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August 31st, 2015 Group Coaching Call 

 

Alright, so thank you guys for joining me on today's live coaching session, a 
rescheduled call from last Monday as I had food poisoning last Monday, so 
thank you for all your patience. It's been great to see with the extra week, I 
think I added about 70% more questions via email. I received a lot more 
additional questions in the week since I had to reschedule this session.  

So, it went from being potentially very quiet call to now a huge list of things 
to get through. So, just to get people who are not familiar with how this 
setup works, we're in a Webinar Jam presentation here using the Google 
Hangout system. So, the Google Hangout is what's running the 
presentation. Webinar Jam is an application that gives you that sidebar on 
the right side of the screen.  

If you don't have a Webinar Jam sidebar on the right side of the screen 
then you should go and log back into this live webinar. To do that, just go 
back to the email you've got where you received a link to this webinar. Just 
close this window. Go back. Follow that link and come back here. 

That's the same thing to do if you're having problems with audio or video, if 
you get disconnected at any point in time, just use that link in the email. 
Make sure you go back through that link so that you guys get the Webinar 
Jam interface. The reason why that's important is it allows me to speak to 
you live as well as you can access the chat room. The chat room you can 
make you use of now. I'm already seeing Georgette, Allen, Matt, Jubilee, 
Wendy, Samuel, Tracy, Lindy... everyone in there in the chat room. Lindy is 
from my team and she's decided to join us on the webinar, as well. So, 
maybe she can answer any questions you might have in the chat room, 
too. I'm putting you up for that, Lindy. 
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But, besides that, the way this works, pretty straightforward. I have a bunch 
of questions that have been sent in advance via email plus you can also 
speak to me live. 

So, if you do want to speak to me, in that right side Webinar Jam control 
panel, you should see a big button that says, "Request to speak." I'll just 
make sure I've got that activated for you, guys. I'm pretty sure it should be 
on by default.  

Here we go... Yes, okay, so you are able to request to speak. So, if you 
want to request to speak, pretty straightforward, press the big button there 
that says, "Request to speak," and then, I'll get a little notification and what 
will happen is when it's your turn to speak, I'll actually click a button on your 
profile and then, you'll be prompted at your end to come join me live. Now, 
one little hang up with Hangouts is that there is a slight delay in what you're 
seeing. So, I am saying things now that actually were said about 20 
seconds ago. There's a 20-second delay. 

So, if you do end up joining me live to speak to me and ask your question, 
you'll actually be connecting to the live stream and then, when we end the 
Q&A session, you'll join back the delay. So, you might actually see yourself 
talking for about 20 seconds which is a bit strange but that's the way it is. 

So, I'm going to dive straight in now to questions. If you do want to raise 
your hand, now is a great time to do that or just press that request to speak 
button. I'm going to dive in to some of the email questions since we have 
so many. Let me switch to the screen share. I am going to show you the 
first of our email questions. 

We have a lot. Let's begin with Francis. 

Well, I'll let you guys decide if you want to raise your hands or not, but for 
now, we'll start with email.  

Number one, from Francis. What are your suggestions for time 
management? I'm trying to get through your program while maintaining a 
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full time job. This full time job is self-employment so I am my own boss but I 
am having a problem incorporating sufficient time to get everything done. I 
already get up at 530AM and work 55 hours a week. What are your 
suggestions for working smarter? 

Well, Francis, your question is such a common one that I actually gone and 
prepared a full twenty minute presentation. I did this last week on Sunday, 
just before I got food poisoning, so I did manage to finish off the complete 
presentation. I am actually not going to answer that now. I am going to give 
you the presentation during this webinar plus you can also grab it inside the 
Members' area but you can watch it at the end of this presentation. At the 
end of this webinar, I'll press play on the video and you can watch it. 

It's actually a whole strategy I'm giving you for making sure you get the 
most out of a small amount of time you're got to work on. There's only so 
much I can teach you in 20 minutes, but I really do believe this is the 
couple of key concepts you need to get right in order to get the most out of 
a small amount of time.  

Stay tuned for that and thank you for asking that question because it is a 
common one and that's why I decided to create a video tutorial to answer it 
because it's something I'd like to keep referring people back to. 

Alright, Georgette has another series of questions. Georgette has been in 
communication with me via email throughout the last few weeks, so there's 
a quiet a few to answer here and I believe Georgette came through from a 
recent webinar I did with Joel Friedlander, so let's see what Georgette has 
to ask. 

One, the first eBook I am putting up for sale is not really a specific topic for 
the blog. I selected it for a gift. Is this wrong? Should I separate it 
completely? I mean, in that case, it will be without a website. I prepared a 
squeeze page that I'd like to connect it with Amazon. I will upload the book 
cover and start to pre-sell it except that at this point, I will not sell anything 
but rather collect subscribers.  

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


 

 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 4 

Okay, yes. First of all, Georgette, that's a great strategy. I love the fact that 
you're going to give away an eBook. That is a fantastic high value lead 
magnet, a free giveaway. The only thing I'm a little bit concerned about is 
you want to use Amazon to give it away. Most people, when they give away 
a free eBook will say, "Enter your email address to join up to my email list 
and I'll give you my free eBook." They enter their email address, they click 
subscribe. They go on to your list and then, they redirect it to a download 
page that has a direct link to download the PDF version of the ebook. It 
sounds like you don't want to use a download page of your own. You want 
to actually direct them to Amazon.  

That, I think, could still work. You would have to direct them to an Amazon 
download page where the book is free, I'm assuming. That's not 
necessarily a bad strategy because it does get them used to go into 
Amazon and I know you plan on selling eBooks through Amazon as well. 
So, I have nothing against that. That's pretty much the same principle. 
You're just using a different landing page to deliver the eBook. 

So, let's assume that's okay. I think that is fine to do that. Now, you're 
asking me, currently, the squeeze page states that the book will be free for 
anyone subscribing to the newsletter prior to being published. The offer will 
disappear once the book is published. 

And then, you want to charge some money for it and you're asking how  
much. Now, the way I would do this is not necessarily give away the whole 
book and then, charge for it because let's face it, if everyone gets it for free, 
who is left to buy it? You have to find a new audience. 

The way I would do this is one of two ways. You either give away the free 
book and then, when you go to charge money for it, you charge money for 
it and more. You need to have additional value. It can't be the exact same 
thing they were getting for free. So, I would look at potentially having 
something additional whether it may be an audio version of the book, 
maybe they get the printed version of the book, maybe you give them the 
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first book and the second book if you have it available. It just has to be 
additional value I would recommend.  

I'd also recommend with pricing, you look at the different pricing options for 
similar books to yours. I like to actually do kind of what you're talking about. 
Start the lower price but make it a temporary lower price. Maybe you say 
for the first week, it will be $0.99 and then, the second week, it will be $2 
and then, after a month, it will be the set price of $5 or $8, whatever you 
want to run with.  

Starting low and moving higher gives you the opportunity to use scarcity 
because you can say the price is going up and that's a powerful method to 
really push people over the fence to make some sales. 

Now, I think you also mentioned at the end there, you need to have quite a 
few books in order to make sufficient money, to make a living from books. 
That is exactly true. The only people I've seen make really good money 
from just eBooks, I'm not talking about having courses or membership sites 
or anything else, are those people who have more than one book, in fact, 
the whole series of books. So, you give away the free book and then, you 
can sell them the second, the third, the fourth, the fifth, the sixth book in the 
series. But, that way, they get hooked in the character or in the story or 
whatever it is that you're doing. 

I hope that answers your question. I'm not sure what your question is other 
than asking whether that's a good strategy. I think you can make that work. 
The fact that you have something of value to give away is very powerful. 

Question two, I believe there are plenty of people who want to write books 
but do not know how. That is my service business -- teaching, guiding, 
mentoring to write eBooks. I'm thinking of even narrowing it down and 
helping medical writers promote themselves, build a brand and etc. Why 
medical writers? Because I have 30+ years experience in that profession 
and I will be able to respond to potential questions and inquiries. 
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Great, first of all... I think that's a brilliant idea. I think that's a niche you 
could go into. I love that you have 30 years experience because you know 
about the market. You know how to service that market. 

You're asking though what people are currently motivated enough and 
then, you start to talk about your own motivation. 

When I ask you what people are currently motivated enough, you're 
actually missing the end of the sentence there. That should be saying what 
people are currently motivated enough to purchase which means you're 
asking the question not of yourself, we're pretty clear that you like your 
industry. You've got 30 years experience. You need to go and look at your 
target customer. What are they motivated enough to buy? 

So, in your case with learning how to make use of medical writing, you 
have to know why they need to do that. Are they trying to do that because 
they want to become more famous and get a better job? Are they doing it 
because they need to get press coverage? Are they doing it as part of their 
studies? Why does a person need to write medical documentation? And 
then, you have to understand their motivation and then, tie in your service 
to helping them meet that need. 

So, it's not about you. We know that you have the skill, but what do people 
in your marketplace spend money on? And then, you can tie your skill into 
meeting that need.  

I think hopefully that's answering your question, at least it's responding to 
your query. I like that you have so much experience and you feel confident 
teaching it, but you have to make sure you marry that to something that 
people spend money on. And, in order for you to know what that is, you 
have to understand their motivation. What are they trying to do? Why did 
they care? Why are they willing to take money out of their wallet and spend 
money on this?  

Question 3, competition is a traffic source. Please explain this sentence 
below in more detail... 
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"Due to the open and collaborative nature of the internet with article shared 
and syndicated and everyone hungry for fresh content for their blogs and 
websites, your competition is often your best source of traffic." 

I can't remember where you pulled that from Georgette, but I can tell you 
exactly what I mean by that. What I mean is most people in a traditional 
sense see competition as something to be afraid of, something to avoid. 
With the internet, competitions are actually people who could become 
partners. Competitions are also examples of markets that are successful. 

When I say, "...competition can be a source of your best traffic," imagine 
you start providing a medical writing service and there's 10 bloggers who 
also have blogs related to people who might need medical writing services. 
You might view them as competition because they're teaching things 
similar to you, but if you collaborate with them, work with them somehow, 
you can actually tap into their audience. They then become not competition 
but a source of traffic, a source of new customers. So, that's what I mean 
by that sentence. 

It's a different way of thinking about this when you see someone else 
succeeding online in a market place you're going after, that's a potential 
pathway for you to build your own business because there's relations that 
can be built there. 

My example is I can work with someone like Darren Rowse or I can work 
with someone like Brian Clark or Derrick Halpern or Pat Flynn, all people 
who have businesses servicing bloggers. I can look at them and go, "Well, 
they're competition. They're selling things similar to me." Or, I can look at 
them and go, "We should do some kind of promotion together. In that way, 
we both win."  

So, it's just a way of looking at the internet differently and it's a wonderful 
thing. Most people don't have this advantage because in the physical world 
you've got two stores to choose from. You buy from one or the other. In the 
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internet world, people can buy from multiple places and people can get 
exposure through the competition.  

Alright, I'm just going to take a quick step back and look at the chatroom 
and make sure I haven't missed everything. Georgette, I hope that was 
helpful. That's your three questions. If you want to keep talking about that, 
feel free to email me and write your question for the next group call or 
obviously, jump in the EJ Insider if you're a member.  

Let's have a quick look here, what's going on in chat room land, make sure 
everyone is hearing me correctly. Alright, looks like Jane and Lindy... Lindy 
is helping out everyone. Great! Probably helping more with technical issues 
but good. If you do have technical issues, as I said, just grab the email that 
you originally received from me and rejoin the webinar. Restart your 
computer. That can be a part of the issues. I had the problem when my 
camera wasn't working so I had to restart my computer that's why the 
webinar was a couple of minutes late starting.  

Okay, so I haven't seen any hands raised yet to ask me a question live. If 
you want to do that, just hit the "request to speak" button in your Webinar 
Jam right hand control panel and then, I'll be able to talk to you and we can 
have a live Q&A session. 

In the meantime, I am going to jump back to the big wall of email questions 
that we've got. 

Ulrich. Ulrich is by far the most active member inside the EJ Insider 
community and I am very grateful for his active participation. If you're a 
member of the community, you probably know Ulrich well. He writes very 
long, detailed replies and questions to people and I think it's fantastic. So, 
Ulrich has asked... 

