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Learn the untold secrets on how to create the life you TRULY DESIRE

•
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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 SEPTEMBER 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

MakingWebMoney.com

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

www.MakingWebMoney.com

Subscription enquires:

Order the printed edition:

- Double The Impact of Testimonials With THIS
- MWM Series on Business Help - Case Study – $200,000 First
Year Digital Marketing Agency
- MWM Interview – Travis Ketchum
- The Marvelous Mrs. Maisel On Marketing
- New Product SHOPZPRESSO MEGA STORE
- 5 Ways To Sizzle Your Listicles for Massive Views
- The Functional Strength Guide
- Unlock My Secret Traffic Methods
- 10 Tips For Making Money With Apps Today
- NEW PRODUCT DriveZPresso
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- MWM Wants You to Know – How To Get More Word Of Mouth
Marketing
- MWM Q & A - The 10 Catchiest Slogans of the Last 70 Years
-This Month’s Marketing CLINIC - Lil Nas X Case Study: From
Couch to Breaking Mariah Carey’s Record
- MWM Success Guide - Mini-Case Study: Avatar = $1,000 in 24
Hours

- MWM Ask the Expert - Case Study: How to Turn One Blog Post Into a
7-Figure Business
I hope you enjoy this month's magazine. Thanks for reading.
– Check out our 126 Great Back Issues of Making Web Money!

Talk to me

>>

facebook.com/harrycrowder

www.issuu.com
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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
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any liability for
Both the paper and our printer meet the international standard ISO 14001 for environmental management.
The disclaim
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loss or
lack of results from
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following the advice expressed
herein.
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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..
“The future of SEO is here:
understanding and marketing to specific and
defined audiences through search engines.”
– Adam Audette
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Metaverse madness: What brands are
doing to cut
QUOTABLE..
through
noise
“Everythe
email
is a customer survey of your target market, b
testing they vote on what resonates best with them.”

As marketers rush to plant a flag on the still-nascent space, lessons about what is and isn’t working have
begun –
to emerge.
Kath Pay, Founder and Senior Consultant at Holisti
The metaverse is expected to be worth $5 trillion by 2030, per the McKinsey report — despite the fact that it
Email Marketing
doesn’t really exist yet. That expansion will support growth in e-commerce ($2.6 trillion), advertising ($206
billion) and gaming ($125 billion).
How can you grab a piece of this market?
https://www.marketingdive.com/news/metaverse-madness-what-brands-are-doing-to-cut-through-the-noise/625497/

Opportunity: Consumers are looking
for humor but brands aren’t
delivering, survey says
Ninety-one percent of people globally prefer brands to be funny, yet 95% of
business leaders fear using humor in consumer interactions.
“The Happiness Report” found that 90% of people are more likely to
remember ads that are funny and 72% of people would choose a humorous
brand over the competition.
2Despite this, only 20% of brands report using humor in offline ads and 18%
report using the tactic in online ads.
Can you add some funny to your marketing?
https://www.marketingdive.com/news/happiness-marketing-brand-consumeroracle/625554/

MWM New Product
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How to Identify and Fix
Poorly Performing Facebook
Ads
Are your Facebook ads underperforming as costs climb?
Wondering how to improve delivery, lower costs, or
increase conversions?
Discover how to improve your Facebook ads results by
updating everything from objectives and targeting to offers
and creatives.

https://www.socialmediaexaminer.com/how-toidentify-and-fix-poorly-performing-facebook-ads/
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 users and build authentic, lasting
relationships. But what makes women on TikTok tick? Let’s
explore how women perceive themselves, communicate with
others, and spend time on TikTok—and how brands can use our
platform to connect with this influential community.

The End of a Once Mighty Giant

https://www.tiktok.com/business/en-US/blog/reachingwomen-bold-active-authentic
Microsoft is finally retiring the consumer version of Internet Explorer.

It announced the plan last year, making Internet Explorer 11 its final
version.
Internet Explorer debuted on Windows desktop computers in 1995
and by 2004, had cornered 95% of the market.
But now, Google Chrome, Apple's Safari and Mozilla Firefox are
dominant.
Users wanting to stick with Microsoft are being directed to Microsoft
Edge, launched in 2015, alongside Windows 10.

https://www.bbc.com/news/technology-61810403

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

Mini-Case Study: Avatar = $1,000 in 24 Hours
This Magic Eight Ball of Online Marketing
Recently, while participating in a 24-hour business challenge to prove that anyone can start a business today, Noah
asked his followers what business he should start.
The answer? Believe it or not, the answer was beef jerky.
One day later Noah reached the goal of earning $1,000 in 24 hours. In fact, his total revenue in the first day was
$3,030.
Here’s how he did it:
• He located a source for his jerky.
• He made a basic budget to work out how much he needed to sell to clear $1,000.
• He made a customer avatar to determine who he needed to target.
• He sought out people who fit the customer avatar.
Yes, it really was that simple.
The question is, what action did Noah take that most aspiring marketers fail to do? Did you catch it?

The avatar. Noah made a customer avatar so he would know who to target. Once he knew who his customers were,
looked online to see where they could be found and he reached out to them.
Knowing who his ideal customer is has been a cornerstone of all of Noah’s business success stories. And creating the
avatar, crafting personal messages to the avatar and then finding people that match the avatar has enabled him to be
successful in just about any business he starts.
If you don’t know who your target audience is, then it’s nearly impossible to find your customers or create an effective
marketing strategy.
“But I don’t need an avatar for my little business, right? Noah is a big time marketer, so that’s fine for him. I just want
to sell my stuff, not waste time with some silly marketing exercise.”
If that’s what you’re thinking, you’re not alone. You want to get busy making money as fast as possible and I totally
understand that.

