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Welcome Webinar 

 

Christine: Hi and welcome to the very first recorded live webinar for Halbertology. We recorded this 

one in advance for you today so that you would have something actual the minute you got 

in the door. Today I'm Christine Potter and I am sitting down with Mark Mcrae, Bond and 

Kevin Halbert, and David Franklin, and we are your Halbertology team. We're going to have 

a little back forth today. I got some questions prepared to ask all of these guys and just to 

let you know, we've come together from all over the world to do this for you today. Mark's 

based in Australia, Bond and Kevin are in California, David's on the West Coast as well, and 

I'm in Ohio, so it really is possible for us to gather anyone anywhere in the world to bring 

you Halbertology. Today, we're going to start process. Kevin just recently told me that he 

wants to see Halbertology do. Let's get down to it and picking people's brains.  

I'd like to start with Mark. What I want to know is the thing that I got the most excited 

about in your PowerPoint presentation and your video that you did for Halbertology last 

week about harmony versus balance. Can you explain what harmony is for successful 

business owners and how it's different from balance? 

Mark: Sure. Thanks for the question Christine. For me the difference is feeling good about 

yourself and your life, and what people try to do when they have balance is that they 

allocate time, or they trying to put people in pigeon holes, or they see that this how your 

life should look. They base it around an antiquated idea of people who are 9 till 5 and have 

set routines and do different things. When really I believe that the world no longer has a 

desktop. Your life is mobile now. One of the things I think people get very stressed about 

is the fact that they constantly feel that they're under pressure because they're living in 

other people's agendas. They're trying to keep pace with people who live 9 till 5 and maybe 

they're on the internet and they work night shift, or they have odd hours.  

With myself, I have very odd hours depending on who I'm working with because right now 

I'm working with the West and East Coast. If I was a traditional person who has a balanced 

life this would feel very bad and uncomfortable for me because I'm awake when I shouldn't 

be. But if you're in harmony with your life and people around you understand. They 

understand you and they understand how you work, you don't feel that pressure. And it's 

a lot more harmonious, it feels a lot less stressed, and I think you get a lot more done, 

you're more productive. The harmony is really about everybody is different. Everybody is 

unique, and how they live their lives should be how they live their life. They should try to 

fit in with everybody else. So that's my explanation of harmony and balance. 

Christine: Okay. I have a follow up question. 

Mark: Okay. 
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Christine: How does your family handle that? 

Mark: I've been with my wife now over 20 years. I worked most of that night shift for one reason 

or another. My family, I think they enjoy it because I'm always at home. I have an office 

that I never go to. I think I've been maybe 2 or 3 times in 3 or 4 years. In fact it has been so 

long when I went there the receptionist didn't know who I was. They like it. They just 

accept the fact that I'm always around and I'm always accessible. There's certain things 

that we do try and do, again it's with them. We try and get that idea of harmony because 

they have so many different activities that they do, as a family we work together. What we 

try and do is we have regular meetings, usually dinner and we'll discuss what the week 

looks like and we'll discuss who's doing what and who's going to attend what, and who's 

going to support each other, right down to choosing. I have 8-year old, 11-year old boy, 

and a 13-year old girl. We rotate who has a choice of which restaurant we're going to go 

to for example, or who we're going to support that week.  

We all seem happy enough but I think it might be difficult if they woke up every day and 

thought, "Where's dad?"  Because he missed breakfast, because he either went to bed, 

because he either went to be bed and hour before they woke up. But on the other side I 

get to spend a lot more time with them in the afternoons. I probably attend more or I'm 

blessed enough to attend more than most people get to attend. Because during normal 

people who work 9 till 5 don't often get to go to school then watch the kids do whatever 

they do, whereas I can.  

Christine: That is something Bond alluded to in the interview I did with him and Kevin last week as 

well, which takes me to Kevin. Kevin I alluded in my intro to what you said you wanted 

Halbertology to bring. Why don't you give me and idea? What is your vision for what 

Halbertology is bringing to its members? 

Kevin: When you realized for us, for Bond and Kevin, what Halbertology and Gary Halbert in a 

larger sense brought was goodwill. I'm amazed at how even when he's passed away and 

people didn't even discover who he was until he passed away how much there's goodwill 

towards my dad. It's like he's still changing people. He's still making people fall in love with 

him that he's never met. They just read the Boron Letters and the Gary Halbert Letters and 

there's so much goodwill. I think that they realized that Gary Halbert struggled and he had 

a lot trial and error to get to success. But when he got to that success he didn't go, "I'm 

going to keep it to myself because I paid my dues and I'm not going to share with you the 

secrets to success." He just shared it with people. I think that when people do that, when 

they use this advice and they go and they get successful they feel the same way. They feel 

a lot of appreciation and they really want to do this thing about giving back.  

When we started this program we said, "Let's see who can we ask to come in and help us 

do this." When we called people, Bond talks about how when we call. He can't even get 
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the invite sentence done before they're saying, "Yes, I want to be a part of this." I do the 

same thing. I called other people and they get really excited. It's very different from saying, 

"Hey, I'd like you to come help me be on this webinar" or something like that. They're really 

excited and I find that they really want to keep on par. They want to be on among that 

level of excellence of knowledge and expertise and so they will share. They go to the extra 

mile to try. We got people that are so excited and they're like, "I'll tell you the secret. I'll 

share you the secret. I'll tell you this." And so you see that a lot with all these people. It's 

funny because when we announced that we were doing this, I remember one guy in 

particular he's like, "I got this big secret. I'll share it with your whole audience. I love Gary. 

I'm so thankful for everything." I wasn't sure if the guy was for real or not and we 

exchanged a couple of emails back and forth. They said, "I got to see what your secret is 

so I know you're for real." And then he sent to me the other day and I'm like, "Oh my god, 

that's brilliant." This is something that's made him and his clients a lot of money. But that's 

a common phone call for us.  

And so like the excitement about the goodwill that people had towards my dad and what 

he's done, and stuff like that. I usually don't try to call on certain favors for people just for 

me. Some of these people I get this chance to not just interrupt their hour and stuff but if 

I'm going to do that and suck all the secret information out of people then I want to make 

the most of it and have a whole audience here enjoying it. And help them getting every 

last, little thing that these guys who some of you don't know. Some of these people you 

won't know who they are and their names are and I think that's really a great thing because 

these guys are not normally trying to be out there as a famous person. They're out there 

doing it. We are able to call and ask around and find out who the serious players are. 

