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March 25th 2015 Group Coaching Call 

 
YARO: All right everyone, I've hit the record button. This is Yaro Starak and 
welcome to our monthly coaching call, our mastermind call for people in my 
Blog Mastermind program or part of the EJ Insider Coaching community. 
You should be available or should be either in attendance or, listen to the 
recording of this call and as you can tell, it is being recorded.  
 
So, if you're one of those lucky enthusiastic people who decides to raise 
their hands to ask a question live today, do bear in mind that it will be 
recorded. That's an opportunity for you to also mention your website 
because it will go to anyone who downloads this recording forever but, also 
it is public so, you might want to have your best persona on, maybe not so 
much swearing. We haven't had any swearing yet on this coaching call so, 
we're in good run. 
 
So, for those who are live with me on the call, if you would like to raise your 
hand so, I'll be notified on my control panel, you just have to press the five 
and the star key on your telephone dial pad or your Skype dial pad or 
whatever it is you're dialing in with right now and that will raise your hand in 
the system and I will know that you want to ask me a question. So, that's 
five and star. You can do that now and I'll be notified. 
 
I am going to jump straight to some of the email questions that were sent in 
advance because I have a lot of them to get through and I really want to 
dive in. 
 
So, we're going to start with Erwin's question. Thank you, Erwin. He's 
asking... 
 
I am about to launch my first email course with a goal of getting ten 
coaching calls during the pre-launch blog phase. On Blog Mastermind, you 
talked about using Facebook ads as a good place to promote an email 
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course and build a list. My question is aside from Facebook ads, what other 
options would you recommend for me to market this course? 
 
Okay Erwin, you're talking about a course but, you're also talking about 
coaching calls. I am assuming, when you say 'course,' you mean the email 
course that leads up to the coaching calls since that is what I am talking 
about as a test for your blog. 
 
Facebook ads is actually a little bit difficult to do if you're not clear on your 
value proposition offer you're trying to make to people... I am not sure if 
you've gone all the way through to workshop four yet because that's the 
one about traffic and there's literally, well, there's actually 100s if not 
thousands of options for growing your audience online and also for growing 
your email course to run this test. I recommend to people you actually pick 
one channel. 
 
Now, there's a bit of a catch-22 situation when you're doing the test at the 
very, very start because you don't know who your audience is yet you have 
to go try and find some people to get on to your email course, to do some 
kind of live coaching or some kind of interaction with people who are your 
target customer to learn more about them.  
 
But, if you don't know about them already, it's hard to know who to look for. 
So, I actually think one of the better ways to start this is to look in any 
existing communities that are already popular on the Internet and that thing 
is like forums and Facebook groups, even existing blogs that have a large 
audience and spend some time there. 
 
In particular, forums are actually quite great for this because if they are 
active, you can build up or qualify this by being a good contributor to the 
forum and use the signature there to send people back to your sign up for 
your email course. And, that's free. It just takes the time that you have to 
put in to growing your presence in that area. 
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The good thing about it though if you know the community is about a 
certain subject then, you're going to find that interested party that you're 
looking for in the community. You have to just find the right community. 
 
So, my recommendation starts in that direction. If you do want to play with 
advertising though, Facebook ads and Google Ad words are by far the 
leading and very, very well-established platforms now especially Ad words. 
 
There are a lot of other platforms out there though for buying advertising. 
You can go pay an ad on Twitter if you want to right now or Pinterest is just 
getting started -- I don't think you can quite do Pinterest yet as a public but I 
know some companies are casting advertising there and you've got 
Instagram advertising... There are so many different ways. And, what I 
recommend you do, I recommend this to everyone, is pick one platform that 
you really like, you really enjoy using it, and you can see that your audience 
is there and just focus all your energy to begin with on one platform. That 
for me is the most important piece of advice I can give you, is the concept 
of focus, especially when it comes to growing your traffic. Stick to what you 
enjoy and what's working and really build a profile there. 
 
All right, Erwin. I hope that helps. I'm going to jump back to live questions. I 
have the first live caller. Here we go. 
 
Hello? You're live. 
 
RYAN: Hey, Yaro! Ryan Andrews Jiesky. How are you? 
 
YARO: Good Ryan, how are you? 
 
RYAN: Fabulous! Fabulous! I hope your travels are not wearing on you too 
much. 
 
YARO: I've always wondered how to say your last name Ryan. I'm glad I've 
heard you say it now [chuckle]. 
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RYAN: Well, you know I also do acting in my stage image, Andrews Ryan 
Andrews. It's a Polish name so it's Andrew Jesky, that's Americanized but 
the Polish written is Andrew Jiesky. 
 
YARO: Okay. 
 
RYAN: Yes, it's a tough one.  
 
YARO: Yes. 
 
RYAN: I wanted to touch base with you.  I am going to be rebuilding my 
site. I've mentioned that on the forum. The most difficult thing I am coming 
across is what plugins to use for Wordpress to make it more... I am not 
asking you to speak masterfully about Wordpress plugins. I don't know if 
that's your expertise or not but, I'm wondering from the travels 
unannounced at the blogosphere, if you've come across the best 
membership plugins and shopping cart plugins because I am going in and 
out of this in the whole Internet looking for the best option. It doesn't seem 
to be anybody has any magic answer. 
 
YARO: And unfortunately, I don't have a magic answer for you either, 
Ryan. This is really a sport for choice situation. I think, especially 
nowadays, when I started, there were only three or four that people talked 
about and now, there's ten or twenty or thirty options just for Wordpress 
plugins for membership sites and shopping carts and so on. 
 
What I, actually I was speaking to another member, Nathan Chan, he was 
having difficulties deciding between using Sam Cart or Shopping Cart or 
Kajabi Next which also has a good system delivering membership content 
and I use Ontraport. In the past, I've had just standard Wordpress with 
Clickbank as a shopping cart sort of integration. 
 
So, you can go as far in this as you want to. One piece of advice I 
recommend to everyone is avoid the Frankenstein syndrome of trying to 
put together too many different plugins / third-party solutions for these 
things because it gets complicated when you're trying to have for example, 
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one shopping cart connecting to one upsell system, connecting to one 
membership site system. This is actually why I do deliberately just use 
Ontraport for my business because it's the shopping cart. It comes with the 
plugin that you can use with Wordpress that integrates with their system for 
delivering membership. That's how everyone gets my products. They get 
different membership levels to access them. Infusionsoft does the same 
thing. 
 
After that though, you've got to, like you want to just focus on shopping 
carts. You've got things like Sam Cart, like 2Checkout. There's a lot of 
options, membership sites -- you've got Wishlist, you've got Kajabi and 
there's all these overlap because some membership systems are also 
shopping carts, are also email autoresponders.  
 
So, you have to decide, "What do I need? Do I want to piece together one 
autoresponder with one shopping cart with one membership plugin or I 
want to get one, two that does all three or one, two that does two of them 
and another one for another reason." 
 
I really think the answer to the question is to actually write down what's the 
most important thing you need and then, find the best provider of that 
specific thing. Like right now, if you're looking to do upsells, you might go 
with Sam Cart because they've got a really elegant upselling funneling 
system including split testing and so on. 
 
But, if you wanted everything in one system so that you know the people 
are being tracked individually, everything they do is being tracked in the 
system, so it's not trying to connect through your system then, you're going 
to need something like Infusionsoft or Ontraport or One Shopping cart, 
something where the purchase is directly linked to the email database 
which is directly linked to a tagging system and that's something you can 
only do if you have an all-in-one solution. It gets more complicated if you 
got one thing running email and another thing running payments and 
another thing running membership sites. 
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I'm not sure if that actually helps you, Ryan but that's what I've got for you 
in this subject.  
 
RYAN: I appreciate it. That's a very solid answer and it validates some of 
the things that I've already been looking into like I've heard a couple of 
people mention Sam Cart. Sam Cart has a new launch. It is right now 
happening. So, I may look into that. 
 
Have you ever heard of anything called Member Mouse? 
 
YARO: Yes, yes. I've heard of MemberMouse and MemberGate and 
aMember, those different ones. 
 
