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AMY PORTERFIELD: Welcome back to another episode of the 
Online Marketing Made Easy podcast. I'm your host, Amy Porterfield, 
and as always, I’m absolutely thrilled that you’re tuning in today. 

Tell me this. What if I rallied up some of the best tips ever given on this 
show and rolled them into one podcast episode? Would you be loving 
this? Well, my friend, today is your lucky day because in honor of our 
three hundredth episode, we've grabbed the best tidbits from our 
most-popular episodes to date, and we use them to create an insanely 
educational show with some of the best business tips and tools.  

And before I go any further, I absolutely need to pause and just say 
thank you. I want to thank you for showing up for the last 300 
episodes and for sharing my podcast with your friends and your family 
and any entrepreneurs that are in your life. And also, a shout out to 
each and every one of you who has taken the time to leave me a 
review. I know you're busy, and the fact that you took the time to leave 
me a thoughtful review, I mean, just wow. I have so much gratitude for 
you. I know I would not be where I am today with this podcast without 
you. So while we celebrate the three hundredth show and so many 
more to come, you are the MVP. So thank you so much. You are truly 
the reason why I show up every single week. 

Okay, so, like I said, we've curated some of the top business tips and 
tools from some of your very favorite episodes, and that's what you're 
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going to get and absolutely love today. Whether you're in the midst of 
launching or creating a course or building an email list or just getting 
started as an entrepreneur, this episode is going to give you so many 
brilliant ideas and I sure hope a whole lot of aha moments so that you 
can walk away, ready to take your business to the next level.  

Also, a lot of these tips and tools are wonderful for beginners. However, 
at the same time, if you're an experienced or an intermediate 
entrepreneur, you're also going to find a ton of value here because 
these clips are going to refresh your memory on some really important 
strategies you should be doing in your business, and you might not be 
doing them because you've just gotten off track a little bit or you've 
gotten busy or you put your priorities elsewhere, but you might be 
struggling in an area of your business that you're going to find a quick 
fix here today that's going to put you right back on track. 

Also, keep this in mind. If you are an avid listener of this podcast, you 
might have heard some of this guidance before, but you just weren't 
ready to apply it to your business, and now you might be. So no matter 
where you are on your entrepreneurial journey, you're going to love 
this very special episode. So let’s go ahead and jump into today’s extra-
special episode, number 300. 

TIP NUMBER ONE 

Okay, tip number one, showing your scars. So this first audio clip is 
from episode number 203, “How to Get Noticed When You're First 
Starting Out.” And I talk about the importance of showing your scars 
and being more human in what you share with your audience. Take a 
listen. 

AMY: I think the world needs more of those gritty, real, honest stories. 
And all relentless entrepreneurs know how to tell a real, true, gritty 
story about themselves, one that doesn't make them look amazing, 
one that doesn't make them look better than the next person, but 
actually makes them more human, more real. So, of course, I did this 
with my weight episode.  

It was funny. I was at a live event, Social Media Marketing World, not 
too long ago, and everyone that came up to me—I shouldn’t say 
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everyone—90 percent of those that came up to me referenced that 
one podcast episode. Of all the strategies and techniques that I have 
taught on this show, all the mini trainings walking you through step by 
step by step, that's the episode that people bring up. If that's not proof 
that real gritty stories break through the noise, then I don't know what 
else is.  

So when was the last time you told a real, true, gritty story? Ask 
yourself. When was the last time you did that? And then don't just stop 
there, but do it over and over and over again, and I'm going to start 
doing the same. It is a scary thing, but it is so important. I'm talking 
about stories related to the messy middle, the true confessions, the 
behind the scenes, all the human stuff that leads to why the work stuff 
becomes so important. 

