like way but, once word of mouth gets 
going, that also helps to bring people to you. 
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YARO: Yes. 
 
NICOLAS: ...in this type of a business. 
 
YARO: Oh yes, spot on. Every type of business. Word of mouth should be 
the main driver of what you're doing especially with any kind of coaching or 
teaching or training. 
 
So, yes. Spot on, Nicolas. Any more questions? Otherwise, I'll jump on to 
the next so that people- 
 
NICOLAS: Okay so, I should check out Clickbank.com.  
 
YARO: Yes. If you want to see digital products already being sold in the top 
markets like you'll see on that site. If you go to the marketing place, and the 
first page of results, if you sort by, it's called "gravity." It's a "gravity score" 
which basically will show you the best sellers, you can see. It's quite hype. 
A lot of the products there, just really, really long sales pages but, you can 
see these things are selling. Like this is a massive affiliate marketplace. 
Clickbank sells a lot of stuff. I remember going through just recently doing 
some research for Blog Mastermind and seeing, here's this how to get 
pregnant eBook and then, here's the How to Solve Panic Anxiety and 
here's the Get Launched... It's so clear. The marketing is intense. It's pretty 
hard core selling but, you definitely see the market failing after. That's 
pretty insightful so, definitely check it out. 
 
NICOLAS: Okay. Well, I appreciate all your help and thanks for the work 
your doing. 
 
YARO: No problem, thanks Nicolas and you can ask me another question 
later on. I'm just going to keep bouncing back and forth so, if something 
pops up, raise your hand again and I'm happy to keep talking to you. 
 
NICOLAS: Okay, great. Thank you so much. 
 
YARO: Cool. Thanks a lot. Talk to you soon. 
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NICOLAS: Okay, bye. 
 
YARO: Okay, thank you Nicolas. I'm just going to jump to another email 
question that's been sent prior to make sure I get through this. This is from 
Ryan who, we spoke on the previous coaching call. Ryan, I know we got 
through half of your questions. So, the first one you were asking is what is 
the best way to convert YouTube subscribers to email subscribers? 
 
We talked about that on the first part of the call. So, if you are curious to 
hear, I think we have that in the first recording. It might have been lost in 
the technical glitch we had at the very first 15 minutes of phone calls. 
Unfortunately, that call was lost but, I think I have to check in the recording. 
It might be there. Regardless to that, there's not much to it. It's really just 
having clear call to actions in your videos that drive people to a landing 
page. That's pretty straightforward, end of the video, here's something for 
an offer. Click this link or type in this URL to go get it. Have a great offer 
and that's how most people I know who are direct response marketers use 
YouTube to get traffic. 
 
My friends Gideon certainly has done that with several different YouTube 
channels and it's just having a very related call to action at the end of 
content in YouTube videos and making sure the landing page is compelling 
for them as well.  
 
Okay, next question Ryan asked me... Is there a proven number of 
autoresponders that work after someone opts in? Three, five, ten, etc? 
 
I know we definitely talk a lot about this Ryan 
 in the forums, and I think we covered it as well in the previous call. There 
is no proven or perfect number of autoresponders. You can have two years 
worth and take people through a journey like we talked about, Nicolas just 
beforehand which certainly is effective. Like I know, my own experience, I 
went through David De Angelo's dating advice when I was a 21-year-old 
guy. He has three years worth of really, really long emails in sequence. 
Eben Pagan wrote them and he just, every night, he writes ten-page, 
twenty-page long emails and queue them up in his autoresponder which he 
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can go through from start to finish. If you want to see that in action, go to 
DavidDeAngelo.com or look up DoubleYourDating.com, find the opt in for 
that one. It's a pretty incredible sequence. 
 
At the moment, my sequences are two weeks to a month. I also got the 
original sequence I have which is 50 weeks, yearlong written content. 
Today, I am pretty much tying in the price of a product to how long and how 
many messages I send so, with a lower priced product sort of under $100. 
I'm not going to spend a year trying to convince someone to buy $100 
product or under.  
 
If there's one thing about this, you can get someone at the right time with 
the right conditions and it might have been on your email list for two years 
and then, finally they see the right thing or they are in the right space and 
they buy. That's why, you have long sequences of emails but, it's actually 
quite difficult to write a lot of emails. This is not a small job. This is why in 
the last year myself, I wrote three front end funnels that each are between 
seven and twenty-one emails long each that are two weeks to a month 
each because  I'd love to write more and I could. I could keep sending 
more content but, I want to move on to the next product. So, I'm making 
sure I got at least one week of solid content and then, one week of a 
scarcity driven offer. That's working reasonably well and I know I could go 
back and prove that. But, you know, that's a good starting point. Hopefully 
that helps you. 
 
Lastly, you've got this third question. Is it necessary to offer a discount with 
autoresponders? 
 