Fortunately, many times they know exactly who Gary Halbert is, and so they'll drop things 

to come in and do things for us to help us really learn the things that they do that have put 

them a cut above everyone else and made them a leader. And have a competitive edge 

over everyone else. I don't think they necessarily would normally just have a stranger ask 

them, "Hey, can you do this?" And they would give as fully and completely, and really want 

to have a passion from helping the people. Not just the willingness but a passion for doing 

it. And so that's what I want along with all these people.  

We just asked ourselves how many different areas can we help everybody because 

everyone's going to have different things that they need to learn about and know. I think 

we've pretty much got a really broad umbrella of all the expertise of marketing and 

copywriting that could be ever be asked to put together. The interesting thing is everyone 

we asked so far, and we just had a dream team just like we do with the audio series. 

Everybody we asked said yes. Nobody has turned us down as far as I know yet. That's just 

to tell you that we didn't put together what we could put together, we put together what 

we wanted to put together, and so far it's turning out beautifully. 
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Christine: Okay. Thank you. Kevin was telling me earlier about how you wanted to suck the marrow 

out of every single expert that comes on. So all of you Halbertology presenters, you know 

who you are. Be prepared, Kevin's coming to get you. In vain of those people that work 

behind the scenes that you never know that are absolute aces at what they do, I want to 

talk to David Franklin.  

David is one of those guys, we're dragging, kicking and screaming into the limelight, but 

because, like Kevin said, it's a Gary Halbert thing he's excited to be here as far as I know. 

What I want to know from you David, you've spent an incredible career in advertising and 

copy. Why are you so obsessed with copywriting?  

David: The power of words to move people to action. If you really think about it, they moved 

nations to war, they brought about peace. Words are what makes everything happen in 

the world what happens. The ability to put together the right words to solve a person's 

problem, to help them make their dreams come true. A lot of times we think of copy as 

just we're out to sell some stuff. And I'm sure that's the main reason most people are going 

to be part of this, is they want to learn how to sell some stuff and they will. But it goes 

further than that, the ability to write great copy. Gary Halbert, greatness, anything in you 

want in life is just one sales letter away. That's one of the things I've learned from Gary 

Halbert and it's so true. Because you can change the world. You can make anything happen 

with a great sales letter. And so it's that ability to get the right message, the right market, 

at the right time, and really solve some people's problems, and really make their dreams 

come true. And probably the thing I love most. I've written copy for 30 years now and most 

of my career was spent in traditional brick and mortar advertising. I owned an advertising 

agency. We did TV commercials, radio commercials, newspaper ads, and all the normal 

stuff. If the client was happy and business appeared to be pretty good everybody is good. 

And sometimes the client would always get bored with their advertising firms they've been 

always working just because it was almost more entertainment than it really is.  

When I discovered Direct Response Advertising the competition... Split run test ads are 

exciting. Getting in there and knowing that here's a control that's maybe run for years, and 

you're going to go try and beat it. Or you're just going to go head to head, and you're going 

to put two messages out there to a list and see which one wins. That is probably the most 

exciting part about being a copywriter is the winning. But it's not because you just have a 

competitive spirit and want to win, it's because you know that through testing and through 

this constant, you can keep making the message better, and better, and better. There's 

just no end. So it just becomes perfect.  

So there's that, there's the fun of going up against other copywriters competing. I love 

copywriting, what can I tell you. It is that amazing power of just moving the world. Gary 

Halbert was the best at it if anyone I've ever known. His ability to persuade was off the 

charts. And he did it in a way that you didn't even feel you're being persuaded, you're being 
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told a great yarn. It's a fabulous story and at the end of it you were just ready to fill in the 

order card, or send your check, or whatever. 

Christine: That's fantastic. Thank you David. That brings me to a great question for Bond. We all are 

working in this business. Our entire slate of presenters for Halbertology are going to find 

people that are making millions in every area of marketing. But the folks I have gathered 

here, one of the things that we all do to some degree is great copy. So Bond tell me, what 

is the best single line of copy you have written and what made it great? 

Bond: I apologize if you hear an airplane firing up in my background. It's  my computer. I got to 

get one with a heavier video card capability because it fires up more often than normal 

when I'm on Skype. I would say that the best line of copy I wrote is not... There's a 

difference between my favorite and the best. My favorite is because I've written some 

really salacious, fun stuff that it gets... Great copy often reaches into you and grabs your 

attention in a way that you cannot ignore it. You can't force it. You've got to click on it to 

find out what it is. So sometimes you're going down the dark side of human nature or 

you're getting really funny and stuff like that. That often presents your favorite pieces of 

copy where you're like, "That was so witty, clever, funny, and everybody loved it", things 

like that. But in reality I'd say the best, single one-line of copy I ever wrote is probably a 

subject line. If you're usually writing your best line in the world is probably almost always 

a headline or a subject line. For me there's actually two that stand out but I'm going to tell 

you about the once because it was proven to be the most effective, which was "The Holy 

Trinity of copywriting books." Let me explain why that works because you can use it in your 

own marketing.  

First of all, it was written to our list of people who are copywriters interested in 

copywriting. It was a perfect target match. Instead of being really clever the other subject 

line I was going to tell you about, everybody loves it, everybody clicks on it, and everybody 

reads it but that doesn't mean they're all buying. This is one that proved to make people 

buy. And the open rate on that was so high, it was 51% on an unscripted list with thousands 

and thousands of names built up over a long time. It proves that the line was effective in 

getting everybody to open it. Let me explain why, what went in, and how it performed. 

The reason it worked is if you were in copywriting there is a magic in you, well then you 

add numbers to things. When I say the Holy Trinity you know that there's three. So you're 

wondering what are the top three writing books if you're into copywriting, and you're 

wondering if your top three match my top three. And you're wondering when I say Holy 

Trinity why I'm giving such reverence to these three books and so forth, the curiosity is just 

so powerful that people are dying to know, at least the people who are interested in 

copywriting. And again, this is a principle that you do with your marketing. I don't care 

about anybody else. Other subject clients get everybody to open the email, my mother-in-
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law, my friends, cousins, and everybody else out of curiosity but this gets the right people 

to open the email.  

