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June 23rd, 2015 Group Coaching Call 

 
 
YARO: Since we don't get started. So, as I said the chat room is there. Sue 
is hopefully here with us, as well. I don't know if you can see in the chat 
room. Sue, I haven't seen you say anything yet, but if you're monitoring the 
chat room, Sue will possibly notify me of any questions I miss, but I'll do my 
best to answer any questions that come through there. And, we'll go 
through live questions, so the first thing I want to do is invite you guys to 
ask me a question live. Live questions are by far the best way to do that. 
 
So, if you want to ask me a question live, what you need to do is the little 
Webinar Jam chat you see on the right side of the screen, which you 
should see by the way. If you can't see on the right sidebar a Webinar Jam 
control panel, then you haven't joined this chat through Webinar Jam which 
means you need to log out and then, go back to the email that Webinar 
Jam sent you and use that one to sign in again to make sure you're actually 
with us on the Webinar Jam, so you can see the chat and everything like 
that.  
 
So, what you can do once you're logged in with Webinar Jam is to basically 
raise your hand. What you want to do is there's a prompting in the right 
side bar where you can click a button to basically say that you'd like to ask 
a question and then, what will happen is I'll get a notification that you've 
requested to speak and then, I will one by one, turn a person on and then 
we'll have a live conversation and bearing in mind this is recorded so 
anything you say during the live conversation will go to all the members as 
well. That's basically how the system works. So, it's pretty straightforward. 
At the end of our conversation, I will click the button to turn you off on my 
control panel and you go back to just listening and not live. Sometimes, we 
have some problems with that. This is only the third ever live Webinar Jam 
session that I've done. So, we're going to have potentially have problems. 
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One thing I've got planned for us this session is actually the first time I've 
done this for a live coaching session is I pre-prepared a presentation 
because I want to show you, guys two things. I want to show you what's in 
the presentation. It's a lesson for everyone, but also it's a way you can use 
Webinar Jam which is really cool, I think. You can actually preload videos 
and you can have more than one. So, you can be doing a live webinar like 
this. You can talk to a question and answer session and you can press play 
on a pre-recorded training session you've made for people and you are still 
there so, you can actually answer questions in the chat room. That training 
will go through so you can prepare that training, make sure you're happy 
with it so you don't have to worry about preparing and doing it live correctly. 
 
And then, at the end of it, it switches back to you being live in the 
broadcast. So, I want to test that out with you guys on this session and it's 
a good thing I've done that because I've only had two people email me in 
questions in advance. So, I don't have a lot of questions from people this 
month. We were very busy in the last few months, but not so many 
questions came through, and I never know how many people are going to 
ask me live questions. So, let's start with that first of all.  
 
So, if you like to speak to me live, just go to your Webinar Jam control 
panel and press the button where it says you'd like to speak and then, I'll 
get a request. I'll wait 30 seconds to a minute since you're not going to 
necessarily see me or hear me say that straight away, so hopefully, we'll 
get a few hands raised, and we can go through them. If not, I'll jump to the 
two email questions which are pretty straightforward, and then I'll try the 
presentation and see how that goes. So, that's it. I'll just jump in the chat 
room. 
 
All right, well, since Sherri, you're asking a question through the chat room, 
I'll answer it. Obviously, if anyone raises their hands, this is the latest 
version. Everyone who has had Webinar Jam will have what's called 
Webinar Jam Studio. About a couple of months ago, they re-released the 
new version. I actually don't know how much of a difference it was 
compared to the older version of Webinar Jam, but I know there's a lot of 
new features added. So, you're watching the latest software, short answer, 
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Sherri, and it does allow me to do things like have polls, have rooms, also 
preload video. We can have all kinds of different replays. It's pretty cool.  
 
Okay, so I'll just mark your question as answered. All right, so I still haven't 
got anyone raising their hands yet for a live Q&A with me, so what I'm 
going to do is just jump over here to the pre-sent in questions. I got two. Let 
me just switch over to them and make sure I don't break anything when I 
do that. Here we go. Actually, I have a live question before I do that. I'm 
going to talk to Angela. Here we go. 
 
Angela, I'm going to invite you to speak with me. Here we go... 
 
She's being converted to a speaker and what will happen is Angela will be 
notified, if it all goes correct, that she can ask a question. It looks like we 
lost her. I don't know Angela, whether you changed your mind there but 
Sherri's popped up here... Oh! No, here she is. 
 
Angela! 
 
ANGELA: Hi Yaro, hi how are you? 
 
YARO: I'm good. 
 
ANGELA: Good, good. There was a delay there. All of a sudden, the 
screen went to, "Are you joining in?" But, I didn't hear you say that, so I 
wasn't sure what to do. 
 
YARO: Yes. You had no one else waiting so you got in there straight away 
when you rose your hand [chuckle]. 
 
ANGELA: Okay, perfect. 
 
Well, I have been in a little bit of hold with my project. I do reverse 
mortgages and that's how I make my money. And, I'm redoing my entire 
website so I really want to think through what I am doing as far as my long 
term project in marketing these products. That's how I make my money, but 
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I also have an interest in the issues around people in my demographic and 
my customers like when I talk to them, they talk about state planning, 
sometimes it's health issues, sometimes it's lifestyle and grandkids, and all 
that kind of thing, and so, it's kind of boring just to write about a financial 
product. And, I certainly can send out e-blast about okay, in legislation and 
this is what a reverse mortgage could do, etc., but I guess I'd like to have 
your take on your, okay so how do I incorporate some of these other 
subjects and areas of interest that you know, and yes, the funnel will lead 
to hopefully, at some point, if they need me to originate a reverse mortgage 
but, I mean, there's always other things that might be interesting to talk 
about. 
 
YARO: Do those things relate to reverse mortgages as in, if they bought or 
worked with you...  
 
ANGELA: Sometimes, like for instance, I want to reverse mortgage 
because I really need some dental work or I really need some, my house 
really needs to be repaired. I need some painting done. So, there are 
things that are... yes. 
 
YARO: Okay so, you could potentially provide this information and it will 
lead to them possibly paying for your services. 
 
ANGELA: Yes, yes. 
 
YARO: Okay, well, if that's the case then, I would certainly consider... The 
question you need to ask is does this additional information warrant a 
completely new stream of like an email sequence or something like that, or 
is it more just a one-off email that you can include in the sequence at some 
point? And, it depends how long the sequence of information you're making 
is, too. Like my e-guides have got a two-week sequence and it's only 
information related to the topic of that e-guide where I had my Blog 
Mastermind sequence, the original one, I am going to recreate it, soon. It 
was a 12-month long sequence, and with that much time, obviously I 
promoted the product over the 12 months several times, but it allowed me 
to cover all kinds of subjects. So, I certainly would have emails that were 
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one off and not necessarily directly related to blogging but certainly of 
interest to my audience and indirectly related to blogging. 
 
So, you have to sort of think strategically, where does this information fit 
into what I am giving people? Because sometimes, even though it's helpful 
and useful, it's better to stay on song with what you are trying to convert 
them to so, you know, maybe say that information for a blog post that is not 
part of a sequence might capture some search traffic and get them on to an 
email list for example, but you have to validate how important is that 
information, where does it fit in? 
 
ANGELA: Okay so, it can be like one time kind of information? 
 
YARO: [Chuckle] You have a cat! 
 
ANGELA: Yes, mine. He decided to join us.  
 
So, it can be like a one-time piece of news but if I am promoting it just a 
webinar, then it will be just a distraction, is what it is. 
 
YARO: Potentially. You do need to think strategically like that. If you are 
leading people to a webinar and everything is related to that subject and 
then suddenly you talk about dental work and 90% of people don't care 
about dental work, you've lost their attention. So, you need to consider 
where the information is going to appear to them. That's why it might be 
better as a public blog post designed to capture search traffic and perhaps 
be shared on social media and then, some of those people will join your 
email list and then, go through the more targeted information. It depends on 
popularities too though. If you think 80% of the people have that question, 
then it makes sense to have it in your main sequence. You go to 
understand your audience and what they want. 
 
ANGELA: Okay, all right. I'm understanding. So, sometimes, just as a blog 
post for that particular demographic that I'm trying to capture emails rather 
than... Okay, I'm understanding. All right, perfect. Thank you. 
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YARO: Okay, no problem. Thank you. Hello to the cat. 
 
I don't know if you joined, it seems to have lost your connection. Let me just 
see, because I may have to sort of drop you out the old-fashioned way, let 
me just check. 
 
I don't think it's actually registered as you still talking to me. So, let me just 
check in the one thing. In fact, I don't even have you in Webinar Jam at the 
moment, Angela, so I think whatever happened with you raising your hand, 
you actually dropped out of Webinar Jam and you're just in the Google 
Hangout now. 
 
ANGELA: Okay.  
 
YARO: Can you see the chat room on the right side of your screen? 
 
ANGELA: No. 
 
YARO: No you can't. So, you're not actually in Webinar Jam. I'm not sure 
what happened there. What I'll do is I'll just drop you off. If you just want to 
re-connect with the Webinar Jam link that was sent in the email, that will 
get you back in, okay. 
 
ANGELA: Okay, thank you. 
 
YARO: All right now, I have a question coming in from Sherri. She wants to 
try this, so Sherri, I am going to invite you as a speaker. 
 
Let's see if she's there... Here she comes... 
 
SHERRI: Hello there. 
 
YARO: Hey, how are you doing, Sherri? 
 
