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James: All right everyone. Welcome to Week 1 or Call 1 of the “6 Figure Outsourcing 
Secrets” virtual training workshop. This week’s presentation is entitled “What to 
Outsource.” The voice you’re hearing is that of me. My name is James Wedmore and 
I have Dawn on the line with us. Dawn, you want to go ahead and say hello. 
 
Dawn: Hi everybody. 
 
James: Awesome. All right. I have some water with me so once in a while I’m going 
to be taking a sip so bear with me on that. So, lot to go over today. We’re going to get 
right into it. I’m going to just give you guys a quick agenda. This is a weak agenda 
because it really doesn’t do justice what we’re going to be talking about today but -- I 
like to just kind of start us here -- you understand.  
 
Giveaways. We’ve got some giveaways. I reward the action takers in the group. So, 
we will continue to reward the people who show up on the call. People who interact. 
People who do the homework, getting in on time and show that they’re taking action 
and moving forward. We’re going to talk about what to outsource today. That’s the 
big thing and a couple things like what not to outsource and a bunch of other fun 
stuffs. So that was kind of my broad general bullet point for everything else. 
Otherwise the agenda would get really long. You get a gist. You get an idea. This is 
one of those slides I was telling people before the call that I added. Why I know you 
will all succeed. This isn’t just some motivational close your eyes positive thinking 
slide here. Dawn and I spent some time, now for those who attended the orientation 
call, thank you for joining us on that, we have a little survey we asked for you guys to 
fill out. For each one of you guys who took the time to do that, every one really took 
their time with that. I love that. They were very thorough and complete answers. 
Dawn and I went ahead and went through every single one of them and saw some 
really cool answers. You guys are doing some very cool stuff. There are some really 
interesting businesses that I can’t wait to learn more about as we go and hang out for 
the next couple of weeks.  
 
Here’s why I know you will all succeed. The thing that got me excited the most was 
that every single one of you were very, very clear on the things that you know are 
draining you and the things that you know are charging you in your business and I 
think that’s where we need to start. So everyone went and said what drains you, like 
detail-oriented task. All the grunt work and the technical stuff and the graphic design 
and learning all these programs and integrating software and stuff like that and all 
you guys had the same answers. Everyone. Then it said, what charges you and it 
says, people were saying creative ideas, creative problem solving, brainstorming, 
learning, networking, closing deals, selling, writing. That’s what charge you. You guys 
all had one variation on a standard answer. You overlap. Here’s why I’m pointing this 
out. At the end of the day, the things that are charging you are the things that will 



make you money and the things that are draining you are the things that will keep 
you from making more money.  
 
So this is a very great place to start and this is why I know you will all succeed 
because you all know what you are supposed to be doing and you all know what 
you’re not supposed to be doing. Now, it’s just a matter of figuring out how to do that. 
How to do more of the stuff that does charge you and get rid of or let go of or 
outsource the things that you’re not supposed to be doing. We have this wonderful 
stock image, this girl on the left with her laptop who’s so happy to be succeeding. 
That’s what I have for you guys. If you didn’t attend the orientation call, there’s the 
link for the little survey we put together. If you’re more than happy to do that, you 
might want to let us know that, hey we just filled out the survey. I just filled it out 
today. We’ll go ahead and take a look at that. It takes a couple of minutes of fill out 
but we’re always interested. We only got about half the people that are in this group 
only filled out the survey and not everyone could make it to the live call. So if you’re 
here now and you haven’t done it, there’s the link for you. It’s 
jameswedmore.com/osquestions. We’re going to move on now. 
 
I like to do some sort of little -- besides that -- a mini motivation, a little food for 
thought or some sort of thing at the beginning of our calls. I have here a picture of a 
bridge. Normally, for some reason, for people who have been in my last class, I have 
one of those doodled pads and I draw all over the screen and make pictures and stuff 
while we’re learning because I’m a very visual person. I didn’t have that. I do have it 
but for some reason it’s not working so I’m going to have to get a new one. This is a 
great analogy because when we looked through the surveys, we also saw something 
else that was very common and it’s not necessarily a bad thing. It’s a great thing but 
we have to be mindful of it. We have to be aware of it and it brings us to this analogy 
that I will share. I did not invent this or come up with this. I don’t know who. I got it 
from a mentor/friend of mine. I don’t know where he got it. He got it from someone 
else, of course.  
 
Basically, where we are in our lives, where we are in this present moment and then 
on this other side of the table or the spectrum, we have where we want to be and that 
can be anything. That can be a goal, a certain amount of income, that can be 
something you want in your life, a financial goal, the goal for your business, a goal for 
your life, tangible objects, anything. Whatever motivates you. Whatever is the goal. 
Let’s say in between these two spots, where we are and where we want to be is a 
river or an ocean or something, what we do with our business is we build bridges. We 
say okay. I’m going to start a facebook ads campaign because I heard facebook ads 
can drive more traffic to my site and can get more leads and turn those leads into 
sales. We start building that facebook ads bridge. What happens to most of us, 
because we are the entrepreneurs, is that while we’re setting up that ad campaign 
and say oh I need this and I need this and this. We’re about seventy five percent of 
the way done and then someone comes along and says, well you need to be using 
youtube and that might have been me that comes along that says it. Because 
youtube is great because you can take your videos, you can embed them, they can 
get in the top page of google and you get a lot of targeted traffic and you go, oh I’ll 
start doing youtube. Now you abandon the first bridge and you start focusing on 
youtube and then you go along and then someone else comes along and says, well 
what about pinterest or google plus or twitter, etcetera, etcetera.  
 
So what happens is we start building all these bridges but a half finished or even a 
ninety nine percent finished bridge still doesn’t get you the goal. Still doesn’t get you 
to where you want to be. And so, what I will urge you is to take a second and look at 
where are the bridges that are the most complete, the eighty to ninety percent and 



finish those first and in fact, instead of -- because the whole point of this outsourcing 
is to get you to finish those bridges easier than ever before, right? We’re not really 
building a new bridge. Outsourcing isn’t a bridge itself. It’s like the building blocks for 
the bridges. Okay?  
 
Outsourcing by itself won’t make you money. It will be the foundation for how you use 
whatever strategies you already are implementing to make more of that money in a 
more effortless fashion. So look at the bridges that you already are creating and see 
how you can take one to completion or see how you can start to delegate and 
outsource that so that you can complete it quicker, easier and faster. Okay. So 
there’s my little building bridge analogy which I just -- I go back to myself all the time 
because I do get distracted. Real entrepreneurs do get distracted all the time. We 
start building a lot bridges. So be careful. Finish one bridge completely from start to 
finish before you start building the next one. Now, what then will happen is that as 
you get your team in place, you realize, well wait a second. I can work on this while I 
have someone else working on this and someone else works on that and you can 
build multiple bridges at once. Do not start there. Get to that point through practice 
and making sure you get one finished first. Okay? There’s your little mini motivation 
of the day.  
 
Here is today’s giveaway. Some people who have been following me before have 
heard me talk about this book. It’s called “Work the System” by Sam Carpenter. It’s 
about how to implement systems into your business, systems being the most non-
sexiest word in marketing but the results are quite the opposite. They’re very sexy 
and this is a great book. We’re going to be sharing a lot of insights from this book 
through this because I really just want to integrate a lot of what he shares in the book 
into my training because when you develop the system, you then outsource the 
system and it’s a beautiful thing. So, at the end of the call, we’re going to be giving 
away a few copies at random here to the people who are on the live call because you 
guys are awesome for showing up today.  
 
And then before we go dive right into all the goodness that awaits us, another note 
from James. This whole bootcamp or workshop or process that we have is really just 
that. It is a process and although I do love our action takers, I will have a word of 
caution and it’s not to rush this. A lot of people come in Week 1, they say, I’ve got 
three or four -- I’ve just hired three or four virtual assistants. They kind of go a little 
crazy and overboard and then you follow up with them and two weeks later they’re 
like, yes they’re all gone. I had to let them all go. They all bailed on me or something 
went wrong. So that’s another thing we’re learning is don’t rush it. This is a process 
and with that being said, none of this works without you first understanding that all 
the work goes into the front end. And unless you’re able to see the forest or the trees, 
you’re going to continue to struggle with this.  
 
