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Learn How People Are Making Web Money Online Today

BONUS!
Discover The 7 Secrets to Achieve
Anything You Want In Life...
***Limited Time Only: Grab This FREE Gift Now!***

These 7 Secrets Will Enable You To...
•
•
•

Discover the Foundational Meaning of SUCCESS
Demonstrate PASSION and PERSEVERANCE for long-term goals
Learn the untold secrets on how to create the life you TRULY DESIRE

•

IT’S FREE … CLICK HERE to get yours!

You Asked and We Listened. HELP is HERE

How Would You Like To Get Your Hands On My
Proven Marketing Strategies That Have Created A
Multiple Six Figure Online Business?
Now You Too Can Explode Your Business Income With

Monthly Internet Marketing Training And Coaching!
If You Are Serious About Changing From A Failing Online Business To An Uber Profitable Online Business I
Can Help You!
Listen, I know what it's like to have a strong desire to have a successful online business but have no real idea of
HOW to market it...

I'm not making empty promises. One thing you will not find on this site is a promise of "easy riches". I
make no claims of how much you can make. I make no claims that you'll make any money at all. I don't
know you. I don't know if you're a thinker or a doer. How can I promise you'll make X dollars? I can't.
And I don't. That SHOULD be a sign of trust to you.
There are many others out there making crazy income claims. I won't promise riches. I won't promise
any results. I'll simply tell you that I will show you things you can do to get your online business rocking
and rolling!
There is absolutely no risk. I'm even going to take away ALL RISK for you. It's pretty
simple: if you don't like the Training, you don't pay. Period. You have nothing to risk and
everything to gain.
Let me say it a different way...

Click Here
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Welcome to the JUNE 2022 Issue of our monthly
“Making Web Money” Online Digital Marketing magazine where every month we show you how real people, just like
you, are making web money – online. This month we have

MakingWebMoney.com

MORE great articles and personal success insights,
interviews, plus some ONLINE opportunities for you.

www.MakingWebMoney.com

Subscription enquires:

Order the printed edition:

- Need A Product Idea … Do This
- What’s Your Value And Position?
- MWM Series on Business Help - How To Charge $500 for a Few
Bits of Plastic
- MWM Interview – Jeremy Gislason
- ‘Better’ Doesn’t Give You the Edge – Parrots Do
- New Product SHOPZPRESSO MEGA STORE
- 21 Tips For Writing Effective SMS Marketing Copy
- New Product - Introducing 6FigZ
- FREE Affiliate Funnel Offer
- 7.5 Influencer Marketing Tips For Beginners
- The IM Guru’s Secret to Making Sales and Losing Customers
- Internet Marketing Made Easy
- NEW PRODUCT DriveZPresso

58

- MWM Wants You to Know – Your Customer is Never Wrong,
Except When He Is
- MWM Q & A - Case Study - $2600 a Month Sending Motivational
Reminders
-This Month’s Marketing CLINIC - 5 Ways For New Online
Businesses to Increase Conversion Rates
- MWM Success Guide - Success Leaves Major Clues

- MWM Ask the Expert - Case Study – The One Auto Responder Email
That Increases Your Income by $1,000 Per Day
I hope you enjoy this month's magazine. Thanks for reading.

www.issuu.com
Advertising enquires:
www.MakingWebMoney.com

Making Web Money Magazine
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12 times per year.
Copyright 

All rights reserved.
Reprinted with permission. No
part of this publication may be
reproduced, translated or
converted into machine-readable
form or language without the
written consent of the publisher.
Articles express the opinions of
the authors and are not
necessarily those of the publisher
Making Web Money Online
Marketing Magazine
Editor Harry Crowder

– Check out our 120 Great Back Issues of Making Web Money!

Talk to me

>>

facebook.com/harrycrowder

Advertising: See Above
Contributors
Various experts in their fields

twitter.com/harrycrowder

Keep your valuable feedback coming. I try to reply to every email, I appreciate
your input as it helps to make MWM the Best magazine possible.

The instructions and advice in the
magazine are for educational and
entertainment purposes only.

Email me at: harry.crowder@gmail.com
The creators, producers,
Follow me on Facebook: https://www.facebook.com/harrycrowdercontributors and distributors or
Making Web Money Marketing
Magazine
any liability for
Both the paper and our printer meet the international standard ISO 14001 for environmental management.
The disclaim
paper
comes from sources certified under the Program for Endorsement of Forest Certification scheme (PEFC).
Please
loss or
lack of results from
recycle this magazine – or give it to a mate.
following the advice expressed
herein.

MWM inbox

How Handy is This?
You can NOW

Shop Walmart Online,

save a lot of time, money and hassles.
Pick from everything at Walmart and

Then choose

to have your order

Delivered to you by mail / freight
OR
Tell us what you like and don’t like about
Making Web Money Digital Marketing
magazine. What worked for you or what
you think sucks, then we can make
Making Web Money an even better online
magazine.

YOU can Pick Your Order Up

at

So, send me an email with your feedback
and let me know.
harry.crowder@gmail.com

Shop at home. Drive to the
store. Pick Up Your Order!

QUOTABLE..
Marketing is no longer about the stuff that you
make, but about the stories you tell.”
Seth Godin,
Bestselling Author and Blogger

MWM 8

QUOTABLE..
Is Elon Musk’s Twitter Deal More
Ego
“Every email Sense?
is a customer survey of your target market, b
Than Business
testing they vote on what resonates best with them.”

Twitter peaked a couple of years ago, which makes me wonder why Musk wanted so desperately to
buy it now. Part of his pitch to the big banks financing this deal
that Musk
going to reduce
Twitter’sConsultant
– isKath
Pay, isFounder
and Senior
content restrictions, a strategy that risks increasing toxicity on the platform while he’s going to need
Email Marketing
more ad revenue to pay down his new mountain of debt.

at Holisti

If nothing else, it could be entertaining to watch what happens next.
https://www.vanityfair.com/news/2022/04/elon-musk-is-about-to-learn-that-space-travel-is-easierthantwitter
https://www.cnbc.com/2022/04/25/twitter-accepts-elon-musks-buyout-deal.html

3D Ads Come To Facebook,
Instagram In
Step Toward The Metaverse
Meta Platforms Inc will make it easier for brands to run three-dimensional ads
on Facebook and Instagram through a new partnership with an ecommerce
technology firm.
The integration with VNTANA will allow brands to upload the 3D models of
their products to the social media platforms and easily convert them into ads.
The move is a stepping stone into advertising in the metaverse, the futuristic
idea of a collection of virtual worlds that can be accessed through different
devices such as headsets.

https://www.msn.com/en-us/news/technology/3d-ads-come-tofacebookinstagram-in-step-toward-the-metaverse/ar-AAVrVsq

MWM New Product
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Instagram’s Chronological
Feed Is Back –
Here’s How To Enable It
The latest update for Instagram finally brings back the
beloved chronological feed as well as a new favorites feed.
Instagram’s chronological feed has been missing for
several years now. The company removed it in 2016.
However, it began testing a new version of the feed in
January.
Now that it’s back officially, Instagram users can more
easily find the posts from accounts they really care about.
It’s especially good news for users who might have been
driven away by Instagram’s continued push of “suggested
posts” and even Reels in recent months.
https://news.yahoo.com/instagram-chronological-feedback-enable-151106393.html
With a revolutionary format that inspires come-as-you-are
creativity, TikTok is changing the way that women portray
themselves online. Women are building new communities and
finding opportunities for self-expression on our platform—and
brands are discovering new ways to reach this powerful global
audience.
TikTok’s unique ad solutions and creative tools make it easy for
brands
to engage
with female
and buildasauthentic,
lasting
Some Bitcoin
evangelists
see users
the currency
an answer
to problems that
relationships.
But
what
makes
women
on
TikTok
tick?
Let’s
plague society.
explore how women perceive themselves, communicate with
others,
andread
spendenough
time onabout
TikTok—and
can use
our across people
When you
Bitcoin how
you'llbrands
inevitably
come
platform
connect
with this influential
who
refertoto
the cryptocurrency
as a community.
religion.