And here's one distinction I want to make about the true, gritty stories 
around the messy stuff. There's two ways to do it, and I think we need 
to do both. The first way is to talk about when you're in it, and I think 
you limit this as a leader, as somebody pushing forward. You talk 
about the messy stuff as you're in it because you don't have any 
solutions or any way out just yet, but you're moving toward it, and you 
just wanted to be honest about it. So that's one way to tell a story that 
is incredibly powerful, and I've seen many leaders do it. But you don't 
want to just share stories like that, because then it feels as though you 
are not elevating your audience and helping them move forward. So 
you also want to share the stories of the messy and how you came 
through it and what you did and how you're working on it and give 
those tips and insights to help your audience move through it as well. I 
think both of them are powerful, and both of them are needed, 
because imagine if I showed up here every week and told you about 
all the hard stuff with no end in sight and no light at the end of the 
tunnel. Then it would feel like, “Okay, thanks, Amy, for depressing me, 
but not helping me see how I might move out of it if I'm struggling 
with it too.” Again, those stories sometimes are okay as long as you 
keep sharing them to show that you're actually getting to the other 
side. But I think those stories and the stories of, “Hey, this is what it 
looked like, and this is what I did about it,” both of them are needed, 
and both of them are powerful. I don't think anyone explains it that 
way, and I just wanted to share with you my insight, because if my 



 

	

EPISODE 300: OUR TOP EIGHT BUSINESS AND ONLINE 
MARKETING STRATEGIES TO CELEBRATE OUR 300TH EPISODE 
http:/ /www.amyporterfield.com/300  

4 

mentors came on their podcast every day and just told me about the 
messiness and didn't share with me how they're moving through it or 
what they're going to do about it, I'd feel very, like, blah, like, oh, thanks 
for nothing. Yes, I want to relate to them. Yes, they're more real, but I 
also look up to them. And so I think that's important to add that 
element of “here's what I'm doing to move past it” or “here's what I've 
done to get the results when I was in that messy place.” 

TIP NUMBER TWO 

All right. Let’s move in to tip number two, use a Facebook group to 
build relationships. Next up, this clip is from episode 202, “How to 
Engage Your Small Facebook Group When You’re Just Starting Out, 
with the lovely Caitlin Bacher. Caitlin, shout out to you, girl. I love you. 
Thanks for this great episode. In this episode, we talk about the 
importance of having a Facebook group so that you can warm up cold 
leads and start to build a relationship with your audience. You're going 
to love what she has to say here. Take a listen. 

CAITLIN BACHER: Mark Zuckerberg himself has said that people will 
begin to see more content in their news feeds from friends, family, and 
groups. So basically, your ticket to showing up and your ideal-
customer’s news feed is to get a Facebook group. That's the way that 
you're going to stay top of mind for your audience. 

AMY: So true. So, if you’re a business owner, struggling to get seen on 
Facebook, you’re saying definitely check out Facebook groups. 

CAITLIN: Yes, absolutely. It's not really a question of, “Oh, should I do a 
Facebook group? This might be fun.” If you have a Facebook page, 
there's no reason why you cannot have a Facebook group. And a lot of 
people, they kind of think about Facebook groups in a backwards way. 
So they have this belief that in order to start a Facebook group, first, I 
need to build my email list, build a huge community, get famous, be 
well known, and then I'll start a Facebook group; when in reality, your 
Facebook group can be used as a tool to build your email list.  

Now, it's not a replacement for your email list. Email list, of course, we 
all need an email list. But what I'm suggesting is that there are 
techniques that you can use inside of your Facebook group to actually 
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get new, fresh people that have no idea who you are, inside of your 
community, and then they'll be a lot more likely to opt into something 
once they're in your Facebook group, because, I mean, the best way 
that I can describe it is your Facebook group is like a microwave. It 
take leads from cold to hot really fast. And your Facebook page, it's like 
boiling water the old fashioned way. Like, when you're trying to make 
spaghetti and it takes ten minutes to get the water to boil, and then 
you end up cooking the noodles for less than that. But in any case, this 
is really going to help you get your leads warmed up quickly. 

 

TIP NUMBER THREE 

AMY: Moving into tip number three, utilize a live series instead of a 
webinar.” In this audio clip—it’s from 201—in it, I’m talking about 
something that I really love: using a Facebook Live series if you’re not 
ready to do a webinar. I love this because if you're not quite ready for a 
webinar, maybe you're just starting out and the thought of a webinar 
sends you literally underneath your desk, shaking in your boots, well, 
then, you're going to love this tip here because it's a great way to reach 
your audience and build a relationship with them without having to 
do a webinar. 

