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  A strategy anyone can follow to build stable and 

sustainable sales funnel without becoming expert 

at everything. 
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M WRITING THIS special report so 

that I could show you how to build a 

profitable sales funnel. 

Do you know the difference between the 

veteran marketers who succeed even in a 

competitive market and 

others who fail no matter 

how hard they try?  

What if I could explain just 

one method that 

immediately improved your 

business?  

I believe Internet Marketing  

comes down to a few things  

1) finding a market with 

people already spending money in, 2) 

presenting a problem to solve, and 3) 

adding traffic… then it sells itself.  

Any time I look at someone’s email 

campaign, it becomes evident how 

profitable the campaign is 

for the marketer.  

Simply put, in most cases, 

the more products and 

services you have for sale, 

the more profit you make. 

First, you should learn how 

to build a profitable sales 

funnel that serves as the 

blueprint for your info-

marketing business. Second, 

your business needs things to sell. Third, 

discover ways to stay motivated to get 

things done and in order…   

I’ 
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To prove these points, I’d like to ask you 

two questions.  

 

As long as 

more 

products are added to sell on the backend, 

people make profit by simply driving traffic 

to the email list. 

You may think people do not like getting 

promoted every day, but it doesn’t change 

the fact that it works. 

This leads us to the next question. 

 

The product creator can afford to pay out 

100% commission for the core sale and still 

make money on the backend. 

If you visit Clickbank, you will notice 

bestselling products priced for $27-47 and 

50-75% commission paid out to the 

affiliates. 

These marketers profit from upselling to the 

customer and growing the email list to 

cross promote other offers. Compare this 

strategy to others with no backend. By 

having the backend offers, marketers can 

spend the same amount others with no 

upsell can only collect from the core sales.  
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This is how you can still go into a 

competitive market and beat everyone else. 

I tell you this right now so you get this 

concept early -- You cannot make serious 

money if all you do is sell cheap ebooks 

with no backend. You need to promote 

more items to sell on the backend to stay 

competitive.  

Selling More Through 

Consultative Approach 

N MY EMAILS, I teach people how to 

sell, package products, and market 

products with high margin and urgency.  

This works well if you are in the same niche 

as I do – the “make money online” niche.  

In fact, the more effective I teach people to 

how to sell, the more people will choose to 

become my coaching clients.  

To sell anything online, it requires trust, 

and the best way to foster trust is through 

education-based emails. I have learned 

education-based emails turn into 

consultative selling, which most effectively 

develops trust and I primarily write these 

emails.   

 

Overtime, people who read my emails 

choose for themselves whether I have the 

I 
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ability to deliver them the results. At this 

point, no “hard selling” is required. It’s just 

as simple as if they trust me or not. If they 

do, they’ll stay on my list and purchase my 

products, and if not, cancel subscription to 

my emails.  

                          **  

Whenever my customers purchase my 

products, I offer discount in the event they 

purchase more expensive items from me.  

Let me explain what I mean. 

So let’s say someone bought one of my 

$247 products, and then on the back cover 

page of the product, that customer will see 

a sales letter for my $2000.00 consulting 

service. Instead of paying $2000.00, I 

deduct and extend $247 credit towards the 

purchase. 

This way, the same customer can consume 

the front-end product and upgrade to 

higher ticket items most cost effectively. If 

they keep on buying my low to mid ticket 

items, I let them know that they might as 

well upgrade it to the most expensive 

product I sell, which is coaching.  

Some of this is done through shopping cart 

technology, and for others, I’d have to 

manually send my customers a payment 

link, depending on the deal.  

Normally, it’s not “my thing” to talk about 

myself so much, but I feel it’s appropriate 

to share my story with you in this report.  

For years, I have struggled to build a stable 

and sustainable online business. I published 

ebooks, built lists and made lots of smart 
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friends who knew this business better than I 

did. 

But I wasn’t reaching my goal. 

Then everything changed. 