Why Are People Calling Bitcoin A
Religion?

Bloomberg's
https://www.tiktok.com/business/en-US/blog/reachingLorcan Roche Kelly called Bitcoin "the first true religion of the
21st
century."
women-bold-active-authentic
Bitcoin promoter Hass McCook has taken to calling himself "The Friar" and
wrote a series of Medium pieces comparing Bitcoin to a religion.
And there is a Church of Bitcoin, founded in 2017, that explicitly calls
legendary Bitcoin creator Satoshi Nakamoto its "prophet."
One thing is for sure - if you can arouse this kind of passion in your
followers (think Apple) then you've got a hugely successful product on
your hands.
https://www.salon.com/2022/02/12/why-are-people-calling-bitcoinareligion_partner/
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Starting today you can enroll in my new monthly coaching program where I will teach you how
to turn PLR content into spendable cash using several underground methods.
Each and every month you'll get a new lesson showing you a different way to profit with the
PLR products you already have. Each month will be a different lesson (sometimes delivered as
a step-by-step PDF and sometimes delivered as video tutorial lessons, and even sometimes a
mixture of both) that you can download, view, and then implement to start making money
with PLR content.
This 12 month coaching program can help you feel good about every PLR purchase you've
made (even those "junky" ones because I will show you how to polish them 'til they shine!). The
PLR Profits Coaching Club can justify every penny you've spent. It can make those purchases
worth something to you because you can put that content to work making money for you.
Click Here to Start

This Magic Eight
Ball ofMajor
Online Marketing
Success
Leaves
Clues

Okay, hold on tight because this is important.
When you’re just starting out, it’s tempting to try to reinvent online business.
Just… don’t.
Success comes by watching what is working for others and following in their footsteps until you know what
you’re doing.
Once you know what you’re doing, then and only then can you start experimenting with things no one else has
ever done before.
I know how tempting it is to do things YOUR WAY, but think about this…
If you are earning $0.00 online, and someone else is earning $1,000,000 online, who do you suppose k nows
what they are doing?
Choose a proven plan. Follow the steps. Reinvent later.
But…
You knew there had to be a but, right?
Be super careful who you emulate. I’ll give you an easy example:
You see a self-proclaimed expert online who posts lots of pictures of expensive cars, monster big houses and for
some reason, beaches. Lots of beaches and palm trees and skinny women in bikinis riding on yachts. This guy tells
you that you can make money by pushing 3 buttons on your computer if and only if you buy his product today.
You see another person who doesn’t claim to be an expert, but he’s been around for a long time and he’s got a
loyal following who believe in him. He tells you that if you can take instruction well, if you can follow the plan as
laid out, then over the course of a year you can build a highly profitable business.
Without any more information, which one is more likely to be offering you an actual marketing plan that works?

Need A Product Idea … Do This
Over the next week or two, make a list of every time you wish there were a solution for something.
You wish you knew how to…
You wish there was someone who could…
You wish there was a way to…
Then go online and do your research. Are there other people who want that same problem solved? And what
solutions already exist? Can you do it better? Differently? Faster or easier?
If so, you might have a great idea for a product.

Or Invent a Holiday
You want to have a sale but you need a reason.
You want to have an event but you can’t think of anything newsworthy.
You want to have some fun with your customers but your mind is a blank.
No problem… just invent a new holiday.
You don’t even have to make it official.
It could be something simple such as…
“I’m declaring May 13th to be National Purple Pants Day, and everyone who posts a picture of themselves wearing
purple anything will get a free copy of my new book, Purple People Eater Does Marketing.”
Or you could make it a big event with several days of festivities, sales, events, contests and so forth.
Make your own holiday.
Create your own event.
Make a splash on the internet and let your customers have some fun, discounts and prizes, too.

What’s Your Value
And Position?
You’re watching a sales video or you’re on a webinar waiting for
the speaker to get to the price of the product they’re promoting.
The thing is, they’ve done a good job of selling the product and
you want it.
But when they finally they reveal the price, it turns out to be ten
times bigger than you thought it would be.
In fact, at the mention of this HUGE number you feel like you just
got punched in the stomach and you click off the page in retaliation.
What happened?
They didn’t prepare you for what was coming.
How much better would it be if they had said something like,
“Some of our closest competitors charge $200 and some charge
$4000. We’re right in the middle and I can tell you why.”
Or they might have said something like, “Some people charge as
little as $200 for this. Let me tell you why we charge a lot more than
that, and why it might be the smart choice for you.”
It’s all about telling the story of value and position. Do it right
and people will pay what you ask. Get this wrong and they’ll feel
like they got punched in the stomach.

Click here to get Your Website Now!

‘Better’ Doesn’t Give You the Edge – Parrots Do
In the 1980’s the competition between small TV stations
to have the best weather reporting was fierce.
Who had the latest, most technologically advanced
forecasting equipment and who got the weather right
more often?
While stations were spending big money to get the
latest radar systems, one little station simply could not
compete. They didn’t have the money for the latest
equipment and even if they did, they would still be going
head to head with all the bigger stations in the area on
their terms, meaning they would likely still be dead last in
the ratings.
So what did they do?
They got a parrot.
That’s right, the weatherman got a new sidekick when
the station owner brought in his pet parrot to help him do
the weather.
This parrot could say a lot of words and sometimes even
string them together into sentences. He could also pick up
new terms quickly, so each day the station would get the
weather forecast off the wire service and teach the parrot
to say one or more things like, “Sunny and hot!” “Too much
damn rain!” and “Wear your galoshes!”
You might think people would tune in to a station that
had the best weather forecast and the best equipment to
predict tornados and so forth.
Nope.
They tuned into the parrot. It didn’t matter if the parrot
said it would be sunny and hot and the day turned out to
be cold and wet. People would still tune in the next day to
see what the parrot would say next.
As word of the parrot spread, this little station’s ratings
quickly skyrocketed from dead last to #1, beating all the
others by a handy margin.
Lesson learned? Building the best website or having the
best product won’t necessarily get you sales, but being
entertaining will.
Be in a class of your own by finding a way to stand so far
apart from the competition that you essentially have no
competition at all. And then if the people like your style,
you won’t need to be the best to grow your business.

Subscribe
TODAY!
Do it now!
It’s Free

To subscribe for free, go to:

MakingWebMoney.com
The digital edition of our magazine is FREE !!
You can upgrade to receive the printed
edition,
Or cancel your subscription at any time.

Subscribe
today for
FREE!

MWM ask the expert
Case Study – The One Auto Responder Email That
Increases Your Income by $1,000 Per Day
Just between you and me, it’s easier to go from $1,000 to
$10,000 than it is to go from $0 to $1000.
That’s because once an income reaches $1000 a month,
there are already systems and funnels in place that are
making it happen. Then it’s just a question of tweaking those
systems to increase the income.
If you don’t already have a list, a funnel and so forth, you
can still make money from this ‘trick’ by going to other
marketers who are building their email lists and offering to
add another $1000 a month to their income.
And if you’re already building your list, then you are going
to LOVE this.
A few weeks ago a new coaching client came to me asking
for help in scaling his business. The first thing I did was ask to
see his autoresponder sequence. These are the automated
emails that are sent out to someone on a regular basis when
they join his list.
I’m most interested in seeing that first email he sends; the
one that always reads something like, “Welcome to the ABC
list, here’s the link to your free download!”