But creating an avatar for your business will actually SAVE you time
and MAKE you more money, I guarantee it.
First, what is a marketing avatar?
Simply put, it’s a fictitious person that represents your ideal
customer.
And your ideal customer is the person most likely to repeat buy
from you, be loyal and recommend your product or services.
Naturally, your ideal customer is the one you want to attract with
your marketing.
And before you can create an effective marketing campaign to
attract your ideal customer, you must first know who that is. In other
words, know your avatar so that you can locate and accurately engage
with those most likely to buy from you.
Simply targeting anyone and everyone doesn’t work because it’s
too general and not cost effective.
Imagine if you target everyone: You might reach a thousand people
before you stumble on one buyer.
But by targeting your perfect customer, your advertising costs will
plummet and your conversion rate will soar.
Once you have your avatar then the conversations you design will
address your audiences’ wants and concerns. You’ll know where to
reach your customers and you’ll know how to make offers they
naturally respond to.
When you create a customer avatar, you’ll…
• Be more effective in your advertising
• Learn which social media platforms your customers follow
• Won’t waste advertising budgets on the wrong platforms
• Create branding that specifically appeals to your ideal audience
Entire books and course have been written on how to create your
customer avatar, but for now let me give you a few pointers…
First create a name and physical description.
Think of a loyal customer who champions your products and is quick
to leave a stellar review. What will you name this person? What do
they look like?
Next, zero in on demographic details
Create a well-rounded vision for your avatar. Determine
demographics such as:
• Age
• Income
• Amount in assets
• Geographic location
• Job
• Homeownership status
• Marital status
• Parental status
• Pet ownership
• Educational status

Finally, flesh out their humanity
This is a (nearly) real person, not a robot. Add the emotional elements
of personality that will come into play when they are deciding whether
or not to purchase your product. Figure out:
•
•
•
•
•
•
•

Their pain points
Their personality characteristics
Their fears
Their desires
Books, movies, music, tv shows and websites they consume
Their hobbies
Their favorite celebrities

When you finish this exercise, you should feel like you’re friends with
your customer avatar. You should be so connected with this imaginary
person that you’re inspired to work just for them.
This is the person you will aim all of your marketing, all of your
advertising and all of your product creation towards.
This is your ideal customer; the one that - if you play your cards right
- will make you rich.

Click here to get Your Website Now!

10 Tips For Making Money With Apps Today
Ten or fifteen years ago the ‘get rich’ advice usually included making apps.
Remember hearing things like this? “Make an app, sell a million copies for 99
cents each, and you’re practically a millionaire!”
Can you still make money today with apps? Absolutely, which is why Mike
Ron, author of the Udemy Course 2022 ASO and app creator with 20 million
app downloads, offered a few words of advice for the aspiring app maker.
Mike decided to make apps 10 years when his colleagues were all joining
startups, so he does know a thing or two about app development.
Here’s what he has to share about app building:
1: It used to be a lot harder to make apps than it is now, thanks to advances
in software. This means almost anyone can get into the business today.
2: It used to be easier to rank your app than it is now, thanks to a great deal
more competition. That’s why you’ll want to spend time up front deciding
exactly who your app is for and how you will reach them before you even build
the app. Expect to do more work to get your app seen and downloaded.
3: Release a POC (proof of concept) as soon as you can to get feedback from
early adopters. Then use their feedback to refine your app before launching.
4: Learn when to listen to people and when to ignore them. Mike’s first app
was a super simple entertainment app to simulate drawing in sand. He
received immediate feedback like, “Who is going to use this crap, even for
free?” But a short time later his app hit the top ten list in Amazon.
5: Use Firebase + Flutter for app development. Get the initial result as fast
as possible to avoid wasting time on something that won’t sell. Pivot
technologically if “god forbid you succeed too much.”
6: Target a niche with a deep need, such as dating for vegans. Get specific.
Your market isn’t everyone; it’s a very specific group of people in a community
you can reach. If you are involved in this community, so much the better
because you want to promote organically.
7: If you can’t get organic users to like your app and pay for it, then don’t
pay to try to get them. Learn APO (app search optimization) and optimize like
crazy.
8: The best methods to make money today with an app are ad revenue, app
purchases and especially selling subscriptions to your app, such as a dating or
fitness apps.
9: Apple is a pain, so go for Android first. Optimize your app and then deploy
it to the Apple Store.
10: It’s a huge advantage to be the programmer. This is an approachable
profession you can self-teach yourself and avoid a lot of frustration relying on
other programmers.
App development can be an incredibly lucrative hobby. Spend a few weeks
learning the basics of programming, keep your eyes open for ideas and then
get busy.
It might take you several apps before you create one that is a winner, but
as you know it only takes one super popular app to make your million dollars.

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!
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Case Study:
How to Turn One Blog Post Into a 7-Figure Business
Amy Morin never thought her article would be read by millions of
people in just days.
In fact, she initially didn’t even write the article for public
consumption – she wrote it for herself.
The blog post was titled, 13 Things Mentally Strong People Don’t
Do, and it was written as a letter to herself during one of the lowest
points of her life. When she was 23 her mother suddenly died from a
brain aneurysm. 3 years later to the day, her 26-year-old husband
died of a heart attack.
If that wasn’t enough, her father-in-law was diagnosed with
terminal cancer. Overwhelmed at the thought of losing yet another
loved one, she reminded herself that indulging in a self-pity party
wouldn’t help.
That’s when she made a list of all the things mentally strong people
don’t do. She published the list on her blog, hoping it might help
someone else.
And that’s when lightning struck. The post went viral, garnering
millions of views within days. Soon Forbes.com picked it up and more
than 10 million more readers saw it.
Within a week national radio shows were talking about the article.
Major publications wanted to reprint it and news channels wanted
interviews.
A literary agent contacted her and within a week of submitting a
book proposal to the agent, they had multiple offers from big
publishing houses and a new career was born.
She took the deal with Harper Collins and spent the next few
months writing the book. 13 months after publishing the article her
book came out and quickly shot to the top of several major bestseller
lists. She also got publishing deals in more than 20 other languages.
She has since written a sequel to the book. She does speaking
engagements at corporate events, global conferences and TEDx. She
provides webinars to companies on mental strength.
She’s created an eCourse for passive income and as an affordable
alternative to individual coaching. She writes for magazines and other
websites, and she consults with business leaders and executives.

