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Dear fellow small business owner,  

The following 25 insights have been collected over many years of 

attending marketing events, immersing myself in marketing, and from 

learning from and modeling several world class marketers.  

I have found that they all think a certain way. These 25 insights are 

the understandings that they have that underline why they do what 

they do. They are in fact, beliefs. Virtually every top marketer you 

will ever meet will have these understandings and beliefs.  

By having these beliefs yourself, you will quantum leap yourself as a 

marketer, and increase the effectiveness of all your marketing efforts.  

I recommend reading and re-reading this document many times. Ruminate on the concepts. This 

is how the best marketers and most successful small business owners think. It is especially how 

online marketers think and act.  

Think of ways you can implement these ideas into your business. Make action lists. Most of all, 

inculcate these ways of thinking into YOUR way of thinking. Commit to embodying them.  

This workbook gives you a unique opportunity. It offers you a way to implement and embody 

these principles because it includes fill-in sections for each concept.  

As you read and study each principle, be sure to fill in the workbook section so you can 

implement and apply the concept directly to your business. This brings them alive and makes 

them real. You can prove the incredible power of these 25 principles to yourself by doing this.  

In many ways, business really is a mental game. Having the right mindset for success is crucial. 

And because marketing is so important for any business, the Marketing Mindset is one of the 

best mindsets any business owner could ever have.  

Acquire the Marketing Mindset. It will be worth thousands, maybe even millions of dollars to 

you.  

I wish you much success in your business!  

 

Alexander Van Buren 
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1. Value Marketing More Highly Than Ever Before 
 

You must realize the incredible importance and value of marketing in your business. If 

you value marketing more than other business owners do, you will outperform them. 

Marketing is everything you do to generate and keep a customer.  

 

Without marketing, you would have no customers. Whatever product or service you 

have, that is not your business. Your business is marketing and selling that product or 

service. If you don’t believe that, don’t market or sell any of your products or services 

and see how far you get.  

 

Accept this fact: You are in the marketing business. (You may as well start enjoying it)  

 

One of the most successful small business owners I’ve ever met, a man doing over 20 

million dollars a year from home, told me his secret. He said “Immerse yourself in 

marketing.” He certainly did. Have fun at it. Enjoy it and be all in on marketing.  

 

What will you do to demonstrate that you value marketing very highly?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

What marketing concept from this workbook will you implement first?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

How would it feel if you had more customers than you could handle?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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2. Understand the Front End and the Back End 

 

The Front End is any low cost, low commitment, low risk product or service. The Back 

End is any product or service requiring more money, time, or commitment.  

 

Generally the Front End is lower cost and the Back End is higher cost, though that is not 

always the case. The Frond End is sold first. The Back End is sold AFTER your customer 

has purchased a Front End product or service.  

 

The secret is to be good at both. Have products and/or services that your customers can 

start up with (FE) and then a wide selection of bigger, higher priced items or packages 

they can purchase afterwards. Have a good Front End and a GREAT Back End and 

market both. Always offer the Front End product(s) first.  

 

 

What products or services is in your Front End?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

________________________________________________________________________

________________________________________________________________________ 

 
 

What products or services are in your Back End?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

Which FE and which BE products & services will you concentrate on first?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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3. The Money is In the Back End 

 

“Nobody gets rich selling a $19 dollar e-book.” That’s the way top internet marketers say 

it. This is the reason that innovation is so important to you and your business. Innovation 

simply means creating more products and services for your customers.  

 

The real money is to be made in those larger and higher priced products and services you 

have to offer. They are, in fact, the way you give the most value to your customers.  

 

Resolve to never be a 1 trick pony and have only one product or service. Continuously 

build up your Back End of products and services. Ask your customers what they want, 

what else they need. Think about what someone who owns your product or service would 

also want and need.   

 

What is your plan for innovating new products and services in your business?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

What products and services might your current customers want and need?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

What have your customers or clients said they want?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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4. Create and Use Joint Ventures 

 

Join Ventures are value exchange relationships with other business people. Great 

marketers are always doing these. One of the most common forms is called a Host 

Beneficiary Relationship. In this exchange, you borrow someone else’s credibility. This 

is done by asking them to endorse you and your product or service to their list.  

