
 

© Guaranteed Response Marketing, LLC All rights reserved. 
 

Presents… 
 
 

Jim Edwards 
 

 
 
 



      “Your Daily Marketing Checklist” Webinar 

 

  
© Jim Edwards & Guaranteed Response Marketing, LLC All rights reserved. 1 

 

 

This is NOT a free Ebook and does NOT come with resell rights!  
If you purchased or received this from anyone other than directly from  

Jim Edwards please notify us immediately at www.ebookfiresupport.com .  
 

Limits of Liability / Disclaimer of Warranty: 
The authors and publisher of this book and the accompanying materials 
have used their best efforts in preparing this program. The authors and 
publisher make no representation or warranties with respect to the accuracy, 
applicability, fitness, or completeness of the contents of this program. They 
disclaim any warranties (expressed or implied), merchantability, or fitness 
for any particular purpose. The authors and publisher shall in no event be 
held liable for any loss or other damages, including but not limited to special, 
incidental, consequential, or other damages. As always, the advice of a 
competent legal, tax, accounting or other professional should be sought. 
The authors and publisher don’t warrant the performance, effectiveness or 
applicability of any sites listed in this book. All links are for information 
purposes only and are not warranted for content, accuracy or any other 
implied or explicit purpose. 
 
This manual contains material protected under International and Federal 
Copyright Laws and Treaties. Any unauthorized reprint or use of this 
material is prohibited. 

 

 

http://www.ebookfiresupport.com/


      “Your Daily Marketing Checklist” Webinar 

 

  
© Jim Edwards & Guaranteed Response Marketing, LLC All rights reserved. 2 

 

Contents 
Webinar Info ................................................................................................................... 3 

Introduction ..................................................................................................................... 4 

Up For Today .................................................................................................................. 4 

What Any Checklist Needs To Be ................................................................................... 5 

3 Areas You Need To Focus On ...................................................................................... 6 

#1: Content .................................................................................................................. 7 

#2: Communication ................................................................................................... 14 

#3: Continuation ........................................................................................................ 17 

#4: Check-In .............................................................................................................. 23 

Here’s Your Daily Marketing Checklist ......................................................................... 26 

Do The Math ............................................................................................................. 27 

This Works For: ........................................................................................................ 28 

The Tools I Use to Get Things Done.......................................................................... 29 

How I Organize My Day ........................................................................................... 30 

The Organizational Tools/ Strategies That I Use ........................................................ 31 

Main Time Traps to Avoid ........................................................................................ 33 

A Couple of Productivity Myth that Paralyze Most People ........................................ 35 

Cool Tip I Learned from a Navy SEAL ..................................................................... 37 

What to Do If You’re Stuck in Your Marketing ......................................................... 38 

The #1 Thing You Can Do to Put Your Marketing on Steroids .................................. 39 

Live Q&A ..................................................................................................................... 40 

Q&A 1: What TNR Content Should I Review to Get My Foundation in Place? ......... 40 

Q&A 2: Miracle Morning Routine ............................................................................. 41 

Q&A 3: Setting Up a Facebook Account ................................................................... 41 

Q&A 4: Accountability Partner ................................................................................. 41 

Final Thoughts .............................................................................................................. 43 

 
  



      “Your Daily Marketing Checklist” Webinar 

 

  
© Jim Edwards & Guaranteed Response Marketing, LLC All rights reserved. 3 

 

Webinar Info 

Topic:  
 "Your Daily Marketing Checklist" 
What you should be working on every day to market your business 

Description: 

On this members' only webinar we'll cover how to get maximum 
marketing bang for your time and money. 

You can use these techniques to know what to spend your time on 
to get results, see what you need to AVOID doing at all costs, 
and even understand how to balance your time no matter how 
busy you are! 

Heck, I even show you the exact tools and strategies I use to keep 
my marketing machine moving forward! 

In fact, here's just a sample of what we'll answer for you / cover on this incredible 
webinar: 

 The tools I use to get things done 
 How I organize my day now to make sure the most important marketing activity 

gets done every day 
 The organizational strategies I use to stay on track 
 What you should be doing every day and every week if you're just getting started 
 Where you should spend your time if your business is already up, running, and 

successful 
 The main time traps you must avoid, especially if you're strapped for time 
 The "productivity myth" that paralyzes most people 
 A cool tip I picked up from a Navy SEAL to instantly get my energy level back 

up and increase my productivity so I can apply it to my marketing 
 What to do if you're "stuck" in your marketing and nothing is working 
 The #1 thing you can do to put your marketing on steroids, especially if you're in 

a rut or you haven't gotten started yet 
 ... and much, MUCH More! 

Don't miss this breakthrough webinar that will finally put your marketing on the fast 
track and help you know exactly what you should be doing to promote your business at 
any given moment... no matter what you sell, who you sell it to, or how new or 
experienced you are. 
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Introduction 
Hey, everybody, and welcome to Your Daily Marketing Checklist.  I'm your host Jim 
Edwards.   

Up For Today 

 
Up for today we're going to go over what a daily marketing checklist needs to be, three 
areas that you need to focus on, your five minute content curation, the super star secret 
called the check-in, your daily marketing checklist, the tools I use to get things done, how 
I organize my day, the main time traps you must avoid, especially if you're strapped for 
time, the productivity myths that paralyze most people, a cool tip I picked up from a 
Navy SEAL, what to do if you're stuck in your marketing and nothing is working, and 
much, much more. 
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What Any Checklist Needs To Be 

 
What any checklist needs to be, and I think this is important because we've actually 
talked about checklists in the past, but when we're talking about a checklist that you're 
going to try and use on a daily basis and it's going to actually make a difference in your 
life and in your business, there's a few things that it needs to be. 

First of all it's got to be simple so that you can understand it, because what I've learned 
over the years is that complicated stuff rarely ever gets done.  And if it does get done, it 
does not get done consistently. 

It's got to be doable so that you can take action on it.  You've got to believe that you can 
actually do the things on the checklist.  Again, so if it feels like it's outside of your 
control or ability you're not going to do it. 

It's got to be measurable.  Measurable basically means you know whether you got it done 
or it.  It has to be something with really a yes or no. 

It's got to be effective.  When you follow the checklist you've got to get results.   And 
more importantly, you're going to want to keep doing it.  Because even if you get results 
but if you don’t want to keep doing it then you're not going to do it. 

It's got to be quick so that you can get it done and have plenty of time left over in the day.  
I've seen a lot of marketing stuff in the past where I guess it would work, but the problem 
is that it required 26 hours a day to actually get it done. 
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And it's got to help you to build results so that you can see that it's working in both the 
short and the long term. 

As we go through this stuff I want you guys to understand that I'm just dealing down 20 
years now of marketing online.  I've tried real complicated stuff, I've tried real simple 
stuff, and I've tried everything under the sun.  What I've done is just boil it all down for 
you.  Hopefully, especially with this time of year, that you'll just take this and run with it 
and start getting results. 

3 Areas You Need To Focus On 

 
Three areas you need to focus on with your daily marketing efforts.  I really believe that 
marketing if you're going to do it effectively and the times in my business, and I'm like 
everybody, we all kind of go through peaks and valleys.  But looking back on the times 
when I've done the best over time it's been when I've had a balance in these three areas. 

I'm going to hit you with them real quick just as an overview and then we're going to go 
into each one in depth. 

The three areas you need to focus on, first one is content.  Content is that which creates 
value you can leverage.  Creating content on a consistent basis. 

Communication so that you can share the value that you have with the marketplace and 
with your sphere of influence. 
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And continuation, which is basically so you can build your sphere. 

Those are the three Cs, content, communication, and continuation. 

Let's talk about each one of these. 

#1: Content 

 
The first area is content.  Creating content allows you to create value that you can 
leverage with people you do and do not know.  When I tell you this I don’t want you to 
throw up.  Let me get to the end of it. 