You're probably referring to what I just mentioned about the second week. 
So, I have people go through content for a week that doesn't sell anything 
under sort of a scarcity trigger. So, it will just say, there is a product you 
can buy and here it is at full price. In the second week, I say I run this 
subscriber special that has a discount price that ends in a week which is 
designed to get the fence sitters to make a purchase. 
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So, the short answer is no. You don't have to do a discount but, I strongly 
recommend you do some sort of scarcity psychological trigger. That means 
there is a limited time for them to take out an offer.  
 
Now, that scarcity could just be some kind of bonus you're giving them. It 
doesn't have to be a discounted price. So, you might throw in one of your 
other products that they normally have to buy separately but, if they buy 
this one product, they'll get both and it has to be by the end of Friday, or 
something like that. It's a deadline with a strong reason why they should do 
it that drives the sale like that to me, and you'll hear this from any person 
who's ever done email marketing for a long time. I remember hearing this 
from one of the people I interviewed from my Interviews club who does a 
ton of money with email marketing. His name just slipped me at the 
moment. 
 
He said, there's two things you need to have to get a conversion in email. 
One is the reason why. So, you need justification to people for them to pick 
up an offer from you. And, some kind of scarcity. 
 
So, if you can justify the scarcity with a genuine reason why that makes 
sense then, you can drive way more sales. That's been the case for me. If I 
just say, "Here's a product," you might sell one of a hundred. If I say, 
"Here's a product plus you get this extra product and you're getting ten 
dollars off or twenty percent off by Friday," and I am doing this because it's 
Christmas time and I wanted to do a special for Christmas, you will sell ten 
times as many and I'm drawing out random numbers here but, it will be that 
kind of a magnitude of better response. 
 
Okay, thanks Ryan. I think there's another question another question for 
you later on but, I am going to move on and  just quickly check the live 
callers.  
 
I'm going through email questions. I've also spoken to Nicolas live. If you 
are on the call and you'd like to have a live question and answer session 
with me, you can press five and star on your phone pad or your Skype pad 
and your Q&A icon will go live and I'll unmute your line. You and I can have 
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a conversation and hopefully solve a problem for you. So, I'll give you guys 
a chance to press five and then star to raise your hand but, if I don't see 
anymore, I have plenty of emailed questions in which I'd love to get 
through. 
 
So, I will move on but, you can press five star any you like and I'll see your 
question or your hand raised. Reverend Sheri asked me… 
  

I spend a lot of time determining my followup product. Ultimately, I 
just pick something, another teleclass but this one will be seven days 
in links so that I wouldn't lose any more time. Any advice on choosing 
the next product after the first one? 

 
Okay so, I'm assuming you're talking about what's the first, I don't know if 
you're saying the first upsell, so like a bundle with a product, or you're 
actually talking about a second stand alone product. Those things can be 
quite different. 
 
My opinion for anyone who's new, I know Sheri is going through this 
product creation process from the beginning so, she's building each 
product and deciding which one to go next as a pretty important decision. 
 
I really like, and this is what I am teaching now in Blog Mastermind, a low-
priced front-end offer that is under $50. I really think you need something 
that is the price of a meal that low-price to begin with to get people into the 
funnel. 
 
I wouldn't necessarily recommend that's the first product you create though 
because it's hard to make a lot of money out of a $50 eBook for example. 
You're not going to make your full-time income from that unless you have a 
crazy amount of traffic. 
 
So, what Sheri did is she actually taught a 21-day webinar course which 
now can be delivered automatically at a course webinar and sold probably 
a higher price $700 or something like that or be a subscription product. 
That's a better first product to make that ideally what I'd love for everyone 
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to go and have in the products are several front-end products that are 
under $50 and then, one core, what I call a front-end subscription or a front 
end membership site. So Sheri, this might be the next product to really 
consider is something to bundle or upsell. I think upsell is the best way to 
do it and have it as a one click upsell. When I say that, I mean, they buy a 
product, they fill out the credit card details, they click 'buy' and after that, 
they get taken to a second page that says, "Do you want to take this offer? 
Yes or No," which is one click so, they only have to click the Yes button to 
add it to their purchase. But, they've already bought their first product, their 
credit card has been processed and that job is done. Really important 
methodology there, the one-click upsell is very powerful. 
 
If you have the upsell and they have to fill out a second form to buy it, it will 
kill your conversion rate. If you don't have the upsell placed in the right 
timing like you put it as a second option on a page, it won't necessarily 
convert as well. That one click second phase upsell has been a proven 
winner for a lot of people and it's doing pretty well for me, too. 
 
I like you have some kind of front-end subscription. My Interviews Club is 
my front-end subscription. I say it's a front-end because it's lower priced. 
So, we're not talking like the EJ Insider where you guys are sort of 
spending several hundred dollars a year to be a member. This might be 
something that you'd buy a $30 product and then, it's also a $30 a month 
subscription to go with it. So, it's really up to you though what that is, how 
much you charge for it. You might find that you want to jump straight to a 
higher end coaching sort of program sharing like you might go, "Well, I've 
got a $50 product and I'm going to offer them a $97 ongoing coaching 
program as well for $97 a month." 
 