RYAN: Yes, MemberMouse has, I mean, I have broken down what I'm 
looking for and that is I need a membership plugin and I need a shopping 
cart plugin and I need to be able to one click upsell. 
 
I think that having email in on that, maybe not as according to the, probably 
just my MailChimp account and any one of these plugins are going to work 
with MailChimp. But, I just wondered if you've heard anything good about 
that. I'm just looking for... This sounds, the point that I really want to get at 
so that I can move on --. 
 
YARO: Yes... Right, the only issue there you've got is you plugging in 
MailChimp to MemberMouse to Sam Cart and yes, they are designed to 
integrate but they are not going to natively do things that for example, I can 
do with Ontraport. 
 
So, if you're looking to spend money on those three systems, and you 
know, MailChimp is a fairly introductory email autoresponder too. You can't 
really do that high-level segmentation with it that you can with Infusionsoft 
or in Ontraport, tagging whether someone visits a page on your blog and 
giving them a new tag and then, adding them into a sequence which has 
some offers. There's all kinds of things that you only get when you got all in 
one. So, my biggest piece of advice is just question whether Infusionsoft or 
Ontraport is actually a better choice right now because you won't need to 
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add anything else in the future to it. They all have one-click upsells. They 
all have the shopping cart, the membership plugin, it's all managed in that 
one platform. And that really helps simplify. 
 
Simply put, you're going to spend money on integration when you're having 
three things to connect together, as simple as that. 
 
RYAN: So, when it comes down to it, I've got to decide whether or not I 
want to bite the bullet for $200 a month for Infusionsoft and just get it all 
done with right out of the gate and then, hope that my new website launch 
with my program is going to actually make that make sense for $200 every 
month. 
 
YARO: Yes, well what you're going to spend $100 a month on Sam Cart on 
it already... 
 
RYAN: Yes, I wasn't looking... Because of the price, I guess, I wasn't 
looking at Sam Cart because it is, I mean, it is going to be expensive. And, 
somebody is using this probably straight outright. I know MemberMouse is 
up for your first 1000 members, it's only thirty bucks a month. 
 
YARO: Yes. 
 
RYAN: So, you know, I don't know. But then again, I don't just want to 
make the shift if it doesn't work. 
 
YARO: Yes, it's hard to just post it in YouTube because I realize two to 
$300 a month is lower than what you would spend on the other one if 
you're just paying one off fees.  
 
That being said, once you switch to Infusionsoft or Ontraport, you're pretty 
much set for the near turn of future. There's no upgrading. There's no 
things you'll need to add to what you're doing. The question is do you see 
yourself getting the cashflow from your business to justify the cost as well? 
You're still in a phase where you've got six months to a year where you can 
see yourself making good money and maybe, you do want to test out with 
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something a little simpler knowing that in a year or two, you'll be upgrading 
to Infusionsoft then. 
 
RYAN: Mm-hmm. Yes, I think that makes more sense. What I don't want to 
do is I don't want to withhold forward motion on the right move simply 
because I don't want to pay the cost of it but, if that cost is going to be 
equal way more business then, I need to make that choice. I feel like I 
withheld that the first time I built the site last April and now, I am having to 
rebuild it anyway but, I want to do it for the right reasons. I don't want to 
withhold just for the sake of being cheap on it or something. I'm trying to 
get the most out of it. I do want to make sure I build it the best way I can. 
 
YARO: Well, the irony of this is that Sam Cart is going to actually do some 
things that Infusionsoft can't do as easily so, there's some benefits with the 
other tools as well. That's why I say to pick the things that matter to you the 
most.  
 
The discussion I had with Nathan was quite difficult for him because he 
needed a good community content delivery system and a good upsell 
shopping cart system and Sam Cart won on the shopping cart and Kajabi 
winning on the membership area. And, Kajabi yes does upsells but not as 
well as Sam Cart and it doesn't have an integration with Sam Cart either. 
They don't allow that. So, it's a case of what's the priority. Do I think it's 
more important to give a brilliant content delivery experience or is it more 
important to have more tight control over my upsell testing process? And 
that's a hard choice. It would be nice to have both. 
 
You're going to get a good level of quality though with anything. At the end 
of the day here, like right now, I'm frustrated because Ontraport doesn't 
have some things that Infusionsoft does have but they are not the most 
important things. I'm running a business, I'm making sales, I've got one 
click upsells. I've got a lot of things I'm not doing with a platform that it can 
do so, it's just sacrifice the little things and more important, bite the bullet 
and get the job done. 
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RYAN: That's good advice, yes. I just want to move forward with this thing. 
All right well, I appreciate your time here. Have you had any problems with 
Paypal on one-click upsells? 
 
YARO: Not great for subscriptions. Paypal, unfortunately, this is one of the 
issues with Ontraport is they don't seem to let you have normal Paypal 
subscriptions with their shopping cart. I think Infusionsoft does though 
which is one of the probably the number one reason why I would prefer 
Infusionsoft for that difference. Outside of that, I don't know much. 
 
I am using Paypal Pro, their sort of merchant facility which is a bit more 
integrated than just normal Paypal. No problems with that but there's 
always some kind of problems requesting payments. I've never had a 
perfect experience with collecting payments because you got the bank 
saying, "No, I won't allow this," or, "No, I won't allow the first purchase but I 
don't like this upsell business because it's two purchases in a row. That 
seems dubious to me," and that's on a bank by bank basis. So, you know, 
you're not in control in a lot of these. 
 
RYAN:  All right well, good advice and thanks for these calls. I really 
appreciate it. I'm going to get off the phone and let you continue. 
 
YARO: No problem, Ryan. If you do want to talk some more though, feel 
free to raise your hands again as I keep going and I'll speak to you in the 
forums. 
 
RYAN: Great, talk to you then. 
 
YARO: Okay, bye. 
 
All right, I have to say the Internet in Vancouver is definitely quicker than in 
Brisbane. It's nice to be on the Northern Hemisphere. I think the distance is 
not quite as far as from Australia. 
 
All right, I am moving on to another email question. This is from Judy. Judy 
asks... 
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Question regarding assessing affiliate products for my funnel. I understand 
there are many affiliate sites like Clickbank, JVZoo, Commission Junction, 
Chikita, eBay partners etc and many other affiliate products that can be 
sourced from other websites. 
 
My questions are, number one, apart from relevance to your business blog, 
what are the five critical factors in choosing affiliate products? And, number 
two, from the affiliate sites containing many products and categories, which 
ones are known for quality products and three, do any of the affiliate sites 
specialize in different categories? 
 
Okay Judy, you've hit something that I don't have a strong point in and 
certainly not recently as I no longer focus much on affiliate marketing. I did 
do more affiliate marketing in the past and this is actually the answer to 
your first question, you're asking me, apart from relevance to your business 
blog, what are the five critical factors? It's funny that you choose five but I'll 
give you the ones I can think of.  
 
For me, the relevant thing is actually the most important thing. So, making 
sure that you're recommending things that you personally use or have used 
or know the provider of, that always was the deciding factor. I promoted 
products that I bought myself. I still have links for things like Aweber, 
Namecheap for domain names, Blue Host for hosting, things I've used in 
the past for affiliates. And, that makes sense to me because you can 
recommend things you actually use. 
 
I've also recommended courses and products like training programs and 
membership sites, eBooks and so on from people who I know. Again, there 
are people who I've studied some of their materials, maybe not the course 
I'm promoting but I know some of their other works. 
 
So, for me, the reason you make a sale from affiliate products is you're 
sending the right products to your audience and they actually need it. And, 
because they trust you, they buy it from you, especially if you include some 
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kind of bonus that goes along with it. That's always worked fairly well. So, 
that, I think is more important than anything else. 
 
Now, that's why you look at your own business niche and then, try and find 
the affiliate products. You don't do it the other way around. You don't go 
and find affiliate products and then, try and build a market around them 
unless, that's your business model. That's usually not the model I follow 
because I'd rather go deep in the subject that I know I can provide value in 
and then, find the best way to monetize it. 
 