This may be way too early for me to think about, however I've often had the 
thought that I'd like to eventually end up with a community, a bit like the EJ 
Insider, not just because I like the income model if you have a premium 
membership version of it, but there's also something more fundamental 
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about interacting in a dedicated community that I like in which I know you 
know that I like. Yes, as I said at the start Ulrich. It's very clear. That's your 
thing. So, I would like to hear your thoughts on about the possible different 
strategies behind aiming for a community site early on in the process or just 
going for a regular blog with the sales funnels for products and services 
and then maybe adding a community with a paid section later. I feel that a 
community service entails some very different demands in terms of getting 
members interacting, demonstrating value, setting up a good technical 
basis and so on, that might need to be planned well in advanced. I don't 
know, you tell me. 

Okay, good question, Ulrich. The short answer is there's no reason why a 
community can't actually be your first product. If we're talking in a blog 
sales funnel or whatever, selling something on the internet using a blog and 
an email list, using whatever means you want to. Your first product can be 
a community.  

One thing to be careful of here, people are looking to solve a problem. 
What format you give them to solve that problem is a lot up to you. It can 
be an eBook. It can be a membership site. It can be a course. It can be a 
piece of software, an app. They just have the problem and you're going to 
give them what you believe is a way to solve it.  

So, if you want to go for a community first, then put that as the first thing 
you sell. What you have to be careful of though is making sure it actually 
does solve the problem. Make sure it's positioned to do that. One of the 
best ways to sort of get around that issue of perhaps trying to teach people 
things but the format of a community is a little bit more haphazard, a little 
bit more all over the place and subject matter. It's not a course. It's to 
actually include course materials inside the community. I actually know a 
number of membership sites that are basically a community like the EJ 
Insider, so a forum or people interact, but also an area that has structured 
courses, so you can download materials and go through training. It's almost 
like you're doing two things. In fact, the first version of Blog Mastermind 
had those two things together. 
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The reason I separated them in my case was simply the evolution of the 
way I've been building my business the second time around and I like the 
fact that the community is a stand-alone basically product or service that 
people can decide whether they want that or not. 

I recommend in your case, plan to add it as your first product but just think 
about how it can be used to meet the needs of your target audience and 
you might just need to tweak only what you put in the community and 
nothing else. Maybe there needs to be a more structured content area 
along with that community part. 

Also bear in mind, a lot of people go with Facebook groups today. In fact, I 
don't know many people in terms of the brand new community starting up 
that are going for forums. They're actually just creating one Facebook 
group. There's pros and cons with that. It does mean people only have this 
one wall to communicate with which is the bit that I think is far inferior to 
having a forum because the forum gives you more structured categories to 
put content into.  

But, it's a good place to start. It does mean that it seems busier because 
everyone is posting in the one thread on this Facebook wall plus it interacts 
with Facebook, so people are constantly being pulled back to that group 
because they're getting Facebook notifications. So, I consider your first 
product might be maybe a short course and a Facebook group, if you want 
to get straight into helping people along those lines. Don't overcomplicate it 
though. This can be something that's quite simple. It definitely doesn't have 
to be any more difficult than setting up your standard blog, email list, selling 
a product. There's no difference. It's just you give them access to 
community instead of a download of an eBook.  

Alright, thanks Ulrich. Happy to talk to you about that anywhere. You're in 
the community or on the next live coaching call, whatever you like. So, I'm 
going to keep moving. I don't see any live hands raised and we do have a 
lot of questions to get through plus a 20-minute tutorial to deliver at the end 
of this training as well to answer Francis's question about productivity. 
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So, next question from Cheddy, I believe that's how you pronounce that. 
With regards to naming the URL of your blog, I noticed that some 
successful bloggers use their name as their website URL while others use 
a URL domain name related to their blog topic. I currently have a domain 
name of my full name that is ready for my blog, but I would like to ask, 
which is a better option? Should I use my own name or should I pick a 
domain related to my topic?  

Good question, Cheddy. Common question. This one is one people 
struggle with at the beginning all the time. There's no right or wrong answer 
to this. I think you have to weigh up what your topic is, how complicated 
your name actually is. Is it easy to spell? You've got examples out there of 
a John Chow who's used his domain name and his name and it's caught on 
and sort of become synonymous with making money online, which is his 
niche. 

But then, you've got someone like a Pat Flynn who, yes, his name is really 
prominent but SmartPassiveIncome.com is a far better domain name than 
PatFlynn.com would be for that subject. I think that's helped him because 
it's created a stronger brand representation. 

Personally, I would choose myself to avoid the name even though my 
name actually, especially just my first name, Yaro, is quite unique which 
allows me to stand out and helps me on a lot of levels, I still think today, 
given we have to get into these very small niches, unless you're trying to be 
a Tony Robbins or you're trying to be a famous author in fiction or 
something where you don't necessarily want to register a domain name 
about the topic, then you would choose your name.  

But, I think in most situations, some kind of domain name associated with 
the subject matter of your business is going to be more effective and let's 
also not forget one key variable, sell-ability. It's very difficult to sell a 
personal branded domain name. If your name is your business and you 
want to sell it, unless that person who's going to buy it from you has the 
exact same name and even then, they don't have the same personality as 
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you, it's going to be a much harder sell. So, if you have a domain name 
that's not your name, it just makes it that much easier to sell an asset in the 
future if you want to, not that you can't sell your own personal domain 
name, but chances are you're going to get a much lower price for it in the 
future. 

So, I suggest take some time, brainstorm, choose a great domain name 
with one of your key words that describes what your business is about that 
has alliteration, has cadence, has rhyme, rhythm, all these things that 
create a memorable, easy to spell name for your business. I am not sure if 
you're in Blog Mastermind, Cheddy, but inside the Beginner Blog Tech 
training, I have a whole section in there about choosing a domain name, so 
I would go through that if you haven't already. 

Alright, moving on. Still no requests for "speak to me directly" questions, so 
I'm going to keep talking to my email list who emailed me in advance. 

This is from Danny. Danny says you briefly mention information as a form 
of podcast. How can a person package a mostly or largely informational 
podcast to make money? 

I'm not entirely sure what you mean by 'information' Danny but I'm going to 
answer the simple question here is, "How do you sell a podcast?" which I 
think should answer your question. 

So, think of it this way-- A podcast is merely a format for delivering 
information and audio, so there's no reason why you can't sell an audio 
product. In fact, I do sell audio products as to hundreds of thousands of 
people online have bought audio products. If you go to something like 
Audible, they buy eBooks but also courses. A lot of courses come in audio 
format. I actually usually take the audio format of course, as well, so, the 
way I like to look at it though with a podcast, since you're familiar with the 
format, the very basic example I can give you, you create a product that is 
a series of interviews with people around a certain subject and then, you 
sell those interviews as the package. The only differences there, you don't 
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give them away as a free podcast. You package them up. You provide 
some transcripts. You make sure the subject matter is coherent. It's there 
to solve a problem. 

A good example I was recently talking to my friend Walter who's looking to 
put together a product that is an interview series of people who have 
successfully completed Kickstarter campaigns, so they've launched their 
own products via Kickstarter. 

In his case, he's going to interview 20 people who all had a successful 
launch in Kickstarter and find out how they did it, and then sell that as a 
package of interviews. That's what a podcast product could be and that's 
how you make money from it. So, hopefully, that answers your question. 
Bear in mind, it doesn't have to be interviews. You could simply teach 
people through audio. Ten lessons, half an hour each around a subject that 
you deliver on audio format. That's a product, so don't get too caught up 
here. You sell something that has value. The format is audio and that's it. 
Some people, they give it away for free and they use iTunes and that's 
called a podcast. It's very semantic differences there. 

Alright, I'm going to keep moving on. Everyone still with me. Good to see 
you guys. Just a reminder, I do have the tutorial coming at the end of this 
live webinar on productivity, getting things done. So, make sure you stay 
tuned for that and I am certainly open to talking to people live if you want to 
jump on a call with me live. I can't answer text questions that are coming in 
the chat room because I often miss. I'll try and keep up with them. Lindy, 
who is my admin captain and customer service is in there also helping 
people with technical issues but I'm going to focus on the people who 
emailed me questions in advance because there are a lot of them and I 
want to make sure everyone gets my attention.  

Okay, Ruth. Ruth has a few questions. 

Number one. I'm a counseling therapist who sees clients face to face. I 
started doing some writing and want to expand it to blogging and online 
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coaching or counseling. I set out my website and blog a while back when I 
started my private practice. My question is whether I should begin this new 
venture from my existing website and blog (they are from Weebly not 
WordPress) or do I start over? 

Ruth, I don't know what the current status of your Weebly blog is. If it is 
hugely successful, you're getting a lot of traffic from it and that traffic is 
likely to translate into becoming customers of a counseling-coaching 
business, then stick with it. I would ask you, "Is the domain name actually 
the part that's most important?" Because if you have the domain name and 
that domain name is getting traffic, then I would stick with it if it makes 
sense for your current business. 

If it's not got traffic, if it's not really related to this business you're focusing 
on now, get a new domain name. Get on Wordpress.org. Get it set up 
properly and start a real strategic process to build this new business. I 
would love to help you do that. We can plan the domain name, help you 
come up with the landing page offer that you give away for free, an email 
course that you guide people through that sells this counseling and 
coaching service that you offer and start doing it digitally doing it online, 
and hopefully translate that into some information products as well down 
the track. 

The only reason I would not start fresh with the new one is if there is value, 
significant enough value for you to stay at the current domain name the 
Weebly part not a big issue because as I said, you can take a Weebly site, 
turn into a Wordpress site, but if the domain name is the same, then really 
not a lot changes, just the interface. 

If you have a lot of content there that you feel is valid, but maybe you're not 
getting a lot of traffic to it, then starting a new site and then importing the 
old content into the new site is a good option, too. So, for me, to answer 
this question fully, I do need to know what the status of the site is now, but 
hopefully that gives you enough to make a decision on your own question. 
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Question two... My other question is regarding the email list and newsletter. 
In our first workshop, you indicate to set up opt in forms and the welcome 
email. I am wondering what goes into the emails that will get sent out in the 
newsletter? 

Okay, just to quickly answer that first part, in workshop two I give you the 
exact emails to send out and just to clarify, it's not a newsletter. It's an 
email sequence. It's an actual email course, so a newsletter implies you're 
going to just send information maybe once a week and it's not going to be 
connected. It's not going to be in a sequence. You're just going to send 
maybe a blog post out and you're going to talk about something else. It's 
good because it's a dialogue with your audience and it keeps in touch with 
them, but I'm not teaching you that. I'm teaching you to come up with a 
strategic sequence of emails designed to sell this coaching or counseling 
service in your case. So, go through workshop two. See the structures I 
give you there and plan yourself a two-week email series that will be 
specifically designed to get people to become clients of your counseling 
service. That's what it's about. 

What you can do is create that two-week sequence and if they go through 
the whole two weeks and do not become a customer, that's when you can 
move them and start sending them a general broadcast newsletter and 
what you put in that is just more helpful information around the same 
subject area. You may even start a second email course. Maybe you move 
them from the first course. They don't sign up for counseling yet. You take 
them through a second course in the second two weeks or maybe the 
second month.  

It's up to you. Don't feel too rigid here but understand the most important 
principle is this information is designed educate and build trust in order to 
get people to become your customer. So, that's why I've given you a 
certain structure of emails to tap into when you're designing this email list. 

I'll just read the rest of your question...  
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To be clear, I know we need set up some sort of offer but I'm having trouble 
distinguishing between the actual offer, what they pay for and what they get 
for free and how to make something ongoing to keep them interested. I can 
visualize gradually having more content, but for now, I am not sure what I 
could put into a weekly newsletter. 

Okay, I think I've answered your question there already. Remember the 
free email course is a logical precursor to them wanting to do work directly 
with you. For example, think about the relationship you had with me prior to 
deciding to join Blog Mastermind in your case. You must have gone 
through a series of emails that I sent you, or I started educating you and 
giving you some advice, telling some stories and you would have start to 
learn and benefit from that, but then, you said, "Well, now I'm ready for the 
next step. I want the whole course." 

So, you're doing the same thing with your training. You're going to educate 
them. I don't know what in your therapy practice what the main issue is. 
You say you're a counseling therapist, so I don't know if that's relationship 
counseling or anger management or alcoholism or whatever it is you're 
helping people with, but let's say it's alcoholism and you give them a two-
week course that helps with the five most important steps to take to help 
deal with this problem, then you might say, "At the end of the two-week 
course, there's a whole plan I can help you set up, but it requires me doing 
some one on one time with you. Sign up for counseling." That will all 
become clear when you go through workshop two so you can see the exact 
types of emails I'm recommending. 