Maybe you're not ready to take that webinar leap, but one baby step 
could be that you put together, let's say, a three- or a four-part 
Facebook Live series. So let's say it's a four part and you do it over a 
month, and every single week you are on Facebook Live, teaching 
some new content. And you might be dropping some hints about a 
new program or offer of some sort that's coming out. Remember, we 
already talked about different offers you can put together. So you 
might be dropping some hints. You might be referencing it, but you're 
really teaching in at least the first three videos, and your call to action 
is some kind of free giveaway that will be aligned with whatever it is 
you plan to sell. So you're collecting emails, you're getting video views 
with this free content you're teaching in weeks one, two, and three, 
and then week four, you can present your offer. So you've been 
warming up your audience, you've been offering impeccable value, 
and now it's time to take them to the next step with you. And it might 
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be a live online workshop. It might be the template packs. It could be 
any of the offers I talked about or anything else that you might have 
been thinking about.  

But here's why I love this idea of a Facebook Live series. The first thing 
is all of those video views can be retargeted when you present your 
offer in week four. So let's say you keep the cart open for a week after 
the fourth video that you do, the fourth Facebook Live. Now you've 
presented the offer. Now you keep the cart open for a week, and you 
can take all those video views from weeks one through four and 
retarget all of them with ads that lead to your offer. I love retargeting 
video views because it's considered a warmer audience.  

The other thing is that you're building your email list by offering free 
giveaways each week leading up to the offer. And so if, let's say, they're 
not ready to buy right away, now you've started to build your list every 
single week with these videos.  

The other cool thing is that these videos can live on, meaning after 
they're live, they can live on on your Facebook page’s recordings. And 
you can run ads to them. You can get even more views by running ads 
directly to these videos if you want. But even after the promotion is 
over, that video four can send people to a waitlist. 

TIP NUMBER FOUR 

AMY: All right. Moving into tip number four, get crystal clear on your 
ICA, your ideal-customer avatar. So, this one comes from episode 206, 
with one of my besties, Gina Onativia, a.k.a. the original creator of the 
Post-it Note strategy. So if you’re in Digital Course Academy, you know 
there’s a huge element of using Post-it Notes to get clear on your 
course outline. That originally came from Gina, so you’re going to love 
this audio clip because we talk about the importance of learning who 
your ideal-customer avatar is and learning what their pain points are 
all about. And we talk about how not only will this help you get clear 
on your course and your course focus, but it will also help you market 
to the right people and, in turn, attract your ideal clients.  

So, let’s start diving into that Post-it exercise. What’s the first step? 
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GINA ONATIVIA: Okay, so, you’ve got your Post-its. First step, put the 
name of your course front and center. Listen, it’s okay if you haven't 
finalized the title; you are putting the intention out there. “My name is 
Gina. I am creating this course,” and you're putting that front and 
center. And by the way, I love what you say about doing a title: keep it 
simple, just say what it is. There's a beauty to Webinars That Convert, 
Courses That Convert. You know exactly what you're getting. You know 
the promise, right? 

So then, after you put the title, underneath that, you're going to put 
the problem you're solving for. So for our purposes, let's pretend we've 
got a fictional course called Your Picky-Eater Solution: Transforming 
Toddler Tastes. So it's a course to help moms of toddlers get through 
the picky-eating cycle. So the problem would be two to five year olds 
who make mealtime a difficult experience because they refuse to eat 
anything that’s served. Then below that, you would put your promise, 
which is how you're going to solve for that problem. So for the picky-
eater course you'd say, relieve tension during meal times. Have moms 
excited to engage with their kids during meals. And then you have 
your sandwich. You've got your title, then your problem, then your 
promise. Does that make sense? 

AMY: It does. And it's so important that you get clear around the 
problem and the promise. And I would guess that most people kind of 
skip this and they go right to the brain dump of all the content in their 
head. 

GINA: That's right, because they've got this content swarming in their 
head and they just want to get it out, so we immediately dive into the 
weeds. 

AMY: All right. So you call it a sandwich: title, problem, promise. 
Awesome. 

GINA:  Yes. It’s your yummy sandwich.  

AMY: Okay, got it. And then, the next step deals with your avatar, 
right? 