As she says, “One piece of content could
change your life.” Her monthly income now
exceeds what her annual salary as a therapist
used to be.
Keep in mind that this was not the first
blogpost she ever wrote. Her other posts were
not met with anywhere near this kind of
enthusiasm, but those posts gave her
experience in writing and publishing online.
A few tips when creating your own content:
Just keep writing. Like Amy, you never know
when your very next post will be the one that
goes viral and is seen by millions.
Make sure your website is ready to capture
email addresses and social media followers
when you get a viral hit.
Keep a professional headshot handy. If the
media wants to interview you, they’ll also want
a picture of you.
Update your bio. Media outlets want to know
who you are and what you’ve done.
Go for quality, not quantity.
It can be tempting to throw as many
blogposts into the stratosphere as possible and
see what sticks. But unless your posts are well
researched and well written, none of them will
go viral.
When lightning does strike, take full
advantage of it. Say yes to interviews, joint
venture deals, publishing deals and anything
else that comes your way that makes sense for
you.
Ride the wave and make the most of it while
you can. That way even if it doesn’t lead to an
entire career like it did for Amy, at least you got
to have fun and make money while it lasted, and
now you’ll have a much better idea of how to go
viral again.

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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Case Study –
$200,000 First Year Digital Marketing Agency
No real names allowed (we’ll call him Gary) and I’m not
allowed to tell you his niche, but I can reveal pretty much
everything else.
As you know a digital marketing agency is simply a business
that works for other businesses, performing one or more needed
services.
SEO is a classic example, but the work could be anything a
business needs to have an online presence and get leads and
sales including email marketing, content creation, advertising,
paid search, social media marketing, video marketing, mobile
marketing and so forth.
This agency is essentially a one-man operation. Gary does
outsource a lot of the actual work* but he acquires all new
accounts himself and is the one who deals directly with the
businesses.
In other words, you can do this yourself by focusing exclusively
on gaining new clients and keeping current clients happy while
the actual work is performed by outsources.
Gary just launched his niche digital marketing agency 6
months ago, and he’s just passed $100k in total sales.
I’ll outline how you can follow in his footsteps, and keep in
mind this will work for you whether you're building an agency
offering SEO, PPC, content, social media, web design, copywriting
or all of the above.
Step 1 - Solve One Problem
You already know that a successful business solves problems,
but what you might not realize is that a highly successful business
goes all in on solving one problem extremely well.
For example, let’s say that you’re craving ice cream.
There are two places in town that offer great ice cream.
One of them is a restaurant that serves all kinds of food
including sandwiches, meals and ice cream. The ice cream is
really good and the place is always packed.
The second place offers only one thing: Home made ice
cream. Really great, awesome ice cream. They have every flavor
you can think of and some flavors that are out-of-this-world
unique. They use all fresh, local ingredients. They support local
farmers and they’re owned by a local family. You feel welcomed
like you’re one of the family the moment you get to the door,
and every bite tastes like heaven. No one does ice cream like this
place.

So where do you go when you want ice cream?
It’s not even a close contest, is it?
You want to be the ice cream place, because
when people want ice cream, they will come to you
and to you only.
Your agency should do one thing, and it should
do that thing better than anyone else. Then when
people want that exact one thing, they’re not even
going to think about going anywhere else.
Step 2 - Copywriting
Your website design doesn’t need to be drop
dead gorgeous. In fact, if it looks okay then that’s
good enough for now. You can use WordPress if you
like, or a service such as Squarespace. Just get a
decent theme or page builder and don’t sweat it.
Later you can use profits from the business to
design a fancier looking website, but for right now
just focus on getting your site up as quickly as
possible. This is not the time to win awards for
website design.
While appearance isn’t all that important in the
beginning, what you say on your website is.
On your homepage, you’re going to create copy
that converts on the spot.
Here’s the formula I use for writing that copy:
A.I.D.P.G.A.
Attention. Interest. Desire. Proof. Guarantee.
Action.
Attention: Quickly grab your reader with the problem and the solution (you). Your goal here is to get them reading
the page.
Interest: Get your reader thinking hard about the problem they're facing and how it’s negatively impacting them.
Make them want to solve the problem as fast as possible, preferably right NOW.
Desire: You have the solution they want. You are going to make their life far better. Everything is going to be great if they work
with you.
Proof: Prove it. Use testimonials and link to case studies if you have them.
Guarantee: Show them why it’s 100% safe for them and how they are taking zero risk.
Action: This is where you issue the call to action. They need to (insert action here) right now to get this solution and make their
life better. The action you want them to take might be contacting you or it might be signing up right then and there. For most
services, you’ll be wanting them to get in touch with you and then you’ll sell them via email or Zoom.
77 Micro Habits to Change
This formula works no matter what you are selling.
If you can’t write this yourself, then get a copywriter to write it for you.

Step 3 – Make Sales
Let me say right off that you’re not a salesperson; you’re a
problem solver. They have a problem. You want to solve it for
them. So don’t think you need to sound slick or use some trick
to get them to hire you, because you don’t. You don’t need to
manipulate, you don’t need to be pushy and you don’t need
to do or say anything cringeworthy.
Let’s say you’re getting inbound leads via email, since that’s
exactly how Gary does it.
When Gary gets a lead, he wastes NO time in responding,
and he never sends a boilerplate response.
He does send a highly personal response that is short in
length, friendly and professional, like this:
Hey Greg,
Thanks for getting in touch. We'd love to (insert service) for
your business. I love what you’ve done with your (homepage
copy, testimonials, blog content – whatever it is that you can
compliment and that shows you’ve spent time on their site.
We can jump on a zoom call if you like (no worries if not),
or I can just send you pricing and details if you prefer.
What would work best for you?
Thanks Greg,
(Name)
The main goal is to get a conversation started. People buy
from people they like and are already engaged with. Your
competitors are going to send a template response. You're
going to stand out by being down to earth, engaging,
accessible, and actually interested in THEM and THEIR
BUSINESS, not just talking about yourself and yours.
Step 4 - Communication
Once you’ve made the sale, you’re going to regularly check
in and make sure they're happy. Have a system in place where
you track client communications and ensure they feel looked
after.
The key is to build relationships, get referrals and get to
know them as a person. This will ensure they keep buying from
you and no one else.
Step 5 - Testimonials
Testimonials are your digital salespeople, creating interest,
trust and sales for you.
Ask for testimonials when they are loving working with you
and when you’ve achieved success for them.
This works tremendously because everyone says yes. This
costs them nothing and you'll do the work for them.
Write a testimonial that exactly hits the pain point and
solution that you offer, then feature their real name, business
Your Life
and photo alongside it.
How easy is that?