That is the standard email and I’m here to tell you that it’s
a sin to send the email this way, and here’s why:
This first email that new subscribers receive from you is
opened somewhere between 50% to 90% of the time.
Check your own AR stats and see if this isn’t true.
Opened 50% to 90% of the time! No other email comes
close to reaching these numbers.
And yet, most marketers do NOT do any selling in that
email.
“I don’t want to come across as pushy.”
“I’m worried if I try to sell something they will
unsubscribe.”
If you have thoughts like these then it’s time to turn your
thinking on its head.
If you’re building a list, 99 times out of 100 it’s because
you want to sell that list something.
Maybe you’re a non-profit and you want to sell them on
making a donation.
Maybe you have a certain belief system and you want to
sell them on believing what you believe.

Or maybe, like most of us, you want to sell them products and services that
help them to reach their goals.
Now then, if you are building a list so that you can sell to them, then what’s
wrong with… selling to them?
If seeing a sales link in that initial email scares them off, then they were
never going to buy anyway.
Otherwise, by placing a link in that email, you are training them to EXPECT
to see links in all of your emails.
You are training them to expect offers and click links.
As you can imagine, this is profitable for you and beneficial for your list
because you are helping them to get the benefit(s) they seek.
Now then, back to my coaching student…
His “Welcome” email was just what I expected.
“Welcome to the XYZ Studio, here’s the link to your free video.”
And here are the changes we made:
First, in the email we promised to send a second free gift the following day.
We do this to train new subscribers to open emails, and in fact every email
for the first week promises another free gift the following day. We also added
3 or 4 hot bullet points to make them salivate over those free gifts and
anticipate receiving the email the next day and opening it.
This method alone can greatly increase your income in the long run
because your list becomes accustomed to opening any email that comes from
you.
Continue to give them free gifts now and then to keep that momentum up,
and make sure the free gifts are short, sweet and totally awesome.
Okay, before I tell you about the second thing we added to that first email,
let’s do a little math:
If you get 100 new subscribers each day, and 3 out of 4 open that first
email, that’s 75 opens.
If you get 300 new subscribers each day, that’s 225 opens.
225 opens times 30 days a month is 6750 opens each month.
That’s 6750 people you can be sending to the link of your choice, and
here’s how to do it:
P.S. While you’re eagerly waiting for that free gift tomorrow, I’ve got
one more thing for you today – a special 20% off discount code ***for
NEW subscribers only***.
After you visit our catalog, if you decide to try out any of our best
selling products, you can use the check out code “WELCOME20” to
instantly save on as many products as you choose.
My personal favorite is the XYZ product because it will reveal exactly
how you can get (benefit) in just 7 days.
Don’t wait too long to use your discount because it’s valid only on first
time orders and only for the next 24 hours.
Visit our store here <<LINK>>
With these two tweaks (free gift, P.S discount) my student added over
$1000 a month to her income almost immediately.

Did you know:

ATTENTION: Want to start your own high-ticket business?

"Discover The Steps On How To Start Your Very
Own Recurring Membership Site And Get Paid
Month After Month"
In This Course, You'll Find Out How To Get Started With Your Own Membership Site, How To Structure
it, What Type of Content To Provide, Pricing And Much more

Why Should You Create a Membership Site?
Essentially, a membership site is a site that users pay to subscribe to. This normally works by first enticing the reader

with some free content and showing them the kind of entertainment/information/value that you’re
capable of providing.
Once they’re hooked, you then make sure they know that they need to subscribe in order to gain access to your very best
content and to get frequently updated. So what’s so different about this? Well for starters, it means that you can much
more easily convert visitors to paying customers seeing as they’re not having to put down a large amount of money
and seeing as they know what they’re getting right away. This means the money is recurring and much more
predictable.

Membership Authority includes the following:
•
•
•
•

The main eBook
FAST-ACTION BONUS #1: Checklist
FAST-ACTION BONUS #2: Resource Cheat Sheet
FAST-ACTION BONUS #3: Mindmap

I'm delighted to have the chance to share this powerful guide with you, and I know you’ll be very happy with
the results. The comprehensive and valuable insights you need to finally achieve online success!

Click Here Today

MWM Business HELP
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How To Charge $500 for a Few Bits of Plastic
When I receive orders in the mail as well as
magazines wrapped in plastic, there’s always some
sort of advertisements inside.
You know the ones: They’re colorful and offer
something that just looks peachy keen wonderful
but you really don’t need it.
First lesson: If you’re sending anything through the
mail, let another company pay for your postage by
charging them to include their advertising piece.
Yesterday I received a magazine wrapped in plastic
from the United States. Inside there was an
oversized postcard with the following headline:

SNOOPY
Through the Year Perpetual Calendar
The Only Calendar You Will Ever Need
PEANUTS
Not exactly a catchy or even grammatically correct
headline but it doesn’t matter because no one is
going to read this headline first. Instead, your eyes
are immediately drawn to a big picture of the
Snoopy calendar consisting of a plastic wall unit,
moveable tiles for the days of the month and 12
different Snoopy figurines.
It’s the figurines that sell it, of course. Every month
Snoopy and Woodstock (Snoopy’s little yellow bird)
are depicted doing something related to the month,
like looking at a snowman in January, holding hearts
in February and so forth.
Lesson Two – When it makes sense, let a picture do
most of your selling for you.
This is all well and good and frankly I think it’s pretty
cute.
But… when you read the fine print - and I do mean
FINE print that just about requires eagle eyes or a
magnifying glass – you’ll discover that these 12
figures are sent (issued) 2 at a time, at the rate of
$59.99 payable in two monthly installments of
$29.99. Yes, the math is a penny off because $29.99
times 2 is $59.98.

Furthermore, the wall unit counts as an “issue”
all by itself, making 7 issues total.
So far we’re up to 7 units times $59.98 each.
But wait, you pay more! Because the even tinier
print (I had to hold this in full daylight to make it
out) says that each edition is going to cost an
additional $10.99 for shipping and ‘service’.
Now we’re up to a total of $496.79.
Lesson #3: In case someone does the math,
make it come out to less than a round number – in
this case, less than $500 – to make it appear less
expensive.
And what do you get for almost $500? A few
bits of plastic shaped and colored like Snoopy and
Woodstock.
And I bet they are selling like hotcakes, too.
Why?
Who doesn’t love Snoopy and Woodstock?
Lesson #4: Relating this to online marketing,
when possible, attach your product to a known
celebrity, or even make your product about that
celebrity.
Of course, almost no one would pay $496.79 up
front for this calendar without a heck of a lot more
selling and arm twisting than this postcard is
capable of doing.
But heck, it’s only $29.99 to get started, right?
Everyone can afford that.
Lesson #5: When possible, offer easily
affordable payments.
And notice that they NEVER tell you how much
this will cost altogether. That’s something you
have to figure out for yourself, and they’re betting
that most people won’t do it.
Lesson #6: If you’re offering payments or a monthly membership, then maybe there is NO NEED to talk about the total price.
Instead, just focus on that low and totally manageable monthly payment.
When you flip this card over, you see that the bottom half of it is a tear off postcard with the postage paid by the addressee,
which in this case is the Bradford Exchange in Illinois.
This makes it super easy for a person to order. All they do is enter their name and address and mail the card. Or if they prefer,
there is a URL where they can order.
Lesson #7: Make it super easy for the customer to BUY your stuff.
And there are bonuses, too.
There is a Snoopy doghouse on which the monthly figurine is placed (adorable!) and you can, “Customize your calendar with
77ofMicro
Habitsdate,
to Change
the incredible assortment
tiles including
holiday and special event tiles!”
Whoo-hoo and party on!!!

