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January 5th 2015 Group Coaching Call 

 
YARO:  Hello, welcome to a coaching call with me, Yaro. Thank you very 
much to everyone who has joined me live on the call. I can see all your little 
faces on my control panel and that's exactly how the system works. 
 
So, I have the control panel that I have access to and if you want to ask a 
question, you press the five and star keys on your phone or your Skype dial 
pad and then, on my control panel, I'll see your icon raise a hand basically, 
a little question and answer notification will speak up. So, you can press the 
five and star key, five then star anytime you like from now on and I'll see 
your question if there's an indication if you want to ask a question and 
when we don't have any live questions, I jump to the email questions 
people have sent me questions in an advance. 
 
I am going to give you all a chance to press five and star. This call is now 
being recorded though so, do bear in mind, if you ask a question, you will 
be recorded forever. It will be redistributed to other members of this 
program. So, it is a public area. Just keep that in mind whenever you speak 
on the call.  
 
All right, actually I've got someone ready with the questions. I am going to 
jump to that first and we'll do email questions. Here we go, caller. 
 
Hello, you are live. 
 
JENNIFER: Hi Yaro, this is Jennifer Newcomb Marine from No One's The 
Bitch. 
 
YARO: [Chuckle] Can you say it all again? 
 
JENNIFER: Are you there? 
 
YARO: Yes, go ahead. I missed that. 
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JENNIFER: Sorry. This is Jennifer Newcomb Marine and my website is 
called No One's The Bitch, it's the one that's about divorced moms and 
stepmoms. 
 
YARO: Oh yes. Exactly Jennifer. I heard you're from a place called 
Nowhere's a Bitch and I was like, "That doesn't sound she's playing a joke 
on me," but [laughter] I got you now. 
 
JENNIFER: [Laughter] It's a curse to us, and [laughter]... No, that's the 
website. 
 
YARO: Yes [chuckle]. 
 
JENNIFER: My question is, so I am working through Blog Money Finder 
and my next step is trying to round up these ten coaching clients just to 
make sure I'm on the right track. But, I do not have a list. I basically have 
like five people on my list. But, I know that I can get traffic if I write a new 
post that has a long story to it where I kind of update people on some new 
insights I have on this topic after having left my blog alone for over a year. 
 
So, if I return to the blog and I have this launch story and I include an offer 
at the end for ten coaching slots, I'm wondering if that's okay to do it that 
way than trying to do it through a list because there is no one to send it out 
to. 
 
YARO: Oh no, that's perfectly fine. I mean, don't feel you have to use a list. 
A list is, I mean, obviously, you should create a list and the fact that you 
have a large enough blog audience there that you feel confident you can do 
that, most people don't say that. Most people can't say they'll write a blog 
post and will have the confidence that people will be there ready to act to 
sign up basically.  
 
So, no for sure. I mean, for most people, they are not going to have a list to 
begin with either and I find this is probably the greatest challenge is where 
to find those five to ten people you can talk to ideally in a paid coaching 
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environment. To some people, that might mean paying for advertising 
initially Facebook advertising or banner advertising or whatever it is. It 
might be some sort of prolonged marketing campaign, trying to get on 
radio, trying to get articles published elsewhere. But, you have a platform. 
Use it. 
 
JENNIFER: Okay great, yes. And, I am still actually getting anywhere from 
five to ten thousand hits a month with no new content. And, I know that's 
not huge but it's still readers and I feel certain that I could find hopefully 
those ten people without much traffic. 
 
YARO: Oh for sure. 
 
JENNIFER: That's all. 
 
YARO: My suggestion for you, Jennifer though is just, you know, you 
obviously got traffic going there. Yes, write the blog post and get people to 
sign up but, I would actually suggest as a first step, get yourself the opt in 
box on to your blog, or an exit pop up or something like that as soon as you 
can and have a follow up sequence. 
 
JENNIFER: I'm sorry, what? You sort of cut out from, "...get yourself..." 
 
YARO: Yes, get yourself an email optin box, some kind of form on your 
blog or a pop up. 
 
JENNIFER: I get it, right. 
 
YARO: And then, you have a-- 
 
JENNIFER: Yes, I just signed up with Aweber. 
 
YARO: Okay good. And, the point of that is, not everyone is going to say 
"Yes" to a coaching call necessarily from one blog post. But, if you send 
them a series of emails and in each email, you're saying, "Hey, I've got 
these five coaching slots this month, I've got three left," or something like 
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that. They need to see the offer multiple times. I go with this with Blog 
Mastermind but the idea is, chances are one blog post may not get you 
everyone you need plus you need a mechanism to follow up plus you have 
traffic going to your blog. Every day you're not building a list, is a you're 
missing out on people so, that would be my first step. 
 
JENNIFER: Right. Okay, okay great. Thank you very much. 
 
YARO: No problem, Jennifer. I am going to mute your line but do feel free 
to ask another question. With these calls you can ask two or three or four, 
as many questions as you want basically. 
 
JENNIFER: Okay, thanks. 
 
YARO: Okay, thanks for your question. 
 
Okay, I am going to jump over to an email question. Again, anyone 
listening in live, if you want to speak to me as Jennifer just did, it's five and 
star. Press the five key and the star key on your phone or your Skype dial 
pad and that will raise your hand and then, we will go through a live 
question session like we just did with Jennifer. 
 
So, I am going to move to an email question from Erwin. Erwin has a 
question... 
 
I am currently studying Module 1 of the Blog Mastermind course. I have 
presently a full time job and work on my blog for two hours each day. As 
2015 began, I came up with the usual time frame as to when I plan on 
officially launching my blog and the action steps to take. So, here goes... 
 
This month in January, I plan to work on the questioning phase then 
building the landing page before marketing the said page via Facebook 
ads. Next month would be creating and sending out the email sequence 
then, focus on the validation phase to work on getting those ten calls. 
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Assuming things fall into place, in March, I will have a validated blog topic 
to work on and then, start writing the blog post along with creating the 
corresponding email sequence. My official launch target date for the blog 
would be this April. My question is, do you think those three months of work 
before the blog is launched to be reasonable enough time frame and could 
some of the process mentioned be done in a shorter time frame? 
 
Last question for me is what is about when I could quit my job to focus on 
my blogging full time. I read that some people quit their nine to five jobs 
once their online income starts to earn enough that can cover 80% of their 
monthly living expenses. And so, I would like to ask if that percentage is 
fine or would you recommend the blog income to cover a full hundred 
percent of expense costs? 
 
Thank you, Erwin. All right, Erwin, good two questions there. Let me 
address the quitting your job question first, that's a pretty big one. 
 
I never advice a person to quit in any situation where you don't have one or 
two things either a fairly hefty savings, a nest egg or some kind of other 
income stream that you can rely on or your business has produced enough 
money for you to live on and 80% for most people will be enough for them 
to live on like you probably can take a few things out of your life if you have 
to get down to living off 80% of your current income.  
 
Whatever the case may be, whatever that confidence zone is knowing 
though that it's consistent like I'd hate for you to have one great month of 
blogging and then, quit your job and then, the next month, only does 10% 
of that amount. So, I prefer you just spend a few months making sure that 
it's consistent. That's what I did with my own income.  
 
Most of the time for people who are in your situation, they wait really until 
they've had six months of consistent income from their business and then, 
do it. Some people even wait longer, some people go for years. There are 
a few select individuals who like, I guess, you'd call the pressure of quitting 
a job before the business makes enough money, those people tend to save 
up some sort of savings and then, the idea of quitting a job puts the 
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pressure on them until they perform. I don't think that's a right idea but you 
know your personality better.  
 
I suggest you do both in tandem, work a job. If anything, consider can you 
become a part time worker or find a part time job so you can slowly re-jig 
the ratio of hours spent at your job versus hours spent on your business?  
 
If you can slowly change the ratio, that's often better than the shock of just 
suddenly cutting all your other income and then, trying to live off a blogging 
business. But, it's all about your tolerance to risk and how confident you 
feel. 
 
One thing I do recommend is paint yourself a worst case scenario and 
then, what would you do in that situation? 
 