So, I don't know if that's five factors for you there. Obviously, little things 
like what's the conversion rate on the product. Some other systems like 
Clickbank will show you that. They have a gravity score for that, how big is 
the commission, that's a bit important to me in the past. So, obviously, you 
make more money if you can earn $500 to $1000 per sale than you do from 
making $5 to $10 per sale. Not every market has products that pay that big 
a commission but there's some that do.  
 
So, it's worth looking for higher commissions, recurring commissions were 
really important to me. I'm still getting a check from Aweber. I've been 
getting a check from Aweber since about 2006 or 2007. That's a long time 
every single month. I still get a check from them. So, that's great.  I think 
any sort of subscription products you can recommend are worth doing.  
 
Also, any upsell process the affiliate has, so if they have a way to increase 
the value of a purchase. So, if you're recommending an eBook that also 
includes an upsell for some sort of subscription and you get paid 
commission on both things then, obviously, that's another way to increase 
the value you get per sale as an affiliate. So, little things like that usually 
tied in to the funnel that the affiliates created behind the business that 
makes a difference. 
 
Well, I still think relevance is more important than anything until you're 
asking about the sites that are known for quality products. Well, the ones 
you've mentioned actually really hits the nail on the head. Those five sites 
are the ones I've heard mentioned over and over again. In particular, 
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Commission Junction. I've used Clickbank for a long time. There's some 
weird information products on Clickbank, not always... They're good in 
marketing, not necessarily always the best quality products but if they are 
in something like Commission Junction and usually there is some sort of 
process they have gone through to get approval at Commission Junction 
and quite a few businesses in my industry have gone to something like 
Commission Junction or Share a Sale. Another called Share a Sale, they 
started selling their blogging related products through that link, hosting and 
things like that. 
 
But, talking about the top players in the industries, I think you have no 
problem for those ones, and do any of the affiliate sites specialize in 
different categories? 
 
Well, my experience is that pretty much all eBooks / digital products and 
usually more information marketing, Commission Junction can be quite 
mainstream, obviously eBay's auctions, Chikita is usually more product-
based. I'm not too familiar with JVZoo.  
 
But yes, the answer is most of them, they have like kind of an industry 
specialization as in one focus on mainstream big brand products that you 
might get your, I don't know, what will be mainstream now in North America 
but certainly, you'll get your mobile phone sort of ring tones, back in the day 
was quite popular for affiliate programs.  
 
But, there's pretty much anything nowadays and let's not forget 
Amazon.com as well. I mean, if you don't have any other options, Amazon 
will have something you can sell. Just they don't have the highest 
commissions but they do have incredible product catalogue and a very long 
label system that's been around for years. So, it's certainly got high quality 
and I've heard quite a few interesting stories, people selling a book on 
Amazon which has led to selling all kinds of weird stuff like ride on lawn 
mowers.  
 
I remember Darren Rowse had a story about recommending an eBook that 
eventually led to the sale of a ride on lawn mower and he made like 300 
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callers even though it was only 1% commission, it was a lawn mower. So, 
good money. 
 
Okay, got to move on to another email question.  Thank you, Judy. I hope 
that was helpful. But, you know, affiliate marketing, great way to get started 
if you find some products you really love and use yourself. That I think is 
more important than anything else. 
 
If you do want to ask a live question, you can press five and star and I'll see 
your hand raised but, for now, I am going to jump to the next question from 
Hui. Hello Hui from the community. 
 
Do you have any tips on how to stay focused on building the blog 
business? I found myself procrastinating slowing down my progress when 
my full time job required more of my time or some other event invitations 
pop up. 
 
Yes, this is a huge subject of time management and I think it also falls into 
mindset. My advice to you, Hui is to really focus on two concepts that I kind 
of repeat over and over again. But, the 80-20 rule for finding a leverage 
point for things that have the greatest impact on the growth of your 
business and secondarily, the theory of constraints because that helps you 
to identify what's stopping you from getting the results.  
 
If you combine those two things, what is it that you don't have right now in 
your business that you need to get done that will lead to an outcome and is 
that thing going to lead to the most important outcome? Marry those two 
things together, you find the most important task to work on every single 
day and if you have a full time job or you've just got a really busy calendar, 
and all you can find is one hour to work on your business, make sure that 
one hour is only focused on those things, those high-value, high-leverage 
things that remove the reasons you're not making money or a stepping 
stone that you need to complete right now to you making money. That to 
me is the most important productivity tip at the beginning. Everything else is 
certainly something you can look at. There's a lot of managing you can do 
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with your workflow but, I think it's the decision on what you choose to do in 
any given situation is more important than anything else. 
 
So, you have to ignore your email. You have to ignore obviously, web 
browsing, Facebook, social media. It might be things like ignoring 
marketing right now because what you have to do is set up some basic 
landing page to catch your email addresses. 
 
Unfortunately, because the world of Internet marketing is so large, we feel 
the pressure to do social media, to do blogging, to do podcasting, to do 
product creation, to write the emails and all those things go into an online 
business that you're at a phase right now with your business, I don't know 
where you're at, Hui. I can't remember last time we spoke in the 
community. I'm pretty sure you were towards the beginning. So, if you're 
towards the beginning of the phase, you kind of need to ignore things that 
don't help your business right now.  
 
And that probably means ignore most of the marketing. Focus on refining 
who your target customer is, coming up with a great landing page, email 
optin offer, writing emails for that email series. Those are the things that 
need to be done today in order to progress to the point where you can start 
then going on to marketing to push people through that funnel. There is a 
sequence and you have to know where you're off to on that sequence. 
That's why you do the theory of constraints analysis. 
 
So, right now, I've got traffic. I've got some funnels. What I don't have is my 
higher priced courses that's why I'm focusing most of my productivity time 
on creating courses hence, I have been working on Blog Mastermind for 
the last six months. So, you have to know what's right for you right now. 
 
Outside of that, you've got to find an hour or two a day and schedule in 
your calendar. Try and do it first thing in the morning because then, you've 
got it all the way for the day and manage your time. Get disciplined. 
Everything comes down to discipline. If you want it, you'll have the 
willpower. Use your willpower to get the work done. 
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All right, thank you Hui for your question. I'm just going to check the live 
questions of which we have none [chuckle]. So, if you do want to ask a live 
question, I realize this time frame, it's three o'clock for Pacific Time. I think 
it's around six o'clock over in the east of North America and probably 
pushing a little bit later over in Europe. So, we're just going to see where 
this time works for people. I am thinking my previous time slot was better. I 
usually have a larger attendance but, that's all right. I have so many email 
questions to get through. So, we'll give you a chance to do that.  
 
Next one is from Nikki. Nikki, I believe is a new Blog Mastermind and 
community member so, she asks... 
 
I'm still deciding my niche but I am interested in three areas -- one, stress 
management; two, good mood foods, nutritional and lifestyle advice to 
improve mood and quality of life; and three, personal development, 
overcoming fear.  
 
I've started the Blog Money Finder process. I'm in the research phase. If 
the three areas look viable, is it advisable to test all three areas for part two 
of the Money Finder process? Can I start more than one blog? I saw 
another girl in the community had a few different blogs, or is that too much? 
Also, I am worried that I won't really be able to coach anyone about 
anything at this point as an initial test offer. Do you have any advice? 
 
Yes, Nikki. Okay, first of all, don't do more than one blog at a time. That's 
classic beginner mistake especially because you're starting new. I think 
some people who are already established, it's okay to have two or three 
blogs going because they have set up the basics, the platform is there but if 
you're just getting started, no. Do one at a time because it takes a lot of 
work just to get one going and you don't want to be diverting your energy 
across three. You'll just dilute your efforts and reduce your chance of 
success across them all. Stick to one and get going towards talking to 
some people in that market to find out answers about where you're going to 
help them which leads me to the next question about you feel you can't do 
any coaching at the moment. 
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Now, bear in mind coaching is something that's generally applied if you are 
only a subject matter expert or you want to become one, you really care 
about a subject and it's the teaching - coaching aspect that you want to 
focus on obviously as you build your business out, you're going to create 
information products, training products. Although you won't be coaching 
necessarily on live calls, you're going to be teaching. You're going to sell 
information products, courses... Maybe you'll have a community or 
membership site. So, you're there as a leader / coach. 
 