Inside that email what I did was I used kind of a level psychology, not actually psychology, 

psychology as much as it was a tactic that I was playing with that worked truly well. What 

I did was I took three books there. One was the Boron letters which is written by my father 

and then edited. I made amendments to it and add the commentary to it to explain how it 

was working in the modern world. I also put in two other books which by the way I'm going 

to recommend to everybody, buy and read. One I called Scientific Advertising. I like the 

Boron Letters, that's the one my dad wrote, which is a series of letters to me because it's 

a great outline for exactly what's inside powerful copywriting and what's inside powerful 

marketing. And it gives you a great outline of the business. Scientific Advertising is like a 

field guide to the whole business of direct marketing. It's a very short book, you're going 

to love it. When you get these books I'm talking about are books that should be read once 

a year. Because every single time even seasoned marketers who have read the Boron 

Letters of Scientific Advertising 20 times, every time you pick it up for a year and you hone 

in it's filled with so much stuff. You hone in one aspect and you start to go apply it to your 

marketing it's super effective because it's timeless, it's really touching base on the 

psychology and emotional triggers of selling which do not change over time. Your feeling 

to be a part of something doesn't change over time. What you want to be a part of changes 

over time with society and everything.  

And the third book that I recommend in there was Robert Collier Letter Book. In this 

situation what I was actually trying to do was get a whole bunch of people that we're 

buying our book to also buy the other books as well. And there were free versions of these 

books out there. In fact, there are free versions of all three books floating around out there. 

Why bother hunting around for something that's already pretty inexpensive to what it 

provides. But the point was there options and everything. All three of those books made it 

in the top 4 spots of Amazon's copywriting section for that day. They all did, which proves 

that this work. I've had higher open rates, I've had bigger money making days, all of this 

other stuff. But that single one line of copy is what drove people into it and actually hit the 

right mark to message match. Offered the right things and solutions to the people that I 

was marketing to and expand it, and it was effective and it worked. That third level thing 

that I alluded to earlier at the beginning was that part of the things that nobody knew I 

was trying to do is i was trying to marry these books. So when you go to Amazon and you 

pull up the Scientific Advertising or you pull up the Robert Collier Letter Book. You see the 

Boron Letters right next to it saying, "People who've bought this also bought that and it 

worked." Now when you look up these books, now my father's book now is married with 

these other legends of direct marketing who he himself recommended and would've love 

to have been connected to.  
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The reason it was my favorite little, small thing is because it drove people in there. It had 

numbers and curiosity, and all the things you need in a subject line to get people to really 

open it. It was congruent with the message. So I didn't trick you into opening and then say, 

"Hey, by the way, meet my dog." It drove people to get right in there and it gave them a 

solution they wanted and it was effective, and it had an effect that lasted  a lot longer than 

just the people buying that book that day, Because you can still log on to Amazon and see 

the effects of that email every time you want to do it. So it was because it worked. It wasn't 

the most salacious thing I've ever written. It wasn't the most tawdry or anything like that, 

but it was very effective. It was probably my favorite single line of copy. Long answer, but 

that's it. 

Christine: That was a great answer. That's exactly the kind of thing that we expect all of the experts 

in Halbertology to be ready to do to unpack their tool kit and show us the tools. Not only 

that but give us the step-by-step instruction manual on how you use it. That's fantastic. 

Thank you so much. I want to go back to David and I want to find out, David. We know 

you're obsessed with copy, we know Bond's obsessed with copy. I think probably we all 

are to some degree. But if you weren't a copywriter in this life what would you be?  

David: I don't know. I've never been everything else. I started selling stuff face to face. I literally 

sold to air for many years. Let me explain. I ran radio stations, and that's what we did, we 

sold air times. You learn a lot about rejection. When you're walking in to small business 

owners who are trying to figure out how they could keep the lights on and trying to talk 

them into spending a whole bunch of money to get more people in because they don't get 

it. But it was all those years of sales of sales. I sold cars once in a totally different lifetime, 

but until you've gone out and actually sold face to face, you just don't realize... I don't know 

if anybody should ever write copy that has never had a door slammed in their face. I don't 

think you're qualified. Probably I'd still be selling stuff is what I'd be doing. That said I have 

a rock fetish my wife tells me. What that's about is landscaping particularly building water 

features. Waterfalls is a happy and passion of mine. I'll hike forever to see a waterfall. 

There's particularly a really good man-made one I've got to see because I've got to see if 

they nailed it.  

In my next life I might go build waterfalls at big, fancy wineries or something. I like to play 

in the dirt. I spend so much time in front of the keyboard that helps me use a different part 

of my brain where it's just putting one Lego block on top of the other so to speak and it's 

a creative process. Who knows. But the reality is that the marriage of selling and writing 

copy are very close. It was kind of interesting because I was in radio, let's face it, you got 

to sell the air time. It's not like a roll of carpet sitting on a shelf at a carpet store. If 

somebody didn't buy it today it'll be there tomorrow. The air time on the radio station 

when today is over all that time we could've sold is gone. It's just gone, same with 

television and newspaper that comes out or anything. The focus was always on selling that 
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airtime. But my epiphany and really when everything changed for me was when I said it's 

really not the airtime these people are buying, it's the big idea that is going to tell their 

story, going to target the right prospects with the right message, and get them to do 

business with them. So when I figured out that it was about the story or about the copy 

and not about selling airtime, and we really focused on that. My entire staff, that became 

our obsession, it was to produce great ads for people that actually move people to take 

action and do business with them. We started focusing on that and all of a sudden we went 

from trying to figure out how we were going to sell that airtime to not having [Unintelligible 

00:28:07] sell, [Unintelligible 00:28:08] all the time. It became harder to figure where we're 

going to put ads than how we're going to sell ads because we're focused on the right stuff. 

And that was helping our clients to actually grow their businesses through the right 

message. That’s what sales is about. Like I said, I'll probably still be pounding on doors, I 

would hope that if I was still pounding on doors after all these years I might not be getting 

as many slammed in my face as I did back in those early days.  

Selling face to face, I haven't done it in years. As a matter of fact, you know how hard it 

was to get me on camera. This is probably the first time anybody has seen my face on 

camera in many, many years, maybe ever. Getting back out there and pounding on doors 

would be interesting after all these years. But it's really the same thing, it's that ability to 

sell. That's why I'm excited about this. I'm excited to learn from these people. I'm not going 

to be teaching here. I'm going to be taking notes because there's some people here I am 

just so thrilled to learn from. People are going to learn this ability at a level... Trust me, 

they don't even comprehend. It's like they're going to get superpowers. I would have to 

buy everybody a cape that takes part in this and really dives in because they're going to 

deserve a cape at the end. As a matter of fact we were going to do a certificate or 

something but let's just get everybody a cape because when they're done they're going to 

be superheroes of direct marketing.  