Whatever it is, I really recommend the second one with some sort of 
subscription. I definitely think it's a great bundle. What you'll find though is 
people will stay subscribed. It's not meant to be a forever subscription. 
What it does is it increases the return of investment from that first product 
so, they might buy a $30 or a $50 product, even $100 front-end product 
from you and say yes to a subscription at $29 a month and they will remain 
a member for three months. I mean, they've added $90 to their overall 
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purchase and that turns maybe a $50 purchase into $150 purchase, or 
something like that. That significantly increases the value of a customer 
who would have bought from you anyway or who has bought from your 
anyway. 
 
There is a lot of psychology I could go into here in terms of pricing and 
positioning and what type of product. It would take me forever and this is 
something like I really want to go into depth in Membership Site 
Mastermind but, definitely just keep in mind Sheri, a subscription product. 
That would  be my one take away advice or the second product to add 
because the great thing about having a good subscription product, you can 
add it to any other product as your first upsell. That's powerful. So, I 
created my Interviews club first. I created my subscription product first and 
then, when I went and created each of my front-end eBooks, my eGuides, I 
was able to upsell the Interviews club, my subscription product as I 
launched each book. And, that was very powerful because it turned a $50 
eBook purchase into a $50 eBook purchase and a three to six month 
membership purchase as well. If I didn't have the subscription, I couldn't do 
that. So, bear that in mind for anyone who is at the product creation phase 
and Sheri, I hope that somehow or somewhat answers your question. Of 
course, we can keep talking about that in the forums or on the future call. 
 
Okay, I'm just going to give you guys another chance. It's five and star. 
Press that on your phone pad or your Skype pad if you'd like to raise your 
hand to ask me a question. Otherwise, I'm just going to keep rolling with 
these email questions because I do have a few more to get through. 
 
So, Wendy. Wendy has asked me a long question. Let me see if I can 
shorten this for you. She's asking me... 
 

What's the best way to use social media to market her business as it 
seems to be the best place for interaction. She's saying other people 
have recommended blogs and forums for marketing but, she hasn't 
found any good ones in the health and nutrition forums we're 
spending time on but, she has found social media to be far more 
responsive in regards to comments and interaction. It seems that 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 26 

people won't need comments on her site but, they will on Facebook 
yet that's pretty common for the current world, Wendy... Yes, okay 
that's her first question. So, let's deal with that first. 

 
So yes, the short answer is certainly, the conversations nowadays are 
going on on Facebook and social media. In fact, some of the biggest blogs 
you might notice, have start taking comments off their blogs and just 
directing people to Google+, Copyblogger to that or to Facebook to have 
the discussions. I've even been toying with this but, I want to start moving 
on my discussions to Facebook as well and how best to do that. 
 
The important question here though Wendy is why do you care about this 
interaction like it's important to distinguish interaction that actually builds 
your business versus interaction that you're just doing because it feels like 
you're building your business. You want to make sure that any sort of 
community building is actually leading the customers. 
 
So, I'd be more concerned about you looking at not so much the amount of 
comments being left or how many people are talking to you on Facebook 
as to how many people are opting into your email list, and if you're at the 
stage when you start selling products, how many are buying products?  
 
Certainly, if you don't have products yet, email list optins are really critical. 
So, regardless of where the conversation is going, if that conversation is 
not leading to increasing your opt ins, you're focusing on the wrong issues. 
You should start asking yourself why am I not getting email optins not why 
am I not getting comments and should I use Facebook instead. 
 
Facebook can certainly help you build community but, you have to bring 
people back to your blog with that community so then, you could be 
following me on Facebook and then, you'd be linking to your blog to get 
them to join your email list. That's the important part here. So, by all means, 
follow where the audience are. If they're on Facebook, go there. Interact 
with them there. Build there. Don't worry about your blog comments but, 
make sure you're tracking the right thing here. It's email opt ins that matter 
most. 
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The second question Wendy's asking... 
 
I'm doing some advertising on Facebook using boosted posts and this does 
get a good response. So, keep doing this for now. So, I guess I'm asking, is 
there anything else that you can suggest or recommend to get the most 
leverage for my Facebook posts? I think it's worth spending time there and 
also Twitter and Google+.  
 
Okay so, well, I'm not a fan of the boosted post method to be honest 
because it's not a direct response mechanism. It's getting you to show your 
stuff to people but, I'd rather you'd be spending money to get a click on the 
post. 
 
So, rather than boost the post, run a Facebook click ads campaign or a 
CPC, a cost per click campaign which you can do through just normal 
Facebook advertising. It's like the next level up. 
 
If you look at the ad manager, you can buy a Facebook ad and you can 
take the same post that you are boosting and run it as an ad in Facebook 
ads but, instead of looking just to boost exposure, you say you want to 
spend $0.20 per click, in that way, they are clicking the ad and going back 
to your blog which means they can opt in to your email list which is the 
important thing. 
 