I now have multiple informational products, 

and NOT just cheap ebooks, but real 

products for sale. They range in price from 

$97.00 to $497.00, and I add more high-

end consulting and seminars as the backend 

of the sales funnel. 

You might be wondering… what changed 

everything? What did I do differently to 

finally experience a breakthrough? 

Let me tell you. 

The first thing I did was I went back to 

school full-time. Yes, a real school with 

books as a full-time student while 

maintaining a full-time job and family (wife 

and three kids).  

I spent the next two years learning how to 

deliver presentations, study how adults 

acquired information, and most 

importantly, how people communicated 

and exchanged information.  

As a result, I become one of very few 

people to possess a very “niche” credential 

– Master’s Degree in “Training” (How 

weird, huh?). 

While anyone else would have been better 

off studying MBA, I decided to specialize in 

a subject not many would be interested in 

pursuing (but thought would become 

helpful if I opened up coaching business) 

And, by so doing, I wanted to earn 

qualification as a “Master trainer” who 
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could explain complex subjects in digestible, 

“easy to understand” bits of information.  

Even if you haven’t produced your own 

info business, everyone knows delivering 

quality products are not easy and physical 

products require even more details.  

There are a lot of details that go into 

making sure that the design, transaction, 

backend, and affiliate program – all the 

components must exist to build a complete 

blueprint for information marketing 

business, especially when it involves 

physical products.  

It’s a very daunting task that require 

months of trial and error, and I can’t 

imagine how anyone would want to go 

through all the painful learning curve 

without a mentor. 

After my products (hard products) are 

finally lined up and ready for sale, I add 

my own soft product components to the 

mix. I do consulting, coaching, and create 

my own framework so that I could show 

others how to become consultants without 

learning everything from scratch.  

So if you keep reading this report, you will 

read what I learned over the last two years 

through my own trials.  
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Here’s An Example Email 

Campaign You Can Replicate 

ET’S TALK ABOUT how you too can 

build a stable business with product 

funnel in the backend.  The setup is 

not complex, but there are certain steps 

must go into the structure of your info 

marketing blueprint. 

  Step 1 – Publishing a report or 

video that can be consumed in 

ONE setting, using a squeeze page 

and building email subscribers.  

No surprise here – This is the first (and 

could be the only) chance to make an 

impression on your subscribers.  

The whole goal here is to make people say 

OMG after they’re done reading your 

report.  

*Hint - Explain an unconventional concept 

that goes against their current belief. 

This has to be a short report, just enough 

for their light bulb to go off as “ah-ha”.  

This will encourage subscribers to keep 

opening future emails from you.  

If you don’t believe you have sufficient 

credibility in this area, the best thing is to 

pay someone for one hour of consulting 

L 
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and interview an expert. You can ask the 

expert in advance what questions you 

should be asking and how he wants you to 

introduce for the call.  

Then download free MP3 Skype Recorder 

to add it onto Skype. Get on the call with 

the expert and record the interview.  

After MP3 is made, use Audacity to clean 

up the audio file. If you do this once, you’ll 

learn how easy it is to do interviews.   
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  Step 2 – Teaching and selling 

techniques that help people help 

themselves.  

Notice I said “… to help people help 

themselves.” It’s my belief that it does no 

good to just show people something, but 

it’s important that the education-based 

emails make people want to take action. 

My newsletters incorporate audio and 

visually rich content to stay authentic and 

familiar. *Hint - The more people feel like 

they know you, the easier to sell high ticket 

items. Give great content and people will 

buy from you over and over. 

In fact, great content make readers to stay 

subscribed to your email no matter how 

busy they are.  
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  Step 3 – Promoting subscribers 

only offers and time-urgent 

discount coupons. 

I will share with you a method I don’t 

think anyone else is openly sharing (but I 

think it’s clever).  

I purposely limit urgency 

when I write regular sales 

letters – I know most 

people just scroll down 

to the price before they 

decide to read the rest of 

the sales letter.  