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

Double The Impact of Testimonials With
THIS
Testimonials, testimonial headlines and even regular headlines are twice as likely to be read by your prospect if you
do this one little thing…
…add quotes.
Look at the difference:
For Years I Struggled with Arthritis, But No More!
Vs
“For Years I Struggled with Arthritis, But No More!”
Quotation marks give your copy instant credibility.
And because the second example stands out, it’s twice as likely to be read. You can even use this trick on headlines
to get skimmers to STOP and pay attention.
Here’s another little testimonial trick:
Find out what your customer wants, and then use a quote to show them they’ll get it.
For example, if super-fast delivery is important to your prospect, then find a quote about this very thing and place it
next to the order form.
“I received my Miracle Arthritis product in just 2 days!”
Not only are you showing the customer they get fast delivery, but you’re doing it in a way that breaks down resistance.
You’re not saying that delivery is fast – one of their fellow customers is saying that.
The testimonial goes a long way towards proving the claim of fast delivery is real, and you never even had to make
yourself.

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:
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- 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

5 Ways To Sizzle Your Listicles for Massive Views
A listicle is an article in list form such as, “Ten Best Crockpots,” and most of them are too boring to remember.
In fact, I’ll admit here and now that I’ve written some pretty mundane, run of the mill type listicles, too.
But no more.
Let’s cover why most listicles all read the same (yawn!) why listicles can be awesome traffic drivers and how to
make your next listicle sizzle like a steak on the grill.
Most list articles have a title like, “The Top 10 Washing Machines” or “The 5 Best Ways to Drive Traffic.” Reading
these is like eating dry toast. Unless you’re starving, they just don’t cut it.
And even if you get your listicle to rank well, it won’t rank for long if it looks like all the others. Pretty soon your
competitor will write one with the top 15 washing machines and yours will be forgotten.
When written with some flair and panache, your listicle can become a massive traffic driver. Not only is it easier
to get list articles ranked in the search engines, but it’s also easier to get people to forward them if they are truly
interesting and different from all the others.
Which brings up my first point…
1: Use a strong, novel hook
Most list articles are researched with a quick Google search, resulting in a list of the first 10 things found on Google.
The top ten plugins for WordPress, the 10 best herbs for insomnia, the 10 ways to clean windows on the second
floor. Do a Google search, find the results and rewrite them.
Snore.
This type of article isn’t even useful since the information is already out there.
A truly great listicle needs a truly great hook.
Instead of using a word like, “Best” or “Top”, use something like, “overlooked” “overrated” “craziest” and so forth.
Target a particular reader for your article. Instead of the top ten natural energy boosters, write something like,
“10 Under-the-Radar Energy Boosters for Online Marketers.”
Or you might focus on a particular product trait, such as being free, low-cost, never-heard of, available only to a
certain group of people, undiscovered, easy to use, newly released and so forth.
And you might want to include the end result in your title. If you’re doing the best traffic generation software,
then you might only include results that bring in at least 1,000 new visitors per day. “10 Free Plugins that Drive 1,000
or More Visitors per Day to Marketing Blogs.”

2: Be Persuasive
Rather than simply dumping stuff into your listicle, why not add your opinions as well?
Think of the difference it could make. Instead of the top 10 diet tricks, it becomes ‘The 10 So-called Diet Tricks I
Hate the Most’ or ‘The 10 Diet Tricks that Shrunk My Butt 2 Sizes’. I’d read either of those articles even if I wasn’t
looking to lose weight.
You really do want to make a case that your list is the truly best or even the worst. Persuade your reader that your
selections make sense for your criteria and explain your thinking behind each choice.
You’re taking your reader along for the ride and showing them your thought process in addition to listing items.
Why did we include this one? Because my brother-in-law Phil swears by it, or because it’s sold a gazillion copies so
we thought there might be something to it.
Why didn’t we include others? Because they were all about the hype and not delivering results. Or because we
excluded anything that didn’t include a free 30-day trial period. Or because it was too new and completely
unproven.
Why did we include something that at first glance doesn’t fit this list? Because one of the features is that it can do
this exact thing and lo and behold we’ve found that it does it really, really well.
3: Put even more of yourself into the list
Here’s where you share your own firsthand experience and your results. “I tried this and here’s what happened
and this is the result I experienced.”
By putting your own experience into the article, you are offering information that no one else on the planet offers.
Use your own anecdotes, screen shots and photos to back up your story and show that you really do use the
product or that you’ve tried it for the purpose of adding it to the list.
4: Add other people’s experiences, too
If your list is 10 items and you’ve only tried 3 of them, what are you going to do?
Well, you might hit social media and ask people if they’ve tried the other 7. Get a personal anecdote or two for
each item, and again you now have content no one else offers.
If the products are sold on Amazon, then read the reviews to find anecdotes, both good and bad.
If you’re listing the best companies to use for a certain purpose, hit their websites to find case studies.
It really doesn’t take much legwork to find stories for every item on your list, and it adds an entirely new
dimension to your article that makes it truly worth reading and sharing.
5: Go out on a limb
Here’s where you’re going to choose one of the items on your list and take a stand that this is your personal
recommendation.
10 herbs to help you sleep? You recommend they try this one first.
10 different plugins to drive traffic? Your favorite is this one and here’s why.
Your job as the author of a listicle is to help your reader to make a decision. While all the other list articles are simply listing
stuff and not helping the reader to make a choice, you’re going to come out and say, “This is the one and here’s why.”
You’re showing that you did your homework, you did the research, you discovered what’s good and bad about each, and this
is THE ONE you recommend.
You’re not hedging your bets. You’re not trying to be dry toast to please everyone. You are stating your opinion for all to see.
“Wait a minute, that all sounds good, but if I can get people to read the same old generic listicle, why should I add in these
extra steps?”
It’s true that long copycat articles without opinions, anecdotes and recommendations can still get pageviews.
But they don’t generate fans. They don’t make readers want to see what else you offer. And they sure as heck don’t
generate revenue.
One last note… 5.5: Add humor
If you can, where you can, insert some humor into the article. I can tell you that if I’m reading your listicle about 10 tastiest
chocolate cake recipes for kitchen klutzes and you tell me in a humorous way about your chocolate cake failures, I’ll be
joining your list and reading more of your stuff.
I need more humor in my life, and I think that’s true for most everyone.
If you’re not funny in print, then don’t try it.
But if you can insert a little levity here and there, by all means do it. The Tens Weight Loss Methods You Tried This
Month? Make #2 a story about trying to walk your cat for your own exercise (talk about your severe blood loss and
cornering the market on bandages because kitty does not share your weight loss goal). And #7 might be a day of nothing but
cabbage soup (which you detest and which allowed you ample time to catch up on your reading in the bathroom) and
you’ve got the makings of two humorous stories. The other eight items can be serious and then you make your
recommendation at the end.
See how easy that is?
It will make a refreshing change from all the other list articles out there that are simply offering the same old drudge.