The thing with boosted posts, you might spend a bunch of money, get a 
few more people liking your page but, none of them will come back to your 
blog. It doesn't make a difference. It is not really helping you. It just makes 
you feel good but, that's the scary, dangerous thing about social media. If 
you don't tie in the social media efforts to direct response, people buying 
things, people opting in to email lists, people coming back to your blog 
then, you really just kind of having a lot of fun but, not getting the business 
out of it. So, I'd really want  you to check whether you're getting opt ins 
from all those time you spend on social media. 
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Okay, thank you, Wendy. Again, happy to continue the discussion in the 
forums or on a future coaching call if you'd like to call in or email your 
question like you did this time. 
 
All right guys, great questions so far. I have to say these are really good 
email questions. I hope the answers are helping you as well as everyone 
who is listening in to this on the recording. 
 
I'm going to give one more shout out for live questions so you can press 
five and star to speak to me live and that will raise your hand and then, I'll 
unmute your line and we can have a conversation and help solve your 
problem. If there are no more live questions, I have two more email 
questions which I will dive into right now. You still can press five and star 
and your hand will go up theoretically if the technology is working 
[chuckles]. I might just give it a quick refresh. I have to make sure I am not 
missing anyone because my browser is not updating which has been 
known to happen in the past.  
 
Looks good. Just checking now. So, five and star to raise your hand and I 
will move on to these last two questions. Okay, so Tor has emailed through 
these questions. These questions, I have a few more quick questions for 
you.  
 
One, if you are going to start an online business blog from scratch and no 
one knew who you were, knowing what you know now, would you do free 
traffic generation or paid traffic generation? Great questions. 
 
I will answer this by first saying do I have a claim to fame? Some kind of 
angle I can go out there and tell people about and say, I did this amazing 
thing. You should interview me. You should let me write an article on your 
blog. You should get me on your podcast or YouTube channel or cover me 
on your magazine site or something like that. If there's something that you 
can go out there and get coverage, then I would start with that. So, I'd use 
what I call that "get published technique," but, I have to have a good reason 
why for people to publish me. There has to be a story behind what I am 
asking them to do. 
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So, if I don't have that story then, I probably wouldn't do that first. I'd 
actually spend some time trying to create that story. This is the thing, 
whether you do paid traffic generation or free traffic generation, there's not 
something compelling about your marketing. You're going trouble either 
way. You do need to have this powerful message so, if I was starting from 
scratch, I would be picking something where I have this great story and 
then trying to get coverage.  
 
If I had some money to spend then, I definitely would consider a Facebook 
campaign to a blog with an opt in page or a landing page. I probaby tried 
both to see if I can get some opt ins.  
 
I do exactly what I teach. I would go try and get up to ten calls done live 
and do some live coaching to refine my understanding of my audience. 
Because that's the problem. When you haven't started yet, you definitely 
haven't done enough interaction with paying customers. That's the biggest 
issue we all have when we're new is we have an idea but, we don't have 
verified research with customers. 
 
So, I would try and get as fast as I can to that but, I'd be realistic. I know 
because not something compelling about what I've done or something 
about how I help clients or even a story I can tell from somewhere that 
relates to what I want to offer to people, I'm going to struggle. Regardless 
of what I do free generation or paid traffic without good marketing, without a 
good message, it doesn't matter. 
 
So, that's what the first thing I would do. If I had that, I'd probably develop, 
there's no reason why I can't run a page traffic campaign simultaneously 
live while I'm trying to send a few emails out to try and get some coverage 
at the same time. And, I build my email list and my blog at the same time 
like I answered Nicolas's question earlier on. I'd set up the landing page. I'd 
come up with the headline. I'd write the welcome email then, I'd start writing 
a blog post which should be the first email in my sequence and also private 
coaching with me. 
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And then, I try and get some publications out there sending traffic through 
this process and I'd also try and buy some Facebook ads to get people 
through this process. But, the first thing is the story. What's cool about what 
I've done that I feel like I could build a business on? 
 
Two, you asked me, if you choose paid traffic generation, which sources 
would you use? Google Adwords, Facebook ads, or banners on other 
people's websites?  
 
Right now, I would answer that with Facebook ads because I get it. I know 
how to use the system. It's simple compared to Adwords, banners, click 
through rates can be pretty bad. So, I would say there's a lot of latency 
right now especially as we do this call. Facebook is still new enough that 
you really can get in front of some niche audiences if you're willing to spend 
the time using their refining tools. They have some really good refining 
tools picking certain pages and certain demographics and certain social 
demographics which are really quite cool. I could target all the professors at 
Stanford University if I wanted to with an offer which has some pretty cool 
targeting. 
 
Number three, if you were to start paid traffic generation, how many back 
end products would you recommend having developed since the lifetime 
value per customer needs to be higher than the amount used on paid 
advertising to gain that customer. 
 
I wouldn't necessarily worry about that. I would just try and get the ten calls 
done so I can make sure I'm going after the right market. I wouldn't think 
about backends or I would think about them because we can't help it. 
You're an entrepreneur. You think about the products you want to have. 
 