SHERRI: I have Webinar Jam. I've never seen it from this angle, so... 
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YARO: Yes. 
 
SHERRI: Okay, so my question is, I am working on... I feel like I am starting 
over because I came to literally a year ago, I think I joined the Insider 
Community and I feel like I kind of ran out, made some money and then, 
ran into like a birth wall and said, "Oh crap, I am not making any money in 
my sleep yet."  
 
So, I started over and I am going to the Blog Mastermind course and I am 
kind of putting all the blocks together that you talked about. So, the 
question that I have is really about me being virtual as well as the email 
course, and I think I'm jumbling it all up in my head as far as like listing like 
the benefits. Are these the benefits for the free tools? Is this the benefit for 
the email course? Do I use lead pages to make the landing page? 
 
Right now, it's kind of mentally all over the place. 
 
YARO: Yes, too many options, huh? 
 
SHERRI: Maybe, yes. 
 
YARO: Yes, okay. Well, think of it this way. Yes, you can use Lead Pages. 
So, when it comes to technical questions, there is no right or wrong. It's 
whatever you need to use to get things set up. I don't use Lead Pages. 
Plenty of people do. I pay my designer to make my pages. In fact, I'm using 
blog posts for a lot of my opt-ins at the moment. So, you know whatever 
works in terms of making an offer to a person is fine as long as you're 
making an offer from a technical standpoint.  
 
From the strategic point of view, what we need to do is really think about 
what's the main reason that person should join whatever it is you're 
offering. And, that usually relates to the biggest problem they have. So, it 
doesn't really matter, we talked about this in the EJ Insider, whether you've 
got a free report, a checklist, a series of emails, a video, an audio, an 
invitation to a webinar... All of those pieces of information can be used to 
help a person to solve the problem. That's what you're offering. I'm going to 
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help you solve a problem. Now, you might say I'm going to do it by giving 
you this free report, which is going to teach you how to solve the problem. 
That's what I do with my report. I also have separate email lists that say, I'll 
help you solve this problem with an email course, which is going to be a 
series of emails pointing to my blog post which is what I talk about in Blog 
Mastermind as a good starting point.  
 
But what you want to do is don't get caught up in the formats or the 
structure as much as the problem you're helping people solve because 
that's what goes on to the landing page. That's what you're selling them 
because when they go to buy something from you, that product is basically 
more help to solve the same problem. So, it's all linear. It's all congruent 
towards helping people fix whatever the biggest issue is that you help them 
with. So, do you know in terms of the current landing page and the opt-in 
you're making what's the problem you're aiming to help people solve? 
 
SHERRI: Yes. I'm re-focusing. I think I shared with you in the community 
that a large number of people in my community are entrepreneurs but they 
have offline businesses like Mary Kay or Herbal Life or they sell crabs in 
fairs. But, where they tend to be falling out is taking action and usually, it's 
some kind of internal block that is either fear [unclear] or afraid that you're 
going to do all this work and it's still not going to meet the need. 
 
And so, what I do is I'm re-tooling the spiritual principles that I'm teaching 
generally to focus on helping entrepreneurs overcome those internal 
blocks. 
 
YARO: Okay so, you need to come up with some headline ideas to invite 
them to whatever it is you're going to offer to help them do that because 
you talked about a range of things there. You're almost talking about a 
whole business and your customer for that business. When it comes to the 
actual invitation to join your email list, you need to narrow that down to a 
very specific message. So, you might be helping women with the whole 
range of running a business, getting over the fears, marketing, traffic, brand 
building, technology, but the opt in needs to say, if you are failing at your 
business because you're afraid to put yourself out there or you're afraid of 
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the technology, or whatever it is you think is the biggest fear they face then 
that's what the opt in offer is.  
 
So, you're trying to appeal to one specific thing, but the biggest reason, and 
you have to understand your audience, and bearing in mind, you know, this 
is just one entry point. Longer-term, you should have several. Like I have 
an entry point-- "If you're having problems with traffic, here is my traffic 
course. If you're having problems with getting things done, if you're finding 
yourself failing over and over again, here's my mindset and productivity 
course. If you're having trouble with something else, here is something 
else." 
 
So, in your case, you need to sort of pick what's the first one to go after? 
What's the biggest one? In fact, the presentation I want to show you later 
on in this live webinar talks exactly about this. It's a good timing you're 
asking this question. So, I would ask you now and turn it around on you. If 
you were going to say, "I'd like to give you something for you coming on my 
email list. I'm going to help you solve one problem. What would you say 
that problem is?" 
 
SHERRI: Well, the language that I have been using was, "Master your 
inner game." That what they are saying to themselves is keeping them from 
taking action. So, I guess, maybe the biggest problem is taking action. 
 
YARO: All right, taking action to get what outcome? 
 
SHERRI: Hmm, money [laughter], income.  
 
YARO: [Chuckle] Okay. 
 
SHERRI: I know that's not clear. 
 
YARO: Well, that's a step forward. Because inner gain is not the problem. It 
might actually be the problem but that's not the way a person thinks about. 
The person thinks about, "Well, I got this bill and I got no money, and my 
business is supposed to give me money, but it's not. I need to fix 
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something in my business." So, you need to speak to what they think is the 
problem. So, you might need to actually say something really simple like, 
"Let me show you the one untapped income stream that you probably 
haven't added to your business because you got some kind of mindset 
block, you're not even aware of it." But, you still need to bring that back to 
your audience, who they are and what kind of person they are and what 
they're thinking. So, refine it. Get more specific.  
 
It's women, I know you've said before. Women and women in your church, 
as well, is that right? 
 
SHERRI: Women in my church. Most of the people that actually tune in are 
not in my church. I have a few people from my church that tune in but they 
see me, Sunday, so there is not a reason to tune in on say, Thursday. 
 
YARO: Right.  
 
SHERRI: But, I have people who are mainly in the US and some outside of 
the US that they tune in to Thursday night and that's the main artery for 
sending people or bringing people in to my online spiritual community. 
 
I think I am really struggling with using the language. I went through, I have 
done everything from workshop 2. I finished the Life Story blog post and 
what I just heard was inner gain is not the problem, and I promise you, I 
heard it. 
 
And so, I was in here screaming like, okay, I don't know how to shift this 
language clearly, so that...  
 
YARO: You need to speak to your people and ask them, "Okay, what's not 
working? What do you want now that you don't have?" That's when they'll 
probably sort of talk around the issue but eventually, you'll get to that 
answer you said before is I'm not making enough money, right? That's 
probably what they're going to say to you, eventually. 
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And then, you're going to ask them, "Why do you think you're not making 
enough money?" And, that is where you need to really listen carefully 
because you've identified the problem. It's lack of money which from 
whatever business they're running, but they have a reason why they think 
they're not getting money. And, it might be them saying, "Well, you know 
what? I don't have enough customers buying my stuff." That's pretty 
straightforward but that could be the way they describe the problem. 
 
You might have an answer for them that's regarding inner gain, regarding 
mindset, regarding that but in their head, they say, "I want more 
customers." You need to link those two things and your headline will say, 
"Let me show you how you can get more customers by mastering your 
inner gain," something like that. I just like to see that. Refine that even 
further, but at least you speak to the thing they want which is they don't 
want to master their inner gain. They want more money and they think 
more customers is how they get more money. 
 
They might not say it that way though. They might say, "Well, I don't have 
enough traffic to my website. If I had more traffic, then I'd have more 
customers." So, you need to ask them what it is they think is wrong. They 
may be wrong about what they think is wrong, but you have to at least meet 
them where they are and bring them over to how you can help them but 
initially especially with the entry point.  
 
So, this offer you make when you have it on your blog, when you have it on 
a pop up, when you have it on a landing page, this is where the words have 
to be really, really careful, really, really precise and you have to say, "Are 
you a woman running a small business and it's not paying for your bills 
because you don't have enough customers coming through the door. Let 
me show you," and this is when you introduce whatever it is you have to 
help them get more customers. And, that will speak to what their problem is 
in their head.  
 
Now, if you can answer that which it sounds like you're getting closer, you 
need to have some more conversations with those women, and it sounds 
like you have an avenue to do that, so next time you're with these people 
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whether it's over the Internet or in person, talk to them about this issue and 
get them to describe why they think it's not working. 
 
SHERRI: Okay, one of the things you said in the community to me was to 
put this up as a page so that you guys can look at it, but I was confused 
because I've got like everything. I have like seven different blog posts. 
What is the simplest way to do it? 
 
YARO: Write the blog. Put it into Wordpress. There's a couple of ways you 
can do. You can publish it as a page and then, that won't go on to your blog 
homepage. It'll be just a page, not a post and then, you can show us the 
page and we can help you critique it and then, you can go back and fix it, 
and then, when you're ready, you can just publish it as a blog post instead 
of a page or you can do things like publish it as a post and put a password 
on it and then, share the password with us in the forum if you're concerned 
about it being available to the public. There's a few technical things like that 
but the simplest answer would be just give it to us as a page if you don't 
want it to go on your blog homepage until it's ready, which I totally 
understand you wouldn't. 
 
SHERRI: Yes. 
 
YARO: Do you understand the difference? 
 
SHERRI: And, do you want to see the emails? This is probably basic but 
am I giving the emails or am I just giving the blog post? 
 