So, let's say, you quit your job and then your blogging comes suddenly 
halved in the next month, what do you do? And, just find out that scenario. 
Will you be able to get another job quickly to cover yourself? Will you have 
enough savings to cover yourself? Can you maybe get a part time or 
casual job which should keep going all the time? I did that. I actually kept a 
casual job while I was still building my online business which was about 15 
to 20 hours a week. In that nature, I have my rent and my food money just 
to be absolutely certain.  
 
And, it wasn't until I had several months of going, "Okay, I'm making 
enough money online and it's consistent," that I actually left that job 100%. 
 
Now, back to your other question about the sequence that you're planning. 
First of all, I am really glad to see you're doing all that research and you've 
actually set aside up to three months there to do that. That's probably more 
than most people would be patient enough to do but that's really, to be 
honest, it takes a long time to get ten calls if you have no audience 
 
Like, I was just talking to Jennifer, if you don't have a means to make an 
offer yet, getting ten people on to a coaching call is actually quite difficult. 
You need to find some method of reaching an audience, whether it's paid 
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traffic, doing some sort of publishing on other people's websites, something 
that can get you onto a platform where you can demonstrate your expertise 
and then, say, "Hey, I have these ten slots available."  
 
So, what I suggest to you, your plan is fine like three months I think is very 
realistic to actually question if can we speed that up? I would ask you, are 
there any quicker ways you have in terms of ideas to get to people to make 
this offer for ten calls.  You don't have to necessarily go and do everything I 
talked about in terms of building initial email sequence to sell the ten calls. I 
think that's a great process to go through that's why I do give that to you in 
Blog Mastermind because even if you don't have traffic, the process of 
writing the email to sell the private coaching calls, using the Psychology I 
am talking about, as you go beyond the Money Finder program and into the 
Blog Mastermind modules, you'll see you're actually doing the same thing. 
 
Everything is about the same thing, setting up your blog to make an offer, 
whether it's ten coaching calls or your first digital product or service or 
whatever. So, that kind of work even if it's part of a pre-launch or really 
building your blog from day one by doing that. So, you're not doing 
anything wrong here.  
 
My only suggestion now is ask yourself in your life is there any avenues for 
reaching people quicker than what you've talked about to me there? 
Jennifer was a good example. She has a blog that already has traffic. 
Erwin, do you have any friends you can tap into, any connections that 
work?  
 
You can get in front of a small workshop of people in real life, maybe talk 
about something in an offer you're coaching. Can you get yourself 
interviewed on a certain podcast or appear on a live webinar in front of 
someone else's audience? Any way you can say, "I am good at 
something," do a presentation. Give them value and then, say, "I've got five 
slots or ten slots available this month only to do one on one coaching to 
help you take the next step and solve this problem." That will speed up 
your process. 
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If you have nothing, if you have no idea of how to get in touch with people 
to make that offer, then your best bet is pretty much what you've outlined 
for me. You've given a fairly good amount of time to do each of those tasks 
and the only thing I would suggest on top of that is the ten calls are 
designed to help you understand your market. If you feel that you've done 
prior experience with the people in your market, you may not need ten 
calls. Maybe you only need three. Just enough to get yourself confirming 
what you already assume about your audience. 
 
However, if you've never worked with this audience before, and you really 
don't feel like you know the subject matter, then I would push towards ten 
calls. You need that level of feedback in order to validate that there's 
money there but yes, I think you're on track. So, don't... certainly keep 
doing what you're doing. The quickest way to make things quicker is to get 
infront of an audience but, that's always fastest path and that's always the 
hardest part - getting in front of people. 
 
All right, Erwin. I hope that helps. Feel free to email through a follow up 
question or of course, jump on the call live with me and we can have a chat 
about it further. 
 
I am going to move on to a next live question. So, here we go from our 
current live caller. Hello, you are live! 
 
WENDY: Hi Yaro! It's Wendy from Wendy's Way to Health. 
 
YARO: Hi Wendy! 
 
WENDY: Oh good, you can hear me, okay.  All right... The question that I 
would really like to ask today is about, I'm about to launch, I'm working at 
the moment on a couple of eBooks that I am going to be putting on my 
website and I am offering them to start off with to, the people on my list at a 
discount, just before anyone else gets... give that gift to them and I'll sell it 
at a discount price and I have been doing no other way to try and build my 
niche but I want to, I'm trying to work out what's the best way of giving 
people access, that first step which is rather than just a brief way to just to 
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take them on the website. The rest of the program is so full of, [unclear]. 
Does that make sense?  
 
YARO:  You mean the technical delivery of it? 
 
WENDY: Um, yes. Pretty much. I've just joined LeadPages so, I was 
thinking would that be the best way to just create this About Page just for 
that access just for those people? 
 
YARO: Okay, so you mean, the selling of it. You don't just mean where is 
the page they can go and download it. You mean which page do you send 
them for them to buy it from you? 
 
WENDY: Yes, yes. That's it. 
 
YARO: Okay. Certainly, Lead Pages, that's probably the fastest way to get 
a sales page done other than just typing up a blog post. It depends how 
much work you think you need to make an offer to convert to them. If it was 
me and I have my list and I was pretty confident that this is a product that's 
a big part of my sales funnel, I would actually start investigating proper 
sales video or proper sales page or both. If you have a look, I don't think I 
have any other product than the actual EJ Insider Coaching program where 
I don't have a long sales page to sell the product. That's because I knew 
going forward which strategy was, this is the key part of my funnel and I am 
going to put in a lot of people through to this product.  
 
But, if the speed is important and getting customers is important then, you 
need to be confident that they are already somewhat converted. They 
already trust you. They already want what you're going to sell them and 
perhaps, with a bit of effort in the emails you used to market the product 
and then, sometimes, you just need a 2-minute video and a buy button to 
actually make, you know, the actual product offer.  
 
This is one of those questions where how long is a piece of string? The 
more you put in and the more you deal with all the objections and the 
psychological triggers that lead to these people buying something, chances 
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are, you're going to make more sales because everyone's got a different 
reason for not buying. The longer you're selling information, the chances 
are you're going to hit whatever sticking point they have and therefore, 
bring them across the line. It's kind of hard to know though going forward. I 
mean, even today, I don't know who I am exactly missing out on, you know, 
despite the fact that I've got a long sales page. 
 
But, I would suggest, you know, you're a Blog Mastermind too, are you not, 
Wendy or...? 
 
WENDY: No. Just EJ Insider. 
 
YARO: That's okay. What I suggest you do is I think I've shared this on EJ 
Insider. There's a blog post I've got called The Seven Steps to Making an 
Offer. You can google that. Just Google "Yaro Seven Steps Offer" or I'll 
share it on EJ Insider if you just make a notification. I'll reply to you. But, 
basically, I just go through the key things you should put on the sales page. 
Very simple, not in-depth but it's just the basic things like opening up with 
your story and then, connecting that  with the solution you provide then, 
actually delivering the benefits of the product, the features... There's no 
sales copy sort of information. And, that's the sort of basic framework I 
would use in a video or on a written page, and if you can even just cover 
those things, you'll do a whole lot better than sort of randomly putting 
information on to a page. 
 
But, it sounds like you've got a list before. You said you had another 
product so, you know what to put on the sales page to a degree, is that 
right? 
 
WENDY: Uh, sort of yes. All I've got at the moment is my coaching and 
that's the one I'm selling at the moment. So now, I want to... I did some kind 
of, I might have done it backwards but, I am selling my coaching at the 
moment and then, I am going down to cheaper, smaller eBooks. 
 
YARO: Okay, yes that's fine. That's sometimes a better way because 
coaching gives you more cashflow.  
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How do you sell your coaching? Do you have a long sales page or a long 
video or something like that? 
 
WENDY: It's just a page on my blog. Yes, it's very, very long, I guess. 
 
YARO: Yes, so I mean, how did you write that? Where did you come up 
with the content? 
 
WENDY: Uh, looking at lots of other people's stuff that are selling similar 
things to mine and then, putting in what I am going to offer and mixing it 
with what other people had on offer. 
 
YARO: Right, and that's perfect. That's what I usually do myself obviously, 
combined with some, a bit of strategy, a bit of from things I've read, and so 
on and that's what you can do with that blog post I gave you. 
 