Lesson #8: The right bonuses that enhance your main product will increase sales.
Finally, they let you know that the calendar itself is a $130 value, and yet you’ll only be paying 2 installments of
$29.99.
Lesson #9: Tell them how this purchase SAVES them money.
They could have also said that you will no longer need to purchase a new calendar every year, which means this will
pay for itself in about 25 years.
Okay, I guess we can see why they didn’t use that as a selling point.
Finally, you get a 365 day money-back guarantee, you may cancel at any time, and you send no money now.
Lesson #10: Take all of the risk away from the customer by giving a strong guarantee. If it makes sense, let your
customers start with no money down or with a token amount, such as a free membership that gives access to limited
features or $1 for the first few days with full access.
I can tell you for an absolute fact that this postcard is making a profit because this is May of 2022, and yet the postcard
is copyrighted for 2021. This means it’s been in use for at least 6 months and possibly as long as 17 months. They
would not continue to use this if it wasn’t making them a tidy profit.
And finally, here’s the one thing I’m hoping you will take away from all this:
Lesson #10.5: Watch what other marketers do, both online and offline, and see what you can learn and what you can
borrow for your own purposes.

Your Life

Introducing 6FigZ

WHAT IS IT?
Only 3 Things Needed To Make Money Online
•
•
•

A Digital Product ( Preferably Cloud-based Saas Product)
High Converting Sales Page
Traffic

This is a proven 6 figure per month business model Product owners are doing it with great
success on Clickbank, JVZoo, Warriorplus and hundreds of other marketplaces
Unfortunately none of the above is easy to get.
But good news – we are giving away all the three above as a complete 3 IN ONE BUSINESS
IN A BOX with agency license
•
•
•
•
•
•
•
•
•

It’s a 3 in 1 business in a box.
Customers are getting everything I personally use to make six figure per month
A complete on-demand automatic traffic generating cloud-based software
Readymade high converting sales page
User rights – Customers can use the software and get traffic anywhere they want
Agency rights – Customers can put their bi buttons on the done for uses page and sell the software as
service to their clients and make money as and agency
Completely cloud-hosted – the software and the service page is hosted in our server. customers don’t need
to use their own domain or server
Nothing to download or upload – it’s totally cloud-hosted. so there is nothing to upload or download
Completely newbie friendly – simple to use software comes with step by step, over the shoulder training
module

Click Here to get started today

21 Tips For Writing Effective
SMS Marketing Copy
The difference between effective and noneffective SMS copy is the difference between
making tons of sales and making none at all.
What you write in those 160 characters is going to determine if you get engagement and
sales. Because of the limited characters you have to work with, this can be some of the
toughest copywriting there is.
And yet, it can also be the most financially rewarding, too.
Here are some of the best practices from brands that are killing it with SMS.
1: Test your message before you send it. There’s a reason why this is #1 on the list –
Proofread and TEST your message to avoid making what could be a colossal mistake.
2: Keep it simple and concise. Think of email as the place for details and SMS as the place for
highlights.
3: Get to the point quickly using 75-125 characters, or about 3 to 4 lines.
4: Treat your first few words as though it’s a subject line because this is the text message
box preview.
5: If appropriate, use a line break between your subject line and message to make it easier
to read.
6: Offer a sale or discount.
7: Provide value, even if it’s not a discount, such as offering first access, free shipping, a
rewards program or a subscriber only freebie.
8: Show gratitude with phrases such as, “We appreciate you” and “Thanks for being a
customer.”
9: Write like you’re talking to a friend.
10: Use visuals such as images, GIFs, audio and video. They can be great if they enhance the
message and are kept under 500kb.
11: Don’t go crazy with emojis. One can add visual excitement and 5 is just too many.
12: Use emotional words and keep sentences short.
13: Stay on message, using the same words and phrases your customers expect from your
brand.
14: Watch the abbreviations. Not everyone knows what the heck your abbreviations mean.
15: Shorten your links using a bit.ly to track your links and leave more space for your
message.
16: Time your texts to arrive at the start of a sale and again a few hours before the sale
ends.
17: Remember to say who you are, including the name of your business to ensure your
recipient recognizes you.
18: Using all caps to emphasize ONE word is okay, but don’t go crazy and USE ALL CAPS FOR
THE ENTIRE MESSAGE.
19: Use a strong and clear call to action telling your subscribers what to do. Every time.
20: This tip is somewhat controversial: I highly recommend you test this one out because
I’ve seen it work and I’ve seen it fail big time, and it’s this…
Promote multiple items in a single text message. We don’t promote multiple items in a sales
letter, so why would we try to do it in an SMS text? Because sometimes multiple choices get
more engagement. Test this for yourself and see if one choice or two work better for you.
21: Before sending, take a good look at your message and ask yourself if this is a message
you would want to receive. If not, fix it.

Click Here Now
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World’s First 3-in-1 Online MegaStore Creator that
combines Physical Products, Software Products and
Licenses + Affiliate Marketing into ONE.

Launch Your BRAND NEW 3-in-1 Online MegaStore
in Just 3 Simple Steps
STEP 1
Access your ShopZPresso Account
STEP 2
Import or Add products in one click
STEP 3
there is no step-3… enjoy profit
BOOM!
Your Online MegaStore Launched
IN LESS THAN 60 SECONDS

CLICK Here Now

e-Commerce is growing like never before!
You would be amazed to know a proven and tested
system to easily and quickly create a profitable online
store and boost your profits in a hassle free manner.

Dear Online or Offline Business Owner,
Did you

I am about to disclose an important piece
of information that will enable you to
know
boost your business and leave your competitors far behind.
But first, let me ask you two simple questions:

MMM 26

- Are you still trying to sell your products and services
physically?
- Have you spent a lot of money and time, but
never achieved your objective?

Be honest!!! Are you actually achieving your
desired goals? … are you saying NO? (it’s o.k.)
Look at astonishing stats:
- U.S. Online sales will be $523 Billion by
2020

- E-Retail spending to go up by 62% this
year
- 51% of U.S. consumers plan to do most of
their online shopping at Amazon.com
- eCommerce salaries in the UK have increased
over
14,000
euros in
2015,
and by
the
-byThe
average
amount
spent
by each
consumer
is expected to rise from $1,207 per
annum to $1,738 per person.

With over 85% of searches for products and services happening online, the
growing relevance of eCommerce can’t be taken for granted
http://ecommercemadeeasytraining.com/
Get Your copy of your “eCommerce

Made Easy” Training Guide. Be ready
to apply these really easy-to-follow strategies right away before your
competitors do!
Quotable …
“Google only loves you when
else loves you first.”
Click everyone
Here
– , Blogger and Artist

7.5 Influencer Marketing Tips
For Beginners
Let’s start at the beginning… Influencer Marketing is a term that’s
bantered about a great deal like it’s some magic fairy dust that leads to
overnight sales and huge upturns in conversions.
The thing is, all of those things are true when influencer marketing
works.
Influencer Marketing in our case simply means teaming up with
someone else – another marketer, a blogger, a video maker, a social
media icon, a well known person in your niche – and getting your
product or service presented by them to their audience.
For example, Sally Sue has a super loyal following of 100,000 on your
favorite social media platform. Her audience would have an interest in
your product, if only they knew about it. You strike a deal with Sally Sue
to influence her audience to purchase your product. The deal might be
a payment, a commission on products sold, or whatever works
between the two of you. And her endorsement can include whatever
you agree upon. Perhaps she does some short videos or presents your
product during her commercial break on her podcast or sends out
messages via social media and email.
As you see, the possibilities are nearly endless. But the trick isn’t to
find random influencers who will take your money. Rather, it’s to
determine where your best audience is - the ideal prospects for your
product – and then find influencers already in touch with your ideal
audience. For example, it won’t do you any good to work with an
influencer of video gaming males in their 20’s if your product is how to
lose weight for women over 40.
How do you, as an online marketer, go about using influencer
marketing to gain more followers, readers, subscribers and sales?
Here are 10 tips to get you started in the right direction.
#1 – Know What You Want
What is your goal? Is it to increase your social media following? To
get email subscribers? To hand out free trials?
Just as you must know your audience and who is in touch with your
audience, you must also know up front what your goals are, because
that can determine how you approach influencer marketing.
And once you know your goals, you can then choose your key
performance indicators that are specific and measurable. This is how
you will know if a particular influencer is having a positive impact in
reaching your targets.