YARO: You know what I want to see first is your optin offer. I want to see 
the headline you use, everything we've been talking about right now 
because everything else that follows, it needs to connect to the way you 
present your offer, and it's the hardest thing to do. I mean, I think writing a 
blog post, and all those stories about yourself, your life story, the a-ha, that 
takes some time, but you're talking about things you already know.  
 
With the headline, you have to get basically good at copywriting and really 
getting ahead of your audience. So, I'd rather first of all, let's spend some 
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time on that. Show us your landing page. I know you know how to do that 
with Lead pages, then once you've got the landing page done, let's move to 
show us your first email or a first blog post or both basically and we'll go 
one at a time.  
 
We did this with Adrian. I don't know if you Adrian's chat in the community. 
It was probably a month or two ago. He actually, almost exactly what we're 
talking about, we first looked at how he's doing his offer, then how his blog 
posts were and his emails and he connected it all. But, one at a time.  
 
First comes the opt in offer, the hardest part, let's get that clearly, the first 
test, the first one you go out there with. And then, you can sort of give us 
the headlines for your series of information. We can go, "Okay, well that 
information follows that headline really well," and we can start building it up 
that way.  
 
SHERRI: Okay.  
 
YARO: All right. 
 
SHERRI: That sounds good to me. Yes, sounds good to me. 
 
YARO: Have a chat with your people. Everything becomes clear when a 
human being who you know will potentially buy something from you says, "I 
am not just getting this. I'm struggling with this. That's such a good 
indication that you got the words in particular, the words is what you need." 
 
SHERRI: Got it. Okay, sounds good. Thank you. 
 
YARO: All right, no problem, Sherri. Good to speak to you. I realize I have 
been doing a mistake, I think with the invitation, so I think I've actually 
booted you out of Webinar Jam as well because I don't actually see you as 
an attendee now either, so somehow, whenever I invite someone to chat 
live, you get kicked off, so I just need you to do basically what Angela did 
before you. Just leave the webinar and then rejoin with the link that the 
email from Webinar Jam sent you and you'll be back in. All right? 
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SHERRI: No problem. Okay. 
 
YARO: Thank you. Talk to you soon. 
 
SHERRI: All right. 
 
YARO: All right. I've got another one from Mary. Now Mary, you're going to 
hear me invite you in a second. I hope it doesn't kick you out. I am pretty 
sure I am doing this correctly. I am using the invite button and it's supposed 
to invite you as a speaker. So, I am going to click that and it says, 
"Converting you to a speaker." I don't know whether the people being 
invited are potentially pressing the wrong button. When you get invited to 
join me, you have to actually click some buttons to say yes, and if you're 
clicking the wrong buttons, I think you might actually leave Webinar Jam. 
That could be what's happening with Angela, Sherri, and possibly now 
Mary, as well but we'll see. 
 
Hello, Mary! 
 
MARY: Oh, hi Yaro! That was fast. Yaro, I emailed you about a week ago. 
I'm recently retired and I'm thinking of something small to go to, I'm thinking 
for a holiday fund. I am being paid to run, to set up and it's a simple cause 
locally and I was wondering if there was a possibility to blog about book 
clubs, book selections, book about running a club, you know, ten things to 
run a successful book club. After emailing you, I looked at some resources 
about that and they're all free apart from something called The Book Bible.  
 
So, I am just not sure. I mean, there are a lot of baby boomers like me who 
are looking for things to do now they are in this phase of life. But, I'm just 
not sure whether that's a product that I cannot sell or whether I should be 
looking for something else. 
 
YARO: Yes, that's a tricky one. I would definitely go down that path of 
research like you've already started to see if anyone is making money in 
any way with that audience. So, whether they're offering books on how to 
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run a book club, courses, services, some sort of social platform, a cheat 
sheet, a check list... Is anyone selling anything to people regarding book 
clubs? That's the first thing I would look to find. Maybe joining a lot of 
forums where there are writers and readers involved and seeing who's 
selling what would be the first step for sure.  
 
My gut to me, remember, I am not your target market so I don't know, but 
my gut says that is going to be predominantly a free information industry 
because I don't think people currently need to pay money for most book 
club offers. Maybe, I don't know, does Oprah's book club, does she charge 
money to join anything, or do you just sort of run it yourselves? 
 
MARY: Probably no. 
 
YARO: Yes, so you have to think about whether there is actually a need 
because if people get everything for free, then the books themselves are 
the only part that people spend money on, right? So, in that case you might 
struggle other than potentially selling books to an affiliate program. 
 
MARY: With the other skill about this writing topics and being published in 
local media might help small businesses to get some publicity, but I can't 
see how I can turn that into an information product. 
 
YARO: Well, you know, you got the standard problem of taking a step away 
from what you're good at and looking at market places where people have 
problems where you might want to start helping them, so you might want to 
start thinking less about what your strengths are. Obviously, that's helpful 
information. You need to know what you're good at, but you might have to 
start thinking out of the box. So, I'm good at writing. Where is some areas 
on the Internet right now where that can be used? It may mean you start off 
freelance writing for example and you might write in the marketplace that 
you don't necessarily expect to and you start helping people write about a 
subject you're going to expect to, and that starts as a freelance thing, and 
then maybe you start selling article packages. I know some people who sell 
articles online. Basically, you can buy like ten or twenty articles so people 
can use that content for any purpose they like.  
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That's just sort of ways that people use writing, but you don't really know. I 
would think about who you like helping, maybe the demographics and just 
see what they're spending money on. If you're not starting with a very 
specific marketplace, you just have to explore and find people who do 
make money already. See what they're selling and ask yourself, "Okay, 
could I do that, but I'll take a little step to the left of it because that's usually 
the easiest way to find a potential market is see what someone else is 
doing and then, see how you could do it slightly differently, something 
positioned differently. 
 
But, in your case, if you're just trying to make money for a holiday fund, I 
really recommend looking at freelance opportunities to begin with. Don't 
see this as you have to come up with an information product and sell it. 
That's certainly more passive. Don't get me wrong. I would never 
recommend freelancing if you want to have free time, but freelancing is a 
great stepping stone and just spending some time on some sites out there 
even the big ones like Upwork and eLance and there's all the niche ones 
now, too where these people freelance and just have a look at the kind of 
things that people are freelancing for or what are they getting paid for. 
 
Even, not that it's a great place to get paid, but... 
 
MARY: [Unclear] Wendy is talking about selling a package of articles, so 
you can only sell once [unclear]. 
 
YARO: Actually no. You can sell it more than once. I was recently having 
lunch with a few people in Canada. One of them, Alice Seba, she still sells 
what's called "private label rights" articles. It's called PLR. What happens is 
with those, you sell usually like a predetermined amount. You create a 
package about a subject and only 100 people can buy it. Everyone knows 
that 100 people are buying it, so they are aware that other people will have 
that content, but those people might use the content in a magazine, in an 
email newsletter... There's a lot of things like that, but you have to decide 
not only what you're going to sell, but how you're going to reach your 
market. That's the hard part with this, where is the traffic? 
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That's why, if you're just getting started, actually listing yourself on 
something like Upwork or eLance or even taking a look at Fiverr just as a 
starting point, it doesn't pay very well for obvious reasons, but you can start 
making some money from Fiverr as well with basic tasks. Plus, it gives you 
an insight into what people buy and that could potentially spark the idea for 
something that you could sell that's digital, plus you get cashflow coming in. 
If you don't mind writing articles for people, it's a good way to start making 
some money. 
 
MARY: Right, okay. Thanks very much, Yaro.  
 
YARO: No problem, Mary. I think I had the same problem with you. I think 
something is a little bit off with the Webinar Jam or maybe I don't know 
what windows you saw when you joined, but it seems to have booted you 
out of the Webinar Jam software when you came live.  
 
MARY: Well, it asked me to connect with you on Google. I might need to... 
 
YARO: Yes, I'm not sure. There should be a window about also keeping 
Webinar Jam live.  
 
MARY: I've got a Continue button here. I'll just then click... 
 
YARO: Yes, click that and see what happens.  
 
MARY: Okay, all right, see you soon.  
 
YARO: Oh, by the way, if that doesn't work, you'll just have to drop yourself 
off the call and then, use the link that you got in the email just to join me 
again.  
 
MARY: Cool, no problem. Okay, thanks Yaro. 
 
YARO: No problem. Thank you.  
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All right, I don't have any hands raised. We're obviously having a few 
issues with something about the connecting to me part when people raise 
their hands to talk. I'm not sure what's going on there, but that was great to 
talk to people.  
 
I am going to jump to the email questions and then, we'll possibly look at 
during my presentation. Let's do the email ones first. Here we go... 
 
Oh, hello. You're still there, Mary. You might want to drop your call by the 
way.  
 
MARY: Okay, sure. 
 
YARO: All right. Mary is gone and we're looking at the questions. I only 
have a couple that were emailed in advanced. The first one is from 
Clarentino who's got the more in-depth questions. 
 
So, Clarentino asks, I just launched a big blog in the preppers niche 
targeting the US market. Here is the URL. 
 
We're going to actually open that up. We'll have a look at that in a moment.  
 
I hired some writers from iWriter to write content for the blog...  
 
So, Mary, just as a place to check out, go check out iWriter to see people 
who basically freelance for writing. That's one option.  
 
... and also paying for targeted likes to build my audience via Facebook. 
Here is the Facebook page. Things are moving really slow right now. I 
know I should build a list and so on but I guess, I'm just stuck. I would like 
to ask your recommendation how else I could improve on what I've redone 
so far. 
 