But as soon as I begin sending “limited-time 

only” deals through email campaigns, 

suddenly, I see the same sales letter turns 

into a selling machine.  

So what I do is I primarily sell through 

emails and don’t depend on the cold traffic 

that stumbles upon the main sales letter. I 

want people to first come into my email 

campaign and if there is no pre-existing 

trust, I don’t expect them to buy from me. 

For this reason, I write my sales letters with 

little urgency.  

Also, my websites won’t 

show links pointing to 

any products, I want 

people to get introduced 

to my products overtime 

via email. 

In fact, my regular sales 

letters list prices higher 

than what I am willing to sell products for.  

By offering email only promos combined 

with time sensitive offer, the offer will look 

more like a good deal because of the price 

comparison there. 
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 Step 4 — Cross promoting 

products and services with more 

 urgency. 

In this step, I “make a deal” with my 

customers who didn’t buy using the 

method in Step 3.   

For example, a promotion goes something 

like this, “When you buy Product XYZ 

within the next 48hrs you get Product ABC.” 

I call these a “dream offer”. Just watch the 

late night infomercial. Usually, there is “you 

get two for the price of one!” deal at the 

very end of the pitch. That’s the “dream 

offer”. One is a good enough deal, but by 

adding one more to the component, you 

get to “seal the deal” by combining it with 

a limited time offer. 
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  Step 5 – Offering a group or one 

on one coaching to my list.  

This is where your bulk of the profits will 

come from. Some people decide to hire 

you as their coach for premium fee once 

they see you deliver.  

If you don’t like to do coaching, you can 

introduce some kind of membership with 

continuity built in it.  

These are just a few examples, and I set up 

my follow up emails to invite the 

subscribers to become paid customers or 

coaching clients by mostly teaching how to 

sell. 

You might think it would be contradictory 

to teach “how to sell using emails” when I 

am trying to sell anything to my own list, 

but you’ll find that’s what people want to 

learn most when they are on your list – the 

only reason they are on your list is they 

might have something to learn from you.  

And, if you haven’t realized it till now, 

that’s what I am doing in this report – 

teaching you how to sell. I keep it 

transparent because I find this approach 

resonates with a lot of my clients who feel 

they have been held back from other 

veteran marketers who prey on the 

inexperienced.  

I believe people sign up to my lists, hoping 

they can learn how to sell better, so I give 

it to them.  

What You Saw In the One-Time-Offer 

When You Downloaded This Report 

I explained in how my regular sales Step 3 

letters show little urgency.  
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This is because I believe it’s difficult to 

create the feeling of genuine urgency using 

a static sales page. Even if I added scarcity, I 

don’t believe people take the offer 

seriously.   

In fact, these scarcity tactics don’t work for 

me. I am so used to thinking that if I come 

back to the same website next week, I will 

see the same deal offered so I have no 

reason to act on it today.  

Let me show you how I control the sales 

process and add urgency. 

When you opted-in for this report, you 

saw the One-Time-Offer for a list building 

course.  

My normal price for the product is $197.00, 

but with urgency added during the offer, 

and the huge discounted price, it creates 

real urgency to buy.  

I use my favorite shopping cart to do this. 

If you click away from the One-Time-Offer 

page, the cart configures the sales page so 

that you cannot go back and see the offer 

again.  

For some offers, I even add more bonuses. 

So not only I would be offering the course 

for $147 if you buy it today, but I will also 

throw in another DVD that I normally sell 

it for $97 with the following line – if you 

email me the receipt of purchase within the 

next 48hrs (Step 4 technique where it’s not 

only “time sensitive”, but also “hard to pass 

by” kind of deal).  

This makes the offer very irresistible. And 

for this to work, you’d need to be offering 

truly urgent offers.  

Of course, the more products you own, the 

more choices you’d have crafting the offer. 



The Little Known Secret Most 

Marketers Are Too Busy For 

 HAVE FOUND that the more people 

see follow up emails, the more they can 

“pre-view” a sample of my coaching 

session.  