 

By having them vouch for you to their customers, you gain instant credibility that you 

could now have gotten otherwise. Lateral marketing is another example. This is where 

you form a strategic referral relationship with someone and refer business to each other. 

Doctors do this with each other. Dentists do this with orthodontists.  

 

Who is already selling something to your customers that you do not sell?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

Who could possibly endorse you to their customers?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

What else do people buy before they buy your product or service?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

What do people buy from others after they buy your product or service?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

What’s your plan for reaching out to these people and suggesting a win/win 

relationship?  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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5. Create Continuity Income 

 

Continuity income is money that comes in on a monthly basis from subscriptions, 

memberships or packages. The membership model is a very powerful this is achieved. 

Amazon’s ‘Prime’ is an example of an incredibly powerful membership model. When 

you create continuity income you get paid many times for making one sale.  

 

What are some possible continuity packages you could offer your customers?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

What do you need to do to implement these continuity plans in your business?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

What kinds of continuity plans are your competitors offering their clients?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

How could you offer something similar, or better?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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6. Have a Parthenon, Not a Diving Board 

 

This comes from the brilliant mind of Jay Abraham. It is basically saying that only 

amature business owners have one or two ways to get customers. Their entire company is 

being held up with one or two supports – kind of like a diving board. But a real business 

looks more like a Parthenon. It’s held up with MULTIPLE Front End marketing pillars.  

 

Always have at least FIVE Front End lead generation methods for getting customers. 

Refuse to have less. They must ALL be up and running, so work on this as soon as you 

can. It should be one of your top priorities as a small business owner.  

 

List every way you can think of to get new customers for your business?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

What are the top 5 you are committed to implementing? 

 

 _____________________________________________________ 

 _____________________________________________________ 

 _____________________________________________________ 

 _____________________________________________________ 

 _____________________________________________________ 

 

Which one will you start with first?  

 

________________________________________________________________________

________________________________________________________________________  
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7. Start with a Lead Generation Magnate 

 

It is a more skeptical world than ever before. Let this idea sink in because it’s very 

important when it comes to marketing anything in this modern day and age. We live in a 

more skeptical environment than at any time in the history of the world.  

 

This is because fakes, charlatans, and outright liars have more access and exposure to all 

of us because of the internet. Now people are much more skeptical because they are being 

bombarded with fake messages on a daily basis.  

 

And this is the marketing environment we are in now. So we must deal with it. Once you 

understand this, you know why you must make low threshold, low risk offers. You must 

take more time to build trust and prove that you are legitimate. Now, more than ever. The 

importance of a lead generation magnate (a free gift in return for their contact 

information ) becomes clear. Most business owners are asking for way too much from 

prospective customers. And they are asking for it way too soon.  

 

The way to implement this is simple. Don’t offer your product or service for sale to 

people you want as customers. Instead, offer a free gift in return for their contact 

information. THEN, you can follow up and build trust, and rapport. You can demonstrate 

your value to them.  

 

THEN, offer them your product or service.  

 

What kind of gift can you give people who are considering doing business with you?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

How will  you offer them this gift?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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8. Test and Test, and Test. ALWAYS be Testing 

 
Testing is simply trying out new things and noticing if they work better than what you’re 

currently doing. That’s it. The most common type of test is a “Split Test’. You could mail 

1000 letters with headline A, and 1000 letters with headline B, and see which one gets the 

best response.  

 

Testing lets you easily improve your marketing effectiveness. To not test is to use 

methods that are less effective simply because you haven’t compared them to something 

different and measured which version works better.  

 

Testing lets you use your market to prove to you what works, instead of assuming that 

you know what works. Great marketers say this and do this: “Always be Testing”.  

 

What are some of the things you could test? 

 (headline, price, offer, bonus, image, etc.)  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

What is your plan to “Always Be Testing”?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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9. Learn and Use Copywriting 

 
Copywriting is the worlds you use to sell anything. It’s “Salesmanship on a page.” It’s all 

about conversion. Traffic is nothing without conversion – both online and offline. 

Copywriting is the bridge between marketing and sales.  

 

If 1000 people come to your store or your website, but none of them buy anything, how 

great is your marketing? Not very great.   