The biggest thing is if you're going to focus on marketing every single day then you've 
got to get in the habit of creating a piece of content every day.  That doesn’t mean that 
you're going to be writing an eBook or a special report every single day, but it does help 
if you do it the first thing every morning.  The first thing that I do now in the morning 
when I get up is I grab a cup of coffee and then I come and sit down at the computer and I 
create some sort of content.  We'll talk about all your options here in a minute, because 
some of them can take two to three minutes.  It's not like this is going to be arduous. 

What this does is it gets you in the habit of creating value every single day.  It will keep 
your mind sharp because if you're staying focused, you're creating content, you're 
answering questions, you're helping people understand how to overcome mistakes and 
roadblocks and whatnot, it keeps you sharp, it keeps your head in the game.  It gives you 
lots of stuff to share with people and it makes you a better expert at the same time. 
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That’s the first thing.  I'm going to give it to you in checklist form, but I'll tell you right 
now the very first thing is you need to create a piece of content every single day.  You've 
got a lot of different options for doing this.  I understand you're busy, I'm busy, too.  I 
understand that you've got a lot of work to do.  I've got a lot of work to do, too.  I 
understand you've got a calendar that’s really full and a lot of commitments and meetings 
and webinars and things that you're doing, and I do, too. 

 

What I'm telling you is that you have to make this a priority.  You can also do it in very 
bite-sized chunks, though.   

Creating content doesn’t mean sitting down and writing for two hours.  It could be 
making a little screen capture video showing somebody how a plugin works or a piece of 
software.  It could be a full motion video where you just hop on your phone or you hop 
on your iPad and answer a question in two minutes.  It could be writing an article.  I love 
to write articles still.  An article to me is the perfect bite-sized chunk of content.  I can 
chunk one out in about 20 minutes.  It's got a beginning, middle, and end, and you feel a 
real sense of accomplishment when you're done with them. 

You can do a blog post which typically is between 200 and 300 words.  You can do a 
Facebook post.  That can be content.  How much time do people spend on Facebook?  
But you can do a 50 to 100 to 200 word post on Facebook in three or four minutes. 

You can do a LinkedIn post.  You can do a graphic or an infographic.  You can do a 
podcast, which is basically just audio, for as little as two, three, four, five minutes. 



      “Your Daily Marketing Checklist” Webinar 

 

  
© Jim Edwards & Guaranteed Response Marketing, LLC All rights reserved. 9 

 

Just because I say you should create content every single day, it doesn’t mean it has to 
take a ton of time. 

You can do bigger chunks, too.  You could do something that you turned into a PDF 
download or a special report, so it might be three or four pages long.  You could do an 
MP3 audio maybe 20, 30 minutes long.  You could do a webinar, you could do a 
teleseminar.  You could even do a CD, DVD, a book or an eBook or a PowerPoint slide 
deck. 

The point, though, is that you don’t want to do the same thing every single day either.  
Because what happens is you start getting into a rut and the people that you're contacting 
or the people that are in your market, that can kind of get into a rut as well.  But also by 
doing different kinds of content and different ways of publishing it, you're going to hit 
different people. 

Some people like reading articles, some like watching videos, some like looking at 
infographics, some like podcasts, some like Facebook posts, some like LinkedIn.  Some 
will only come to a webinar or teleseminar.  Some people want a physical book.  Some 
people want to listen to an MP3 while they're at the gym.  Some people want a special 
report. 

That’s another key thing is that if you are publishing content every single day but you're 
not doing it the exact same way every time, that helps to spread your net wider and 
further as well. 
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The key is you don’t have to do them all, you just pick one.  You spend 15 to 60 minutes 
on this, depending on your schedule. 

All of us could write a 50 word to a 100 word post on Facebook in less than 15 minutes 
and find a picture to go with it. 

The thing I would encourage you to do also, I mean for me it's nothing to sit down for 45 
minutes and bust something out first thing in the morning, but I'm used to doing it.  It's 
like working out.  When you first start working out you can't work out for 90 minutes six 
days a week.  You can't work out for two hours five days a week.  You're working out for 
30 minutes three or four or five days a week, and you're doing different kinds of 
workouts.  Instead of doing crazy stuff, you might just say, okay, my workout is going for 
a walk with my little two pound pink weights.  That doesn’t make it any less valuable, it's 
just what you can handle at this particular time. 

When you think about working out or working up to something, it comes down to 
volume, intensity, and speed.  Your ability to create content now is not what your ability 
to create content will be three months from now if you commit to creating a little dab of 
content every single day, Monday through Friday. 

Just like if you start exercising, your ability to do exercise in a three month period if you 
do it consistently is going to be much, much more impressive three months from now 
than it might be right now.  It’s the same exact thing. 

At this point I would just ask you to commit to between 15 and 60 minutes a day.  If 
you're like man, I couldn't do a whole hour, then just commit to 20 minutes.  Whatever 
you could say, okay, I'm going to do this.  And if you're going to tell me, well, I don’t 
really have time to do this, then I would tell you to get up 30 minutes earlier in the 
morning.  If you say well I'm not real creative in the morning.  All right, then stay up 20 
or 30 minutes later at night and do it then. 

The point though is that every single day, the first part of this, is to create content every 
single day so that you have value to add to other people. 
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One thing you can do if you don’t want to create the content is it doesn’t have to be your 
content, the value that you're sharing.  You can use content curation to add value to other 
people who are in your target audience.   

You might ask, okay, what is content curation?  Content curation is basically where you 
share somebody else’s content with your comments.  You might say well I've never done 
content curation before.  Well, if you've ever shared a Facebook post, then you have done 
content curation. 

Has anybody, you guys that are here live, have you ever shared a Facebook post?  
Somebody else's Facebook post, you shared it on your page.  Have you ever done that? 

Everybody’s like yes, yes, absolutely.  I've seen, hell half of you I'm friends with on 
Facebook, so I know whether you're sharing stuff or not.  George White you know who 
you are, Mr. Cat Photo Guy.   

That is content curation at its simplest form.  It's just clicking a button and saying, hey, I 
like this.  And the people that are in your sphere of influence who are your Facebook 
friends, you're showing it to them.  That, like I said, in its simplest form is content 
curation. 
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Here's my five minute content curation formula.  It's really just three steps.  Once you've 
found something you want to share… and there's a ton of stuff out there that you can 
share.  By the way, any video that you find on YouTube virtually, I mean I can't really 
think of any you wouldn't be able to share, any video you share, you see on YouTube you 
can share on your blog.  You can just get the embed code.  You can just share a link to it.  
You can take it and post it into a Facebook post with just the link. 

All of the millions and billions of videos on YouTube are up for grabs as far as sharing. 

People post stuff on their blogs that you can link to and drive people to.  Anytime you 
find an article, I mean one of the best places to go look is to look in Google News.  If you 
don’t have Google News or Google Alert set up so that when something that’s really 
important to you gets posted on the Internet and so it e-mails you either once a day or 
once a week, you're making a mistake, because that’s one of the easiest ways to do 
content curation. 

If I want to come up and share an article about say eBook marketing or Kindle book 
marketing or something like that or what Amazon’s doing with their Kindle, I set stuff up 
in the Google Alerts.  You just go to Google and do a search for Google Alerts.  You put 
in a search and then you tell it, okay, anytime something new shows up send me an e-
mail. 

What you can do is just find an article, find a video, and then you do these three steps.  
All right.  And we're going to talk in a minute on how you communicate this out to your 
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sphere of influence.  Even if you think you're… I don’t have a list.  Well, you may not 
have a list, but you still have a sphere of influence.  And your sphere of influence can 
really help you. 

There are three steps in communicating this out to people, so I found this.  Hey, I found 
this video about how to market better on Kindle.  I found this video on what a particular 
author is doing to sell more Kindle books. 