GINA: Right. So now you're going to think about your audience and 
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what they're feeling before they take your course and how they feel 
after they take your course. So on the left side of your Post-it wall, I 
want you to think about what your avatar or your core person is feeling 
right now, before they take your course. Are they frustrated, are they 
sad, are they angry? Are they lost? Do they feel alone? Like, they're 
never going to find a solution to this? Like, they've tried other things, 
and nothing has worked. So for the eating course, your mommy avatar 
probably feels angry, impatient, like they're running out of options, 
maybe even like she's a bad parent. I whisper that because it’s 
something we don't talk about. And I want you to drill down on that 
and talk about the things we only say in whispers because that's the 
good stuff, right? Really dig deep. 

AMY: Okay, let me stop you there because this is a question I get 
asked all the time when I talk about avatar and that is, well, what if I 
don’t know? What if I’m not sure about these things? The first thing is 
you’ve got to get more information if you just don’t know. And so 
inside of my Courses That Convert program, we talk about doing 
course calls, getting on the phone with your ideal avatar, asking them 
the questions that will give you more insight into who this avatar is. 
And also, sometimes you have to make educated guesses. Would you 
agree with that? 

GINA: Yes, I agree. And by the way, I love your validation process that 
you have inside of Courses That Convert. That's something that we talk 
about, or I talk about, with our own process, and doing surveys and just 
putting yourself out there and talking to your avatar on a regular basis. 
I think that's really spot on. 

AMY: Yes. So do the best you can. You don’t want to fly blind, but if 
you have to make some assumptions here, that’s okay; you could 
always change it around. The beauty of Post-its is you could move 
them around, and you could throw them in the trash and start over.  

GINA: That’s exactly right. 

AMY: Okay, so we’ve got—that’s on the left side, right?  

GINA: Yes. That’s on the left side. On the right, because we’re talking 
about a transformation, you want to take them from feeling lost, angry, 



 

	

EPISODE 300: OUR TOP EIGHT BUSINESS AND ONLINE 
MARKETING STRATEGIES TO CELEBRATE OUR 300TH EPISODE 
http:/ /www.amyporterfield.com/300  

9 

frustrated, to transformed. So on the right side, you want to talk about 
how you want your students to feel after she takes your course. So 
from the mommy avatar, maybe she feels more confident as a person, 
relieved that she doesn't need to think about this every night and even 
argue with her husband or mother-in-law. So I've created a scenario in 
my head for this avatar, and that's how deep I've gone to feel that. And 
maybe she's excited about the next steps. Like, she's got a recipe she 
can cook with her three-year-old son tomorrow night. That's powerful, 
right?  

AMY: Mm-hmm. So true.  

GINA: Because as we know, emotion is so important. People buy 
things because of the way we think it's going to make them feel. You 
want to know what your student feels, what your potential student 
feels, so that you can really deliver for them inside your course. 

AMY: Yeah. And it’s so important for marketing in general. When you 
really understand what that potential student is thinking, feeling, 
worried about, excited about, what they're desiring, that's when you 
can create stellar copy on your sales page. That's when you know how 
to talk to them inside of a webinar or a Facebook ad or wherever it 
might be. So again, I want to repeat this, that people are driven by 
emotion. So the more you can tap into that, you can use it throughout 
all of your marketing. 

TIP NUMBER FIVE 

AMY: Moving on to tip number five, get creative with your free 
valuable content. So next up, we’re going to talk about free attractor 
content and the importance of it. I’m going to give you some ideas as 
to what that could look like as well as some questions to ask yourself 
to get clear on what kind of free content that you should offer. This, 
honestly, is one of my favorite pillars in my content-creation process. 
Now, if you’d like to listen to the whole content-creation process, you’ll 
find it in episode 195, which is where this clip is from. Take a listen. 