 

So when they show up it’s going to be the WORDS that are said, on your web page or by 

your sales person, that create a sale and a happy customer; or not. Copywriting is the art 

of marketing and selling combined into one. It is what you say on your posts, in your 

emails, in your blog, on your videos, etc.  

 

Copywriting is a skill you must learn to some degree because it is sales in its very 

essence. If you can write good copy, you can grab your prospect’s attention, keep their 

interest, establish your credibility, and create a sense of urgency by giving them a reason 

to buy now. That’s a pretty powerful way to communicate wouldn’t you say?  

 

What is your plan for learning more about copywriting?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

Where do you want to first use good copywriting in your business?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

Do you own a book or two on copywriting?  

 

________________________________________________________________________ 
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10.  Start with a Market, Not a Product 

 

Most people get it backwards. They get all excited about a product and then after 

developing it, they try to find someone who will buy it. There may be no one who wants 

to buy it. All that work for nothing. The amateur starts with a product and gets all excited. 

The pro always begins with a market.  

 

The goal is to find a hungry market and then give them what they are hungry for. This is 

how you get rich. People don’t buy products anyway. They buy solutions. The product or 

service is only a solution to the problem they have.  

 

Who is your target market?  Where are they congregating online?  

__________________________________________________________________ 

 

 

What do they want most?   

__________________________________________________________________ 

 

 

What problems do they have?  

__________________________________________________________________ 

 

 

What keeps them up at night?  

__________________________________________________________________ 

 

How will you reach them?  

__________________________________________________________________ 

 

Is the market growing? Is it big enough to begin with?  

__________________________________________________________________ 

 

What are your competitors offering your target market?  

__________________________________________________________________ 
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11. Find Low Cost and No Cost Marketing Methods 

 

Many people think that marketing is expensive and this idea puts them off.  They think 

they need a big-shot marketing company to do it all for them. They think that fancy 

stationary and logos will have to be designed by experts.  

 

They think that all of this is ‘marketing’. It’s not that these things can’t be useful. It’s just 

that none of the best people in marketing think that these things are what marketing is 

about.  

 

Think of marketing as lots of creative ways to find people who need and want what you 

have to offer. And remember that marketing is filled with lots of low cost and no cost 

ways to get valuable customers who will like you and appreciate you and your products 

and services. This is a way of helping and serving others.  

 

One way to define marketing is that it is to send the right Message to the right Market 

through the right Medium.  

 

 

What are some low-cost and no-cost ways you can get customers?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

How do you define marketing?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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12. Always Use Direct Response Marketing 

 

Direct response marketing is the kind of marketing that all small business owners should 

use. The essential components of effective direct response marketing are:  

 

BENEFITS 

Good marketing ALWAYS”S presents benefits that the target market wants most. The #1 

benefit is often placed in the headline to immediately grab attention.  

 

PERSONAL 

It is written or delivered in the first person and speaks directly to you as an individual. 

This creates rapport and increases trust. It’s about THEM, not you.  

 

EVIDENCE AND PROOF 

There is evidence that what is being offered is valuable and/or has helped others just like 

them. Testimonials and case studies are examples of this. Facts and figures are another 

way that proof is provided.  

 

OFFER 

A specific offer is made.  

 

URGENCY 

There is a special reason to act right away, like a deadline or a loss of a bonus for not 

acting.  

 

A SPECIFIC WAY TO RESPOND 

Good marketing makes it clear what response is required. Call the 800 number, mail in 

the coupon, go to this website page and sign up, opt in, click the button, etc.  

 

IRRESISTABLE OFFER 

An ‘irresistible offer’ is made to cause a person to act. This is a special version of a value 

proposition. It stacks many benefits that the prospective buyer wants. The BIG value is 

offered for so little investment of time, money and commitment that it increases the 

likelihood that they will buy.  

 

UNIQUENESS 

The product or service is made more desirable thorough being unique because people 

want what is special, rare and unusual VS what is commonplace. Having a limited 

quantity or one-of-a-kind product are good examples.  
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MEASURABLE 

Effective marketing is trackable. The exact number of responses can be counted. This is 

usually done by using a tracking code or a special 800 number unique to a specific ad. 