Again though, this is one of those things where you can put as much effort 
as you want. There's almost like, there's no such thing as too short a page 
when it comes to making a sales page, or too long a page, I should say. 
So, I would just look at your resources... How much time do you have and if 
you can just sit down in one day and write a blog post that is your sales 
page, that could be enough. Put it in Lead Pages or if you want to do a 
Screenflow sort of screen capture video and talk about those points, that 
might actually work better depending if you're a better writer or a better 
speaker.  
 
And, yes. Some other things though, you put it out there and then, send to 
people to it and no one buys, then you might find out okay, it's something is 
off here. My offer is wrong or the way I presented the offer is wrong. I've 
got the wrong audience or it does really well and then, you don't have to 
worry for putting in more and more at the moment. Maybe in time, you'll 
want to do some split testing. 
 
But, yes, don't feel any pressure to put together the biggest page you've 
ever seen if that stops you from actually ever getting the product out the 
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door, especially we're talking about a $30 eBook. You want to justify the 
work you put in and the amount of copy to justify the price you're charging. 
 
If you're selling a $30 product, you have to do as much writing or much 
content as a $1000 course. It just doesn't mean a justification.  
 
WENDY: Yes, that makes sense, okay. And, I want to make it available to 
just to people on my list, first of all, so what's the best way to do that? 
 
YARO:  Well, just say exactly that when you send it to your list. I would 
suggest if you're going to use a Lead Pages page, covers to keep link 
hidden then and really talk that up. Tell your list. Just say, "I'm only sending 
it to your guys. It's not a public offer yet." Call it a charter group or an early 
bird special or something like that and use that in your marketing and just 
make sure that the copy represents that like I will usually have a deadline. I 
would say, "Listen, I am giving just this two weeks to get you guys only," 
and make it a special. I think that's always the best way to do this, is some 
sort of limited special or whether it's a discount price or access to 
something that they can't otherwise get. Make it have a deadline and then, 
send it only to your email list and then, you'll do great doing that. 
 
WENDY: Hmm, okay. Excellent. That's what I was thinking, yes, say just 
the first two weeks or something like that, that it's available exclusively to 
them and yes, available to anybody. 
 
YARO: Perfect. And, just make sure you justify like it give your explanation 
as to why. "Here's a special. This is why you're getting it. This is the 
deadline. Here's the link," that sort of thing.  
 
WENDY: Mm-hmm. Okay. Yes, excellent. All right, thank you very much. 
 
YARO: Okay, no problem Wendy. As I said to Jennifer, if you want to ask 
another question, feel free to raise your hand again. Otherwise, I hope to 
be able to speak with you soon. 
 
WENDY: Yes, thanks Yaro. 
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YARO: Thanks for your question. Bye. 
 
All right, I am going to jump to our next live caller. Here we go... 
 
Hello, you are live. 
 
EMILY: [Inaudible] 
 
YARO: Hello? 
 
EMILY: Hello, this is Emily. I'm a fitness secretary and I have a website the 
Professional Secretarial Services. Do you hear me? 
 
YARO: Oh yes. Yes, I can. And, good to speak to you. I remember you 
from the forum. 
 
EMILY: Yes, okay. Well, I started this website in 2006 and originally, I 
followed the method of making content, "Content is King," it was said, and I 
do want to be more find-able at the search engines and well, especially 
Google. And, I made quite some money with Adsense and some things. 
And, in 2011, [unclear] from Google and well, my visitors stayed away.  
 
After sometime, I decided that I wanted to be less dependent on Google 
and that's why the Blog Mastermind course looks right into me. I have one 
question though, I want to be less dependent on Google but I have another 
content which, well, what I do with my website is sharing my knowledge as  
a secretary and just to tell you, I am a freelance secretary so, in the new 
blog, I want to focus on the freelance secretary. But still, I really love the 
content and now, I have to think of a guide or yes, that will show you 
[unclear] on how to do things. What should I do? You are a trainer. You 
explain that you need to learn a new focus and you need more linear 
[unclear]. What should I do with my old content then? 
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YARO: Oh wow, you've got a lot of options. I just want to address the not 
being dependent on Google thing first because that's a big issue that 
everyone deals with. I deal with it, too. 
 
There's really only two ways to become less dependent on Google that 
basically mean going down the channels. So, the reason why I suggest to 
become more linear and why Blog Mastermind is so focused on that, I keep 
saying it over and over again is you want to create a dependable system 
for selling products or services that you can send people through with 
confidence knowing that you will get customers from it. And, if you have 
that, then that opens up the opportunity for buying traffic. In fact, most of 
the biggest information marketing companies that sell digital products and 
services, they rely heavily on paid advertising campaigns and having a 
good funnel to go behind it. 
 
They do everything. They are going to do search engine optimization to get 
traffic from Google but they are also going to go to a large website and say, 
"Can we run a campaign on your site?" And then, send that traffic back to 
an email list with a funnel behind it. 
 
So, if you build this linear process, it just helps to get more from less. It 
helps you get potentially more sales from less traffic, and if you want to, 
yes. You can go to Facebook and buy some ads. You can go to a specific 
website and say, you want to run a campaign on their site. And, that gives 
you those options and that's already going to make you less dependent on 
Google. 
 
The other way is to, and this might appeal to you more, is to focus on other 
content channels for traffic which simply are things like building a YouTube 
channel or creating a podcast that gets a lot of traffic from iTunes, and that 
just allows you to source traffic from other big platforms that are not 
Google. It still means you're dependent on other platforms. You're just 
diversifying so, some of your traffic is YouTube. Some of your traffic is 
social media, some of your traffic is iTunes, and some of your traffic is 
Google, and that can be a great way for a person who is more content 
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minded and not so much about buying traffic. The best and the biggest 
companies do it all. That's what they're all striving towards. 
 
So, in terms of your existing content in your blog though, what you should 
do with it, I wouldn't  give up on Google to begin with but just because you 
maybe had some negative impact from the changes over the previous 
years, I had that, too but, if you keep doing the fundamentals right, if you 
keep producing content and most importantly, there is some kind of 
ongoing link building so, you're getting new websites to link to your site. 
You may find that there is some sort of a generic penalty. "Penalty" is the 
wrong word but something that's been placed on your site by Google that 
they didn't like to see in the past. Maybe you had accepted the 
advertisement on your site or maybe you had links that you were selling, 
you were making money from selling text links. You might find it could take 
a while but in six months to a year Googles changes might remove 
something that was reducing your traffic and it will pick up again. 
 
So, I guess what I am saying is don't give up on Google and don't give up 
on all that content in your archives. What you can do on top of that is think 
about repurposing it. Can you take some of that content and create 
products from it? Can you take some of that content and create more 
specific resources like some kind of downloadable reports or maybe even 
turn some of your blog post into emails in the sense that you could create 
an email funnel from them, can you sequence them in a certain order to 
help people solve a certain problem? 
 
So, I would look at doing all that. From an SEO point of view, a lot of 
people are talking about going in to your archives, finding a blog post, un-
publishing it, changing it, updating it a little bit so it's a bit more modern and 
then, re-publishing it as a new piece of content on the front page of your 
blog and in Google's eyes, that's a fresh piece of content. That's a little 
SEO trick that some people are doing and getting good results with it. 
 
So, you got a lot of options. It's kind of half the tide is back into your core 
strategy. What are we trying to do here? And, that's probably the most 
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important question I want to ask you. What are you trying to do? Is it just 
get more traffic from other sources? 
 
EMILY: I like the idea of giving a training and so, training, how to become a 
freelance secretary. See, in my normal work as a freelance secretary, most 
in the networks I am in, I get a lot of questions about, people ask me, "How 
do you become a freelance secretary?" So, that is definitely a question 
which I can answer from experience. 
 
YARO: How do you answer that now? Do you direct them to a certain 
resource of page on your website? 
 
