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July 29th, 2015 Group Coaching Call 

 
 
Alrighty. So, I'm showing at least 15 people here already within the first 30 
seconds. That's just great. We should have a number of new people here, 
so hopefully you can see me. But, I'm going to type a chat to make sure... 
 
Good, here we go. Everyone can see me. Hello to Jeff, Danny, Belinda, 
Bayo, Jerry... okay, good. Sounds like it's working. So, what I'm going to do 
is give everyone a brief introduction. If you've never been on a live webinar 
with me, which possibly will be the case, we have had a bunch of new 
people join both Blog Mastermind and the EJ Insider since the last time we 
did one of these webinars. So, I want to make sure that you're familiar with 
how this works.  
 
So, first of all, the most important thing to understand is this is a delayed 
presentation by about 30 seconds. It's a Google Hangout. I'm using what's 
called Webinar Jam which is like a plugin that sits on top of it. It's like a 
piece of software which gives me all kinds of controls including the chat 
room, which you guys can use on the right side of the screen. It also allows 
us to do the interaction where we can have a two-way conversation.  
 
So, to understand how that works, if you want to speak to me live during 
this webinar, you actually can look on the right side Webinar Jam control 
panel and you should see the option to request to speak. When you do 
that, I'll get a little notification on my right side control panel that you're 
asking to speak to me and then I'll basically click that button. You will be 
prompted to go live with me. That does mean you will be live with me. 
You'll be broadcast probably visually if you have a camera. Definitely audio, 
you'll be able to speak to me and that will be live.  
 
So, it's a bit weird when you finish talking to me because of the 30-second 
delay. After you talk to me, you'll actually see yourself talking for about 30 
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seconds because you have the delay again, but when you're live, you're 
live.  
 
So, right now if you are ready to ask me questions and you know you want 
to do that live, just hit the request to speak button, and I'll start seeing those 
show up. I also have some pre-sent in email questions, quite a few actually.  
 
The one other way people have asked me questions in the past is through 
the chat window. I prefer if you don't do that necessarily. Sometimes, I can 
keep up with them. I've noticed Ed has already asked a couple of questions 
in the chat room and Ed, I'll try to respond to you there as well. The 
problem with using the chat room is if there's a lot of chat going on, those 
questions can get lost down the bottom and I may miss them. So, if you 
definitely want to make sure you speak to me, go and choose the request 
to speak option in your Webinar Jam control panel.  
 
Okay, now also if you do get dropped out or if the call crashes, maybe I'll 
drop out or something goes wrong with Google Hangouts, make sure you 
join back in again using the link that I sent you originally. Now, if the whole 
call drops out, that's it. I'll have to create a new call for us to re-sign up, but 
if it's just you that drops out, go back to the email that you originally 
received from me and you can follow the same link just to re-join, and you'll 
know you're in the Webinar Jam session if you can see the Webinar Jam 
control panel on the right side.  
 
Alright, so I think that's all the most important things. Bear in mind this is all 
being recorded as well, so if you do speak to me live or ask any questions it 
will be sent out to other people. This is a public broadcast, well at least 
public to our membership anyway. So, bear in mind, try to keep the 
swearing down. Don't say anything you wouldn't want other people to know 
about and we'll get going.  
 
So, I've got everything I think up and running. Everything is being recorded. 
I've got chat room people chatting. Ed is asking three questions already 
there. I've already got one hand raised. I am actually going to go to that 
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first. That's definitely the best way to do it. So, Bayo, I'm going to invite you 
to say hello and we'll get going straight away.  
 
Okay, now Bayo, you're going to be invited to speak, so make sure you just 
say yes to all the little prompted windows that come up as you see them 
show up on the Webinar Jam, and also in the Google Hangout. Hopefully, it 
will work for you.  
 
We have had some issues in the past with people not being able to connect 
live sometimes with me. Sometimes, it takes two times. Some people have 
tried many times and finally got on often these issues with things like your 
microphone or maybe not actually using the Webinar Jam software, but 
right now, I've invited Bayo. I don't know if he's... Looks like he's not come 
through, so I am just going to quickly answer these questions from Ed and 
Beeta because I've seen them in the chatroom and I don't want to miss 
them.  
 
So, Ed's first question was formatting takes too long in Wordpress, is there 
a more efficient way to do it? 
 
I'm not sure exactly... Oh right, here it goes. I missed the first part of that 
question. I'm sorry...  
 
"All of my pages seem to be too long. How can I reduce the length of posts 
to get the point?"  
 
Well, there's a lot of ways to do that. You can obviously break things down 
into multiple posts. Sometimes I've done that, but I'm not afraid to post 
3000-, 4000-word blog posts. I actually think they can be really good. 
Sometimes, you can make a really strong impression if you do that. 
 
Formatting, as you said, the longer the post is, the more formatting job you 
have to do as well.  
 
I personally think Wordpress is fantastic for formatting. It's bolds, italics, 
blog quotes, adding images, adding links... It's really quite easy. So, I'm not 
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sure what I you're struggling with there. What you might want to do, Ed is 
look at hiring a proofreader/formatter. If you just like to write and you want 
them to handle adding graphics, putting in bolds, italics, headlines and so 
on, there are people who would do that most freelancing sites -- Fiverr, 
Upwork, and so on. You can find lots of people.  
 
Ed's other question was, "Do you use LeadPages versus Wordpress?" 
 
So, I haven't really used much of Lead Pages. I know a lot of members of 
the EJ Insider do use Lead Pages for their landing pages, sometimes even 
their sales pages. I have used it for their lead boxes, their pop up boxes, 
but at the moment, I think I am pretty much only using my Opt-in Monster 
plugin which powers the exit intent pop ups on my blog. It also allows me to 
have those links that you can click to pop up a window that's an opt-in box. 
 
I am a full on believer of using Lead Pages though. I think it's a great way 
to get going quickly with a landing page. It's definitely the quickest way I 
know of today. It just means you don't get full control. It's quite restrictive. 
So, how I actually set up my landing pages is I do blog posts and I use 
basically a lead box or a popup box as the way to turn a blog post into a 
landing page. And, if you ask me, I think a blog post is even quicker than a 
lead page is and it's more powerful in the sense that I can control more 
elements on a blog post, plus I love the fact that it's a blog post. People 
look at a blog post in a different way to a landing page. It's friendlier. It's 
how they normally consume content on the internet. So, I'm pretty much 
intending to use my blog posts primarily now as my landing pages.  
 
Ed, I'd love to talk to you about that more live, if you want to but I'll keep 
moving on. I'm just going to broadcast Beeta's question here. You should 
probably see it pop up. 
 
"Where do you find designers for eBooks or what tools do you use if you do 
it yourself?"  
 
Alright, I've had most of my design work done by my actual go-to tech 
person, Carly. She's done a lot of the covers for my eBooks. I have also 
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had the odd outsourcer here and there. I'm actually a big fan of 99 Designs. 
So, if you go to 99designs.com, it's a little bit more expensive in some ways 
like you won't get a $25-ebook cover. You're looking to spend a couple 
hundred dollars, but I think you'll notice definitely the improvement in 
quality. There's a list of higher quality designers there and I think if you're 
putting something together really important, something you're going to sell 
long-term or give away long term, it's worth getting that really special look. 
So, 99 Designs would be my first place to look. Upwork, which is the new 
Elance, oDesk company it's turned into Upwork. Fiverr, if you're on a 
budget would be where I'd go for eBook designs. And, I don't do it myself. I 
think I might have done a bit of design work on the eBook covers about 10 
or 12 years ago, very, very early days for me and they were terrible. And 
so, I very much rely on other people now, Beeta.  
 
I hope that helps. I'd be happy to keep talking about that with you. Bayo, 
I'm going to try and invite you to speak again. Let's give this a go. 
 
Alright, Bayo. Let me know if you get the invite and hopefully, it'll come 
through. I've got two other people sitting in the request to speak to me as 
well. Naer and Belinda, I will get to you guys. I am just trying to get Bayo up 
and running here. I am not sure whether he's having some technical 
issues. He's in. You have been invited to speak, Bayo. So, while I'm waiting 
for that to load up, I'm going to just quickly jump to an email question since 
we have quite a few to get through. So, I'd like to power through them now. 
Let me just switch windows so you can see it. 
 
Bayo, you let me know or you'll let me know when you show up.  
 
So, this is our questions for coaching calls. These are the emailed 
questions that have come in advance, so people who either could not make 
the call live or perhaps were too shy, didn't want to speak to me live, so you 
can always do that, hit to send me an email or hit reply to the email I send 
you with the teleconference details and I'll answer like I'm doing now for 
Jerry.  
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So, Jerry is asking, in Workshop 2, you speak about the email course, the 
templates and the exact emails to send for the course.  
 
My question, my big idea post is 6500 words and my how to is 7000 words. 
Now, don't laugh. It's a complicated subject about saving marriages. 
Should I split the post up into smaller post, say two to three thousand 
words and have two or three articles? If I do split them up, how should I 
now present the emails in the course? Should I add more email templates 
or should I just try and cut them down to more manageable posts? 
 
Jerry, I actually, as I said earlier in the call, think a six and a half thousand 
words or seven thousand word blog post while certainly long, is... Oh, I 
think we got Bayo. Bayo, I think you joined me here. 
 
Finally found you. You're live, Bayo. 
 
BAYO: Well, hello sorry. I was just disconnected. I don't know what's going 
on. 
 
YARO: Do mind just giving me two seconds just to finish this question for 
Jerry? Don't go anywhere and then we can talk, alright? 
 
BAYO: Okay.  
 
YARO: Okay, Jerry. I really like long posts. I'm actually I think one of the 
certainly, I won't say I was the first, but I was one of a group of bloggers in 
the early days who had these 3000 and 4000 word long blog posts back 
when it was sort of talked about you should only have four hundred to a 
thousand word blog posts. So, I think if the subject is deep enough, you 
can really create a strong connection with your audience doing those six or 
seven thousand-word blog posts especially if it's part of this teaching email 
course you're making. I think that's one of the best places to put these large 
blog posts. 
 
So, I don't think you have to divide that up, however if it makes sense to 
like I find myself maybe if I do start hitting three, four, or five thousand 
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words and I go, "You know what? There is actually two main sections here, 
it would make sense to divide this into two parts, then I'll do it. What I find is 
it's one of those situations where you kind of have to see is this article 
different enough in terms of when it starts and when it finishes that. I think 
you're pushing it with 7000 to 10,000 words, you're actually putting together 
a short report there which is something I think it's great. At the end of this 
series of email courses, you're going to have enough content for creating a 
downloadable PDF, so consider that as well.  
 
Also, bear in mind with the emails that I've given you in Blog Mastermind, 
those templates, those structures, don't feel you have to stick to them 
rigidly. The way you should look at this is here are some great content. 
Here is some information. Here is some persuasion and then here's an 
offer and here are some more content. Sort of space it out. Make sure 
you're doing your offers. Just don't feel like you have to be very strict with 
following my instructions.  
 
What's important is you follow the psychology so take the templates and 
the psychology we're trying to elicit to our audience, the things we're trying 
to educate them on and the persuasion techniques we're trying to use and 
just make sure they appear in the sequence whether that's in the first 
email,  whether it's 10 emails, 20 emails... It's kind of up to you. You know 
your subject. You know how much information you need. 
 
But, let me tell you this, I don't think there's such a thing as too much 
information if you are giving value. So, if you have more to say, that gives 
you more chance to make more offers to develop more trust, so keep doing 
what you're doing.  
 