All the work goes in now. All the blood, sweat and tears is going to be through the 
next couple of weeks so that Week 5 and beyond is easy breezy. Okay. And if you 
guys are willing to do that, I’m willing to take you through that process together. The 
example I gave in the live webinar we first did was, I gave a great example of how I 
had trouble and a little frustration getting one of my assistants to install a piece of 
software. He kept messing up and we had to go back and forth and after like two or 
three days of emails and saying, no this is wrong, like this, like this, wait, I’m 
confused now, like this. I finally said, I could have done this by now myself and why 
am I doing this. This is ridiculous. A month goes by and I needed to install that same 
piece of software in another website. Now, all I had to do was send out one email 
and say, hey I need you to install that piece on this blog. He emails back thirty 
minutes later, done. Now, it took all that hard work in the front end to train and put the 



system in place first. Now, from thereon out, its simple enough and that’s what I love. 
That’s what this is about. Just remember that. Keep that in mind because there will 
be some times when it gets a little tough. It gets a little frustrating. Oh, this doesn’t 
work or this guy quit on me. He wants me to -- I have to teach him all this stuff and all 
that, you know, yes but in the long run it’s totally worth it. So -- 
 
Dawn: Another good point of that is letting them -- well actually two things -- letting 
them kind of work through the process themselves because you know, if they’re 
learning something new, if they have to have a part in figuring it out, it’s going to help 
them remember a lot more than if you just hold them by the hand and micromanage it 
and do everything for them basically. They’re not going to remember it. 
 
James: Yes and that’s a great point and I think we’ll go much deeper into this next 
week. There really is a dance between giving them the creative freedom of saying 
this is what I need, do it, figure it out and micromanaging because you don’t want 
them to not be able to see what it is you’re doing and get the complete picture as 
well. You really do want them to see that so you can’t micromanage them but you 
can also just go to them -- and we’ll talk about this in a little bit too -- and say, hey do 
my SEO. Hey, build me a business. There really has to be this like, hold on, yes, it’s 
done. There you go. Check your paypal account. There really has to be that balance.  
 
They need to know what they have to do but they don’t need to be necessarily 
micromanaged like press this button one hundred times. We’ll talk more about that 
but that’s a great point Dawn brings up. So, like I said, the Week 1 really is about 
starting to identify the things in your business of what to outsource. I gave a lot of 
content on this for you guys who saw the first webinar that we did. We’ll just call it like 
the free webinar. The free webinar training and so we’re just going to quickly go over 
that. I actually totally forgot about this slide. I want to stop for a second, because 
you’re going to find that I’ll be sharing a lot of other principles and marketing things 
that just have worked for me and I want to share with you that go beyond 
outsourcing.  
 
Before we answer this question of what do you outsource, I want to share this 
concept of the power of consistency. I first saw this one -- I’m a big proponent of 
masterminds and networking and hanging out with people that make you stupid 
basically. You get to choose whether you feel stupid or not but I’ve been in a room 
plenty of times with people where I just feel very intimidated and very humbled at the 
same time. I attribute that a lot to my personal growth and they love that.  
 
One of the first ones I went to, I’m the quiet, shy guy in the backroom that just 
watches everybody. This was a Mastermind, people had to pay a lot of money to be 
here and I watched and I listened to sixteen other people in the room, and the one 
thing I noticed is the people that were making the most money, having the most 
success, wasn’t about them having the fastest or the quickest or the smartest or 
anything like that. I just noticed one very common element and it was that, whatever 
it was they were doing, they were doing consistently without fail. There was a woman 
in there who was in the nutrition space and she had been mailing a daily food 
nutritional newsletter for about four, five years straight nonstop.  
 
There is a gentleman who’s also in the fitness industry, not nutrition but fitness, and 
he blogs and writes daily. I’m not saying you have to do something daily to make it 
consistently. What you will see time and time again is those people that are getting 
results using the internet are doing something on a consistent basis. There is no one 
and done. I did a blog James. It doesn’t work. No one saw it. It isn’t. It’s a 
consistency thing. It’s a long term thing. The reason I bring this up is if you’re doing 



one thing, let’s say on a weekly basis like writing a blog post, distributing some sort of 
content, video, article, podcast, if that is going to happen on a consistent basis, it is 
going to turn into this well-oiled machine because you’re doing just about the same 
thing over and over again.  
 
So, look for the things that you can be doing consistently in your business and then 
look for the ways in which you can outsource as much of that as possible. We have 
systems, and I’m going to show you in our Q and A calls, some little systems that we 
developed where when I create my videos, it’s literally as simple as me dropping it 
into our dropbox and then everything else gets done. All I have to do is film myself on 
video, that gets edited, the video editor knows what type of music to use, he knows 
where to upload the video to, the rest of my team knows how to optimize the video, 
all these stuff. All I have to do is decide what I want to talk about in the video and 
press the record button. That’s why we were able to create consistent videos and 
stuff like that. So, think about that. Let that kind of sit at the back of your mind as we 
talk a lot about this stuff. 
 
Moving forward. What do you outsource?  
 
Dawn: This is my favorite slide. 
 
James: I used all the pretty colors. We shared this slide with you on the free webinar 
so I’m not going to spend too much time here but I just kind of divided them into ten 
areas. We have research, social media management, programming and writing. Let 
me see if there’s one more. There we go, one more. Research, social media 
management, blog, your blog and website, programming and writing. There are five 
more on the next page. If you guys want to take the time now and write all these 
down, you can. It won’t be the smartest thing to do because we’ll give you the slides. 
You can actually just take a screenshot of your computer. That’s really a smart way 
to do it. Instead of just writing things down, why not just look at one or two categories 
on this page that are the most important to you and like we said, we read through 
everybody’s things. We have some people in here, in the group who love writing. 
High five to those people because I love writing too. You don’t necessarily need to 
outsource writing. But then we have some people that do want to outsource writing 
because they can’t stand it. We have resources for you and stuff like that and we’ll be 
able to address those questions as well as the weeks go on. Maybe that is a good 
area for you. There are some people, and we read your comments as well, that said 
they hate social media. High five to you because I’m not really the biggest fan of it as 
well because I do log my hours in my work and my time spent and there’s a lot of 
time spent in social media. I’m sure it does yield me an ROI but I do spend a lot of 
time there and I could see how people just, you know, there are privacy issues and 
stuff. Maybe setting something up where it’s not -- most of it is being managed by 
someone. That’s all possible. The blog and website is a big one for everybody. We 
use wordpress. We set everything up so anything, anything can look fantastic using 
wordpress and that really excites me. We’ll be talking a lot about as weeks go on. 
You could see all that other stuff there. 
 
Research, by the way, we just seem to be bouncing around here, research is 
obviously going to be an area that’s super important but really boring for most people 
and it’s tedious and VAs are phenomenal for research and data collecting and all that 
stuff. We did another survey, I’m always going to give you examples, I think that’s 
one of the best ways you can learn. I’m going to give you guys examples. So, we just 
surveyed my subscriber list last week and asked them this specific question. What is 
the next product that you are most excited about, learning about from James. I gave 
a list of about six different product ideas that I have. One was video blogging. One 



was video SEO. One was on outsourcing -- you know, I just kind of listed all these. 
Everyone, we had a couple of hundred people, immediately come back with their 
answer and they were all across the board. I just gave it to my VA and I said, go 
through this survey and tally up the answers. I just sent that out so I’ll probably get 
that back hopefully tonight or tomorrow. There’s an example. Something like that 
where someone can take a -- and that’s great too, I’m going to go through these 
different tangents all the time -- where I could have done that myself. I created the 
survey myself because it’s really simple. We realized that you can do them inside 
google docs. It’s the coolest thing in the world. Great. If you guys have any questions 
on survey in your list and stuff like that, that’s brilliant to be doing. I realized -- I got 
the results there in a google doc and yes, it could have taken me about ten minutes 
and I could have tallied them up but it took me one minute to write the email and 
have someone else do it and me not to have to double check my answers and get 
confused and whatever. He’s going to put it in a fancy little excel document for me so 
it looks nice and pretty. Those are the things and we have a section on the next page 
on general management. You’re going to find that your fulltime VA that you hired is 
going to be able to do a lot of those little things that take up five minutes here and ten 
minutes there.  
 
A lot of the time, people just go, what doI outsource, what do I outsource. I don’t have 
enough to outsource. I don’t have enough to outsource. Then you realize that there 
are all these little micro tasks throughout the day that will suck out a bit of your time 
and that’s where having someone at sixty to eighty dollars a week is going to free 
you up massively. Here are five more categories. Video marketing, design as in like 
graphic design, website design, traffic-getting strategies, we can talk about that. 
Customer support and general management, the one I was talking about. Video 
marketing includes a lot and video is important because it is where a lot of things are 
going. If you don’t have videos of some sort, it’s time to do that but they take a lot of 
work. That’s kind of our specialty over here. So all those questions we will be able 
help you with as well. Obviously, design. You don’t want to be doing design yourself. 
Traffic strategies. This is like one of the things we talked about. We’ll be talking about 
this even more today. You don’t just go hire a VA and say, go get me some traffic. 
Okay? You have to understand what that strategy is. You have to tell them the step 
by steps to do it and then they do it. So you can literally get a course on how to get 
more traffic, how to get more backlinks, how to do your own SEO. Read through the 
course or give it to a VA and say, implement this and they can do that because I am 
not a traffic specialist. It’s not what I teach so I don’t have the best solutions for that.  
 