EMILY: Not really because at my current website, I am not speaking so 
much about how to become a freelance secretary. That is a new thing I 
want to do now. What I do speak about is how to limit new things and then, 
I deliver free templates for how to organize travel and then, I offer a free 
itinerary plan, all those kind of things. Those templates gave me a lot of 
money but, you say, just put it from the website and make it in a new kind 
of coat, do you say that? Make it a deliverable, maybe a payable 
deliverable which could be part of the training course which I think will be 
made out of different elements which people can choose from. 
 
YARO: I think that's a great idea. What I would add on top of that though is 
think about that person you're asking the question that say, "Hi, I'd like to 
do what you're doing," and then, what's the one resource you could direct 
them to. Obviously, it should be an optin. So, it should be some sort of, "Go 
here, sign up. Get this free something." 
 
I would suggest since you're following Blog Mastermind, that should be a 
free email course and you could, if you want the quickest path, go into your 
blog archives, pick the five to ten pieces of content that help answer that 
question best. Put them in a logical sequence and use that as your first 
email course and then, also within that email course, sell this entry-level 
product which could be this checklist that you're talking about, maybe with 
an hour-long teaching film or something as well and then, you've got your 
first funnel ready to go. You have to change the design of your blog's front 
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page and probably put your sidebar. Make sure you have an optin for this 
course. Make sure you have some sort of pop up to offer the course as 
well. 
 
The important thing though is having a very clear place to send people to 
with a very clear offer. Like one of the things that I would work with you 
going forwards is let's nail the headlines for this email course because 
that's the most important thing to get people to sign up for it and then, let's 
nail the sequence of content that you deliver after it following what I talk 
about in Blog Mastermind, that sort of template where you're dealing with 
objections and using the right psychological triggers to get people very 
much to trust in you and ready to buy this product. That's exactly what 
we're doing here. 
 
So, I think in your case, and I've looked at your website a couple of times, 
it's narrowing down the focus. So, there is this clear entry point for your 
funnel because at the moment, you sort of have a content website with lots 
of information all over the place. There's not really a direction you take 
people to. Is that right? 
 
EMILY: Yes, that's correct. I think that should change more into a blog and 
put away all the different categories which I've tried on my website and 
maybe make it more a blog and a new page with the Freelance secretary 
thing. So, I want to direct the people to that page and make more 
backgrounds for my current pages or the current content. 
 
YARO: I definitely think a facelift to your design just to re-organize the 
focus would help including a very big optin box for this email list with a very 
clear call to action as to why they want to join. You don't have to change 
the design significantly to do that. You could just add that right now at the 
top of your website and it will probably have a positive impact straightaway 
but certainly, turning it to be more like a blog with regular content, optin 
form and so on, it will help. 
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EMILY: One more question. The images, I made them myself and it was 
years ago. Do you think there are still a few people who [unclear] 
nowadays. 
 
YARO: I am not sure which images you mean. I'm trying to-- 
 
EMILY: I can ask my question later [unclear]. 
 
YARO: Well, I mean, I think imagery, it's rarely a bad thing. I can imagine 
that, you might think that's childish but that can also become part of your 
brand. Some people just use that as their style and if you like it and it sort 
of represents who you are then, it can be a great point of difference. So, 
the only reason you might not like it is if it doesn't match your new direction. 
Like, if it doesn't connect with the offer you're trying to make at the moment 
then, maybe you need to re-think about it and not use them. But, it's a 
branding decision more than anything. 
 
EMILY: Yes. I think it's because I want to do this original [unclear] and also 
my images. I want to make them myself. It's original. It's me. So, yes. Okay. 
 
YARO: Yes. I mean, I don't know if you've ever seen Leonie Dawson. I've 
talked about her a bit in the EJ Insider program, she hand draws pictures 
that she uses all over her sales pages and her emails and, well, it's not my 
style. It's quite cute-sy, young mother sort of style, that's her market, and 
she really like it definitely makes her stand out. She put all her effort and I 
was impressed by it, too. 
 
If you can find a way to keep using them, don't hold back. It's a very good 
point of difference. 
 
EMILY: Okay. 
 
YARO: Okay? 
 
EMILY: Well, lots of things to think about to do to take extra -- 
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YARO: Well yes, that's the most important thing -- take action and my 
advice is you, you want the 80-20. That thing will get you the most result. 
It's that optin form with a very clear call to action and a very clear sequence 
of information behind it. That will make a big difference but you're going to 
Blog Mastermind so, you've heard me say that many, many times and if 
you have any more questions, let me know. Just raise your hand again and 
I'll be happy to answer some more.  
 
EMILY: Okay, thank you, Yaro. 
 
YARO: Thank you. All right, one more live question. Here we go, next 
caller. 
 
ED: Yes, Yaro. This is -- 
 
YARO: Oh, you're live. 
 
ED: Pardon me? 
 
YARO: I just said you're live. Go ahead. 
 
Okay, great. Yes, Yaro. This is Ed Vega. I just signed up for your Blog 
Mastermind and so, my question is this -- my target market is CEOs of 
small to medium size companies and my ultimate objective is to get them 
involved in a mastermind peer group which costs about $800 a month. My 
question is, I definitely like the idea of, and will be doing an optin but after 
they opt in, I was reading your Blog Mastermind, or at least the first part of 
it, it says to really only focus on one product and my concern is I think 
going from a cold visitor to $800 a month without an intermediary product 
might be too much of a lead. What do you think of that? 
 
YARO: Possibly, it's one of those things where the higher the price, the 
more selling, the more trust building you have to do. You could stick to one 
email sequence to do that or you could put some entry level products 
before that process and then, graduate the best people to the Mastermind. 
There's no right answer to this. This is something you can test on the side. 
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Some people just have one big product they sell and what they do is they 
put a lot of content. And, in fact, for something like a mastermind group, 
they have a lot of qualifying content that sort of force people to jump into 
some hoops first because you need to get a good person into a 
mastermind group if you can't have anyone joining up. And, that's great 
marketing, too because it does make it more exclusive. 
 
If that was the case, you might have for example, a white paper or free 
report as the entry point to the list, a little bit more than just an email course 
because it's almost like that's your front-end product and then, the person 
who reads the entire free report at the end of it, then you have like the next 
sort of step where you might offer the mastermind group and obviously, you 
cap it because of some sort of scarcity, you can't have an infinite amount of 
people on a mastermind group and then, that creates the level you need. 
And, in that situation, you probably will have a qualifying interview 
beforehand too that will say, "Opt in to get this free report," then, follow up 
with some emails where you give more information and you also say, "Got 
X number of slots this month. If you want to possibly apply for one if it's 
something they have to apply for and then, book in a qualification session 
or maybe have them do some sort of Q and A survey first that will allow you 
to do behind coaching and then, get them on the call for like half an hour to 
an hour. That is a qualification call. It's possibly a selling call. You know, 
you're doing both at the same time making sure they are right for you and 
convincing them that they want to join this program. 
 
So, that will be the basic framework. It will be a tweak to what I teach in 
Blog Mastermind. You're not doing a course. You're doing a front end free 
report. I do talk about that in the program though and that's simply because 
you get a higher end product results. You need to put more infront of 
people before you make the offer or just pick the basic framework in selling 
an under $50 product first which will be like, it will talk to the same thing 
you want to help those CEO you do so, whether it's criticize their business, 
marketing or maybe it's lifestyle. Maybe you want to help them get more 
time freedom, whatever that thing is, have a product or even possible a 
couple of products around those subject that are stand-alone. That can be 
a great source of cash flow too.  
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To me, this is more a question of not if you do a product. It's more of when 
you do it because an $800 a month mastermind can be a good business 
but I think you'll have an even better business when you have a whole 
product funnel. 
 
Most people will do better with more than one product. It just takes more 
time to build the whole funnel. That's the challenge, right? But, if you have 
some front end products, maybe some sort of regular subscription going, 
maybe even a course then, the mastermind group after all that, that funnel 
will automatically qualify people like for example, at the end of Blog 
Mastermind and I have another flagship course, at the end of those free 
courses, if I said, "Hey, I've also got this elite ten people a year highend 
coaching program. I've only got four slots available. Here's the link to 
apply." The person who reaches the end of the Blog Mastermind is really 
engaged, has done the works, start to make some money from their blog, 
they are the most qualified to potentially apply for this high-end coaching 
program. It's like my product is just selling for me, if you know what I mean. 
So, that's sort of where an $800 a month product would slot in nicely. It's a 
high-end backend coaching program but, it just takes a lot of time to get 
there.  
 