I try to enhance this “meeting the coach” 

experience by adding multi-media samples 

of my recording to connect with my future 

clients more deeply. Basically, I am closely 

mimicking the relationship people would 

have if they were to see me in person.  

Now when I say “multi-media”, I mostly 

refer to audio recordings.  

In Internet Marketing, the market has 

gotten so accustomed to reading emails – 

the voiceless communication. 

By adding audio and video samples in the 

mix, subscribers can begin adding pieces 

together to paint the big picture of what it 

would be like to work with you. 

And after enough pieces are put together, 

some people will raise their hands and say, 

“I want to get results faster – I need a coach, 

how much would you charge me? 

At that point, no more selling becomes 

required, not even need to offer money 

back guarantee.   

It might sound too simple to believe, but if 

you add audio recordings, it’ll do wonder 

for your subscribers.  

(Videos are good, but they must be really 

good because it’s more active learning and 

requires a lot of their attention.  

  

I 
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The Myth of $27 Ebooks… 

OO MANY NEWBIES think by 

promoting $27 ebooks on Clickbank, 

they’ll make money on auto-pilot. 

The problem is, when all you have to offer 

is $27 ebooks, people will believe your 

solution is only worth $27.   

$27 product is a great entry level point 

product, but unless you have more 

products to sell on the backend, that alone 

will not let you survive in a competitive 

market. 

Why not study this business until you can 

market a product for at least $97.00? You 

can add more value by interviewing 10 

experts in your niche and add recordings to 

the product.  

If that’s too much trouble, how about 

purchasing resale license for existing high 

ticket products and sell it?  

I often buy these premium resale rights to 

digital products, and if the license allows 

me to convert into physical products, I’ll 

create new products and prevent others 

from copying exactly.  

Later in my email, I will share with you a 

few ideas where you can acquire licenses to 

existing products.  

Do You Have Multiple Sales Funnel? 

What’s the best way to profit from Internet 

Marketing? “Build a list,” this seems to be 

the answer everyone likes to give.  

This advice is incomplete especially for 

people who’ve never had a list of their 

own.  

T
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The more complete advice would be a 

blueprint that can show you how to move 

your customers from low-ticket items to 

high-ticket items.  

In fact, if you’re starting from scratch, I’d 

rather teach you where to find multiple 

products to sell before teaching you how to 

build your list.  

To me, the most important topic I think 

anyone in the info publishing business 

should study is how to build a sales funnel. 

I would have at least 90 day email 

campaign before sending traffic. This will 

ensure you profit from your very first list.  

Let me show you a few ways to profit from 

your list the first time you build it. There 

are a number of ways to profit from list 

building without building sizable list.  

For example… 

List Segmentation – No Ordinary Way 

to Build Lists 

It’s a fact that not everyone on your list 

will be interested in the same information.  

Even in Internet Marketing, sending 

“Offline Marketing” product promotion to 

someone who are on your list to learn 

about “How to make money with Adsense” 

are less likely to become interested in the 

cross promotion.  

But if you get on Internet Marketing lists, 

this is what most people experience – they 

sign you up for a freebie and keep sending 

offers to you over and over.  

And here’s an example of how I segment 

my list.  
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  Step 1 – Initial list 

My subscribers opt-in for whatever my 

squeeze page is claiming to solve. This 

builds your first list.  

  Step 2 – 1
st
 “Segmentation” by 

offering more squeeze pages  

While the main list remains in the same 

theme, my list will soon receive different 

squeeze pages.  

Yes, this means run a separate squeeze page 

to the List #1, offering similar, but a 

different solution. I make people on my list 

to opt-in again to get these emails.  

By so doing, you’ll come to know the 

needs of your subscribers better and you 

can start building courses based on the 

specific needs of each list you segment.  