Dawn: And I’ll interject here. If it’s okay? 
 
James: Please. 
 
Dawn: You talked about, you know, if you get that course, you say implement it. 
Another great thing that you can do is you tell them to give you a summary. Give you 
the cliff notes of what’s going on. You don’t have to go through and read a hundred-
page PDF. Have them give you pages, basic -- 
 
James: Yes, we do that all the time. So I actually put that, if you’re writing any of 
these down, put that under the research column. New products and training. One of 
the reasons I get so excited reading you guys’ survey is that so many of you said the 
thing that charge you were learning. It’s cheesy. I always make fun of the cheesy 
quotes and cliché axioms but learners are earners. It’s pretty accurate. Pretty true 
and now you’re just thinking of ways. How do I learn more efficiently? How do I get 
the gist of it. Because here’s the thing, knowing how to install a wordpress blog and 
change your IP address or you know, configure your plugins is not the type of 



learning we’re talking about but being able to know the latest trends, what’s working, 
what’s not, how people are getting traffic, how people are increasing their 
conversions. That’s the type of learning you want. And this is really a lot of how I’m 
developing my course in the future.  
 
If you guys have gone through Video Traffic Academy which you guys all got. So you 
should definitely be checking that out. It’s kind of the way how I developed the course 
is I spoke first on the here’s the strategy and then I broke it into okay, now I’m going 
to walk you through how to implement that strategy. It’s a great thing to outsource 
that. That whole thing. So, these five categories again, I’ll just leave them up here for 
a second, oops. That was the last one. Then this general, general management is -- 
we’ll talk more about software I use and you can get and hire people to manage your 
software. I don’t even like going into my one shopping cart account anymore. Things 
like that. They all save time. I think there’s one more there. Email marketing. So 
video marketing takes a lot of time. You should not be doing photoshop and illustrator 
stuff yourself. The traffic we’re talking about -- 
 
Dawn: Even if you’re good at it. 
 
James: Even if you’re good at it. I’ve been in heated debates with a good friend of 
mine who’s a smart marketer and he’s very talented graphically. Guess what? So am 
I. I’m actually, no one really knows this but I have like a background in graphic 
design. I’ve been painting and drawing my whole life. When I built my first website, I 
did it all myself and letting that go was the most magical thing. So you really are 
hearing this from someone who -- I’m not saying that because I’m bad at it. Not like, 
you outsource it because I’m horrible at it because I’m really good at it. I can 
sometimes pull out better results than the people we use but I would still say don’t do 
it myself. So don’t you do it yourself. 
 
Customer support and that’s a big one. Customer support is great because you can 
really get some like cool systems in place for that. We can always -- we can be 
talking about all these things and be breaking down and creating systems for each 
one of these areas. The general management is, like I said before, all the little things 
that you’re going to start to notice. Now the magic of this is for the next four weeks, 
it’s not that it’s going to take you four weeks to outsource something. What’s really 
going on here guys is that for the next four weeks, you’re going to be consciously 
focusing on how to systematize, how to let go, how to become more efficient, how to 
manage these other people and that’s what you’re going to focus on. So when we 
focus on that, you’re going to realize, oh my gosh, James I was doing this task 
everyday? What was I thinking? I’m an idiot. You’re not an idiot but that’s what 
happens and I do that myself all the time. I look Dawn and say, what am I doing? 
Why was I doing this myself? Why am I doing this? And when you’re really focusing 
on what you will be focusing on for the next weeks, you’re going to discover there are 
things that you were either have been doing that are draining you. Even a little ten-
minute tasks or there are things that you keep putting off and forgetting about and 
now you’re like, oh, yes, I could just get someone else to do that. That’s why this is 
so magical. 
 
But I have a little caveat. A little question for you guys. Do you really need to 
outsource it? Like I said, people get really excited and gung-ho and they get like 
three or four virtual assistants right out of the gate and then they lose them all. Have 
too many people and not enough stuff to do. So, my question is, do you really need 
to outsource it? What was my last -- next slide? Yes, let me leave it on here for just a 
second. Now, what I mean by this is that at times we tend to just try and stay busy or 
active and really the goal is to simply be productive. So, don’t outsource just because 



it’s fun. Don’t outsource just because you know how to do it. Don’t outsource 
because you’re bored. Outsource because you know that what it is that you’re asking 
this virtual assistant or this employee of yours will actually yield some sort of result. 
It’s something you really can directly see a result from.  
 
We’re going to go off of outsourcing for a second because I think this is important. I 
said in the first webinar, step into that CEO position. See yourself as the CEO. But 
what does that mean? For me, it simply means, have the ability to see where the 
money is. What are the task that do bring in the money and make sure whether 
you’re doing it or someone else is doing it, then you can see the relationship with it. 
So, taking a step back and just talking about the internet in general and internet 
marketing and getting results, making money, seeing a profit, seeing whatever it is 
you want happen on the internet. There really are only two things that you need to 
get. Everybody makes it more complicated than it is. I hope everyone understands 
that. Whatever training you’re going through, whatever you’re subscribing to, 
whatever you’re listening to, we all make it complicated than it really is. Okay? 
Everyone tells you that this is the end of this, so you have to go in here and do this 
and if you don’t do this your business is dead and blah blah blah. That’s all 
marketing. That’s to get your attention. They’re trying to make sales too. So that’s 
why they do it. But at the end of the day, before you read another email that you’re 
subscribed to or watch another video or see another product launch or buy another 
product, if you understand that there are only two things that you really only need, 
then you can filter in, do I need to hear this or do I not.  
 
First thing is traffic. If you have a web presence, you need targeted traffic. You need 
people to come to your website. The only other thing you need is to make 
conversions. So, once people get to your website or wherever you’re sending them, 
blog, website, squeeze page, lead capture page, sales page, whatever it is, then 
once they get there, are you making a conversion? And the conversion can either be 
to take them from a visitor into a lead or subscriber where you capture their 
information or a sale where an actual transaction has been made. Please understand 
that that is all it boils down to whether we’re talking about social media, we’re talking 
about SEO, PPC, video marketing, anything, that’s all it comes down to. That’s the 
only two things at the end of the day that really matter. Getting more traffic and 
getting leads and sales.  
 
Dawn: Yes, you can’t get wrapped up in all the hype because if you let yourself to be 
sucked into that, you will be. But for me, I always look at the numbers as far as the 
stats. Where is my traffic coming from, how is it being converted and you do that with 
your tracking. So, tracking is another one of those unsexy things about business but 
it’s going to get you to the money. 
 
James: And we can actually talk about tracking. We won’t talk about it at the moment 
but if is something that is “unsexy”, it is something you can outsource as well. We 
have cool little fun assignments that I have that my team give me. They email you 
with your stats daily. We do our google website optimizer split test and they’ll send 
me updates, screenshots and stuff. They’re cool little stuff I get. All I have to do is 
open an email and they say, oh your conversion rates are up or down or they’re 
doing this or they’re doing that. You know, stuff like that. You really outsource that in 
a way. 
 
So, again I ask. Do you really need to outsource it? You have items on that to-do list 
you think you need to do, does it address one of these two or both? If not, don’t just 
outsource or do it yourself just to stay busy because that’s really where I came from. I 
used to work really, really hard and I don’t do that anymore. So, now my question is, 



and I really want people to not just take the time and answer this but actually write it 
down for yourself. You don’t need to share with us. We’re not going to ask you to do 
that but you need to know this yourself before moving forward. What is already 
working right now. You can write down anything. It doesn’t have to just be online 
because I know there are some people here with offline businesses or both. What I 
want you to know, be able to identify is what is already working for you in your 
business right now. Where are the profit centers? Where are the things that you are 
seeing some sort of results? Where you’re already making money. In fact, I’m going 
to give you guys a second here because I really want you to take the time to write 
this out. So, write that down as a question first. What’s already working for me and 
start to just identify the things. If you have a product or service for sale, if you’re 
doing something to capture leads, if there is something that you see that is gaining 
traction. Maybe you have an email newsletter and you’re getting some opt-ins today 
and you know that when you send out an email newsletter you get an affiliate sale 
once in a while or something like that. Just an example for you. That’s what you want 
to write down. So, what do you see in anything you’re doing online or offline. 
Obviously the whole thing with outsourcing is going to be majority online. We can 
actually use outsourcing to do some offline stuff, however, which is cool. We’ll be 
able to talk about that. What is it that’s already working? Write a few things down 
even if it worked only once or you had only seen just a little bit of result. That’s what I 
want you guys to be very clear with before I move forward. 
 