Don't feel too rigid with those. They don't have to be exactly how I've given 
you them, but they should give you some good structures that lead to 
building the trust necessary to get customers. 

With the last bit you wrote, I hope I am making sense for the second 
question. Basically, I am trying to figure out what my subscribers will be 
getting when I begin to promote myself. I am working on my first offer and 
then, hoping to gain clients from this for coaching and counselling. 
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Yes, perfect. You're the exact kind of person who can use this model. It's 
designed for people who already have something that they're helping 
people with. Ruth sounds like you are. So, just see at it this way. 

Your first offer is your free education. Your paid offer is the product or 
service you sell and the free offer flows into the paid offer. It's all around 
the same problem though. So, as I said in the beginning, so if it is, "I am an 
alcoholic and I can't seem to solve this problem," the free information helps 
introduce them to solutions to help solve this problem, the paid offer then 
says, "Hey, do you want to work with me more closely? Do you want more 
help sign up for some coaching or counselling?"  

The reason we do that is the email sequence, the information you give 
away for free builds the relationship, builds trust. It does the heavy lifting for 
you, so you never have to push hard to make the sale. People find your 
work. They study your work. They buy your product. They buy your service. 
That will happen organically because they've already built that relationship 
from the content you give them. 

Just imagine, you have a new person who is searching for information 
around the problem you help people solve, what's the best ideas? If you 
have five emails to give them, what are the best five ideas you can give 
them in those five emails? There is more detail to that. I can't go into each 
of the specific types of emails. That's what Blog Mastermind teaches. So, 
go through workshop one, go through workshop two. In fact, workshop 
three, four, five and six will also help with this because as I said, you're the 
perfect type of person for this. 

I believe Blog Mastermind will definitely answer your questions and we can 
talk more. If you're finding yourself still getting confused, please jump on 
the next live training, or if you're inside the EJ Insider community as well, 
you can leave a question there and we can have a chat there. 

Alright, thank you, Ruth for your question. I hope that was helpful. I believe 
we have some hands raised, while I have a sip of water, I'm going to see 
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who would like to talk. Ruth, well... I'm going to jump back to my live 
window, and Ruth I'm going to see if I can get you to speak and see if I've 
answered your question. So Ruth, you're going to be prompted now to 
jump on live with me. I'm assuming it's the same Ruth and we'll see how we 
go with this. 

Here we go... Well I'm not sure if that might not have worked, Ruth. Maybe 
you heard the-- Oh, here we go. Here she is. 

Ruth, hello! Hi Ruth, you're live. 

RUTH: Hi! I just got the camera right. So, I am not the same Ruth. I'm the 
other Ruth. 

YARO: Oh [laughter]! Good, we have a completely new question then. How 
can I help? 

RUTH: Yes, but it's related because one of the things she brought up was 
about feeding people into her getting more coaching, private counseling 
clients. My problem is that I already have more than enough of that kind of 
work and I am looking to develop income streams so that, they are not time 
sensitive and so, I'm having a hard time getting my head around what I can 
offer that doesn't look like too much work. I actually emailed you but just 
confirm what I thought that maybe you didn't get it. The whole funnel that 
leads people to like that, their private coaching is not my goal. So, I need 
and maybe it's a  series of eBooks like you mentioned before but,  [36:01] 
we're getting clearer about exactly what my funnel looks like. 

YARO: Okay, what do you help people do? 

RUTH: I do work similar to Joel Friedlander. I help people through the self-
publishing process including design and layout. So, authors who want to 
get their books published, they come to me as like a book midwife and I 
teach them what I need to know about self-publishing and actually a little lot 
of them do the actual book layout cover design and sometimes a little 
marketing. 
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YARO: Okay, so of those services, which ones could be turned into 
something that you don't personally do either a course or maybe even an 
outsourced person does that work for your client.  

Basically, we need to figure out what's the reason they are coming to you in 
the first place and you should know that. It sounds like you've worked with 
more than enough people to know what they want and then, what can we 
translate from what you already do into something that you aren't 
personally delivering.  

So, courses, eBooks, live trainings that can be recorded and then, 
delivered digitally, done for you services where you're not the person doing 
the service so you could contract in designers for book covers. I don't know 
the specifics of what exactly you do, but from your point of view, what of 
those things could be turned into something where it's not your job to do it. 

RUTH: Well, I do enjoy the hands on work of creating something out of 
nothing but I want to have something on top of that, and I think if you just 
started, I think it has to do with education. So, I started a list of books, 
whether their eBooks or print books or both that I could have for sale and 
so, yes, maybe there's an Amazon thing after my free giveaway.  

YARO: Do you have a free giveaway already? 

RUTH: I don't. I have it personally with me. I've done some presentations 
on the ten steps through the self-publishing process and I would say we 
have been doing a giveaway around that kind of thing. And, that would be 
the freebie and then, beyond that, the certain chunks of information that 
people in this business find challenging. So, like why do they need both 
creative space and this other company, Income Spark? That is the one that 
I am working on right now or why do they need to have their own website?  

I'm thinking along the lines of a series of information products that answer 
the critical questions that I get all the time. 
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YARO: That sounds good. My only piece of advice is to think bigger than 
an eBook. An eBook is a front-end product. There is nothing wrong with 
doing that but if this is the first digital training product that you're going to 
charge money for, you'll get to a higher profit margin if you make the jump 
to maybe like a $200 or a $300 training. I wouldn't call it a flagship course. 
We're not quite Blog Mastermind or a $1000 or $2000 product level. That 
for sure, in the future is we're doing. It just takes longer to create it all and 
it's nice to start with something that you could actually sell very quickly and 
if you, for example, do exactly what you said but make it some kind of live 
webinar training where instead of you sitting down and creating the product 
now, you just sell straight away. So, take the funnel that we talked about. 
You're going to create the freebie. You're going to get people on to an 
email list and then, you're going to say, "The next step for you is to come 
and work through my four-week plan out this whole process for your book." 
Give them the most important things that you know for sure they need to 
work through. It's the next level of training beyond the free stuff. It's some 
time with you perhaps to do question and answer. But, what you do is you 
record it. So, the first time you do it, it's going to take your time. You're 
going to sit there, prepare some slides. Teach. Do some Q&A, but you 
record all of it. And, when it's all done, you can then basically set that 
funnel up to work by itself with being hands off. 

So, people come to your blog. They join your email list and then, they get 
offered this four-week course that's recordings now for $197 or whatever 
pricing point you decide and that's your first main product funnel, your first 
basic channel you're trying to get up and running. And once you've got that, 
it's nice because you can direct people to it anytime. You can start focusing 
more on marketing, focusing on growing your audience knowing that you've 
got a channel for them to work through. It doesn't lead to labor for you. 

For example, me now, I can go and market myself significantly knowing 
that the more audience I track leads to more sales of products that don't 
require me doing anymore than I already do. I still do webinars like this and 
I still talk in the community but I can add more people to this without 
increasing my workload. So, you want to do that. Get more digital products 
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and long term, I would love for you to have a whole funnel like I talked 
about in Blog Mastermind, a lower-priced product because at the end of the 
day, it is easier to sell someone a $20 eBook than a $200 course and a 
person who buys a $20 eBook will more likely buy your $200 course once 
they're finished the ebook. That's the principle. 

RUTH: Okay. But you were just talking about doing the $200 course first.  

YARO: I suggest that because you'll make more money in the short term. 
There are different ways you can do this. Some people go straight to the 
$1000 course. They sell that first but, usually those are people who already 
have an audience, have already sold to their audience beforehand, and 
they're very clear that when they launched this course, they're going to 
have buyers. 

If you don't have that confidence yet, then start with something that's not as 
big a commitment and I think, what I love about the courses you sell before 
you create, you could go through this whole process and plan it, build some 
content that you give away for free, and then, you can actually say, "I am 
running this course," and see if anyone signs up. If no one signs up, you 
don't have to commit yourself to creating it then. It gives you the fail safe to 
make sure you're getting everything else right. 

What I don't want you to do is go on spend three months writing an eBook 
or six months preparing a course then put it out there and have two buyers. 
That's just going to be potentially because you chose the wrong market or 
you didn't position it right. So, you want to basically focus on the pieces of 
the puzzle that are more important first and a lot of this is about the 
positioning.  

You have an advantage though. You've got customers already buying from 
you. All you need to do is take what you already know, you already know 
what they want and you already know what their goal is and you already 
know why they come to you and choose to buy from you, I hope. If not, ask 
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them. You'll ask them the question and then, take the answers to those 
questions and put a digital product in front of them instead of you right now. 

The beautiful thing is you can keep the exact same funnel. That's why, in 
Blog Mastermind, I say sell coaching first because most people don't know 
what you know. You've got customers. That gives you an insight. So, most 
people have to get that first, but since you've got that, you can go straight 
to the, "Let's build a funnel but not end with coaching, let's end with my first 
digital product." I think a $200 or a $300 product is a good one to start with. 
Ten sales a month and you're doing $3000 a month. So, it's a good goal to 
aim for. 

RUTH: So, in terms of content, if I am looking at my existing customers and 
there are a lot more people that know more about me than beyond my 
existing customers but my existing customers already know a lot because 
I've already walked them through this process. 

However, there are some drill down information that I often just handle for 
them. So, the content I am thinking about is teach them more how to do it 
themselves. 

YARO: Yes, do you have an email list? 

RUTH: I have an email list that I have been building but I haven't been 
emailing anybody. 

YARO: Okay.  

RUTH: And, I have a blog but I haven't been blogging.  

YARO: [Chuckle] You're probably too busy servicing your customers. 

RUTH: I am. I know Francis, if that's the Francis I'm thinking about. She 
and I have a similar problem. 

YARO: Right, well the good thing about the transition from not doing the 
services you sell to selling products, there's a time where you're just too 

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


 

 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 23 

crazy busy because you're doing both at once, but once you get the 
products done, you can start saying no to clients and it becomes better and 
better with your time management.  

But, I would spend a bit of time just asking some questions before you 
commit the product. It sounds to me like you're pretty close to knowing 
what that product should be about and what should go into it, but ask both 
groups. Ask the people who bought from you and ask the people who have 
not bought from you but are paying attention to you still. That would be 
everyone on your email list or everyone reading your blog who hasn't 
purchased from you, probably a larger majority usually is because they 
might want something from you that you haven't offered yet. Until you ask 
these questions, start getting a bit of feedback, you're kind of guessing a 
little bit to you. 

Surveys, yes but I actually like write a very simple blog post, end the blog 
post with a question, send an email to your email list through the blog post. 
See what they say and start thinking about not just what goes in to the 
product, that's important but also, when you go to the world and say, "I hae 
a product. It does this." What are you going to say it does? Because that's 
what people really care about. They already come to you thinking, "Ruth 
can do this for me and I want that." If they go, "Ruth has a product that can 
do this or teach me how to do it and I want that," you want to make sure 
you got that line ducked really, really tightly to what they want and that can 
take a bit of fine tuning. 

RUTH: Yes, okay. Great, thank you so much. 

YARO: No problem, Ruth. Let us know what you end up deciding on. 

RUTH: Yes, I will. 

YARO: Okay, I'm going to attempt to kick you off now. This is always the 
tricky part, it may or may not work because you disappeared from my... 
Here it is. 
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RUTH: Oh, I see that there was a continue button but I forgot to click on it. 

YARO: Can you click the continue button [chuckle] then, I can boot you off, 
I think. Otherwise, I'll have to do it the manual way which is a bit rough. 

RUTH: Hold on. No. Continue. It doesn't do anything. 

YARO: Alright, I am going to do it the other way. 

RUTH: There you go. I think we're back. 

YARO: Either way, I'm going to have to kick you off. If it kicks you off too 
far, just rejoin but you should only just be back into the other channel. So, 
here we go. 

RUTH: Okay, I'm looking at two screens. 

YARO: Alright, thank you Ruth. I've just got to jump to Allan because Allan 
has his hands raised for a while. Allan, you're about to come online, 
theoretically. Allan, when you see the promptings, press yes on 
everything... And then, we'll jump back to the email questions. Although I 
think I've got one from Jessica as well while we wait for Allan to see if he 
can come on... 

Just for anyone who is wondering how you can speak to me, just hit that 
"Request to speak" button at the top of the Webinar Jam right side panel. 
Allan, I am not sure whether you are currently in the process of coming 
online. I think you are. Here we go. Yes, he is. Here it is... It seems to me it 
takes about ten seconds to get people actually live onto the call. Allan, can 
you hear me? Looks like you're halfway there... 