Alright, Jerry I'm just going to leave your second question because we've 
got Bayo on the line, so I'm going to switch back to you and me. Alright, 
Bayo. Hello! 
 
BAYO: Yes sir. Hello! Can you hear me? 
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YARO:  Yes, I can hear you. I think we've lost your camera but I can still 
hear you. 
 
BAYO: Okay, great yes. Yes, I am trying to figure out this Google Hangout 
stuff but very nice to see you in person. 
 
YARO: Thank you. 
 
BAYO: My main question is I have been going through your Blog 
Mastermind stuff, I picked that one on a ten-hour drive but got to catch up 
on a lot of content. Now, I am building up my funnel for my blog. I am trying 
to figure out, do you think it's a good idea to start with like a two-week fat 
loss jumpstart program and then, I'll sell them into a membership website or 
do you feel like it's better to go the route of like maybe some sort of two 
weeks fat loss into like a six to nine weeks flagship course then a 
membership website. I just don't know if it's too aggressive to immediately 
upsell people to a membership site. 
 
YARO: I actually like both. Obviously, you have to decide which one you 
want to build first as well. I'd love to see you have both. I could see you do 
a two-week course which then leads to a training program, like maybe a 
two-week email course that leads to a proper video course, and then you 
make an offer for your membership site as you're making the offer, as an 
upsell or bundle with the course.  
 
But, I would actually, if you sort of need to make an either/or decision now, 
look at what you can launch quickest but also bearing in mind what your 
audience is asking from you. 
 
I will tell you this... it's harder to sell a membership site in my experience 
than it is to sell a course. For example, comparing the community that I run 
versus Blog Mastermind, even though Blog Mastermind is more expensive, 
it's easier to sell it because it's got a specific purpose. It's training. It's follow 
these steps, get this resolved. 
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Where community, it's more here is a place you can ask questions, you can 
hang out with your peers, you can speak to a coach, but it doesn't have 
that follow these steps, get a result aspect which makes it more difficult to 
sell.  
 
The people who join your community are going to be your biggest fans. The 
people who want that sort of ongoing relationship, people who buy a course 
they just might want to go to the training and never even speak to you. So, 
it's often easy to sell that.  
 
BAYO: Okay, that sounds good. And also, I was going to ask, I tried looking 
for some stuff for a membership site. I am not necessarily sure to create a 
membership site for recurring revenue but I feel like if I do have a product 
or a flagship course, I would like to house it on a membership site instead 
of a download page. What is the best route do you think needs to go with 
that? Is it Wishlist or do you feel like there's a better way? 
 
YARO: So, you're talking about technology. 
 
BAYO: Yes. 
 
YARO: Yes. I've never used Wishlist. I certainly recommend it a lot. I had a 
play around with it when I was looking for options about 2 or 3 years ago to 
recreate my membership area. For me, it made sense to stick with 
Ontraport because it's a plug in. It works with the customer management 
system, the payment system. I like having one system. I don't like the 
Frankenstein syndrome as I call it where you're pairing a membership 
system with a payment system with an email system and I've been there. I 
used to pair Clickbank with PayPal with WordPress and a password 
protected system there. It just gets a bit more clunky because the software 
doesn't talk to each other and the good thing about one platform, it's all in 
one place. 
 
I would look at your future like how long do you want to be running this one 
system? If it is your business for the future and you definitely want 
something more robust, Wishlist can do that, but it's not going to be as 
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advanced as in Infusionsoft using a plugin that's designed specifically for 
Infusionsoft or Ontraport which has its own plug-in or if you want like a 
temporary solution maybe for the next year or two that allows you to get up 
and running quickly, you can actually just use WordPress and using a 
password protected download area. It doesn't give you as much control 
over your membership area... I kind of feel I am not giving you a direct 
answer here because there really isn't a one-size-fits-all to every situation.  
 
I find most people what they do is they have a look at Wishlist, have a look 
at Optimize Press, have a look at Nana Cast, have a look at Amember, 
have a look at Ontraport and, Infusionsoft, and then, the plugins that work 
with those. I did that way, way back in the day when I started looking at all 
my options and I went, "I like the way this one looks. I like the back end. It's 
easy to understand. It plugs in with what I am doing well. It handles these 
things."  
 
For me, you probably see when I talk about it towards the end of Blog 
Mastermind, looking at technology, you have to know what do you want to 
do? For example, I really wanted to protect drip release content, but also 
have multiple products like if you obviously know, my dashboard, you'll see 
some products are greyed out and some are available to you and I really 
want something that can do that. 
 
You do need a certain plug in. Some plugins can, some plugins can't. So, if 
you want features like that, you have to know that that one will do it. The 
short answer is Wishlist will do most those things and it is a very popular 
plugin, but not everyone likes it. Some people have gone with something 
else. So, you have to decide yourself.  
 
BAYO: Okay, so if I use the Wordpress protected password, does that 
mean everybody that sign up will have the same password and there's no 
username? 
 
YARO: That is the simplest way and I actually did that. It surprises people 
when I say the very first version of Blog Mastermind back in 2007, every 
member had the same username and password. They didn't really know it. 
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It's not something you think about, "Do I have the same password as 
someone else?" But, everyone actually did because it was a global security 
like a hasty access thing that was locking down the Wordpress installation. 
Some people might have hacked it and got access to the program, but the 
people who were on the course, they got the course. In fact, you get it as a 
bonus in Blog Mastermind. You can see it in action. That username and 
password I give you guys is the same one that everyone else got, not the 
current version of Blog Mastermind but the old version of it. That's really 
simple. It's really quick. No software required. Put everything in a blog post. 
Give them the password and username. 
 
BAYO: I'm going to have to go with that option because I want simpler right 
now. But, the username, there would just be password, right? It doesn't 
really assign a username, right? 
 
YARO: Yes, you're talking about just protecting one individual post. I 
actually had a blog like a domain name wide password, so you couldn't 
access any of the site underneath the directory.  
 
BAYO: Oh, I don't know how to do that yet. Maybe I'll have to -- 
 
YARO: You don't need to. 
 
BAYO: -- not what I would prefer. 
 
YARO: Right, right. Well, if you want that, just ask a tech person to say, hey 
I need to put a, its called a HTT access password, so they just modify the 
HTT access file and it will password protect an entire directory on your 
server. 
 
BAYO: Awesome. Thank you very, very much. 
 
YARO: No problem. I'm glad we could get you on the call here. 
 
BAYO: Yes, I am glad too. 
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YARO: Is that it, Bayo? Any more questions? 
 
BAYO: I suppose I'm done. Thank you very much. 
 
YARO: Awesome. I'm going to attempt to boot you out. You should still be 
live. Give me a second to find you. Sometimes, this doesn't work and you 
may need to just kill it manually but fingers crossed, this should work so 
talk to you soon.  
 
Hey, it worked. Alright, good on you Webinar Jam. We're firing away. 
 
Alright, so I've got a couple more raised hands. I'm going to jump over here 
to Naiar and you will be invited to speak. Fingers crossed, you can figure 
out the technology at your end. Make sure you say yes to any windows that 
pop up especially the Webinar Jam window, and then, you will join me to 
talk live, and then, I will jump over to another question from email.  
 
For people listening in, this is being recorded and you will get sent an email 
but it has a download of the recording. There is a bunch of new people who 
are joining us today that some new EJ Insiders and some new Blog 
Mastermind members. I'm sitting here in San Francisco. I'm about to start 
my last month here before I head off to Toronto, Canada to see some 
family and spend the rest of the year there before deciding where to keep 
traveling onwards. But, I'm pretty much not going down and working hard 
for the rest of this year, getting some more programs out the door and 
writing a whole bunch of emails. That's my job coming up. 
 
Alright, looks like we have Naiar coming live on the call. Let's see if he can 
hear me.  
 
Hey, Naiar, are you there?  
 
Well, Naiar you're showing up on the Hangout, so perhaps your 
microphone or your camera or both are not working too well, but I am 
showing you present.  
 

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 13 

Alright, well you figure that out, Naiar. I am going to jump back to Jerry and 
his email questions quickly. Just switch the screen so you guys can read 
the questions as I'm doing this and Naiar, you say hello if you get a chance 
to get your technology working. You're sort of with me. 
 
Okay, so second question from Jerry. Here are my questions for the 
webinar. I will try and gain enough courage to actually let you put me on 
this time. 
 
Well, Jerry, if you are live with me, you let me know. Looks like we just lost 
Naiar. Maybe the technology failed, so I'll just finish off Jerry and then, we'll 
jump back to live questions. 
 
Alright, so one, webinar question, how to set up a Facebook group, so I can 
start a subscription membership for upsells. I don't want a full blown 
membership website yet. I was planning on taking your Membership Site 
Mastermind after I get up and running with Blog Mastermind. By Module 5 
of Blog Mastermind, you mentioned that we can set up a simple Facebook 
group (simple? Yes right,) to do a subscription membership. I really think 
this will work fantastically for my blog, just not sure how to do it. 
 
Ok, it is extremely simple, Jerry. The way I would do it is let's say you have 
an order form on your website or on your blog, people read about your 
product, they click the buy button, they pay you money through Paypal and 
you send them an email that says, "Here's the Facebook group to sign up," 
and obviously, you'll have to coach them in the Facebook group to create 
the group. Let me just switch windows here and see if I can show this to 
you. 
 
[Switched windows] 
 
Alright, this is the fun one. Alright, here we go. Let's switch to Facebook. 
You should be seeing this. This is really simple. I just opened up my own 
Facebook here. If you go on the left side column of your Facebook down on 
the groups, you got this link here called "Create Group." You click that and 
this box will pop up. This would be it.  
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You might call it, "Jerry's coaching group." And then, you choose either 
"closed" or "secret." Public obviously means anyone can join. You don't 
want that. Closed means you have to approve memberships. That's I think 
what most people do. They call it a closed Facebook group. Secret means 
you have to have the link, so I think that doesn't mean you get to approve 
of people. So, I'm pretty sure you want the closed one. You can double 
check with that but this is literally give it a name, choose the closed option, 
click Create and then, that will exist and then, all you have to do is invite 
the people who bought into that group and then, they'll be a member, and 
they can post to it. You can reply to them and that can be a form of 
coaching. I'm not sure if that's what you think you'll be doing but that is a 
basic coaching membership type area. A lot of people do this now, more 
than add on. They don't sell just this. Often it's this plus some sort of video 
course or something. But, that's it, Jerry. Not too hard. Hopefully, you can 
figure that out. 
 
Let me switch back to our hang out. There we go. 
 
Okay, and I'll just keep going with Jerry's questions. Alright, hopefully, that 
helps you Jerry for that part. 
 
Number two, how to charge for software, not how much but how to charge 
them. I was thinking Paypal and Facebook groups is really simple.  
 
Yes, I think Paypal is great. I think it's the simplest solution to get up and 
running with quickly. You can even just go to PayPal itself and choose the 
option to generate a button. Look for the option to create button and you 
can choose how much it cost and they'll give you a link or even some 
HTML you can post into a blog post but I recommend you just use the plain 
link and you can just give them that link and it will take them to a checkout 
page and PayPal when they'll buy from you and you get the money then 
you have to just give them access through email and you can even do that 
manually because you get an email back saying someone bought from you 
from PayPal. You could just send them an email back. That's really, really 
low tech.  
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I would obviously look at something like some kind of email autoresponder 
that automatically sends back the email. Aweber or MailChimp, all these 
autoresponder tools can do this. I realize you're challenged by the 
technology so you have to build this process up through baby steps, but it's 
that simple -- PayPal link just with a Facebook group and you have a 
product, a coaching product ready to go. 
 