All right. So, hopefully you guys have something written down because your goal is to 
first scale and automate what’s already working. I can’t stress that enough. The great 
story I always share is whenever we started losing a football games back in high 
school or my school days, my coach would always say, let’s go back to the 
fundamentals. Let’s go back to what we already know and what we’re already good 
at and start from there and we would start winning games again.  
 
So, go back to the things that you know are working and know that you can build 
upon that or at least automate on the way. We will continue to give examples for you 
guys so we can really drive this home. My first business online was, well it technically 
wasn’t my first but my first business selling information products was for bartenders. 
How to bartend. It started about 2007, 2008. I realized, I was trying and trying and 
trying based on what I was learning and I couldn’t grow it anymore. It was just 
capping out every month. It was only just a couple of thousand dollars a month and I 
was really trying to do more than that. What I realized is that I wanted to do other 
things. I wanted to teach other things. I had all these other ideas. For me it wasn’t 
about scaling it more. It wasn’t about, okay let’s go get all these other traffic sources 
and more affiliates and stuff which is one way to scale it. It was just about, let’s just 
automate it. Let’s just put this fully on auto pilot. So, I went and got a fulfilment center  
-- this is something else that we’ll be talking about -- so that when the orders came in, 
they go to a fulfilment house in Kansas. They print out everything and ship it directly 
to the customer. Great. Now I don’t have to worry about fulfilling my stuff. I was doing 
it myself originally. That was a nightmare.  
 
I hired a writer to do a blog post in article marketing for me and everything else was 
just sitting there. We did some basic SEO work to get the site ranked and then I 
walked away and I waited to see if it would fall and disappear and crash and that was 
2009 and I literally have not touched it since. The sales keep coming in. Sometimes 
it’s a big amount, sometimes it’s a small amount but it all averages out and stuff. For 
me, I was able to automate that so I could focus on something else that I was 
passionate about. If we were doing this a few years ago and you asked me that 
question, what’s working, I’m going to say, okay my bartending for profit is making 
me money and I’ll say, I don’t really want to scale it because I don’t really spend my 



time growing that business. I’m done with that. That was just like my fun little project 
here. So automate it. Get it to do its own thing and if you need to get a virtual 
assistant to manage something daily, weekly for that, that’s what this is about.  
 
Okay. So, I’m giving you guys your homework now. Now, hold on. Don’t freak out. 
Usually people give homework at the end of the class. I give it in the middle because 
I want you guys to think about this as well. Like I said at the beginning of this course, 
this is going to be a very -- this is going to be a process. This is going to be very 
interactive. There will be work here and one of the biggest things is that I’ve definitely 
learned is that as much as I can talk and blabber on is words don’t teach really . Only 
experience does.  
 
So, my goal is really to push you into the deep end, get your feet wet as quickly as 
possible. Get you immersed in this because if I can get you to do one thing now, 
outsource one project, you’ll be able to go back and outsource anything after that. 
Because for me it was this slow moving process but now it’s like, it really is just like 
riding a bike. You do it with your hands behind your back, eyes blindfolded. So, your 
homework is, not really just homework for today but for the next couple of weeks. 
You’re going to pick a project. Something that is bigger than just one item. It’s not like 
cradle logo. It’s something bigger than that and that’s what we are going to work on 
for the next four weeks together.  
 
Pick a project that will help you grow your business. It will either be part of your 
existing profit center or what’s already working or it’s going to be to create one. 
Something that will take some time to complete. Like, I’m going to ask you to have a 
completion date or a due date or a deadline set for this and that should be within a 
minimum of two weeks. Hopefully around four weeks. Okay. So, take some time to 
think about it. In a minute, I’m going to ask you guys to share if you’d like to share. 
You can keep it a secret but there is something magical about putting out there what 
it is you’re going to do. So that people really hold you accountable. And then what 
we’ll be doing is as we go through this course, you’re going to be going through the 
steps necessary to outsource that project. You can outsource other stuff while we’re 
going obviously but this is something that I want to use for us for the next few weeks 
together as we go through it and I’m picking something as well and I’m going to be 
sharing what it is that I’m doing. We are going to have hotseats. We’ll be dissecting 
what are the steps that you need to take to complete this. It will be fun. It will be 
exciting.  
 
So, here’s some examples just in case you guys are like, what are you talking about.  
Like I said, it has to be something more than, well I need a new logo. Okay. I could 
get you a logo in an hour. Actually, if you want a logo for free, there’s a really cool 
trick that I use all the time. Just go to google and type in logo.psd and there are 
hundreds of free photoshop files of logos and then if you don’t have photoshop, you 
give it to someone who does and they just put your name and title in there and you 
have a logo in five minutes. So, this is something bigger than that. It’s not a logo. It’s 
something that you’re creating.  
 
Maybe you want to create a new blog. Every email you just got, you know, all you 
have is a domain name. Okay. So you want to create a new blog. You want to have 
an opt-in box in there and a free offer and you first post of maybe a certain number of 
post in there in the next four weeks. Maybe you want to create a new squeeze page 
with a free -- you know, I have a free video series I want to give away and I want 
them to create a squeeze page. I want to set up Aweber and have these seven 
emails that come out for the next seven days. This is bigger than just one little thing. 
It’s a little mini project or system that is encompassed in all-in-one or a membership 



site. In fact, that’s what I’m going to do. Maybe there is a software application, iPhone 
app, something like that, that has your attention, that you want to work on that.  
 
Before I ask you guys, hopefully you’re thinking about -- hopefully go have something 
and if you don’t, you have plenty of time to think about it. Like I said, you don’t have 
to share with the group but the people who do share, I’m here to give you feedback, 
here to walk you through the steps and help you close the gaps on where you’re like, 
I just don’t know how to do it. And so, my real life case study is we -- I mentioned this 
a little bit on the orientation call. We’re going to be creating a membership site. I’m 
working on two projects other than this. The other one is a couple of iPhone apps 
and depends on how busy I am.  
 
Like I said, I just got to New York and I might be a little distracted to be putting all 
these other projects on my plate. The one thing I’ll be doing is creating a membership 
site and I’ll tell you right now what it is. Like I said, I’ll always say is that I practice full 
transparency in my business because it’s the best way I know how to teach. To show 
you guys examples of what’s working so you guys can model and emulate that. So, 
we’re creating a membership site. It’s going to be a low-end continuity program that’s 
going to provide video marketing and general online marketing strategies, tips, 
advice and basically, another way that people can get closer interaction with me. 
There will be monthly Q and A calls and other case studies and stuff but it’s more 
focused on how to be using video in every area of your business. That’s one of my 
passions is teaching videos so we’re going to offer it as a membership site and 
create a community around that. There’s a lot of work that needs to go down from 
creating the structure, the design, the outline for what’s included, the content, putting 
in the systems in place from customer support to how to manage incoming and 
outgoing members, putting in all the software from the shopping cart to the email 
auto responders and everything in between. There’s a lot of moving parts there but 
that’s why that’s going to be really exciting to share some of that stuff with you guys.  
 
So, do you guys have your project? Share your project idea with the group if you 
would like, if you have something, because there might some people here, I’d say, go 
back to the drawing board or think bigger. Or maybe you thought too big for four 
weeks. And I really want to make sure we’re on the same page. So, what I’d love for 
you -- 
 
Dawn: Sarah is asking, this project that you’re talking about, do you envision them 
having it completed by the end of the course or is this just something that you want to 
get started? 
 
James: That’s a great idea. Now, that’s up to you. I can’t decide when you’re going to 
finish it because there are too many variables like your prior obligations, how big the 
scope of the project is. The goal for me is to be able to see for me, two weeks out, 
four weeks out, people in this group having that completed. I don’t want you to make 
something up just for the sake of getting something done in four weeks. You guys 
have your goals. You all shared with me, at least the people that have filled out the 
surveys did, what it is that’s on your plate. What are the next three things you want to 
accomplish. For most of you guys, it’s just picking one of those things and let’s move 
forward with that. If it’s something that can be done in two weeks, if it’s something 
that can be done in, you think like three months, that’s fine but what I want to see, 
what will make this great is if I know what it is that you’re going to be doing. You’ve 
identified the project and I see real progress on it in four weeks. Like we’ve gone 
what you might have thought was going to take two months, we can do in four 
weeks. Maybe three or four months.  
 