#2 – Choose Influencers Who Are the Perfect
Candidate for Your Product
Again, this goes to finding the right audience. If the
influencer is someone who can benefit from your
product, imagine how strong their own testimonial
can be when they recommend to their followers that
they take the action you desire.
This is the difference between, “I recommend this
product” and “I USE this product and it works for
me.”
That is a powerful difference that can have a
dramatic effect on your conversion rate.
#3 – Turn Customers into Your Own Influencers
Brand Ambassadors are people who start as
customers and become so enthused, they start
proclaiming to the world that they love your stuff.
This is one of the most powerful strategies in
influencer marketing because no one can
communicate to your customers as well as their
fellow customers. When you make a claim, prospects
know you’re trying to sell them. But when a
customer tells their story of the results they got,
prospects lower their defenses and get onboard.
And there’s a bonus to turning customers into brand
ambassadors because it increases their emotional
attachment to your products and your brand.
Brand ambassadors can be paid in free products or
monetarily. And sometimes they’re so in love with
your cause, they’ll even work for free.
#4 – Don’t Overlook Micro-Influencers
In social media, we think of influencers as those who
have a large audience such as 500,000 or more. Then
we have brand ambassadors who are customers who
love your product so much, they’re willing to tell
their story in social media to influence others.
But there’s a third group called micro-influencers.
These are similar to influencers but with a smaller
audience. And here’s the thing you need to know:
Many businesses are still overlooking microinfluencers as not being worth their time, but that’s
simply not true.
Micro-influencers can sometimes have the most
loyal, devoted audiences who take their every
recommendation. True, maybe their audience
numbers are fewer than a major influencer, but the
conversion rate can be much higher, resulting in
many new subscribers, sales and so forth. According
to CoSchedule, 82% of people are likely to follow the
recommendations of a micro-influencer.
If a micro-influencer is already talking to and
influencing your ideal audience, then you might want
to consider working with them.

There is less competition going after micro-influencers,
making it easier to get them on board. Some of the smaller
ones have never even been approached before, so you might
need to educate them on how things will work, but it’ll also
take less money to get them on board and you could be their
one and only client, meaning your product is the only one
they’ll be talking about to their audience.
One word of caution here: Start your micro-influencer
relationship with a small test. There are micro-influencers who
are artificially inflating their numbers with things like bots to
make it appear they influence far more people than they do.
Run one test for a small amount of money to see if you get any
results. If you don’t, it’s probably best to move on.
#5 – Work with Podcasters
The wonderful thing about a podcast is that the audience is
captivated rather than distracted. They have their ear buds in
or they’re driving in their car and their attention generally isn’t
being diverted to other webpages and so forth.
Better still, the audience has a special relationship with that
podcaster, listening in to each episode and getting to know
and trust that podcaster. Endorsements on podcasts will
create customer connections and fast track subscribership
and sales.
One note: When giving out a URL on a podcast, make it
super simple and easy to remember. Some of these people are
driving in their cars which is why the offer has to be super
enticing and the URL has to be something they can remember
until they get to where they are going.
#6 – Use Instagram Stories
Instagram is the best channel for influencer marketing
(followed by Facebook and YouTube) and it can be one of the
very best methods for increasing click-throughs, engagement
and sales.
One in four millennials and gen-Zers search IG stories
before making a purchase and yet only 36% of companies use
IG stories for marketing. Does that make IG stories
undervalued? Perhaps.
But here’s what I like about IG stories – they connect
people to your brand. When you get influencers to share their
own stories that involve your product, you’ve got a winning
situation that’s going to lead to more traffic and more sales.
Again, a word of caution: Because it’s lucrative for people
to become IG influencers, there are those folks who are using
bots and purchased followers to inflate the appearance of
their audience. Do a small, inexpensive test before laying out
any real money to an influencer on Instagram.

7 – Consider Using Tiktok
Unless you’ve been living in total isolation, you
know that TikTok has gained enormous traction
in the social media world. People are addicted to
watching TikTok videos and because the
platform is relatively new, it’s still possible to
find influencers that won’t charge a fortune.
If your product can lend itself to short, snappy
videos, then by all means give this a try. If you
can lend a bit of humor to the videos, then it’s
even better. Remember the key is to find your
audience on TikTok and then find which
influencers already have their attention.
#7.5 – Tie Your Campaign to A Cause
If you can relate your marketing to cause then
you can create an emotional connection with
your audience. Think of the companies that give
away a pair of shoes or eye glasses to poverty
stricken countries for every pair sold, and you
get the idea.
Of course, you can tie your campaign to a cause
in a myriad of ways. For example, “For every X
product sold, we feed 5 children in Y country for
a day.” or “Purchasing the ABC product enables
Heart Shelter to save the life of a puppy or
kitten.”
Getting specific, such as feeding 5 children or
giving one child a pair of shoes works better than
simply saying, “10% of all profits are donated to
this cause.” It’s difficult to envision 10%, but it’s
easy to imagine a puppy’s life being saved.
And tying your campaign to a cause also makes
it super easy for influencers to be enthusiastic
about your product and your cause, too, and
enthusiasm sells.

Full page, Half page, 1/3 page, 2/3 page, 1/4 page, 2 page spread
Please contact us at http://makingwebmoney.com to book your advertising slot,
We will match your ad size buy x 2 with Article Space about your product.
or you can book via support here: support @makingwebmoney.com

"Discover How To Start, Build and Launch
Your Own Digital Product Business Without
Breaking The Bank..."
Find Out How To Create Your First Digital Product For Sale And Start
Getting Sales On Autopilot!

What you'll discover in this eBook:
•

You'll have an idea for the type of digital product you
want to create and what the strengths and
weaknesses of each option are

•

Understand what makes digital products sell and how
you need to design your creation in such a way that
people will be eager to buy it

•

Know how to quickly and cost effectively create the
type of digital product you want

How to create a potential hot-selling eBook
• Know how to alter things like price, cover image and more
in order to optimize your sales
• Understand how to drive more traffic to your landing page
using SEO, PPC, e-mail marketing and social media
• Understand affiliate programs and tools like JVZoo,
ClickBank and WSO Pro
• Know how to build an army of affiliate marketers who can
drastically increase your sales and profits
•

• ...and much, much more!

This is the ultimate guide to How To Launch a Digital Product Business! You'll
discover all the steps, tools and resources to help you become a successful digital
marketer!

Get your copy today!

Finally, A Bunch of Great FREE Help!
No more Paying for Products That Don't Deliver
Results!
Get Everything You Need To Know To Start A Wildly Successful
Home-Based Internet Business!
•
•
•
•
•
•
•
•

Search Engine Optimization
Affiliate Marketing
Viral Marketing
Joint Ventures
Blogging for Cash
Social Networking
And More!
Get the Facts - What It Takes To Make Money Online Today!