Three, how to run it and set it up. Is there any blog post or articles on your 
site that I can use as a model? Do I do courses or teach lessons or just 
have it is a place to go for interaction with me and other interested parties 
or support group? Okay, so I want to keep it simple for now.  
 
Yes. Last time, I said often Facebook groups are add-ons. They are like a 
little community chat support group that comes with a course. You might 
produce free videos that you upload on YouTube and then you embed 
them into blog posts, you password protect them, and you give them to the 
people who buy these products, so they get some training plus they get the 
support Facebook group. That's how I would look at doing this. I think a 
support Facebook group by itself is difficult to sell but, there's not a lot to it 
really unless they're really, really rabid fans who interact daily, they are not 
going to get value from that, so something with a bit of training and a 
support group. 
 
I don't have a specific blog post that will give you step-by-step instructions 
for that because I don't find a lot of people actually want to do that, but if 
you, for example, go to PayPal, they have instructions on how to do their 
PayPal payment buttons, and if you... well, I don't think you need 
instructions on the Facebook group because that's really click a button and 
just fill out the details, and if you want for example to use an email system 
that's automatic, if you go to Aweber which is the autoresponder I 
recommend people start with, they have tutorials on how to integrate 
Aweber with Paypal, so that it will send an email after someone buys 
something through PayPal.  
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So, combining PayPal and Aweber or whatever tools you want, most of 
those platforms actually have the tutorials as well. If you're inside the EJ 
Insider though, Jerry, I am happy to talk to you about it and in fact, the way 
you're asking me these questions, I really think you need to look at getting 
yourself a tech person because you could say, "I want it to do this, this and 
this" for me, pay them a few hundred dollars. It might cost you four or $500 
all out. But, if you have everything done for you, you could go to someone 
like Carrie from the BlogMechanic.com who I recommend in the community 
many times, and she's active there, she could set a lot of this stuff up for 
you.  
 
I don't think you should do it if you're struggling. It's a major roadblock. It 
will speed up your process. And, I actually think it's cheaper. I know this 
sounds funny, but if you're spending three months to do something that one 
person could do in two days for $500 and that means you could be selling 
your product next week instead of three months later, then you have a 
product for sale that can make money more than $500 back. You can go 
out there and start selling it. So, you can be earning money quicker that will 
cover the costs and it's just more effective and more efficient. That's the 
attitude I recommend you have with this. 
 
I'll just answer question four and then, we'll jump back to the live questions. 
The last question here from Jerry... how do we protect our digital products 
from theft? I noticed throughout all of Blog Mastermind and your website, 
there is nothing mentioned about protecting our PDFs to our front-end 
offers. I could be wrong, just not sure. I have seen programs that say they 
can protect, but I've also heard that if someone really wants your stuff, they 
can get it. Or, should we even care about this? 
 
Spot on, Jerry. Everything you said there is true. There's password 
protected systems. Mine is, I just talked to Bayo before about this. The fact 
is if someone is really a hacker or want to share your content, they will. My 
attitude has always been support the people who buy your products and 
genuinely want to learn from them and take action from them. Ignore the 
people who steal from you because they're not going to take action and 
they're a minority. In the 10 years I've been selling digital products, I am not 
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even aware of how many people have actually stolen my content. I'm sure 
there's a bunch of people out there who have, but I focus on the people 
who buy my stuff and support them. And, that works because they're the 
people who are going to get a result. 
 
Ok, moving on... So, I was going to jump back to me and going to jump 
back to Webinar Jam which I seem to have lost for a second here... There 
it is. Hopefully, I didn't lose you guys there by pressing the wrong button. 
You never know when you're talking to yourself or not here [chuckle].  
 
Okay, here we go. Hopefully, everything has been going good. Alright, 
good. No complaints. That's good to see. Hope you guys are still with me. 
I'm going to jump to Belinda who's got a live question. So, Belinda, you're 
going to be invited to speak, fingers crossed the technology will work for 
you. Get your microphone and your camera ready if you have one and we'll 
have a chat. 
 
Thank you, Jerry for your questions. Happy to keep talking to you more 
about those issues but I really do think getting a tech person is the key for 
you. I have plenty more email questions in my list, but I do like to give 
priority to the live people since you've spent some time to join me live.  
 
Belinda.  
 
BELINDA: Hi, how are you? 
 
YARO: Good, how are you? 
 
BELINDA: Good, good. Okay, sorry, I am just reading the instructions on 
here.  
 
YARO: Okay. 
 
BELINDA: So, thank you for putting me on. I emailed the basic question 
that I need to ask you the other day, I had a consulting business and it's 
very, very hands on. It's basically what I do. I assist people sole suppliers 
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and manufacturers in China and also we assist them with their quality 
control and all that sort of thing. 
 
So, what's actually happened is I've just recorded three podcasts which are 
all being released as of next week through the middle of September and 
some of them are quite large. One of them is the Entrepreneur on Fire one, 
and then, I've got Business in a Box next week and then, I've got another 
American one in between. 
 
So, I'm going to have to really have some great publicity and I really need 
to make use of people who are going to come to my site. So, one of the 
podcasts I did was [unclear] women entrepreneur success, I think it's 
called. She said that one of the things that she said was that I should do an 
online course. I'm kind of trying to work out, I'm starting my blog post, my 
blog post, I've written it. I just haven't recorded it live yet and it's called 
Manufacturer in China 101.  
 
So, I've kind of got a lead page for a blog post and then, under that, I'm 
going to have six short introductory blogs to basically... about 
Manufacturing in China 101 and what these questions came from are the 
information that I give people on an ongoing basis because Manufacturing 
in China is kind of like a black hole to a lot of people. Anyway, so that's the 
background. 
 
But, I'm really at a loss of how to actually make money from it without 
bringing on a one-on-one client and that's hard work. 
 
YARO: Yes, it is. It's a starting point. A lot of people start with one-on-one 
coaching and then, use that as a stepping stone towards selling like an 
online course live workshops and so on. It's not a bad thing but as you 
said, it's a lot of work so you don't want to do it forever. 
 
Going back to this exposure you're going to get, I'm assuming all those 
podcasts you're talking about, how to manufacture in China, so a person 
interested in more information from you is going to come to your blog and 
the most important thing from your point of view is to get them on to an 
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email list. So, you have a permanent dialogue with them, a way to keep in 
touch. So, I am hoping that the link that's going out in all those podcasts is 
taking them straight to some kind of opt in offer. That's the main focus like 
you said, the landing page or the lead page. It should be saying, "Sign up 
here and I will teach you how to do this, the Manufacturing 101." 
 
I would love to work on the headline on that with you, probably better to do 
that in the community. So, if you've got the landing page done, post the 
headline -- 
 
BELINDA: If that means going live, yes. I'm too scared to. 
 
YARO: Okay. Listen, don't be scared. The thing with putting a landing page 
up, no one knows it exists anyway yet and the worst case scenario is they 
don't sign up. So, I think it's worth pressing "Publish" even if it's terrible and 
then, refine it. That's what the community is for. We can work on it to help 
you get a better headline. The headline is the most important thing. The 
words you use, the offer you make. That's the area we need to spend some 
time on. 
 
BELINDA: Actually, my blog is attached to my website. 
 
YARO: Okay, so what are you sending the traffic to? 
  
BELINDA: Pardon. 
 
YARO: Where are you going to send the traffic to? 
 
BELINDA: Basically the website but I may change it to my website's special 
blog. 
 
YARO: I definitely think when it's something as targeted as a podcast, for 
example, if I want a podcast and at the end of the podcast, they're going to 
ask me, "Where can we send people if they want more about this subject?" 
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I always say, "Well, I have this free report called the Blog Profits Blueprint 
and you should go to BlogProfitsBlueprint.com to get that." Now, if you type 
in BlogProfitsBlueprint.com, it actually redirects to a blog post on my blog 
that's an optin form. It basically says, "Here's the blueprint. Click the button. 
Enter your email address." So, it's a landing page but it's in blog post 
format. So, that means they're getting the exact thing that I talked about.  
 
So, I'd make sure you have that one-on-one connection and don't distract 
them like you don't want them to land on a page where they see 10 
different blog posts. You want them to see, "Here's something for you as I 
talked about. Enter your email address and I'll give it to you." No 
distractions. That's what you want to do. So, you capture as many people 
as you can, and you can give them blog posts later on. You can give them 
more content. You have to get that email because they come and they 
bounce away. You'll never see them again. So, that's step one. 
 
To go back to your original question of how do we make money from this? 
There is not a short answer to this. This is basically what I teach in Blog 
Mastermind which is like 25 hours training, but to summarize it, you're 
going to use content to build trust and then, make product offers and you 
have the perfect niche for this. I actually have a friend of mine, I think he's 
in Brisbane, still in Australia, he teaches pretty much the same thing. I think 
if you have a look in my podcast archives, I did an interview with him on 
importing and exporting in China, I think it is, maybe not specifically 
manufacturing or was it... definitely have to do with China and supplying 
product.  
 
So, he has a course and he has like a $2000 training course on how to do 
things in China, so you know you need to follow the same sort of pathway -
- you're building your list, you're giving them free information up front, they 
are trusting you, they are getting benefits from you, they are getting value, 
and then you're saying, if you want a step-by-step guide to do whatever it is 
that's most important to them, here's a product. 
 
In your case, I would look at the lowest hanging fruit product to begin with 
which might, rather than the private coaching, which usually is the quickest, 

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 21 

and I won't deny. I think that for a lot of people, it's the best starting point. 
But, if you want to avoid that completely, doing a three-week webinar 
training, for example, that you record and then, turn it into a permanent 
video course is something you could consider offering. 
 
What I would suggest though is... have you done any private coaching 
before or work with clients?  
 
BELINDA: Yes, basically what I do is I bring the clients on and we introduce 
them to a manufacturer. We babysit them through the sourcing of the 
manufacturer, the Q&A, that sort of thing, and then, basically, most clients 
will say, "Well, look you know, this is just hard for me. You just do a Q&A," 
which is great for us because especially because my niche market is 
textiles and printing and we also do percentage [unclear] so, we're in that 
element, exactly what we're talking about. 
 
YARO: Is that the same thing you want to sell though like what you're 
talking about the Q&A and the ejecting and loading and all that, is that what 
you still want to sell online? 
 
BELINDA: The QC, Quality Control. 
 
YARO: Okay. 
 
BELINDA: Well, basically, I mean, that's all hands on stuff that we do in 
China for all clients, but I want to sell online is so many people say, "Well, I 
can kind of do it myself. I don't need to pay an agent. I don't need to pay 
some source to a factory." 
 
So, I kind of want to sell them something which is basically a handholding 
exercise through what they need to do when they go to China. The bottom 
line is, most people because it's so complicated, so culturally different. 
Most people just come back to us anyway. 
 
YARO: Right, okay. 
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BELINDA: There are a lot of people who want to do it themselves and they 
might just have the odd question or something you know. 
 
YARO: Yes, you need a funnel. You have the perfect market place for a 
funnel. This is not short term but I would create a vision for this where you 
see yourself selling an entry level, $100 or $50 eBook or short training like 
one video or two videos that just kind of gives them a taste and then, 
you've got your maybe $2000 to $3000 flagship course that really does like 
you just said -- holds their hand through the entire process, and then as a 
backend to that, the service you already provide, which I'm assuming 
probably cost several thousand dollars, maybe even ten, fifteen, or twenty 
thousand dollars. I don't know but that's a good backend. 
 