Let’s start at the top with pillar number one, the free attractor content. 
This is the content that you are going to create in order to attract your 
ideal-customer avatar. And you want that content to be a really good 
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representation of your brand, who you are, and what you are all about. 
So can you guess what content I use for my free attractor content? 
Well, if you’re guessing this podcast, you're right. This podcast is a great 
example of free attractor content because I get to talk about list 
building, course creation, webinars, and all the other topics that fall 
around the perimeter of that—email marketing, social media, live 
video. And so all those topics are a great representation of my brand. 
As you all know, I sell a program around list building. I sell a program 
around course creation, and another one around webinars. And so 
because I know what I'm selling, it's very easy for me to think, “Okay, so 
what topics should I talk about for my free attractor content?”  

So if you're struggling with that base-level, free valuable content, then 
you're likely unsure about what you want to sell or who you're selling 
to. So that might be a really good red flag. I say good red flag because 
it's the quality problem, figuring out, okay, maybe I'm a little bit 
confused about what I'm selling or who I'm selling to, and that's why I 
just can't figure out what kind of content to put out there to attract my 
ideal-customer avatar. So my podcast is a great use of this free 
attractor-content pillar. And for you it might be a weekly blog or 
maybe a video show. It doesn't have to be a podcast. More 
importantly, it's the content that you're putting out there.  

Also, my freebies that I do every so often on this podcast are perfect for 
free attractor content because I'm using these freebies to attract my 
audience and get them on my email list. So you all know that I do 
some pretty elaborate freebies for specific episodes on the podcast. 
And one thing that is really important is for me to ask myself, before I 
create a freebie for the podcast, three questions, and that helps me 
determine, do I want to create a freebie to go along with the podcast 
episode? So I'm going to share those questions that I ask myself, or if 
I'm working with someone on the content for this podcast episode, we 
will ask each other these questions and kind of figure out, does this 
episode need a freebie?  

So the first question we ask is, will a cheat sheet help my listeners 
implement what I just taught them? So if the answer is yes, then I'll 
create some kind of cheat sheet, checklist, guide that goes along with 
the podcast episode.  
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The other question is, does this episode need a visual? So remember I 
said I'm creating a slide share presentation for this episode? I think this 
episode needs a visual because I want to show you some examples, 
and the content’s kind of heavy. I'm going through six pillars. So I want 
you to have something to refer back to.  

Here's another one. Will extra info bring the topic a step forward? So I 
don't want to just always regurgitate in the freebie what I just taught 
you. I think it's more valuable if I take it a step further or if I offer 
something even more beyond the episode. Or maybe I walk you 
through a worksheet to get the ideas out of your head and onto paper 
so that you can move forward with what I just taught you. So that's 
another question I ask. Will extra info bring the topic a step forward, 
not just regurgitate what I just taught? So my freebies are free 
attractor content. 

TIP NUMBER SIX 

AMY: Moving on to tip number six, utilize various streams of income. 
So this next segment is from one of my all-time favorite interviews, 
episode 215, and it’s with the wonderful Jennifer Allwood. Dang, I love 
that girl. She’s the queen of offering different streams of revenue, and 
so we talked all about how you can do it, why you should do it, so take 
a listen. 

Is there an order that you suggest your students and clients add their 
revenue streams in? So basically, do you suggest they start with an e-
course and then include affiliate links and so on and so forth? Also, 
how long after you introduce one new revenue stream into your 
business before you add another? So those are two questions for you. 

JENNIFER ALLWOOD: Yeah, absolutely. So, I'd like people to kind of 
start with something that's a low-commitment level, Amy, because if 
you start with something like a membership site, you're basically 
agreeing to show up every week, every month of every year until you 
decide to quit. And so I'd like people to start out a little bit more 
simpler. So an e-book is a great place to start; a webinar, which I know 
you love, is a great place to just try to kind of test the waters and 
determine, okay, do I even like this style of teaching?  
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I also think that the one-on-one consulting is a great place to get 
started because the word consulting, it sounds scary, but it's actually 
not. It's basically just letting someone pick your brain in exchange for a 
fee. And so I like people to kind of start those and test the waters a 
little bit and determine, okay, do I like teaching in general? Do I like 
showing up just once and being done? Do I feel like I could maybe 
kind of show up on a more regular basis? Is this something that I really 
want to commit to? And if so, I always like for people to have a 
membership site. I just think that membership sites are the one thing 
that can really help entrepreneurs to sleep better at night because 
they know how much income they can expect to generate on a 
month-to-month basis, without those big spikes on months when 
they're maybe launching a course and those big dips on months when 
they maybe don't have anything going on. So I always suggest that you 
do a membership site if you like any of the other forms of teaching.  