If you want to go straight to the Mastermind group, you just have to put 
more in front of people to qualify them. 
 
ED: Well, that was... My thinking is if I could sell a cheaper product and all 
of a sudden I changed the relationship and they become a customer 
versus, yes, an opt in and I was thinking, well, I could do a $50 product, a 
$400 product and then, offer the peer group with like a peer group free 
coaching call which would be exactly as you say it, it would be a sales and 
qualification call and I agree with you.  
 
I should have products because then I can at least offset the cost of my 
marketing by selling some products for people that want to marry me for 
twelve months at $800 a month.  
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YARO: [Chuckle] Caught on. That's exactly when you will have a lot less 
trouble selling to someone who has brought to you and someone you 
haven't. 
 
ED: Now, would it be bad if... If I offered a $50 product, would that cheapen 
my image or would it be better just to start with a $400 product opt in or 
$400 product in mastermind? 
 
YARO: I don't think it's cheap in any shape or form. I mean, I've got 50 $30 
eBooks and I've got a $1000 Blog Mastermind program. I don't think those 
eBooks cheapen the course. Anyway, it's a graduating stepping stone. 
People who want more, they have the option to buy more and that's what a 
mastermind group is. I mean, that's the ultimate in personal contact if an 
expert and obviously, some other experts as well and other leaders in this 
space. 
 
So, it is something that they will probably, you will get a higher quality 
applicant  by having those stepping stones. So, in fact, I don't think it’s a 
cheapening process. It's actually enhancing the quality of the people who 
apply because if they're not willing to spend 50 bucks on a book, they're not 
going to pay for $100 a month.  
 
ED: [Laughter] Yes, absolutely right. So, you know, and in this way, once 
they bought something from me, I can either offer the higher end course to 
them or go directly to the mastermind after they purchase because I don't 
want to get on a qualifying calls with unqualified people. 
 
YARO: No, exactly. You will have a better quality people applying with 
more products put in front of them. I mean, I would actually recommend the 
whole funnel and put that product at the end of it, the mastermind $800 a 
month should be a backend product that only a small fraction of your 
audience ever gets invited to potentially apply for. It's the best of the best at 
the end of going through your course that really should see the offer. 
 
ED: Mm-hmm. Okay, great, great. Well, thank you very much. That's really 
a good strategy and I will be implementing it. 
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YARO: Awesome. Well, if you have any more questions, Ed, just raise your 
hand again. I am happy to speak to you again.  
 
ED: Really good, Yaro. Thank you. 
 
YARO: Thank you. 
 
All right, I am going to jump to another email question. In the meantime, if 
you want to ask a live question, as some of the people have, it's five and 
star on your Skype pad or your phone dial pad and that will raise your 
hand. 
 
Back to email questions. This is from Mark from Paris in France. It's about 
lowering the free line. At one point, with all the free content that we give, I 
find it hard to sell a front end product at under $50 and it seems to me that 
by lowering the free line, we directly move on to selling the flagship course 
which is more pricier and in a way bypassing the front end product. Is that a 
strategy or do you think that we have to sell a low-priced product anyway? 
 
Well, very similar to the last question, uncanny timing here. So, Mark, good 
observation. You're quite right. For people who don't understand the 
lowering the free line concept, it's something that's been around the 
internet marketing world for a while now. I do teach it in Blog Mastermind 
as well.  
 
It simply means what we give away for free used to be what people charge 
money for. So, basically, instead of having very low value for small 
documents as a free giveaway, now you're giving away full blown free 
reports with bonuses or even full blown courses, things like that. That's 
what a free line is about. The higher quality, the better content give away 
for free, the more people you reach, the more would be joining your funnel 
and so on. 
 
And so, the question really is if we're giving away something that is of the 
same value as a front end product then, how on earth do we sell a front 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 24 

end product and simply go straight to a backend course or something like 
that? 
 
Mark, that is kind of true like when I first launched Blog Mastermind, there 
was no front end product. It was the Blog Profits Blueprint. That's classic 
moving the free line example. I gave away what would probably an eBook I 
would sell and then, I went straight to a $500 course as a product I sold. 
You can do that and that's pretty much why you would move the free line 
why you would give away something big. 
 
This is also why I do focus on an email course in Blog Mastermind as the 
give away because I do see that as less work and it's not as significant as a 
full blown free report. However, as you progress through Blog Mastermind, 
I'd talk about creating a free report as your next content goal because the 
short answer here is having all these front end resources will do your 
business better. What you have to decide is what you sell immediately after 
a resource and it makes sense if it's an email course to sell an nunder $50 
eBook as the front end product because it's a smooth transition. It's a bit of 
information, a low-priced product and so on. 
 
After that, you could then send the free report to people who bought the 
product or maybe as an option, people who don't buy the front end product 
after completing the email course, in a few weeks later, you can actually 
send them the free report and then, put them on to that channel to then sell 
a course straight away. That's, I guess, what you could say, it's the next 
step for people who are not converted to build an even more trust with 
them by giving them another resource of significant value. They haven't 
bought from you yet and then, you're going straight to the course. That's 
actually a really good strategy. 
 
The key here is having these tools available to you. You have an email 
course, you have a frontend product, you have a flagship course, and you 
have a free line content, big content like free reports, you can structure 
funnels in a way where you're really luring as many people across the line 
as possible, turning people into customers. That's the key thing here. 
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So, whether they buy a front end eBook or a flagship course, eventually, 
you're trying to get them to those backend products. That's the idea. So, I 
would say the answer actually is you're doing everything. I would aim to 
have the email course to sell the front end products because you will sell 
more copies of a $50 or $30 eBook. That's a given. 
 
However, if you ever want to do a launch campaign, when you're going to 
have affiliates then, you don't really want to send them to a $30 eBook 
because it's not going to be appealing to them. You're better off sending 
them to a really powerful free report moving the free line and then, selling a 
thousand, $2000 or $3000 course after it because we're an affiliate. The 
commission is it makes it worthwhile for them. 
 
So, the short answer is do it all. For the beginning though, it's up to you. 
You can go straight to create an eBook, sell a flagship course. So, when I 
say create a free report which you give away for free, then sell a flagship 
course or Blog Mastermind message, create an email course, sell a low-
price content product and then, graduate those people through the flagship 
course. I would, as I said, aim to do all of that because the more you have 
of each channel, these funnels, the more people you have buying your 
products and then getting into your flagship course.  
 
That's what I do. I have all of those things -- multiple free reports, multiple 
email courses, multiple front end products, multiple flagship courses... The 
more of that you do, that's how you get to $100,000, half a million, a million 
dollar a year business. 
 
But, great question, Mark. If you want to talk about which one you do first, 
feel free to ask a follow up question or jump on live with me sometime in 
the future. 
 
All right, I have some hands raised. We've got a lot of questions this week. 
So, I will jump to our next live caller. Here we go... 
 
SANG HI: Hi Yaro! 
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YARO: Hello! 
 
SANG HI: Hi, can you hear me? 
 
YARO: Yes, I can. Go ahead. Who is this? 
 
SANG HI: This is SangHi from Canada.  
 
YARO: Hi Sang Hi! 
 
SANG HI: You do EJ and I really love your course and currently, I am 
studying Beginner Blog and Workshop 1. My question is, is it possible to 
juggle two different niches at the same time? My story is that I am a music 
instructor currently and I have been in the music education niche for a while 
and I do not feel desperate demand nor pain in this niche and to be honest, 
I am getting tired of private coaching and I do not have passion about this 
niche anymore. 
 
Now, I am thinking of starting a health and wellness blog that I really love 
and I had some very good personal results in my past in this area and at 
the same time, implementing all the techniques from Mastermind course 
including creating digital products on my current music education business 
so, I want to hear your thoughts on this please. 
 
YARO: Sure. Good question. It sounds pretty clear you want to move on to 
that other subject. So, the way I would look at this is you're previous niche 
where you're making an income is like your job. The job you're trying to quit 
by building a business to give you enough money to leave that job.  
 