In that way you can say, "Well, you're just getting started and you're on a 
budget, here's a $100 product. Are you ready to take this seriously but you 
don't want to do it yourself, here is $1000 course. Have you maybe done all 
this stuff and you realize it's just not where that you should spend your 
time, we also have this done for you service."  
 
So, that's a funnel. That's a vision for a big business and that's fantastic. 
You've got the backend ready. You just need to setup the information 
products in front of them.  
 
The question I would ask you is, and you would know the answer, what is 
in the mind of your customer based on all the interactions you've had? 
What is the main question, the main problem that that's going on in their 
head that they don't really know yet like why are they coming to you? 
 
BELINDA: Basically a lot of people who come to us are startups and 
startups, we just don't want startups as our clients because normally, 
startups, they don't have the finances to actually go the whole [unclear] 
with us.  
 
And so, they are the people that we wanted to basically have the, this is the 
short course. You've got an idea you want to do it course. Something like 
this, great. We can help you manufacture that, but this is what you have to 
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do. Here are your steps that you have to do because there's a lot of 
involvement for us running around and doing all that work with you and 
your [unclear] project.  
 
So, that's why the customer, the other customer, is manufacturing in China 
and that complicates problems because they've gone about sourcing the 
manufacturer in their own ways. 
 
We kind of do a lot of problem solving as well and a lot of giving out advice. 
 
YARO: Can I go back to the podcast? At the end of those, did you speak to 
the startups and say, "Here is information for you if you want to go and 
manufacture something," or did you say, "Are you already manufacturing? I 
know you're having a problem." Which audience did you make the offer to? 
 
BELINDA: Well, not really. I kind of put the course after the part of this but 
this whole thing, I want to do my podcast. And, the other thing is my 
podcast weren't really focused on my consulting business. They were 
focused on me and my journey coming up to what I do now. So, the result 
was a lot of background information. There was a lot of questions like 
what's your worst entrepreneur moment? How did you get here? And, all 
these sort of things. There wasn't a lot of time or there wasn't a lot of 
opportunity for me to really provide for what I'm doing. 
 
YARO: That's alright. It's brand building. The reason I asked you, let's go 
back, let's say startups because I think that's clearer. So, if someone is a 
startup, like you said, they're on a budget but $1000 of course is probably 
not unrealistic, in their head what is the number one question about 
manufacturing in China that they're struggling with?  
 
BELINDA: Basically, well, finding a manufacturer is not because most 
people go to Alibaba.com or MadeinChina.com, and then, they've got huge 
problems. So, most of that is what distract me most. There's a huge 
problem-- 
 
YARO: What's the biggest one?  
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BELINDA: --with their supplier. 
 
YARO: What's the biggest problem then? So, so they've gone to Alibaba. 
I'm trying to find basically your offer and very much what your product will 
focus on. If you're speaking to a start up who's already found a supplier but 
there's a problem, the biggest problem, what would that be? It's in their 
mind. Remember it's a fear. It's a concern. It's something they actually are 
willing to spend money to get help with.  
 
BELINDA: The reason why I am not able to give you a direct answer is 
because I probably would get about 20 different issues because of the 
shenanigans that go on over there. I can probably talk about. And so, okay, 
I'll just take one at the moment. We just found out that this product is being 
copied immediately. Another one has found out that their product is not 
what they expected when they received it. Those are two main things which 
I've had to deal with this week. 
 
YARO: Those are good bullet points. I can see you having a landing page 
that says, "How to safely, securely, and make sure you're not ripped off 
when manufacturing your product in China and then, dot point, how to 
make sure it's not copied," and then hit all those other dot points. That's 
your landing page and it sounds like that's going to appeal to any person 
who wants to create a product who's looking at China and has those fears, 
and obviously, your story comes into it. 
 
It's hard for me to answer this question succinctly because as I said, Blog 
Mastermind will tell you about you're going to do a story that breaks down 
how you learned everything you learned and you can talk about your 
clients. You can give them some how-to training information, then you're 
making offers for a product, possibly bundling it with maybe a membership 
site or a community or an upsell to a higher end training.  
 
You're building a funnel and building a real information publishing business 
but at your stage, it's all about making sure you have the landing page with 
a very clear offer and then, the content, the email sequence that comes 
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after it and your first offer. What's the first product you're going to sell so 
that whenever you do get some exposure, whenever you get on a podcast, 
you got a place to send them, you're building your list and potentially 
making some sales as well. That's what you should work on now. 
 
BELINDA: Okay. I just got one quick question. 
 
YARO: Sure. 
 
BELINDA: When you're selling a product, I've seen often people had three 
or four different prices for basically or three or four different levels and they 
try to direct people to the middle level and psychology sort of dictates that 
they're going to take that little price. I noticed you don't do that. You just 
have one price. 
 
YARO: Yes, you're talking about Cialdini and his persuasion and the pricing 
points where I think the test was he had a low price, a middle price and a 
high price. The high price was basically the same thing as the middle price 
but it made the middle price look better, so it end up converting more of the 
middle than other. It's something you'd test, long story short. I think if you 
have a look at all my different pricing, you'll find there's a lot of option twos 
and a lot of payment plans. So, Blog Mastermind, it's a $1000 course but 
it's also four monthly payments. So, there's two options there. Often, you'll 
find my offers, you'll have for example, you can buy option one, one eBook 
or option two, get all three eBooks at a discount.  
 
So, I play around with packages and bundling in that way, not so much 
pricing point on individual products. I would have to say I haven't done it 
because I am actually not ready to in regards to my vision. So, I've had this 
vision for a product funnel and I set up this sort of structure where I said, 
yes, I can do all kinds of testing. I can test the price. I can do split testing, a 
copy of headlines, a lot of things you can do to improve conversion, make 
more money.  
 
What I want is to have my product suite, my product funnel all done 
because that gives me the options. Like for example, when I wrote my first 
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eBook, I couldn't do an option two to get all three eBooks at the checkout 
because I only had one done.  
 
Once I've finished writing my three eBooks, each one of those eBooks can 
have an option two to get all three of them or even if you've only done two 
of them, you can put an option two. 
 
So, what I have been doing is creating all my front end products, middle 
range products back in course, and now, thinking okay, now I have got the 
options. Now I know I can put bundles here, upsells here. So, it's been 
about slowly developing this. And, you know, I have to do like everyone 
else does. I have to knuckle down, create products, get everything working, 
you're coming to me now three years into building my funnel where I've got 
these six or seven or eight products done. If you came two years ago, you 
would have only seen one. And, there's not a lot of options when you've got 
only one product.  
 
At that point, that's when you can do pricing changes, but I think one of the 
hardest things with this is you're trying to get an offer that people want to a 
market that buys things and then, you're trying to have all these different 
layers to it, and it's an evolution. You can't really think about second 
products, third products, until you understand your client and what they 
want and how to structure it, learn about technology, learn about 
psychology. There are so many things you're building up on.  
 
So, that's why I am saying to you right now, get one offer that converts. The 
hardest part for you is going to be coming up with that headline, the email 
sequence and the product you sell initially dealing with all the variables 
around that. And, once you get that sorted, you can move on to phase two 
which will be more product and then, more email courses, maybe more 
marketing as well, or even more traffic and so on.  
 
BELINDA: And, I am new to this. Can I just ask all these questions in the 
community?  
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YARO: Yes, definitely. I mean, you can jump on these obviously but these 
are like once a month, so the community is 24/7. You can go in there and I 
encourage you and everyone to post as many questions as you can. It 
makes it great for everyone. I'm in there every sort of second day or so 
replying. Yes, don't hold back. 
 
BELINDA: Okay, great. Wonderful, thank you. 
 
YARO: Awesome. Good to talk to you, Belinda. 
 
BELINDA: Okay, thanks Yaro.  
 
YARO: Talk to you later. Bye. 
 
BELINDA: See you. Bye! 
 
YARO: Alright, Belinda, I am going to do the same with you and hopefully, 
tick you out safely. It's always interesting to see where this works. If it 
doesn't, you have to manually leave. But, here we go. See you later. 
 
Okay. 
 
BELINDA: I am still here. 
 
YARO: You are still there. Let me see. Yes, you might have to just -- 
 
BELINDA: I can see Live, Continue, Cancel, and an X.  What should I--? 
 
YARO: What you want to do is to make sure you don't, tell you what, one of 
them will take you out of the entire chat and one of them will just drop your 
live channel. Let me just see if I can-- 
 
BELINDA: I might try to cancel. 
 
YARO: Yes, just try that. If you get booted, just click the link to come back 
in and you'll be fine.  
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BELINDA: I'll just try and cancel while I am still here. 
 
YARO: Yes, alright. I'm going to eject you [chuckle]. If you get booted then 
just come back, okay? 
 
BELINDA: Okay. Thanks. Bye. 
 
YARO: Don't take it personally. 
 
Alright. So rude [chuckle].  
 
I'm going to just quickly jump back to one of the email questions, then we 
will jump over to Nicholas who's raised his hand. I have a lot of email 
questions to work through. 
 
Since Belinda has spoken to me, I am going to remove her email question.  
Jerry is done. Alright, Nicola. Some of you may know Nicola from the 
community. She's doing amazing things with her cIicks and leads business. 
So, Nicola... 
 
As you know, I have an increasingly successful product ties service 
business at ClicksandLeads.com but I am struggling to get my separate 
membership site going. It's designed to offer help to those who can't afford 
to hire me or who want advice and to tap into my experience without paying 
my VIP coaching rates, which I accidentally sell occasionally and I am 
happy with that. 
 
To market the membership, I have two evergreen video launch sequences 
going to a sales page with new Facebook ad leads opting in to both launch 
sequences all day long. I remarket to those who don't opt and join and I am 
very attentive in the site which is great training content too which I am 
always adding to by the way of audio, video and transcripts. 
 
I just can't seem to get critical mass where it takes on a life of its own and 
gets referrals or where more people join and leave probably because my 
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main focus, I will one day sell my service business and it would be nice to 
build up a coaching membership so that, I have something to do recurring 
revenue when I sell up. 
 
Should I worry about it now or just focus on my main business and let the 
membership roll along until sometime as I can focus on it? It's like a niche 
that I can't scratch right now but which won't go away.  
 
Okay, I know what you mean, Nicola. Membership sites are tricky. You 
need traction. You need critical mass and otherwise, it's not the value for 
your audience. This is why I spend quite a lot of time. In fact, looking at my 
Rescue Time app, the number one activity in terms of hours used for me is 
actually inside the EJ Insider community replying to people and doing my 
own accountability thread.  
 
But, that's important because I know, for the sake of EJ Insider, that's a 
very new community, very young and I need to make sure everyone's 
question is getting some of my time and I'm part of the fuel that keeps that 
fire burning. The most important part in some level, maybe in a couple of 
years, there'll be a couple of maybe 300 or 400 members and it will be not 
as important for me to do everything. But, right now, I have to be active. So, 
obviously, step one for you is making sure you are really, really focusing on 
getting the members to contribute, replying to every question, posting new 
things yourself. You have to be the leader and the main contributor of value 
and to keep it going. That's absolutely vital.  
 