Second part is I like it because.  So whatever reason you like it.  I found this video by a 
Kindle author on how they were able to sell 10,000 books in three months.  I like it 
because the person really is honest about what they did to sell those books and they don’t 
sugar coat any of the stuff. 

Then the third part of it is you should take a look because it will help you.  All right, so I 
found this video on YouTube of this Kindle author who sold 10,000 books.  I like it 
because this person was real down to earth and I really believe them about what they did 
because it doesn’t sound like pie in the sky, it sounds like something you can do.  I think 
you should take a look because it will help you with your Kindle book and help you to 
make some more sales as well. 

Then you give them a link to whatever it is.  Or you drive them to the page on your blog 
where you have it embedded.  Or you could even send them to the post on Facebook or 
the post on LinkedIn. 

This is how you can leverage somebody else's content to still create value for other 
people on a daily basis. 

Now let me ask you guys in the Q&A box, could you do this?  Even if you didn’t have 
time to come up with your own content, could you go find every day something that was 
valuable to your audience and tell them, hey, I found this, I liked it because, and I think 
you should take a look at it because it will help you.   

Let me ask you another question.  Everybody is saying yes, yes, yes, you bet. 

Do you have people that you look to on Facebook or that you look to in your e-mail who 
occasionally sends you stuff that other people have done?  Hey, I found this.  Or hey, so 
and so liked this post.   

Maybe you never even thought about it before, that people are doing that.  But it's 
actually a very, very legit way to create value.  There are some people, especially on 
Twitter, that that’s their whole deal is just curating content, telling people about cool stuff 
that they find on other people’s websites.  That’s it. 

That’s the first thing is content. 
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#2: Communication 

 
Now the second area is communication.  Communication basically comes down to it does 
you no good to create value unless you share that value with other people.  When we're 
doing this daily the first thing we do is we create value with content.   

Again, it doesn’t matter what you're selling.  Doesn’t matter, I see a couple questions 
coming in, but it doesn’t matter whether you're selling a book, a service, a software or 
whatever.  There's information, there's content around the area that involves whatever it is 
that you're selling that you can use to create value.  

But it does you no good to create value unless you share it.  It's kind of like, I've said this 
for years, it's the same thing as going out and spending the most amount of money you 
could ever think of on an interactive billboard that has magical information for everybody 
and it would look beautiful.  And instead of putting it on the side of the highway with the 
right people to see it, you hide it in your basement. 

It won't take a genius for very long if you write an article a day and then don’t do 
anything with it, you'll stop writing the article. 

What you need to do is understand who you need to share that value with in your sphere 
of influence.  These are the people that you want to share your content with.  Especially if 
you say I don’t have a list or anything like that.  The list goes so far beyond, or the 
possibilities go so far beyond just having a list of people who are on an e-mail list 
somewhere. 
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First we'll talk about who you want to communicate the value to.  Then where and how 
you actually want to get the message out. 

The people that you need to be sharing your content with are your peers, people that 
could be or are in your professional network, and/or people that you just know. 

Early on when I was publishing my newspaper column, I would just send it out to people 
that I knew.  I didn’t have a list, I didn’t have subscribers or anything like that.  I would 
just say, hey, here's an article I just wrote.  If you know anybody that would be interested 
in it please pass it along. 

Customers.  No matter if you've only got one customer, that customer needs to hear from 
you.  You need to add value to their life.  Now you might not send it to them every single 
day, but if you've got a single customer, that customer needs to hear from you on a 
regular basis. 

Prospects.  Those are just people who have you on their radar but they have not bought 
from you yet.   

JV partners or potential or existing JV partners.  These are people that you might do 
everything from product creation with at some point or go into partnership, all the way to 
somebody who would do a webinar/teleseminar with you. 

Affiliates, either potential or existing.  These are people who have sold your product in 
the past or people who could potentially sell your product.  My operating philosophy has 
always been if I see somebody who is selling something for somebody else who’s in the 
same market that I am, then they could potentially sell my stuff for me.  Because 
obviously they're interested in selling stuff for other people. 

Facebook friends and LinkedIn network or your Twitter followers or anybody else you 
know who knows who you are. 

When you say well I'll start creating content, it's kind of like the chicken and the egg 
thing, I'll start creating content once I've got people to send it to.  Well, you've got people 
to send it to.  Earl Nightingale told a really good story in several of his programs where 
he said that’s kind of like the guy who sits in front of the old wood stove and says give 
me some heat and then I'll give you some wood.  You need to create the value and share 
the value out with who you can and then it will spread from there and it will build over 
time. 
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That’s who you want to communicate that value to.  And then as far as where and how 
you do it, you do it over the telephone, you can do it via e-mail, you can do it via blog, 
you can do it over Facebook, Twitter, Skype, SlideShare, Periscope, Blab, GoToMeeting, 
GoToWebinar, and a whole bunch of other things, too.  Depending on what you're doing, 
and if you're doing step four that we'll actually talk about here in a minute, the telephone 
might be your best bet to get the most leverage. 

But typically you're going to post your content on your blog, you're going to share it on 
Facebook, you're going to announce it on Twitter, you're going to post it on your blog, 
you might do a Periscope about it, you might do a Blab, you might do a GoToMeeting, 
GoToWebinar.  You may run some ads.  We'll talk about that in just a minute. 

These are the kinds of things, you just put it out there and you say, well, I've only got 15 
followers on Facebook and I've only got five followers on LinkedIn.  Okay.  Well then 
they need to hear from you and you need to create really good value and you need to get 
it out there and you need to push it and promote it and get doing it. 

The thing that I have seen over the years, and especially now, because there's so much 
noise in the marketplace, if you create real value, real value rises to the top.  There's a ton 
of crap.  There's a ton of people doing stuff half-assed.  There's a ton of people doing 
things every once in a while, but very, very inconsistently.  But the people who create 
real value, who do it consistently, and who actively promote what they're doing and work 
it still can rise to the top.  I believe that. 
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#3: Continuation 

 
The third area after area No. 1, which is creating content every day, area 2 which is 
communication, is area three, continuation, how do you build. 

Continuation basically means that you build and expand your sphere of influence.  You 
need to think of, especially marketing and being in business online, it's not about the size 
of your list, the size of your subscriber list or the size of your customer list, but it's about 
your sphere of influence. 

Your sphere of influence is really all encompassing as far as a whole bunch of different 
stuff.  The way to visualize it is just here's you now, and that might be your sphere of 
influence.  Somebody over here that you think is a big hero that you want to do 
something with is all the way out here, outside your sphere of influence. 

As you create content, as you build that value, as you concentrate on communicating that, 
your blog starts to grow.  You might just start out with your little Facebook stuff.  And 
then all of a sudden something happens on LinkedIn and you get into this group that 
makes stuff happen.  And then your sphere of influence gets bigger because your e-mail 
list gets a nice little influx from a couple of webinars that you've done.  Then all of a 
sudden you've got a whole big subscriber list.  Not just people that have bought from you, 
but people who are paying attention to you. 

And all of a sudden that hero, and the other thing I've noticed is sphere of influence really 
isn't a sphere, it can be kind of weird shaped, because one thing leads to another leads to 
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another, and all of a sudden after you've done the Facebook thing and you've done the 
blog thing and you've done the LinkedIn thing and you've built up your e-mail list and 
you've got subscribers and you're sharing that value, all of a sudden somebody here on 
your blog shares something with somebody and your hero contacts you and says hey, I'd 
like to do a webinar with you.   

If you hadn't done that piece of content, that person would not have contacted this hero, 
or let's call him a VIP, they wouldn't have contacted that VIP who then would have said, 
hey, wow, that’s something you really need to… this is somebody I need to pay attention 
to.  Let me get in contact with them. 

It builds over time.  It also over time will increase your confidence because as you do it 
you'll get more comfortable, you'll get better results and it becomes a self-fulfilling 
prophecy. 

I'm not going to lie to you.  It's not going to happen overnight.  The results, I've often 
heard it referred to as a hockey stick.  I've also heard it referred to as results through 
geometric progression.  But it's probably better just to think of it just as a hockey stick. 