Chances are that's what you want to be given within my program and even 
with these subjects you're talking about, stress management, good mood 
food and personal development. But, I expect you want to help people and 
be a coach / teacher in those phases.  
 
So, what I would suggest you do is obviously you need to pick one of the 
three. That's the most important thing. What you haven't said to me in this 
question is you haven't said what problem people have, like stress 
management but what are they trying to achieve? What is the excessive 
stress causing a problem? What's the problem? Good mood food. So, who 
is it that actually has a problem with bad mood? What's the feeling they 
have now that's triggering them to look at their diet in order to improve their 
mood because you have to look at what's the motivating factor in an 
audience to trigger them to look for help. 
 
If they don't look for help then, it's very hard to get in front of them because 
they just aren't there. It's much easier to spend in front of an audience that 
already needs the help, really wants the help, really looks for the help.  
 
And, overcoming fear, again, very generic. You need to decide, okay, it's 
the fear of public speaking, it's the fear of flying an airplane, it's the fear of 
spiders... I am not sure if any of those things are the ones that you're 
talking about. You need to pick something that a person has in their head 
and is going, "My life is limited by this fear and I want to be able to do 
something. So, I need to overcome it." You need to know what that person 
is and what's being held back in their life and understand how they 
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describe the problems themselves in their head... all the things I talk about 
in the Blog Money Finder presentation.  
 
So, what I would suggest for you to do is pick one of those three things and 
try and get way more granular, way more specific and tie that back in to the 
area and you want to build that up as a strength. So, if you don't feel 
confident enough to coach yet, that's okay but I want you to care enough 
about that subject and the people who suffer from that problem to get good 
enough to feel comfortable coaching in the area. Pick something you have 
to see yourself practicing on a daily basis and you should care enough 
about the subject that you buy books and read about it and listen to 
podcasts about it. You read other people's blogs about the subject. You 
perhaps buy some products, community membership sites, information 
programs, courses, you really immerse yourself in that area so that, you 
really care and then, it's so easy to be a coach then. 
 
You might still feel a little lack of confidence if you actually have done some 
coaching but because you care about the subject , trust me, you will have 
enough knowledge to be able to say to people, "This is what you should 
do..." 
 
And, if you're struggling with the idea of potentially charging money for it, 
don't forget you could always do the 15 minutes free sample call first and 
that's a good way to sort of put yourself out there, experience coaching 
without the ... of having taken money from people. And, if you do well with 
that, then you just offer them the paid coaching after the free 15 minutes. 
So, it's a stepping stone towards doing that. 
 
But, in my experience, most people are much better coaches than they 
actually realize. It's just a confidence thing and it's the only ever one way to 
deal with a lack of confidence, that's to do it. You got to practice to get 
confident. 
 
When I had my first private coaching call I had on my first ever Blog 
Mastermind program, I've never been a coach before either but I thought 
that I had enough personal care and passion for the subject that I wanted 
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to talk about with people and I wanted to help them. And, that is enough to 
get you started then, you just have to practice and practice and practice 
and then, it'll get you there. All right, Nikki. I hope that's helpful.  
 
Once again, checking on our live people. All right, no hands are up still at 
this time. So, I'm going to keep moving through my pile of email questions. 
Here we go.  
 
This is from Adrian. Adrian, number one. My market Chronic Fatigue, has 
many people who do not trust because there is no cure and the medical 
world doesn't have answers, people like me who front up saying that I have 
recovered and can help you too are not trusted. Lots of skeptics, lots of 
cynics and haters that I've come across in forums and groups. Hope and 
people playing on it is such a strong issue for this people however comes 
at.  
 
I've thought about attacking this head on by acknowledging it is a problem 
and using it in my marketing and suggesting ways that I am different but I 
am not sure that is a good idea or even the best way to move forward. 
 
Okay, Adrian, I feel like this is something that you have been grappling with 
for a long time because it keeps coming up in all your forum posts. You just 
don't feel confident that people will listen to you because you either don't 
have medical qualifications or it's a skeptical market place.  
 
I'd like to point out the money making industry that I work in. If you're going 
to look at an industry where there's no trust, wow, this is one of them. 
People do not believe money making business opportunity and so on. They 
just don't trust because there are a lot of scams. They have been burned 
before and I have to sell to that market. I teach people how to make money. 
 
So, I am just like you. I have to go out there and prove that I am 
trustworthy, prove that I have a solution and the way I do it is the exact 
same way you would do it, Adrian, the same way we've been talking about 
in the community, the same way I talk about in Blog Mastermind. It's simply 
a matter of demonstrating that trust. It's about using the proof, the 
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psychological triggers, the examples of clients, the examples from your 
own life. It's about being transparent. It's about just saying who you are or 
what you are, what you did, how you did it, what happened, what didn't 
happen and then, helping some other people and explaining what 
happened to them, what they did that worked, what didn't work, talk about 
your frustrations. Talk about why you think this industry is the way it is and 
why doctors don't have answers. 
 
Remember, you're not trying to convince anyone who doesn't trust you to 
buy from you. What you're doing is helping the people who do trust you, 
people who do feel like they resonate with your message. 
 
The problem right now, Adrian, is you haven't put out anything out there, as 
far as I know, to demonstrate your message to your market. So, there's no 
chance for them to start building that trust. This is why it's so important to 
do things like put a life story, blog post or series of posts or about page in 
your blog to tell this background, to even talk about your fears like 
everything you talk about here, I'll even write this down in a blog post. 
 
I could tell you I'm worried about convincing people that what I offer will be 
helpful because of all the skepticism because I don't have a doctor 
qualification. But, you can say, you know what? I am going to put my 
information out there. I am going to see who shows up, who resonates, 
who wants my help and I am going to help them the best I can and that's all 
you can do. I do that every single day with my business. I put all these 
information out there. I've been doing this for ten years. I put out case 
studies, talk about my life, I talk about how it made money. Even then, I get 
people email me and say, "I don't believe you make this money. You're just 
a scam artist like everyone else." 
 
But, those people aren't your customers. You don't work with those people 
because they are working through their own problems. They have a lot of 
trust issues from whatever they have gone through or whatever kind of 
personality they have. They are not ready. They may never be ready. 
Maybe it's not the right thing for them.  
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You want to work with the people who actually benefit from your work and 
there will be those people out there if you're willing to put out what you 
know to the world, and that to me, Adrian, I think I've said this to you over 
and over again and the community, you have to stop worrying about this 
issue and start solving it by putting your information out there, seeing who 
shows up, helping them and I am so confident that you can do well in this 
market because you're so concerned like you're so concerned about 
helping people out there and not being trusted. I really expect you to do an 
amazing job of being transparent because of this because you're so 
worried about what other people think of your information. 
 
At the end of the day, you got to get that stuff out there and expect people 
not to trust you, expect to ignore them and hopefully find those who do and 
there will be people out there who do.  
 
I can't even imagine that people who have chronic fatigue only trust doctors 
like that would be obviously not true. They must look for other things. They 
must read other books. They must read for other people and listen to each 
other as well. I have to imagine that people who suffer from chronic fatigue 
talk to each other if they've got this problem, and probably listen to each 
other with a level of trust because they will understand someone who also 
has the same condition of which you are one of them. 
 
You are a person who had the condition and recovered. I think you've got 
one of the potential best stories if you'd only get out there and share it, 
Adrian, that's my main point here. 
 
Question two though, you asked as well, because there is no cure or 
effective medical treatment for chronic fatigue, how can I trust, for want of a 
better word, that my strategies will work for people? I don't have validated 
evidence that's why I offer works and it comes back to lacking trust factor in 
the target audience. 
 
Well ultimately, you want to build up a clientele who have benefited from 
your work. That's step one for you. Well, actually that's step two. Step one 
is to put the information out there. Step two is to then see people use it and 
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then, report back the results. That's all you have to do. The trust will come 
if you actually have information that helps. 
 