A Few More Quick Tips:

Make your list scannable. One of the great things about listicles is how easy they are to quickly scan, searching for
what a person might be looking for.
Give each item either the product name as the title or a catchy title that evokes curiosity. If you’re talking about ten
products that give a certain result, then use the product name as each item title. But if you’re talking about methods,
you might want to make your titles catchy.
Insert images. The images should be highly relevant, funny or both. Using images will create a better reading
experience and can improve your SEO.
Use an odd number for your list or use 10. Research shows that odd numbers work well for listicles, and so does the
number 10. And some people swear by the number 29, but how often do you really want to make a list that long?
The more list items you have, the shorter each item will generally be. If your list is 5 items, then each item might have
several paragraphs, whereas if your list is 29 items long, then each item will likely have just a couple of sentences.
Use the ending to recommend your choice. This is a strong way to finish and lets you give a call to action, too.

The Marvelous Mrs. Maisel On Marketing
Just in case you’re one of the 12 people who don’t have Amazon Prime,
it’s a service from Amazon that gives you super-fast shipping and free video
streaming.
I’ve been binge-watching, ‘The Marvelous Mrs. Maisel.’
Yes, I know it’s kind of a chick thing, but it’s also awesome viewing about
a lady in the late 50’s trying to break into the man’s world of stand up
comedy and I highly recommend it.
Anyway, you know how binge-watching works. You go from one episode
to the next virtually without a break. In the old days (you know, like maybe
5 or 10 years ago) you would have to watch the introduction to the show
for each episode. Then streaming services got smarter, realized people
don’t want to watch the show introduction every single time, and they gave
you an option to NOT watch the introduction by clicking a button. Cool.
But now Amazon Prime has gotten REALLY smart. They know you are a
captive audience because you’re on the third or thirteen or maybe the
thirtieth episode. You’re not going anywhere. So how do they use this
information?
To sell you on watching another program. That’s right: Starting around
episode 3 and for most episodes thereafter, they make you watch a
commercial for another movie or show they’re streaming on Amazon Prime.
I’m wondering if we, as marketers, couldn’t do this as well? Let’s say we
have a video course with a dozen modules. Why not put in a 30 second
‘commercial’ for another one of our products?
“Hey, congrats on making it to Module 3, you’re doing great! Before we
get started, I’m going to use the next 26 seconds to tell you about a resource
that will double your efforts and reduce your work by half.”
You give a couple of benefit laden sentences, tell them the link to get a 30% discount and then begin the next lesson
of the course. Good?
I think this could be great. Place a link down below for the resource you mentioned. This could even be an affiliate
link for just about anything, including a monthly membership type of software, service, information, etc.
And here’s one more thing about The Marvelous Mrs. Maisel that I’ve taken to heart: Perseverance.
This lady wants to enter a man’s field in the late 50’s and early 60’s. And it’s not just any field, it’s one where the
audience is drinking, the club owners don’t respect women, and no one thinks a beautiful woman can be funny.
To say her family is not supportive is a massive understatement. Her manager is just learning the ropes and makes
mistakes. Mishaps happen, including car break downs in the pouring rain while on the road, canceled gigs, running out
of money, club managers who don’t want to pay, arrests for saying ‘indecent’ words and a whole lot more.
And she learns from her mistakes, too. Sometimes she bombs. I mean really bombs. But she also pays attention to
what works in the act, and she finds ways to improve upon it and make it even better.
You can see the parallels here to online marketing. Maybe your family thinks you’re crazy. Maybe you’ve got one
obstacle after another that is getting in your way. But the people who build massive, profitable businesses online all
have one thing in common: Perseverance.
As long as you don’t quit and you keep moving forward while taking note of what works and making it even better,
you’re going to be successful.
Six and seven figure successful.

"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
Travis Ketchum:
AInterview
Editor:

This time, we're chatted with another heavyweight in the
online space. For the past decade, Travis Ketchum has been
the CEO of Campaign Refinery and Contest Domination,
helping tens of thousands of businesses build bigger email
lists filled with qualified leads. If your focus is email
marketing, analyst building, then you're going to love what
we have for you today. Travis, welcome. It's a pleasure to
chat with you.
Travis Ketchum:
Oh, wonderful being here. Thanks for having me on.
Editor:
Well, I'd like to start by asking a little bit more about you and
your background.
Travis Ketchum:
Sure. Where should we start? How far back do you want to
go?
Editor:
Let's go back to the cradle. No, no, let's go back to when you
first decided that you wanted to have a business in the
online space.
Travis Ketchum:
Sure. I've always been interested in entrepreneurship in
general, right. I'd go a little bit further back, the car washing
and lawn mowing and paper routes. I was always hustling to
make something happen, right. I always had this dream of
having my own thing. That's always been in the periphery,
right. Technically, my first legitimate business, you had to be
18 to have that, be here in the United States, was actually
started in high school.