Over time, going this way and getting results, most people quit here.  The next group 
quits here.  The final big group quits right here.  And then the tiny minority actually 
sticks long enough to get to the hockey stick head where all the great stuff kind of 
happens. 

Now you can compress this time by doing exactly what I'm telling you here, because if 
you're only publishing content once a week or once a month, that gives you a much… it's 
kind of like, and I hate to use this analogy, but it's kind of like buying lottery tickets.  If 
you only buy one scratch ticket your chances of winning are not as good as if you buy 20 
scratch tickets. 

If you publish content every day for a month you've got a much better chance of 
something hitting than you do if you only publish a piece of content once a month.  So 
every day, five days a week for four weeks gives you 20 shots, as opposed to only doing 
it once. 

Does that make sense?  In the Q&A box, is this tracking?  Yes?  Does that makes sense?  
It's like getting up to bat.  You've got to get up to bat a bunch.  But you also don’t have to 
make it super hard on yourself for getting up to bat.  You just keep it easy and consistent. 
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Basically it comes down to every day you need to expand your reach, which really what 
it comes down to, and I learned this my very first job out of school, when I graduated 
from college my first real job was selling insurance for the Equitable Life Assurance 
Society of New York, and it basically came down to contacting people who don’t know 
you yet.  That’s what it comes down to. 

You have to contact people you don’t know.  Now some people would throw up and 
rather would jump off a bridge than to do cold calling on the phone, so I'm not telling you 
that you have to do that.  I'm going to give you some things that have nothing to do with 
calling anybody. 
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They key is you've got to take at least one action daily that can lead directly or indirectly 
to more sales, more contacts, and more opportunities with people that you don't know yet. 

This is probably the biggest thing that nobody does.  All right.  That’s supposed to be the 
international not sign.  Most people don’t do this.  People are very capable of creating or 
curating a piece of content every day.  They're capable of communicating to the people 
that are in their sphere of influence through all the different tools.  You don’t have to use 
them all. 

But the one where you're going to have the different, the real difference made in your life 
and business the fastest is through consistently reaching out to people who don’t know 
you yet.  That’s how you grow. 

I've heard a lot of maxims and quotes and other stuff like that.  One of the things that 
stuck with me is… well, two things.  One is 80 percent of the things that happen, that you 
worry about happening never happen.  Fifteen percent of the things that you worry about 
happening you have complete control over, so don’t worry about it.  And five percent of 
the things that you're worried about happening you have no control over and can't do 
anything about, so don’t worry about that because there's nothing you can do about it.  
That’s one thing that I learned when I was in sales. 

The other thing that I learned was that 90 percent of the people who are going to help you 
be successful are complete strangers to you right now, so you need to go out and meet 



      “Your Daily Marketing Checklist” Webinar 

 

  
© Jim Edwards & Guaranteed Response Marketing, LLC All rights reserved. 21 

 

them.  There are a lot of different ways to meet those people online that don’t involve you 
having to get on the phone and call them. 

What this means is that every day you should run an ad and/or promote a post, a 
Facebook post or promote a blog post with an ad and/or approach a potential affiliate. 

Notice I'm not saying here approach 50 potential affiliates.  I'm saying approach a 
potential affiliate and/or approach a potential joint venture partner.  So just one.  And if 
you want to wimp out and just send them an e-mail, that’s fine, just to get your toe wet.  
That’s fine, you just send them an e-mail, send them a note through their contact form.  
Ask somebody to do an interview with you.  And/or ask someone to interview you.  
And/or any of the above. 

The biggest thing is just to focus on the value that you're going to bring to them and the 
payoff for them, not what they can do for you.  If you will just do this, if you will contact 
somebody that you don’t know either through an ad or by promoting a post or sending an 
e-mail to somebody who could be an affiliate for you, or even just somebody that you 
could interview or someone that could interview you, the whole point here is to build up 
your sphere, because your sphere is made up of, it's got little balls inside of it, it's made 
up of customers, it's made up of prospects, it's made up of people that you know who can 
help you to meet customers and prospects. 

You don’t have to, it doesn't have to be the same thing every single day.  But what's 
going to happen is, I'll just tell you this right now, same thing that happened to me with 
exercising.  When I started, when I made the decision that I was going to lose weight and 
get in shape, I didn’t say, okay, I'm going to go out and I need to be able to do one 
through ten burpee pyramid along with a pullup pyramid while running a hundred meters 
in between each thing, each one, at top speed.  And then after that I'm going to do a 20 
minute Tabata on the bike and burn a minimum of 250 calories in 20 minutes at level six. 

What the hell did I just say?  All right.  I know exactly what that meant.  But when I 
decided that I was going to lose weight, I concentrated on one word, I'm going to walk.  
Okay.  And it was I'm going to walk every day for 30 minutes, all right, and I'm going to 
do it first thing in the morning.  That was it.  That was my whole plan for like three 
months. 

Then what happened was after the three months, within a week, the first time I walked a 
mile it took me 30 minutes to walk a mile.  And within a week I was walking a mile and a 
half in 30 minutes.  Then finally after 90 days I'd lost some weight and I went to the next 
level where I was doing stuff with my Rucksack and I was doing some basic calisthenics.  
Then I had a friend of mine named Ray, who many of you know, who’s been on the Jim 
Boat, he gave me some workouts to do, and they sucked.  But I was ready for them.  And 
I didn’t overdo them. 
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And then I found a guy named Stew Smith who has helped me take it to the next level.  
And so it's just been a progression. 

What I'm telling you, if you'll just run one ad a day, and I'll tell you right now, just spend 
ten bucks on it.  Or do a promoted post for $5 on Facebook.  Don’t spend a bunch of 
money, all right.  Spend five bucks to promote a post.  Do five bucks to promote an ad.  
Do a video, a promoted video on Facebook, which I think there's some real opportunity 
for that’s vastly under-utilized, by the way.  You can get views on videos on Facebook.  
I've got them for as low as a penny apiece. 

But just do something, just one thing every single day to build up that muscle.  And all of 
a sudden you'll say well damn, I'm busy, but it only took me 15 minutes to write up this 
300 words.  Then I posted it on my blog.  And then I ran a little ad on Facebook and it 
cost me $5 and the whole thing took me 30 minutes and I'm starting to see some results.  
What would happen if I did this for 60 minutes or 90 minutes. 

It's almost like if I told you, you're only allowed to do one of these.  You're not allowed 
to do more than one.  In fact, I'm going to tell you right now, if you've never done this 
stuff before, for a month you're only allowed to choose one.  You can only choose one 
only and then you have to stop, all right.  Some of you would be like oh, okay, well Jim 
said.  My buddy Suzanne, who’s an animal behaviorist, she says that gets people 
straining against the leash. 

Once you realize that what I'm telling you to do here is actually pretty easy and pretty 
simple and very effective and it builds, then you're going to be like well what if I do two.  
What I would tell you is do one piece of content and then do two times the 
communication and two times the continuation, the marketing.  And then keep the 
content at one per day and then just start multiplying what you're doing as far as 
communication and the ads and the continuation stuff.  That’s how you'll really start to 
smoke your results. 

If I told you to do this right now you'd be like there's no way, Jim, there's no way in hell I 
can do that.  I'm really busy.  I don’t know what to do.  But then once you do it and you 
realize it's not that tough, then it's just like the working out stuff.  You commit to an hour 
in the morning to get the stuff done.  And then you're like wow, I can get a whole lot 
more done in the hour. 
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#4: Check-In 

 
Let me show you how to take this to the next level.  This is the area four, even though I 
said there were three parts.  Area four is what I call the super star secret, which is the 
check-in. 

This is where what you want to do is you want to identify the VIPs in your sphere and 
you want to check in with them once a month.  Now what do I mean?  Well, again, if 
there are people in your sphere of influence… sorry about that.  If there are people in 
your sphere of influence that you know can help you, then you should be checking in 
with them once a month.  I'll tell you how in just a minute. 