So, I guess you should turn the question around to you, Adrian. Maybe you 
can reply to me for the next coaching call or in the forum. Do you think what 
you did and what you're going to teach to other people will actually be a 
benefit to them at all? Like, do you think there's any benefit in what you 
offer as a chronic fatigue coach, teacher, support person? 
 
If you don't think you can actually help people, that would be the only 
reason I would say, "Don't go into the market." But, I am pretty sure you 
feel some level of confidence that if certain people listen and follow your 
advice, they will experience benefit. If that's the case, then just give people 
the advice and then, watch them use it, support them and then, you will see 
if your strategies work. 
 
Again, if you don't put that stuff out there, you'll never know. I mean, when I 
first started teaching blogging, I had no clue whether what I would tell 
people to do would ever work for anyone else. Thankfully, in hindsight, I 
can show all the back catalogue of case studies I have now but I adjusted 
to much fear as you did about whether anything I have done in the past will 
work again for another person. Maybe I just got really, really lucky, maybe 
you got really, really lucky with your chronic fatigue treatment.  
 
But, I doubt you feel that. I doubt you feel it's just luck. I'm sure you feel it 
was a combination of research and experimenting, really getting familiar 
body reaction things like your food, exercise and so on, and that's 
information that chances are will benefit other chronic fatigue sufferers. All I 
did with blogging was put the word out there and show people what I've 
done and gave them the opportunity to follow my advice. And, that's all you 
can do as well.  
 
And number three, given the above two questions, how can I justify 
charging money for my strategy? Well, that's simple. Do you believe you 
can provide value to other people? If you say, yes, if you think you actually 
have something of value, a potential solution to a problem, then you can 
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charge money. That is how our society works. That's how business works. 
You provide value and you get paid in return for it. The choice of course is 
for you to actually put a price tag on something as well. 
 
So, you're going to go out there and give away some information for free, 
some of it you're going to charge for and that's how you run a business. 
But, this is one of those questions that I find, I really feel like we're dealing 
with like mostly fears from your side of the fence, Adrian then, really market 
realities. Because if you look at the world, think of all the different help 
industries out there on the Internet today that have people who are not 
doctors, who are not experts, who just went through an experience who 
then wrote about it then, wrote a book, then they start a podcast and wrote 
a blog and today, have huge followings, sell a range of products and 
services, make millions of dollars on the Internet, there's tons of examples 
of that and yet, you still have that... You'll never get over the doubt until you 
practice. So, I think for you Adrian, it's about getting in front of some people 
to hear them say to you, "Thanks Adrian, that really worked." 
 
Once you get that feedback from a market that they actually benefited from 
your advice, you will get some confidence to start seeing the pictures of the 
puzzle come together. You'll have momentum. You'll want to share more 
and you start charging money. 
 
But, you got to stop talking about this fear around doing that and you got to 
start doing it. Otherwise, you'll going to go round and round in circles. Ask 
the question by giving people the information. 
 
Wooh! All right, Adrian, hopefully that has pushed you over the fence. I 
don't want to talk to you about this fear ever again because I think we've 
covered enough. Just get out there and offer people. 
 
All right guys, I'll have a quick sip of water. Great to see that those who 
were on the call with me live are still here. You haven't been put off by the 
email questions. 
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So, once again, if you do want to ask me a question live, you can press five 
and star. I am here to help but, I do have a number of email questions still 
so, I will keep on chugging through them. 
 
This one from Valerie, all right so this is a long one. Let me jump in to it 
somewhere that makes sense. Here we go, so she's a new Blog 
Mastermind member.  
 
I just finished going through the first four workshops of Blog Mastermind 
and I am blown away. Finally, I have something that is clear to the point 
and actually actionable. A million thanks.  
 
I'm a complete newbie to this. This is my first blog. I have great plans to 
make the world a more beautiful place to live in. I design primarily 
needlework rugs and carpets based on adaptions of antique carpets. To 
date, I have eight rug designs and fifteen smaller project designs ready in 
PDF format. I am planning to sell these as digital products. 
 
If I understand you correctly, I need to put together a pillar article for my 
blog to start the process going. In order to help people to actually be able to 
produce the needlepoint carpet I have designed, I thought my pillar article 
should be the ultimate guide to making needlepoint carpets. 
 
Most of the stuff are read on the Internet about the topic is crap. Sorry to be 
blunt. I researched and looked at 30 pages of Google listings. They are 
superficial and practically useless for anyone who actually wants to make a 
large needlework project. I suspect the articles were uploaded for keyword 
ranking.  
 
So, my question is, do I make one long blog page of about 3000 to 5000 
words for the article or break it down to a number of pages like chapters or 
do I make it a special product to be downloaded or both? 
 
Okay wow, huge questions so, let me point out one concern first. I think 
you're probably right about the existing Google listing being for keywords 
because they are probably set up as niche sites just designed to get a little 
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bit of Google traffic in order to make money from Adsense or some kind of 
advertising. That was a common, it still is a common way to try and make 
money on the Internet and needlework would be, I think a good example of 
a niche website. They probably did a keyword research and saw there was 
enough traffic there to go after. 
 
What I'd like you to do though is do some research into anyone that is 
actually making money in needlework. I'd love for you to understand the 
current industry if you don't already. Who sells needlework related 
products?  If anyone sells anything similar to what you do and I want you to 
hopefully find somebody who does.  So, it's not about finding a competition 
as a bad thing. 
 
This is about finding competition as a good thing because it means people 
are spending money. I think right now, given the internet is evolved 
enough, there has to be large needlework communities online and those 
people must buy stuff. 
 
So, I want you to know what they buy and where is the money they made? 
And, that will help you to sort of guide your own decision making or what 
you sell and how much you sell it for and how you present it to the world. 
That will then guide this decision you're asking me about which is how to 
present this initial content, the ultimate guide to make a needlepoint carpet. 
 
So, to answer the actual question you're asking me, what you're talking 
about there sounds like a free report. Ultimately though this is about 
deciding what you need in the funnel in the correct order. 
 
Now, you've got Blog Mastermind so you know that I recommend you 
create a free email course first because that is going to take less time than 
writing an entire free report. If you're talking about 3000 to 5000 words, I 
would actually not make that a report because that's too short. It could 
become one. 
 
So, what you might want to do is start off by actually following the specific 
steps I give in Blog Mastermind. Write your life story blog post then write 
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about the core issues relating to needlework and then, write about how you 
go about doing it, maybe give some examples and it builds up a logical 
sequence of information. 
 
These are technically yes, pillar articles but it's more important to see them 
as a series of information. You can guide people through by email. So, you 
send the emails, direct people to the blog post. That's building trust. That's 
providing education. It's providing entertainment to your audience and then, 
during the second week, you're making the offer for your product which I 
believe is those needlework PDF designs that you're going to sell. 
 
So, create a series of information, maybe each blog post is one to two to 
three thousand words but collect enough to have two weeks' worth of 
information. Follow the plan in Blog Mastermind. It's more important for you 
to have this email sequence that has the right psychological triggers, the 
right persuasion techniques because you want to educate, get people really 
excited about what you know and then say, "Here's the product that gives 
you what I know." 
 
And then, you can go out there and start building your audience with the 
confidence that you have this email course, this funnel sitting on your blog 
that will do the work for you. If anyone then comes and finds your blog, 
joins your email list and go through that information, that for me, is always 
the best way to build a business online because you have to put the right 
step before the next step. Don't build traffic before you have offers. Don't 
have offers before you have some system to build trust to present the 
offers. Don't try and build the trust system until you know who you're 
speaking to and what they want. 
 
So, you have to go right back to the start and then, build each of those 
steps. And then, you'll have a successful business.  
 
I hope that's helpful, Valerie. The short answer is you can do all of those 
things but you do it one at a time. So, maybe a series of blog posts that 
becomes your email funnel which in a couple of months, you might have 
more articles that you combine into a 20,000 word count free report and 
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even give away as well on that email list. But, you know, build your way up 
to that. 
 