Separate web pages can be created for responses to specific ads as well.  

 

SOLVES PROBLEMS 

Benefits are rarely enough. Good marketing shows how the product or service solves the 

problems and objections that the target market has and is most concerned with. IT speaks 

to the needs, desires and PAIN of the target group and offers solutions to them. A classic 

example is one of the most effective ads ever run. It said: “Warts gone in 5 days 

guaranteed.”  

 

RISK REVERASAL 

A strong guarantee removes the risk that the potential buyer has to take and puts the risk 

on you, the seller instead.  

 

REPETITION 

Good marketing stays front of mind by using frequent exposure and repetition of the 

message. The famous “Law of 7” in marketing states that it takes 7 exposures to an idea 

before a person is ready to buy.  

 

 

How and where specifically will you begin using direct marketing principles?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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13. Over Deliver 

 

Under promise and over deliver. Make it the way you do business. Never leave a 

customer wondering if they got their money’s worth. In fact, don’t have customers, have 

clients. Customers are people who buy things from you. Clients are people in your care. 

Think about that.  

 

Give bonuses, extras, freebees, and more than you think they paid for. Find ways to do 

this at little cost for you but at the same time creating a big benefit for them. Give great 

customer service and follow up. Be responsive. Make up your mind to exceed their 

expectations.  

 

This practice is the single best way to minimize attrition.  

 

One of the greatest marketers I ever met said that he always went for creating that WOW 

effect. When the customer opened his product, he always wanted them to say “Wow!”.  

 

 

What are some specific ways you can over deliver for your customers?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

How might you create that WOW effect for your customers?  

 

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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14. Ask Your Customers What They Want 

 

Jeff Walker, a famous internet marketer, once gave me one of his greatest secrets of 

success. He said it was a simple set of steps that he used. They are:  

 

a. Build a list (customers or prospective customers)  

b. Ask your list what they want 

c. Ask them what format they want it in, and how much they are willing to pay for it 

d. create it 

e. Offer it to them in the formats and at the price they asked for 

f. Repeat the process 

 

This principle applies to brick and mortar businesses as well. It’s not just for the internet.  

 

Your customers will tell you what they want if you ask them. Always turn to them to find 

out. What problems do they still want solutions for? What benefits do they currently 

want?  

 

How can you use the formula above?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

 

How will you gather information from your customers?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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15. Have a Strategic Marketing Plan 

 

All professionals use plans. Most all amateurs do not. Amateurs fly by the seat of their 

pants. In fact, that’s one of the ways you can always spot an amateur.  

 

Your Strategic marketing Plan should include your competitive advantage and USP – 

Unique Sales Proposition. That’s the reason they should choose you instead of one of 

your competitors.  

 

It should describe your target market, your value proposition (what you do for them) your 

Front End and your Back End, and it should explain where your market is and how you 

will reach them. Demographics and psychographics should be sued.  

 

Use your plan to market your business. Constantly update it and improve it.  

 

If you fail to plan, you are planning to fail.  

 

This is absolutely essential information you must have to be successful at your business.  

 

 

Do you have a written Strategic Marketing Plan?  

 

_____________________________________________________   

 

 

Begin the rough draft of your plan. Outline the sections you want in it. 

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

How and where are you going to get the information to put in your plan?  

 

________________________________________________________________________

________________________________________________________________________  
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16.  Do marketing Research 

 

Doing market research is about gathering essential information about 3 things:  

 

1. Your market 

2. Your customers 

3. Your competitors 

 

The more you know about these three things the more effective you will be.  

 

When you learn about your market, you will have a list of important things that you know 

about them.  

 

When you learn about your customer, you will have an Avatar. That’s a written 

description of an imaginary ideal customer – and all about them.  

 

When you research your competitors, you will have a written USP, and a list of super-

valuable insights like:  

 

o What they’re selling to customers who are like your customers 

o What offers they’re making 

o What ads they are running and which ones are working 

o Where their traffic is coming from 

o How their entire sales funnel works 

o The follow up process they use 

o The emails they send out 

 

And much more.  

 

What’s your plan for doing your marketing research in these 3 areas?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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17.  Target Your Market 

 

It is extremely important that you choose a select group of people to sell to. Don’t try to 

be everything to everyone. Your customers are not everyone, they are a select group of 

people.  