First of all, I don't recommend paying for likes, not a good idea. Likes 
barely do anything anymore with Facebook. If you're going to do any kind 
of paying for anything for Facebook, I would do things like re-targeting and 
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actual ads, but that's not necessarily a good idea either because you may 
not have a way to make a return on your money. So, you want to make 
sure your sales funnel convert first. 
 
I'm just going to switch to have a look at... we're going to switch to 
Clarentino. Hopefully, you guys can see that because if I go back to the 
Google Hangouts, it's going to be that infinite loop thing happening there. 
Let me just jump this out. This will fix it. Here we go... All right, ignore that. 
We'll try this one more time. Okay, here we go... 
 
This is Clarentino's website. So, okay great. What we can do first of all is 
first impression this is what we see, "EMP Attack Survival. Prayer for the 
Apocalypse in America," that's pretty intense. "FREE special report. The 
Five Vital Electronics You Need to Keep Functioning After an EMP Strike.  
Missing out any of this could mean you and your loved ones will be left 
without heat or water during the coming catastrophe. Learn more." And, 
we'll click that. 
 
That's your opt in which doesn't seem to be working for me. So, that's the 
first thing, you want to fix your opt in there, Clarentino. 
 
I think what we need to do is a little bit of a change in presentation but what 
I'd love to do first with you, Clarentino is actually talk about your 
understanding of your target audience. So, are you sure that based on your 
conversations, a fear of an EMP strike is the number one thing that these 
people need to prepare for that they feel that's the number one thing they 
need to prepare for? Because if they actually feel the number one thing a 
prepper needs to prepare for is not an EMP strike, but is floods, typhoons, 
and hurricanes, gang violence, whatever it is, they think is the number one 
reason to prepare is what you should put in the offer because I don't know, 
I don't understand this market, maybe EMPs are the number one thing 
people are preparing themselves for in which case your offer should appeal 
to them. If not, you need to adjust this offer. 
 
I would also look at the way you present that box. You could clean it up so 
it's a bit more of a clear box, and obviously, it should work when I click the, 
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"Learn More" and I would suggest talking a little bit more about... We need 
to test this. This is the problem. Without understanding your audience and 
having you to sort of give me some feedback, it's hard for me to know but I 
would definitely like to see you tell me more about what's going on behind 
this funnel because you're inviting people to get basically a checklist with 
the five electronics. But, what are you selling and what information are you 
giving them after that? Is there an email course that leads to a product offer 
because if there is, then we can look at that whole process and get it 
converting, then you consider buying traffic. I wouldn't buy traffic or likes or 
anything like that at this stage of the process. I'm guessing, given the title 
of your website is empattacksurvival.org, you've pretty much decided that 
EMP is the one to go with. 
 
I would actually ask you, who is currently making good money selling EMP 
preparation texts? So then, you could show me, or at least you could do the 
research and see how are these people making offers to the EMP 
preparation marketplace? What are they selling? What landing pages are 
they using? What headlines are they using to get people on to their email 
lists? What emails do they send afterwards? What kind of blog posts are 
they writing? What products do they sell? How many different types of 
products? What pricing points? All these amazing information you can find 
out from businesses that already succeed in this marketplace. 
 
So, I'd like you to spend a lot more time on that, the research, the 
understanding of your audience, the understanding of the marketplace. 
And, we can keep having a discussion, so if you want to jump on the next 
coaching call or send me an email or if you're in the EJ Insider, jump inside 
the community and ask there. We can talk about it there. 
 
So, I need a lot more information about this funnel and about your market 
and about what you know about your target audience and also your 
competitors, the people who sell in this market already. When you have all 
that, then we can go back to this page and look at fixing it up, making some 
changes and so forth.  
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Besides that, you've got the basics for a blog. You've got content, which is 
good. You've got an opt-in form in the top area which is good. It's more the 
strategic things going on behind the scenes that I need to see in order to 
adjust what you got going on here.  
 
If however, you are mostly concerned about traffic, because I know that 
was one of your biggest complaints was the fact that you're stuck, what you 
need to do and I'm going to assume that you've got a great email sequence 
and you've got some kind of offer ready to go because that has to happen 
first, but if you're confident with that and you're concerned about audience 
building, then I'd ask you where does your audience currently hang out and 
you need to spend some time there. 
 
Yes, buying traffic is an opportunity as well if you know your offer converts 
because you don't want to buy traffic and then have an offer that no one 
buys. That means you're just throwing money away because you haven't 
got something people want to buy. When you know people want to buy 
something, that's good time to potentially look into buying traffic because 
you have something that converts.  
 
If you don't have money to buy traffic and you're not necessarily sure 
something converts yet. You just want to build initial audience, spending 
some time in some prepper or survival forums, checking out any 
communities that are run currently on Facebook, any groups, anything you 
can find where there is currently people active in this marketplace, and then 
spend some time there and bring people back to your site. That's a great 
way to test whether you have an offer that works and to learn more about 
your audience at the same time.  
 
All right, Clarentino. I think that's all. Here we go. I am coming back. 
Clarentino, I hope that helps you. There's obviously a lot we can talk about 
and it's hard for me to give you much feedback without knowing more 
about your funnel, the information you have, and also you telling me what 
you know about your audience and your competition and so on. So, we 
should definitely have a follow-up conversation at some point and you can 
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clarify those things and we can keep looking at how to make that a 
converting home page for your blog.  
 
I'm just going to answer the next question. It's a quick one from Francis. 
So, I'll just screen share it so you guys can see it. A simple one from 
Francis.  
 
I'm having a hard time keeping up with the pace of the course. When will 
course end? By the way, I love the materials.  
 
So, Francis is talking about Blog Mastermind. I actually wrote Francis a 
quick email back because it was obviously something I could answer very 
quickly but I want to answer this live as well just in case anyone else has 
this question because it does come up frequently and it has come up 
frequently over the years with all the courses I've run.  
 
You have as much time as you need. That's the short answer. So, with 
Blog Mastermind, when I first released it, it was a six-month program, but I 
found that people would obviously want to move faster. Some people would 
want to move slower. It really depended on where they're at, what their life 
was like. When I opened up Blog Mastermind 2, I'm going, well, six months 
is too long. I can't publicly tell people six months because that's actually a 
detriment, I believe to an offer. But, six weeks usually somewhere between 
two weeks and three months is what people expect in online courses.  
 
I was planning on doing six modules, so six weeks worked well. So, 
although my course gives away the modules, the workshops over six 
weeks and you'll get emails over six weeks, it's not something I would 
expect you to actually complete in six weeks. You could study it in six 
weeks but there's no way you could do all the market research, all the 
testing, all the technical setup, all the content creation in six weeks. It took 
me, really to be actually fair, about two years to do everything when I was 
first learning it. I think you could do it in six months now in terms of creating 
everything but you could study it in six weeks. I think that's the way to look 
at this.  
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So, force yourself to take action every day but don't feel that there's a 
deadline. What you should be upset with is if you're not doing anything. 
That's the only time when you should feel like, "Well, something's wrong. 
Why am I not getting anything done? Why am I not studying and why am I 
not taking action?" That's when you go, "Well, I'm not putting enough 
pressure on myself or I'm not being productive enough or there is 
something out of whack with the way I work and the way I structure my life." 
So, you need to look at improving that.  
 
Don't feel that you're falling behind because there's no one to fall behind 
with other than yourself. That's the important thing and you've got these live 
calls and you got the materials to go back to whenever you need to. So, 
that's what I tell everyone, and of course if you're in the EJ Insider 
community as well, you've got that available anytime you need help.  
 
Alright, so if you want to ask me a question, guys, you can raise your hand 
or basically request to speak using the Webinar Jam control panel on the 
right side of the screen, but I do have a prepared presentation and I'm 
really eager to show you guys and first of all, to see if it works. So, if I have 
no one raising their hands, I'm going to power up this presentation. I'm 
going to stay with you so I can answer questions in the chat room and I 
want to see it running myself and I'll also wait after the call if there's any 
more questions that come through from the presentation. But, this is a 
presentation. I'll just wait 30 seconds in case anyone wants to raise their 
hand one more time, otherwise, I will prepare. 
 
Did I miss anything in the chat room? Okay yes, so Sherri is telling me from 
the chat room, something was a bit off with the becoming a speaker 
function. I don't know whether that's a Webinar Jam problem or not. I know 
last month it worked really well. People were joining, and then I was able to 
boot them out without booting them out from the call. They just were booted 
out from Webinar Jam, but we'll see. This is one of these things that's a 
complete work in progress.  
 
You guys are my guinea pigs with Webinar Jam just to help you guys but 
also to learn how to use the platform, which is why I want to test this 
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feature because my long term plan with webinars is obviously to do these 
ones as a coach, but also to use webinars as a marketing education tool 
and I want to make use of the way Webinar Jam allows you to pre-prepare 
a presentation as I've done here. So, you could imagine that you practice 
your presentation that sells your product and eventually, you get one that 
converts well. You have that pre-recorded. 
 
So, you don't have to keep doing it live. What you can do is like I've just 
done. You could jump on a call, jump on a webinar, talk, introduce 
everything, make sure everything's working, then say, "Here's a 
presentation." And then, that's when you roll out the prepared presentation, 
and everyone live will actually know that we'll see the prepared 
presentation live where you can be there actually answering questions or 
you could off and do something else if you really wanted to, and then, you 
jump back in at the end after the presentation and answer questions. 
 