If you feel though that this 3000 to 5000 one article is very comprehensive 
and really makes sense to be an individual article, just put that as your first 
article in the email series and then, as more emails, more articles, more 
blogposts that follow the process I laid out to you in workshop two, really 
important, the psychological triggers, the persuasion techniques, the trust 
building about building up the right environment to make sales of your 
needlepoint work. 
 
Okay Val, I hope that is helpful. You just had a PS on your message which 
is just saying thank you for Blog Mastermind. So, you're welcome. I am 
glad you're getting so much out of it. That's fantastic and do feel free to ask 
any more questions or give me a reply to what I've sent to you on this 
coaching call. I would love to know what the next step you take so I can 
see what your actions are because it's the actions that really matter. 
 
All right, moving on to the next email question... 
 
Erin has asked...  
 
I have a question regarding solo ads. What are your thoughts on using 
them to drive traffic to your product in addition to the sales? Other issues I 
am interested in are would you send them straight to the sales page 
through a normal funnel for the product or to dedicated mini funnel lead 
magnet? I was just wondering if it was potentially worth it to pay for some 
solo ad to kickstart traffic to the product offer. 
 
Well, the first thing Erin with solo ads is understanding the source of the 
well, the solo ad. So, there's a big advertisement. What kind of audience 
are you getting in front of? What's their interest? How do they originally 
sign up to get this information? It's a form of paid advertisement. You have 
to know that. I haven't actually ever done solo ads because well, for many 
reasons, I don't feel the need to do a lot of paid advertising because I focus 
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so much on organic but, I have worked with some people who do solo ads 
and they get good results. 
 
What's tricky about it is it is an advertising medium where you really have to 
do like you always do with advertising. Have the right offer to the right 
people. So, the answer to one of your questions, I would absolutely send 
them to some kind of opt in. It could be your existing funnel but probably 
needs to be tailored to whatever the source of the solo ad. 
 
I think the best kind of solo ad is more like an endorsement, what's called 
a, basically like a JV or an affiliate promotion where you're actually getting 
someone to recommend what you're giving away for free, some kind of 
lead magnet like you're talking about to their audience. It just works so 
much better because you're getting the trust from the endorsement, you're 
getting a targeted audience, and you're giving away something for free so, 
the offer is very, very simple and easy to say yes to because with the 
traditional solo ad, they usually just basically blasting to this list that you 
built. There's no endorsement. You're getting to have some kind of email 
written to them. It's kind of like coming out of the blue. It's almost like an 
advertisement on TV. So, we know the conversion rate is going to be much 
less. It really depends on the quality of the source of that solo ad and how 
that converts and you just have to have as best an offer as you can make, 
specifically to whoever is on that audience that you're getting in front of. 
 
It can work though. There are some people who have done it. But, only 
consider it if you really know who you're targeting, if you have a good 
funnel behind the method that you sign them up to and you really, really 
know who's on that list, who you're advertising to. That's the most important 
question, how high a quality is that solo ad list. 
 
Personally, I would spend more time on joint ventures and affiliates if you're 
going to go down this path, get some relationships in place, ask inputs, 
promote your work. It's a win-win. They get affiliate commission. You get 
trusted customers ready to go and that can work really, really well.  
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But, you know what? If you got to max the solo ads, it's worth the test. 
Make sure you'd build a list from it. That's the most important thing because 
you're not going to get them buying a product. As I say, you know imagine 
you get an offer for a laundry detergent sent to you an email right now. Are 
you going to buy that straight to an offer? Probably not. That's just not what 
you expect to get from an email. 
 
You're going to call that spam. So, you got to be really careful about getting 
the right targeting with the solo ad. 
 
All right, I'll have sip of water. 
 
Okay, no one...Oh, wait a sec. I have a bubble. All right, we have a live 
question. I'm going to jump over to a live call. Here we go... 
 
Hey there! 
 
ANDY: Hello? 
 
YARO: Hello! 
 
ANDY: Oh, hi Yaro! This is Andrea Lin but my nickname is Andy. 
 
YARO: Andy. 
 
ANDY: And, we have the same zone. 
 
YARO: You sound like it. 
 
ANDY: Yes. I am here in Las Vegas and you're just a little bit in the south. 
 
YARO: It does make these calls a little bit easier for me, I think. 
 
ANDY: Okay, I have several questions and if there are too many, just cut 
them off. 
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The first one, I don't know how to participate in your forum community. 
Where do I go to do that? 
 
YARO: Well, the first question is, are you actually a member of the EJ 
Insider? 
 
ANDY: I believe I am. 
 
YARO: [Chuckle] Okay. Well, you should have, when you signed up, you 
might have signed up for the free trial of Blog Mastermind or you may have 
just joined directly or through my other products but basically you get, I 
knew we sent back an email that says, "Click this link to create your 
account in the system." So, if you haven't got that email, that's the piece of 
the puzzle we're missing. So, have you got that? 
 
ANDY: I guess not. 
 
YARO: Okay, so send me an email then, just yaro@blogmastermind.com 
or just reply to any of my messages you've got and let me know what your 
email address is so, I can look you up in the system to see whether maybe 
you got sent the email. If not, I can have it resent to you and then, we'll get 
you set up. 
 
ANDY: Yes. I also read about your community. I think I read that there were 
about a hundred or so, plus or minus members there and how do I 
participate in that? 
 
YARO: That's it. That's all. When you get my email, you basically create an 
account and then, you'll be able to log in. I'll approve your account. We're 
currently on a system called Ming but we're about to move in fact, I think 
next week or the week after. My designer is just making all the styling 
changes to it.  
 
But, long story short, you'll basically just log in to essentially a forum where 
you can interact with the other members. Anytime you're logged in or post 
a new thread, you can reply to other people's threads. You can ask me 
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questions directly. I go in there most days and reply. It's forum basically but 
everyone is focused on the same goals and I am there as a coach and 
mentor. 
 
ANDY: Perfect. Next question, part of the offer that I'd like to be making 
which I'm not sure how to structure that, will be a book that's currently on 
Amazon but I have to take it off Amazon  when I want to offer it on my 
website. That book is... to what my blog is about. That book is about 123, 
as they say on Amazon, "real pages," but I don't know what they mean by 
that but it's a regular book. It's not just a short story. 
 
That's something I'd like to offer. I don't know how to present that. I don't 
know how to put a price on it and I don't know how to incorporate that in 
some other offer other than that. All I know right now that I will have is 
about five or six blog posts. And then, the About Page which would be the 
life story which would quite lengthy and I hope it wouldn't be too lengthy 
and I thought you could give me some advice about that, as well. 
 
So, those are the only three elements that I can think of to structure an 
offer around it and I really have no clue how to put that together. 
 
YARO: Okay, well what do you actually help people do? What's the book 
about? 
 
ANDY: Well, the book is about a divorce where the attorney and the plaintiff 
-- and the plaintiff ended up owing over a million dollars because the 
husband refused to pay for it. I'm trying to make this short, the position I'm 
taking on the blog will be to do not litigate your divorce, mediate the thing 
because other than that, you possibly could end up like this woman whom I 
have intimate knowledge of, she's a family member, who was married to a 
very, very wealthy man.  
 
And the judge finally said, "Okay, you get this. You get that." And, he said, 
"Oh no, no, no, no. I don't think you'll get anything and I'm leaving." And, he 
just won't pay. So, what we're trying to say here, and I have access to the 
attorney, if I need an attorney to speak to the issue in the blog, what we're 
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trying to say is be wise and be smart and here are the ways to get through 
this really difficult time for you and your children. Do not go to court. Do not 
get a lawyer and go to court. Go to the mediation to the court but not a 
regular court room situation, did I say that properly? 
 
YARO: Got you. Okay, so you're basically helping with divorce settlement 
advice. 
 
ANDY: Yes. 
 
YARO: Excellent, okay so-- 
 
ANDY: Yes, but how do you [inaudible] the divorce. 
 
YARO: Yes. So well, yes... I mean that's a subject that's quite large on 
some level but you're also zeroing in very much on the legal proceedings 
there, as well. 
 