 Step 3 – Start a new campaign to 

ONLY those who opted-in for the 

 2
nd

 list 

Keeping the same theme in List #1, start a 

new email campaign for List #2. Don’t run 

the same promo to these two lists.  

Treat them as two different lists. I would 

add audio recording, teleseminar etc to this 

new list.  

Based on the interest of List #2, start 

promoting something that solves problems 

for List #2. 

Keep feeding this 2
nd

 list with excellent 

information and discover the pains and 

needs so you can craft the best solution for 

this group. 
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 Step 4 – Cross promotion with 

 urgency 

This is where things get interesting. You 

say to the people on List #2, “hey, if you 

purchase XYZ within the next 48hrs, you 

can buy ABC”, offering the product I 

would be selling to List #1 as the 

premium bonus for anyone who 

purchase product pitched to List #2. 
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  Step 5 – Go back to Step 2 and 

keep building more products and 

squeeze pages 

our subscribers eventually opt-in for Y

multiple lists, and if they purchase any of 

your products, then you should also create 

“customers only” lists for each purchased 

product, which will upsell your high ticket 

items…  

As you can see, the more funnels you can 

create, the more opportunities you will 

have to connect customers to higher ticket 

items, creating multiple income streams.  

If you sell 10 front-end products ($97+), 

there would always be people want to 

experience more sophisticated training 

($497+) and eventually master your 

knowledge ($1997+).  

If you don’t believe people will pay you 

this much money for your solution, just 

present your offers to more people until 

they will.  

What if you could just sell $97 product 

every month and one of your customers 

upgrades to $497 and another customer 

upgrades to $1997?  

That alone adds another $3658.00 to your 

bottom line for the next 12 months, which 

is $304 per month additional income.  

$97x10 •10 initial sales 

$497 
•1 or maybe 2 
customers upgrade to  
"mid ticket" item 

$1997 

•Some even upgrade 
more to  "high 
ticket" item  



This may not be a big number if your focus 

was to earn additional $3K and not $304 

per month.  

Then I’d say, shift your focus.  

If you have an offer converting, all you 

need to do then is to add more traffic.  

Many people give up quickly because they 

try to earn $3K a month and not $304 a 

month.  

Wouldn’t it be a lot easier to first earn 

$304 per month rather than $3K a month? 
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This is the REAL strength of an effective sales funnel. 

Once you figure out how much your backend offers convert, 

you can increase traffic and move to paid traffic. Based on the 

conversion rate, you know in advance how much profit you will 

make = no risk. 

  



The Art of Upselling and Cross Selling… 

Okay, if you’ve read this report up until this point, you now should understand that a 

small ebook alone would not make you a full-time living. You need the backend.  

In this chapter, I am going to introduce a few upselling methods I hope you can implement 

in your business.  

Read-Listen-Experience-Master 

So let’s say your first product happens to be an ebook. What your customer is doing now is 

reading your information. We are going to assume this in the price point of $47.  

Next, the customer listens to your audio product. We are going to up this product now to 

$99. Each audio CD can contain up to 80 minutes of audio, so if you recorded for two 

hours, it can turn into 2 CD-Roms.  

They can experience more by watching your over-the-shoulder video you recorded ($497). 

Then finally, they can master what you know by offering them your premium coaching 

($997). 

That’s a sample sales funnel. Obviously, I oversimplified it so that I could quickly explain it. 

The whole process cannot be simply explained in an ebook.  
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REAL LIFE CASE STUDIES 

I am going to list a few case studies to illustrate how marketers profit from the same 

customers over and over by mastering upsells.  

The other day, my wife came home with a piece of paper showed she signed and said it was 

a promo and was pitched in the mall.  

She bought a $13 portrait deal to bring our family and receive a few portrait pictures. I 

believe these are usually worth at least $30-40+ normally. 

A week later, we took our three kids to the mall and took pictures where I saw many 

families doing the same. Another week went by and this time we were to pick up the 

finished product.  