Dawn: And the other benefit too is even if you don’t finish it in the four weeks, you will 
have a really good game plan about how you can outsource or systemtize a lot of 
what you’re doing and being able to move forward and move forward quicker than if 
you were trying to figure it all out on your own. 
 
James: And you will have the facebook group with about forty other people in this 
workshop alone that know what your project is. I think that is where the real magic is. 
You’re telling everybody, hey guys, I’m working on putting my first Kindle book 
together. I’m still on the writing the outline for the book phase but here I go. And then 
in the group, six weeks later it’s like, guys, the book’s live. Here it is. That’s 
awesome. And just so you guys know as a side note but there are people in our 
facebook group -- because some of you guys have been interacting on there, thank 
you -- that are not part of this workshop. So some people will be like, wait, what 
training. What are you talking about? And it’s like I offered this to a very select group 
of people so, you will continue to get some question marks like, wait, what? What are 
you guys doing? I want to be in the cool club. I said, in time. So -- 
 
Dawn: They didn’t have the right password. 
 
James: They didn’t -- they didn’t know the password. 
 
Dawn: The code. 
 
James: So, if you guys want to share with me and the group and then I’m going to 
pick one at pretty much random and we are going to spend about five minutes putting 
you on the hotseat and I want to just play around and show you guys what I want you 
guys to do next which is to outline all the moving parts. All the things that need to 
happen and for both of us, there are going to be things in the project that we don’t 
know how to do. Like, I don’t know how to get programs made. I don’t know how to 
make iPhone apps. I’ve made iPhone apps. I’ve had them made but I couldn’t tell you 
one line of programming or code that was used. 
 
Dawn: Do you want to hear some of the ideas coming in? 
 
James: Yes, you know what? Let me read through them because I’m looking at them 
too. 
 
Dawn: Okay. 
 
James: Okay. Okay. So Jan has created a new website and has one membership 
related on this website. That’s fantastic, Jan. What I want you to do is be very clear 
with us and the group what you mean by website because a website is technically 
just anything on the internet. Is it a blog? How many pages is it? What’s the intention 
with that website because a sales page, to get them into the membership site to me 
is much more clear. So I just want you for your own sake and ours, get very clear 
what it is you want. Let’s see Michael’s got some stuff. Ipad, social marketing, 
product website, we have the product developed. Just need to market to medical 
community. Wow. That’s great. Fertility iPhone app, linking couples -- this is great. 
This is a lot of stuff so I’m going to read it one more time. This is really cool.  
 
Okay, Michael Bernie says they have an iPad social marketing product website. 
Hopefully, I’m saying that right. They have the product developed. They just need to 
market it to the medical community. Then the second thing is a fertility iPhone app, 
linking couples with information and search function for fertility sites with goal of 



setting sponsored list -- yes, that’s great. That’s a great iPhone app idea. Fertility 
iPhone app for couples. I really like that one.  
 
Okay. Cindy Morris. How are you Cindy? Okay, we’ll be -- wait did you -- is this Part 
2 -- okay, here it is Part 1, I found it. Cindy Morris says, I’ve been wanting to setup a 
learning center for our local business clients. Free for our paying clients and paid for 
non-clients. It will be in wishlist and some of my current blog post will move over to 
learning center and if they click on them, it will invite them to join us. So, Dawn are 
you there? 
 
Dawn: Yes, I am here. 
 
James: Do you want to say anything about Cindy’s comment on “I’ve  been wanting 
to set up and learning center?” 
 
Dawn: That’s very passive language. 
 
James: Yes. 
 
Dawn: I’ve been wanting. Someday when the planets align, I’m teasing you but it’s a 
passive language. 
 
James: Yes, no, but this is good. We were saying this earlier Cindy. A lot of people 
when they talk about their goals, we see it in the surveys. This is what I’ve been 
wanting to do. I’ve been thinking about this. If this is really what you want to do then I 
think this is a great format for this to become a must to do for you in the next four 
weeks. If it is, say yes this is a must and I might just go ahead and use you as the 
hotseat and give you some action steps for it.  
 
And then Paul says, could you offer a few more examples of what you consider a 
project. You know Paul, really it’s anything that you do want to get done. But for me it 
really should be something that you see it when it is done. So like for example -- but I 
mean it really could be -- it really could be anything. I just want it to be something that 
has more than one moving part attached to it. Okay. So I don’t want you to say like, 
oh I want to outsource backlinking. Maybe I want to create an SEO strategy that gets 
my website -- you know, doubles my traffic based on these ten keywords. You want 
to create this elaborate -- you would have to know SEO or learn SEO and develop a 
system beyond that. I don’t want to limit anybody here but think bigger than, I just 
want to outsource this one article or I just want to outsource this one video or I just  
want my guy to upload a video. Maybe I want to create a ten-week video marketing 
campaign on this topic and I only want to do the video and let go of every other part. 
Okay? So hopefully Paul that helped you a little bit more. 
 
Dawn: And then have a, you know, like when you don’t have a purpose till you have 
the series, but then why are you doing the series and then you probably would want 
to link it to some opt-in squeeze page or something. 
 
James: Liza says, wants to create my blog on my website and start posting my first 
few posts. Okay. Let’s see. Kristen Moore says -- and that’s good Liza. Let me 
comment on that just a second. Okay, create my blog on my website and start 
posting my first few posts. Number one, why are you creating the blog, I’m not saying 
there’s anything wrong with creating a blog. I’m a big fan of blogs. And what’s your 
goal with the blog. That’s basically what I’m asking. What’s your goal with the blog? 
Why do you know you’re getting results for it? For me, the reason I created a blog is 
because I know every time I write a blog post, I get a bunch of leads. Everytime I 



create a new post and shoot it out there, post it to the world, I get a ton of new leads. 
So for me, I only look at my blog as a lead generation tool and a place to keep my 
past subscribers and past customers top of mind. So make sure you’re very clear 
with what this blog is. What it will do for you and the value it will provide for your ideal 
audience and your ideal audience should be something that you’re also very clear 
on. So these are just some ideas that you probably already know about them. I’m just 
saying that you should think about the stuff more. 
 
Okay. Kristen Moore. My projects, number one, sales page including professionally 
produced video with graphics -- awesome -- attached to my shopping cart for my 
membership site. Number two, get a series of writings converted to an ebook for my 
free giveaway. Kristen, these are fantastic projects. Make sure that you try -- 
remember the bridge analogy -- try not to, as tempting as it will be, not do both of 
them simultaneously but to get the first one done first and the second one second. I 
kind of want to use Kristen as an example and then maybe I’ll share some of Cindy’s 
stuff as well because they’re going to kind of crossover. Okay. So these are all great 
by the way. You guys, fantastic. I just want to see if we’ve got some more. 
 
Dawn: And the one person that’s converting their site which I assume was a custom 
website to wordpress. You’re going to love it. 
 
James: What? The process or after the -- 
 
Dawn: No, going to wordpress. Because I’ve worked both with custom sites and 
wordpress. Oh my gosh. Hands down, wordpress wins. 
 
James: Oh yes. Yes. André says create -- Lisa did I call her Liza? 
 
Dawn: It’s Lisa. 
 
James: I’m sorry. Why did I do that? I know that that’s Lisa. It’s so funny. Okay. 
André, create a lead-gen system and outsource to make it consistent. Good. Good. 
Good. Okay. These are great. We’re going to start with -- Oh man, there are a lot 
here. This is so -- 
 
Dawn: I know. This is going to be fun. 
 
James: What did I say? 
 
Dawn: Did you see the webinar series from Sebastian? 
 
James: I did. Okay. So, we’re going to do -- okay. Kristen Moore is -- I’m only going 
to focus on your first one Kristen and it’s create a sales page including professionally 
produced video with graphics attached to my shopping cart for my membership site. 
Awesome. Okay. So, here’s how we do this. I’m just giving you guys examples. I 
don’t want to do that. Cancel. And we’re going to go to google docs. So, see here. 
Okay. So, bear with me here. Kristen Moore and her project is basically create a 
sales system for her membership site. So we’re going to assume at the moment that 
the membership site is done because that’s a different project, kind of. Not 
necessarily. It’s all combined but you know what I’m saying. Okay. So, I’m going to 
give you some step-by-steps here. I’m going to show you how you’re going to go to 
different things. We’re just going to kind of brainstorm and throw a bunch of stuff on 
the table. Then it’s up to you. This is like the preliminary stage. Then it’s up to you to 
say, okay, how does each one fit with my project. Now, remember this project is a 



one-time thing. It’s one and done and so that will be cool. She does not have to do it 
again unless she wants to create another sales page.  
 