So, it's a great way to polish a presentation and allow it.  
 
So, Sherri, you've got a question in the chat room. She's got some clarity 
from her survey on the problem my subscribers are having... All right, so 
she's going to wait until after the presentation. I am going to switch over to 
this prepared presentation and I think it's a good idea, Sherri because this 
presentation is perfect for you, hopefully that will help other people as well. 
And so, it's called, "How to position your first offer." Let me load it up and 
we'll see how this works. All right, fingers crossed. If I disappear and the 
presentation starts, that's all good. We'll see what happens. 
 
Alright, okay, here we go, guys. This is called, well, you'll see. Surprise 
[chuckle].  
 
[Start of Yaro's Presentation] 
 
Hello, this is Yaro Starak and welcome to an EJ Insider special 
presentation on How to Position Your First Offer. I put together a short 
video because I want to clarify an issue I keep coming up against over and 
over again as I have coached people on how to start an online business, in 
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particular with blogging and email marketing. It's a question that obviously 
gets answered over and over again, which is how to position an offer and 
it's something that very rarely do people get right the first go and I find I 
have to create clarity in people's minds on how to go about this process. 
So, I want to help do the same for you right now, and teach you how to 
position your first offer. 
 
Now, the important thing if you understand here, this is your first offer. This 
is not how to choose a subject for your business although it's very related 
to that, it's the first step of refining what your business is going to be about. 
What we're doing here is deciding on what are we going to go to the world 
for the very first time and ask people to take an action.  
 
That action usually is to opt in to an email list, that's the first time when you 
start building a presence online where you say to people, I want you to 
demonstrate your interest in what I have by giving your email address in 
exchange for something I'm offering. That is your first offer. That often 
leads to a product offer, as well. You might call that your first product offer. 
You've got your first free offer and your first product offer. They're very 
much related. They are your first sequence, your first funnel.  
 
From that, your entire business can be born but the positioning of the first 
offer is something that really needs to be refined and is a difficult area to 
deal with because it often comes from a place where you have a lot of 
insecurities and ambiguity and you just don't know yet what your business 
is going to be about. So, this is where it is very difficult to get refined 
enough to make it work. So, let's look at improving that. 
 
So, first of all, one of the entry-level mistakes that people make is the idea 
of being an every solution for every problem. Amazon.com is almost that. 
They are a company that sells almost every product you can think of. So, 
they have the benefit of being well-established, been around for almost two 
decades now, and they're huge. That's why they can do that. But, obviously 
we can't. We're not going to go out there and offer a solution to every 
problem and we know that. Most people are very aware they can't be 
everything. 
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If you take a step down, you've got subject matter experts, so you've got 
like a Tony Robbins or an Oprah Winfrey who are the top of the field for the 
spaces they operate in and they're very much subject matter experts.  
 
But, when you look at the subjects they cover, they still love diversification. 
You've got Tony covering health and wellness mindset. He's a success 
coach, obviously so he's teaching success, personal development, losing 
weight, investing for your future, having a family, relationships... He kind of 
covers everything about personal success. So, there's a range of subjects 
there that's certainly not narrow enough for a first offer. And, Oprah's the 
same. She's covered a whole range of subjects over the years, too. 
 
Now, these two have huge platforms and they've been around for a number 
of years, so obviously, you can't really compare yourself to them. If you 
bring yourself back a bit, look at the experts in your industry, you might be 
looking at someone like myself in the blogging space, or you might have 
some kind of expert or author or speaker or trainer that you follow, it could 
be anyone. It could be maybe in personal development, you're looking at 
Eckhart Tolle or maybe at Brendon Burchard. I know growing up on the 
Internet, I looked a lot to people like Richard Schefren and Eben Pagan, 
maybe you're following Marie Forleo or countless other experts. They all 
have marketplaces that they go after.  
 
If you look at their content, you look at their products, they too have a range 
of products and services. So, there's a bit of a pitfall here. There's a trap 
and this is the important point. You're probably trying to emulate these 
people not maybe not Tony and Oprah. Maybe that's a very, very big 
picture for you, but you want to get to the point where you at least have 
some sort of established for making information marketing business and 
you're looking at people in your industry maybe potentially competitors, 
certainly your mentors and people you admire, and you're analyzing what 
they do. And, they do seem to have a range of products, a range of 
subjects they cover in their blogs or podcasts or YouTube channels and 
they have more than one offer.  
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So, that's a little bit counterintuitive to what we're trying to do to get started. 
So, how do we get started?  
 
What's important to understand about all of these people, when they first 
got started also had the same problem. They didn't have platforms. They 
didn't have audiences. They couldn't expect to go out there with any 
message and reach hundreds of thousands of millions of people like they 
might do today. They only had a very narrow potential audience, probably 
cost them money. They had a tiny bit of money to invest in advertising or 
tiny bit of time to create content or maybe get a chance to speak on stage 
or go to a networking event. So, they have to have a laser-focused first 
offer as well. 
 
So, at that point, which is where you probably are right now, we're all trying 
to follow this one piece of advice, which is to find your niche. I'm going to 
argue in this presentation though that is not narrow enough. So, niche 
marketing, while certainly a sound way to go about building a business and 
your business is about a niche, don't get me wrong about that, your first 
offer needs to be even more narrow than that. It needs to be specialized. 
You have to have a specialized first offer and that means it has to cover 
one thing.  
 
So, this is a very challenging thing to get right when you're first getting 
started because you're trying to come up with something that can ultimately 
help you prove that you've got a market that could lead to a business which 
is when you could potentially cover lots of subjects. 
 
But, to start with, you only get to cover one. So, how do you figure out 
which subject to cover? 
 
Well, first of all, I want to cover some common mistakes when it comes to 
preparing your first offer and this is something I've seen over and over 
again. So, I feel very close to this. People like multiple subjects. You 
probably feel you have an interest and a passion for multiple subjects. You 
could potentially create first offers on a range of things. You might be 
thinking about potentially having more than one blog, more than one 
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business or maybe one blog covering multiple subjects and that's fine 
because you potentially could do that. The thing is, you can't do that for 
your first offer. First offer must be laser-focused. If you try and help people 
with too broad a subject, again, if you're pushing yourself to be more of an 
every solution and not a laser focused single-minded solution, people will 
not pay attention to you. You won't be specialized enough. They'll ignore 
you because they don't think that you are a good match for them. You need 
to find a very specific audience about one subject, in particular one 
problem. 
 
Two, you think a category is a niche. A category is often a first way to start 
niching yourself down, so you might go, "Well, I am a weight loss 
professional or I help people to lose weight," and you pick a category within 
that. So, okay, well I'm a practitioner of neuro-linguistic programming, so I 
am going to help people use NLP to lose weight. That's your category, 
therefore that is your niche, therefore that is what your first offer is about. 
That's really good. That's some good refining, but it's not far enough. You 
need to take things further. You need to get even more specific than that. 
 
Low self-esteem and lack of confidence is by far the biggest problem I 
come up against with absolute beginners because if you're supposed to go 
out there with some kind of expertise or some sort of specialized 
information, if you don't believe you're an expert or if you don't believe in 
the quality of your information, it's very difficult to go out there and pull this 
off. 
 
Now, I'll give you a little hint here.  
 
Right now, there's a group of people who consider you an expert. If you 
find the right group of people, then you will have the knowledge, the 
information, the powerful first offer that really appeals to them. It's going to 
take potentially some time for you to believe that. But, the first step you 
have to get right is finding the right people. When you find the right people, 
it will be very apparent and very quick. You'll see that you can help them 
because they'll start saying to you very upfront, very specifically how much 
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you are helping them. So, that will help boost your self-esteem and boost 
your confidence.  
 
The problem is if you're going after the wrong audience or too broad an 
audience, you're going to get that negative reinforcement because people 
won't pay attention to you or they'll say your information is too easy or not 
for them and you'll think, "Well, that's because I'm not an expert." You are 
an expert or you are a specialist to the right people. You just have to find 
them and pick the right people to help for an inward focus.  
 
So, a lot of people when they're first going out there with an offer or at least 
brainstorming what kind of offer, what kind of niche to go into, they look 
inside themselves first at what they're passionate about, what they feel 
they're good at, what they enjoy, what they want to study, what they want 
to explore, maybe some results they've had in their life. That's not a bad 
thing but it's the wrong first step.  
 
The first step is an outward focus. First of all, look at the people who you 
could serve and then look inward to how you can serve them. So, look at 
the marketplace you're going to go in. Look at the people in the 
marketplace. Look at what they're spending money on. Look at who is 
serving them now. What are they buying now in the marketplace?  
 
And then, when you identify the group of people you are going to focus on, 
turn inward and look at how you can serve them, what's going to be your 
strength, what's going to make you different from the other people in that 
marketplace. And lastly, you don't have true empathy.  
 
In order to come up with a perfectly targeted first offer with that really laser 
focus, you do need to know the emotional background, the motivation, the 
reason why a person is trying to make a change in their life or trying to 
achieve something, get something, and prove something. Now, if you don't 
understand who they are, why they are doing it or what their motivation is, 
well then, obviously, you can't come up with a laser-targeted first offer. In 
fact, the first offer very much is a test to help you gain better true empathy, 
but there are steps you can take to get closer to the level of true empathy 
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you need if you can change the way you think about how you go about 
coming up with your first perfect offer.  
 