The same families were there and they were all buying more pictures than the $13 deal they 

paid for. When it was my family’s turn to see the pictures, I observed their upselling 

technique.  

The kid who was pitching us the product was upselling customers to $109 packages of 

pictures. 

It was a brilliant tactic. All of us were hearing “if you buy these other sheets, they are 

normally $30 a piece, but you could have all the rest for $109.00”  
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Another example is from my friend, Jashin, one of the most brilliant guys I know, teams up 

with a MLM guru. 

He and the guru record one hour audio, and use it as the lead generator.  

Those who opt-in for the lead get pitched for the entry level $47 product where he and the 

guru cover more details about revealing their “millionaire secrets”. I believe he simply 

pitches this via email for the next 7 days.  

Out of all the people who opt-in for the initial, free audio, about 2% end up buying the 

$47 upsell within the 7 day email promo (They call this The Funded Proposal). 

And, this is where they get even more brilliant.  

Once these customers purchase $47 audio product, the MLM guru himself picks up the 

phone and calls these customers.  

ABOUT 25% OF CUSTOMERS who purchased the $47 product, end up signing up for their 

MLM package, which starts from $1500 to I believe upwards of $4000.  

Yes, that’s 25%, you heard me right. This is how they dominate in their MLM business. 

Because their competitors in the same company have no system such as this, all others do is 

pitch their MLM business and wonder why they can’t recruit as many as these two guys 

seem do with very little effort.  
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The initial $47 sales cover the cost of promotion where they at least “break even”. So as 

long as they profit from the backend, they’ll be in profit and ahead of competition.   

 

Another smart marketer once told me that he sells $27 product. Of all the people who 

purchase his initial product, about 20% purchase the first upsell, which is $97 product.  

Then he upsells these customers (only ones who purchased the $97 product upsell) to $997, 

and about 5% of all the customers who purchased $97 end up purchasing this $997 product.  
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When they say no to the $997 upsell, he sells the “light version” of the product for $697 

and about 7% of people purchase this downsell. And whoever purchased either one of the 

products gets taken to the final product for $297. 

 

It’s important to note that he upsells different products each and every upsell. For example, 

the initial $97 is NOT something that it’s lacking in the $27 core sale.   
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Another product launch I was invited to join as affiliate went like this. This was a Clickbank 

product with $47 initial product. Then comes the upsell for $97, if the customer says no, 

there was a light version of that for $67.  

Whoever purchased either one of the upsell got taken to the $197 upsell #2 with $97 light 

version downsell. Then finally, whoever purchased the upsell #2 was taken to the 

$57/month continuity.  
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Once again, these upsells were all different products and not anything that lacked one to 

another. The point is not to upsell things the customers go through “buyer’s remorse” for 

not choosing the best option during the initial sale.    

These examples show how having multiple products for sale add to the bottom line. The 

more you have products for sale, the better you’re going to add multiple streams of income.  

Your Next Step: What You Must Do Now 

Now you have heard me explain and simplify the complete blueprint A to Z, I need to fill 

in the between to finish the report.  

Don’t worry if you felt somewhat overwhelmed by all the information mentioned, we are 

going to break this down.  

We are going to talk about three things – 1) traffic 2) product creation 3) backend 

promotion.  

1. TRAFFIC 

For traffic, we are not going to do anything fancy. You will commit to write 5 articles a 

week, convert one of the articles to video slides, another to PDF, then another to audio. All 

the articles go to Ezinearticles.com, the video uploads to YouTube, audio goes to iTune, and 
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the PDF goes to free ebook PDF directory. Do this for a month and watch it takes off (and 

take a break) -- You’ll soon start seeing Google giving you plenty of free organic traffic as a 

result of your campaign.  

Of course, the more the better, so don’t necessarily stop here after 30 days. If you can get 

up to a point you’re getting 100 visitors to your squeeze page, at 20% conversion rate, 

you’ll get 20 new subscribers every day (or 600 a month).  