 

When in doubt, choose a more detailed group of people to market to ( a niche) so long as 

there are enough people in it. Amazon started by selling books. That’s it. That is all they 

sold. They sold to people who wanted books. Only after they were successful, did they 

move into other markets. And then they did it one niche at a time.  

 

Demographics 

Things like where they live, zip code, age, race, annual income, level of education  

 

Psychographics 

Things like magazines they subscribe to, values, interests, hobbies, political affiliates, 

clubs they belong to, websites they visit, social media channels they’re on.  

 

Mind Factors 

Things like what problem they want solved, what keeps them up at night, what they 

worry about, what they dream of, what they fantasize about, the deep down reason they 

want something.  

 

 

Who is your specific target market? 

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

Demographics: ___________________________________________________________ 

 

Psychographics: __________________________________________________________ 

 

Mind Factors: ____________________________________________________________ 
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18.  Know the Value of a Single Customer 

 

The single most important metric in your business is: The Value of A Customer.   

That means you know how much a customer is worth to you in dollars.  

 

It’s also a good idea to know the lifetime value of a customer. That is simply how much a 

customer is worth to you over time.  

 

Once you know how much the average customer spends with you over time, you know 

how much you can afford to spend on advertising.  

 

Buy customers using advertising. That’s the whole idea. You are buying customers 

whenever you advertise.  

 

The value of a single customer is computed by taking your total sales in a particular sales 

funnel and dividing it by the total number of people who entered that funnel.  

 

 

For example:  

 

You make an offer to 100 people for a product or service.  

The total revenue from all sales of that product/service is $1000.  

 

Take the total sales you made in this funnel/offer -> $1000  

And divide it by the number of people in the funnel -> 100 

The answer is 10.  

 

Each customer is worth exactly $10 to you.  

 

 

What is the value of  a customer or client to you?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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19.  Make the Most of Your Competition 

 

Don’t look at competition as a bad thing. Competition is a good thing. Yes, too much 

competition in a particular market or niche makes it harder to compete there. But overall, 

the best marketers always think of competition as a good thing. It means things are 

selling in a particular marketplace. Be skeptical if no one is making any money in a niche 

you’re thinking about going into.  

 

So how do you use your competition?  

 

Spend time on their websites 

Look at their offers, pricing, now they sell, what markets they are in, their value 

proposition, the keywords they use and on and on. Learn from them. Stop avoiding them.  

What are 3 competitors’ websites are you going to spend some time on?  

 

________________________________________________________________________

________________________________________________________________________ 

 

Where are they hanging out online?  

Look on various social media platforms and see where people are offering things similar 

to your product or service. If your customers and competitors are hanging out there, YOU 

should be hanging out there.  Look at several social media platforms. Which ones are 

packed with your customers and competitors?  

 

________________________________________________________________________

________________________________________________________________________ 

 

 

What are they doing on a particular social media platform?  

How are they posting? What topics are they talking about? What topics are getting the 

most comments and responses? Who has the most followers? What are THEY doing? 

Make a list of what they’re doing. Do something similar. Copy success.  

 

________________________________________________________________________

________________________________________________________________________ 
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20. Make Lots of Offers 

 

Most business owners aren’t making enough offers to their prospects and customers. The 

fact is, they’re not comfortable making offers and that’s why they don’t make many of 

them.  

 

Great marketers get over this problem by making lots and lots of offers. The more offers 

you make the more money you’ll make.  

 

It is just a matter of numbers. How can they buy something from you if you don’t offer it 

to them. And the more you offer and the more frequently you offer it, the more you will 

sell.  

 

Offer an upsell. Offer a bundle. Email offers out to your lists after first giving them value. 

Offer new products or services. Offer things you haven’t even created yet to get their 

reaction to the idea!  

 

Whatever you do, start getting more comfortable making offers to both your prospective 

customers and your existing customers.  

 

What are some things you could start offering to prospective customers?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

What kinds of things might you offer to your existing customers?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

What’s your plan for creating more things to offer?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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21.  The Money is NOT in The List  

 

It’s often said that “The money is in the list”.  

 

It’s not true.  