Christine: Sorry, I had to mute because I was laughing so hard. We'll have to talk about that. I guess 

we'll take it under advisement. It does bring me to a great segue though back to Mark 

because one of the thing that we've been getting a lot of comments about with regard to 

your video was how you were approaching things in a completely new way that no one 

had ever thought of before. We're looking at business holistically. Based on that what 

would you call your definition of success? 

Mark: First of all, I think we should address David and his cape. I heard he has a cape.  

David: Lorrie, did you tell Mark about my cape? 

Mark: I think success is different for everyone. Success for me is being content with who you are, 

and to give you something that happened recently, something came up with my kids. One 

of the kids asked, "How do you know which kid is going to be the best and successful." My 
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answer was the one that's having the most fun. Success I think is a way of building your 

own universe, or building something around you that you can live with it. And regardless 

of how much or how little wealth you have, it doesn't create that, you create that yourself. 

My definition of success is to be content and to be feel good about myself, and also to get 

back to work with other people, try and help them. I think that one of the things here that's 

interesting in Halbertology is no one who is involved here, it's not really about the money. 

Everybody who joined up, who said yes, none of them were paid. They did it voluntarily. 

It's an acknowledgment of who Gary Halbert was. For me it's like a tip of the hat to say he 

was one of my heroes. But also I think to try and give other people a chance for their idea 

of success. It would be nice to see someone who is starting out, who is struggling, and who 

wants to try and get somewhere to give up your time to try and help that person achieve 

that idea of success I think there's a well there that becomes part of your own success.  

I'll just digress a little bit. Years ago owned a publishing company and I used to interview 

wealthy people. One of the questions was what would you advise other people if they 

wanted to become successful? The number one answer when we analyze it all, how did 

you become successful, was hard work. But another thing was that they had to want it. In 

other words people will come along and they will say, "I want to be richer. I want to be 

wealthier. I want to have the big house. I want to have this lifestyle" and have a vague idea 

of what they think they want. But they’ve really got to want it. So whatever that dream or 

goal is, somewhere deep down inside that person they got to want it. You can't put it inside 

them. It's not our job for that person to wake up every day and for us to fill their head with 

want. The starting point is they have to want it. And then we can help them as a guide and 

as a mentor with experience and knowledge to help them achieve their goal. To answer 

your question, for me success is being happy with yourself. Thank you. 

Christine: Great. You touched on something that Kevin and I talked about earlier, about the different 

levels of education that Halbertology is going to bring to people. Kevin was very passionate 

about the differences, whether you're a beginner or someone who's more experienced or 

an expert, one of the things you guys all have to know out there in Halbertology land is 

every person I'm talking to right now and myself, we cannot wait to get in there, and be 

taking the notes, and learning everything. When you've got the people that we've got lined 

up, this is like we want to pick their brains. We can't wait to. Hopefully they want to pick 

ours a little too but we really want to pick theirs. Kevin, could you speak originally with 

regard to various levels of education and understanding? 

Kevin: It's interesting. We did a survey to our list. We discovered that there's still a lot of people 

that are beginning, they don't know where to start, and they don't know what comes first. 

When they get excited about something and a path they have in their head is to how they'll 

do something. We encounter a few things. SEO would be a great example of a kind of a 

Gordian knot of trying to figure out all the different ways that you can do all this stuff. 
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You'll find that everyone's talking over here. They're talking about doing this or doing that. 

It could be PPC, it could be an of these other traffic sources or ways to skin a cat. And you 

find out that there's so much on the menu that you don't even know which way to go. Or 

this looks like it's insurmountable that there's just so many factors that you can't even 

begin to think about it.  

What I want from the experts is this thing where skip all of the chaos and everything and 

distill it down to just the simple things. I think one of the things that's most important is 

that I've learned how you can save a ton of time. Like if you're going in a wrong direction 

and someone saying, "That doesn't work, we tried that." And that's just a waste of time. 

Just that one sentence from any expert that really knows what they’re doing slashes a 

hole... Hard knocks, I had to learn it on my own thing, and you get ahead just that much 

faster knowing one major opening you were going to spend a lot of time on I'm not doing. 

The other thing is that I think the way to get to master any of these areas that these experts 

know about is to first simplify. What's the most simple things. You can get more 

complicated once you get the base down. But it's finding out "just don't focus on this, focus 

on this, these are the things that are most important that you should focus on. And these 

are the things that really matter and count."  

In addition to that is that some of these guys are going to reveal advanced stuff. That's 

going to help people that already have, "Yeah, I know that part. I've been doing these for 

a while." But these are experts of the experts, so they're going to know some advanced 

stuff and they're going to tell you what's emerging now, or what they've discovered 

recently, stuff like that. But I think even me as a beginner, when I hear someone talking 

about something I know nothing about, like YouTube SEO or something like that. That 

might be of interest of me, or that might be a way someone's making a lot of money. And 

they'll talk about these things that are way out of my understanding because I've never 

even started to get into that realm, but I know that I want to store that piece of thing. They 

go, "This blah blah blah..." and they've never heard that technique return or whatever, and 

I save that for when I do get there. And it also helps me if I talk to another expert and go, 

"I heard this. What do you think of this of this?" And we get to compare notes. I think 

you've got the advanced people that are going to get some tips from some of the really 

advanced people, but the beginners should also take notes and keep that stuff because 

they're going to get there at some point, and they're going to want to have that 

information ready for them. But the beginners, "90% of this to focus on that and to focus 

on this. This is what you need to focus on, and these are the things that are the biggest 

mistakes people make, and this is what will get you started and ahead faster." That's what 

I want. If we go and get any of these categories, well, I don't know something because 

there's going to be some, that's what I want to know. I want to know where do I put my 

energies. What do I not waste my time on? What is the simple pass that I take? Even where 

are the sources, where do you for the next step and stuff like that. And then I just have 
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what they say about the XYZ widget up there when you get to this advanced is going to be 

really cool. And I'm like we're keeping that in my memory for when I get there.  

Christine: Great. Bond, I want to come back to you. Kevin just brought it up there, things that 

everybody focuses on doing because they're either really good at them or because they 

really like doing them. And hopefully if you're following Mark's map for success it's both, 

that you're good at it and you like it. But what's the thing you hate doing? 