I always suggest if you have a website that you do ad revenue as soon 
as you possibly can. So most of the ad-revenue companies, Amy, want 
you to have about 50,000 page views a month on your website in 
order to be able to put ads on them. So that's kind of a good goal for 
everyone. And by the time you hit 100,000 page views a month, then 
you really can start getting with some better-paying ad-revenue 
companies. And so I think you should start that as soon as you've got 
that sort of traffic. 

TIP NUMBER SEVEN 

AMY: Moving on to tip number seven, attract leads with a free video or 
audio training. Now this one is a lot of fun. I hope you're loving these 
clips so far and gaining tons and tons of insight. This next clip is from 
episode number 214, and it's all about lead magnets. Now, in this 
specific clip, I talk about one of my favorite lead magnets, a video or 
audio training freebie. In it, I'll tell you why I love this lead-magnet 
approach and why you should consider using it. Take a listen. 

A freebie that is a video training or an audio training. So with this, 
you're giving visitors the opportunity to hear or watch a piece of your 
content, and you could be direct-to-camera in the video. So at this 
point, they could be seeing you, which makes things a whole lot more 
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personal. Now, right now, video is where it's at, and it's only getting 
more popular. So I think doing a fifteen-, twenty-minute video training 
as your freebie is a fantastic idea. I also love the idea of doing a training 
that is audio because people can put you in their earbuds and walk 
around town with you and learn from you no matter where they are or 
what they're doing. So I love that as well. And I believe that audio is an 
extra layer of the personal as well. So number four, video and audio, 
we're definitely getting closer to our potential customer and making a 
bigger connection with them.  

Now, a great example, one of my favorites, is Marie Forleo, and she 
offers an hour-long freebie on the home page of her website, called 
How to Get Anything You Want. And it's a fantastic introduction to 
who she is, an inspirational powerhouse. So you really, also, get to see 
the person's personality and their teaching style and what they're all 
about. You don't always get that from a PDF, a guide, a workbook, a 
cheat sheet, a checklist. You typically aren't going to get that. So I love 
this way of delivering a freebie.  

So I've already said some of the pros, but a few others is that there is a 
higher-perceived value with audio or video. So people are going to 
think that they're getting something really extra special. You can 
connect with your audience on a whole different level when it's audio 
or video. And also, it doesn't seem too pushy or sales-y when you talk 
about what you do and what you offer, even in a lead magnet, when 
people can hear you or see you. You can make it really conversational, 
which doesn't always come across that way in a PDF. So there's tons of 
pros to this one.  

Now, the con, because I'm just thinking about you as the content 
creator, it's more work, and it could be more money. If you don't feel 
comfortable recording the video on your own, you might bring in an 
inexpensive, although you're still paying for it, video guy or video gal, 
and so there's a little money right there, and you might not feel very 
comfortable in front of video. Now, you know the truth. If you are super 
awkward in front of video, don't make that your lead magnet. Wait 
until you get more comfortable on video, which you will with time. But 
don't make that the first introduction that people are going to see 
with you. Maybe you feel that you're way more comfortable on audio 
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versus video. Do that. If you like this idea and you want to get more 
personal with your audience and video is definitely not your thing, I 
love audio just as much. 

TIP NUMBER EIGHT 

AMY: And finally, tip number eight, build your email list like your 
business depends on it because—hint—it does. So, lastly, but definitely 
not least, another one of my favorite interviews was from episode 
number 197, the one and only, Marie Forleo. In this clip, we talk about 
the importance of using your email list over social media. Yeah, I just 
said that. We believe—Marie and I—that your email list is way more 
valuable than anything you can do on social media. So in this audio 
clip, Marie shares how powerful an email list can be in terms of ROI 
and conversions and your relationship with your customer. Take a 
listen. 

Some people say email is dead. What do you say to that? 