But for me it's people like Armand, people like Tony Laidig, Kristin Joy, Jeff Herring.  
All the people that I know.  And you should have a list.  The funny thing is even if people 
are your friend, Greg Cesar, Mike Stewart, all these people, it's easy for you to get into a 
situation where you might go two, three, four months not talking to people that could be 
your strongest advocates in the market. 

This is a technique that I learned when I was in the mortgage business and I've just never 
understood why more people don’t do it, is that you have a list of people that are 
important to you, they're your VIPs.  Now in the mortgage business I had a list of real 
estate agents.  My thought process was I had 30 real estate agents and the idea was that if 
I could get each one of those agents to refer to me an average of just four loans a year, 
one loan every three months, that would average out to ten loans a month, which would 
give me and did give me a six figure income. 
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My whole objective was I had a list of all 30 of these realtors, and my objective was to 
see them or to go by their office or to call them and talk to them on the phone with some 
sort of value add at least twice a week.  Now that was because there were a lot of things 
that I could talk to them about.  And I wanted them to see my face two times a week.  
Now it might take me four or five tries every week to get those two interactions, but 
that’s when I figured out the numbers game of checking in with people. 

Now with online, I mean that’s long before online tools and e-mail and all that stuff, 
when we're talking about VIPs in your sphere, and you should know who the VIPs are, 
they're the people who are your biggest supporters, they share your stuff, they can help 
you get what you want and you can help them get what they want, you should be 
checking in with them once a month. 

You also want to identify the VIPs in your market and get to know them via social media 
and then check in with them once a month.  It's very easy, I have learned, especially from 
my buddy Gabrielle, that it is easy to meet the VIPs in your marketplace through Twitter 
and through Facebook and through LinkedIn.  They're people just like you.  They're 
trying to make connections, they're trying to promote their stuff.  So if you talk to them 
like a normal person through social media and you say, hey, I saw that article you did, I 
saw that video you did, I read your book, I did all… that’s one of the easiest ways.   

Total aside, one of the easiest ways to meet a mover and a shaker in a market is to buy 
their book and then to go on social media… and read their book.  Then go on social 
media and tell them how much you loved their book and why you loved their book and 
how you thought it was great.  That’s a good intro, a way to meet somebody.  And it's 
very easy over the course of a couple of months to get to know somebody through social 
media. 

A classic example of somebody who did that with me was a guy named Kevin Halloran, 
God rest his soul, he passed away.  A lot of you know Kevin.  He was a very interesting 
character.  I actually met Kevin because he was one of my customers.  He bought my 
stuff.  He would send me e-mails of interesting things that he found related to stuff.  He'd 
respond back to things.  And I ended up hiring him.  He ended up coming to work for us, 
going on the Jim Boat and doing a whole bunch of stuff. 

If you want to get to know somebody and you're not a creepy stalker, it's actually pretty 
easy to get to know them now on the Internet. 

How do you check in with people is basically you call them up once a month or you send 
them an e-mail or you check in with a message on Facebook say, hey, how’s it going?  
Here's something I just did that you might like.  Not hey, I'm doing a webinar and I want 
you to promote it and we can sell my stuff through your affiliate link and we'll all get 
rich.  But it's like hey, I just wrote this article, thought you might find it interesting.  Or I 
did this video or here's something somebody sent me. 
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If you're friends with somebody then you can probably just skip this part most of the 
time, unless you do have something cool that you did.  This is one of the things that 
happens when I talk to Armand or I check in with Mike or Greg or any of my other 
buddies.  It starts out with, hey, dude, what's up.  And then it would be like, hey, man, 
what's going on.  And you say hey, I just made this thing or I just did this thing I want to 
show you.  It's really cool.  You got a few minutes?  And they're either yeah, or hey, let's 
set up a time.  That’s literally how it goes. 

Then it ends with, hey, is there anything you've got going on that I can help you with.  
That’s it.   

That framework works with anybody.  That’s how you get to know people over time.  It's 
about offering and creating and adding value to people’s lives.  That’s how you build 
your sphere of influence. 

Your sphere of influence and the people, the VIPs, they're the ones who can give you 
those big breakthrough moments. 

Again, another example.  I had already created four products when I approached Joe 
Vitale about doing a joint venture with him.  But the reason I could approach Joe Vitale 
about doing a joint venture that ultimately turned into the first edition of the 7 Day eBook 
was because I had developed a relationship with him through e-mail and through his 
newsletter.  And by just commenting back to him about stuff and commenting and 
complimenting him on the things that he was doing. 

And I had done a couple things for him.  I had written an article about him.  I had done a 
review of his book and sent it out.  I had done some stuff for him to help him and he 
knew who I was, so he was receptive. 

What you want to do is look for opportunities to help them or do something mutually 
beneficial.  But you need to understand it's a process, it's not an event.   

But even the closest people can drift apart.  I'm not crying in my milk over this, but at one 
time Yanik Silver and I were as tight as tight could be.  I'd talked to that dude two, three 
times a day.  He and I were making multiple six figures a year together.  Then he went 
his direction, I went my direction and we stopped talking to each other and stuff.  Now 
the ability to reconnect with him, even though we're friends and I really respect him, it's 
hard for him to get me to do something for him, and it's hard for me to get something 
from him or get him to do something for me just simply because we've drifted apart. 

Whereas, I think if we had been talking every month it would have worked better.  
Because the people who you're on their radar and they're on your radar, they're the ones 
that you're going to work together with. 

It's nothing to make a phone call or send an e-mail every single day and you can stay in 
touch with a whole bunch of people.  Plus it's nice to keep friendships going and whatnot. 
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That’s the fourth thing that you can do that should be on your daily marketing checklist 
that will help you to do really well. 

Here’s Your Daily Marketing Checklist 

 
Here's your daily marketing checklist.  This is what you should be doing every day and 
every week, no matter who you are or how busy you are.  And it's really, really simple. 

Every day you want to create a piece of content.  That means creating value.  Every day 
you want to share that value with your existing sphere of influence in some kind of way.  
It doesn’t mean an e-mail blast every time, though it can mean an e-mail blast.  It doesn’t 
mean running an ad, but it can mean running an ad.  And I gave you those other ways of 
sharing that value. 

But again, just keeping it simple but getting it done.  Every day do something to share the 
value with people you don’t know yet.  That is critical. 

Then check in with a VIP in your sphere of influence.  If you don’t have any VIPs that 
you know, then your job every day is to start getting to know the VIPs and having them 
get to know you as well. 

You don’t have to do everything in every area on those lists I gave you.  You just have to 
do at least one thing in each area every day.  And you can flex your muscles and grow 
and you can get stronger and bolder every single day.  Again back to the workout thing. 
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Yesterday I was looking back, and I keep records, too, and you need to keep records of 
who you're contacting, what you're doing, what you did every single day.  I was looking 
back at records from workout stuff that I was doing a couple years ago.  What my top 
level and ability and the number of reps and stuff that I could do.  And then the workout 
that I did yesterday, the warmup for the workout was twice as hard as what the whole 
workout was two years ago.  And the actual workout is something I would have told you 
there was no way in hell I'd ever be able to do that. 

But through daily effort you can grow until finally a year down the road, two years down 
the road you literally won't recognize yourself.  You can do the exact same thing with 
your business. 

Do The Math 

 
I want you to do the math, all right.  Just think about it this way.  I'm just asking you to 
do a few little things every single day.  But if you look at five days a week times 50 
weeks in a year, so I'm even giving you two weeks off, but every single day, that’s five 
days a week, you don’t have to do this on Saturday and Sunday, that’s 250 days.  That’s 
250 content pieces.  That’s 250 communications with people that you know and who 
know who you are.  That’s 250 new opportunities with people you don’t know yet.  And 
that’s 250 check-ins with VIPs in your sphere of influence. 