MWM Videos
http://makingwebmoney.com/videos

http://www.youtube.com/watch?v=RSkWqI7M3Ts

http://www.youtube.com/watch?v=rzEuURaTiZU

http://www.youtube.com/watch?v=0CaUcIwPsH8

http://www.youtube.com/watch?v=6t6ba6Cj690

http://www.youtube.com/watch?v=h5GQm
55ccTk&feature=related

http://www.youtube.com/watch?v=EYN1BjtZ6nc

MWM Interview
Jeremy Gislason:
AInterview
Editor:

This time, we're chatting with someone who's made and
continues to make a real impact in the world of online
marketing. He's one half of the duo behind Promote Labs,
who have developed products such as ProductDyno
Feedback Fox and Post Gopher, alongside hundreds, if not
thousands, of other information products and websites and
so on. Together with his business partner, Simon
Hodgkinson, Jeremy Gislason is also a super affiliate product
creator and even licences various online properties. Jeremy,
welcome.
Jeremy Gislason:
Hi, happy to be here.
Editor:
Well, my first question is, based on what I've just said, when
do you rest?
Jeremy Gislason:
When do I rest? Well, yeah, I mean, actually, I mean, I
wouldn't say resting, but I try to take a lot of breaks. I work
from home, so no commute, no stressful office conditions.
It's a pretty relaxed atmosphere. So about every hour, I'll
just get up from a desk and go play with the dogs or go
outside and sit on the patio or talk to my wife or just run an
errand. And so I don't really feel like I'm working all day. I
just do things as needed, whether it's morning, afternoon,
nighttime, whatever. I just kind of just do things. So, yeah.

Editor:
It's obvious that you enjoy what you do.
Jeremy Gislason:
Yes.
Editor:
Maybe you could tell me a little bit more about your background and how Promote Labs came about.
Jeremy Gislason:
Sure. I mean, everything has a long story, but I'll try to give the short version. So I was living in Japan back in the 90s.
That's where I met my wife and we had three boys over there and we had our own English school where I taught
English as a second language back in the 90s. I was a bit younger back then, had a bit more energy and it was a lot of
fun. I worked with a lot of kids.

But after a couple years I just kind of knew, hey, I don't
want to be doing this when I'm in my 40s because it
takes a heck of a lot of energy to be jumping around
with the kids and singing and dancing and talking and
running and playing. So I started kind of looking for
passive income opportunities and I read the book, Rich
Dad, Poor Dad when it came out, by Robert Kiyosaki
and that kind of made me think, "Okay, passive income.
How do I do it? Where do we start?"
And this is kind of when the internet was just getting
going. And so we actually started looking at real estate,
network marketing, just other opportunities that were
around. And then the internet, we found the internet,
bought our first computer. Started going online and
checking things out and I'm like, "Huh, interesting." So
there's people with newsletters, there's people
building websites, there's people doing things online
and making some money and I'm like, "Okay." And I saw
Amazon pop up and I'm like, "Okay." So now you have
some income coming in 24/7, even if you're sleeping.
That really clicked. So I just kind of started looking
around for things to do. Lost a lot of money in the
process, but it was a learning experience. I call it the
same as going to college where you just spend some
money and learn.
So that's what I did on my own for a few years. Ended
up at a company called ISO Register and there is where
I kind of met a lot of connections. A lot of whom I still
keep in touch with today. I met Frank Kern, Mike
Filsaime, John Reese, just a lot of people. And back in
the early days, Andrew Fox, just a lot of good guys and
we just kind of hit it off here and there. Some people
I've lost touch with over the years, but others I've kept
in touch with. And I kind of learned how things work
and it was just really interesting to me how things could
be done. I mean, this is like web one. This was before
social media. So it was just really interesting. So I
learned how web one works, put up websites, build
mailing lists and that was one key that's always stuck
with me is make sure you build your list. No matter
what you do, you need to be building your mailing list,
your contact list.
So I just really enjoyed it and I thought, "Okay, I can do
this at home, it's low overhead and high ROI." I was like,
"Cool." So I just started doing it. Got into digital
marketing. I mean, I remember when Ryan Deiss was
just getting started, Russell Brunson was just getting
started.

We used to talk and stuff. And it just really fun. And we
started making products and just seeing what worked, what
the market wanted. I started my first website on my own,
was surefirewealth.com. And the problem that I saw was
there were a lot of resell rights, private label rights, eBooks,
software on the market, and people were selling stuff and it
was just a hodgepodge of ways to deliver stuff. It was like,
sign up, maybe you got the thank you page, maybe didn't.
Maybe you'd get the email, maybe didn't. It was just a mess.
And if you did get access, it was just like a thousand links on
a page. It was just a mess.
Jeremy Gislason:
So I saw a problem. I tried to solve it with Surefire Wealth
where I made a membership site, kind of was inspired by
Amazon. So I was kind of like, "Okay, if I kind of do what
they're doing, but with resale rights and private label rights,
maybe it'll be easy for people to find stuff, figure stuff out." I
added reviews, people could comment on stuff, everything
was nicely laid out. So at the time, back in like 2004, 2005, it
was pretty cool. I mean, now it's kind of redundant, but back
then it was pretty cool. And some of the people that I had
gotten to know over the years asked them, "Hey, would you
be interested in promoting this?" And they're like, "Yeah,
sure." Some people like Joel Comm and Mike Filsaime and a
lot of other people would go promote it. And that really was
a light bulb moment. I was like, "Holy cow." These guys just
sent thousands of people to my website. I'm now paying
these people thousands of dollars in commissions. I'm like,
"Maybe I could do that. Maybe I could also be an affiliate
marketer on the side too."
Jeremy Gislason:
So that was kind of another light bulb moment. So I went
from learning web one, solving some problems, making
connections, and then building passive income, but then
seeing how affiliate marketing worked at the same time. So
everything just kind of rolled into each other. So then during
that process, I met Simon, who's currently my business
partner, Simon Hodgkinson, and we started off by being each
other's customers, which is kind of funny. I would buy
everything he put out, because he put out some, he's really
good graphics designer and a writer. So I would just buy
everything he had. And I would buy the extended licences
and put them in Surefire Wealth. And then he would buy stuff
from me, I'd buy stuff from him. We just got to talking and
we're like, "Why don't we do something together?" "Well,
yeah, sure."

So we put something together. I think it was like six to eight weeks and it was called the Marketing Main Event
and this was back in like 2006 or something. And we got some of our friends to promote it. Did pretty well,
did like a couple hundred thousand or something in a week. And to us that was another light bulb moment.
I'm still running the English school and I'm just going, "Hmm, maybe there's something here." So I was like,
"Okay, I think maybe I could start to transition to online 100%." So over the next couple years, me and Simon
partnered up, we released version two, version three, which became Member Speed software. That was kind
of the predecessor to ProductDyno. And it was basically a software SaaS that let people build membership
sites back in the mid 2000s when it was a pretty new concept and it was very hard to do. And it did pretty
well. And the real eye opening was when we did 1.7 million in a week…

Note from the editor:
This is a bridged version of the full
interview which is available to
listen to separately.

To Listen to it Please CLICK HERE

Tired Of Fad Diets And Exercise Plans That Are
Expensive And Just Don’t Seem To Work?
Pay Attention… Because You’re About To Discover
A Complete Training Guide
Introducing:

For the Whole Story go here:

http://www.functionalstrengthnow.com

Don't miss this INCREDIBLE opportunity
Because every smart business builder needs great content!
As a 'Lifetime Platinum' member of Automated List Profits you'll be among the elite in
marketing who can effortlessly build targeted mailing lists BURSTING at the seams with
hungry and loyal buyers.

MWM Q & A
Case Study - $2600 a Month Sending
Motivational Reminders
Which of These are YOU Doing?