Allan, I'm not sure, it says you're live, so I am not sure if whether your 
microphone is not working, your camera is not working but it says you are 
here with me right now. If it's not going to work, I'm going to bring in Jessica 
and see if that works.  
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Alright, Allan try again. Apologies for any technical problems you might be 
having. You can raise your hand again. If you're not seeing the Webinar 
Jam control panel on the right side though, make sure you are because 
that's the way to interact with me through this system. Without that, you still 
could possibly join but it won't work correctly. 

We'll see if Jessica's does. Whenever you get prompted when join me, you 
have to say yes to all the boxes that pop up. In that way, it should work, but 
it's always a bit [unclear]. We're on a Google Hangout here and the 
technology can be a bit troublesome depending how it is that the person's 
other end, if your internet connection is not great, or your camera is not 
great, or your microphone is not great, not much I can do about that. With 
me, I'm aired [unclear], so I always have my fingers crossed that the Wi-Fi 
will be good wherever I go. Vancouver is a fairly well-wired city. So far, it's 
been pretty good but not as good as San Francisco where I came from last. 
At that place it's got Wi-Fi everywhere even restaurants you won't expect to 
have Wi-Fi have Wi-Fi.  

Well I'm rambling along here seeing if Jessica will join us but I don't know if 
she's has success joining us or not. Since she hasn't by the looks of things, 
I'm going to jump back to my big collection of text questions that were sent 
by email from people who could not make it live or perhaps were a little shy 
and didn't want to speak to me live, so the next question is from Miro.  

Miro asks number one, I am writing my front end offer, my eBook as 
mentioned already, The Cheapest Flight 2.0. Honestly, I am too busy for 
the product alone and also my writing style is short. Can I not write like 
some people 100 pages about simple things? I will have about 20 pages. Is 
it okay? 

Yes, you can certainly sell a 20-page eBook if you really have some great 
stuff in 20 pages. It's a little bit on the short side. I've seen some eBooks 
that are 30 pages or 40 pages that people charge for. I think you could pull 
off 20 pages. It just has to be pretty amazing content. You really have to 
give them the value. Remember, an eBook if someone spends $30, they 
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have to see that they got $30 of value. In your case, Miro, if they can save 
themselves at least $30 or however much you charge for the eBook, with 
one of the ideas you have in those 20 pages, it's worth it.  

So, I would use that when you sell this book, mention a phrase. This is 
what you would call a risk reversal phrase where you'd say, "If you don't 
make at least as much as the cost of this book in savings on your flights as 
a result of the techniques I teach you in the book then you can have your 
money back." That should be something you can pretty much guarantee if 
they apply one of your techniques, I would assume.  

Inside there is a much higher value because with flight tickets, you can 
save thousands of dollars in the long run. 

Yes, okay. I totally agree with you.  

May I also use Upwork or other freelancing sites to finish my product? The 
main structure is ready and I will put it into the main content. 

Yes, of course. You can certainly outsource the contractors. I currently 
have a project manager. Well, I have two people. I have a project manager, 
Laura and my podcast manager, Neroli who have been creating two 
bonuses that I am including with one of my products. You have to think 
about the quality first, that's what important, but there are some things that I 
think you shouldn't be creating as part of the product like the two bonuses I 
am making. I shouldn't spend my time on those bonuses because they're 
just not in my strength. They are more research based. They are writing 
about subjects I don't know about. So, you can certainly hire people to 
create aspects of a product. I would definitely encourage that, Miro.  

Two, I want to set up my funnel but I have nothing on the back end yet or 
some other membership sites or something. I have some ideas but I am too 
busy and overwhelmed with my current job. 

That's fine. You don't have to do a back end straight away. Have a front 
end. The one thing I can suggest thought is back ends can be rapidly 
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created. You don't have to have full blown courses of $1000. You can start 
with simple things like perhaps a forum or a Facebook group. You go to 
Facebook. You switch it on. You could say that your mentoring group or 
your high-end coaching group, and maybe charge a higher price for that, 
maybe you charge $100 a month to access you in this private Facebook 
group if they want even more help him beyond what you give them in the 
eBook. 

So, just think a little bit outside the box and your back end offers, certainly 
your upsells. Let's say they buy this travel hacking book from you, Miro for 
$50. When they go through the checkout process, offer them a free month 
trial of your group community coaching in a Facebook group, one month 
free and then, $49 a month ongoing if they want to stay a member, and you 
can interact with them in that Facebook group. That's a form of a back end. 
It's really more of a front end upsell.  

But, it's an easier way to add more value, increase the return you make on 
your initial front end purchase. I recommend you really think about those 
things now because if you don't do them, you leave money on the table. 
The day you go out there and start offering a product, if you don't have 
upsells, you're immediately leaving potential income because when a 
person buys a product, that's a unique window of opportunity. You've got to 
potentially sell them more. You will never get that again with them except 
for the first time they buy that product, so take advantage of it if you can. 

And three, I've decided to start paid advertisements in Facebook, Google 
banners or text ads directly for my front end product to video sales letter. 
Maybe I will send them to a blog post where I'll give opt in or redirect for a 
video sales letter. Is it okay?  

Yes. That sounds like a traditional paid advertising campaign. You go, 
"Here's an ad. Click through to a video." The video teaches them 
something and also sells your product, a video sales letter. It's really a 
video educational content that happens to have selling in it. 

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


 

 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 28 

I think that's fine but just be careful you are tracking your metrics. With paid 
advertising, if you don't know you're making a certain amount of dollar per 
click, you have to make sure the math works out. You're going to spend 
$100 a week on Facebook ads. You better be selling at least four copies of 
your $30 book or two copies of the book plus two people into that 
community membership site. The return on investment has to be there. It's 
really important with paid advertising because you're losing money if you 
don't get it right. It's the good thing about free sources of traffic. You're not 
losing money. You're losing time which on some levels is worse, but make 
sure you're tracking. Really important. 

But, I definitely encourage you to get out there and do things like this. I like 
the fact that you're taking action. I like that you're trying to get in front of 
audiences. Just understand that there is a process. You don't just switch on 
a Facebook ad and it works first time. You might need to re-jing your 
campaigns. You might need to re-do the video sales letter. You might need 
to put an email opt in and send them some emails first then show them the 
video sales letter. But, you're not going to know this until you try. So, I 
encourage the action. That is definitely fantastic, Miro. 

Alright, before I jump into Deniss's first question, I'm just going to jump 
back and see the people who were trying to get on the line with me 
before... Alright, Jessica, I think we're going to have another shot at this. 

Okay, one more time, Jessica. Here we go and hopefully, this time... Allan, 
I am sorry. I don't know what happened to you with it but it can be a bit 
tricky at the other end. When you get asked to come speak to me, you 
have to say yes to all the windows. Your camera has to be working. Your 
microphone has to be working. You have to be logged in with Webinar 
Jam. 

If you don't have all those things correct, then it won't work. 

Ah, here we go, Jessica. I see your face popping up. You're on, Jessica. 
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JESSICA: Hi, sorry about that. I got kicked out before. Looks like I have a 
couple more permissions. 

YARO: Alright, keep saying yes and then, ask away. 

JESSICA: Okay. 

YARO: We're watching you while you do this [laughter]. 

JESSICA: [Chuckle] I know. It's asked me like four... Okay, I think I got it. 

YARO: Okay. 

JESSICA: Oh hi, hi everybody! Hi Yaro!  

I have three questions. I hope that's okay. 

YARO: No problem. 

JESSICA: The first one is I'm having trouble coming up with me story and 
copy in a way that's compelling to my readers and people who are going to 
be interested in my product.  

I teach jewelry making which is just one of those irrational passions. I'm 
having a really hard time coming up with something that's really compelling 
like speaking to a problem that what I teach is solving. 

YARO: Right. 

JESSICA: So, I'd love to hear what you have to say about that. 

YARO: Well, irrational passions are one of those that don't necessarily 
have a problem. They have a desire more than a problem. In your case, I 
would have a story that you use to demonstrate two things -- your desire, 
your passion for jewelry which you obviously have, otherwise, you wouldn't 
be in the industry, and how that translated into what makes you unique and 
your products unique thus you want to buy from you.  
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You're basically, instead of educating people on why you're a good teacher, 
in this case you're a good source of jewelry. So, what is it about you that 
makes you a good source of jewelry within your story. Maybe you've spent 
a lot more time finding out the unique nuances of the type of jewelry you 
source, maybe you source some certain places that other people don't 
know about because of the amazing holidays that you've been on that you 
could talk about... I don't know what your background story is. Try and find 
the... It's almost like romance here or a fairytale less a hero's journey 
because you haven't overcome a challenge necessarily to fix something 
about your life. You just found something unique and special and you want 
to share that and that's what your story should relay in this case. That 
makes sense? 

JESSICA: Yes. Okay, so my second question is how do I know if I need to 
start a new site to sell my product because I get pretty decent traffic to my 
current site which is jewelrytutorialHQ.com. I'm getting like 68,000 page 
views a month, but I am wondering if it's too broad to fall into my product.  

I started that site a couple of years ago with the advertising model knowing 
the eventually I was going to sell my own product, which I finally have now. 
I have my first course. I do want to be able to sell courses teaching a 
variety of techniques, so I don't want to kind of be gentle on myself into this 
one particular technique that my first course happens to be about. 

YARO: Okay, can we take a step back here?  

JESSICA: Yes. 

YARO: With the jewelry, are you actually selling jewelry or are you selling 
to people how to make jewelry? 

JESSICA: This site is teaching people how to make jewelry. I have a 
jewelry business on the side but I am transitioning into more on digital 
products on teaching people how to make jewelry and do whatever they 
want to do and sell it. 
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YARO: So, when I asked about your life story just previously were you 
relating that to you as a teacher of how to make a jewelry or a seller of 
jewelry? 

JESSICA: How to make jewelries since the products that I am selling on 
this site is how to make jewelry. 

YARO: Okay, so let me just go back a step for the previous answers. I 
thought you were selling jewelries so then, it was more about how unique 
the jewelry is sourced and that's where your story ties in. 

In this case, you are actually solving, well, it's not a problem as much as, 
like you said, it's an irrational passion, but these are people who are, they 
are still trying to learn how to do something. They're problem is I don't know 
how to make jewelry. So, there is a problem to be solved. It's different to, "I 
just want to buy jewelry" which is there's no problem there. I am just 
spending my money and I have to decide from one of the others. 

So, in this case, you can tie your story into how you came up with your 
techniques, how you became a brilliant jewelry maker. That's what your 
story should tap into which then makes answering the second question 
easier. I was going to say Jewelry Tutorial HQ doesn't sound like a place to 
sell jewelry. It sounds like a place to teach people how to make jewelry. If 
that's what you want to do, then that's fine. Don't get a new domain name. 
You've got traffic.  

Earlier in the call today, I was talking to someone else from the email 
questions and they were asking the same thing. Should I start a new site? I 
don't know where they're at currently but it sounds to me you're at 60,000 
page views. You've got content. You've got traffic. I'm assuming some of 
those people are joining an email list and you maybe even be already 
starting to sell your first course there. So, that's momentum. I would 
definitely not throw that away. Why are you even considering throwing that 
away? 
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JESSICA: That's not what I expected you to say but that's what I wanted to 
hear. 

YARO: Why were you expecting that you'd want to start a new one? 

JESSICA: Because of what I have read from your Blog Profits Blueprint 
and what I have done so far with the modules in the Mastermind. It seems 
like everything you say is you got to be really, really specific. So, I guess, I 
just took that to the extreme thinking that jewelry making is this huge world. 
There are so many different techniques and my first course is just one 
specific technique which is making wire jewelry. So, there's a whole world 
out there of different things and I've written it out several of them, I make 
videos and I've written about several of them, so I think it's kind of hard to 
know which topic do people who are coming to my site are interested in 
and then, at the same time, it's probably safe to say that they are going to 
be interested in more than one. So, I guess I just took it to the extreme. 

YARO: Yes, I know you're right and yes, we do want to narrow down but 
that doesn't mean you have to lose the domain name. That is pretty 
narrow, at least it's on the topic. 

So, if you look at it, your domain name and your blog is like an umbrella in 
the world of jewelry tutorials. Where you're going narrow is actually the opt 
in form because that's where you're saying, "I want to teach you how to 
make one specific type of jewelry or use one specific technique. Join this 
email list if that's what you want to do." 

Everyone who pays attention to you, I assume, want to learn how to do 
jewelry. Maybe not all of them want to learn that technique or that style, so 
that's when you can start having segmented email lists. Obviously, start 
with the first one. Sell the first course. Get some cash flow but definitely, 
don't discard domain name. That is pretty on topic. 