That is a thousand causes set in motion with literally probably between 60 and 90 
minutes of effort per day.  And there's nobody who’s listening to me right now who is 
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serious about their online business about getting systematic with their marketing who 
could not do this.   

So if you're thinking this is too much, I'm just going to be brutally honest with you, I'm 
going to give you a little tough love right now.  If you think this is too much, if you think 
60 to 90 minutes a day is too much, you need to drop out of The Net Reporter, you need 
to stop screwing around with online business, and you pretty much just need to just forget 
about the whole thing, because this is as simple as it's going to get.  This is real.  This is 
the Jim Edwards method.  And if you want to do it, this is the starting point.  This is your 
30 minutes of walking each day if you decided you're going to lose weight. 

If you're not willing to do this, you're not willing to do jack, and you've got a real 
problem.  And I know that that’s probably not what you'd expect me to say, but there you 
go. 

This Works For: 

 
This works for newbies, it works for old pros, it works for experts, speakers, authors, 
coaches, anyone who wants to build a solid foundation of success by taking daily action 
this is the plan. 

Now some other things I promised we'd go over on this webinar, let's hit those because 
they relate to this as well. 
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The Tools I Use to Get Things Done 

 
The tools that I use to get things done, you probably think that I have a whole bunch of 
high tech things that I do and other stuff like that, but the tools that I use to get stuff done 
every single day comes down to a list on a piece of paper.  I use Google calendar, gmail, 
and PowerPoint.  And I use PowerPoint to help me plan stuff now.  It's pretty much 
exclusively how I'll do it is if I've got to come up with a plan or a list or a launch or plan 
out a product or brainstorm something, it's pretty much just PowerPoint now.  I'll draw it 
out.   

I don’t even really use mind mapping software anymore because it's just easier for me to 
draw circles and lines and to do my mind maps and stuff on PowerPoint.  It's gotten to 
that point.   

And the lists on a piece of paper, it's basically I have my little planning sheet where I 
write the date at the top and then it's got my main to-dos and it's got my appointments on 
it.  That’s what it is. 
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How I Organize My Day 

 
As far as how I organize my day, what do I do?  First thing I do now is I wake up, take 
care of personal business, get myself a cup of coffee, come in, fire up the computer, and I 
create a piece of content.  I spend between 15 and 45 minutes doing that typically.  No 
more than an hour. 

Then the second thing I do is exercise.  I go do my exercises. 

Third thing I do is check e-mail.  E-mail does not get checked now until after those other 
two things have gotten done. 

And then the fourth thing I do is I knock out my to-do list.  What's included on my to-do 
list is the rest of the checklist.  So every day sharing that value in some kind of way.  
Every day doing something to share value with people that you don’t know yet and 
checking in with a VIP in your sphere of influence.   That’s pretty much what I'm doing 
now.   

I have other stuff on there, too, like it has to do with the other stuff.  For example, like the 
thing that has to do with the sharing the value, I'm putting together another PDF that I'm 
going to distribute that I've put together.  Now Soosan’s uploading it and going to get it 
up on the website and everything.  So I have other stuff on there related to those things. 
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But it all comes down to creating value, sharing value, communicating with people that 
know who I am, communicating with people who don’t know who I am, and dropping a 
line or getting on the phone with somebody who’s a VIP in my audience. 

Because I'm tired of all the complicated stuff.  I'm tired of spinning my wheels.  I'm tired 
of a lot of the things that drive you nuts I'm sure, too.  And I want simplicity.  And so this 
has come about through a lot of thought and reflection and action and looking back on the 
things.  I mean I've got a year and a half’s worth of daily planning sheets that I look back 
through to see all the things that I'm spending money… I'm spending money… spending 
time and money on, and seeing what are the things that get me the best results and the 
fastest.  

That’s how I figured it out, had that a-ha moment, was okay, it's when I'm creating 
content, sharing the content, getting it out there to people who don’t know me yet, and 
keeping in touch with the people who do know who I am.  That’s when I'm the happiest, 
that’s when I'm the most productive, and that’s when I'm having the most impact. 

That’s where all this came from.  I don’t know if that sounds sexy or not, but I didn’t just 
pull this out of thin air. 

The Organizational Tools/ Strategies That I Use 

 
The organizational tools and strategies that I use, I use a mechanical timer.  I have this 
little mechanical timer that looks like a tomato, that I wind it up and typically I do things 
in 15 minute increments.  That seems to be the right amount of time for me. 
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If I've got to write some sales copy, I'll write it in 15 minute increments.  If I've got to 
write e-mail teasers, I wind the thing up.  Especially if I really don’t feel like doing 
something, then I wind the thing up and I say, okay, I can do anything for15 minutes. 

I get up early.  And I get as much done as I can before the rest of the world wakes up.  
We don’t have kids here anymore, and Terri gets up before I do sometimes.  But I mean 
I'm, most mornings I'm up at 4:00 o'clock in the morning, and I'm at my desk by 4:20, 
4:30.  You might say there's no way I'd get up at 4:00.  Fine.  Well get up earlier than you 
normally get up now.  Get up before your spouse, get up before your kids.  Knock some 
stuff out. 

Another thing that I do is I never have more than five items visible on the to-do list at any 
given time, because that will make me nuts.  When I have too many things… now I might 
have a list with 20 things on it that I know need to get done, but I'm never looking at 
more than five of them at a time, because they make me nuts. 

Then anytime I have a big project that I want to do, I multiply any time estimate by two 
and a half times.  That really helps.  One of the things that I've started doing is, I used to 
when I divided up doing a project or something like this launch that I've done for my 
latest wizard, I would just put things on the day as a to-do list.  So today I need to get this 
done, this done, and this done.  But I didn’t block enough time out. 

What would happen is other things would slide in, like people wanting to do interviews 
or having to go get my allergy shot or just things come up that get put on the calendar.  
And then all of a sudden it's like oh, I've got these two webinars today and I'm supposed 
to write a sales letter and do a video sales letter and do this other stuff. 

Now what I do is I put the stuff on there and I estimate, okay, how long is this going to 
take me to write this.  Oh, I can get that sales letter done in a couple hours.  Fine.  We're 
going to block out five hours to do this.  So I'll put on there from like 10:00 to 3:00 
o'clock in the afternoon.  It says write sales letter.  Then I won't schedule anything else, 
and the stuff actually, it actually gets done now and I'm a lot less stressed and I'm going a 
lot less nuts. 

I know that this is working because this week I have seven webinars that I'm doing that 
are all unique.  It's not one webinar seven times, it's seven individual webinars along with 
all the other sales copy I've got to write and other things that I have to do.  I'm actually 
pretty mellow about the whole thing.  I'm still getting my workouts in and I'm not 
freaking out, I'm not staying up 'til 10:00 o'clock at night.   

The reason it's getting done is because I'm doing everything in its proper place.  I had 
everything chunked out on my calendar so that instead of just having it as a to-do list, I 
had an appointment for each activity.  And I multiplied times 2.5, which is not something 
I really have been good at in the past.  I just, I'm not going to kill myself anymore.  But 
by doing it I'm actually being much more effective as well.  I just share that with you. 
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Gabrielle says “2.5 time estimate is real golden.  That’s good.  I'm going to start doing 
that.  Plus everything takes longer than we think it will.” 

Absolutely it does. 

Main Time Traps to Avoid 

 
The main time traps you've got to avoid, especially if you're strapped for time, No. 1 is 
checking e-mail every five minutes.  Turn the damn e-mail off.  And don’t have it open in 
your browser, because if you do you're going to check it.  And then if you check it there's 
something to get taken care of.  And then if there's something to get taken care of then the 
important stuff you're working on is not going to get done. 