I've seen that on any new communities especially a paid one. I've watched 
James Schramko. He actually sends a private message to every new 
member. He makes sure they'd get involved because there's a lot of inertia. 
There's a lot of apathy and people, they join communities, just like we had 
a bunch of new people join EJ Insider. We might have ten people join and 
only two people actually become regular participants. The rest are lurkers 
and that's not... It's difficult. We want to get everyone to participate so that 
everyone gets value, but some people take longer to get comfortable. 
Some people aren't sure if it's right for them. You got all these variables. 
So, you have to do the best job you can. 
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I think you're on to something when you're saying you're not focusing on it 
because like anything, what you focus on grows. So, if you're not doing 
regular promotions, I would ask you straight away, these Facebook ads 
you're doing, this funnel you have, is it converting? Because if it's not 
converting then don't do more of the same thing. You're going to have to 
improve some element of the conversion there. 
 
And often, I think, one of the best things to test out is not the product itself. 
It's the way you phrase the offer. So, you might find, Nicola, that your 
membership site is making the wrong offer. You might need to say what it 
sells differently. So, you've got this group of people who want it done for 
you service, then you've got this community for people who want to do it 
themselves. And, maybe you're not actually reaching people who want to 
do it themselves. You're only reaching people who want done for you.  
 
What you might want to do then is sell the community as a way to get the 
business owners' intern or marketing officer to do it for them. They still want 
someone to do it. They don't want to pay you the higher price for you to do 
it for them, but they don't mind the idea of maybe spending $50 a month to 
get their intern or get their junior marketer in there to learn what you teach 
and then, have them do it for the business. 
 
So, maybe you need to speak to the business owner and sell it as a 
membership site for their staff, not for them. That's just an example of 
tweaking an offer and seeing whether that improves conversion. So, I have 
a brainstorm and see whether you can come up with some alternative 
offers to improve conversion, but at the end of the day, that's it. It's the 
offer. It's your source of traffic, something's not clicking and then, of course, 
why people are leaving as well. Chances are, if you got the wrong offer, 
you're getting the wrong customer which is why they leave. So, that can be 
a problem. 
 
Alright, I'm going to jump back in. Hopefully, Nicola, that was helpful. 
Please jump in the community. You're doing an amazing thing so I'd love to 
hear more from you there.  
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I am going to speak to Nicholas. So, Nicholas, I'm hoping this is our 
travelling bicycle riding Nicholas. Let me make you live. Nicholas, I am 
inviting you as a speaker. Come on in and if it is the Nicolas that I hope it 
is, then we'll hear about some of his kickstarted backed motorcycle riding 
experiences he's been having. I know, I met up with Nicholas a couple 
weeks ago when he was in his San Francisco part of his trip or this is a 
completely different Nicholas and this will make no sense in that case, but 
hopefully when his screen pops up in a moment-- ah good, it's the right one 
[chuckle]. 
 
Hey, Nicholas. 
 
NICHOLAS: Hello. How are you, Yaro? 
 
YARO: I am good, man. How are you? 
 
NICHOLAS: I'm good. It's good to see you again. 
 
YARO: You too. Are you back home? 
 
NICHOLAS: Yes. I've been back for about ten days and I pushed myself 
back through all the beautiful country there, just California. 
 
YARO: So, just for those who don't know, what have you just been doing it 
to briefly getting one up to speed? 
 
NICHOLAS: Yes, so I started this community about approximately about 
back in September or October and it's been great. I've got a lot of support 
from Yaro and the gang, too and everyone. One of the ideas I put out on 
the community was I am looking to blog as a life coaching customers, I 
wanted to do something a little unconventional and I have the desire to go 
on a motorcycle trip and blog about it and create videos. So, I went around 
the country on a motorcycle from Maine to San Diego and San Francisco 
and I talk to inspiring people. 
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YARO: And, you kickstarted. Don't forget that. That's one of the interesting 
parts, you raised funds through Kickstarter. 
 
NICHOLAS: And, that was an idea that I had and someone from the 
community was saying, "Why don't you do Kickstart?" Well, I thought I 
could Kickstart. Why don't I just Kickstart?  
 
So, the whole thing was funded by the Kickstarter, didn't spend a dime of 
my own money. I had this incredible journey. Yes, so thanks for bringing 
that up. 
 
YARO: So, what's next with it? Where you at?  
 
NICHOLAS: So yes, I wanted to just run this by you and I can bring this up 
in the community, of course. Well, here's the two things. One is I am just 
kind of getting re-integrated from being gone for six weeks. I got to kind of 
jump start things quick so I need to get a list to do some offline marketing 
with some calls, kind of lukewarm cold calling, kind of like things out there. 
So, it's a little like side thing I'm doing but this whole trip is going to be a 
boost of confidence. I feel like there are some great stuff on the horizons 
for what I am trying to do.  I changed the name of my business to The 
Worthiness Zone, so I'm kind of going for a little bit of a different path like 
focusing on the concept or worthiness and using EFT to tap on wealth and 
attracting wealth into your life. 
 
This is my question... I have done all these videos. I have 30 hours of 
footage. I've been putting stuff on Facebook, people love it. I'm getting 
great feedback. I want to know how to use video to fill the funnel. What I 
found, I've got these different ideas to kind of... I'm just kind of looking for 
some ideas, Yaro. I've got one- to two-minute video teasers I can do just to 
kind of advertise. I've got a five minute video which is like too big. I kind of 
take one virtue, I've interviewed 23 people. Let's say I've interviewed you, 
Yaro which I did. Yaro stands for his willingness to lead a community. So, I 
can find the threads that go for leadership and some for compassion or 
some for, you know, all these different threads... integrity... I've got just 
promoting on Facebook promoting it on different channels to get people to 
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do what, to sign up for my email newsletter. Just ideas on creating a funnel, 
and also the full interviews can be podcast and whatever, just different 
ways to get a list going. 
 
One of the things I really am interested in doing as like my first project, I 
would just love to do a live webinar to share what I have done and what I 
have to offer with people because I really feel like being in front of a group 
of people would be the best way for me personally to sell my service as a 
coach. So, I'd love to create a webinar where I could share things. So, all of 
these things, I don't know, what do you have for me buddy?   
 
YARO: [Chuckle] Well, you know, fantastic work with doing everything and 
actually completing the journey, finishing the Kickstarter campaign, filming 
everything. You've got content which is amazing and I think there's a lot of 
marketability behind it all. You've got a story to share and it's compelling. 
It's emotional. It's a journey so that's always great marketing.  
 
I think what we should focus on the most is the offer because I think like 
you said with your video, you've got a lot of options. You've got podcasts. 
You've got full blown interviews, snippets, all of these can be seeded on 
video sites. It can be put into email sequences. It can be repurposed 
transcripts. You can take the audio for purely audio podcast... There's a lot 
of content tools there.  
 
But, what matters is when you put the stuff out there, what are you asking 
people to do? What is your call to action to have that relationship with you? 
And, you're making an offer. So, I like that you said you want to do 
webinars. I think that's a great idea and I think at the end of the video 
saying, "I'm running this special webinar on..." whatever it is, I don't want it 
to be as generic as how to feel more worthy because that's a little bit open 
ended but if you want to go down the worthiness channel, you could... I 
mean this is where we need to spend some time. You need to spend some 
time thinking about what exactly this is leading into? Going back to I think 
the question I've been asking you and you've been sort of playing with 
probably the entire time you've been in the community is what exactly do 
you sell and what problem you're helping people to solve, or how are you 
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trying to change people's lives? You've got a lot of very fuzzy aspirational 
type things that you talk about like confidence, leadership... 
 
NICHOLAS: Yes. I really want to focus in now on using EFT for coaching. 
I'm not sure I want to just go out and say EFT because not everyone knows 
what that is. For those of you who don't know what EFT is, it's just a sort of 
a method of creating a neurological pathway toward annihilating all your 
barriers of emotions and resistance to anything you want to do in your life.  
 
So, it's kind of like how to just getting into the zone so that you are ready to 
attract things. I want to focus on wealth like a lot of that interview that you 
showed me right from the very beginning with the awakening girl, it's not 
that like I'm a rich guy. I think I am the opposite. I traverse the path of being 
a monk.  People may not know I used to live in a monastery for ten years. 
But, I think that that's kind of part of my story is what I am doing and what I 
have done to sort of overcome the fear to attracting wealth and attracting 
money and the tool I use is EFT. 
 
So, I think I really want to help people who are entrepreneurs or business 
owners to get through some of those obstacles like dealing with, the kind of 
worthiness on that level. Does that make sense? 
 
YARO: Yes, I think you've got such a great story on both sides. The monk 
story and the journey you've just been on with your motorcycle and the 
Kickstarter campaign. No problem in terms of content for you to talk about 
your own process. It's just tying that into something and I don't think you 
actually know what it is like EFT, great. It's a problem solving tool set that 
you can actually teach with so that gives you content for a course one day.  
 
I could just see you teaching coaching and so on. It's just making sure that 
you are attracting the people who are right for you, the people you can 
generally help and if it's money then helping them with money. But, we 
have to make sure, if you go after the money angle,  you have to get 
yourself a client who you help them to make some money and obviously, 
start making some money yourself as well, otherwise your credibility is 
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shot, and that is important when it comes to the selling and the marketing 
here.  
 
I think it's becoming pretty clear to me that you're not in a super duper 
hurry. You don't have to make money next week. You're enjoying the 
exploration of finding this subject on some level. I wouldn't advice this to 
everyone but I think you, Nicholas, might benefit from having an offer at 
these videos for a webinar where you have basically how to use EFT to 
change key aspects of your life type training. And, in that webinar, you tell 
your story. You talk about your monk experience and you say why you 
were doing it. Then, you talk about how you got introduced to EFT and how 
that came into play with your life and how it changed your life and then, you 
can teach a little bit about how it works, and then, you can end it with 
whatever offer you choose to make in the webinar whether I actually think 
coaching, I think you would benefit from doing one on one coaching with 
some clients. See who shows up. See where they're coming from. There 
are obviously a few people who are open to that sort of training. It's not for 
everyone. Some people think it's a bunch of woo-wa right? So, you got to 
find the right kind of audience for it, and I think you will. There's definitely a 
market for it. 
 
So, my opinion, get a webinar page set up. Make sure it's got a great 
domain name, it's got a great headline and a great offer. You can change it 
obviously. You can't change a domain name but well, you can but try and 
get a good one first, and then, let's just start getting these videos out there 
with a call to action and perfect this webinar. Do the first one. It won't be 
great but get it out there. Do the webinar again. You'll get more people on. I 
only had two people on the first webinar, then 10, then 20, then 40. And, as 
you do each webinar, you'll learn more about who shows up because you 
can maybe do some Q&A on the webinar to talk to your audience and you'll 
start basically building your own community which I think is what you really, 
really want. You want a community. You want a paying customer base and 
you want to talk about these subjects you care about and you've got this 
story that will attract people if you start putting it out there. Just make sure, 
and this is where I'm here for you, calls to action, good offers, good 
converting copy is what we need to make sure you get people to opt in to 
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your list to see this webinar, to buy the product or services that you 
eventually sell as well. 
 
NICHOLAS: Do you think that putting out the videos like little snippets of 
videos will lead the way to get people to the webinar? 
 
YARO: Yes, I would get yourself Webinar Jam. That's what I'm using now. 
Or, even just a Google Hangout using Lead Pages as an opt in form. Some 
kind of opt in form that says, "Join me. Here are the dates. Next week, I'm 
running this webinar." Run it once a week or whatever you feel comfortable 
doing and at the end of all those videos you put out there, say 
"GotoEFTwithNicholas.com," or whatever it is you want to go with. Those 
videos, keep using them. Put out the snippets. Get the people you 
interviewed to share them because you need to reach to new people and 
you need to reach their audiences. Use them as a podcast. I think you've 
got whatever it is-- 10, 20 episodes of a podcast there. During the podcast, 
say, "Go do EFT with Nicholas. I'm running a webinar to teach this stuff." 
You'll build your list. You'll start teaching to start creating content on top of 
what you've already done. 
 