I remember having to get past the school filter and do all these things and apply for a business licence. It was actually a
drop shipping business on eBay and was drop shipping laptops all over the place and building high-end game machines.
That was where I got my taste of money, the value of your own business and the leveraged ability of a business to
generate revenue.
In fact, in just a couple months, I went from basically a broke 18 year old to being able to pay for at least the first full
year of college, room and board, the whole deal. That was a really eye-opening experience.
Once I got through school, got the normal job, hated it, quit right after nine months and went and worked for a best selling author and speaker, filling her events live in-person events, filling her affiliate programme, all that stuff. But I
realised I'd been building a list and building assets for someone who wasn't me. Right.

I had basically replaced one job for another and that's
when I thought, "Okay. I need to build my own list as fast
as possible. What's the best way to do that?" A contest is
what came to mind, but I didn't like any of the contest
solutions that were out there.
I went and dabbled around and tried to find some
developers and had some false starts and errors and
wrong alleyways and all that stuff. But eventually, I did
get this little WordPress plugin idea that worked and it
followed my very simple, minimal viable product vision of
what it should look like. I had been blogging on the side
for years and it only collected a couple 100 leads over
about four years.

Then I ran this contest and I generated 2000 leads in a
week. That to me was the aha moment that A, this works
and B, you know what, software is kind of fun. That's
what kicked things off and got me down the path of being
really, I guess a software entrepreneur.
Editor:
Are you a coder yourself, Travis?
Travis Ketchum:
No, I know just enough to be dangerous, to go break
things, but not enough to actually build it myself. When I
was at school, I actually, even though I went to school for
marketing in a minor international business, but I've
always been technically minded because I was building
computers and nerdy in that regard. When I was at
school, I actually self-trained myself to build enterprise
IT. By the time I started as basic help desk, like "Hey, my
Outlook doesn't work." To by the time I left, I built, it was
a $14 million server system for the school. I worked my
way up that way.
I have some technical jobs and I know enough about
database structures and that stuff to at least know what
to ask for from a developer, but not enough to go build it
myself, right. But I can investigate technologies and
weigh their pros and cons and say, "Hey, I think these are
what we should maybe be weighing." But not be deep
enough into the code to know, "Hey, we need to pick this
technology and go this route."
I leave that up to the people I hire, because they're
experts in that space, but I can weigh in and say, "Let's
investigate these pathways and see if that makes sense."
But I don't actually do the development myself.

Editor:
Got you. That's outsourced, is it you found some coders
that can take your vision, if you like, and bring it to life?
Travis Ketchum:
In the early days, that was the case. Yeah. I mean, now
obviously I hire people full-time, but in the early days it
was actually a pretty big risk because when I was creating
that first version, that client, that best-selling author and
speaker I was working for, we basically had a difference of
opinion. They told me to take a hike and I was like, "Well,
I just signed an 18 month lease with my then girlfriend,
now wife. It was literally the next day she wanted to part
ways. I was like, "Oh no, I just signed the longest lease of
my life for more money than I'd ever paid for a place to
live and I have no income now."

Like, great. I actually financed that first version on a
credit card. I had no idea it was going to work out. I
figured if it really went to heck in a handbasket, I
could go down to the Apple store and start slinging
iPhones to people or something. I could figure out
how to make it work, but yeah, just hire people
outsource in the beginning and eventually hire them
full-time now.
Editor:
That's an amazing story. Your back is literally against
the wall and you've got to make this a success. What
were the steps that you took to give yourself the best
chance of success?
Travis Ketchum:
Well, being under pressure is definitely a good way to
do it, right. Having a big rental check to stroke. I still
had a car payment at the time. I had student loans,
the whole deal, right. Pressure makes diamonds
sometimes, right. Then, basically what I did is I tried
to really trim down the scope. I think a lot of people,
when they get the software and this still happens to
me sometimes still, I have to rein myself back in, but
you get what's called feature creep, right. It's like, the
first thing is deciding what does it really absolutely
have to have? It won't work without it. What does
that feature list look like? Everything else is version 2,
or version 1.1, at least. For me, that literally meant, I
didn't even have a members area in the beginning.

My delivery was an AWeber autoresponder with a link to an Amazon S3 file that was unprotected on the
first version. Right. Then I knew I needed enough sell, but I didn't know how to do that. Instead of saying,
"Oh, let's make a bunch of crazy features." I said, "Well, I could sell a different licence to the product."
I knew just enough to go in and literally rename the file to a different zip and rename it, so when you
installed it, it said, "Business licence."
But it was actually the same software. I wasn't trying to scam people, but it's like, "This one has our blessing
to use with clients, and this one is for individual use."
But it, simplify, simplify, simplify, and once you can really trim it down, I think you'll find that 90% of a
software thing…

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
The 10 Catchiest Slogans of the Last 70 Years
I’m going to reveal the slogans and taglines that have stood the test of time. Odds are you’re familiar with every single
one of them, and as you read this I’d like to issue you a challenge:
See if you can use these as inspiration for creating a slogan for your own business. No copying, of course, but maybe
one of these will be the spark that creates your own million-dollar slogan.
“Just Do It”
Okay, I know you must have guessed Nike’s 1988 marketing slogan would be on this list. But did you know it was
inspired by a murderer? Utah Gary Gilmore’s last words when facing a firing squad were, “Let’s do this.”
Inspiration can come from anywhere when you’re open to it.
“Got Milk”?
This slogan almost didn’t make the cut in 1993 at the Goodby Silverstein agency. It was deemed lazy and
grammatically incorrect. But after a series of ads featuring people struggling uncomfortably after having dry or sticky
treats without any milk to wash it down, it was an instant success. Even celebrities joined the campaign, being featured
proudly wearing a milk mustache.
If you’re stuck for a slogan, consider using a question instead of a statement.
“We Try Harder”
In 1962 Avis embraced its position as the second largest car rental company with this slogan. The following year, the
campaign helped the company go from losing $3.2 million to turning a profit of $1.2 million.
After five decades the company retired the slogan in favor of, “It’s Your Space.” Whatever that means.
“Gimme a Break”
Originally worded as, “Have a break, have a Kit Kat,” this slogan was coined to sell chocolate to working people in
1958.
The word “break” was used to signify both break time at work and breaking a finger off the Kit Kat bar.
This is another slogan with poor grammar, but it’s how people speak which is one reason why it works. The double
meaning of the word break is clever and memorable. If you can do something similar with your own slogan, it’s almos t
certainly going to be a winner.