And what are the most important things that you should be working on in any given day, 
especially if you haven't done them yet?  It's right back to that checklist that I just gave 
you.  The most important things that you should be working on on any given day are 
basically creating value, creating a piece of content every day, sharing that value with 
your existing sphere, finding new people to share that value with, and checking in with at 
least one VIP on your list.  Those are the most important things. 

It's like you can't put your head on the pillow until you've done those four things.  If you 
made that commitment, seriously, if you and I were sitting here I would be grabbing you 
by the shoulders, and not shaking you, but holding you more firmly than you would be 
comfortable with, and telling you if you would commit to doing those four things every 
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single day, five days a week, your life would be completely revolutionized between now 
and next year, I promise you. 

The other thing where you waste a ton of time is social media.  Put some limits on that.  
At least put the limits on yourself that you would put on a teenager when it comes to 
social media. 

Physical interruptions.  People come into your office.  Develop a reputation like I have.  
If I'm sitting at my computer and you come by my office, if you come in here to my 
office, unless the house is on fire or you're my cute little dog, you're going to get your 
head snapped off.  You're going to get a look like what the hell do you want and how 
dare you cross my threshold.  Or if you're a small child that knows that grandpa is 
actually really nice.  But everybody else knows don’t come near me if I'm sitting here 
working.  Just don’t even think about it.  What are you, crazy? 

And phone calls.  I don’t answer my phone unless I know you.  And even if I know you, 
half the time I won't answer my phone because I don’t know why you're calling me.  
Send me a text.  I don’t want people in the habit of calling me.  I'll call you.  Don’t call 
me, I'll call you. 

I know that sounds kind of harsh, but that’s how you get stuff done is not wasting time on 
e-mail, social media, not having people come in and interrupt you, and not taking a bunch 
of phone calls. 
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A Couple of Productivity Myth that Paralyze Most People 

 
A couple of productivity myths that paralyze most people.  Organized equals clean and 
more productive.  That’s bullshit.  Show me somebody with a really clean desk and I'll 
show you somebody that is spending more time cleaning their desk than they are getting 
stuff done.  That doesn’t mean you should live in a pig sty or look like you're from an 
episode of Hoarders, which sometimes that happens to me.   

But a lot of the times if I'm really involved in a project, I'm just to hell with everything 
else.  I'm getting this project done.  And then Saturday morning I'll clean my office.  And 
if it really gets bad, then I have outsourcing help I can use. 

Right now I've been involved in a huge launch.  I've got a bunch of crap piled up around 
on my desk in my office and I've already asked sweetly to Terri to help me clean it up.  
Now it doesn’t hurt that I just bought her $4000 worth of jewelry on a cruise that we went 
on, so she owes me.  Some people want other things from their wives when they buy 
them jewelry.  I want help cleaning up my office.  Go figure. 

I don’t have time for a system.  That’s what people will say stuff like I don’t have time 
for a system.  I just get stuff done.  Well that’s bullshit, because your system is just 
getting stuff done.  But a getting stuff done system is not systematic. 

The other end of that is systems are too rigid and inflexible.  You're telling me I have to 
do these four things every day, Jim, but, you know, I get busy.  I have stuff to do.  And I 
would tell you I don’t care, because just like the person who says I don’t have time to 
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exercise or like those idiots you go to the gym and they're sitting there on a… I know 
how to go pick up take-out, George.  George says you may not be getting supper this 
evening.  I know where the take-out Chinese place is.  They know me at the Mexican 
restaurant and know what I like, pack it up, give it to me in a bag. 

You've got to be somewhat inflexible with yourself to get the most important things done.  
I'm telling you, the most important things to get done are to create value, share that value, 
share with people who don’t know you yet to expand your sphere, and check in with the 
people who are important to you and your business. 

It's like looking at the people in the gym with no written workout or record keeping.  I 
have to laugh because I only go to the gym a few weeks out of the year.  And the only 
reason I go then is because we're on vacation.  So a couple weeks ago we were on a 
cruise, we're getting ready to go on another cruise, so I'll go to the gym on the cruise.  
When we go to Aruba I'll go to the gym at the resort where we stay. 

It's hilarious, because 99… I'd say 90 percent of the people who are working out in the 
gym have no clue what the hell they're doing.  They're just there doing something.  Now 
God bless them, they're there doing something.  But they're the ones who are resting on 
the machine.  They're not doing a set number of reps.  There's no organization to it.  
They're just figuring it out as they go.  Oh, I should do some arms, so I'll do arms.  I 
guess this weight looks good.  Let me pull on this a little bit and look like I'm doing 
something I'm saying to myself.  And then well, maybe I should do some legs.  Yeah, 
legs, that’s good.   

Literally they're working out at the gym like a lot of people do their online business 
which, yeah, maybe I'll make me some product or I'll send me an e-mail or I'll write me 
some copy or something.  Yeah, that’s good.  Damn, I'm tired.  Then they sit there and 
they're not even really sweating, but they look like they're tired. 

It's the same exact thing.  You've got to have a plan, you've got to get it done, and you've 
got to keep it simple.   

It's like working out.  It really comes down to four basic movements.  If you think about 
this, working out comes down to four basic movements.  Pulling, pushing, core, and 
some sort of cardio with your legs.  That’s it.  Everything else is window dressing. 

It's kind of like Mexican food.  Mexican food comes down to like five different 
ingredients.  Cornmeal, chicken, ground beef and sour cream.  I guess there's some 
others, but that’s it.  They just recombine all this stuff to make different stuff on the 
menu.  That’s the same thing with the gym.   

It's the same thing if you want to be successful online.  It comes down to creating value, 
communicating value to people that know you consistently, communicating value to 
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people that don’t know you so they can know you.  And then keeping in touch with the 
people that you can help and they can help you.  That’s what it comes down to. 

Cool Tip I Learned from a Navy SEAL 

 
In that little vein, I'm going to share with you a cool tool that I picked up from a Navy 
SEAL.  Actually from the guy who invented the perfect pushup and the perfect pullup.  
Took a business from zero to $63 million in two and a half years.   

Here's what he taught me.  If you're mentally stuck or tired or just can't get into a grove, 
do some quick exercise to get your blood flowing.  You can do a pushup, you can do a 
squat, you can do a pullup, you can run in place for a minute. 

Now obviously I'm not giving you exercise advice.  And in the litigious spirit of the 21st 
Century I'm telling you a disclaimer right now that please, don’t do any exercise, hell, 
don’t even get up from your chair and tell somebody I told you to do it, let alone exert 
yourself from me telling you to do it.  Check with the doctor before you do a pushup or a 
squat or a pullup or any other form of exercise that you might have inferred that I told 
you to do or not do.  How's that for covering my ass. 

But basically if you can get your blood flowing and you can get your aerobic stuff going, 
then that stimulates your brain and that will help you to do the four things on your 
checklist, even if you're tired after a hard day of work at the end of the day because 
you've been working a real job.  Or if it's first thing in the morning and you're not awake 
yet, exercising will help you to actually wake up. 
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Now me personally, I'll do twenty pushups or I'll do ten squats or I'll do ten pullups or I'll 
do all of the above to get going.  I'm making sure I'm properly warmed up and all the 
other stuff.  

But to really get going I have really learned from these guys that that whole mind/body 
connection for creativity and being able to become instantly alert, and this instantly gets 
my energy level back up and increases my productivity so that I can apply it to my 
marketing and what I'm doing.  It also makes me feel like a badass, which is good for you 
mentally. 

If you drop, let's face it, all of us are getting up there, if you can drop and do ten pushups 
and you get a little pump going, you're like damn, I just did ten pullups or ten pushups or 
I did five squats or I managed to bend over and touch my toes.  That’s pretty good.  I'm 
doing better than 90 percent of the other people out there.  It makes you feel good.  And 
if you feel good, you can perform well. 

What to Do If You’re Stuck in Your Marketing 

 
What to do if you're stuck in your marketing and nothing is working.  I would tell you to 
focus.  And what do you think I would tell you to focus on?  Well, if you're stuck in your 
marketing and nothing’s working, it's probably because you have become fractured. 