And then, on the webinar, make an offer for a product. Make an offer for a 
service in this case to start with. You have a hundred dollars an hour or $50 
an hour or whatever it is you do to begin with, but got to get you making 
some offers. 
 
NICHOLAS: So yes, Lead Pages would be the thing that you recommend? 
 
YARO: Well, if you grab Webinar Jam, it actually comes with prebuilt 
templates for signing up so you don't even need Lead Pages. You can just 
like the one you sign up with me for this call, that's a Webinar Jam landing 
page. They have about 20 different templates. So, you can just use 
Webinar Jam. I think it's $200, one time, and then, that's your landing 
pages. That's your webinars. You can make the offer in it as well, and then 
you say the domain name. Make sure you've got whatever good domain 
name you can come up with. We can work on that in the community as 
well. 
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NICHOLAS: Okay, The Worthiness Zone is what I have right now as my 
blog or general niche. Could that be the same one? 
 
YARO: Yes, I guess you could go, "WorthinessZone.com/webinartraining" 
or something like that. Eventually, you need to be more specific, I think with 
the webinar title. You might want to get like a short URL. Like for me, I 
would never send people to an Entrepreneurs' Journey link for a webinar. I 
would always have Blog Profits Blueprint or something that's more specific. 
 
NICHOLAS: I could do that. I just wanted them to also get on to my mailing 
list which I see as being at the Worthiness Zone, right? 
 
YARO: Yes, I mean your company can be the Worthiness Zone but you 
could have various domain names that all get people on to your database. 
That's not an issue. 
 
NICHOLAS: Okay. So, Webinar Jam. They sign up for Webinar Jam and 
their email will put them on to my Aweber email? 
 
YARO: Yes, you just integrate Webinar Jam with Aweber and away you go. 
 
NICHOLAS: Perfect. Cool. This is very exciting. I can't wait to sort of refine 
something and bring it into the community. 
 
YARO: I'm looking forward to it. 
 
NICHOLAS: Great advice, man.  
 
YARO: Alright. Good to talk you, Nicholas. 
 
NICHOLAS: I'm going to be one of your success stories. 
 
YARO: I hope so. Well, you're getting there. Awesome. We'll talk to you 
soon. 
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NICHOLAS: Alright, bye again. See you then. [Unclear] It's awesome. 
 
YARO: Everyone is telling me that. Alright, I'm going to have to boot you 
out. Here comes my attempt. You disappeared from my list. I'm going to do 
the same way I did Belinda. So, if you get totally booted, just come back 
on. 
 
Alright, okay Nicholas, I've got two more hands raised. So, we're really 
rocking the live questions here. I am going to go to Sherri and invite you to 
speak. Busy call today... 
 
Alright, I've got a lot of email questions too while Sherri is coming to join us. 
I hope everything's going well for you guys in the chat room. I'm seeing a 
lot of questions coming through. You guys, as I said at the beginning, it's 
hard for me to keep track of the chat room for questions, so prefer to speak 
to you live or for you to email me in earlier. So, use the chat room to chat to 
each other while I'm going to speak live to Sherri now. 
 
SHERRI: Hey there! 
 
YARO: How are you doing? 
 
SHERRI: Good, very good. I'm just going to go back to my question 
because I typed in the question and I figured I'd get an answer sooner if I 
raised my hand. 
 
YARO: Oh yes, you definitely will. 
 
SHERRI: I think I remember what I said. Essentially, I am working through 
the blog sales funnel. I'm still on the landing page. I was listening to, I can't 
remember the guy's name just before me, but if I was to be my 
accountability partner because we do similar, I don't do EFT but we sort of 
play in the same field and I certainly struggle with trying to kind of figure out 
what exactly do I sell? What is it that I am giving people? I'm sorry, I am 
just trying to find my question. One of the things that I attributed at my last 
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Bible hangout Thursday night, I actually asked people like non-paying 
customers, the people who show up, what is it that I give them? 
 
And they said, what you give us [unclear] basically we can do life better 
because of what you give us. And so, that really gave me my tag. I redid 
the landing page... I am finishing [child shrieks in the background]... My 
two-year-old just walked into the room. 
 
YARO: [Chuckle] I could tell. 
 
SHERRI: I am finishing my life story blog post and what's happening is my 
a-ha moment is creeping into the story and I am concerned about revealing 
that information to someone [unclear]. It's what I teach which is how to 
change your inner conversation, how to master your inner game. 
 
And so, I just kind of want to talk about that and not overthinking it. At any 
rate, I'd love just to be done with this because you know, I was talking to 
you last month about getting my sales funnel done and my goal is July 
31st. It is in place and we're pushing and figuring out what's working and 
what's not working. 
 
YARO: Right well, let me answer the About Page a-ha moment. A little bit 
overthinking perhaps. 
 
SHERRI: Well, I'm sorry Yaro, this isn't the About Page. This is the Life 
Story blog post. So, you know, you have this worked as a story board. It's 
like a blog post that I wrote, literally it's like 3800 words right now without 
pictures and captions and all that. 
 
YARO: The short answer is you can have the a-ha moment appear in the 
life story. What I would do then is look at possibly using the a-ha moment to 
turn it around on to your audience then so your life story explains how you 
got the a-ha and then, the a-ha one can be, here's how you can translate 
that into your own a-ha or your circumstance. 
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Of course, you might find yourself dipping into a how to lesson there. So, 
that can be a step forward. The important thing is just the logical natural 
flow where you're teaching, you're telling your story so it's engaging. You're 
having emotional content from your own perspective. It's helping them have 
an emotional experience with you as well as their own experience, and 
that's leading into basically a next step for them to take to work with you 
and actually get the result on how to change themselves.  
 
So, as long as there's that flow, don't feel like this is too many words or I'm 
doing too many things in one blog post. As long as it's a good story with a 
content that helps people and you have the call to action. This is where you 
have to be careful like think ahead. If you're teaching all of this, it should be 
a nice linear connection to say, "Hey, I actually have this thing," as your 
next step. It's a product or it's a webinar. I know you're talking about doing 
a webinar-based product. It's what you've done in the past. So, it should 
flow into that as the offer, but I saw your landing page, the most recent one. 
I think it's definitely ready to be tested, so it should be out there. 
 
SHERRI: Yes, it's live. It's ready to go. It's collecting email addresses. It's 
where I am now. I'm telling you, Yaro it's done Friday. This thing goes live.  
 
Does it need to be a blog post? Why can't it be just a page? I know you talk 
about putting it up as a page so that the community can look at it and 
critique it, but why does it need to be a blog post? 
 
YARO: Again, not a big issue. My life story, the original one, it was six blog 
post. I just wrote it as it came to me and click publish and it was my blog 
content. I did that because it was two birds with one stone. I got content for 
my blog plus I started building a bond. So, you know the problem with a 
page, we're getting a bit WordPress semantic here, but a page doesn't go 
into the chronology of the blog. It won't go on your homepage where a blog 
post will. I think we were talking about that because you wanted us to 
critique it in the community before it went live.  
 
I don't mind. You can publish it as a page. We can look at it. You can 
finalize it. You can copy and paste it into a post and then publish it as a 
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post. You can post it into the community as a PDF maybe, as well. 
Whatever is the quickest and easiest way to get something to us that we 
can understand and it's formatted pretty close to what it will look like on 
your blog. 
 
SHERRI: Okay, okay great. I have like a ton of content. I am already 
publishing once a week, so that's more why probably I wasn't asking that. I 
don't have any other question. I'm just ready to be on workshop 3. 
 
YARO: What are you selling in this funnel? What's the first offer? 
 
SHERRI: This funnel is going to focus on spiritual mentoring so I am not 
turning live posts but I'm a minister or pastor of the church and a licensed 
minister, so what I call it is spiritual mentoring and what I am selling is 
teaching people to do life better, whatever that is, if it's to do your money 
better, if it's to do your relationships better, if it's to do your job better, 
whatever that is, it is focusing on the inner conversation that fuels the 
things that you do. 
 
YARO: Okay, so it's a personal development mindset with a spiritual 
context to it. 
 
SHERRI: Absolutely, absolutely yes. So, the people who are coming to me 
are people who are probably Bible friendly. The way I teach the Bible is 
probably much more in line with like the secret, let's say of Jerry Falwell or 
whoever the latest fundamentalist is out on the circuit. So, it fits in that 
realm. 
 
YARO: Okay, well that's a huge market. They are going to buy because of 
you. At the end of the day, it's their connection with Reverend Sherri that's 
going to lead to the sale, so I think the important thing for you is, once 
you've got this funnel sorted is really getting clear on where you're going to 
get people from because it sounds to me like you would do really well going 
to the law of attraction communities online and marketing there. I think that 
could be where your audience is. 
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SHERRI: I am looking at that and sort out my tag. Like right now on my 
site, it says, "Become the person whose dreams come true. I'll show you 
how." And, I'm going to change that to really be about doing life better and 
then, I'm going to begin to do short videos under that hashtag of do life 
better, probably a whole series of things #dolifebetter. And then, if you want 
motivation on how to do life better, I've got this free-- 
 
YARO: Opt in... 
 
SHERRI: Well yes, the free email course. That's why I did the free email 
course and then, it leads up to the offer of coaching with me. 
 
YARO: Perfect. So, once you have the funnel, which is what we've wanted 
you to set up, then yes, you get out there. All this content you've got needs 
to be put in front of people so they get on to that email list. That's the 
formula. 
 
SHERRI: Yes, okay. I'm there. I'm there and I'm going to be on the success 
stories too. 
 
YARO: Alright, well if you want me to introduce you to Nicholas in the 
community, let us know. Happy to make that. 
 
SHERRI: Yes, please do. Please do. I had an accountability partner and 
that kind of fell through, but I feel like he and I are kind of in the same field 
even though he sort of plays a different [unclear] so, I think we can benefit 
each other alike. 
 
YARO: Okay, well send me a private message so I don't miss it and I'll see 
if Nick is into it as well.  
 
SHERRI: Cool. Thank you. 
 
YARO: Alright, thank you, Sherri. 
 
SHERRI: Thank you, good to talk to you. 
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YARO: You too, good to see you this time. 
 
SHERRI: Yes. 
 
YARO: I used to have hair like yours, almost [laughter]. 
 
SHERRI: [Laughter]. Yes. 
 
YARO: Alright, I'm going to try and boot you out here, Sherri. So, give me a 
second. I'll talk to you soon. 
 
SHERRI: Okay, bye. 
 
YARO: Hey, it worked. Alright, jumping to one more live question. Naer, 
we'll try and get you live so I am going to invite you to speak on our 
webinar. We're rocking and rolling here. It's a big one. Great to see so 
many people are still with us all the way at the hour and a half mark here.  
 
I think, Naer, you're having some technology issues because I've just 
invited you again and it's not, I think I've lost you. But, maybe you'll show 
up. I'm going to jump to the email questions. Also, in the chat room, Sherri, 
Nicholas has been typing to you there, so you guys might want to have a 
quick chat. Maybe you can organize it between yourselves and just start 
that accountability thread in the community there.  
 
Naer, since I am not sure whether I'm going to get you online, I'm just going 
to read your chat questions because I know you sent me a couple. Let me 
see if I can find them.  
 