Bond: You can hear me, right? 

Christine: Yes, we can. 

Bond: Okay. I would say the number thing that sticks out in my mind obviously, like it was quick, 

what do you hate. I think the answer is commuting. This one I want to explain about and 

relate it to marketing. I live in Los Angeles so commuting here really sucks compared to 

almost anywhere in the world. And I actually live surrounded by three of the busiest 

freeways in the entire world, too. Like Mark, I get to design my life the way I want, when I 

want to work. So you won't catch me out there driving during rush hour at all. I basically 

design my life around that. But that's the one thing I really like about marketing, what 

you're going to see with Halbertology, I think there is this one magic blueprint and when 

you come to it what you do is you find out that there's a way that you can get some more 

attention and get some branding done with via social media or Facebook advertising. Or 

there could be somebody who really loves direct mail, or really loves space advertising. 

The truth is you could promote a business with a lot of these different avenues.  

And what I do like about marketing is there is now so many different ways to skin that cat 

as they say. You get to choose on which ones you do and which ones you do not like. If you 

feel like I'm not one of these people who wants to share my personal life or any pictures 

of what I'm doing and stuff, you don't have to be on social media to make a business run. 

There are other people who don't want to interact with people. A large world of big secrets 

in marketing is to understand at what point people want to interact with you. They do, but 

you also have to understand when they don't. Like [Unintelligible 00:42:14] just said, the 

magic behind those old free-recorded message campaigns, you felt safe knowing you're 

going to call up and get a recorded message. You didn't have to talk to anybody because 

you were unsure. Eventually, you get to the point where you're so positive, "Hey, I want to 

call Bond because I want to pick his brain and I would love to get him on the phone."  

The great thing about marketing is you really don't have to do something that you don't 

like. If you don't want to publish an Amazon book for authority or you don't want to run 

PPC campaigns you don't have to. And you do have to do something. I'm not going to 

pretend that he could sit back and just think your way to success. You have to get up in the 

morning, or in the evening, or whatever you do. And you have to be able to get some stuff 

done and have a plan of action, and go forward and make some mistakes. But just go 



 Welcome Webinar 

 

 
www.halbertology.com 13 

 
 

forward and do things. But you really don't have to put yourself on the spot. I've given a 

few speeches in my time and I've actually been told by a lot of people, and I believe that 

I'm very good at it. But it makes me very nerve wracked. For the moment that you said I'm 

going to go and give the speech up on stage to a few hundred people so the moment I 

actually am on stage, now 5 minutes after I'm up there I'm having a good time. I'm just 

being my own bucket mouth self.  

But up until that point I get a little anxious and it's because I really care about what the 

audience is going to hear and learn. I was talking about it with my daughter and she says if 

I'm just talking I have no problem. But if I have these notes or script to go by, I like notes 

and scripts because I'm guaranteed that I'm passing on something I know that's going to 

be a value to them and I'm not going to lose my place. But the thing is you find that I'm not 

out there a lot and I get invited to speak in a lot of events that I turn them down. Sometimes 

it's scheduling or what have you. But for a large part I don't have to do the things, the parts 

of advertising and marketing, that I want to do. And I could more energy and focus into 

the other stuff.  

This goes back to what Mark was saying. The more you're having fun your brain relaxes 

and you have a good time. And you can start thinking of other things. The minute the stress 

leaves you of a situation. We've all been there. With something stressful, it was stressing 

you out, you're in there, your mind is going, and “I've got so much anxiety. What do I 

choose?" and everything like that. The minute that stress is gone for whatever reason, the 

situation has changed or whatever. I know exactly what I should've done. I could've done 

this and I could've done that and so forth, just because your brain was relaxed, because 

your brain was having fun. If you're focusing on the parts that are having fun, if you are 

David and you are writing, "These are three great headlines I want to test," and you're 

having fun, you're going to write better headlines. If you are one of these people that 

thinks social media I really enjoy that part. And you're hungry for clicks, likes, and stuff like 

that, and you start to play around with it. I myself started looking in social media and I 

started playing with humor and I talk myself about how to make that punch line at the end. 

And I measure the success based on how many likes I would get. I go into somebody's 

thread and their comment and I make a comment. I'll come back and check, and I want to 

be the most liked comment in that thread.  

But the point is whenever you're doing that you're having fun with, you're going to do 

better. And if there's no longer one avenue to do everything used to be if you had a pizza 

parlor in your town the only real way to advertise was in their billboard or the newspaper. 

Now, that is really just not the case. There's a bunch of different ways you can do things 

and there's a bunch of different ways you can engage people. If you don't want to do, if 

you're really scared of face-to-face selling. That's the best copywriters in the world usually 

came from places where they did a lot of face-to-face selling. If you don't want to do that 
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you don't have to do that. You could do it all via remote control and that's what my dad 

loved about direct marketing is he considered it persuasion via remote control. You could 

send out letters out there, get people to do things while he is at a movie.  

I think the great part about marketing nowadays especially because I grew up in the 

industry is every year it gets easier to me. There are more channels and stuff. But this also 

comes with a warning and I want add that. It should make everybody's life easier. Don't 

shoot for trying to do it all. You can't. Just look at social media alone. Don't even look at 

space advertising, direct mail, radio, anything else, just social media. You'd have to cover 

your image, your account, your Instagram, your Snapchat, your Facebook, your Google+ 

and all these other things. I know that programs out there like Hootsuite that'll help you 

upload to all of them at once and stuff. But my [Unintelligible 00:47:34] and all that, if 

you're really into it and it's fun, you can do that. And I've seen people turn that to a 

moneymaking opportunity for them quite easily. And again, there's just no way that you 

can do all of that at once. Don't bother to try. Just because somebody says you can publish 

an Amazon book or they teach you secrets or I'll teach you secrets about it. It doesn't mean 

that you have to do that or you should do that. What you should do is focus on the things 

that were effective, the things that give you leverage. And most importantly back to what 

Mark's saying, the stuff that sounds like the most fun to start experimenting and applying 

with. Because if you're having fun experimenting and playing with it you will keep it up. It's 

the same thing in life in everything. You go to ride a bike. As soon as you have a little bit of 

fun doing it all of a sudden now you're expanding and you want to go faster, you're going 

to go jump the curve and you're going to take a little jump ball.  