I LOVE this one!
As usual I’ve promised not to reveal who this is, their name or exactly
what niche they are in.
That said, I can give you enough information for you to get started
doing something quite similar almost immediately, if you choose to.
And bear in mind, this marketer has been doing this for just 3 months
now and his business is growing fast. His first month was only a few
hundred dollars, the second month was well over a thousand dollars
and that $2600 figure I quoted you is from his third month. Based on his
rate of growth, next month should exceed that by at least another
$1000. As always, your results will vary based upon an infinite number
of factors.
Here's what “John” is doing…
He’s in the self-help niche but I’m not allowed to get more specific
than that. From what he tells me, John has been in the niche for nearly
a year now and was floundering. He does have his own line of three
different products, none of which have sold all that well.
Then he hit upon the idea of BEING PAID by his subscribers to send
them SMS messages.
I’m not kidding. His customers pay him $8.99 a month to receive a
handful of SMS messages from him.
Here’s where he got the idea:
The University of Queensland’s Centre for Health Services Research
reduced the number of sunburns young adults received by sending
reminder text messages.
They found that three messages a week were enough to reduce
sunburn rates from 40.3% to just 7%. And even after the study was
completed, sunburn rates were still lower (23.5%) than at the beginning
of the study.
Messages in which participants were asked to reply turned out to be
the most effective. For example, “Dear Emma, have you used sunscreen
today? Text back yes or no.”
But that’s not all…
A six month study in Australia was conducted to determine if text
messaging could positively influence the behavior of coronary heart
disease patients.
They found that patients who received text messages four times per
week reminding them to exercise and eat right lowered their
cholesterol, blood pressure and BMI.
And the patients who received these messages said the messages
were helpful. Many of them even replied to the messages even though
it was not a requirement. A typical response might be, “Thanks for the
message, I’m on my walk right now and this morning my blood pressure
had improved.”

But wait, there’s still more…
Motivational SMS text messages helped Weight Watchers
members to lose weight. Those who received the messages
lost 4.5 pounds more than participants who didn’t receive
the texts.
Just two messages were sent out weekly with helpful info
and reminders to do things like keep a bag of cut up
veggies in the fridge for snacking. 80% of participants said
they thought the text messages helped them adopt new
healthy habits.
As you can see, the recipients of motivational and
reminder SMS texts get tangible, measurable benefits from
them, even when they’re only receiving the messages a
couple of times per week.
I think it all goes back to accountability. In each study,
participants were responding back and saying that yes,
they were taking action on their goal.
It’s also about not feeling alone. When we start out to do
something new it can be a really lonely feeling. The simple
act of receiving a text message from someone who cares
whether or not you’re successful can make a big
difference.
A couple of points: John started his service by offering it to
his readers and followers, people who already knew him
from his writings and recordings. This service would likely
be a little more difficult to sell to a cold audience, but it
could certainly be done, especially if you have some great
testimonials to share.
John uses Paypal to set up the subscriptions, letting his
customers know that any time they want to cancel, they
simply log into Paypal and do it. This gives his prospects a
feeling of security that they won’t be roped into something
they don’t want for months to come.
John charges a low fee for his service, and he offers two
variations: One is SMS texting only ($8.99 a month), and
the other one is SMS texting and short, motivational daily
emails. The price point between the two options is
extremely small, so naturally almost everyone takes the
bigger package which is still pretty cheap, just $9.99 a
month.
You might think that daily emails are a pain, but it’s
actually much more profitable for John to send the daily
emails because he also includes an offer each day in the
P.S. Sneaky, right? He’s got customers PAYING to receive
offers from him. I asked if anyone complained and he said
no because he makes the offers extremely low pressure,
just helpful resources if they want more results faster.
I would suggest keeping your price under $10, at least to
begin. This is a volume business rather than something
where you charge big bucks to just a few people.
That said, you could offer an upgrade for a high price that
includes sending individual texts custom tailored to each
recipient. In other words, you’re sending motivational or
reminder texts, but you’d probably also be carrying on a
dialog at times through texting.

And you would know something about this person and their
goals and stumbling blocks, so that you can do what you might call
‘mini-coaching’ via texting.
This is a service that John is considering adding but he hasn’t
done it yet. He wants to wait until he has more regular subscribers
before he offers it, because his goal is to bring on a virtual assistant
(VA) to help him handle the one-on-one texting, and to do this he
wants to immediately get at least 10 premium subscribers at $100
a month to pay for the VA.
With the number of paid subscribers he already has, I don’t
think it’s going to be a problem for John to get at least 10 of them
upgraded as soon as he’s ready to add the premium service, but
time will tell.
John’s texts are one part tip and one part motivation and
sometimes he adds a question. Again, I can’t reveal his exact niche,
but if he were working with people who are trying to stay sober
(he’s not) then an example text might be:
“Fatigue lowers willpower. Go to bed by 10:30 to avoid getting
over tired. You’re doing great - I’m proud of you! What time will
you go to bed tonight?”
Simple, right?
You get people signed up at a low monthly fee and you use an
SMS service to send out the texts. You can sit down once a month
and write out the texts you’re going to send for the entire month.
Also, you might write a short sequence for brand new subscribers
welcoming them and explaining how it works.
Each month John creates content just for his paid subscribers
and he sends out the link to that content via SMS text. So far, he’s
created weekly videos where he talks directly to the subscribers,
giving them more useful tips, motivation and empathy.
John says that empathy is crucial. When people are struggling
to reach a goal, it’s super helpful for them to feel there is someone
who understands what they are going through.
If you genuinely like helping people, then this business might be
a great fit for you. I don’t recommend this to someone who strictly
just wants to make money, because I’ve seen how John pours
himself into the content he creates and also the time he takes to
respond to people, even though he doesn’t advertise that he does
that.
And his results speak volumes, because so far his attrition rate
is nearly zero. People are sticking with him because they like his
service and because they like him. I’ve seen their comments and
they think of John as a mentor and a friend, which is pretty special.
John estimates that half of his new subscribers come from
referrals from current subscribers, which is incredible. He doesn’t
offer any kind or affiliate or reward system for referrals yet, and
when I asked he says he doesn’t plan to add one. But if he did, I
think his business could totally explode.
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ATTENTION OFFLINE MARKETERS
Gone are the days when YOUR business would grow by you JUST
reading books!

If you are an
OFFLINE MARKETER
In order to BEAT your
competitors today, you need to
be Online and use Internet
Marketing effectively for
success in all facets of your
business.
Let me take you by the hand
and prove to you that
Internet Marketing can grow
your business to new heights!

Internet Marketing Made Easy Training Guide

http://makingwebmoney.com
for all your
gift giving needs… coming soon
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MWM marketplace
>

Domains, Websites & Products For Sale.
Domain for sale

Contact:
ads@makingwebmoney.com
Make an offer
A great brand name for an
internet marketing
Product or service
ViralInternetMarketing.com.

Your Ad here

Contact
ads@makingwebmoney.com
Contact Us
>Contact us to list your
Domain name or website
For sale in this section

Get FastEye Pages
Now!

See It In Action !

NEW PRODUCT DriveZPresso
Now you can have Unlimited Cloud Storage For Life (Goodbye Dropbox!) Say goodbye to overpriced Dropbox
subscriptions and time-wasting tech headaches… Because there’s a brand new Cloud Storage Solution that lets
you host, share, and back-up ALL your files… With Unlimited Storage For Life at an unbeatable ONE-TIME
price. Get the details here (limited availability).
Imagine… All your files stored in one central location so you can find
whatever you need in seconds Never paying another overpriced
subscription fee to Dropbox or Google Drive Freeing yourself from
storage limits and tech hassles once and for all Big Tech has been
sticking it to the little guy for far too long…
With ridiculously high monthly fees and huge mark-ups that line the
pockets of Silicon Valley billionaires DriveZPresso lets you take back
control of your data and your business future…
With all the capabilities of Dropbox and Google Drive and NONE of
the overpriced subscription fees…

http://websitemarketingmagazine.com/recommends/explaindo/

Go here now DriveZPresso UNLIMITED file storage for an ultra-low one-time fee Host website images and
videos with lighting fast upload speeds on your website.
Find any file in seconds with the advanced search technology Share links to any file – just like Dropbox or Google
Drive Collaborate with team members to edit documents in real-time Keep your files safe from hard drive crashes,
hackers and malware It’s time to say NO to the “Big Tech Tax” and join the future of cloud storage…
Grab your DriveZPresso license click here.