“A Diamond is Forever”
To me this is the corniest slogan of all and makes me
cringe every time I hear it. And yet, this 1947 slogan from
the N.W. Ayer Agency increased sales of diamonds by 55%
in two years and made diamond engagement rings a
cultural mainstay.
The slogan itself was coined in a moment of sheer panic
after Frances Gerety realized she’d forgotten to include a
signature line in her series of advertisements for DeBeers.
Just think, if given more time to work on it, she might not
have chosen this slogan. Sometimes the pressure of a
deadline can truly work wonders. In fact, in 1999
Advertising Age named this the, “Slogan of the Century”
just two weeks before Frances passed away.
“What Happens Here, Stays Here”
Las Vegas launched a major marketing campaign back in
the 90’s that promoted the city as a family vacation spot.
Apparently, it didn’t work as well as hoped, because in
2002 they commissioned R&R Partners to begin
researching what it was that people wanted out of Las
Vegas. A year later they had the answer: Freedom. People
liked the freedom to do what they couldn’t do at home,
and thus, “What Happens in Los Vegas Stay in Los Vegas”
was born.
Was it successful? Judge for yourself: Every $1 spent on
the advertising campaign with this slogan generates $26 in
returns for the city.
“The Best a Man Can Get”
After nearly a century of bad branding, Gillette finally
hit upon the slogan that would revitalize the brand and
allow them to dominate the shaving industry.
“The Best a Man Can Get” has been used in 14 different
languages. Notice the double meaning: It can be
interpreted as both the best shave a man can get and the
best a man can be, offering product quality and selfempowerment in one simple phrase.
“Breakfast of Champions”
In an early version of influencer marketing, beginning in
1933 Wheaties has featured famous athletes on its cereal
boxes with the slogan, Breakfast of Champions.
What athlete doesn’t want to be identified as a
champion? This tagline has made countless athletes agree
to be on the cereal box and endorse the product.

“Because You’re Worth It”
Imagine the year 1973 when women in the U.S. and U.K.
were campaigning for equal rights. L’Oreal’s slogan was the
first ever written from a woman’s perspective and broke
new ground for equal rights.
It’s interesting to note that the original line was,
“Because I’m Worth It.” Women may not have felt
empowered enough at the time because a survey found the
original line, “too boastful” for their tastes. L’Oreal quickly
changed it to “Because You’re Worth It” and then in 2009
they changed it again to, “Because We’re Worth It” in an
effort to brand L’Oreal as a lifestyle and philosophy for
empowered women.
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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
How To Get More Word Of Mouth Marketing
Frank was just unlocking the door to his shop when he heard the phone ringing. Grabbing it off the cradle while he laid down his
things, he answered with his customary, “Good morning, Frank here, how can I help you?”
“Hi Frank, this is Gloria. I was talking to a mutual acquaintance this weekend, and she recommended I hire you for our next big job.
When can you send the contracts over?”
Not a bad way to start your week, is it?
Frank used to work like a madman to sell even a single person on his services. But since he started using more testimonials and word
of mouth marketing, he’s making 4 times his previous income with less than half the work.
Let’s talk about how to get and use testimonials first, since a testimonial is a form of word of mouth marketing. Then we’ll cover how
to get others talking about your business and telling others about what you do.
Steps to getting and using more testimonials:
Ask for them. As soon as you render a service or sell a product, either ask for the testimonial or let the customer know you will call
on them or email them in a day or two to see how things are progressing.
If all is well, ask for the testimonial.
If there is a problem fix it and then ask for the testimonial.
Use testimonials everywhere, not just on your sales page. Use them on your blog, social media, in emails and on your podcast.
Keep testimonials short. Few buyers are going to read or listen to a 1000 word testimonial. That said, on more expensive products
it’s good to provide the short testimonial with a link to the full version if there is one, just in case someone wants to read it.
If appropriate, turn some of your testimonials into case studies. Ask your customer if you can interview them. Get all the details on
their problem before the product or service, and then how the product or service has made all the difference for them.
Offer your case studies as PDF’s. Use a title such as, “How Blue Bunny Publishing Increased Profits by 1294% in 30 Days” or “How the
Puppy from Hell Became a Good Boy in 7 Days.”
Steps to Getting More Word of Mouth Marketing
Do remarkable things for your customers. Surprise them in a way that makes them want to tell others.
When iPhone debuted it could do things no other phone could do, which made it immensely newsworthy.
Lily has gained immense word of mouth before ever being released because it’s the first drone that will automatically follow you and
film you – sort of a flying stalker for sports people.
Run contests where people get more entries by sharing the contest with others.
Offer a reward to customers who refer others. This could be an affiliate program for customers, or you could offer gifts or free products
for referrals. When Dropbox was new it offered additional free storage space for each referral.
Ask your very best customers to become advocates for your business on social media. Give them a discount or even free access in
exchange for being your evangelists. Tesla gives $1,000 to advocates and to referred friends, and it works. Tesla vowed from the
beginning to run a $0 marketing budget with no advertising, no ad agency, no chief marketing officer and no dealer network. And yet
Tesla is now a trillion-dollar company.
Give away your product to those who have an audience. UA’s founder Kevin Plank made an initial run of 500 moisture wicking
sweatshirts and gave them to his former NFL teammates. Today, UA has overtaken Adidas and is the second highest grossing sports
brand in the world.
Start a movement. GoldieBlox wasn’t marketed as just another toy for girls. Instead, it’s sold as a movement, a way of improving the
world by correcting the gender inequality in engineering. That is how they raised $285000 on Kickstarter, smashing their $150,000
goal.
Do it for charity. TOMS shoes give away a pair of shoes for every pair you buy, and they’ve given away well over 100 million pairs of
shoes to charity.
Nomad List started donating 5% of revenue to remove CO2 from the atmosphere and conversions increased 200%.
As you can see, a little creativity can garner you immense worth of mouth business and a bevy of glowing testimonials.