I want to think about actually creating a front-end product. What I'd be 
trying to do is get as fast as I can to some sort of easy to create course. So, 
I have my free eBook course selling my coaching that's live but, as soon as 
I've done my ten calls or as soon as I feel I'm confident about creating a 
digital product, I would go, I'm going to run a six-week live whatever it is – 
live webinars, maybe even just six weeks of recorded videos and charge 
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$100 for them and convert all my offers to instead of selling private 
coaching, to sell this product. And then, I would see how that goes. 
Obviously, you can't do paid traffic generation really, really well until yo 
have that lifetime value number but, you can do a basic funnel. And if you 
can do a break even on that basic funnel, say you're charging $100 for this 
first course then, you can bring a lot of customers into your business. You 
won't have a profitable business. You won't be able to live out that money 
necessarily but, you'll have customers coming in which means as soon as 
you create more products, then you'll start turning in to profit. 
 
A lot of it depends on your own circumstances. If I needed to make a ton of 
money quickly,  probably should focus on more private coaching. I might 
just keep trying to deal with much private coaching as I can until I've saved 
up a bit of cash and I've got a buffer so, I can create a product and take a 
few weeks off in private coaching. It's really a what's your life situation, 
what your financial situation sort of question. 
 
Okay Tor, I hope that helps you and thanks for your questions. I can't wait 
to talk to you in the forums as we always do but, I have seen, I'm pretty 
sure this is Nicolas's  hand go up. So, I'm gong to answer Nicolas's 
question, I think. 
 
Hello! 
 
NICOLAS: Hey, hello, hello, hello! [laughs] 
 
YARO: Hello! 
 
NICOLAS: I have own phone muted so, I was double muted. 
 
YARO: Oh right! 
 
NICOLAS: So, this is kind of a very simple question just been researched, 
what sites do you recommend besides Clickbank? Like someone 
recommended a website called Dark Sumo and another one called Site 
Alerts. That was Ryan's, our friend, who also is in the community. 
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YARO: You know, I think of one of the best research tools actually ads 
running on sites like Facebook ads, I keep clicking a lot of the ads that are 
for information products to see what they are selling. So, you could do that. 
And Facebook will start showing you more related ads, too. If you start 
intereacting with anxiety-related ad, they'll show you more of them or 
related products anyway. So, that can be helpful. 
 
Google ads have been saying, "Go to content sites, blogs and that but 
have advertising?" Chances are, the products that are being promoted on 
those sites are relevant and profitable otherwise, they would be spending 
money. So, I think existing advertising systems are great for that.  
 
I actually find, what I like to do is pretend I'm a customer and how will I 
solve this problem? You got this thing, and we've all done this before. Right 
now, I'm tryin to buy a MacBook Pro 15" model to take with me on some 
travels next year and move on my computing on to that and I'm thinking as 
a customer for this. 
 
So, what do I do? I go to eBay and I type in that and I'm not getting what I 
want on eBay so, I am now going to GumTree which is kind of like the 
Craigslist of Australia and using that, and I'm not getting that result so, I 
went to Google and type that in and I got a bunch of retail stores popping 
up and a bunch of Google ads popping up. And, you know, you're starting 
to see like when flip that around and start thiking like a researcher, I can 
see what my customer is going through to find answers to their problem. 
You have to think about it. Is Google their first stop? Is Amazon their first 
stop to buy a book? Because Amazon books often have the answers. So, 
you might find looking at that as a research source, a great way to find the 
top selling books in this niche that you're going after. And also, the 
comments inside the book reviews are fantastic because you get a popular 
book and people are saying it was great but it needed this then, you just 
got content for your own products or even your entire subject possibly. 
 
So, Amazon is great. More recently, because it's become so popular, 
Alibaba, maybe not so much for what you're doing but, anyone is doing 
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physical products, that's som uch products being sold off Alibaba. You can 
see what's available there for anyone in the physical realm or even looking 
at what selling physical that you might be able to pair with digital 
information products that can help. 
 
But, I still think the best way to do this is to think like a customer first 
because that's the natural pathway to finding basically what you need to 
do. How do you get in front of them when they go through this research 
process too? 
 
They might be researching in Google coming across a blog article which 
leads to a product recommendation that they buy. If you don't go through 
that process, you won't see what they'll experience.  
 
It can be a bit tricky though because if you don't really know who your 
customer if you don't know how to search for what they search for. So, the 
places I said, advertising campaigns, Amazon, Clickbank is good, there is 
also another one called Commission Junction. They sell products CJ.com.  
 
If you're not sure what you're selling, it's difficult to do this process because 
yu can't really look yet. So, it's one of those catching two situations which is 
why I often start at the magazine shop or Amazon because you get to start 
at the top category and then, start to drill down and see how people are 
starting to segment. That biggest categories will fall into smaller categories 
so, you can start seeing where the specializations are and then, you can 
build your research from there. 
 
I'm not sure if that's helpful, Nicolas. Hopefully, it is. 
 