I have three questions that I want you to ask yourself about your target 
market, your target audience that will help you to refine your first offer. So, 
your first offer is that point where you say, "I have something for you. Join 
my email list and I'll give you it in return." You're saying, "I'll help you solve 
a problem with some kind of information in return for you demonstrating 
that you want this information and you're motivated enough to join my email 
list," and begin that relationship building process. 
 
It also carries forward to the first product offer or service offer you make 
since generally people join an email list to get a solution to a problem that 
you provide through information, and then, you provide more solutions in 
your products and services that follow it. What we're focused on here is the 
initial first offer.  
 
Understand that this is a testing process especially if you're just doing this 
for the first time. You don't have the subject yet for your business. You're 
doing this process because it will allow you to come up with assumptions 
about the necessary laser-targeted focus you need to present good first 
offers and you might need more than one. The first one may not work, but 
by going through these three questions, you'll get to the point where you'll 
have something specific enough that you can go out there and test it and 
see if people respond and how they respond. It's all about you developing 
the necessary true empathy for you to refine this until you get a first offer 
that works. The first offer that works is simply one where lots of people sign 
up and lots of people buy your products to give you the cash flow, to keep 
building a business behind servicing those same people. 
 
Even if you already are successful, you have offers that work or you've got 
some sort of target market of running business, go through these three 
questions that are with me and ask yourself then and see if you know the 
answers because if you're running a successful business, you will have 
some sort of insight and you should be able to answer these questions.  
 

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 31 

If you don't, then maybe you need to find out more about your market and 
potentially run a new offer to find answers to these questions or to your 
assumptions about your audience.  
 
Number one, this is the first question and the most important one. What is 
the strongest pain? What is the strongest pain point that your target 
audience has?  
 
Now, there are lots of problems that people have and in no doubt, you have 
an idea about a solution that you provide. You might say you're going to 
help people to lose weight. That's not a pain point. That's a solution to a 
problem. The pain point is what are they feeling and experiencing as a 
result of having that problem? That's where there is variability. People who 
have excess weight, who are overweight, who are fat, who are obese, have 
a range of pains.  
 
One could be physical pain simply from the health issues that arise from 
being overweight. Another one could be a self-esteem issue where you feel 
very bad about yourself because of your presentation in the mirror. Another 
one might be a similar issue with your appeal to the opposite sex when it 
comes to dating and therefore, you're not meeting that need because of 
your physical appearance, your overweight appearance. So, those are 
different pain point stuff. 
 
What you need to do is identify what is the strongest pain point in your 
audience. There are many and you probably will service many of those 
pain points over the time. You'll probably talk about your products and 
services as having solutions to these many pain points, but with this first 
offer, you need to pick one pain point and it needs to be the most painful 
one that you believe your assumption based on the best level of research 
you can do at this stage, what do you think is their strongest pain? That is 
what your first offer is going to target. So, you got to identify that first. 
 
The second question to ask is what is your best idea? That best idea is 
your solution to that biggest pain point. Notice here the first step with the 
pain point is looking outward to your audience and how are they suffering 
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or how are they motivated to change something about their life? The 
second question is turning inward and asking you, what's your best idea to 
help them?  
 
Those two things are obviously two sides of the same coin but it's important 
you see the sequence here. What is the strongest pain point comes first. 
Identify this first then tie in your best idea to solve it and your first offer you 
make will basically be these two things. I'm going to help you solve this 
biggest pain point and I'm going to give you my best idea to do so. 
Obviously, that's not the exact language you use but conceptually, that's 
what your first offer is.  
 
The third and final step of this process is what is your best proof point to 
demonstrate that your best idea has actually helped people solve this pain 
point? This could be your own case study. This could be people you've 
helped. This could be some example from society. You just need to find 
whatever right now you have as a best proof case study, whatever it is. It 
can even be just a few examples to show that other people have done 
something.  
 
Even if you weren't involved with them at all but they went through the 
process that demonstrates your best idea, that's proof. And, that just slams 
home your offer.  
 
So, your offer is these three things in this order. Think about answers to 
these questions: What is the strongest pain point that your audience 
currently has that you're going to target with your first offer? What is your 
best idea to help them solve that pain point to get a solution? And, what's 
the best proof you have to demonstrate that your best idea actually works? 
 
That is the 3-step formula for a laser-targeted first offer. In fact, an entire 
first funnel sequence can be based just on those three things, and in fact 
you will do better than having a generic offer that attempts to solve lots of 
problems, address lots of pain points, give lots of ideas. If you have a 
singular focus like this especially with your ideas around what you're 
testing, then you'll do better because you'll find answers.  
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If you go out to the world and say, "This is the pain point. This is my 
solution. Here's my proof," but no one jumps in, then something's wrong. 
You actually haven't identified the pain point or you haven't come across 
with a good solution to it. Something's out of whack, but at least you've 
tested it and you've got some kind of information to help you come to a 
conclusion. Maybe you have to target a different pain point, same solution, 
different pain points.  
 
So, instead of talking about the pain point about losing weight because of 
their concern for their self-esteem you say, "It's concern for their longevity," 
and maybe that's more of a fear and more of a pain point even though 
you're still providing the same best solution that you have for losing weight. 
 
It's going to take some time. This is obviously not something you come to 
immediately, but this is what you're doing. This is what you're going through 
to come up with a brilliant first offer. And it, like I said, might take two, three, 
four or five brilliant first offers until you find the one that actually works. 
Then, you can expand later.  
 
Your first offer is about going to the market with something to learn about 
them and to find buyers to prove that you have something that works. 
You're expanding from that and that's when you get to do things like cover 
different subjects, talk about different pain points, look at your other ideas, 
not just your best idea but other good ideas you've got and you get to 
explore the whole range of subject matters and products and services that 
you can offer, but that's over time.  
 
At the beginning, you have to find out whether you've got buying customers 
and to do that, you need a laser-targeted offer. If you're trying to provide a 
solution to everybody, if you're trying to follow perhaps your mentors or 
other leaders in your marketplace and you're jumping from different 
subjects, you haven't got continuity, you haven't got consistency, you're not 
targeted enough, people will not buy your products. They won't opt in to 
your email list and you won't build a successful business. You won't even 
know whether you've got the right market because your messaging won't 
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be targeted enough. So, I want you to have a very clear focus on those 
three questions, and then thinking about expanding later. 
 
So, to reiterate one last time, what is the strongest pain point? What is your 
best idea and what is your best proof? Then, expand later.  
 
Okay, so that's the end of this somewhat short presentation, maybe slightly 
longer than I planned but I hope you got something from it regardless of 
where you're at. Certainly, if you're at the start of this process and you're 
sort of struggling with what to go to market with initially what's your first 
offer? I hope this has helped you to first of all, eliminate perhaps some 
things you've been thinking about when I talked about those common 
mistakes, and then help you ask the right questions to come up with a 
really powerful first offer.  
 
And, of course, I'm available to you as your coach in whatever program 
you're working with me in right now. That's it for this presentation on how to 
construct a powerful first offer. My name is Yaro and I'll talk to you very, 
very soon. 
 
[End of Yaro's Presentation] 
 
All right, I hope you guys got something out of that and fingers crossed, 
that actually worked as it should. I think it did. That was pretty awesome. I 
felt that that topic was one that I've been getting asked a lot and I wanted to 
have that little short training available to all the EJ Insiders in the 
community as well.  
 
I know I go over a lot of that in the Blog Money Finder and in Blog 
Mastermind just as Jeff and I were chatting.  Yes, it's certainly something I 
find myself repeating and I repeat it often on this live coaching sessions as 
well, and that's fine because it takes a lot of refining to get that right. So, 
getting your positioning on that first offer is very tricky.  
 
I don't get a right first go either. You need to keep testing things, learning 
more about your market, seeing what opt in forms work, what customers 
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actually buy and so on. I hope you guys enjoyed it. I think I've got Angela 
and Jeff both said it was great work. Thank you, guys. I appreciate that. I'll 
stick that within the community, as well.  
 
Jose Luis, he cannot hear the sound. Anyone else having problems with 
the sound? I haven't had any other feedback. I'm not sure. It seems to be 
looking good for what everyone else is telling me. You might want to check 
your audio settings in that case.  
 
All right, so guys, I'm going to give you another shot at asking me some 
questions just before we wrap up the call for this month, like we did before 
the presentation at the start of the live call, you can go to your Webinar 
Jam control panel on the right side bar and you can request to speak. If you 
do that, I'll have a notification on my Webinar Jam admin panel and I'll 
press a button and you will go live with me to have a conversation.  
 
Of course, there is a 30-second delay, so you might be surprised when you 
suddenly get invited to talk to me because I won't be seeing that based on 
what you're watching on the screen.  
 
So, I think we have one coming in. All right, Sherri, let's try this again. Here 
we go...  
 
So, while Sherri comes on board, all right, Sherri, you're live. 
 
SHERRI: Hello there... [audio cut] based on say, before which was go to 
your people and talk to them not just look through the comments. So, the 
questions that I ask are things like, are you a business owner? What kind of 
business do you have? What type of service do you provide? And, what is 
the most challenging aspect of your business? And, that's all I want to bring 
up. 
 