The fact that your current job is a business, it doesn't really matter. Your 
income stream and it's not the place you want to be though. You want to 
move on to something else. So, the short answer is I would never 
recommend someone try and build two new niche businesses at the same 
time. That's a mistake because you're going to divide your time across two 
things and have your chance to have a success for each of them. It doesn't 
make sense to do that. Focus on one thing. 
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If however, you've got something that's already got momentum providing 
some cash flow, it might be how you pay your bills but you don't want to 
keep going with that, figure out what the status quo that you need to 
maintain to keep that going for your lifestyle whatever you need from it, do 
enough to keep to going with the commitment to the new business. 
 
I actually had this exact experience. I was running my proofreading 
company at the same time my blog was taking off. I wanted to focus on my 
blog. I didn't want to focus on a proofreading company but, the 
proofreading company was making my living. It was a very high leverage 
business though.  It did require too much time for me.  
 
That being said, I also saw that I could grow the proofreading company 
quite further. I just didn't want to. I was very much tired of it. So, I did the 
juggle.  I put the proofreading company on autopilot as best as I could. It 
still required I checked in to make sure nothing was breaking but I had a 
customer service person etc., and I spent all my time growing EJ. That ratio 
as EJ grew became even with the proofreading company to the point where 
after two years of blogging, proofreading company got sold and I focused 
100% on blogging. 
 
So, if you can do that, that's what I recommend. That's the ideal transition 
away from what you're currently doing to something else. Did I answer your 
question? 
 
SANG HI: Yes. One more question then, I'm having an issue finding a 
modern website template that I can put blogs at a front page. I find that the 
thing that have blogs that have home page usually are traditional outdated 
looking ones so, what's your thoughts on this? 
 
YARO: There are so many premium Wordpress templates out there that 
look amazing. Have you looked in to some of those? 
 
SANG HI: I think I did. So, you mean blogs on a front page at the same 
time, they look modern. 
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YARO: Yes. There's a lot of them. The place where I tell people to go to 
first is Theme Forest. Have you ever looked at that website? 
 
SANG HI: Quickly, I think I did. 
 
YARO: Yes, ThemeForest.net. It's a marketplace for Wordpress premium 
themes. They are not free. You only have to pay $50, $40 etc for each 
theme. I often go there if I am looking for a new theme for something but 
there's so many other places too like there's a bunch of companies that 
specialize in this. If you need, you can just type in Premium Wordpress 
Themes.  
 
I had no problems coming up with blogs that look professional. I think the 
problem I find is they are not simple enough. Often, they are very graphical 
and look like magazines which is not what I recommend for a lot of us. I 
actually recommend a cleaner theme with very simple designs but, Theme 
Forest has lots of options. You haven't gone there recently, check the 
Wordpress category in ThemeForest.net and you'll find lots of options. 
 
SANG HI: Well, when I look at Tracy, the acne program she's offering, 
when I look at her website, her website is really gorgeous and very modern 
but it doesn't have blog on her first home page though. What do you think 
about that? 
 
YARO: No, no. Yes, I mean, this is Tracy Raftl for people listening in. She 
runs TheLoveVitamins.com. Her blog is definitely custom-designed for 
starters. So, you won't get to buy that. You have to get someone to design 
something for you like that. 
 
Her design I guess, is, yes, like you said, it's very modern. It's a sort of 
example of an individual expert who has a very clear first step funnel she 
wants to put people through and that's why she puts that first. She has like 
a personal branding message first then, the opt in then, as you scroll down, 
you'll start to see more content. 
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That can work well. I think you'll find a lot of the personal branded blogs do 
that. I considered doing that but I realized that you can get the same results 
and still maintain a sort of blog look just by using a pop up opt in box. You 
can capture just as many leads and what I wanted to do is make it about 
the content because in my opinion, yes, Tracy's design is nice. The 
problem right there is it's very specific. If you don't connect with that one 
first impression you get from Tracy on that home page, you're out of there. 
 
What I like to do is have individual pieces of my blog content, make that 
first impression because I know people first find me by going to an article, 
not going to my blog home page. 
 
So, that article makes the first impression. That's why I stripped away the 
sidebar from my website. I've got just one individual call now for my content 
because I want them to engage with that content and that opens a 
relationship and then, see the pop up opt in and join my email list or one  of 
them. 
 
So, I won't get too caught up on anything other than clean design and more 
importantly, where you need to spend your time is that opt in box.  
 
What's the headline for it? What's the email sequence behind it? Those are 
the decisions and you go through this as you work your way through Blog 
Mastermind. They are critical. Like Tracy, what she's done really well is you 
read the offer she makes to get people on to her email list. She's got a 
great free report. It's very specific, very focused. 
 
But, she's going to turn away a lot of people. I mean, I am not read the site. 
So, you know, it's just a case of getting your message on selling which she 
has done really well. 
 
SANG HI: Yes. Okay, thank you, Yaro. 
 
YARO: No problem. Any more questions, feel free to raise your hand again. 
 
SANG HI: Thank you, bye! 
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YARO: Thank you, bye! 
 
Okay, another live caller. Go ahead. 
 
ED: Yes, Yaro. This is Ed again. 
 
YARO: Go ahead. 
 
ED: Back to the converting CEO thing, I was wondering, normally, in the 
past I have created long sales letters and you know, they have been very 
effective. However, I was wondering about time constraints, the time to 
read a 10, 15, or 20 page sales letter for somebody who is busy like a 
business owner, might be prohibitive versus adding a video sales letter that 
highlights the main points and then, takes some to the next step. Any 
thoughts on either one of those approaches? 
 
YARO: Well, for an $800 product, $800 a month or we're basically talking 
about a $10,000 product here almost, you do need to have enough copy 
justifying that price.  
 
Remember people scans. No one is going to sit there unless they're so on 
the fence and yet so compelled. They are not going to read the whole thing. 
They'll scan the headlines. They'll whatever sticks out of them, they'll read. 
But, you have to have the long page to potentially grab them with the one 
thing that's going to sway them to buy from you. 
 
The video technique, same thing. I think the risk of video is you can't scan, 
that's why I like to have copy as an option, too. So, really having both is the 
best solution. 
 
But, I see a lot of information marketing companies who is opening with the 
video first and if someone goes to leave the video before buying, the page 
refreshes to a text version. So, you're kind of getting the best of both 
worlds. Or, like I do with Blog Mastermind, putting a video on the page with 
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the text so you get the best of both worlds that way too without them sort of 
meaning to leave. 
 
That's really up to you. Now, with the conversion testing question like, no, I 
can't answer if that's going to work better for you. You have to do it, maybe 
split test to get an answer specifically for you but, I do think in your case, 
you need everything you can basically to build enough trust and also hit the 
right sweet spots for whatever people coming at you have in terms of 
whatever is stopping them from buying. 
 
So, looking at, for example, Jeff Walker with his sideways sells better 
concept which he talks about which is essentially taking the things he 
talked about in the sales page and spreading it out over time, he does it in 
the launch, we can do it through automated sequences and that's where 
giving a free report, having a front end product, having the emails that 
follow after it, each of those things are dealing with an element that 
appears in the sales page.  
 
You may then replicate it in the sales page too. This is a case of your 
resources though. Do you have the money and the time to do a long form 
video, a long form sales page and a long form layout process with your 
content? 
 
If you can say yes to all of those things, you're going to sell more. I mean, 
that's the short answer. If you do everything well, that's what the biggest 
information marketing companies do. They have all of these things. The 
chances are though as an individual, you just have to get the resources to 
put all those things together. I don't. I haven't had the resources to do 
everything and certainly not split test everything as what most guys do. 
 
But, when it's something important, for example, Blog Mastermind, I said, I 
am going to put the effort in for Blog Mastermind sales page. I'm going to 
spend five grand on copy and design and I am going to do a video. If you 
go to the sales page videos, it's 55 minutes long. So, it took me two days in 
the video studio recording that thing to get it all done. But, I know it's worth 
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it because this is $1000 product that I plan to sell for years to come. So, it 
justifies it. 
 