If you are still there... Have we lost you? Need to be on the line again? 
 
Ah, not sure if we're having some bit of problems with your line there so, 
I'm just going to answer the final question I got in email and if you still are 
there, oh! I think I heard something. Hello?! 
 
NICOLAS: Hello, can you hear me? 
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YARO: Now, I can hear you! You're back. 
 
NICOLAS: Okay, I don't know what happened. I pressed star five or five 
star or whatever. 
 
Earlier stuff, you were talking about ways you could search for traffic 
listings and rankings and stuff on Google and Yahoo. There was one 
website on Yahoo that you recommended Pop Overture. I don't think that 
stuff is in commission anymore, right? 
 
YARO: Oh, no, no, no. 
 
NICOLAS: You're not ending that. 
 
YARO: Yes, I don't know where you found that out. Probably on my start 
guide on my bog. There's a report there that needs to be pulled down. No, I 
would not. In act, I don't do any keyword research whenever I research 
markets nowadays. I never did to begin with. Not a single business I've 
created online, ever has been built on keyword research other than 
occasionally looking at the best keyword to type for a blog post with if I 
want to go after the right words. 
 
I hate keyword research. I much prefer looking at human beings and how 
they solve problems because keywords only keeps you like one slice of 
how people type into a search engine what they are looking for. It doesn't 
tell you the emotions behind it or the demographics behind it. You have to, 
that's why the customer avatar process can be so good because you step 
into the shoes and the emotions of the person. 
 
Yes, so, I don't know what you're reading now but, stop reading it 
[chuckles]. 
 
NICOLAS: I have some of your old archived stuff from years and years ago 
that were publicized. I'm using the swift recommendation and I love it 
because I can really speed up voices and hear things a lot faster. 
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Can you still hear me, Yaro? 
 
YARO: Yes, you're good. Just keep going. 
 
NICOLAS: Okay, what do you think about, this is just stirring an idea 
against the wall right now... We talked about panic attacks, people who are 
giving business presentations, what do you think about panic attacks for 
people who recently gone through a breakup? Is that scope too wide of a 
niche because a lot of the self-revelations that I have was during a break 
that I had from the monasteric where I was going through a breakup and 
that's when, boom, I got hit with all these personal development stuff and I 
really advanced a lot. 
 
So, the focus on say, people who are going through a breakup and 
suffering panic attacks. Would that be a more of a refinement?  
 
To rea lly commit something like that, it's scary for me because you 
have to say, "Okay, I'm going to give it to the exclusion of all other stuff that 
I could be helping people with." 
 
YARO: Yes. So, first of all, dealing with that fear, look at this as step one 
and as you expand the business, you'll get the opportunity to help people in 
all kinds of areas. What you're just doing is creating doorways into your 
business. Like, you might bring them in with panic attacks and then, prove 
the process of them experiencing the business. You also show them other 
products but, also just of a natural evolution of a client. They're going to 
open up more problems as they solve other problems thinking like they 
help solve panic attack but, they realize it stems from some greater issue 
that requires more EFT that you have to do in different places. But, they 
won't realize that until they first come to you with their initial problems.  
 
So, I don't ever feel bad that you're saying no to other subjects. You're just 
saying, "Wait, I need to create a cashflow source from one specific problem 
to learn from my customers," and then, as I build out this business, I build 
out more products, more solutions or maybe you still have that one way of 
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first discovering you but, as they work through your business, you do get to 
help them with other things. It's just their entry point is that which often is 
the case. 
 
So, I think for sure that's narrow enough to run an assumption and see if 
that gets you a result. I think relationship breakdown leading to panic 
attacks but even, it's almost like the reverse. I would actually sell that as, 
"Are you gettng panic attacks?" And then, tell the story of what led to your 
panic attacks which happens to be about relationships and those people 
first will come to you because I've got a panic attack. I got to get rid of this. 
 
Then, they'll read your story along with potentially other people's products. 
They'll be picking which of these books and courses and videos and 
whatever will help me. And, if they're a person who has just gone through a 
breakup, your story will resonate with them a lot more than the other guys 
talking about speaking on stage and getting panic attack. 
 
You haven't necessarily gone out into the world and said yet that you are 
helping people who have panic attacks because of relationships. You're 
just saying I help with panic attacks but, your story, as part of your 
marketing, will start to segment your audience for you and that can be 
helpful because you might actually have trouble finding a means to target 
specifically panic attacks and relationship breakdown in the one 
combination. 
 
You can look at relationship breakdown. You can look at panic attacks but, 
you might like if I can't, the cross over there is actually quite difficult to 
market to at the same time in the sense that you probably have to go after 
just one, people who... how to get over a relationship or how to deal with 
the panic attack? You have to go for one of those two and then, your 
marketing will open up the doors for everything else you're talking about. 
 
With me, Nicolas or I lost you again on the audio? 
 