It's like my buddy Jeff Herring likes to say, he says you're a mile wide and an inch deep 
instead of an inch wide and a mile deep.   
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So what do you do?  You focus on creating value consistently.  You focus on sharing that 
value consistently.  And you focus on finding new people to share your value with.  
That’s all you've got to do.  That’s your push/pull core.  That’s what you want to do. 

If you want to think about the fourth area, which is doing your VIP check-ins, that’s like 
your cardio with your legs. 

The #1 Thing You Can Do to Put Your Marketing on Steroids 

 
The No. 1 thing you can do to put your marketing on steroids, especially if you're in a rut 
and you haven't gotten started yet is just to follow the checklist.  Every day create a piece 
of content.  Every day share the value with your existing sphere.  Every day do something 
to share the value with people you don’t know.  And check in with a VIP on your sphere 
of influence. 

You don’t have to do everything in every area.  You just have to do something in each 
area every single day.  In each area.  Not just something from somewhere on the list, but 
you do every single, at least the first three, preferably all four, you do something, one 
thing in every single one of those areas.  Then you flex your muscles and grow and you 
get stronger and bolder every single day. 
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Live Q&A 

 
Now we can do some live Q&A about this session’s topics.  One thing I wanted to point 
out to you guys is something that will really help you to get content done really, really 
fast is the Custom Content Wizard that I created with Jeff Herring.  If you use this link 
right here you can get 50 percent off.  If you go to Custom Content Wizard Special, I 
know a lot of you guys already have it, the ones who are here live, but if you don’t, this is 
a really cool wizard that can cut your content creation time by up to 80 percent. 

Let's look and see if we have any questions.  Remember, if you want to ask me a question 
just put a Q in there.  And this is the Q&A webinar for this one so I'm going to answer 
this now, Terry. 

Q&A 1: What TNR Content Should I Review to Get My Foundation in Place? 
“Jim, you may plan to get to this later, I'm just now starting to get my own business going 
so no website, no Facebook account yet.  In order to start on the daily marketing activities 
I assume I need to do some remedial foundation work first.  Which items in The Net 
Reporter would you suggest I review to get my foundation in place in order to begin my 
daily marketing activities with my own platform?” 

I would tell you, Terry, that the biggest thing you need to do is just get yourself a basic 
website, all right, and we do have stuff in there about how to set up a WordPress website.  
I would set up a Facebook account.  Then what I would tell you to do, Terry, also, is to 
figure out exactly what your market is.  Your market is basically two things, who, who 
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are the people you're going to serve, and what problem are you going to solve for them.  
That would be what I would tell you to do right now. 

Once you get that done then you come back to me and I'll tell you what to do next.  But 
those are the three things, all right.  Get your basic website set up, get a Facebook 
account set up, and figure who your market is, who they are and what problem you're 
going to solve for them.  That’s what you need to do. 

Q&A 2: Miracle Morning Routine 
 
Gabrielle says “Do you still do your morning miracle routine?” 

This is my routine now and has been for some time.  I still do meditation and whatnot, 
but it's really, really quick.  I don’t sit there contemplating my belly button for 15 or 20 
minutes.  It's a couple minutes. 

David says “I usually wake up at 4:00 am, so I should get up.”  Yeah.  I agree. 

Q&A 3: Setting Up a Facebook Account 
 
Let's see.  All right.  Terry says “Will do, Jim.  Do you have anything on setting up a 
Facebook account?” 

No, because it's super easy.  There's nothing tough in there.  We do have stuff about 
setting up a WordPress website in TNR.  But as far as Facebook, setting up a Facebook 
account, no.  But we do have stuff in there about Facebook advertising, running 
Facebook ads and stuff, too.  I don’t think you're ready for that but it would be worth 
looking at. 

The big thing, though, is understanding your market. 

Sandy says “No question.  Just a huge thank you for a very much needed ass kicking.”  
Very good.  Excellent, Sandy.  No problem. 

Q&A 4: Accountability Partner 
 
George says “Just a thought.  It may help to have someone to help keep you accountable, 
a buddy, a support system, master mind.  Thinking of you and Dexter stories.” 

I think that having an accountability partner is great as long as it's an accountability 
partner and not an enabler partner.  An enabler partner is somebody who enables you to 
engage in good behavior and they buy your bullshit excuses. 

I can't tell you how many people that I've met here who… yeah, David says “And not 
your spouse.”  No. 
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Who have wanted to come work out with me, from the neighbor’s kid next door that 
wants to be a fire fighter.  He's like oh, yeah, I need to get in better shape.  Can I come 
work out with you.  I said yeah, come on over.  Workouts are at 5:30.  Well why so 
early?  Because that’s when we do it.  And nobody will show up.  Now maybe it's 
because I'm kind of a jerk about it, but I really don’t want to work out with anybody.   

I've tried having accountability partners in the back, in the end, in the past.  The only 
ones that have worked have been people that I was so afraid of disappointing that I would 
rather lose an arm than not do what I said I was going to do for that person. 

Like the ultimate accountability partner for me as far as like working out is Stew Smith, 
who is my guy, he’s my coach.  He's the former Navy SEAL.  There is no way that I 
would ever tell him I was going to do a workout and not do it.  I'm reporting back to him 
down to the minute, down to the rep, down to the half rep what I'm doing. 

Your accountability partner can't be your beer drinking buddy.  It's got to be somebody 
where you would rather die than disappoint.  That at least for me is the only way it's ever 
worked. 

I've had accountability partners like people in an office and things like that.  I find out 
later that we're all getting all worked up and doing our morning thing, and then I'm 
actually going off and doing the hard things that nobody else is doing and they're all 
going and screwing off and I find out later that they weren't doing what they said they 
were going to do. 

Yeah, it can help, but nine times out of ten from my experience they become an enabler 
partner and it just devolves into not doing anything.  That’s just, maybe I'm jaded, but 
that’s just the way I am. 

In the end the only person that you can depend on to get stuff done is yourself.  Unless 
you are both… you either hold that person in high esteem or you both want the goal so 
badly that you just, you wouldn't disappoint one another.  It's tough.  It sounds good.  It 
sounds good but it's a little harder in practice than it is in reality.  But that's still a good 
point, George. 

Any other questions or comments or thoughts?  Because this is the Q&A section.  There 
is not going to be a Q&A webinar for this because I'm going to be gone next week, so 
this is it.  Thoughts, questions, concerns?  Anything like that? 

Okay, on the flipside, did you enjoy this?  Did it get you thinking?  Is this something that 
you can do?  Is it simple enough that you'll actually take action and do something with it?  
Or is this one of those things that will put it kind of in the side? 

Paul says “This is a can do.” 

David says “Yes.  Enjoy your vacation.” 
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“It's been a great ass kicking.” 

Gabrielle says “Some new angles.  Very helpful.” 

Terry says “Practical.  Will implement.” 

Jim says “Yes, helpful.  Wonderful session.  Kicks in the backside.” 

Okay, cool. Excellent.  That what we wanted.  I wanted it to be something that was not 
hard.  It's simple, you've just got to do it. 

Final Thoughts 

 
Some final thoughts for you guys.  This checklist is simple.  I know that.  You want to 
keep it simple, because complicated stuff doesn’t get done.  The power in this is doing it 
every single day.  And this works because I'm living proof.  This is just codification of 
something that I've been doing for 20 years now.  When I've actually been doing it on 
purpose and doing it systematically, that’s when I've had the most amazing results. 

Instead of doing it just, not really by accident, but by doing it with a conscious plan every 
single day, I've been seeing amazing results.  And I plan to see continued amazing 
results.  If the checklist changes, I'll let you know. 

I'm Jim Edwards.  Everybody have a great day and we will talk to you guys soon.  
Thanks, Jim.  Everybody have a great day.  Bye-bye, everybody. 
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