Alright, there's one from you. Let me just broadcast Naer's question to 
everyone. So, he's asking, "Does huge web traffic on itself generate 
income? I'm still learning. My skills are sales, motivation, dreamer. I'm 
looking more to work on pillar articles."  
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Ok, huge traffic in itself can generate income. It's certainly a good sign, let's 
put it that way. If you have a website with literally hundreds of thousands to 
millions of page views a month or a year or whatever it is you got, 
generally, you can make money from it, some markets more than others. 
You'll always much more money in industry like cars or health and 
wellness, dating and relationships, the big mega niches, Naer. They are 
more likely to. But, a lot of the people inside EJ Insider or most of them in 
fact, are not going the huge traffic pathway. They're finding a marketplace 
of people with a problem that they want to help them solve or trying to build 
a community around the subject area where they're selling training 
products and coaching and information products, so that's what we focus 
on.  
 
There have been a few people who have gone for the magazine style blog 
which I think is what you're referring to. That's harder to do today. If you're 
trying to make a Mashable or TechCrunch or Huffington Post, one of these 
really huge blogs, or two examples from my previous friends and 
graduates, Mitch Wilson from Sports Chat Place--, looks like Naer might be 
coming on live. Hey, there we go. Found you. 
 
NAER: Hey, how are you? 
 
YARO: Good, how are you? 
 
NAER: Very well, thank you. Finally, good to speak to you Yaro. 
 
YARO: You too. I was just answering your text question. You might have 
caught half of that. Let me know where you're at. 
 
NAER: No, I definitely did not get any response to that, I'm sorry. 
 
YARO: That's alright. 
 
NAER: Yaro, I just joined your Blog Mastermind program today and I just 
started working towards it. I have done a lot of research about how things 
work and generally, I don't have any question although I have little 
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questions to sort of clarify what's going on in my head at the moment, but 
mainly the reason for what I wanted to speak to you was I just wanted to 
sort of share my... have a conversation with you in general. 
 
What I wanted to ask Yaro is that, how long does an email has to be? How 
many words? What I'm looking to is I am looking to write various articles, a 
lot of articles that would focus on in terms of refining who you are, in terms 
of like for instance, whether to choose street life or to choose school life, 
things like these that I have experienced from myself. I've seen friends that 
have chosen to do street life than to choose school life. It's just books that I 
want to offer initially, eBooks that I can put into the email list.  There are a 
lot of ideas coming to mind at the moment. But at the moment, I am just 
very focused on writing my main articles and in the meantime keeping in 
touch as well, but yes, if you could help me with that. 
 
YARO: Sure. Well, the first thing I recommend since you're in Blog 
Mastermind, is dive into the Blog Money Finder training. That's a pre-
training that will definitely help you figure out who your target audience is 
and get closer to them. Even if you're going to sell lots of eBooks or you're 
going to try and build a massive magazine blog with a lot of traffic, you still 
need to know who it is you're going after. Who is your target audience? So, 
go through that training. 
 
To answer your question about the eBook, the amount of words is not 
really as important as long as you fit within the sort of averages. Ebooks 
have sold, like if you're talking about a product in the $20 to $50 range 
which is the traditional front-end pricing point, those books are usually 
between 50 and maximum 200 pages. Those are actually more often not 
between 50 and 100. I think most of my eBooks that I sell are around the 
88, 99, or 110 page kind of length.  
 
So, what's important is the solution you provide in the eBook though. It's 
about having as much information as you need to give a person to get a 
result. So, brain surgery is going to be a lot longer than helping people to 
pick a pair of shoes to wear. It's a case about the subject matter what 
you're helping people to do. 
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Usually an eBook is a front end product. It's not meant to be the most 
comprehensive training. You can give away good information but it's not a 
10-hour video course. You can't go into the same amount of depth. So, you 
got to factor that in. I think you really get a lot from the Blog Sales Funnel 
training in that when you go through it in Workshop one and Workshop two. 
You can see the different types of products, the eBooks, the front end 
community, the course, the different types you can put in a funnel. And, 
that might help clarify what you can work on first. 
 
NAER: Sure, sure, Yaro. I have just started today. I just brainstormed about 
it and I just really wanted to say thank you for the time. 
 
YARO: No problem. 
 
NAER: Thank you very much. 
 
YARO: No problem. If you have any more questions, join us on the next 
call and we can we can go through them then. 
 
NAER: Absolutely, I definitely will.  
 
YARO: Alright, I'm glad you can get through.  
 
NAER: Thank you, Yaro. I will. I definitely will. 
 
YARO: Okay, talk to you soon bye. Bye, Naer. 
 
NAER: Bye. 
 
YARO: I might, okay... here we go. Alright, I think that's all the live 
questions. There's a lot of them. Good questions. Thank you, everyone. I 
am really excited to hear from the new people but also from our longer 
members, the Sherris, the Nicholases who are starting to get some 
momentum going which is fantastic. 
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So, I'm going to jump back to the text questions since there's still a few to 
get through and I don't want to miss them. Alright, Erin is next on our list. 
So, Erin asked, "In the sales funnel, do you believe you should have your 
most expensive item ready from day one? For example, if I want to do a 
free eBook tips post, an eBook, an online course and the one on one 
coaching system, should the system be ready from the start? I've heard 
different opinions on this."  
 
Well, let's take away the words "should" because I don't think there's a 
should answer to this but, there's definitely a more effective and efficient 
method. In my opinion, it's definitely not to go and create all your products 
before you try and sell them. That is more often than not a mistake 
because you don't know where the people will buy them. So, this is why in 
the Blog Money Finder training, as part of Blog Mastermind and also 
something I've said many, many times over the years to all my students 
and my members try and go out there with what we would call today, a 
minimal viable product or maybe in our words, a minimal viable offer is the 
way to do it. So, you want to get buyers without risking spending six 
months writing an entire course or writing the entire eBook and then, 
finding out nobody wants it. So, that's why I recommend that you do your 
research first to learn about your target audience, get the emotions, the 
problem they have, understand them, come to a hypothesis. You want to 
say, "I believe based on my research, there's a market for this group of 
people with this problem."  
 
As an example I commonly use, there's a market for products that help 
women who've just had babies to get back into their pre-baby shape, to 
lose the pregnancy weight. I believe that there's a market for that. I have a 
system to teach that. I'm going to go out and do a test to see whether I can 
get some one on one coaching with some mothers and prove that they are 
actually willing to spend money and find out more about where they're 
coming from, what are they asking? What are they struggling with? Is it 
more diet or is it more exercise or is it more psychology or is it something 
else that I don't know about yet to learn about them.  
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Then, once you've got some confirmation and know something about your 
audience, you've got buyers, you can plan your first product in the funnel 
and I would recommend most of the time, that's going to be a lower priced 
front end product or at the most, a two or $300 product because you can 
roll that out quicker. You can do a $200 6-week training program with 
webinars where something like Blog Mastermind, my flagship course, that 
took a lot more work than six weeks. It took me six months really, if I say 
from start to finish, six months to do everything-- the sales page, all the 
training and so on.  
 
But, even when you do that, you don't go and create a six-month course 
completely. You create the first month, launch it then keep building it with 
people who are in the program, again because you want to make sure 
you've got the right offer. You've got customers. So, that's the most 
important answer to this question, Erin. Make sure you know your buyers 
and do minimal viable offers, minimal viable tests to make sure that there 
are buyers, then build out from there doing quicker lower priced products 
and work your way up to the higher priced products. That's how you build a 
full funnel. 
 
"Two, to design an online course, do you have any particular software that 
you would recommend?"  
 
Well, we talked about membership sites at the beginning of this call. We 
looked at some of the password protection systems like Wishlist and 
Nanacast and OptimizePress. I use Ontraport. There is also Infusionsoft 
with something like Memberium which is a plugin for Infusionsoft. So, a lot 
of options. Zippy Courses is available from Derek Halpern. Course Cats is 
from David Siteman Garland, so two guys in similar industry to me and they 
both created these software programs. 
 
I've seen people inside the EJ Insider talk about this. I think Sue Allen has 
a copy of this. I think Kerry might have looked into them as well and there's 
a few other members who've talked about it. They probably have more 
experience with it to say how good they are, what I can tell you is I certainly 
trust Derek and David. They both do great work. They've been in the game 
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for a reasonable amount of years now. I can imagine them having products 
that don't at least do a good job. 
 
What you want to do, and this is similar to the answer I gave at the 
beginning, is getting clear on your needs first because you can't accurately 
assess which piece of software to get without knowing what are your key 
criteria. When I did this, I've done it twice so I've done it when I did my first 
membership site. My key criteria then, simplicity and ease of set up. So, I 
didn't even really have any membership software as I said earlier, I just had 
a password protected Wordpress site, Aweber for my email newsletter, 
which is how I sent out the course materials. That was it. Paypal, Aweber, 
and then, Wordpress. 
 
Later on, I added Clickbank to the equation and then, I shut everything 
down a few years later. And, when I decided to recreate my teaching 
business in about three years ago, I started thinking, "Well, what do I want 
this time?" and this time, it was different. I had a bigger vision. I wanted to 
have a funnel. I wanted to have a membership dashboard where I could 
have products that people could see which ones they bought, so you've 
seen that in my dashboard now and you've got these greyed out boxes of 
what you have or have not bought. I wanted to be able to easily upgrade 
people using the system. So, my old system couldn't do that and I knew 
when I went looking for a new platform, I wanted something that can do 
that. 
 
But, I also didn't want to have too many different tools. I hate the 
Frankenstein syndrome. I hate having to use six different tools just to do 
one business. So, it's kind of hard to avoid it but at least, with what I have 
now Ontraport, there's a plugin that Ontraport comes with that basically 
does something similar to what Zippy Course and Course Cats does. 
Different, doesn't have the same kind of learning management tools, but it 
does allow me to do what you've seen in my program member dashboard. 
And, it's all under one platform. That's what I love about simplicity, not too 
many tools, it's not perfect. There's lots of things that have frustrated me 
over the years. So, my answer is get clear on your criteria and then, 
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investigate the tools and then, of course, we're happy to help you in the 
community. 
 
So, once you know your criteria, or if you're not even sure what you should 
be asking in your criteria, ask your question in the community and we can 
dive in and some of the technical people will be able to give you more 
information along those lines. 
 
Ok, I'm going to jump to the next question since I am not seeing any more 
hands raised which is good. So, this is... Oh, I haven't put her name. I think 
this is Vanessa. Sorry Vanessa, I think I missed your name in it but, 
Vanessa, I know she runs Not Just Retro. So, that's the question from 
Vanessa... 
 
"I'm in the process of setting up my social media channels for my shop Not 
Just Retro and I'm a little overwhelmed at all the options. Do you think it is 
better to have multiple channels or maybe just one or two? My customers 
are on Facebook so that's a primary focus, but with Facebook's notorious 
algorithms, in addition to trying to grow engagement on Facebook, should I 
also start building content on another platform too? I'm thinking either 
Pinterest or Instagram. Would you recommend repurposing the same 
content on each social media channel or having a set purpose and 
outcome for each channel? Lastly, I think Pinterest being a visual platform 
and with products with pins would suit my retro content well but my 
research shows that Pinterest active Australian user base is still on the 
lower end of all the social networks, much lower than Instagram. As my 
customers are Australians that I currently don't ship outside of Australia, 
would posting content on Pinterest be a waste of time or should I perhaps 
still be gradually active in preparation of a growing in Australia?"  
 
Well, I think you kind of answered your own question possibly there 
Vanessa. It sounds like you've done your research. I would definitely be 
looking at Pinterest or Instagram and it sounds to me like Instagram is 
where your Australian based audience is. I definitely do not think you 
should go across multiple platforms if you're the only person doing it. If you 
got interns, you can put an intern on one platform and you can do the other. 
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That's how I would do multiple platforms but if it's just you, stick to one and 
go deep. Don't try and do every one. 
 