NICOLAS: Yes [laughs]. You... to narrow... because I think that relationship 
breakdown, severe anxiety overwhelm but, panic attack is more of a clinical 
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problem where you've got shakes and the tremors and you're frozen. I think 
that maybe that's too narrow of a focus. But, I don't need to lay on this on 
you, too if you have othe questions because I know it's a very, very specific 
-- 
 
YARO: I've got one-- 
 
NICOLAS: Because I -- 
 
YARO: I've got one more question I want to get through just from Ian but, 
I'm on a wrap of a call. I do want to, don't think of this as narrowing your 
niche too much because you need to think of this as what are people 
searhing for like what's compelling them enough to trigger the actions to 
solve the problem. People will have this one train of research to solve this 
problem. It will be I have a panic attack and I am looking for solutions to it. 
 
Now, it's the stories you tell after that that will segment them further and all 
your marketing and writing will do that. At the end of the day, there will be 
only one core channel that they do the research. They only type one 
phrase into Google or they only type  one phrase into Amazon or whatever 
it is they try and find answer to these questions. 
 
I can even potentially answer this for you because when I was 21, I had 
panic attacks. I can tell you exactly, it wasn't from relationships right now 
but, I did have them and I never want to have them. How do I solve this 
problem? 
 
Well, I went to the closest people in my life, my mom and my dad were the 
first people I asked for help with. But, it was led to recommendations of a 
book and also a recommendation of this, I don't know if you got a book on 
coginitive behaviour therapy but, I certainly got introduced CBT. 
 
But, what I then also did, I got the book and the book was helpful and then, 
I talked to my parents. It's helpful but, I did more than that so, I went to 
Google and I started to... I didn't actually look for... I did look for, in the heat 
of the moment, like when you're having a panic attack, straight after that, 
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you're like I got to solve this problem. That's when you're more likely to go 
straight away, speak to families or friends or spouse or whatever but, also 
when you're late at night that evening and you succumb to your friends and 
you feel a little better. You got some direction. You're probably going into 
Google and you're typing in "panic attack recovery" or "help with panic 
attack" and that's when the products open up and also the communities 
open up. 
 
I probably would have gone to a forum and just read some discussions 
some people who were talking about. That was fifteen years ago. So, it's a 
bit different today. They'll probably get taken to maybe a blog or a 
Facebook page or something like that. I'm not even sure how to search for 
panic attacks right now. Definitely Google but, you'll take me to something 
where I'll look at other people's conversations and try and I'll see the 
person who sort of talks about this the same way I do and I'll see the books 
and resources and techniques being recommended to me. 
 
So, those are all pathways and what you need to do is think of one 
message and one way to get that message in front of people. And so, 
whether it's going to be a Facebook advertisement, or you're going to write 
some articles and try and get them on to one other blog that currently has 
your audience. You'll have an interesting enough story that you might find 
this blogger who has been writing about anxiety in the past and you can 
say, "Hey, I've spent 10 years in a monastery. I've been working on anxiety 
all my life and I've helped this people deal with it. I've got this unique 
methodology because of my time in the monastery and also because of 
what I went through with the relationship brekdown, (or whatever it was 
that's unique about your story), I'd love to share this method with your 
readers," and just try and get that message to one or two articles on other 
people's sites. But, always of course, linking back to something that has an 
opt in form for your email sequence. That's just starting to get some 
potential customers in your door. 
 
A lot of this relates to finding that sweet sport between your unique story 
and who it resonates with and what platform you need to choose now, 
today like you got countless platforms potentially. You could have products 
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on Clickbank as well or, you could have a book on Amazon for Kindle. You 
could buy ads on Facebook but, you need to pick one platform now, one 
problem, one offer, get all these stuff lined up well and I'll tell you, you 
probably won't get it right the first time. So, you're going to have to change 
your headlines. You're going to have to try another blog and see if they'll 
potentially feature your content and maybe change your messaging but, 
until you start doing this, you're not going to get some kind of necessary 
feedback. You need the real feedback plus the experience. 
 
Nothing beats sending an email to someone saying, "Hey, can I write for 
your blog?" And, seeing what kind of response you get to give you real-life 
experience. 
 
NICOLAS: Hmm, yes, this is great. Great advice and valuable. 
 
YARO: I'm glad it helped. Anything else before we start to move? I'll 
answer Ryan's last question and I will wrap up the call, Nicolas. So, if there 
is anything else you'd like to quickly get off. Otherwise, we'll obviously have 
another call in a few weeks from now that we can do this and I'll jump in the 
forums as well. 
 
NICOLAS: Great, I'll be happy to update you in a few weeks or later on. 
But, this is good for now. 
 
YARO: Okay, also I really like to see some sort of output. Like when you 
get this first blog's or landing page or whatever it is out there, even just a 
headline, actually, I'm sure you've seen, we do a lot of headline back and 
forward in the forums, people helping each other come up with a better 
headline so, if you have decided I want to help panic attacks but, I want to 
sort of gear towards panic attacks related to relationships, this is what I am 
thinking of doing. This is the headline I'm thinking of using on my opt in 
forms, throw that at us in the forum and that will definitely be great for 
discussion. 
 