 

The money is in your ability to communicate effectively WITH your list.  

 

Copywriting will help you do this.  

 

Build a list. Get people’s email addresses by using an opt-in and a gift that you give them 

in return for their contact information. “Sign up for my newsletter” is NOT enough.  

 

Then email them value and more value and then offers.  

 

But above all, make sure you KNOW your customer. If you don’t know their needs, 

wants, pains, etc. – how can you talk to them like a real person. Why should they feel that 

you really understand or care about them at all?  

 

They’re going to determine how much you care and if you can really can help them BY 

THE WAY YOU TALK TO THEM. Mostly in your emails, and in your videos.  

 

Yes you need to build a list. But you also need to make it a point to communicate 

effectively with your list. Do that and people will stay on your list for YEARS.  

 

And that list will be worth thousands, maybe even millions of dollars to you.  

 

What is your plan for communicating frequently and effectively with your list?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  
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22.  Automate Your Marketing 

 

As soon as you can, find ways to automate every aspect of your marketing. That means 

that your led generation should be done without requiring you to do it.  

 

There are several ways you can automate your marketing:   

a. Mailings – using scheduled mailings done by a mail house  

b. Emails – using an autoresponder  

c. Phone calls made by staff or a contractor 

d. Outsourcing – have a contracted company do it for you  

e. Online sign up, online appointment setting, etc.  

f. Ads that run perpetually and just need to be monitored  

g. Video sales letters,  

h. Webinars that run on evergreen – i.e. they automatically play over and over 

i.  Online posts and blogs that continue to pull attention and interest 

j. Search Engine Optimized web pages that rank in the search engines   

 

 

 

Which autoresponder service will you use?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

What are some other ways you can automate your marketing?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

What’s your plan for automating your marketing?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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23.  Make it Easy To Buy 

 

People will buy more and more if you make it easier for them to buy from you.  

 

This means offering payment by 

a. Credit card 

b. Check 

c. Online shopping cart 

d. PayPal 

e. Monthly payments over time 

f. Cash 

 

 

The more methods of payment you offer the better.  

 

What additional ways can you take payment?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

 

How can you make it easier for people to buy from you?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________  

 

 

How can you make it easy for your existing clients to buy MORE from you?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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24. Use Risk Reversal 
 

In every sales interaction, one party is usually taking most of the risk. Usually it is the 

buyer.  The idea of risk reversal is to reverse the risk equation so that YOU are taking on 

more risk that the person buying something from you.  

 

This is an extremely powerful concept.  

 

How to do this?  

 

o Offer a guarantee 

This is one of the best ways to take away their risk. Make a really good 

guarantee and make a big deal about it. 100 % money back and 100% 

satisfaction guarantees are what we’re talking about here. 

  

o Offer a low cost front end purchase so they don’t have to spend a lot of money 

to sample your wares.  

 

o Offer a FREE or low cost trial period or experience 

This way they can experience what you have to offer without spending a lot of 

money.  

 

 

 

What is your AWESOME guarantee?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

What is your low-cost front end so they can sample what you do?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________   
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25.  Search For and Find Sub-Niches and Micro-Niches 

 

A Niche 

A small part of a market. Niches are a huge secret of the greatest marketers in the world. 

Constantly be on the lookout for niches, especially those in and around your industry or 

target markets. Look for new niches that are opening up or will open up. Look for niches 

you haven’t thought about before.  

 

Sub Niche 

A division of a niche.  

 

Micro-Niche 

Very tiny markets that still have enough customers to be worth your time and effort to 

market to them. Often they have little competition.  

 

 

What niche are you currently in?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

What are some sub-niches you could consider?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 

 

 

What are some micro-niches you may want to consider?  

 

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________ 
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And Finally 

I hope you enjoyed this mini-course in marketing.  

If you actually implement all or most of these principles, your business will never be the same 

again. And neither will you!   

And of course, that’s the whole idea.  

 

When you think and act like a world-class marketer, things will change forever.  And you and 

your business will be capable of more than you can imagine.  

If you could use some coaching to help you in implement these principles more effectively, 

please feel free to contact me.  

To inquire please email Alex@SkillBuilderSeminars.com or call 972-689-3749.    
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