Don't try and do everything and just remember that you don't have to. In fact, I don't know 

anyone who'd done it. I don't know a single guru that is well spread out across all the 

books, they're in the bookstores, they have infomercial going, they're running space ads, 

they've got a direct mail campaign, social media, pay-per-click advertising, and everything 

all going at once. I know companies that try and do that with huge teams of people. But I 

don't know a single person that that's part of their daily routine. Enjoy yourself, have fun, 

pick something that looks like it's going to be fun to play with. Don't worry about all the 

rest. It all comes in time. 

Christine: Fantastic. Borrowing Bond's analogy, let's take the training wheels off of this. I want to 

quote one question to all of you. We have about 6 or 7 minutes left. Let me get this one 

question to all of you. Let's just make a nice round table discussion. What is the one thing 

that you hope that somebody asks you during Halbertology? What's the one thing you 

want to make sure that everybody gets to learn from you? Just be open and jump in, guys. 

Bond: I'm going to answer this in a slightly different way. I'm going to say the one question I want 

to hear most people ask. I want to hear most people as what should I experiment with 

next? The reason for that is it's very good for... Kevin and I are very good at being able to 
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figure out, this is a better leverage point for you. So if you give us an option and say which 

should I try next or which should I delve into, and here are the three things I'm thinking of, 

we'll be very good at telling you, we think this is the one that you should try first. But the 

reason I want to hear that question asked is I want people to understand the success and 

direct marketing is a process. It is not a win or fail situation, it's not a succeed or fail 

situation, it is a process. If you get up to learn how to ride a bike everybody who's ridden 

a bike fell down the first time they try to ride it. Maybe I wasn't looking and Kevin was the 

first guy to start doing wheelies as soon as he hopped on that seat. But I've never seen 

anybody actually do that. It doesn't mean massive failure, we don't talking about falling 

down and breaking your leg while you try to learn a bike. You learn how to ride a bike, the 

analogy is simple. Hemingway didn't sit down and just start writing masterpieces of 

literature. When you understand that there's a process and you understand that it is 

experimentation and you have fun with it, one, there's no limit to where you can go with 

that. That's one thing that I like about it. But two, when you relax and you're having fun 

with it and you start experimenting with it your success opportunity is so much greater. I 

see a lot of people making a couple of mistakes in marketing at the beginning that really 

cements they future. They get locked into a plan. And when they get locked into the plan 

they don't want to release until it's perfect and everything's great. I've got the headline, I 

wrote a full page ad, and I’m going to spend $70,000. I'm going to run this as a full front 

page in one of the sections of The Los Angeles Times. They do all of this. And if the phone 

starts ringing they're ready to go start buying Ferraris. If the phone doesn't start ringing 

they want to pull the hoodie over their head and shrink away. The big marketing 

corporations who have it down, the people whose bread and butter, and this is the 

business that puts food on the plate on the dinner table for the family, what they do is 

they test three different hooks before they decide which ones to go with. They don't just 

write a piece of copy and go, "This is a masterpiece and I can't wait. I hope Kevin loves it." 

What they do is they go, "We go this angle, this angle, or this angle," they just experiment 

with it and they hop in there. The audience tells them, "This won't work." Then you reverse 

engineer it and you say, "Okay, this one really works." What do you think are the reasons 

that they did it. This goes back to even the example I gave you earlier.  

I have the idea of trying to marry the Boron Letters to another book. I did it successfully, 

and then I wanted to find out if it really worked just so I had to recreate it. I reverse 

engineered what I did and we replicated, and it worked. And it worked, and it worked for 

my gang busters. The point that I'm saying is if you understand that this is a process that 

you're going to be experimenting around in a lab a little bit. And this carries on. It's your 

attitude. I grew up in an entrepreneur family so I've had a lot of support. But I know a lot 

of people breaking out there don't have the full support of their family and loved ones who 

don't understand why they're giving up a job or be an entrepreneur and we'll start a 

business. And I've always had that benefit. But even without that benefit if you tell people. 

"I've got these three ideas I'm going to test out and see which ones people like, and then 



 Welcome Webinar 

 

 
www.halbertology.com 16 

 
 

I'm going to work on the one that comes back. You take all that pressure off of you and 

you start having fun. You start enjoying the commentary and the feedback you’re getting, 

you're going to find even new stuff to venture off and to go do. They're going to come out 

with, "Hey, this is what resonated with me when you said that." You say, "Oh yeah, I know 

what you mean." And they give you a comment and you're like that comment wasn't what 

I meant but it's the one that came through. You're writing it down and you're saying, "This 

is going to be incorporated into my new copy." 

The question I want to hear everybody ask is "What should I experiment with next?" It 

shows that you're ready to have a little fun. It shows that you're planning this out and it's 

a process. "I found one solution to a problem I had and I think there's millions of people 

who also want to pay for the solution. I'm going to build this big campaign and release it 

once." No, it's not the way that it should be done. 

Christine: Okay. I want to open this up to everybody, gentlemen. Mark, David, Kevin, what's the one 

thing that you hope someone asks. Because John just spoke there and when we get into 

our regular, weekly live webinars that's the kind of real information that people are looking 

for. Information about how to split test, information about why it matters, how to break 

down those hard numbers, which is something Mark is particularly good at. What do you 

want to hear someone ask you? What's the thing you're hoping, bringing in to the 

discussion. 

David: Christine, I think the number 1 thing I like for people to ask me is may I buy you a beer? In 

all seriousness though, the question I had when I dove into this mysterious world of online 

and internet marketing and all these things was where do I start? Bond just hit on some 

great things. This is a great process. I can't tell you how many people have said, "I'm just 

not that creative person." How do you learn to be creative so you write great copy and 

listen. And it's really not about creativity. It's not innate and I was born with. It's not innate 

and anyone's born with. It's a process as Bond was just saying where you figure out what's 

that next step. What's that next thing you need to learn. What's the missing pieces to your 

puzzle. I think it's important to really understand what your puzzle looks like too. What is 

it you want out of this? And it's probably the question everybody going into this probably 

really should ask themselves. What is it I'm really hoping to gain from this? What are the 

areas that I feel I'm not as strong as I could be? What do I think are missing? I remember 

for me in the beginning it was always... At any point it was like, "Where do I start?" People 

were throwing out big picture ideas and philosophies. I wanted an instruction manual. 