The first thing is we want to start with kind of a research phase. Okay. The research 
phase, we’re going to ask questions like, who is my market? What is the value? The 
benefit? Stuff like these. These are copywriting, stuff like this. Now, keep in mind, we 
can outsource copywriting. Okay. And I’m going to make this a little bigger so you 
guys can all see this without any problems. I want you guys – even though this is not 
yours, even though you guys aren’t Kristen -- and I spelled her name wrong, I’m 
sorry. Even though you guys aren’t Kristen, please understand the value of going 
through this process from just the creative thinking and how we come out with a 
finished product. So understand that in the -- that you can outsource copywriting. 
However, this is not something you do for two dollars an hour. This is something -- 
and I’m very -- I want you guys to be very clear on this -- is that the two dollar, the 
three dollar virtual assistants are for people that can, you know, like little Billy down 
the street could do. Things that you just say, here are the ten steps. Do the ten steps.  
Anything that takes a developed skill, you don’t want to spend only two dollars on. 
That’s where the whole concept you get what you pay for comes in.  
 
Okay. Copywriting and graphic design and writing are the biggest areas. Okay. So 
you can outsource copywriting but not for two dollars an hour. You can find freelance 
copywriters. It’s going to cost you some money. Okay? Just be aware of that. So, this 
is the research phase. That’s really where you want to start. You kind of want to flush 
out a bunch of ideas like what’s the goal? Asking yourself questions like what’s the 
price point? What do they get? What’s the -- I do this as far as copywriting. What are 
the pain points? The more you can just kind of spend some time here the better. 
Okay?  
 
Now, from there, what I like to do is then, we go into the write the script. And this is 
what can be outsourced. Okay? So, you would write a script for the video sales letter 
taking people through a process and you can either do this yourself or you can 
outsource it but you may not be able to find someone from the Philippines to do that 
for you. I just want to be very clear with you on that. Okay?  
 
The third thing we’re going to do is record the script and using any type of higher 
quality microphone and recording software, you read the script. Okay. This is easy 
stuff, right? This is all just the step-by-steps of how to do this. Now you’re left with is 
an audio MP3 file. From here, this is where we go into the outsourcing. So you see, 
the stuff we’ve done so far, are stuff you do yourself pretty much because that’s 
where the value is. That’s where the stuff that you know, the smart five percent 
marketer is. Knowing how to communicate to your market properly. Using your voice, 
copywriting, stuff like that. The valuable skills that we should all know.  
 
From here, we can outsource video creation. There are a few ways to do this. You 
can find a video editor and use examples from videos you liked. Now, this is the trick 
and I’m going to share with you guys in a second. When you want someone to do 
something, you just show them an example of something that has already been 
done. Can you re-create this? Can you do this? Here’s what I like. Can you make 
that? Show me examples. You can find a video editor or you can actually find 
someone who does keynote or powerpoint. Okay? Because you can make these 
videos in keynote or powerpoint. Okay? But this is where we are going to start 
outsourcing that. You’re going to find someone to do that. So a lot of your time is 
going to be spent here and once you find someone -- I have a couple of guys and 
you can see all my videos that have any type of animation on there are completely 
outsourced. It’s possible. You guys can do it. 



 
From there, we want to create the site. Okay? So, here we want to use wordpress. 
We want to use a theme like -- it does not have to be -- optimized press. There are 
also things like kajabi, other themes. That’s not a theme by the way. It’s a system 
that makes sales pages and membership sites. Okay. So, wordpress, so you know 
everything from wordpress, the domain, c-panel, installing WordPress and all that 
stuff, these can all be outsourced. All of these can absolutely be outsourced. You can 
show examples of other sales pages and let’s see. I’m trying to think and then let’s 
see. Add copy to this page. Now, for the shopping cart integration -- I’ll pull this up --
You can use something like clickbank or one shopping cart or whatever else you’re 
already using. There’s infusionsoft. There’s a bunch of others. This can be 
outsourced as well. In fact, we have training inside the VA training center on 
clickbank. I love clickbank. If you guys have questions on clickbank, I can address 
those. Okay? So, that’s that. 
 
Now the other thing would be integrate -- don’t forget this -- email marketing when 
people become buyers. What happens next? Are they added on to a list? Something 
like aweber. You can set this all up so that they integrate on that list. And of course 
Step 8 is integration with your membership software. This can be outsourced as well. 
This is like wishlist, kajabi, whatever else you’re using for that. Those are like the 
major steps for this and oh, I totally forgot a step. We’re going to go back here. When 
you’re doing the video creation, outsource graphics for product images. You want to 
spend a little bit of money creating really cool logo and product images so that it’s 
really branded nice. Ninety-nine designs is a great place or you can just do a google 
search for info product images or something like that and see if you can find a 
graphic designer who does info product images. You can usually something 
something under a hundred bucks. 
 
So that’s basically the steps. Just kind of like made that up off the top of my head but 
we’ve done that before so that’s basically the steps we create. So you can see that 
basically here are the only stuff we don’t really outsource and that’s always to me are 
the most important stuff. You can outsource copywriting. You can find someone to do 
copy for you but all these other stuff you can really let go and yes, these are the big 
picture steps and you need to break them down a lot. But this can give you an action 
plan. So I hope you guys found that valuable. Kristen if you send an email to 
james@jameswedmore.com, we’ll just send this over to you for you to check out. 
 
Now here’s the thing guys, on the Q and A, for all the people that go, oh I want him to 
do that for me, on the Q and A call, we will do that for more people. Okay? Like I 
said, your homework is your project. Identify your project that we are going to go play 
around with for the next few weeks. Don’t overthink it. Just know it’s something that 
you want to get done or that is going to get done. No more wanting or trying. Okay?  
 
Really quick, I’m just going to change gears because we’ve hit an hour and like eight 
minutes passed. I have a few other slides, like little notes to go through and then 
we’re going to give some other action items and stuff and I’ll let you go. If you have to 
take off, you only alotted an hour to the class, I understand. The recording will be up 
so you can fast forward up to this point if you have to go. However, people who stay 
up to the end will get a free copy of a book.  
 
So, outsourcing pitfall number forty-six. I kind of alluded to this earlier and I just want 
to, you know, we’re going to have a bunch of this outsourcing pitfalls and reminders 
and tips throughout the training.  
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Hiring a service versus hiring an outsourcer. One of the things I laugh at is that when 
-- and you know, I like to laugh and I’m laughing at them a lot but you will want to hire 
-- you will have this tendency that you want to hire the VA and say, just do this. Go 
do my SEO or go build my business. You can’t do that. It doesn’t work that way. It 
really, really, really doesn’t. There’s a loophole on the way and I’ll show you in a 
second how to get around that. That’s what services are for. That’s why a social 
marketing agency or a SEO company charges thousands of dollars. Because you 
can call them up, give them a bunch of money and they’ll say, got it, we’ll talk to you 
in a month. Okay? But that’s three thousand dollars versus three hundred dollars a 
month and that’s why when you pay these low rates, you have to look at it like you’re 
starting with a clean slate. You’re starting with nothing but just like pure, raw labor 
that has to be trained, has to be told what to do.  
 
So if you just go in there and say, do SEO for me. I mean, even if they say in their 
profile they’re skilled with SEO, you’re still asking for trouble. Okay? So, we’ll be able 
to, as we go through in the next two weeks, you’ll be saying, well James, this is what 
I want. I want SEO. If I can’t just write him an email, do SEO, what do I do? What do I 
tell him? There are absolutely ways you can train them properly. We have my guys 
doing SEO now. The loophole, not necessarily loophole but the way to, not only to 
avoid this problem but actually really benefit once you know this is something I’ve 
done from the beginning. When I talk to my main guy. His name is Clint. You guys 
have been introduced to him on here. You saw his name and he did our assignment 
for us live on the outsourcing webinar. When we started, I told him exactly what I do. 
I told him my profit centers. I told him my goals. I said, here is what’s working, here is 
what’s not. Here’s what I love doing. Here’s what I’m working on. Here’s the goal. 
And he as so happy to be working for me. He’s so grateful to be paid on time every 
single week that every once in a while, I’d get an email from him saying, hey James, 
I’m on this guy’s newsletter and he has this great software that shows you how to get 
more backlinks or you should check out this ebook on how to do this with your videos 
and blah blah blah. When I started seeing that stuff come in, I was just so excited.  
 
Imagine when you have someone who just is on your side working when you’re not 
and helping you. So don’t treat them like they’re just a service and say, hey do this. 
You’re going to have to give them step-by-step instructions. Like I said, it’s not a 
dance -- it is a dance. It’s not micro-managing. It’s a dance between the two of just, 
here it is and here’s every minuscule little detail, follow it and you know, skipping the 
beat. At the same time, letting them know what your goals are, where your vision is, 
where you’re headed You’re going to see that they pleasantly surprise you. Ooops. . . 
 