CLICK HERE

CLICK HERE NOW

Make Money With Your Blogs
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Lil Nas X Case Study:
From Couch to Breaking Mariah Carey’s Record
In Just 5 Months
Have you heard of Lil Nas X?
This rapper went from broke to selling out concerts seemingly overnight.
The questions are, how did he achieve this success so quickly, and can you use some of his techniques to launch your
own business into the stratosphere in just 5 months?
Lil Nas X was a college dropout sleeping on his sister’s couch. His bank balance was less than zero, meaning he owed
overdrafts and fines to his bank. His prospects were terrible and no one would bet he would be anywhere in 5 months’
time, much less breaking Mariah Carey’s record for the most consecutive weeks at number 1 on the charts.
Most musicians, artists and even many entrepreneurs take entirely the wrong approach to their work. They spend all
their time creating and little to no time promoting and marketing. They think if their product is good enough then it will sell
by itself, but that simply isn’t true.
When Lil Nas X dropped out of college to pursue music, he spent the majority of his time on Twitter making friends. He
discovered that posting memes won him followers, and in no time he had 30,000 new followers.
What’s this? A musician who spends far more time on Twitter posting memes than making music? That’s right. As an
online marketer you’ll find that building an audience pays far more than creating the perfect product. After all, once you
have the audience, you can sell them affiliate products if you don’t have your own yet.
Back to Lil Nas X. His plan was to use these followers to promote his music. But he quickly ran into a problem. In his
words, “I’d post a funny meme and get 2,000 retweets. Then I’d post a song and get 10.”
This is where a lot of artists and entrepreneurs might say that Twitter doesn’t work, but Nas got creative. He stopped
tweeting music links and started writing a song he could promote through memes. As he says, “It had to be short. It had to
be catchy. It had to be funny.”
It’s all about giving people what they want rather than what you would like them to have. Nas wanted them to have his
songs, but his followers wanted short, catchy and funny instead.
As a result, he made Old Town Road. Nas paired it with a video of a dancing cowboy and shared it with his followers.
When this video went viral, Nas knew what to do next. He made more short videos with the Old Town Road tune and
the full song linked underneath.
The views started piling up and Nas went from a completely unknown artist to a rising star.

Next, he moved from Twitter to TikTok and then onto Billboard’s country music charts. “Wait,” you’re thinking, “Old
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Town Road isn’t a country song.”
No, it’s not, but the country music charts are less competitive than other categories. Again, Nas was thinking like a
marketer, listing the song as country in order to get it to the top of the charts and get the free publicity.
A week later Billboard removed the song for not being country. As they say, there is no such thing as bad publicity, and
Billboard’s decision turned Old Town Road into a national talking point. Two weeks later it was number 1.
Did Nas stop there? Of course not. Next, he began creating remixes with some of music’s biggest names.
Billboard has a loophole whereby remix plays count towards the original song’s chart placement. With each remix millions
more streamed the song, locking Old Town Road onto the number one space on the charts.
17 weeks later Mariah Carey’s record for most consecutive weeks at number 1 was shattered.
Remember, just 5 months earlier Nas was sleeping on his sister’s couch with a negative balance in his bank account.
5 months. What at first seemed impossible now seems simple as pie.
There was no luck involved here and no great skill. Anyone can make funny, short memes and videos that go viral. True,
you might not be a musician but that doesn’t matter. Figure out what people will share with others in your niche and give
them lots of that to grow your followers.
A few marketing tips we can take from Nas:
Make your product easy to find:
Nas knew that people watching the video would search for the full song. That’s why he changed the song title on YouTube
and SoundCloud to include the lyric from the viral video, “I got the horses in the back.”
He also posted on the subreddit, NameThatSong to get ranked on Google. This made it easy for anyone who was searching
from the video to find the song.
Jump in and take action:
Nas didn’t get lucky. Things didn’t just happen for him. He made things happen. He didn’t wish people would forward his
songs; he found a way to make people WANT to share the song with others.
Market to people the way they want to be marketed to:
People want to share short and funny, so that’s what he gave them. He wrote a song that he knew would be infinitely
shareable. Some musicians will no doubt say that Nas “sold out” to commercialism, but if you want your music to be heard
or your product to be sold, you had darn well better find a way to get it to the people.
Play by the rules to win:
Old Town Road is shorter than most songs because he didn’t include the last chorus. This made listeners replay the song
to hear the chorus again.
A ‘stream’ doesn’t count as a stream unless it’s streamed for over 30 seconds. Would you like to guess how long the
chorus is? Yup, just over 30 seconds. By making a small change but still following the rules he was able to nearly double his
streaming listens.

MWM FLASHBACK STORY

Anything is possible, including massive success in a ridiculously short time
Would you bet that someone living on a couch with zero money could unseat Mariah Carey in just 5 months? And if he
can do that, what are you capable of achieving?
Going viral is indeed something you can do:
They like to say that if you put out enough great content, sooner or later some of it might (MIGHT) go viral. It sounds like
winning the lottery, doesn’t it?
But what if you engineered your content to go viral? As you can see, it’s already been done, so why not do it yourself?
Study your market. See what goes viral. Analyze why it goes viral. And then take appropriate action.
Build the audience first:
It’s great to create the best ever, biggest and most spectacular product ever engineered. But if you have no one to sell
it to, does it even matter?
Build your audience first, observe what they want and then give it to them. I know this sounds backwards, but it’s the
surest way to success, even if you fail.
What do I mean by that?
Let’s say your niche is online marketing. You build an audience of 50,000 people on social media, through your blog and
on your email list.
You create that biggest, best ever product and offer it to your audience, but the reception is mediocre. You sell maybe
$5000 or $10,000 worth, which is a nice payday but nowhere near what you hoped for.
But guess what… your greatest asset isn’t that profit you made or the product you built – it’s the AUDIENCE you have.
Because you can continue to market to the audience over and over and over and over again with all sorts of affiliate
products and future products that you create yourself.
The product might have made you several thousand dollars, but it’s the audience that will make you rich.
Build the audience first and you cannot fail.

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