Start here. You go buy a desk and it comes in a box and it's step one. I didn't used to ever 

follow those and so I had to end up after and take up all back apart and put back together. 

I learned over the years those instructions are actually there for a reason. 

You’ve got to start somewhere. You’ve got to start at the beginning. It doesn't matter 

whether it's about writing a copy or finding the market if there is a market for your product, 



 Welcome Webinar 

 

 
www.halbertology.com 17 

 
 

whatever it may be. There's a series of steps and they're not hard. They're more a matter 

of doing, getting in action, and just saying knock 1, 2, and 3. I hope that things that people 

will ask, and I don't think it's a one thing. Maybe it is and isn't because it'll be a whole 

bunch of different things. I think the one that I hope people ask is here's the roadblock in 

front of me. I get to this point and I just feel like I hit a wall and I don't know where to go 

next. Where do I go next? I guess for a lot of people it's could be how do I start, where do 

I start, because that's a tough one. And then they're going to hit road bumps, road blocks, 

speed bumps along the way. They're going to stop them. And sometimes these things will 

stop people dead in their tracks. That's it, game over. And that's really sad because people 

need to raise the bar higher for themselves because if you keep doing that and you're going 

to find you can't reach it. You're going to reach it more often and more times than you 

even thought possible.  

But to do that you can't let things stop you. And often what stops us is our unwillingness 

to ask somebody that's been where we want to go how to get there. We have to ask them 

the embarrassing questions. The ones that make us look stupid for asking. I hope people 

do this because we've all been there. You're going to hear from people who have the 

benefit of so much experience of actually doing this stuff. Spending the money, beating 

their head against the wall, going, "Crap, I'm going to try something else because that 

didn't work. And you're going to have the benefit of all this experience that they can tell 

you, teach you, and show you what they've learned. But you got to ask the question and 

not be embarrassed about it because I don't think there's ever been anything like this 

where you're going to have that ability to get in a room with these people. Raise your hand 

and say, "Hey, I got a question" and you ask this here, maybe even a little afraid to ask it. 

And you hear this big sigh of relief in the room because everybody else went, "Thank God, 

I was wondering that. And now I don't have to ask that question and look stupid because 

they did."  

Ask the questions that you really want answered because there's going to be the greatest 

group of people I've ever seen or sampled. I am thrilled to learn from them and that's what 

they're here for. They're here to take your test questions and give you their answers, but 

even beyond that, help you work through it, solve it, and move on. I think we're all going 

to take that from this thing. There's a saying were, basically it says, "If there's one person 

you have one mind. You put two people together you have three." Because you have this 

person's mind, and this person's mind. And then you're together in this collaboration you 

create a third one that is the combination of the two. In this group we're going to have 

that expanded way beyond that because you're going to have all these people with all of 

this great knowledge. And as it goes on it's going to just evolve. There's going to be amazing 

discovery not just in how to do things but in where it is you're trying to go, what it is you're 

trying to do, why are you doing it. This is going to be a journey of discovery for everybody 

involved, an exciting one. 
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Christine: Okay. Mark and Kevin, anything you'd like to add? What is the question you hope 

somebody asks? 

Kevin: One thing I'd like to say just before I get another chance is for me the definition of success 

as you guys were talking about earlier, is living life on your terms as much as possible. It 

doesn't fit everybody. The other thing is, a couple of things. I want them to ask... This is 

what excites me. As someone says I did step 1, what is step 2? That excited me because I 

know I'm talking to a person that's active, that does something. They're moving on, they're 

in this, and they're engaged. The other selfish question I want them to ask is, "How do we 

continue this?" I mean that by a program because that means that we're doing our job 

right. People love what we're doing and they don't want it to stop. That's it. 

Christine: Okay. What about you Mark? What do you hope if someone asks you? 

Mark: I think a more interesting question would be what we would ask themselves rather than 

what they would ask me. It agrees with everybody here. The question is what do you want 

to get from her as David mentioned, and this journey that we're all going on together. It's 

unlikely, it's not impossible but it's unlikely they'll ever be in contact with this type of group, 

this experience, knowledge, and what they can gain from that. I think the question that 

they should ask themselves is what are you going to get from it and how committed they 

are to achieving something along that road. I think maybe just to finish off Christine, we 

should ask you a question. Let's ask you the same question. 

Christine: What one question I think someone should ask me? What am I doing here? That's probably 

the one. If I was sitting on the other end of the screen right now I'd be like, "Who is that 

woman and why do I care?" I'll tell you guys, I'm kind of like your Greek horse. I am a writer. 

I have a Bachelor in Fine Arts in Creative Writing and a minor in English literature. I have 

the formal education. And I'm fairly new too but somewhat successful so far at 

copywriting. I absolutely love it. I've got that competitive spirit thing going on and when I 

get to split test against other really good copy with people who have 20-30 years of 

experience, and even if I just get close, let alone if I win, I could take that all the way to the 

bank. I may not make a ton of money on this split test but boy, I feel great when I go to 

bed at night. It's the kind of instantaneous feedback on your writing that as a traditional 

writer in fiction or anything else you don't get that instantaneous feedback. This way you 

get to see, did what I mean come across? This is fantastic.  

When you ask yourself, is this something I can really do? Guys, I am a 50-year old woman 

who's starting on a brand new career path in life. I'm a single parent, and I'm doing this for 

real. I was just in LA last week interviewing Bond and Kevin. I'm doing this and I write copy 

every single day. I split test every single day, except the one day we don't really splits. I can 

do this. If I can do this I don't see why anyone else who are sitting down in front of their 

computer at home and do it too. If you're going to have any questions for me I'm going to 
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be the one around the member's area most. So if there's ever anything, any questions 

about, or you want to just reach out, by all means, drop me a line. I'd love to talk to you. 

Thank you Mark for including me in the questions. Unexpected.  

I want to thank all of you, Bond and Kevin, David and Mark, all of you. We've gotten a little 

bit over time but we're still pretty close to our hour. Guys, can't wait to see what else we 

bring. We're going to have live filled webinars and recorded webinars, and crib sheets of 

the webinars available for you. Make sure you come back and check out everything in the 

member's area soon. Have a great day. 
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Disclaimer 
 

This disclaimer is subject to change at any time, and changes may be effective without notice upon each Subscriber 
and applies to but is not limited to the following websites: www (dot) halbertology (dot) com and www (dot) 
halbertology (dot) net. All provisions on terms of use and privacy policy as contained on the websites apply hereto 
and must be read herewith.  