Dawn: You cheat yourself out if you limit their involvement in your business because 
you don’t know what they know. You don’t know what they’re capable of until you 
invite them to come into your world a little bit. 
 
James: Yes, yes. So, if we have been talking about what do we outsource, some of 
you have already asked me this and you asked me in a group. James, what do you 
not outsource? So, I’m only going to spend a second here and I’m just going to talk 
about what I don’t outsource. It’s not really my goal to tell you what not to outsource 
in your business because I really think you can outsource just about everything. For 
me the answer, besides things like strategic planning and brainstorming and you 
know, creating concepts and action plans and stuff like that obviously, the big thing 
that I do not outsource and will not outsource is anything that has to do with my 
teaching. So, I won’t even outsource my slides for any type of webinar because the 
last thing -- I’ve seen people do this. Outsource their slides and when they get them 
back, they’re just a bunch of slides with their content and they’re not necessarily in 
the right order or it’s not how they wanted it to be and I’m very particular with that 



because that’s where I value myself, is in my teaching and what I teach and how I 
teach. So I will never let go of that as long as I am the face of what I’m doing. I want 
to keep teaching obviously. Anything with my writing as well. If it has my name on 
that I wrote it and social media, if you got a message from me saying, hey, you want 
to get lunch tomorrow? That’s not one of my VAs. That would be me. So, they do do 
some management for it specially like filtering all the notifications and stuff like that. If 
I’m talking to you, that’s me. So those are the big things that I do not outsource and 
I’m like will refuse to outsource. Video was the last thing to go for me. I was doing my 
video editing up about four, five months ago actually or six or seven months, actually 
and I just had to find the right person and we’d implement the right system for it and 
now I’ve let that go as well. So that’s it. 
 
Real quick, some resources. Now, I’m sharing with you these resources as well. Full 
transparency. Here are all the tools I use. You might have different tools and go, oh 
no, I’m using the wrong tool now. That’s not the case at all. There are comparable 
tools. Some are better than I’m using. Some are worse but that doesn’t really matter. 
The point is, if you don’t have the tool in place yet, here’s my recommendation and 
understand that every single one of these resources that I’m sharing has the ability to 
have some component of it completely outsourced or managed by somebody else to 
save you time. I can give a specific example for each one. 
 
First of all, my hosting uses Bluehost. My whole team knows how to buy a new 
domain. Our credit card’s on file so sometimes I just go, oh I have an idea for a 
domain and I send an email and they buy it. I don’t even log into Bluehost to 
purchase a domain because that takes too much of my time. I send an email out 
saying, buy URL, I give them the name and they buy it immediately. Okay? They 
know how to install -- integrate it with the hosting, install wordpress and all that stuff.  
 
I use wordpress with everything now so they can install a wordpress, they can install 
the themes, they can install the plugins, configure it and optimize anyway I need. The 
theme we use most often is optimized press. It’s just has simple, great design. I like 
it. It’s what I’m using for now. It might change but for not it’s what we’re using. So if I 
need a squeeze page up and running, we just have one make in like likety split which 
is awesome. The only thing they’re waiting for now is copy from me like the headline 
and stuff like that but they’ve been making a couple for me really quickly. 
 
For memberships sites, I use a plugin for wordpress called wishlist member. It’s 
great, it’s easy and my team is trained on that. I could literally send them an email 
and say, hey, I want a new membership site. Imagine this, like you know you guys 
are talking about your four-week project. Cindy, you’re talking about your four-week 
project and is creating a membership site. I can send an email to my team right now 
and say, hey guys, my new domain is jamesiscoolmembershipsite.com and the 
whole site will be built out by tomorrow. Now, there won’t be any content in there 
obviously and that’s where you have to put some work in too. But it’s really cool when 
you’re at that place when you can say, hey go do this and they got it and they got it 
done. 
 
Clickbank and oneshopping cart is where we use our shopping cart systems and 
software. I love clickbank. The only drawback, the only negative I can -- there’s two 
technical negatives of clickbank. Number one is that it takes some time and effort to 
get a product approved. Okay? Sometimes, you want to create something on the fly 
whether it’s a service or someone’s calling you saying, hey, I want you to do this for 
me, I’ll give you money right now, you can go into your oneshoppingcart account and 
create a new product just for them, put the price tag on it and say, here’s the link. Go 
buy it right now and that’s fantastic. Clickbank, you can’t do that. Clickbank, the 



product has to be done. They go through the whole product, make sure everything on 
the sales page is inside there. They look through the video. They ask for the 
transcript to the video. It’s a lot of work. Once they approve you, you’re good to go. 
So that’s the one major drawback of clickbank. The secondary drawback of clickbank 
which isn’t as big is they do take a bit higher commission from you. If you have a 
ninety-seven dollar sale and you sell it without an affiliate, you get eighty-eight dollars 
of that. They take about nine bucks on a ninety-seven dollar sale. When all is said 
and done it’s so worth it because you have the money directly deposited in your 
account, they manage affiliate fees and payments out to them and I love it. I could 
talk for thirty minutes on all the reasons why you should have something on clickbank 
but I won’t. Just take my word for it. 
 
Email marketing. I use Aweber because they get incredible deliverability and it’s easy 
to use and it’s great with other software that people have created. I recommend it. 
Let’s see. Something you can outsource with Aweber? Sometimes, when we need a 
new squeeze page but it has to be integrated, so when we say, okay, Dawn, I need 
the team to make a new squeeze page for Video Traffic Academy and I want it to go 
on to a new list called Video Traffic Academy subscribers two. And they know how to 
go in to Aweber. They know how to integrate it with optimized press. They know how 
to create a new list. They know how to set up all that stuff up. Really is just an email 
for me and waiting a day to get it back. 
 
Dawn: And actually, just so everybody knows Clint is working on right now the series 
of trainings for Aweber. Everything that James just said about doing that squeeze 
page and getting it integrated, we’re getting those trainings putting together for you 
all. 
 
James: Yes, that sounds good. Email, we talked about this. Gmail and google docs. 
Then, oh I said I would talk about this. Anybody doing physical products. Physical 
training programs, CDs, DVDs, books, binders, whatever, kunaki is awesome for the 
drop ship DVD or CD. I think that’s all they do, is CDs and DVDs, dirt cheap. I’m 
talking like five bucks and that includes shipping on DVDs. It’s so cool. Check it out if 
you haven’t seen it yet. Vervante for anything more in-depth. Vervante is 
phenomenal, high quality, great customer service. If you’re doing physical stuff, 
kunaki for like a one-time CD. If you just want to give people a little bonus CD in the 
mail. Vervante if you have like this home study course in DVD, in a book, in a binder 
and all that stuff. They will do all of that for you and they will give you the best prices 
in town. 
 
Dawn: And they ship it for you, right? 
 
James: They ship it. They can do all the shipping fulfilment for you. They print on 
demand so they don’t sit there and you have to buy three hundred copies and then 
you’re like, what? I haven’t even sold one yet. So, those are the major resources I 
use that I could come up with off the top of my head and obviously they’re all 
outsourced in some way.  
 
Dawn: James, I wanted to ask you because I think, I know I have this question when 
I first looked at wishlist and I know that there were some people that mentioned 
putting ebooks together. Wishlist as a member plugin to me when I first saw it, I 
thought, membership site, well I don’t have to worry about this because I’m not going 
to be putting a membership site together. 
 
James: Oh right. Right. 
 



Dawn: So, can they use it for something aside from or besides a membership site. 
 
James: You know, the last thing I would ever want anything to happen to someone is 
they spend all their time, effort, energy and money to create a phenomenal course, 
project, program, training material, ebook, audio, DVD, whatever, and then it would 
just be dispersed for free all over the internet.  
 
Dawn: Hacked. 
 
James: Hacked, yes. Wishlist at its core simply creates pages in your blog that can 
protect your content. Video Traffic Academy uses wishlist but it’s not a monthly 
membership site. It’s a one-time fee and then when you purchase which most of you 
guys -- all of you got it for free, so most of you guys already started to go through it 
hopefully. You create a username and password and you can go peruse the 
members area but it’s not, yes it’s not like, oh this is a monthly thing. So even if you 
just have an ebook, even if you have one video but it’s what people are paying for, I 
do recommend protecting it that way. Definitely. That’s a good question.  
 