If you had made clothing and you want to do jewelry, then I'd go, "Okay, no. 
You're outside of the main category," but in this case, you're in the 
category. 
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JESSICA: Great, okay thank you. My last question is... I know it's different 
for everyone and for every product but what do you think is a good 
conversion rate of, a ballpark figure going from a free training series into 
the course that you're upselling? I just want to know if I am on the right 
track and tweak my messaging and my sales funnel before I start sending a 
lot of paid traffic to it. So, what should I aim for? 

YARO: When you say conversion rate, do you mean from blog to opting in 
to your email list or just opting into email list? 

JESSICA: No. Okay, so I set up a free series of videos. It's free videos that 
are dripped out over ten days and people who are going through that 
training, the end is like I am selling my course. So, that conversion from the 
people who have joined the free training, who have gone through the 
training and then over to paying students. 

YARO: Okay, so you want to know the conversion rate for customers, 
basically. 

JESSICA: Yes. 

YARO: Okay. Yes, it's obviously like you said, it's different for everyone. 
The norms are around the three to five percent will buy from a targeted 
mailing list. That can be a lot higher. It can be a lot lower. A lot of it 
depends on the source of the traffic. This is why it can be tricky because if 
you try and compare blog readership to paid audience, that blog readership 
may have been aware of you for the last two years and have been jumping 
in and out reading your articles now and then, watching your videos now 
and then. So, they already have some kind of trust where paid audience 
never heard of you before. You're relying on those three videos to do the 
work and for certain people, that's all they need. For some other people, it 
won't be enough. So, you won't know ultimately. 

Where this becomes important is actually how much you target paid 
advertising. That's where you need to get narrow. You'll be a better 
conversion rate because of the source of your traffic. 
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Sometimes, it's difficult to know what's breaking down when you got a 
system like this and that's why it's nice if you already have your own 
customer base, your own email database because you can do everything 
internally and you can prove to yourself, there is a market. They buy my 
product. You know your own conversion rate and at least, you're not going 
out there with nothing as a baseline. And, if you don't have that, it's more 
difficult because you are going out there cold. Cold audience. No numbers 
to back it up.  

But, to answer your question, it is 5%. I can't answer that for jewelry though 
having not had any experience working with or selling to that market, I don't 
know but I know certainly people teaching internet marketing, social media, 
even as far as perhaps like selling people book publishing products, 
anywhere that's kind of more information marketing, I don't see, because 
you're dealing with a group of people, you're in the hobbyist category. 
You're with like, no offense, but the knitters and the groups that are... And, 
that might actually convert higher because they are probably not getting 
bombarded with quite as much hype selling in my industry. There's a very 
high level of skepticism in things like finance, make money online, but it's 
not as prevalent in the markets outside of that. It's becoming more so 
because people are becoming more skilled. 

The plus side is you, if you apply these techniques will have an advantage 
because most people just won't have the skill set to do good internet 
marketing, to use a three-part video series and include scarcity and include 
urgency. It will only be a handful of people in your space who do a good job 
of that.  

The funny thing with this question is it's actually not important what the 
conversion rate is as much as the return on investment. It's more about the 
value of the customer versus the cost because you can run on a 1% 
conversion rate if there's a margin there, or you can run on a 15% 
conversion rate.  
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But, what you don't want is if you need a 15% conversion rate, then that 
might be too high. What you might actually have to do is don't look too 
much of the conversion rate. Look at increasing the value you get from 
each conversion so that's when things like having an upsell becomes really 
important, turning a person from paying $50 into paying $200, and then the 
average becomes $150 value per customer, that means you have a lot 
more to play with your advertising. Those are the things to really focus on. 
They call it lifetime value but certainly the value in this case for your first 
funnel, how much you make per sale is really important. 

JESSICA: Okay, the other thing I've been kind of confused about is I set up 
the paid course first and started selling out before I created free training. So 
now that I got that sales funnel set up for the free training, I'm kind of 
struggling with which do I advertise? Do I advertise both? Do I like probably 
on my sidebar on my blog, I have an embedded video that's like a promo 
video for the course with a link to sign up to the paid page. And then, I just 
put in the pop up that's the opt in form for the free training.  

I don't want to send mixed messages. I don't want to confuse anybody. I 
feel like a little confused myself like what's the best way to go about? 

YARO: Free training. Get them on to your email list. Everything should be 
straight to email list. It sometimes feel counter-intuitive because you think, 
"But I don't make money if I don't put the course in front of people," but 
what you're doing is you're putting education and trust building materials in 
front of prospects and that will lead to higher customers because they are 
seeing what they need to see before they see the offer for your product.  

If you have it, that they go straight to the offer for your product, you're kind 
of relying that they've gone through some kind of experience with you. 
Maybe they read a blog post. Maybe they watched a video on YouTube 
and then, they just happen to be ready to buy, but you will do a lot better 
with getting everyone on to the email list.  
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Forget about anything else. Get them on to the email list. Structure that 
email list to sell that product. That's certain but if you think about it, it's nice 
to know you only got one step at each point. There's no confusion.  

I struggled this myself because I've got more than one free resource. That's 
when you can really get confused if you don't know which free one to put in 
front of people. But, if you're just starting with your first funnel, one free 
resource, it's great. Come to, "Here's my free content on my blog, on my 
YouTube channel." There's only one next step. Get on this email list. And 
then, once again on this email list, there's only one next step. Buy my 
product. So, it's very linear. 

JESSICA: Yes, that makes a lot of sense. 

YARO: Yes. 

JESSICA: Awesome. Okay, thank you so much. 

YARO: No problem, Jessica. Glad you could join us.  

JESSICA: You could have find me. 

YARO: Yes, hopefully if you have any more questions, just feel free to raise 
your hand again. I'm going to be here until all questions are answered but 
let me know how you go with that funnel. I'd love to hear when you start 
making sales. Especially in jewelry, I don't have many people who have 
case studies about jewelries, so it would be great to hear one from you.  

JESSICA: So far, it's going well. I am excited to take it to the next level, 
everything that I am learning. So, thank you. 

YARO: Awesome, alright. Well talk to you soon. I'm going to do the boot 
you off thing. If you get completely booted and you want to come back, just 
use that link in your email again. 

JESSICA: Okay. 
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YARO: Alright... Okay, so I think Cherry has got a question. Cherry, I am 
going to press the button and invite you on and hopefully, you will be able 
to say yes to all the windows you see pop up when you get invited by 
Webinar Jam and Google to join me and then, you will pop up and be live. I 
have plenty more email questions still to get through. 

Well Cherry, if Cherry comes online, if not, I will jump to the email 
questions. But wow, we've got some good questions and we still have a 20-
minute video tutorial at the end of this webinar that I will be broadcasting to 
you guys on productivity to answer Francis's question about how to get the 
most of a little amount of time. If you have a very busy life and you're trying 
to build this online business, how can you make use of a small amount of 
time to get things done?  

I have a 20-minute presentation to introduce you to some of the strategies 
and productivity advice I can give you. There's a lot. I've actually got quite a 
lot inside Blog Mastermind and my Mindset and Productivity e-guide, as 
well, but I'll get through some of the most important ones at the end of this 
webinar in the tutorial. 

Cherry, I have a feeling that didn't work. So, if you want to try and raise 
your hand again, I'm going to continue to answer questions from email. 

Hopefully, everything's okay in the chatroom guys. I know Lindy was there 
helping you with technical problems.  

Dennis. Question one for Dennis... 

Do you have a list of coaching resources either one coach who can take 
me all the way from beginning to end and ongoing all aspects or a list of 
different coaches I can work with for hire that's strung together, so to 
speak, could help me move correctly through each of the many functions 
required. 
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In your program, you mentioned a resource or two to go to help people get 
through the initial technical setup aspects. They perform the service for a 
very reasonable cost.  

Yes, that's Carrie from TheBlogMechanic.com. I recommend her for all your 
technical set up issues.  

That's what I would like to find for every step of the way. I think that will 
kind of help. I would produce excellent material. I already have a 
commercial talk radio station. 

Alright, so in summary, you're looking for a... oh, I think we got Cherry 
coming on. Cherry, just give me two seconds. I got to finish answering 
Dennis's question, then we'll jump on with you, okay? Okay. 

Dennis, yes. The short answer is it's difficult to find a coach who will handle 
all aspects for you because it sounds like you are looking for a person who 
is not only will be there for technical things but also for the mentoring and 
the coaching and possibly doing other aspects for you and that's going to 
cost a lot of money, too, if you want someone who's working a lot of hours 
with you. 

What I suggest you do is jump inside, I'm not sure if you're a member of the 
EJ Insider because I actually think there's a couple of people inside the EJ 
Insider who would be good resources for this. They'd be the sounding 
board. I think in your case, you actually just need a little bit of advice to fill 
some knowledge gaps in what you're trying to do because you're probably 
hitting too many areas where you're confused. You don't know what you 
don't know and you just want someone to keep turning to probably on a 
telephone call. 

Cherry, we'll be with you in a sec there. We can hear you. You're live. 

Dennis, if that's the first place, there's a few other places you can go for 
that kind of coach though that aren't high-priced. You can find a $50 an 
hour kind of coach. Bearing in mind, they're going to be a bit potentially, not 
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great at everything. You just can't get someone who is great at everything 
at the $50 level. You can get a lot of high-priced coaches, the $400 an 
hour, $300 an hour, even people who you can sign up for $10,000 yearly 
program, but they are not going to hold your hand just closely as you need. 

The place I recommend to find those $50 an hour coach is, they may not 
be great though, are places like the Warrior Forum. The Warrior Forum has  
a lot of people who offer their coaching services and are quite willing to 
basically answer any questions. They'll make themselves available over 
Skype and you can just talk to them whenever you want to and they'll just 
charge pretty much on an hourly basis. So, it's TheWarriorForum.com and 
you'll find it. 

Just be careful, that forum is full of opportunities, very easy to get 
distracted, so many shiny objects in there, so make sure you don't buy 
anything you don't need. That's my piece of advice for that one. But also, 
come inside the EJ Insider community and ask this question if you can. I 
think you'll get a lot from working with our members who might just be two 
steps ahead of you. I can think of one example, Sue Ann Dan Levy. She's 
a member inside my program and she knows blogging really well and she's 
coached people. She's a great person. She runs Successful Blogging. Let 
me just double check I've got the right name to that -- I can't remember if 
it's Successful Blogger or Successful Blogging. Just to make sure, Sue Ann 
Dan Levy from SuccessfulBlogging.com. So, if you want to look her up, 
she's very familiar with my materials. I don't know what her currently hourly 
rate is. It might be too high but that's definitely a good starting person as 
well. 

So, hopefully that will help you. I'm going to answer your second question 
in a moment, Dennis first because I've got Cherry standing by patiently.  

Cherry, hello.  

CHERRY: Hi. Sorry about that if I was making a noise in the background. I 
kept [unclear] all the time. 
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YARO: No problem. 

CHERRY: Okay, so I'm very new to your EJ Insider. I don't know if you 
remember my story, but I just moved from South Africa to Australia, so I've 
been out of touch for a little while and I came to it full on now.  

I'm right at the beginning of my journey with this. I have written quite a lot of 
content. I'm not yet using a blog but I'm using a website system and my 
situation is that, at the moment, I do have some people coming to the site 
but I don't have a lot of readership that I know of. And, I'm just really 
wondering, what is my very first step because we had a quick email 
conversation about this all message conversation about this through the 
forum but I was thinking it would be going straight into coaching because 
the thing being that I don't really know the exact questions that my 
audience or my potential audience are asking yet. So, to develop a product 
straight away, it seems to me, I could spend a lot of time and then, find that 
I am answering questions that they want answered, do you know what I 
mean? They want an answer to. 

YARO: I totally agree. 

CHERRY: So... But then... Sorry. 

YARO: No, perfect. Keep going. You're saying all the right things. 

CHERRY: But then, my other thought for it was well, okay, if I do start 
getting people, I should be capturing their email address, so I should start 
off with a free product and then, start talking about my coaching. But, I 
don't even know... I suppose this is questions in one, is that the right step 
or are those the right steps? And secondly, as far as readership is 
concerned, how do I actually get more people coming there that I can 
capture them? Do you know what I am trying to say? 

YARO: Right. 
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Let's start at the beginning. What do you help people do? What's the top 
level? 