MARIE FORLEO: Oh my god, that’s such a load of crap. Email 
marketing is not a trend, and it’s not dead, and it is not going away, at 
least not anytime soon. I think the best proof is really from your own 
life, right? I mean, Amy, how much time do you spend in your inbox 
each week? I know you’ve gotten better over the years, and certainly I 
have as well, but most of us, we are constantly checking our email. 
That’s one of the things we do.  

AMY: And I for sure open up the emails of those people that I love to 
hear from. Like, I never miss an email from them every single week. 

MARIE: Exactly. And so there's some great studies about this. People 
can Google it for themselves. Some of my favorite are ones from the 
Direct Marketing Association that email marketing has an ROI of 3800 
percent. There was another study done by the Marketing Sherpa that 
showed that 72 percent of people prefer to receive promotional 
content through email compared to social. 

AMY: 72 percent.  

MARIE: Yeah, I mean, that's one study, right? So I'm sure there might 
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be studies that prove otherwise. But a lot of people—I know I do. If I'm 
scrolling through my Instagram feed, for example, I am looking for 
content that makes me engage with that person, whether it's a story 
or an image or something that I can learn or something I can laugh at. 
But anytime ads start to come up, I have to say, I'm less likely to be, 
“Yay, wow. Oh my god. I can't wait to engage with that post.” However, 
like you said, when brands email me about a special offer, when 
brands email me about something happening where I can participate 
and buy, if I respect that brand, if they have a relationship with me, I'm 
down. I'm like, yes, thank you for letting me know about it. So I think 
it's important, right? Take this with a grain of salt. But even just look at 
your own habits. Do you go nuts when you see an ad on social? Are 
you like, “I can't wait to share this with every one of my friends”? Nine 
times out of ten, probably not. But from the brands that you really 
respect and admire and who have built trust with you, if they send you 
anything, an email that's relevant, you're going to be like, “Sure, I'll take 
a look.”  

So the bottom line is email still drives more conversions than any other 
marketing channel, and that includes search and social. If you do your 
research, you really investigate this, you'll see that to be true. And I 
think putting all of your efforts into social media is not only short 
sighted, but I think it's irresponsible, because you have to own that 
connection and the relationship with your customers. 

AMY: So there you have it. How fun was that? I hope you're walking 
away with a ton of new ideas. Honestly, it was really hard to narrow 
this down to just eight audio clips full of tips and values. We have so 
many more that didn't make the cut, but they were just equally as 
good. So you can bet we'll do more episodes like this in the future.  

Now, today you heard of a lot of different strategies, and I know it's 
tempting to say, “I'm doing them all. I love them. I'm excited. I'm going 
to do every single one of them.” The challenge is if you think you're 
going to do them all right away, you likely won't do any because you're 
going to get overwhelmed. So I would love for you to just choose one 
of the strategies out of the eight you just heard. Choose one and 
commit to getting it done, and just say, “This is happening. I'm getting 
it done.” I promise, you'll have more time to do all the others down the 
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road, but if you start with one, you're more likely to get that ball rolling. 
And I would love, love, love to hear which strategy you're going to 
choose. So will you do me a favor? Will you jump into the Online 
Marketing Made Easy Facebook community—it's totally free—and tell 
me which one you're going to do? I love to hear from you, and I'm 
really curious which one spoke to you the most. 

Okay, so, one more time, thank you, again, for being a listener of the 
Online Marketing Made Easy podcast. When I started this podcast, if 
you told me I would be 300 episodes in, I would have told you you 
were crazy. In the beginning, it was a little rocky. I didn't even know if 
I'd get to ten. So I'm really proud to get to 300, but I'm more honored 
and touched that you've come on this journey with me. So thanks so 
much for being a part of it. Cheers to episode 300 and so many more.  

Now, quick, before I let you go, are you officially an Online Marketing 
Made Easy subscriber? If not, why not? Head on over to iTunes or 
Spotify or wherever you listen to this podcast and hit that Subscribe 
button, because did you know that the majority of unsubscribed 
listeners miss out on vital bonus episodes? And keep in mind that the 
bonus episodes we create are bonuses for a reason, because they are 
extra, extra special. So take a second—literally, that's all it takes—and go 
subscribe so you'll be notified as we start to come out with more and 
more bonus episodes. 

All right. I cannot wait until next week, same time, same place. Bye for 
now. 