For The Next 12 Months, I Will
Show You Step-By-Step How To
Implement 12 Channels To Draw
Targeted Visitors To Your Site.

See It All Here

JVZooHost is dedicated to
providing safe, fast, and
affordable web hosting with
superior support. You can
concentrate on running your
business and rest assured your
website will be up and running.
Get your site noticed on the web
today with JVZooHost!

MWM wants You to Know
Your Customer is Never
Wrong, Except When He Is

People seldom admit when they’re wrong.
But when they’re right they will shout it from the rooftops and
on social media.
Look at all those predictions made at the beginning of each
year. Do you ever hear those people on December 31st going,
“Gee, was I ever wrong about that!”
Not likely.
Your customers won’t want to admit when they’re wrong,
either, so don’t try to persuade them they are.
Instead, give them new information so they can make a new
decision.
You’re helping them to save face this way, and you won’t be
backing them into a corner.
Incidentally, the next time you’re wrong, you might try saying,
“I was wrong.” You’ll probably shock everyone and guaranteed
they will like you and trust you more than before you said it.

CLICK HERE

CLICK HERE NOW

Make Money With Your Blogs

This Month’s Marketing CLINIC
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5 Ways For New Online Businesses to Increase
Conversion Rates
Starting your own online business can seem like a daunting task.
You’ve got a ton of competition from both established businesses as
well as other new marketers.
That’s why it’s important to think long term from day one. You need
an evergreen strategy for growth that will continue to fuel your
business for a long time to come.
Here are 5 strategies I highly recommend you put to use in your
own business to help you improve your conversion rates and give you
a rock solid business foundation.
1: Market Your Product Before It’s Ready.
This might be highly counter intuitive but it’s a sure-fire remedy for
creating a product that people actually want to purchase.
According to CBInsights, the #1 reason startups fail is because there
is no market need for the product. In fact, 42% of failed businesses
made this mistake, while only 19% got outcompeted.
Product-market fit (PMF) means you’ve got the right market for the
right product that solves a problem for that market. And while your
product doesn’t need to solve every problem of your target market, it
does need to be a minimal viable product that addresses a real need.
Think of flying a plane by hand, without autopilot. Because of
shifting winds, you’re continually readjusting course to get to the
target. Creating a new product is similar in that you have an idea of
what the product will be, but in the beginning, you are allowing the
market to tell you how to change / adapt / revise / add on to the
product to make it something the market will be eager to buy.
Creating an online course is an excellent example. You can outline
what you think the course will look like and then offer it to your
customers, letting them know they are the beta testers, and you will
be working closely with them to make the course into what they want.
You charge very little to your beta testers, you work with them to find
out what they want and need, and you create the course based on
their feedback.
An older method of getting customer feedback when creating a
product is to set up a sales page before the product exists and see how
many visitors hit the check out button. If the percentage is high
enough, you create the product. The problem with this is it’s a yes/no
situation and you don’t know if small changes could have dramatically
affected the outcome.

It would be better to do your market research, create
buyer personas and identify what is important to your
market. Then speak to some of them, asking what they
need, what they want, and how they want it delivered.
Even after you have your ‘final’ product, it’s a good
idea to use feedback to continually refresh and improve
the product. Add in the things you forgot but customers
keep asking for. Watch to see which areas are difficult for
them and find ways to make it easier, clearer or even offer
done-for-you solutions at higher price points.
It’s no longer enough to create a product, put it out
there and forget about it. Products and courses need to
be fluid and dynamic, changing as the market changes and
incorporating new technologies and information as
needed to stay viable and continue making sales.
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2: Improve Page Loading Speed
According to studies, pages that take two seconds to
load experience a 9% bounce rate, while pages that take
five seconds to load experience a whopping 38% bounce
rate.
People simply don’t wait for a slow page to load. And
if a person never makes it to your page, they can’t take
the action you seek such as joining your list or purchasing
your product.
When Walmart improved their site’s page loading
speed by 1 second, they grew their revenue by 1%
because conversions increased in proportion to bounces
decreasing.
If you have a WordPress website, you’ll find tools and
plugins that help you speed up your site.
And when choosing website hosting, it pays to choose
a service that can handle more user requests than you’ll
think you need, just in case your traffic grows faster than
you expect.
3: Offer Real Time Support
The average company takes 12 hours to respond to an
email from a customer. And the odds of making contact
with a potential customer decreases by a factor of 10 if
you let more than five minutes lapse between the inquiry
and response.
While taking your time in answering customer
questions might have worked a decade ago, today you
need to be much faster for a couple of reasons.

First, customers expect to receive a reply quickly. If the reply takes
a long time, they lose faith in the business and are less likely to make
a purchase because they simply don’t trust that they’ll get good
customer service after the purchase.
Second, if a prospect has a question about a product, you want to
respond while they are still considering the purchase. Think back to
when you were considering a purchase, but you had a question. If you
received an answer right away, you likely purchased not only because
your confidence was bolstered by the quick reply, but also because on
some level you were grateful to receive quick attention and service.
But what about the time you asked a question and didn’t get a
response for 12 hours? You likely cooled off on the product and were
no longer eager to purchase.
Support automation tools such as live chat software and chatbots
can provide great customer service, increasing your sales by 38%
according to CrazyEgg.
Here’s a neat little trick that works like gangbusters: When you
receive a question directly from your sales page and you’re able to
answer right away, offer them a coupon code that expires within a
very short amount of time. You’ll find the combination of a quick
response and a discount sends your conversion rate sky high.
4: Offer Free Trials
One of the fastest ways to increase conversions and grow your
business is to offer a free trial. This works especially well if you sell
software as a service, but it can also work for things like membership
sites, courses and more.
Extend your free trial duration for a good amount of time, too, for
maximum conversions.
Let’s say you offer software. Let your free trial user have enough
time to discover how great your software is and how indispensable it
is to their business. In other words, you’re getting them hooked and
then you’ll start charging.
Imagine offering web hosting for just a buck for the first month or longer. Once they have their site on your hosting and
everything is running smooth as silk, they’re not going to leave and they are going to let their membership run for as long
as they need it and like it. By giving away that first month or two or three, you can hook some customers into paying for
years to come.
5: Do Your Own Remarketing
Remarking is advertising that targets people who have visited your site. Once they leave your site without a purchase,
they see ads on other sites encouraging them to revisit your site and make a purchase.
But times are changing. Rules and regulations about cookies are changing, which is why I encourage everyone to build
their own email lists, SMS lists and social media lists, too.
Become an expert at capturing your visitor’s data or getting them to join you on social media so that you can continue
to market to them time and time again, and even do it for free.
He or she who controls the traffic makes the money online. And when you have a responsive email list and SMS list, you can
make money any time you like simply by pressing send.
Conversely, if you rely on other services to handle remarketing for you, then you and your business are at their mercy.

MWM New Product

It is called it KetoPower Boost…
…an extremely potent, highly effective and completely 100% all-natural
Keto fat burner that catapults your body’s metabolism into ketosis…

YouTube Ads Made Easy!

Still burning your midnight lamps to get targeted traffic to
your offer?
Would you be surprised to know that YouTube Ads are the magic stick
to tap into a goldmine of targeted traffic and increase profits without
making a hole in your pocket?

Now, let me prove that advertising on YouTube is the
ULTIMATE need of the hour...

Training Guide

See you next month!

This is an all-in-one guide to
generate massive traffic and
conversions with YouTube ads
that you’ve ever seen before.

It will take you by the hand
and show you how to generate
as much targeted traffic as you
could ever want with YouTube
advertising.

Click Here