ANDY: And also, I was going to tell you, if they are going to get a divorce, 
they wouldn't dream of going to court. They immediately take their wife or 
the other person and start to mediate it. Lawyers don't go to court for their 
own divorces because they know nobody wins and the money that is spent 
this particular lawyer, spent over a million dollars trying to help the clients 
because they were related. 
 
So, that's where I am going. 
 
YARO: And, that what's your book is about. 
 
ANDY: Yes. 
 
YARO: Okay, well first of all... 
 
ANDY: It's a story from beginning to end of what the judge said, what the 
lawyer said, the emails back and forth, all the questions about... you know, 
it's just an area where regular people don't get used to these things. They 
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don't get to listen in on what the judge says and on the depositions of 
people. These are things that are important but people don't usually hear 
that. 
 
YARO: Good. I can tell you're excited and passionate about sharing them 
by the sound of things, Andy. So, I just wanted to say, first of all, the book 
doesn't have to be taken off Amazon. You can keep selling it there and you 
can, I'm assuming, you can use it on your blog, as well. But, you might 
want to restructure how you sell things.  
 
I just want to clarify in terms of the products, maybe long term, not short 
term when you plan to sell, are you talking the traditional sort of coaching 
on all of these or you want to sell maybe a course, maybe phone coaching 
or group coaching... Is that the sort of vision you have for this? 
 
ANDY: Yes, that's where my thinking was but only because I couldn't think 
of anything else that I could do with this. 
 
YARO: [Chuckle] Okay, well, I mean, it's a great model. I don't feel the 
need to do anything else and if you've got a great attention, you've got an 
issue that keeps coming up so, there would be people who no doubt 
everyday go on the Internet and search for advice on how to deal with the 
legal issues of settling a divorce, not to mention everything else around it, 
emotional and so on... So, you've got a lot of potential content you can 
create, I would suggest though is pick, you've got two things going here. 
You've got the overall story you can share which your blog is a great 
platform for doing that but, also bear in mind, let's say someone comes to 
this blog, or read the story you're talking about, maybe they read from other 
posts you eventually published, they're finding what you're saying 
compelling but they want to take another step with you. 
 
Now, usually, that would be sign up to your email list and in that email list 
will say, I'll help you solve this specific problem like for example, I will tell 
you my advice on dealing with legal settlement of a divorce. Let's just 
hypothetically say that's what your email list is about which then leads to 
some free information with the most important subjects and then, you also 
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offer your next step after the email. This might be initially phone coaching 
but then, eventually, it will be some sort of digital product that you can keep 
selling maybe even in that book you might decide, the book is the first thing 
you sell, and then, after that, you've got a course and so on. 
 
What's important to get right though is how do you want to get people on to 
the email list and you have to keep it narrow. The important point here is 
you've got this big subject potentially of everything to do with divorce but 
when you get people to sign up to the email list, it has to really speak to 
that specific problem and tie in to the product that that email list eventually 
sells. 
 
So, I would suggest to you is spending some time, and if you're in the 
forums, if you get the chance to join us here piecing on just some basic 
things like what's the headline you're going to put on the opt in form which 
is on the blog then, invite people to join your email list and then, what 
product you're going to sell through those emails and then, just the basics 
of everything around that. But, that's the most important core part of the 
funnel as you're probably learning as you get through Blog Mastermind. 
 
So, that's what I would spend my time. The book can be certainly utilized 
as your first product you can sell, as one of the products you can sell or you 
can break it apart and use it as content on the blog itself. You can sample 
parts but usually I find that doesn't work very congruently because book 
chapters are a little bit different from short blog posts or emails. So, how 
you use that information, it will be up to you to basically decide where to 
post from the book and maybe take some of the story element and put it 
into a blog post. 
 
But, I'd want you to focus your time on getting this email sequence typed, 
really good offer, and start selling some product and getting people through 
this email sequence.  
 
ANDY: Yes, but where I'm confusing myself apparently because I don't 
have a very, I wasn't clear with your direct approach to that when I say, 
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"Email..." and I say, "Well, what is that going to be?" So, I am apparently 
am not structuring this thing properly.  
 
YARO: There's a process to go through. What you, in fact, I would spend 
most of your time in the short-term future in this one question, imagine the 
person, a man or a woman who needs your advice, how are they talking 
about this problem in their head so, what are they thinking? What words 
are they using to describe it, and most importantly, when they go on the 
Internet, how do they find out to solve it? Like are they going to certain 
websites? They must be even just to really search right now, you'll find 
some content out there that speaks to this problem. 
 
So, just see what conversations are going on in their mind, what's the 
existing industry like? Then, what we're going to do is get you to come up 
with a headline which is pretty straightforward. It's like into your email and 
I'll share with you the seven most important steps to get right that most 
people get wrong when it comes to settling a divorce into your email and 
you start building your email list from that. 
 
That headline has to -- 
 
ANDY: Thank you, thank you. It's just an idea that I just didn't want to-- 
Great, great, great, thank you! 
 
YARO: No problem. If you haven't done this sort of thing before, it takes a 
while to sort of slot the pieces together but it's most important 
understanding that audience and what they want and then, it's the 
phraseology, the word choice that you use to get people to convert, 
basically, there's no other way of putting it.  
 
When I say, 'convert,' that means find your blog and sign up for the email 
list and then, it means, read those emails and then, see an offer for a 
product. All the words you use every time you have these interactions 
matters the most. So, you got an entire book out there so, you probably 
know your market pretty well and you certainly have access to the right 
people. So, I want to spend a bit of time with you and you put out there 
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what you think is the best headline and in the community, we can work on it 
and refine it. 
 
But almost always with this process, people are too generic so, I'd want 
you to get very specific and give people specific solutions or run 
information that they really want right now. What's the most important 
question they have to answer? Give them an answer in an email sequence 
and put them on that list and then, build it from there. 
 
ANDY: Yes, thank you. For instance, the overall over-arching comment will 
be the mediator thing so, I can show them how to get mediators. I can tell 
them how much a mediator will cost. I can tell them how long the process 
will take them and so on. We can go from there. 
 
YARO: Perfect. But, remember if the question was how do I find a 
mediator? Then, that's the answer to that question. But, I suspect they're 
not actually asking that yet. Their first question might be like how do I 
legally settle a divorce?   
 
So, maybe it's something crazy like how do I make sure I get what I am 
owed from the divorce? Or, on the other side of the fence, how do I make 
sure I'm not broke by the end of my divorce? 
 
Understand the motivation of the person searching for information because 
chances are they are not thinking yet about mediation. They probably know 
that that something might happen legally but their actual problem in their 
head is I want my money. So, you have to speak to that desire and then, 
introduce the idea that mediation is the best way to get that outcome. 
 
ANDY: Yes, and every word of the book will point to another direction, don't 
do as we did and spend over a million dollars and end up with nothing, yes. 
Okay, I can't tell you how much I appreciate this. You're always right on the 
money. I don't know how you do it. 
 
YARO: Lots of practice [chuckle]. 
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ANDY: I think so but, I appreciate your time. I'm sorry I took so much of it. 
 
YARO: No problem. Happy to be able to answer questions live. That's the 
point of these calls.  If you want to ask another one, just put your hand up 
again. Happy to have another conversation with you. 
 
ANDY: Thank you, kindly. Glad your back. 
 
YARO: Okay, talk to you soon. 
 
ANDY: Bye. 
 
YARO: All right, I still have one more big email question. So, let me dive in 
to that one. This is from Michael. 
 
Michael asks... 
 
I am an actor in film and TV. I'm trained to speak with an educated 
standard American dialect [That's interesting]. My degree is in Creative 
Writing in English Literature with Minors in English Language, Social 
Psychology and Philosophy. I'd choose to focus my blog on English 
education. I taught all through University and my niche is Post ESL 
graduates who don't want to take tests or see the inside of the classroom 
again or who want to continue to improve their cultural and conversation 
skills.  
 
My flagship course is called Frequently Said Sayings. I teach only sayings I 
collected over the last five years, nothing out of books, idioms, proverbs, 
sayings and slang that are actively in use and common to hear. In following 
the 80-20 rule, each post I make is a subtitled video lesson that teaches 
five new sayings. 
 