Okay. So once again, you guys here’s your homework. Here we go. Identify your 
project. Create a due date for it or at least, if you don’t create a due date for it, like 
maybe because it’s two or three months out, maybe it’s a continual assignment, have 
something that we can like tangibly know that we’ve succeeded with at the four 
weeks at the latest. Okay? If that makes sense. And this week what I really want you 
to do is start doing what we kind of did earlier, Kristen’s example. Just map out your 
action list. What are the things -- what are all the moving parts, guys? Do I need to 
get a graphic sky, do I need a programmer, do I need a wishlist? What are all the 
things? They don’t have to be in order. It doesn’t have to be a step-by-step. Just say, 
here are the things that need to happen and if it’s something that you don’t know how 
to do, still write it down. Like, if I’m building an iPhone app, it’s like, okay, I need to 
know what the app does. I need to find similar apps. I need to find a programmer. He 
needs to make it like this. He needs to have that. Oh, I need the content for the app. I 
need a graphic designer to design the app. I need a website for the app. I need ten 
ways that I can promote the app. I need to find JV partners that will promote the app. 
There are all these things. Just go surf. Map them out and you’re going to get so 
excited when I show you that we can pretty much have someone else do each one of 
those steps. 
 
Dawn: Outsource all of it. 
 
James: Yes. Now, if you’re super on top of it, I always give bonus assignments for 
people. If you do that and you still want to do other things, I want you to start looking 
at some smaller tasks that are outsourceable and we can start playing around with 
those in the next week as well. Things that are bogging you down like email overload 
and going through programs, what we talked about in the beginning of the call and 
stuff like that. And if you’re ready, sign up and create a post on onlinejobs.ph looking 
for a virtual assistant. That’s what we are going to be talking about next week. If 
you’re like whoa, whoa, hold on, wait. What’s onlinejobs and oh my gosh I’m freaking 
out. You can either go through the training we have in 6 Figure Outsourcing Secrets, 
the video modules or wait until next week. That is what we’re going to talk about. 
How to find people. How to communicate with them. How to hire them properly. All 
that good stuff. That’s going to be next week. Let’s flush out all the stuff for our 
project. Let’s flush out some other ideas for other little things that we want to start 
pulling away. We get some people saying, oh I hate doing my accounting stuff. I 
actually just download it and play with it, an iPhone app on how to record all your 
receipts when you’re out at dinner and you write off an expense. You take a picture 



of an app. You’ll figure out how to integrate all that. Make my life easier that way. I 
know you guys have those little tasks as well.  
 
That’s it and I want to share outsourcing trick number 327. You -- and I’ve been 
saying it but now we are going to really hammer it in. Use real life examples of things 
that you like when you’re asking for something to be created. For the iPhone app that 
we are creating, I’m not going to reveal what  it is yet until I’m further along in the 
project. The iPhone app is in a -- it’s in the fitness-related market and I found 
someone who already has the app done. I saw someone else -- their version sucks. 
We’re going to make one better but I’m going to use that app and I’m going to a 
programmer and say, make it like this. It should have this function. It should have that 
function. Get rid of this function and do this. But when you can show someone a real 
example of exactly what you want, as close as possible to what you want, it’s so 
much easier to communicate what you want. Part of this whole first step for the 
homework of map out your action list is, for Kristen, find videos that you like. Sales 
videos that you like. If you like any of my sales videos, use those as an example and 
look for someone that can do that. So that’s a little tip for you.  
 
Okay, our next class, Monday’s call is going to be Q and A call. Two things we’re 
going to be doing on there, technically three actually. Answer your questions. I’m 
going to show you at least one example of a real system that or outsourced process 
that we’re using in my business, detail it out and then if we want any other people to 
get on the hotseat and have us kind of toy with their project, I’ll be more than happy 
to do that. Okay? And yes, that’s going to be Monday, March 26 at 7PM, Eastern 
Standard Time. Make sure that’s the right time for you guys. 5PM, no 4PM if you’re 
on the West Coast or anywhere in between. You want to give away some books. 
 
Dawn: Yes. 
 
James: So Dawn, the way we’re going to do it is, you’re going to scroll through the 
comments without looking at a name. Just scroll through the comments and put your 
mouse over someone’s comment without looking and then when you stop or land 
your mouse on a comment, we’ll see who that person’s name is and that will be our 
first winner. Did that make sense? Did that make sense? 
 
Dawn: Can you make like sound effects like we’re going around a roulette wheel?  
 
James: No, absolutely not. 
 
Dawn: Okay. First one is -- he doesn’t want to play today. André Hem -- oh man . . . 
 
James: André H.? 
 
Dawn: Yes, André H. I like that. Hemmersbach. Like Bach, Beethoven and who’s that 
other guy? 
 
James: All right Dawn, will you also write down their names for me on a piece of 
paper or in an email so we can take care of it as soon as this is over? 
 
Dawn: Yes. 
 
James: André, congratulations. You’re our first winner. You’re going to get a copy of 
“Work the System” shipped directly -- 
 
Dawn: Brahms. 



 
James: What? 
 
Dawn: I remember the third one. Bach, Beethoven and Brahms. 
 
James: Wow. 
 
Dawn: Sorry. 
 
James: That’s okay. So you’re going to get a copy sent straight to your door. To you 
house. I think what we are going to do is send you an email to confirm your address. 
Have that ready so we know where to send it, okay? Let’s go ahead and do another 
one. 
 
Dawn:  Okay. Sonia Ramsey. 
 
James: Yes, Sonia. Great. Congratulations. Love to have you on here too Sonia. 
Glad you’re here. Awesome. Awesome. Awesome. You’ll get a copy as well. So, we 
will email you and make sure you have that as well. Why not do one more? Can we 
do another one? 
 
Dawn: Okay. 
 
James: By the way, are you guys noticing that, it’s the people that show up and the 
people who comment are rewarded? So everyone’s like trying to put in a comment 
right now. 
 
Dawn: I’d write real quick, huh. 
 
James: Someone’s just bombed the comment box with like one letter and a space 
bar. 
 
Dawn: Michelle Eisenberg. 
 
James: All right Michelle. Awesome. Awesome. Cool you guys. And then let’s go 
ahead and I want to give one to Cindy because I said we would get to her hotseat 
and we didn’t and I don’t want her leaving disappointed. Don’t worry guys. There are 
many more opportunities for giving fun little stuff away and I’m such a nerd like every 
person for their birthday and Christmas and stuff, I give them books. But they’re 
usually well-thought out books that I’ve read and really like. A lot of our giveaways 
are books because I’m just such a nerd like that but I’ll try and think of some other 
fun, maybe more playful things that you guys might enjoy as we go on. There are 
tons of opportunities. Obviously, you guys know for showing up, for taking action, for 
interacting, you get rewarded. That’s how I like to do it. Let’s see. I think that was it. 
Was that it? Is that all I had for you guys? That was it. 
 
Dawn: Is that the end? Yes. 
 
James: That was the last slide. So once again, Q and A call is going to be Monday, 
March 26. I’m going to just -- we will end it to see if there were any questions really 
on just the homework. If someone’s going to ask questions on like where do we go to 
outsource? I have a problem with me. That’s going to be for the Q and A call. So we 
will take two seconds to see if anyone who’s just like overwhelmed, confused with 
where we are at right now. Otherwise, we did go ninety minutes tonight and you guys 
all stayed on here which is incredibly awesome and I do applaud you all for doing 



that. Thank you all for doing that. So let’s just see. Dawn, has anybody shared 
anything? 
 
Dawn: Not homework-related. There’s a couple questions in there. Just so you guys 
know I do go through them after the calls and we do try to get the information in, you 
know, like the follow up call on Monday, especially when we run over like this 
because we don’t like to keep anybody too long.  
 
James: Yes. Yes. We could have one three-hour class but I’d rather break it up. 
 
Dawn: Easily. 
 
James: And if you want, if you can’t make a Monday call, you can email the support 
and just say, hey will you ask this in the -- I’d rather you guys really try and show up 
but you know, we do want to be able to answer your questions. Probably the best 
way would be in the group but the best way I can give answers is like on these 
webinars. I can give a two sentence response on facebook but I can give a real 
response when I’m talking via webinar. Yes, so I think that’s it then. Yes? 
 
Dawn: Yes. 
 
James: Awesome you guys. Thank you so much for joining. I hope you guys are as 
excited as I am for moving forward with this. I’m really excited to learn more about 
each of you guys. What it is that you’re doing in your businesses? The projects you 
guys come up with and how awesome you guys are going to be getting all that stuff 
completed. Have a fantastic evening. Hang out in the facebook group and if you have 
any questions, support@jameswedmore.com and we will take care of you 
immediately. All right everyone, thank you and till next time. 
 
[End of transcription 01:31:14] 
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