So, the things that were consistently across the board, getting clients and 
customers, marketing... one person I just spoke to in person, but she also 
answered the survey continued booking rehearsal space, continued 
bookings to pay more monthly bills, another person getting new clients and 
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developing systems for their business. So, that kind of getting more clients, 
basically getting more, I guess income streams and clients, is what people 
are looking for. And, then they told me like what does it feel like to have 
that problem solved and it would give them release. I would be less 
stressed. Wonderful. We wouldn't have to sell our business at a loss and 
move our center. Those are the kinds of things that they said. 
 
YARO: Okay, so going back to what we just watched at the presentation, 
what's their biggest pain? 
 
SHERRI: Not having enough clients. 
 
YARO: Okay, sounds like "clients" and "customers", those two words really 
stuck out and what's your best idea to help them get new clients and 
customers? 
 
SHERRI: I got to work on that [laughter]. I got to work on that. I mean, it is 
still the same thing which is whatever is happening outwardly is always 
happening inwardly.  
 
YARO: Of course. 
 
SHERRI: So, that's not very heavy language but it still doesn't come down 
to working on yourself because all the strategies in the world are never 
going to help this inwardly, you're shooting yourself in the foot. 
 
YARO: Right, so you might have to do what we all have to do really is go 
out there and say, "Let me teach you a technique to get more customers." 
That's what your opt in offer will be about, but then further down the line, 
you're actually going to educate them on the inner stuff. But, they're not 
going to probably join you for the inner stuff. They probably don't even 
realize that that's part of the problem, initially. You sort of have to open the 
door with, "Let me show you how to get more customers with Facebook," 
or, "Let me show you how to get more customers with blogging or 
YouTube," or whatever it is that you decide is the best idea you've got, 
Sherri, and then, that third question, what's best proof?  
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So, I would think back to how you've gotten customers in the past like in 
your own experience, what's been the best source of customers. I don't 
know if you can say running a church is a technique for getting customers, 
if that's your thing, but maybe you can extrapolate from there something 
that you can teach as an idea and that will be just a headline. 
 
Remember, it's not the end all of your business. It's just a way to get people 
to join an email given some information and start that dialogue towards a 
coaching product and everything you've got for sale. I know you've got 
some products already. So, you just need to get people through the door. 
It's kind of ironic but it sounds like you do not need to solve this customer 
problem for yourself as a way to then help other people with the same 
problem, which is pretty common. So, have a think about that. What's your 
best idea for solving their biggest problem?  
 
If you find maybe there's a secondary problem they have that you really 
can help them with like it's still a really big problem but you're better suited 
to it, maybe it's not getting customers. It's... I don't know. I don't know any 
problems bigger than getting customers for a small business. It's by far the 
biggest problem but it depends on who you have access to an audience 
with.  
 
From my experience, I've got some people who have problems right at the 
beginning with choosing a topic, and then I got people at the other end who 
had problems with setting up all the different various products in the funnel. 
So, there's different layers to this, as well. That's why picking who you 
serve is really important. 
 
SHERRI: Right, well, the only challenge I have, mind you, I'm going to 
[unclear] but the idea of like, let me show you how to get more customers 
using Facebook, again, I am not... For me, I still want to include what 
makes me unique is the spiritual approach, otherwise, I'm just like anybody 
else that sell to somebody with a business. And, my approach is that 
building a business is a spiritual endeavor, not just a financial endeavor. 
So, I don't want to lose that. 
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YARO: Yes, so it sounds like you've got two of the aspects. You know 
customers is one thing. You know your strength is your connection to the 
spiritual community and that's your point of differentiation. Now, you 
actually just need a way to deliver on that result, so you need to figure out 
how you can help them get customers using whatever aspect that relates to 
the spirituality context. It might be what's the kind of marketing that a 
spiritual group of people would prefer to use because maybe they're turned 
off by certain types of marketing and you want to point them to more 
ethical, spiritually-minded types of marketing and that can be your point of 
differentiation. But, you still have to have some kind of marketing in some 
way to get customers. 
 
SHERRI: Yes, absolutely. Something that I was kicking around the time I 
was going to have to change is before we had this conversation here, that I 
was thinking of titling the resource, The Entrepreneur's Spiritual Survival 
Kit, but maybe it's Spiritual Survival kit for like getting more customers, or I 
don't know. I don't want to be corny, but something along that line. 
 
YARO: This spiritual connection with your audience, how do you see it's a 
part of their lives? Are they actually running a type of business that 
indicates that they're spiritual? 
 
SHERRI: Yes, not necessarily. No. In fact, it's probably better if they don't. 
It is an integrated part of your life. It's not that you are a religious person 
but it's someone like say, an Oprah. Mind you, everything she does now 
seems to revolve around Super Soul Sunday, but they still own 
programming that's far beyond just focused on a spiritual audience, so it's 
simply that this is who you are, your spirituality is an integrated part of your 
experience, so it isn't that you go run your business and you take off your 
hat as a spiritual being. You keep that hat on and then forms how you 
approach your problems. 
 
YARO: Okay, I think you need to clarify how, from your point of view, that's 
influencing your decision-making, as well because I understand that 
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conceptually, but I think you need to make it more specific. Are you doing 
things differently because of that? 
 
SHERRI: Yes. 
 
YARO: So, how? 
 
SHERRI: Absolutely. It is mindfulness in terms of just what are my core 
spiritual values. There are some business opportunities that I probably just 
won't go after because they don't line up with who I am. So, it's not making 
money at any cost. I wouldn't get involved with a venture that I constantly 
knew was harming someone else, not that someone else would but these 
are just all part of my core. 
 
YARO: Yes. This is all good for your personal brand and great for the voice 
and the way you teach and what you stand for. You just need to marry that 
with actual solutions for people. You've got the part that makes you 
different. That's the part that people will gravitate to and want to work with 
you, but at the end of the day, you still have to say, "I'll help you get this 
outcome." And, you need to make sure you're helping them get the 
outcome they want.  
 
SHERRI: Right, okay. 
 
YARO: All right, you should work on that and we can talk about it in the 
community and maybe the next call, as well. 
 
SHERRI: Cool, all right. Sounds good. 
 
YARO: All right. I'll look forward to seeing what you come up with actually, 
Sherri, so... 
 
SHERRI: [Laughter] Me too! 
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YARO: All right, so I've got another question. I think I can't boot you out, so 
just clearly the invitation part is working, Sherri but I can't kick you out so 
you have to kick yourself out again. 
 
SHERRI: Got it, no problem. Bye. 
 
YARO: Bye.  
 
I'm going to invite our next speaker in again... All right, I think I've got Dottie 
coming on the line, I believe, fingers crossed. Maybe. Maybe not, I don't 
know. Okay, Dottie, looks like you're telling me in the chatroom that you 
can't speak on your dinosaur, so you can only use chat, okay.  
 
I'm just going to read Dottie's questions from the chat room since her 
dinosaur computer, I assume is what she's talking about, doesn't work. She 
says I am struggling because I am going back and forth between how to 
use my fun Baxter blog or going off in a new direction.  
 
I'll just invite you to be a speaker again, Dottie and see if that works, but I 
don't think it is. All right, let me answer your question, Dottie, as best I can. 
I know what you're talking about. So, Dottie, for the people listening in, she 
has a blog where she actually talks, well, she writes in two voices her own 
advice and her pet dog named Baxter, as well. I think that's correct. Dottie, 
correct me if I'm wrong in the chatroom. So, she's struggling whether that's 
a niche market or not, and Dottie, I don't know enough about your plans 
with that blog, as I've been saying to everyone else, you still have to tie 
back your blog to a need that people have in the marketplace. So, the fun 
aspect of you writing that blog to connect with people, is fine. It's a great 
way for you to differentiate yourself. It's just like Sherri previously, 
differentiating herself with a spiritual context and that part of her that comes 
across in how she communicates, but that needs to be married with 
something that people actually want.  
 
It's all well and good for you to stand for something, but if it doesn't help 
people to get a result, they're not actually going to interact with you in a 
business relationship. They might listen to you and they might enjoy your 
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writing and enjoy what you have to say and find you entertaining, but you 
won't have customers.  
 
So, if you want to have a business, you have to have some way to derive 
income. You will have to find out what those people want help with and 
help them. So, that would be the question I'd ask you, Dottie. Do you see at 
the moment your blog, even if you're talking as Baxter is solving a problem 
or helping people to change something about their life or even connecting 
them with some kind of information that will eventually lead to you making 
money? That's the important question.  
 
So, sorry you couldn't jump on the chatroom, Dottie. However, maybe that 
just worked. Let's see if it did. See if Dottie's coming online. If she's not, 
then I will jump over to, I think it's Jose Luis. I'm not sure if I'm saying his 
name right. So, all right... I'll invite Jose Luis, I think. You can correct me if 
I'm wrong, if I'm saying that incorrectly. Dottie, please type in the chatroom. 
We can talk some more there. 
 
Just waiting, here we go. Oh, Dottie's coming. Hey, we might get three 
people on it. It's all right. So, let's see. Dottie, are you there? 
 
DOTTIE: [Inaudible] 
 
YARO: Sorry, Dottie, you're just breaking up a little. I think your dinosaur 
might not be quite up to scratch for the microphone and the Internet 
connection. 
 
DOTTIE: Yes. 
 
YARO: I heard, "yes." Anything else?  
 
DOTTIE: [Inaudible] 
 
YARO: I'm sorry, Dottie. I don't think I'm getting any audio from you.  
 
DOTTIE: [Inaudible]. 
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YARO: I'm just getting tiny little bits. 
 