NICOLAS: That's good advice. Thank you! 
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YARO: Okay, awesome. Thanks for your questions and thanks for carrying 
out the live call in this session.  
 
NICOLAS: [Chuckles] I would love to meet. 
 
YARO:Okay... 
 
NICOLAS: Okay, bye. 
 
YARO: All right, I am going to wrap up with the last question from Ryan to 
put a bow tie so every single live question, so every single email question is 
answered and all the live questions I've done. Ryan has asked me... 
 

Do you recommend a recurrent payout to affiliates for sales to 
membership sites that are recurring or, do affiliates usually only get 
one payment? Considering his membership site is a $10 per month 
product, should we set up affiliate sales only for three or six-month 
options unless of course, it's a one-time payment to affiliates in which 
case we wouldn't have a problem with paying more of that first 
month's sale. 

 
Okay, difficult one to answer Ryan other than the fact that I always 
recommend paying recurring affiliate commissions on recurring products. 
At the end of the day, if it's a $10 per month product, it's probably not the 
products you're going to base your business on. Maybe it is, you might be 
going for volume here but even if you are, paying $5 to an affiliate out of 
the $10, if that means they can send you ten extra customers, it's worth it 
because you make $50 from those extra ten customers as opposed to not 
having those ten customers.  
 
So, it always works out at the end of the numbers if you can encourage 
affiliates to keep promoting. I'll just be careful though because it's difficult to 
motivate someone on a $10 purchase as an affiliate like who is going to 
promote something where they only make $5 a month on? They need to 
see that there is other down the line products. Certainly, your options of 
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paying for three or six months turns a $10 product into a $25 product or 
whatever $50 product. 
 
But, even then, it's not going to be huge. It might be $25 one time fee and 
then, they're going to get what? $12.50 from it every three months. That's 
like $50 a year per customer. It's not huge. 
 
So, it depends on your market too. For some people, that's great and or 
some people that's nothing. Most of the affiliate products I have sold have 
been between $50 and $3000 and you knew the Math on which ones I 
prefer to promote. It's pretty clear.  
 
But, the important thing is affiliates are driven by stable easy sales that are 
significant enough that they want to do it in the sense that if you know your 
conversion rates, you know your lifetime value of a customer, and this 
really only can happen if you build your funnel which is honestly why I am a 
bit wondering why you're focusing too much on affiliates now because if 
you aren't confident and you can convert customers, you don't want to be 
going out there, pushing affiliates yet because when they promote for you 
and then, you don't get a result for them, you've lost them. You only get 
one chance to perform for someone. They send an email for your product 
and they get zero sales. That's it. You're done.  
 
So, I would suggest, focus on your conversion first. Do it internally. Sell to 
your own audience, sell to your own traffic, get that working well, and then, 
maybe even make two or three products so you can see what a customer's 
worth to you. It's not just $10 per month. It's also $100 per month product 
and maybe a $300 one-time course that you also sell, something like that, 
maybe physical products as well but, you at least know a person who buys 
from you is not worth $10 a month. They are actually worth $1000 over 
twelve months then, you can use that data and go out there and get 
affiliates, and if you have customers that are worth $1000 over 12 months, 
how much better does that say to an affiliate and you say, listen, the 
average converted customer will spend $1000 with us over 12 months. 
We've done the numbers. We've been running our business and that 
means, $500 commission to you. That's way more powerful than we pay 
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50% on a $10 per month product or a $25 quarter product or a $50 six 
months product. It just makes no sense. Why would they choose that 
option of the other one? 
 
So, get your business in order then, build the affiliates. That's all is my 
advice unless there is only one time where I think this is perhaps not the 
right advice is when you're doing a launch. If you're planning on launching 
one big product, and it's not going to be or, it could be a $10 a month 
product but, if you're doing a launch, you're getting a lot of exposure. You're 
getting a lot of affilates on board at once. You're doing a multi-channeled 
campaign and everyone's going to promote it at once. You're going to get a 
lot of buzz at the same time which is going to lead to more sales then, you 
can consider really focusing on affiliates. In fact, launches are half working 
on affiliates and half building the launch. That's the time to worry about this. 
 
But, I would suggest you don't worry about affiliates right now and focus 
more on the conversion process, the funnel. But, the short answer is yes. 
You do pay recurring affiliate payment out on recurring membership fees. 
That's the answer. 
 
Okay, Ryan, thank you. Nicolas, thank you. Thank you to Tor and Wendy 
and Reverend Sheri and Hardy and James for your questions. Thank you 
also to those of you who listened in live with me and also anyone who is 
listening in to the recording. I hope you guys got something from this and 
can't wait to the next call with you. I'm going to wrap it up. We've almost 
done an hour and a half so, it's a great time to finish up this coaching call. I 
look forward to speaking to you all in the forums if you're there during the 
upcoming few days. Otherwise, I'll talk to you on the next coaching call. 
 
My name is Yaro, and yes, thanks everyone. Talk to you very, very soon. 
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