So, I would ask yourself the same question. It's all going to help. It's just a 
case of deciding what's the maximum you can do without stopping yourself 
from actually releasing something? 
 
ED: Mm-hmm. Well yes, I definitely want to get... You know, it's a judgment 
call. You'd have to just get something out and start testing it to see and if it 
works, if that one method works well then, you have additional funds to 
develop other methods.  
 
You had mentioned something about a long form sales letter that if people 
leave, it refreshes and goes to a video, is that what you mentioned? 
 
YARO: Other way around. Video first. I actually saw this recently with 
BioTrust. It's a health company that sells a lot of supplements. Tim Ferris 
recommends it. I buy a few things from them, too. And, they have this 
basically traditional videos where you just got text on the screen with a few 
graphics now and then and they talk it out. It's about an hour or more for 
these videos. They have it on marketing but they also have data around the 
health industry. 
 
And, if you go to leave that page without buying or ending the video, the 
page will give you that warning message, do you want to leave or do you 
want to stay? The usual thing. And, if you choose to stay, it will refresh with 
a text version of basically what's said in the video and then, you can scan 
that. And then, if you try and leave that, it actually refreshes to another 
page where there's the shortest sales page with a discount offer. 
 
So, they give you basically three shots at the product before you can 
actually leave the page [chuckle]. But, you know what? I'm sure they tested 
that like crazy. Those guys are great at marketing. They got great instant 
marketing. So, if you want to look at the pinnacle of direct response internet 
marketing, that's one of the examples I can send you to, Biotrust. But, you 
know, it takes a lot of work to sell out. 
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ED: What technology do they use to do that? Just regular popup? 
 
YARO: No idea. You can do that with a lot of... My system in Ontraport, I 
can do that quite easily. I think even Lead Pages can do this sort of thing. 
It's just a case of having an exit trigger that then can redirect another page. 
I know some of my Lead Pages opt in forms can do that because if they go 
to leave the opt in form without opting in, you give them a warning message 
and you can direct them to somewhere else. 
 
ED: Okay, great. Well, I do have Lead Pages. I am still learning how to do it 
but, that's a good idea though, to get it done simply. 
 
Okay, great. Thank you again. 
 
YARO:  No problem, Ed.  
 
ED: Good luck. 
 
YARO: Thanks for this call too. 
 
ED: I sure will. 
 
YARO: Bye. 
 
All right, another live caller. Hello, you are live. 
 
SUE: Hi Yaro! It's Sue from Successful Blogging. How are you? 
 
YARO: Hi Sue! I am good. How are you? 
 
SUE: I am doing great. I wanted to ask a quick question about affiliate 
marketing. Currently, I just have a resource page on how to start a blog. I 
have been getting affiliate sales pretty well in the last two months.  
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I was wondering if you would recommend that I do an email sequence for 
like the hosting or affiliate lead pages, things like that, if I should do like a 
separate email for each of them over time, mix them with my other content 
emails because it is a currently lucrative way of  earning some money. 
 
YARO: Sure, I mean, if it's working for you, create a track. I call that a 
segment a track a little email course that you can send people through. You 
can have them opt in to it on the resources page and if you have other 
funnels, you can for example, have an email somewhere. I used to do this 
a little bit back when I was more affiliate focused. I don't do now. But, I 
used to have one core email sequence. They would join my list. Back then, 
it was just a blueprint, The Blog Profits Blueprint but, in the early 
messages, I kind of realized that there's going to be people here who don't 
have a blog yet. So, I need a track for them to go on. 
 
So, you can have, for example, maybe your first or second or third email in 
the sequence say, "Hey, if you haven't set up your blog, I've got some step 
by step instructions to help you with that. Click here to begin this process." 
That clicking here, since I think you're with... Are you with GetReponse or 
are you with Aweber? I can't remember. 
 
SUE: Get Response and you can segment them that way. 
 
YARO: Right, so you can have it trigger whether it's opting into a new form 
or not, if it doesn't matter, you move them on to this other sequence that 
they go through which has your affiliate offers, give them more training on 
how to set up the blog and then, when they finish, you move them back to 
one of the main tracks. So, it's almost like pause, main track, go into the 
sub-sequence, back onto the main track when they're done. And, that's 
actually how a lot of businesses structure their email sequence rather than 
having seven different channels that you can join individually. 
 
You have one big channel and then, based on behaviors, clicking the link, 
they move off one segment and go on to another one and that's a good 
way to do things, especially if you want to have that sort of thing, some sort 
of affiliate sequence. 
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You're getting results already like I don't, to be honest, get very good 
results showing how to set up blog stuff. I have very little, so I don't bother 
on that space. It's not an area where I focus on but you're getting traction 
and you have all the money [chuckle]. 
 
SUE: Yes. 
 
YARO: So, people sent there with all the money [chuckle]. 
 
SUE: That's a great idea of setting up a tracker for people that haven't set 
up a blog. Thanks so much. That helps a lot. 
 
YARO: No problem, Sue. If you have any more questions, let me know. 
 
SUE: Okay. 
 
YARO: Thank you. 
 
SUE: Thanks. 
 
YARO: All right, good questions everyone. I am going to jump back into the 
email questions. I've got a couple more to deal with. So, Justin asks... 
 
My question, I wanted some advice on any proven strategies of producing 
good quality content consistently especially in the early stages of a 
blogging career business through outsourcing partnerships where the goals 
are to build traffic and following. Any strategies you can recommend for a 
beginner like myself? 
 
So, I think you're asking me Justin, is there a way to produce content 
specifically using outsourcing partnerships? I don't want to confuse that 
with you doing all the work yourself. So, if that's the case, you've got a lot of 
options. You got things like co-creating courses, eBooks, products, all 
those other things.  
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One of the things I remember doing, for example, with Gideon Shalwick, we 
were partners in the Become a Blogger business for a while. Now, Leslie is 
in charge of that.  When we created some of the lead in resources to the 
product, we had some free resources, a free report, free videos, some of 
that we co-created.  I actually co-created a free report a long time ago with 
Bryan Clark from Copyblogger. And, to do that, we just combined some 
blog posts from my blog and some blog posts from Copyblogger and turned 
it into a free report that we both promoted. And, we didn't do anything with 
it. We didn't build a list. We just sent it out there and said, "Hey, this is from 
both of us," and Bryan was the one who actually brought that idea to me 
because he said, "Listen, you got some content on this subject. So do I. 
Let's release something to our people." And, that worked well. That's a way 
of doing things but, you're talking about just getting started at the very 
beginning.  
 
In terms of outsourcing, most people who do any kind of content 
outsourcing hire writers and they write the blog post that they put in their 
blog. The risk with that is it's not coming from you as if you're doing a 
personal brand issue, you want to make sure whoever is writing for you is a 
good ghost writer. They are doing in the style, in the language that matches 
what you're trying to represent. And, if that's the case, chances are you're 
not a writer so, you might be thinking that you should possibly do another 
media format. Maybe it's better for you to do podcasting or video if writing 
is not your thing. 
 
In my opinion, you should pick your best platform for content production 
and focus on that as an area where you're going to really practice. I talk 
about this in Workshop 3 in Blog Mastermind with the principle of Kaizen. 
So, that I continue with some proven Japanese philosophy. Your potential 
for becoming a leader in your market really requires the level of your 
content to be of a high standard, and one of the best ways for that to be 
possible is for you picking your strength and then, working on it. I have 
been writing my blog for ten years and I feel a lot more confident about my 
writing ability now. I think it's an advantage, a distinct advantage that 
makes me a leading blogger. 
 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 37 

So, I would sort of advice you, Justin to rather than think about outsourcing 
any kind of content production, I would outsource things around it, the 
technology, the design of things. If you write some great blog posts and 
want to turn that into a free report, hire the editor and hire the designer of 
the report but you create the content. To me, that's the role we perform as 
bloggers. We're content marketers. We're content creators. 
 
So, I don't think... You're going to go down the outsourcing path. I would 
actually suggest you choose a potentially different model, the magazine 
model of blogging would work better. Hire some writers to write a blog post. 
Don't make it about you. Make it about them. Look at producing a lot more 
content following a different business model. I talk about this also in the 
early stages of Blog Mastermind and also on my blog but, the magazine 
model is also a very different model but it can work.  
 