CHERRY: My niche is financial freedom for women but I've chosen a URL 
that's "financially free woman," which I love but I'm wondering if it really 
says what I do because what I'm actually really passionate about is having 
people understand that they can have freedom in their life and that they 
don't have to work necessarily these long hours to lead their lives because 
money is important. You can actually get by with a lot less money. You do 
need money. You do need money obviously but a lot less money and so, 
it's more geared towards that side of things. 

YARO: What do you teach though, Cherry? What's your system for getting 
that outcome? 

CHERRY: Okay, so the system is first it's theoretical as in, actually, virtually 
understanding what you're doing with your money? Where is it going? Etc., 
etc, those sorts of things which is quite easy to teach people. 

YARO: It's like finance and budgeting? Is that what you mean? 

CHERRY: Yes, absolutely. And, realizing that you're probably wasting a lot 
of money that you don't even know, that sort of thing. But then, the next 
step is mindset. Believe really, really strongly. It's how you're thinking 
about-- 

YARO: Can I stop you there because I know where this can go because I 
know you've got the big picture of the subject that you help people with and 
it's very common scenario where the answer is mindset, but that's not what 
you go out and enter the marketplace with because it's harder to sell that. 
People have a much more specific problem. That's what you're talking 
about why you want to be coaching because you want to narrow in on what 
you're doing. 

And, that's why I ask you kind of like what's your system in particular? 
What's your technique? It doesn't have to be all of them. Just give me one 

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


 

 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 42 

technique. And, even if I can just extrapolate, let's say you have a 
budgeting technique, that's just one thing you teach. It's a gateway to 
everything and help people with but this is one aspect. 

The good thing about something like that, budgeting ties in to the problem 
of getting out of debt and that may not be the market you see yourself in 
but that's actually a great offer to attract people into your world and you 
help them do that. So, you could be offering as a free giveaway as you 
talked about as a step -by-step series of techniques for women to get out of 
maybe $10,000 worth of debt.  

I'm choosing specific numbers, not that those should be your numbers, but 
you should have something specific like we want to go to the world and 
give them, you have this problem, "I'm in debt." I have these techniques 
you can apply that will help you solve this problem. To them, that matches 
up plus you're attracting someone who may end up being your ideal client. 
Obviously, not everyone will be but you're getting them through the door. 
They're starting to learn from you. You're going to open up their mind to 
what's really going on here. It's not just about budgeting techniques. It's 
about changing how you view money. It's about dropping the baggage, you 
taking off from your family, conditioning your cultural conditioning... all the 
other aspects you want to help them with.  

What I would suggest to you is yes, free giveaway leading to coaching, but 
most importantly making at this point, your best assumption based on what 
you know for what would be a good free giveaway targeting something 
really narrow like that.  

Yes, it's going to get your target audience. It might need tweaking. You 
might attract the wrong people for what you're trying to do. You might 
attract all men, you know. It depends on how you say this. 

I want you to get as close as you can to your initial message to test, then 
we're going to build that basic system, so email offer giveaway. I think you 
could do an email course because it'll be quite quick. You could write a 
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one-week long series of tips on budgeting for women in a certain 
circumstance, a certain type of woman, whatever it may be, and then you 
will sell your coaching through that email course. That's all you need to set 
up now. Nothing else. 

Opt in page, series of content which could be emails or they could be 
emails pointing to blog posts, that's the way I like to do it, and then, an offer 
making sequence.  

Now, I don't know if you're in Blog Mastermind but I do recommend a very 
strategic process where you're educating for the first week of the email 
sequence and you're making the offer that's limited in the second week, so 
you would say something like, you only take on five coaching clients a 
month, and you're doing a 50% off special this week only, and that's part of 
that email sequence that will bring more people over to you.  

You're going to need some kind of sales page or video as well to sell that 
coaching so that's the sort of thing I'd would look at spending some time 
on. The part there that's actually the most difficult from a strategic point of 
view is the words you use to get people to join that email list because 
you're at the point where you don't have the clarity yet about, like you said, 
the language, what they really want.  

So, you have to combine what you already know with what research you 
can do, maybe spend some time in some finance forums, some women 
personal development forums, see if you can find some common threads. 
Inside the Blog Money Finder training, I talk about going through 
observational research and then moving on to questioning research and 
then, lastly doing the conversion half test, which is what we're talking about 
here, getting some coaching clients.  

So, I would have you go through those phases to try and basically, get 
clarity on the right message to present to this segment of the population to 
get the right clients for you, and you'll refine that overtime. You'll get better 
language. You'll learn more about your people. You'll possibly change the 
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offer, maybe you won't talk about getting out of debt, maybe you'll talk 
about saving for your first home, maybe you'll talk about saving for your 
kids' education. There might be another angle that is a better doorway to 
get your target audience, but you won't know until you start testing this.  

So, did that sort of clarify somewhat? 

CHERRY: Absolutely, yes. It definitely does. Thank you so much for that. 

YARO: So, what part of that is potentially the hardest part for you? 

CHERRY: I guess the hardest part for me is going to be writing it and 
writing the offer but that's something I can work on, do you know what I 
mean? If I've got like an aim in mind. And then, also, which you haven't 
mentioned about just getting the actual readership but actually people 
coming but never actually get to see it. 

I haven't gone with sales pages or anything like that just now because up 
until now I've been out of budget, so I do have sales page on my site which 
I direct people to and I don't have it in my, what do you call it? The index, 
kind of, I can't think of the word now, of a certain page, so that it looks like 
it's going somewhere else but it's actually just on my site, do you know 
what I mean? 

YARO: Yes. 

CHERRY: I don't know if that's okay to start off with or...? 

YARO: Yes, you can do everything in the blog. You can have the opt in 
form to go on the list on your blog. You should have it all over the place.  

The way I would do it is just have, you have a blog. You have one 
dedicated page in the blog that's what you would call a landing page. It 
actually says, "Sign up to get this freebie," and you also have one 
dedicated page for this product which is again, a bit of writing or a video 
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where you talk about the product you're actually selling and create a 
compelling sales letter.  

But that can be all hosted on a blog to begin with. You might need to tweak 
things so you don't have the sidebar or you don't have the footer or 
something depending on your blog design, but you can do everything in a 
blog.  

If you want to go maybe more advanced or certainly have more options, get 
yourself some tools like Lead Pages or Optimized Press, but if you're in a 
budget, you can do all of it for free, at least to get the basics set up. 

The part that might be most difficult technically is actually getting the email 
list software to work with your blog, mainly to actually get the sign up form 
onto your blog in many places. So, that's where I'd look at someone like 
Carrie, perhaps from The Blog Mechanic, we recommend in the 
community. 

To just answer your question about the traffic part of this, lots of options. 
What I like though is if you spend your time researching in certain 
communities, like if you go into a personal development community, which 
probably make sense because you are looking for people who will be open 
to mindset as a solution to problems. 

That can be where you get research and it also makes sense to bring 
people from that forum to your email list as well. You're going to spend all 
that time reading and then, actually interacting, asking questions, build up a 
profile so people know you as someone who knows about this subject. And 
then, you can say, you have to be careful with this because a lot of forums 
don't like aggressive self-promotion, but if you're allowed to have a 
signature box or maybe there's a way you can appropriately say, "You 
know what? I actually have a free blog post. I wrote a blog post exactly on 
this subject. You can check it out here."  

Sometimes, you can do that. Check the rules on the community on what 
they allow you or don't allow you to do, but you should have options. That's 
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the first lowest hanging fruit, so these sorts of things because there are 
Facebook groups. There are forums. It depends. You can even find 
LinkedIn groups, maybe even things like Twitter hashtag. As simple as this 
is, you can find people who write about budgeting and find the Twitter 
people who are interacting along that hashtag and you can just start 
tweeting out your blog posts using that hashtag to get in front of people 
who are budget conscious or financially, whatever it is you choose to go 
after.  

There's a lot of low-hanging fruit like that. It takes time. It's labor and if you 
don't have money, it's slower, but it's the way I would start and especially 
while you're at this beginning phase because it's kind of two birds in one 
stone. You're learning about your market and you're marketing yourself and 
building a profile online and that can make things easier down the line. 

CHERRY: Perfect, yes. Okay, that gives me a lot to get going with, so 
thanks so much for that. My connection here isn't the best. You've been 
going in and out a little bit so I'm going have to come back and watch it 
again. 

YARO: Okay. 

CHERRY: But, I got most of what you were saying. So, that's perfect. 
Thank you so much. 

YARO: It's on the recording and I think... I'm trying to see where my 
countdown timer is, how long have we been on here. Maybe somewhere 
around the hour and a half, you should be able to find it in the recording. 

CHERRY: Okay. 

YARO: I was also going to say when you start working on the landing page 
words like the headline you say to join your email list, that's worth posting 
in the community to get some feedback because that's copywriting. Most 
people are not naturally good at it. That's an area where everyone should 
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brainstorm and get some feedback and advice. Make sure you post that in 
the community. 

CHERRY: Okay, perfect. Thank you so much. 

YARO: Okay, thanks Cherry. Talk to you soon. See you in the community 
and I am going to boot you out. So, talk to you later. 

CHERRY: Okay, perfect. 

YARO: If I can't boot you out... there you go. 

Alright, I'm going to jump back to finishing up Dennis's question. Here's 
question two from Dennis. 

So, Dennis was asking about getting coaching help. We recommended Sue 
in the community and also the Warrior Forum after that. His second 
question was... 

My blog podcast will depend heavily on my effectively offering affiliate 
marketing but it's not part of the Blog Mastermind course. So, what do I do? 
Subscribe to one of several courses with offering information presented 
online and if so, which of the online courses in the marketplace would you 
recommend? 

Okay, don't join an affiliate course, Dennis because what I am teaching you 
in Blog Mastermind is how to sell things. So, whenever I say in the course, 
this is where you'll sell your front end product or sell your course or sell 
your ebook, you just take the word "your" out and you put in someone 
else's product that you promote as an affiliate. So, I won't join a course. 

What I would do is go have a look at what affiliate products you could sell. 
That's where you need to spend your research time. So, in your case, you 
have to know your market. I don't know what industry. I don't think you've 
told me in this conversation what industry you're actually in besides having 
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a radio show, but I would look at what products you would actually promote 
that other people sell?  

You might go to Clickbank.com. You might go to the Amazon Associates 
Affiliate program to promote Amazon products. Maybe Commission 
Junction, that's CJ.com. Those sites have affiliate products. So, if you find 
an ebook or a course or a physical product or a book, maybe an event, I 
don't know what matches your audience, so all you have to do then is gear 
everything you've learned in Blog Mastermind to sell that product. 

So, it's really no different. It's just the end game changes. You don't sell 
your own stuff. You sell someone else's stuff but the marketing psychology 
remains the same. You still have to get traffic. You still have to build trust. 
You still have to give education. It just all leads up to selling someone 
else's product. 

That's not going to change. If you take any other affiliate marketing training, 
they're still going to teach you how to source traffic, how to convert that 
traffic through free educational content and then, sell the affiliate products. 
That's what the beautiful thing about internet marketing is where actually all 
doing the exact same selling process. So, no matter where you go, you 
might get variations of the technology they recommend or the place you go 
to get the traffic or things like that, but fundamentally, we're all doing the 
same thing. We're trying to get in front of an audience. Present them with 
an offer. Get them through our content through an email list to see our offer 
and buy our product.  

Even people who sells services and have software are doing things like this 
now because it's a proven way to convert. It just works. Learn it. Apply it 
and you can sell affiliate products, as well.  

Alright, moving on to Claire's questions... 

In the email sequence, when you send a special discount day 8, this is 
obviously an ongoing discount as people subscribe all the time.  
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That's correct.  

However, my concern is when they read the final email on day 13 and it 
says, "24 hours to get the product with the discount," if they don't buy then, 
but decide to go back to that same email a week later or whatever and see 
that special discount is still there or decide to use a special discount code, 
a week later, will they not feel a bit duked when they see that the special 
discount is still available way after that 24-hour deadline email? Am I 
looking into this too much or have I not listened to this properly? 

Claire, you are spot on, at least what you're pointing out is spot on, so I 
actually face this issue too and I was contemplating how to deal with it. 

There are technical solution to this on some level. I haven't applied them 
but I'm seeing this happen where there's certain tools that allow you to set 
what are called cookies in a person's browser that will basically make 
everything work how we describe. 

So, if it's a 24-hour window, they experience that 24 hours and then, it 
won't let them buy from that page again. So, it makes it a unique 
experience for everyone. 