My research have indicated that they are in high demand. I've got all the 
skills and equipment to make this a time-only high quality application. As 
per your recommendations, I am also including a PDF, MP3, screenable 
MP4 and downloadable MP4. My skill as an actor and writer will make the 
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lessons more succinct than any I have seen so far. So, that's the 
background to my question. 
 
Okay, good. So, you know what you're up to Michael. Now Michael's actual 
question... 
 
My marketing focus is a YouTube channel. I've been sourcing photos for 
my videos from Google that are labeled for leads. There are even options 
for photos that are labeled for non-commercial use. Obviously, I cannot use 
these for the videos that will be in my paid course but am I able to use them 
in the free lessons I'm giving away on YouTube?   
 
Since the videos are designed to get them to sign up for my bonus email 
course on my blog but I am not making money on them, no adsense for 
example, does that qualify as non-commercial use?  
 
Or, are these videos considered part of the overall marketing strategy for 
commercial application, for example, eventually selling a flagship course? 
 
Okay, let me dive in to that one.  
 
First of all, I have to give you the usual disclaimer, not being a lawyer, I 
don't actually know the legal answer to those questions and I suspect, if 
you used an image that eventually someone didn't want you to use and 
they will when they search about it, no matter how you use it, they would 
find a way to get you to stop. There's usually is a way to do that anyway. 
That being said, it's very, very rare.  
 
In my entire career as a blogger, I have never once received any 
notification about not using an image in any of my blog posts, videos, 
podcasts, well, there are not so many images in podcasts, but any of the 
media I have ever used and I've actually taken media sometimes from 
YouTube that isn't necessarily in the free to use section, the creative 
commons and so on.  
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So, I probably got a few blog posts out there that have images that are not 
meant to be used. But, the odds of you actually being found out are slim. 
That being said, if you want to be completely 100% careful with this then, 
yes, you should make sure you only buy images. I actually buy images 
from my courses, buying them from Deposit Photos but you got tons of 
options -- iStock photos, StockExchnage and so on. In that way, you know 
you got the rights to use those images commercially. 
 
My thoughts about what you're basically speaking about here with using 
images that are non-commercial and you put them on free videos that 
eventually lead to a commercial offer, even if the video itself doesn't 
present the offer, eventually it does, I think if someone want to legally have 
a go with you, they would say, "Well, this is all part of a business. It's a 
commercial enterprise. Your intent is to make money. So, even if a video is 
free, doesn't offer anything for sale, it's part of the business that does, 
therefore, you're using my image in a commercial context." 
 
That, I think would be fairly easy to prove if you actually are doing that. So, 
I think the short answer is you really want to make sure you have the rights 
to use images in any of your videos but, you have to get really, really large 
in order to start getting in trouble for these things. I've noticed the more 
popular zone gets, the larger their blogs, the more readers they have, the 
chances are the more they are going to get the potential for someone 
saying, "I don't like you using that image." 
 
One example I can remember from recent years is Alborz Fallah with his 
blog, Car Advice which you may have heard me talk about many times 
before, huge business, $20 million blog, now 25 staff and very high profile 
competitor review space in Australia. 
 
Now, they have had a number of times where by mistake, they put an 
image that wasn't labeled correctly or something like that into a blog post 
then, you actually, quite often, if competing websites find out they did that, 
they send them a legal notification often. Often it's a cease and desist but 
sometimes, it's actually a bill for $5000. Nobody wants to get one bill of 
$5000 for using an image. That wasn't meant to be used in that context 
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even though it was just mislabeled or something like that and I think they 
actually paid the money because in their case, it made more sense just to 
deal with that that way rather than going through some sort of legal battles 
which would cost more than $5000. 
 
But, that's because they are significant. The fact is there's a lot of the sort 
of legal issues. People don't often chase things up because the person 
they are chasing won't have the financial capabilities to even pay what they 
want to collect. So, often they'll just say, "Don't use it. You pull the image 
down." It's over. 
 
Sometimes, you have to change a name, sometimes you have to do things 
more than that but, most of the time, as a small niche blogger, you're not 
going to get that happening to you but, if you want to be 100% safe, you 
got to buy your images. Make sure you got commercial rights to use them. 
That's the protect yourself 100% answer to that question but, I don't 
practice that myself. I do have my paid products but I've certainly used 
images in the past that probably don't have commercial rights usage. 
 
Okay, let me see if there's anything more from you, Michael... Nope. 
 
Okay, Stuart's question... 
 
Since my entire blog and course are video based, what do you recommend 
for storage? Vimeo Pro is good for the streaming. What about the MP4 and 
MP3 downloads? I don't want to fine my server if this thing really takes off. 
 
I only use a combination of Vimeo Pro and Amazon S3 for all my paid 
content storage. So, Blog Mastermind streaming videos are on Vimeo Pro 
and everything else, the PDF downloads, the MP4 downloads, MP3 
downloads are all on the Amazon S3 service. That being said, Vimeo Pro 
can provide an MP4 download link as well. That's only for the video file not 
an MP3. So, you won't be able to offer that. 
 
If you do want to do it as I do, as I recommend you do and have the PDF 
as well, the MP3 for all videos then, you're going to need something like 
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Amazon S3. I think that's the most cost-effective option out there for that 
sort of thing right now and you only pay when you have downloads. That's 
what I love about them. Amazon has no monthly fee. It's just, if you use 
banners, they charge you money. It's a few pennies per megabyte so, it's 
quite reasonable so, I'd look into getting Amazon S3 set up. 
 
All right, I think that's it. Michael says, "Thanks for your course. I am looking 
forward to launching my blog Englishbackbone.com in the next six months, 
and I know the chance of doing this successfully are compounded 
dramatically from having taken up your course." 
 
Okay, that's fantastic Michael. I hope that helps with your hosting and your 
images question and good luck with the blog and feel free to follow up with 
me if you have any more questions you want to ask. Also, if you're in the 
community, you can jump in there and speak to me sooner if you don't 
want to wait until the next coaching call. 
 
All right, we made it through all of the questions. Thank you to everyone, 
Nikki, Adrian, Judy, Erwin, Michael, and Valerie and Erin for your 
questions. I hope you get a chance or had a chance to listen to the 
recording. If you want to follow up, please email me your question for your 
next call as you can do, too if you're listening in now. Anytime you like, you 
can email through a question. Just let me know it's a question for the next 
coaching call. 
 
But, of course, I send out reminders via email as well so, you can get told 
when to do that and you can listen to another recording as you probably 
are right now. Otherwise, if you want to ask a question live, I'm going to 
give everyone who is with me still on this call, I haven't have that many live 
callers but, we did have a lot of email questions which tells me that this is 
probably not the best time for a live attendance. Maybe people are still at 
work or doesn't work well for certain countries. So, I might try moving 
around and figure out the best time for the Northern hemisphere as well as 
the rest of the world. 
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If you do want to ask one more question though, five and star before I wrap 
up the call, for the people who are still with me, five and star on your phone 
dial pad or your Skype dial pad and we can have one last chat before I say 
goodbye and continue to get my Canadian credentials all set up again.  
 
I am currently getting all the basics done here, the bank accounts, all my 
Canadian things. I am a Canadian citizen as well and an Australian citizen 
so, I can get all my Canadian licensing set up in preparation for heading 
down to San Francisco but, I am sure I will be back in Canada. Once my 
allowance in San Francisco is up, I can spend six months, I believe in that 
country before I get asked to leave but, we'll figure that stuff out. 
 
And, I am not seeing any hands getting raised so, I am going to assume 
that that is it for anyone who's on the live call. Thank you for those people 
who have stayed all the way to the end of the hour and a half we've been 
here for this call and thank you to everyone who emailed in your questions.  
 
I will schedule another call for next month in April and we can have our 
regular session then. Look after your emails for that and the people in the 
community, I'll talk to you guys in there as always. For everyone else, talk 
to you on the next call. Thanks again for joining me. I'll see you on my blog, 
my podcast, you know where to go. Good luck with all your business work 
in the coming few weeks and I'll talk to you guys. Thanks for listening in 
and yes, that's it. Have a good day. 
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