I do recommend setting every platform up and doing any kind of automated 
repurposing that you can, so if you post to Instagram, there's no reason not 
to automatically post that same picture to Facebook and Pinterest as well. 
Why not? But, where you spend your time developing connections, 
relationships, the things that are going to grow your traffic, focus on one 
platform. To me, I think Instagram would be great for you because it's 
visual, as you said. People do go there to buy things. I've interviewed a 
number of people on my podcast and they're getting amazing results with 
Instagram to sell physical products. That's what you've got.  
 
So, yes, my short answer, go with Instagram. Focus there. Re-purpose 
images on the other platform but don't focus your energy there because at 
the end of the day, it takes a lot of work to grow a following on any social 
media channel and you're better off having a hundred thousand followers 
on Instagram and putting your energy there rather than having focused on 
Facebook, Instagram, and Pinterest at the same time and ending up only 
having 500 to a thousand on each. You'll get a much bigger result from the 
compounding, from focusing energy on one thing and I think you've 
answered your question as to which is the best channel for you. 
 
Alright, moving on.  
 
Danny. Danny has epic question here and this is the last one, so Danny, I 
want to devote some time to this. Thank you for waiting all the way to the 
end of the webinar to get to your question, Danny but I know you're a 
patient man.  
 
"I registered to Blog Mastermind hoping to getting clarity on how to 
monetize a video-based blog where I will be curating existing videos, not 
creating them myself. My original plan has been to use Adsense, but after 
hearing you speak on more reliable methods, I've been trying to figure out if 
any would work for my niche serving amputees, people missing a limb due 
to amputation and their caregivers and therapists. I've identified over 700 
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existing videos which I plan to curate around specifically providing more 
information to viewers than they get from watching it on YouTube directly. 
My hope is to develop a comprehensive searchable library for people who 
need this information. Much of the info is evergreen. I plan to embed these 
videos from YouTube but then, provide a curated form for people to discuss 
the videos and possibly purchase affiliate products. 
 
Alright, question one, technically, I'm looking for someone to build a 
Wordpress site with the video search capabilities along with the ability for 
me to rename existing YouTube videos to something more meaningful and 
searchable. Obviously, I can't rename the original title of the video on 
YouTube but I'm hoping to retitle what appears on my site and then embed 
the video under a new title. Who can help with this?" 
 
Okay, easy to do. You just need a tech person. I again will recommend 
Carrie from the TheBlogMechanic.com. She's the one I recommend in the 
EJ Insider Community also in the Beginner Blog Tech video which you 
have access to in Blog Mastermind. What she can do is set up your blog, 
your domain name, and your WordPress theme. You'll have a website. 
 
Now, the great thing about WordPress is it comes with a search function. It 
will search the blog post you publish and the great thing about blog post 
you publish is you can control the title. So, you can do exactly what you 
said. You can create a new blog post, write some content, embed the 
video, come up with your own title, publish it and that will then be 
searchable by the default WordPress search that comes with your blog.  
 
There are other options for search. You could get, for example, the Google 
search and someone like Carrie could install that in your Wordpress theme 
if you want that to. So, question one is quite easy. You might be confused 
because you've not done this stuff before. That's a basic part of running a 
blog, Danny. So, don't feel too confused because that's just publishing blog 
posts. What's important is you add some value. You won't grow a blog 
that's just videos on YouTube republished without you adding value on top 
of that because otherwise, a person could just go to Youtube, right? You 
know that.  
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So, I think it's great that you've identified 700 videos. That's already value. 
You've done some research work. You've done the curation process so I 
would definitely make use of that, but you have to add some context. 
Whatever you bring to the equation, maybe you have some intelligence 
behind what the videos teach that you can provide, and that's where you 
write the blog post so that can work really well. 
 
Moving on to question two. 
 
"Yaro, which monetization method should you suggest starting with? Below 
are my challenges. I'm not going to read all that out because there's a lot 
but he's asking whether coaching or online courses, membership sites 
partnerships, ebooks, promoting other people's products as an affiliate, 
drop shipping of hard products and using the blog... okay, we'll leave that 
last one. The basic question here is what can you sell or what can you 
make money with and as you're going through in all that content there, 
there are certain issues. 
 
For example, in the amputee market there is not a lot of money for people 
who are in this situation. You may not have the money to buy courses, to 
buy products, and so on. So, my advice to you Danny is to first of all, don't 
think of this as mutually exclusive. You can run Google Adsense 
advertising on the blog and you can sell affiliate products and you can have 
your own product. There is no reason why once you set this blog up, from 
day one, you can have Adsense on it, and whenever you talk about a 
product, maybe there's a video about a product that people actually will 
buy, use your affiliate link. It might be an Amazon product so, you can go 
and join the Amazon Associates Program and promote that. The fact is 
though, you won't make a lot of money from Adsense and Amazon affiliate 
products without the audience, but you might start making $1 a day. It's a 
starting point. It might turn into $10 a day and that's great because as you 
grow your audience, you're getting an immediate return on investment. So, 
don't feel this is mutually exclusive.  
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However, I think you will do great at also adding something of your own 
that you sell. Now, to answer this question, I can't do that for you. I think 
you're in a great position to answer this question by simply asking yourself 
this question and also asking your audience, what did they currently buy? 
What does a person who's an amputee in your marketplace, they obviously 
have problems they're trying to solve. It might be some sort of equipment 
that helps them do things around their house or in a job or in some sort of 
aspect of their life. You should be familiar with this. You need to know your 
audience, which it sounds like you do and think about how you can add 
value or you can sell that product. 
 
You might, for example, come up with something specifically for people 
who are new amputees and there might be a range of household items that 
they need so you could come up with a package that you sell that includes 
all those products. Maybe they are all just affiliate links. Maybe you actually 
go to the people who sell these products and try and come up with the 
package where you get a margin. You make a profit margin from it. 
 
The important question to ask though is what do people spend money on? 
The answer is not by trying to think about the format. You don't go, "Well, I 
want a membership site. Let's try and force it on the community. You go to 
the community first, then go, "What are people really interested in that they 
might actually form a community around that I can be the leader?" And, 
that's what you then do. You find the need. You build the community. You 
offer the product once you've identified the need.  
 
So, what I'd love to do is ask you now, Danny. We can talk about this on 
the next call or if you're in the EJ Insider, we can have an ongoing dialogue 
about this, so I would ask you, what do they currently spend money on? 
Where is the minimum budget? You're pointing out the fact that there's not 
a lot of money. These people don't have a lot of money but what do they 
spend?  
 
Now, you have to be careful though. Some markets, there's just not an 
audience that spends enough money. It's not a big enough money in terms 
of money being made. So, I would ask you, on top of you knowing your 
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audience and what they buy, could you show me companies, currently 
profitable companies that service the amputee marketplace? Who is 
making money on that market? Because those companies have enough 
customers to survive so that's a good indication that there might be a 
market there for you or there might be a product you can sell or there might 
be something you can add to an existing product that you can sell. So, look 
where the money already is. That's the most important thing to do. 
 
I just want to address competition because I know you're talking about like 
here you said, your niche is small but highly competitive. I don't think it's a 
bad thing if there's competition because that means people are spending 
money. So, Danny, if you see competition, go look at why there's 
competition because there's obviously money to be made if there's 
competition.  
 
You can find your own little slice of a competitive market by just positioning 
yourself differently and using some of the psychological and persuasion 
techniques that you learn in Blog Mastermind, things like credibility and 
proof and authority... These things will help you stand out and you'll be able 
to build an audience once you identify where that audience is and what 
they are buying. 
 
Okay... Let me just see in the... yes, I am going to jump to question three, 
Danny. I think hopefully, that was relevant to you. I think you'll get 
something from.  
 
So, question three, "Aside from building your email list and asking people 
to opt in, what would you suggest is the best way to drive people to my 
site? I was planning on doing this through Facebook but given their new 
algorithms whereby Facebook is trying to keep everyone within their own 
framework, I'm wondering what other social media or other methods are 
recommended?" 
 
Okay, Danny, you have a niche that I suspect already congregates in 
certain places. There's got to be a place where amputees go and 
communicate with each other, try and ask each other questions and try and 
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get help, but I suspect there'll be a forum or maybe two or three forums that 
are like the number one or number two forums for amputees. There'll be 
Facebook groups. Certain Facebook groups run by maybe organizations or 
individuals that are for amputees. There may be certain high profile 
YouTubers who talk about the subject or maybe they are an amputee 
person and they have an audience of other people who are amputees. The 
same for something like a podcast or... You have to go where they are. I 
don't know this industry. You probably do better. I suspect your best outlet 
will be a forum community or a Facebook group or some other kind of 
group that's being run by some platform or some software. I don't expect 
there to be huge presence on YouTube but I could be wrong. There may be 
a huge presence on some of the other social media sites. I don't know if 
there's any LinkedIn organizations maybe for the companies that service 
amputees.  
 
But, basically think about where do amputees go online? Where do they 
interact, discuss, communicate? You need to be there. Simple as that. You 
need to go to wherever they are, interact with them as they interact with 
each other. Be an active member and build up a profile there and then, 
when you got their attention, you could say, "You know what? I've got this 
free something on my website. Go check it out."  
 
Obviously, you don't go in there and promote yourself like crazy to begin 
with because you'll get kicked out. You want to go in there naturally. Just 
say hello, help people, interact and then, once you've built some trust, you 
can start to throw in a few recommendations of something of your own over 
time depending on the rules of the community.  
 
So, again, I'll ask you are there any big communities and where do 
amputees currently spend time online? Try and get out of the internet 
marketing mindset of "I need to get traffic," and instead, think about the 
people you're trying to service. Where do they go? What do they buy? 
Those are the important questions to answer. Those are the important 
questions we all have to answer. All of us run businesses online and we 
need to go wherever our people are and we need to sell them whatever 
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they want to buy because they have problems that they're willing to spend 
money to solve.    
 
Alright, hopefully that helped you Danny. I would love to talk some more 
about it anytime whenever we get the opportunity, so please feel free to 
follow up with me when you get a chance. 
 
Alright guys, it's almost gone at the two hour mark so, I think it's a perfect 
time for me to look at wrapping up this fairly epic webinar. Lots of new 
people. Thank you for the new people who joined either to ask a question 
or just to listen in. The recording will be emailed out to you either later 
today or tomorrow. I get around to sending that out once I've rendered 
everything for you and yes, you'll find the links to download this one as well 
as all the previous ones on the usual place, the page I send you to for all 
the recordings.  
 
Thanks for the questions. Thanks for the email questions. For the EJ 
Insiders, I will see you guys inside the community. For the Blog Mastermind 
members, keep working through the course. Keep learning about your 
market. Keep working towards putting an offer out there. It's all about 
getting those offers and seeing where they work. 
 
And as for me, well I'm working too, so I am here in San Francisco for 
another month and then, I'm off to Toronto to spend some time with family. 
I'm working on my own products, same thing. I'm always marketing, 
growing my traffic and that's what we all have to do.  
 
Love talking to you. I hope you got a lot out of this webinar and that's it. I'm 
going to go get something to eat and I'll talk to you guys all in the next call. 
Thanks for those who spent the entire two hours with me. I really 
appreciate that. And, yes, you have a good day or a good night, wherever 
you are and that's it for me. Thanks guys. Bye, bye. 
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