I've yet to find the tool that will do that consistently because at the end of 
the day, they might go to a different computer. They might go on their 
smartphone versus their laptop. So, you can't really absolutely control it. 

There's always ways that something can go wrong with that. So, when I 
made this decision to set something up like this, I was thinking how 
important is this?  

I've realized now that I've run this system for three years. Most people are 
not that glued in with what they're doing and when they're doing it. When 
they read an email, they just read it, they follow a link and they buy. They 
have this experience. There are so many things going on around them. 
There's all these other emails in their inbox. There's all these other 
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messages throwing at them. Most people don't really pay that much 
attention to those little things. 

The people who do, they're not going to buy from you anyway because 
they are the people who already made the decision not to trust you. It's 
over for them. They probably haven't read that far in your email sequence. 
If someone's paying attention all the way to day 14, chances are they're 
very interested already and they're just happy they can actually still get the 
product at the discount.  

What I've actually found is I've had people email me and they're concerned 
they're going to miss out and they ask if they can buy in Monday instead of 
Friday or something like that, and as I say, of course, you can. It's fine to 
do that. 

It's not 100% squeaky clean. I'll admit that. I'm not 100% comfortable with it 
myself. I wish the technology was easy and allowed me to do things like 
that consistently across the board.  

I'm looking into tools all the time that do things like control these aspects 
but I haven't found anything that like I said, will do it and I actually don't 
think it's worth spending hours of time and money on this either because I 
haven't seen it really make that much big of a difference.  

So, just understand, most people are having a very personal unique 
experience at whatever frame of mind they are in at the moment and you, 
chances are, are not going to influence that at all. They're not going to read 
into things the way we're talking about them now. So, you should be fine 
with that. 

If anything, as I said, they're probably going to be grateful that they still can 
get the product. They may even think, maybe the technology is not 
working. It's great. I'm actually still getting the discount I am not supposed 
to get. So, it is all kinds of points of view you can take this on.  
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But, if you definitely want to make sure this is 100% perfect, you have to do 
some googling around to find some technology to control that. But, like I 
said, I haven't found a really easy way yet that can do that. 

P.S. I'm probably one of your longest blog readers. I have been frequenting 
your blog since 2006. 

That is a long time. I started blogging in 2005, so you've... ten years. 
Thanks for being such a loyal follower, Claire. That's fantastic.  

Alright, another question from Dennis.  

Yaro, here's another question for Monday's webinar. 

On page 58 on Blog Traffic for Beginners, (that's one of my e-guides), you 
mentioned regarding StumbleUpon that you can manually add your blog 
articles to Reddit, Delicious, as well as StumbleUpon, sharing other 
people's quality content. Must you have the permission of the content 
originally to do this? 

No. You do not. Spend some time on Reddit, Delicious and StumbleUpon 
and you'll see that those tools are specifically designed to share content 
and it's not sharing the content in the sense that you're actually re-
publishing someone's content. You're actually just linking to it. It's actually 
really good for the person whose content that gets shared because they get 
traffic. Not only do you not need permission. They would encourage you to 
do it. If you want to share my blog post, Dennis, you share as many as you 
like on Reddit, Delicious and StumbleUpon because I will really love you for 
doing that. So, don't feel anything special with those tools. Those tools are 
social bookmarking tools and community discussion tools, so they are 
structured to talk about content and share content. They're not republishing 
content. Be clear on the distinguishing point there. It's not re-publishing. It's 
sharing. 

Number 19 talks about showcasing your content on social media. You say 
you can create links and get visitors back to your blog. That, I'm afraid 
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confuses me. How do you create links from a social media site? Do you 
accomplish that by simply adding your blog site address to your content 
and/or bury the link in your content? And, what about Click to Tweet? 
Where, using your example in number 25, can you tag on a link info to your 
blog when using that device?  

Okay, two questions. What I mean by social media and sharing links 
Dennis is let's say, you have a Facebook profile and you've just published a 
new podcast or a new blog post, you can go to your Facebook profile and 
you can post tat on to Facebook. All your followers on Facebook will see 
that link. They can click it and they can go to your blog or your podcast and 
that will grow your traffic. That's what I mean by sharing links. That's what I 
mean by using it as a traffic tool.  

It only works if you have an audience on Facebook. Of course, it's not a 
magic trick by any means. That's how simple it is. You take a piece of 
content. You create it and you post it on Twitter. You post it on Facebook. 
You post it on LinkedIn. You post it on Pinterest, on StumbleUpon as we 
talked about. All those places and they create links, communication 
channels back to your blog which means you're getting exposure from your 
audiences. It works a whole lot better though if you spend a whole lot of 
time building up a following, a profile interacting, adding content to a place 
like Facebook because then, you got the attention of a group of people. So, 
when you do post your podcast, or your blog post, there's an audience 
there that will come back to it.  

That's actually what I do. I post every podcast and blog post I make to my 
10,000 Facebook followers and some of them come back to my blog and 
read it. And, if I didn't post them on Facebook, they wouldn't have read it.  

That's how that works. 

The Click to Tweet aspect is a plugin, the Click to Tweet plugin, strangely 
enough, where you can put a link in a piece of blog content and a person 
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will read that blog post and they'll see this little box that says, Click to 
Tweet.  

You know what, Dennis? Let me show you. I forget that I am on video 
sometimes here. Let me just jump to a new window. This is always a little 
bit tricky but I can do this screen sharing. 

Alright, switching over to this window. This is going to be a little bit infinite 
for a second here. So, I'm just going to go to my blog and I am going to go 
to my latest blog post. I'm going to scroll down and you're going to see a 
Click to Tweet window, (fingers crossed, there's one). This is a Click to 
Tweet window. So, it's a plugin called a Click to Tweet plugin and all you 
have to do is basically use a bit of code when you write these sentences 
and it creates this. 

So, when my readers come to this point in my blog, they're going to be 
saying, "this is a cool tweet. I want to share it on Twitter." Then, they click 
that and it opens up a little box, and if I click Tweet Now, that will actually 
go to all my Twitter followers. So, I get the people who read my blog post to 
send out this tweet which gets more exposure for my blog post, so that's 
how a Click to Tweet plugin works. So, you could apply that to every blog 
post you write. 

Alright, switching back from Screen Share and back to emails. 

It's a long webinar, guys. Almost to two hours here. I haven't pressed play 
on the tutorial yet, so I don't know about you but I am getting hungry. 

Moving on, let me go, Dennis. You've got a lot of questions. Number 18, 
you mentioned the possibility of blogging about politics. From your 
experience, say your comments seem to be favoring a conservative point 
of view, don't you merely alienate the liberals that come to your site? 

Yes, you probably would. 
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I would love to hear your conversation on that since down the road, I was 
hoping I might be able to edge or perhaps even jump in to the inclusion of 
politics as it relates to my central topic. 

Yes, politics, when I mentioned in the Blog Traffic guide, I was suggesting 
taking a point of view and expressing it through content on your blog 
because it will polarize. It's actually a good thing because polarizing is 
engaging people who love both sides. They love to agree with you and they 
love to argue with you, so it's a great traffic technique to get discussion. 

When you're asking about will you, for example, alienate liberals with a 
conservative point of view, that's actually the point here. You're having a 
discussion. You're stimulating an emotional response. You're looking for 
that. Nothing does that better than politics.  

And, even from a niche marketing point of view, if you ended up creating 
blog that was specifically to talk to conservative points of view, you want to 
push away liberals because you want to speak to conservatives. That's 
your target audience. So, it's a form of segmentation. Not a bad one in that 
regard if that was your goal, to reach a conservative market. So, there's 
nothing negative there other than the fact that you might have some heated 
discussions, and if you're up for that, you probably are if you like politics,  
then, that's fine. 

Number 12, do I need permission to publish statistical charts and graphs 
that I find elsewhere particularly on other peoples' websites?  

In this case, yes. You probably will need to be careful where you source 
charts and graphs. Places though you can get things, for example Slide 
Share, you're allowed to share the actual slide presentations from that sort 
of site. You could use their embed tool the same way YouTube works, how 
you can embed a video from YouTube in your blog post. You could also 
embed a slide presentation from Slideshare.com into your blog post.  

If you do something like a Google image search to find your graph or your 
chart then you want to be careful because if you re-publish that on your 
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site, you could get in trouble. They may not want you to do that. That's the 
same as re-publishing any kind of picture. There is a risk there. 

You could ask them. Send an email and ask if they're okay with you doing 
that. There are some places you can source this kind of information but it 
depends on what kind of charts and what kind of graphs you're looking for, 
but I'd lump that into the one where you do want to be careful about what 
you're doing.  

If you do it, the worst thing that usually happens, you get a cease and 
desist where your asked to take it down. It's very unlikely you'll get sued. It 
has happened though, so bear in mind that's a possibility. I would err on 
the side of caution on that one.  

Alright Dennis, you had a lot of questions in this webinar, so hopefully, I've 
answered all of them. I think you've sent me about five or six different 
emails over the last week, so I hope that has been helpful and I hope we 
have answered all your questions. But, please feel free to keep sending 
more in for our next call. Happy to keep answering them. I love having 
questions to answer. 

I'm just going to check for any live hands raised. No. So, jumping back to 
Pamela.    

Glad you are feeling better. (Thank you. I'm very glad to not have food 
poisoning. That was not fun.) I have been working for weeks on my 
website, ThePlightOfAMilitaryFamily.com. Can you take a look at it?  

I can take a look at it. Before I open it up... I dream of becoming a world-
renowned motivational speaker and bestselling author. My mission is to 
help my retired military husband get our family out of debt. I hope to use my 
Masters in Counseling to provide military families tools to thrive through 
conducting seminars, retreats, tele-counseling while promoting our book 
"Let's Stay Together: The Plight of a Military Family" during concluding the 
manuscript edits.  
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Yaro, I feel so overwhelmed. Please help. Where to begin? I know what I 
want. I just don't know how to get there.  

Okay, before I look at your website, the first thing you need to work on, you 
also need to tell me this because I don't know the answer to the question, 
is what is the problem these military families have? And, I assume it's one 
person in the family. Are you talking to the mother? Are you talking to the 
father? Are you talking to the person who went and was involved in some 
sort of military action? Or, are you talking to the person who stayed at 
home?  

Tell me who you're talking to and what is their problem in their mind? What 
are they dealing, I am afraid of this happening. Is it I'm afraid of this 
relationship breaking down because my partner now has some sort of post- 
stress disorder? Or, I'm afraid of something else. What is the one big issue 
here? I'm getting that it's obviously you have concerns about military 
families breaking apart. I'm assuming because you've got the word 
"military," there's an aspect of the military that's caused them to break 
apart. But, that's very abstract for me. I need that to become more specific. 

So, let's have a look and see if your website will help answer that question 
a bit more. I'll just switch to HangOut, so everyone can have a look at her 
website. Alright, so this is ThePlightOfAMilitaryFamily.com, it's a lovely tree. 
Okay, so I don't have an obvious answer to the question yet...   

Okay, so what we need to do, an About Page is a good start but we need 
to clarify that first question. I need you to find the answer. Tell me the 
answer, maybe even brainstorm it. Let's do a little mastermind on that 
problem to find in the community or over these calls, if you can join me live 
would be even better, but you can keep emailing me questions.  

We need to basically have a person land at this site, The Plight of a Military 
Family, and they will connect with what the actual benefit for them is. It will 
say to them, "This will save my family from..." whatever it is, whether it's 
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falling apart. I'm afraid of my military person leaving me or having a medical 
condition concern... How are you helping them?  

I need you to step out of your own situation and then, think about the 
people you want to help. I think you understand the market you target 
because you're one of them. You are in that industry, but we need to reflect 
more on other people you can help and what are their problems?  

You may not have the answer this yet. You might need to have 
conversations with these people. You might need to do some more 
research about them, in fact I'm almost certain you do.  

Once you get the answer to that question, everything else will become so 
much more easy, Pamela because when you know the specific problem 
we're targeting, what we'll do is this blog, we'll put a big opt in box right 
here that says, "Are you afraid of your returned military person having a 
heart attack? Click here. I'll take you through some information." 

We need to come up with that very clear solution to a problem. What I just 
said wasn't a problem because I don't know what the problem is yet that's 
why I'm stumbling a bit here. So, I need that clarity about who you're trying 
to help, what you're trying to help them do, then we can come up with an 
amazing email opt in box to put on this blog, give them some free 
information and start looking at actually providing all the things I know you 
want to provide, all the things you were talking about-- counseling, 
seminars, retreats, tele-counseling, as well as this book you're writing.  