2. PRODUCT CREATION 

Okay, so you need a product to sell, and what we’re going to do is to create audio products. 

I have personally learned resorting to ebook creation just is not for everyone, plus you can 

no longer command higher price for ebooks today so we’re going to stick to audio.  

First, write an outline with a list of 10 main topics. Give clear steps for all of the topics and 

start recording. Create some study guide, maybe add transcribed PDF and make them really 

nice. Don’t cut corners here, hire a designer if necessarily.  

There you have your audio product. The more you do this, the better you can build your 

product funnel. Let’s price this product for $47 for now. 

3. BACKEND PROMO 

Your initial product is sold as OTO as soon as your list subscribers opt-in for your free 

download. Here you will make a lot more sales than you ever do by sending cold traffic to 
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your sales letter. If you plug in your $47 product here and let’s say you can convert it at 

slightly higher rate than you would normally do with normal sales letter, you’re going to 

convert it to sales at 3% rate.  

Out of the 600 subscribers opt-in for your freebie, at this point, you’re making 18 sales at 

3% sales rate. You could potentially start earning $846 monthly at this point, assuming you 

do have 100 visitors a day for your squeeze page and your OTO is converting at 3%.  

How about just convert at 2% and make $564 monthly with only 12 sales? Whichever the 

conversion rate may be, now you have at least the base rate you can reference and predict 

when you can break even to invest it for paid traffic or outsourcing.   

Then every day, you write one email to that list and upload it on your auto responder to set 

it to go out for every new lead comes in, promoting your products or affiliate products.  

When you’re starting out, I suggest you don’t do broadcast emails, just write a new, timeless 

email every day and upload all your emails to your auto responder.  

This way, you do the work once and just watch conversion rate for each campaign. Tweak 

sales letters and do split testing. Google Website Optimizer will be your best friend.     

Start out by at least writing 90 days of emails. The more you write, the more you make sales. 

Of course, if you’re only selling your own products in this example so if you’re planning on 
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doing this, you’d need to continue producing products so that these emails can market for 

you on autopilot.  
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Conclusion: How Would You Build Your Blueprint? 

The reason why I named this report the Turning Point was because I believed once a 

marketer gets the importance of upsell, it could be the single most important knowledge you 

need to experience a breakthrough.  

But I know from firsthand experience how hard it is to build a profitable sales funnel with no 

blueprint.  

So what I decided to was, for a limited time, I am taking a few clients a month to personally 

work with me one on one and master how to build a sales funnel, drive traffic, build lists 

and create products. If you need a mentor to motivate you and hold you accountable, this 

program may be for you.  

Together, why not draw a complete your own blueprint? 

To apply and check availability, please refer to this link http://asktak.com/media/ 

This is a serious project that will require homework and some capital to make it work. But if 

you stick to it, it will be well worth the hard work. If you’re ready and serious about 

building your own blueprint, go sign up now.  

http://asktak.com/media/
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Here are a few tools and resources I used to create this report. For more complete listing, 

please refer to http://www.asktak.com/news 

 

1. Smart Draw – this software was used throughout this report to create stunning 

flowcharts. http://smartdraw.com  

2. Mindjet – For MindMap, I use http://mindjet.com  

3. Microsoft Word 2010 – I only formatted this report using Word. Page Layout, 

Columns, Orientation and fonts were often tweaked to format this report, but 

nothing more. http://office.microsoft.com/en-us/word/ 

4. My choice for shopping cart. http://premiumwebcart.com http://nanacast.com 

5. WP OTO – a simple script to run with WordPress to start conducting true One-Time-

Offers http://wpoto.com  

6. WordPress – my favorite choice of blog platform http://wordpress.com 

7. Thesis WordPress Theme – I use Thesis for most of blogging http://diythemes.com/ 

8. OptimizePress Theme – I also use this theme to build squeeze pages etc 

http://optimizepress.com  

9. EzineArticles.com – drive quality traffic by submitting articles. 

http://ezinearticles.com  
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