The contents of the websites www (dot) halbertology (dot) com and (dot) net,  newsletters and emails, any 
product and materials or services you'll receive and any member's area and information received by way of any 
communication from or between us, are for general information and educational purposes only. Certain speakers 
and persons due to educate may or may not in some instances be able to do so in part or at all. You acknowledge 
this and agree that no claim at all may be made against any such person or ourselves or our partners affiliates 
agents and employees or any person in this regard.  

Neither we nor any third parties provide any warranty or guarantee as to the timeliness, performance, accuracy, 
completeness or suitability of the information and materials found or offered on our websites and/or materials 
and/or service for any particular purpose. You acknowledge that such information and materials may contain 
errors or inaccuracies and we expressly exclude liability for any such inaccuracies or errors to the fullest extent 
permitted by law.  

We have made every effort to accurately represent this product and/or service offered and its potential. Despite 
this there is no guarantee that you will earn any money using the techniques and ideas in these materials or as a 
result of the services. Examples in materials are not to be interpreted as a promise or guarantee of earnings. 
Earning potential is entirely dependent on the person using our product, ideas, techniques and services. We do not 
purport this as a get rich quick scheme – the techniques may be proven however their capacity to create wealth is 
based purely on the commitment, determination and willingness of the individual(s) concerned.  

Materials in our product and/or our website and/or services may contain information that includes, or is based 
upon, forward-looking statements within the meaning of the securities litigation reform act of 1995. Forward-
looking statements give our expectations or forecasts of future events and are intended to express our opinion of 
earnings potential. You can identify these statements by the fact that they do not relate strictly to historical or 
current facts. Words such as “anticipate,” “project,” “estimate,” “expect,” “plan,” “intend,” “believe,” and other 
words and terms of similar meaning in connection with a description of potential earnings or financial performance 
might be used.  

There are many factors that will be important in determining your actual results and no guarantees are made that 
you will achieve results similar to ours or anybody else’s. In fact no guarantees are made that you will achieve any 
results from our ideas and techniques in our material.  All and earnings or income examples provided are only 
estimates off what we think you could earn. At no time is there any assurance that you will in fact also do so by 
replying on these figures.. We do not purport that any prior success or past results as to income earnings are 
indicative of your future success or results.  

Internet businesses and marketing and earnings derived there from may have unknown risks attached and are not 
suitable for everyone and there is risk that one could experience significant losses or make no money at all. 

Business carries a high level of risk, and may not be suitable for all investors. Before deciding to set out on any 
business venture, you should carefully consider your investment objectives, level of experience, and risk appetite. 
The possibility exists that you could sustain a loss of some or all of your initial investment and therefore, you 
should not invest money that you cannot afford to lose. You should be aware of all the risks associated with a 
business, and seek advice if you have any doubts from an independent financial advisor and/or qualified 
professionals such as lawyer or accountant before acting on any of this information.  

Users of our services and/or products are advised to do their own due diligence when making business decisions or 
any reliance made based on them. We are not to be held liable for the successor failure of your decisions relating 
to any information or product or services presented by us to you and relied on or used by you.  
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Your use of any information or materials on this website and/or services through it is entirely at your own risk, for 
which we shall not be liable. It shall be your own responsibility to ensure that any products, services or information 
available through this website and product meet your specific requirements.  

When you use any information or materials provided by us, you understand that it can be outdated by the time 
you use it. You also understand that in order to see results from using this information, it will require work and 
could involve spending money on advertising.  

This document/or materials including strategies and websites contain material which is owned by or licensed to us 
and is copyright protected at all times. This material includes, but is not limited to, the design, layout, appearance, 
look, videos audio and graphics, images and text. Reproduction thereof is copyright protected so this means that it 
may not be copied or reproduced in any way or for any reason, or displayed on an public domain or site is 
prohibited other than in accordance with the copyright notice, which forms part of our terms and conditions. All 
trade marks reproduced in this website which are not the property of, or licensed to, the operator are 
acknowledged on the website. You will receive certain material and verbal and written communications and agree 
to hold any such information of any sort confidential at all times. 

Unauthorized use of this website and or material may give rise to a claim for damages and/or be a criminal 
offense.  

We would never mean to say or pretend that any person will or is likely to achieve profits or loses similar to those 
discussed on this website. Each person may have different results. In fact, it’s pretty certain they and you will not 
have similar results and there are frequently sharp differences between hypothetical performance results and 
actual results subsequently achieved by any particular business. So the saying "Past performance is not indicative 
of future results" really holds true here.  

One of the limitations of hypothetical performance results is that they are generally prepared with the benefit of 
hindsight. Also, hypothetical trading does not involve financial risk and that’s why no hypothetical profit record can 
completely account for the impact of financial risk in business.  

There are a lot of other factors related to the market in general or to the implementation of any specific business 
objective which cannot be fully accounted for in the preparation of hypothetical performance results and all of 
which can adversely affect results.  

Although we make every attempt to assure accuracy, we do not give any express or implied warranty as to its 
accuracy. What we are saying here is that we do not accept any liability for any error or omission. You'll see we 
have examples posted now and again. These are for illustrative purposes only so please do not be construe them 
as investment advice or strategy. 

Halbertology (dot) com and (dot) net, Mark McRae, Kevin Halbert and Bond Halbert, the website and its 
representatives including product developers and authors and guest speakers do not and cannot give investment 
advice or invite customers to engage in investments through this website.  

It follows then also that we and anybody else who helped us create, produce, or deliver the site and any materials 
bought by you are not liable for any damages you suffer if and when and however you use it/them.  

We or any of these persons mentioned above, are never to be held liable by you for any: "direct, incidental, 
consequential, indirect, or punitive damages arising out of your access to, or use of, the site or services. or product 
or inability to do so either in whole or in part. Without limiting the foregoing, everything on the site and via 
services is provided to you 'AS IS' WITHOUT WARRANTY OF ANY KIND, EITHER EXPRESSED OR IMPLIED, INCLUDING, 
BUT NOT LIMITED TO, THE IMPLIED WARRANTIES OF MERCHANTABILITY, FITNESS FOR A PARTICULAR PURPOSE, 
OR NON INFRINGEMENT."  

By becoming a member of our website or using it or our services, you have agreed that you unconditionally accept 
this disclaimer agreement as outlined and read with our terms of use and privacy policy. 

 