We need to tile that into this email list. Those are the things that you will 
sell, you'll give away free information. You'll sell this information as well. 
You'll provide counseling. 

In your case, we need to first define that problem, define the audience and 
then, we're going to create an email course that's specifically designed to 
sell some counseling that you're going to provide. I can't really help you 
further though without getting more clarity about what you actually help 
people do, but hopefully, that's given you some clarity, Pamela. You can 
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decide, "Alright, I need to define what problem I'm going to help people 
solve. We're going to come up with an email opt in. We're going to send 
some emails that are going to sell my counseling service," and you're going 
to build from there. That's the next step. Step one, refine the topic. Step 
two, build that email course. That's what you should work on. 

Hopefully, that makes you feel less overwhelmed, Pamela and I'd certainly 
love to help you through all that process. So, don't be afraid to keep asking 
more questions. This will get clearer the more understanding you have 
about your market. 

Okay, jumping back. 

Alright, last email question. Ed... Let me switch this so you guys can read it, 
too. 

Ed asks, I would like your opinion on my About Me page at this link and 
also, what do I think of his home page? 

Ed, I emailed you back straight after you sent this to me because I have a 
problem when someone asks for my opinion because that's a very broad 
question. If you could narrow that down to like an aspect of what you want 
me to look at like are you afraid it's not converting to your email list well 
enough? I'm going to look at it. 

The About Page should be easier for me to give more feedback to you 
because it's got a more specific goal, but it's better if you can tie it into an 
outcome you're trying to achieve, so you say, "Yaro, this is not happening. 
People are not joining my email list. What would you do to this webpage to 
make more people join my email list?" 

If you ask me that question, then I can give you a more specific answer. If 
you said to me, "Yaro, what do you think of where I put the opt in boxes on 
my page? Do you think they are at the right place?" Then, I need that 
direction. The better question you give me, the better an answer I'll give 
you back. But, we'll have a look. 
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This is Ed's page. Now, I just want to show you guys who are still with me 
watching, I'm going to refresh this page. What happens when it loads? 

So, I hope you saw that. You have some animations going on here and as I 
scroll down, you might see this few more... none. There's some on your 
home page. You've got kind of a dynamic website here. I am not sure that's 
a great idea. I don't like the whole text bouncing around thing, but it's an 
argument whether that's a good or a bad thing, but I would stick to it just 
staying there, not bouncing around. 

You asked me about your About Page. I am at your About Page. I'm going 
to ignore the top stuff. We're going to look at this headline.  

That headline, assuming your source of traffic... see, I'm not even sure if 
you're talking to CEOs or you're talking to people who want to be like 
CEOs. So, you're talking to business entrepreneurs who want to know 
about CEO or are you trying to help other CEOs? I'm pretty sure you are 
talking to CEOs. I am assuming your source of traffic will determine that 
they already are CEOs in which case, this headline makes more sense. 

Yes, I'm not going to be able to read the whole page... but, your headlines 
are looking pretty good overall. I love that you've highlighted what's in it for 
them... Yes, in terms of the text content here, you've done a good job. 

One thing I will say to everyone, and I say this even to myself, it's always 
possible to be more specific even in an About Page. Often in About Pages, 
we tend to use  generic phrases even what you've written here, this phrase, 
"Who wants to learn the newest, most powerful, and most innovative ways 
to build a more profitable company and a more enjoyable life?" 

That sounds good. It's very generic. It's like everyone wants to build a 
profitable company and everyone wants a more enjoyable life. What you 
want to do is start being more specific. You did a better job at the top here 
when you said, "Ready do to work 20% less and make 30% more money." 
So, you're getting a little bit more specific. I would love for that to be even 
more specific. Are you talking about things to do with HR? Or, you talk 
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about things to do with maybe marketing, or are you talking about things to 
do with product development? Get more specific. Drill down. What exactly 
do you help people do? 

Yes, you help people make more money and live a more enjoyable life. 
But, how do you do that? Is it a mindset course? Is it a marketing course? 
Where is the specific aspect? So, drill down, drill down, drill down. That's 
always the answer to every question with like this. And, I do this too. I keep 
looking at my own copy and going, "I'm not being specific enough. I'm not 
saying specific things to specific people."  

 Yes, this is good. This stuff here, I actually think you would do better by 
leading in with this. As an About Page, I love this. I think that headline 
already and a picture of you, it's a story. I love that. It's a story which 
compels me to read onwards. So, I would actually move this section to 
further up, maybe not quite the start. First tell them what's in it for them with 
this little beginning area, but then I would five straight in to the story. This to 
me looks more like you're trying to sell people on something straight away, 
which is fine but you want to make sure you have their attention before you 
try and sell them so the story part will get their attention and get them to 
care about who you are. Then, they'll pay attention to your sales message 
as well. So, I might just rearrange things. 

Besides that, you look solid. You've got a really good chunk of content 
there. I'm going to just go to your home page as well since you wanted me 
to look at it. I don't know if I can want watching it bounce around. You got a 
lot of bouncing things on your design. 

I think you must have used the modern theme and that's why everything is 
sort of zooming in like that. You can tell. I'm not a fan of the bouncing but 
it's not a deal breaker, let's put it that way. 

What I like here is that you've got a headline and I'm assuming, at some 
point, I will actually click to an opt in box. It doesn't do that yet, but that will 
be great if it clicked to an opt in box. 
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The only thing I will suggest here is you've got two headlines, two opt in 
areas. I would actually consider combining this to be one big opt in with one 
big button to join, and I would also like to see this style more than this style 
where you've got this free report. Do you want to increase your sales 10% 
to 15%? That's already more specific than this middle headline. I would like 
you to do that, free report but I even want you to get more clear. Again, 
what I said before about how you're talking about increasing sales using a 
specific system, what is it? Increasing sales just sounds like everyone else 
says. Everyone says I can increase your sales. Everyone says I can help 
you make more money. 

You need to say, "Attention-specific person, I have a method that will solve 
this specific problem you have." That will get more attention. 

The CEO that you speak to, what is their biggest problem that you can help 
them with? I want the headline to say that. I want to see those words in 
your headline. That will be a lot more compelling to the person you're 
talking to. But, overall, I think you've got a lot of good elements here. The 
design is modern. I love that you put in the opt in area at the top. That's 
good. Your About Page is good. I'm going to give you... Good start, 
Edward. Keep working on it.  

So, we're going to jump back to the second half of those questions. 

Alright, I am writing all of the posts you suggested and I'm getting bogged 
down because I think I need more posts before I start running paid traffic to 
a lead page since any visitor would only see a few posts that they click on 
the site. How many posts would be a minimum up before I start to run ads? 
What do you think? 

I don't think you should run ads until you've got a system that converts to a 
product, so you have a method of testing whether those ads are working. I 
don't think it's the amount of blog posts you have that actually matters in 
this case, Ed. I think it's, "Do you have a process that converts?" 
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In that case, you just need a landing page and you've got that on your blog 
already. You've got a header but I would create a specific page in the blog. 
It doesn't have all those blog posts that's distracting people. All it does is 
have a message that says, "Sign up here and get this amazing free value." 

Then, I would send people through that email course which can be your 
blog posts. Now, you said you were getting bogged down writing because 
you need more posts. I'm confused because if you're getting bogged down, 
so I guess you're saying you feel like it's too slow to get to running any paid 
traffic to make this work.  

You can start sending paid traffic now. You could send them to that blog, 
but the fact is you're going to waste money because people won't opt in 
and then, they won't see any content to build trust with you and therefore 
they won't see your offer and buy.  

So, it's the work we have to do. You have to build the trust. Remember, 
when you go and buy an ad, this person has never heard of you. You're 
just one person of thousands of pieces of information flying at them. You 
have to get these psychological triggers. You need storytelling. You need to 
engage them. You need to educate them. They need to feel that they 
resonate with the words you use. They need to feel like that you 
understand them better than they understand themselves. They need to 
trust your credibility, see you as an authority.  

That's why we do all this work to build this content. Otherwise, you're 
basically going to try and walk up to a person on the street and say, "Hey, 
would you buy my product?" And, most people, in fact, I'd say all people 
are going to say no because who the hell are you, right?  

That's why we do this. If you're struggling with all the content, go out there 
with a minimum of one week series. Get yourself a three-part email 
sequence, three emails of content then maybe two emails of selling and 
you can start testing that sequence.  

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


 

 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 63 

But the answer, if it doesn't convert is more content, more education, more 
trust building and a better relationship with that audience. That's what you 
have to do.  

Number four, last question for today's call, I'm going to give a part of my 
paid training as my teaching post. I have a PDF of it, a Word document. 
Should I offer the PDF or paste the entire training as a blog post and offer a 
video download and MP3 along with it?  

Short answer is, I would do them all but I wouldn't let yourself get too 
caught up with this. Be strategic. Understand what leads to what. For 
example, my Membership Site Masterplan free report was written as a 
series of nine blog posts that I wrote over three months. 

I released in my blog one by one. Everyone got to read them and then, 
when I finished writing them all, I collected them all together and I turned it 
into a PDF. I added pictures. I added a table of contents. I added a header 
graphic then, I put that PDF as the free opt in.  

People could still read all the content for free on my blog but I also gave 
them the PDF version of it all at once. Then, I recorder it in MP3 as well, so 
they could listen to it instead of read it for the people who prefer to listen. 

All of that helps people get in touch with their content in many ways using 
many formats and that's what I was talking about. That's what builds trust. 
That's what gets them in a situation and ready to buy from you, so the short 
answer for that one, Ed is, "Yes do it all but if you're getting bogged down 
by all of these, do the minimal amount you need to get going with what 
you're trying to achieve and I believe all you really need is that one really 
high-valuable PDF that attracts a person who's likely to want to buy from 
you based on what they learned in the PDF. But, you have to make sure 
you're hitting the nail on the head with what they actually want. If you're not 
clear on that, you're not using the language and once again the language 
of, "I will help you make more money. I will help you live a better life. I will 
help you make more sales," is too generic. 
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It needs to be more specific, more tangible. Talk about numbers. Talk 
about people. Talk about formulas and systems and steps that's what 
people react to. They don't react to, "I will help you make more money 
because that's too generic.  

Okay, alright guys, I think that is it for email questions. I am going to bring 
us back and have a drink of water. 

We had been on this call for two hours and eleven minutes and I am 
impressed because almost everyone who joined me at the start is still here, 
which is pretty impressive. So, thank you for hanging out. You're probably 
hanging out for the tutorial that I promised you at the beginning. So, back at 
the very, very early start of this live training session, Francis asked about 
time management and she was saying, "I am trying to get through a 
program while maintaining a full time job," and she's having trouble finding 
time to get work on her business done at the same time as running a full 
time job.  

Because that is a question that I actually frequently get and it's a problem I 
know many people have, I created a tutorial, a 21-minute tutorial which I'm 
now going to end this webinar with.  

The tutorial will be made available as a stand-alone video. You can watch 
in the EJ Insider. So, if you're an EJ Insider member, you will have access 
to this. I'll also send it out directly to the email list for people who are on this 
call, so you should get a direct download for the video if you don't want to 
wait all the way to the end of this webinar to watch it of course.  

But, I will press play on that now. I'm going to just quickly check the 
chatroom, make sure everything is... Ed, I can see was replying a little bit to 
me. That's fantastic. I can see Lindy has been very helpful, so that's great. 
Thanks Lindy for doing that and helping people with problems in the 
chatroom. I hope everyone got something of value. Thank you to each of 
you who emailed a question in advance. There were some great questions 
in there. 
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I am here to help you follow up on all those issues, if you're still struggling 
with the same problem, if I didn't answer your question to the depth you 
need, if you want to clarify something from what I said to you, I'm here to 
talk on the next coaching call or inside the EJ Insider community as well. 

In particular, with the community, make use of it. There's a 24 hours, 7 day 
a week community there where you can tap into and we only have a very 
small percentage of people actually take advantage of it. So, you shouldn't 
do that too, spend some time, ask some questions, talk about what you're 
struggling with and hopefully, we can move past it. That's the point of a 
community.  

Alright, I'm going to stop rambling because I want to press play on this 
presentation and I will speak to you on the next coaching call. Look out for 
the email with all the recordings coming to you later today, my time. 

So, here we go on this tutorial... Alright, I'm going to press play. I'm going to 
say goodbye. This will play out. Once it's finished playing, the webinar will 
end. I'll stay here and watch too and I'll keep an eye in the chatroom just in 
case anything pops up while you're watching. 

Thanks guys. Talk to you soon.  
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