DOTTIE: [Inaudible] 
 
YARO: All right, Dottie, I'm sorry. I'm going to have to boot you off the 
connection. 
 
DOTTIE: Okay. 
 
YARO: And, maybe I don't know if it's your computer or your internet 
connection, but type in the chatroom if you want to reply to what I just said 
to you before, and I can give you some more feedback. 
 
Okay, I believe I had Jose Luis, I'm mispronouncing his name, I don't know. 
I think you were supposed to be live according to my system, so I don't 
know whether you got to say anything, so I'm going to return you as an 
attendee and then invite you to speak again and see if that works. 
 
Nope. Guys, if you're having any technical issues, do type into the chat 
room, so Jose Luis, I'm trying to invite you to speak live. If you are having 
any technical issues with that, just let me know in the chatroom. Otherwise, 
I'm going to assume that it is not working [chuckle] because I've got you 
listed as an attendee at the moment, so you should be coming on live any 
moment now. If not, we're going to start looking to wrap up today's 
coaching call.  
 
We've been here for I think an hour and a half including a 20-minute 
presentation. I'm going to put that presentation inside the EJ Insider 
members' area too, so, if you want to go over it again or you missed it, you 
can watch it there.  
 
Saying goodbye to Hadjit, thank you. Good bye! Thanks for staying this 
long with me. And, Jose, I'm thinking you're not having much luck with your 
connection to the Hangout, so I'm going to return you. Everyone's working. 
So, everyone is giving me good information. I think the software is working. 
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We're having a little problem with the live chat. That seems to be the only 
thing that Hangout issue. I have a feeling half of the problems, me not 
using the invitation closing down part and half of the problem is just the way 
it interacts with Google Hangouts because Webinar Jam sits on top of 
Google Hangouts and there needs to be a dialogue between those two 
platforms. 
 
Hey, here we go. Hello! Jose Luis? 
 
JOSE LUIS: Yes, hi. 
 
YARO: Have I got your name correct? 
 
JOSE LUIS: Yes. Can hear me? 
 
YARO: Yes, I can hear you, at last.  
 
JOSE LUIS: I'm supposed to click "Accept Now" here, I think. 
 
YARO: I think so. 
 
JOSE LUIS: Okay, "continue." Can you hear me? 
 
YARO: Yes, I can hear. I can see you. You're good to go. 
 
JOSE LUIS: Because it says, "Webinar Jam Studio needs your permission 
in order to start." 
 
YARO: Oh, you better say yes to that, but I have a feeling this is what's 
going wrong. It's working on the Hangout, but not the software, but I can 
hear you and I think everyone can hear you, so go ahead. 
 
JOSE LUIS: Okay, great thank you. Well, nice to be here. I got into this 
program about three to four weeks ago and I'm really, really excited. I'm 
just finishing the first workshop. And, I don't know if I have a question. I 
would like to get your perspective of my situation. 
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I do leadership development and I have been doing this forever, for all my 
life. I work on this field of organizational behavior. You say in your 
presentation was about being very, very specific. If I think about the biggest 
pain... by the way, my audience, they are middle level managers, and what 
I teach them are specific tools / behaviors, specific behaviors in order for 
them to optimize their own performance and the performance of their direct 
reports. That's basically what I need, what I do in a nutshell. 
 
And so, the biggest pain they have inside what I do, which is spiritual 
development, the pain is that they don't get the performance out of their 
employees that they would like to get in order to get the results that they 
are looking for. So, that's their biggest pain. 
 
When I looked at your funnel, I was thinking that if I am thinking about their 
biggest pain, I was thinking maybe the answer, you said what's my answer 
to that problem, my solution to that problem would probably be my flagship. 
That's kind of a question for me. What should I do then in order to develop 
the first email sequence, that's an offer? That's the first offer, that's the free 
offer. Then, what should I do for the front-end product.  
 
YARO: It's a good question and it sounds like you narrowed down to a 
powerful need in your market and I can see what you're saying in the sense 
that your flagship course is an answer to that question. Just as Blog 
Mastermind is an answer to the question my audience has, but it's not the 
first thing I offer necessarily. 
 
So, there's a lot of ways you can go about this. When I teach you in Blog 
Mastermind with a front-end product and a back-end product and all that, 
that's one way of doing it, if you already have your flagship course made 
and you've got customers before, you can go straight to selling that. The 
challenge is you need to build more trust to sell a higher price product. 
That's why you usually put a lower priced product in front because as I 
teach in the course as you go through it, it's easier to get someone over the 
line as a customer if it cost $30 than $1,000. Then, the $30 customer is 
more likely to become a thousand-dollar customer down the line.  

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 45 

 
The way you should look at it is it's slices of a solution, so the problem 
that's their biggest pain is not getting enough out of their employees and 
each product you have on some level will solve a part of that pain, but your 
flagship course will solve it on a much more complete level than say, an 
eBook or one video or three audios. So, it's a level of depth of training, a 
level of solution to that problem that you can only give in a flagship course 
that's why you have one.  
 
So, what you would do, you still would bring them on board with your initial 
offer when you're saying, "Join my email list. I'm going to teach you how to 
get more from your employees," whatever phrasing or whatever language 
you need to use to speak to your audience to give them that message, and 
then, you might start with, in my case it's an eBook, you might want to go 
with a 1-hour video I don't know what formats you like teaching, but 
whatever you find works well for you... 
 
JOSE LUIS: Mobile. Mobile is responsive. 
 
YARO: Which one? 
 
JOSE LUIS: It's got to be something mobile because they do a lot of return. 
Phones. 
 
YARO: Okay. Well, I mean, all of those formats can be mobile, but probably 
more like maybe even audio would be the best. They can take it with them, 
traveling, I don't know. It also depends on what format is good for you as a 
teacher, what do you work well with the best? But, whatever it is, if you put 
in front of them a product, it might be, let me show you how to get the most 
out of your employee with one aspect. It could be, let me teach you how to 
get the most out of them when it comes to training or when it comes to 
remuneration package or incentives or when it comes to the onboarding 
process when they first joined the company.  
 
All three of those things I just said, each one could be a front-end entry 
level product and then, after they buy that, you then say, "If you want the 
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complete solution to everything about getting the most out of your 
employees, here's my flagship course."  
 
So, it's about slicing it down. So, when I said there's one pain point, that's 
to get them on to your email list. Then, there's going to be multiple 
solutions to that one pain point, and there's actually going to be multiple 
pain points, too. So, there may be more than just that, that's important to 
them, so you can have a front-end product that hits the head on each of 
those different pain points, but they all lead to the complete course. The 
more hands-on training, the one where you do live workshops, where you 
do webinars, where you really give them the support they need for the 
people who want that level of training from you, so it's a way to graduate 
them.  
 
So, I'd ask you what do you think you could teach in a smaller product to 
get them a result which would be a good step one to lead to the flagship 
course later on? Put that in front of them before the flagship.    
 
JOSE LUIS: Thank you very much. One word that you used that was very 
helpful for me, you said, "a slice of a solution," and that is very, very helpful. 
Thank you, thank you very much. 
 
YARO: I'm glad that one word helped [laughter]. 
 
JOSE LUIS: [Laughter]. Okay, well thank you. I really appreciate you help. 
 
YARO: Okay, thank you Jose Luis. I might have to kick you out again or 
you have to kick yourself out because we're having problems with the 
Webinar Jam, but here we go. All right... 
 
Okay, I think you might have to do it yourself, Jose Luis. There we go.  
 
Okay, that worked! So, Dottie has just given some feedback. I'll quickly 
read over it in the chatroom. First of all, thank you. Angela, she needs to 
run. See you later. Thanks for joining us.  
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Dottie says, "I would like to use my Backstreet Baxter blog because friends 
and family like it, but it has no direction. I thought about dumping it for 
organization, thought about having two blogs, but I'm really stuck."  
 
Okay, Dottie. Well, I think you're right. We should talk about that some 
more in the EJ Insider community. I think you really need to almost go 
through like a reflective therapy session a little bit because there's 
competing motivations there. You've got the motivation to make money, but 
you've also got the motivation that you're really enjoying this blog that may 
never make money, but it's important to you. You have to reconcile that 
with your two different goals here. That's important when it comes to time 
management productivity because every moment you spend writing a blog 
that maybe fun is a moment you're not spending potentially building a blog 
that makes you a living and you have to decide priorities in that sort of 
situation.  
 
But otherwise, I think we'll call it done. I think I've got no raised hands and 
I've been having issues with raising hands throughout the call that people 
are starting to drop off. So, I think we'll wrap it up. Thank you for spending 
the hour and almost 40 minutes with me.  
 
The 20-minute presentation on how to position your offer will be placed 
inside the EJ Insider. For those who might be in Blog Mastermind, you can 
re-watch the full presentation of this recording and you can find the How to 
Position Your Offer presentation that way if that works for you. I might put a 
download for you in the recordings for this session, as well to make it easy 
for everyone.  
 
I hope that was helpful for all of you. I will book in a new call for next month, 
July my birthday month, (a scary thing), and for you EJ Insiders, I'll speak 
to you in there. For those in Blog Mastermind, I hope you're getting a lot out 
of the program working your way through and getting some action, actually 
creating your blog, your email list, your funnels, refining your target market, 
everything we've talked about during this call.  
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And, yes. Thanks for listening all the way to the end. I hope you enjoyed it. 
My name is Yaro. I will stop the broadcast and talk to you guys soon.  
 
Thanks for watching. 
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