A lot of bloggers do really well. Alborz Fallah with his CarAdvice.com.au 
blog. They got a team of car reviewers and it's a $20 million dollar blog that 
he started himself, initially writing it all himself but it very quickly expanded 
to become a magazine. But, it's a very different strategy to what I follow 
where it's all about me, it's all about selling products related to me and 
that's how I get conversions. 
 
So, I'd be very careful with your outsourcing new partnerships because you 
want to maintain the strategy that you're applying there if you're the expert.  
 
I hope that helps you, Justin. If you want to follow up, obviously, we can 
talk in the forum or another question on a future call. 
 
All right, I'm going to do... I've got, let's see... 
 
I'm going to do one more question from the emails and then, we might call 
it a day unless no one else has any more live questions but, if you do have 
any more live questions, you can press five and star and we can keep 
talking but I will jump to Tor's question in the email. He writes... 
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I have now created my pillar posts about goal settings. The next natural 
step for me would be to create an eBook and online course on that topic. 
However, based on the feedback on Twitter, I think productivity and time 
management is a bigger interest for my audience. Question one, should I 
create a product for goal setting or should I start on productivity? If I go 
productivity, I need to create about seven new posts about productivity first. 
 
Question two, what should the pricing point be for my private coaching? I 
would say, $150 to $200 US. I appreciate your input. Thanks! Tor. 
 
All right, Tor, so it sounds like you've already been producing some content 
around the subject of productivity but now, it's goal setting, the very similar 
subjects, Tor. This is one of the things, first of all, don't base your entire 
decisions on feedback on Twitter unless you're certain that Twitter 
feedback is a good representation of your marketplace and how much 
feedback you're getting. You don't want to go and get two or three or four 
or five random sort of replies on Twitter and assume that represents your 
entire market. I would actually look more on opt ins to your email list as a 
better indication of interest. 
 
So, are they opting in for an email list that has a headline that talks about 
goal setting or one that talks about productivity although, the way I see it, 
good goal setting helps to be more productive so, I think they are very, very 
similar subjects. 
 
And, to be honest, I would suggest to you Tor, don't go down on new 
content track if you've already created these pillar posts about goal setting. 
The way I would do it is you can test it in headlines or the actual email 
course or the email sequence that sells the eBook or the course you're 
going to sell, and you can call a sequence of content on goal settings. You 
can also call that, let me help you boost your productivity by helping you set 
better goals. 
 
You can actually present a different offer using the same content and that's 
a lot less work than creating seven new posts about productivity. So, that's 
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the way that I would do it. Play with the headlines not the content if you've 
already created the content. 
 
If you find that no one is connecting with your current content then, maybe 
yes. You need to try creating a new track of content. It doesn't sound like 
that's the case.  
 
Remember, people want an outcome. It's not the technique that you use, 
whether it's goal setting or productivity advise, they are trying to get to an 
outcome. So, if I have those things to get into the outcome, that's how you'll 
have a satisfied audience member and I am pretty sure goal setting and 
productivity, whatever those distinguished, the difference between those 
two things are marginal compared to how much they actually want the 
outcome. That's what's important to them. 
 
And, question two, you're asking about pricing for private coaching. Big tip 
for anyone who is thinking about doing the private coaching. When it 
comes to pricing, ask yourself what's the value to your customer, to your 
audience when you get them the result after the coaching? 
 
So, whatever they are trying to do, what's that worth to them in their life? 
So, there's different magnitudes of outcome here. If you're private coaching 
people on how to cure cancer or deal with cancer, that's a huge change to 
a person's life so, potentially that's got a big high price attached to it 
depending on who your target audience is, same with things to do with 
money. 
 
If you're helping people make ten thousand dollars then, it's okay to charge 
$500. If however, what you're doing is let's say, you're teaching people how 
to cook raw food, what's the outcome to that?  
 
Well, they might be trying to lose weight now, what's the losing weight 
worth to them if it's about saving their life, it could be worth a lot. So, I 
would look at what you're helping people do so, in your case it's time 
management, goal setting so, you know you're helping them get more out 
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of their life then, you have to attach that to the person, who is it you're 
helping? 
 
If it's a CEO, you get them an hour a day, that could be worth millions of 
dollars a year to their business. If it's a month, you might be helping them 
get some better relaxation time not worth as much to them. It's all about 
your target audience and what you're helping them to do. 
 
So I would first ask you what's the value and who is the target audience? 
Then, you can decide the price. Based on what you have been talking 
about to me already though, I think you're pretty close to a good price 
range -- $150 to $200 US dollars.  
 
If you're struggling, if you're only getting absolute beginners who are a little 
strapped for cash, it's okay for you to charge $50 to $100 if it means you 
can get them on the phone. 
 
The important thing is get people to pay me money to speak to you and 
then, you'll see who they are. You'll be able to answer these questions -- 
who they are and what are they trying to do? What's the outcome worth to 
them and they'll help you build your business. 
 
I wouldn't go lower than $50 because then, it's almost like, the quality of 
your customers is not going to be very high plus people won't believe 
you're actually an expert. I don't really see anyone will pay $25 an hour for 
an expert. It might for a bit of freelancing help or contracting work but not 
for an expert.  
 
For an expert, you have to charge at least $50 an hour for the expertise. 
But, you know, start high and then, work low. I think that's one of the best 
things to do. Start with a $200 price tag then, you can run some special. 
You can say, "I'm doing some special. I've got five slots at $100 just for this 
week only." And, that allows you to set a public pricing point and then, a 
discount point that seems like it's got a clear discount.  When you got that 
public price, when you say it's $100 then, you say, it's 50% off. But, you 
can't do that if you didn't have the public price. 
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So, I'd run with that, Tor and see how you go. And, good luck. And, of 
course, I'll speak to you inside the EJ Insider as well.  
 
All right, I am going back to what will be our last live caller for today unless 
a bunch of you suddenly raise your hands. Here we go... 
 
Hello? 
 
MARK: Hello Yaro, can you hear me? 
 
YARO: Yes, I can. Who is this? 
 
MARK: This is Mark from your hometown in Brisbane. 
 
YARO: Hey Mark! How are you doing? 
 
MARK: Yes, pretty well. Now, I've got a psychology practice and obviously 
I'm wanting to move online so, I can get some passive income from 
happening. 
 
Basically, I just got a quick question around Mail Chimp. I've been using it 
to send out emails to my clients because you have recommended it. What 
do you think about this autoresponder? 
 
YARO: I haven't actually used it so, you know, I got prefaced this for that 
fact. I know when I've investigated it in the past and seen people talking 
about it, the biggest concern was the fact that they don't seem to want you 
to do certain commercial activities with it. I'm not sure what it was. It used 
to be affiliate marketing. They didn't want to you to be promoting things 
through affiliates. 
 
That may have changed for the premium like the paid versions but, I've 
never met someone who has a, I guess, what you'd call it, an established 
information marketing business on Mail Chimp. 
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People seem to start there. Small businesses like small practices. Maybe 
yours is a good example. Your information marketing is not your main 
business. Your practice is your main business. Mail Chimp seems to work 
like I'd rather recommend Mail Chimp... my dad who is a social worker, a 
counselor because he is not going to be doing it in depth. He just have to 
send an email every now and then. 
 
But, if you want to start segmenting lists and making a lot of offers and 
doing all that sort of thing then, Aweber, GetResponse, those are the 
places I would send people to next and that just seems to be what the 
market does and well. As I've said, those people making a lot of money 
online with information marketing through email seem to be on those 
platforms at the first point or Infusionsoft or Ontraport, the bigger ones. 
 
I don't have an actual answer. I've used that system recently so, I'd be 
careful. I would double check their rules. 
 
But, the important thing is do you have the tools and are you allowed to 
make offers? 
 
MARK: Yes, sir. Thank you. 
 
YARO: No problem. Is that it? 
 
MARK: Yes, that's all. 
 
YARO: Oh, easy question. Thank you, Mark. 
 
MARK: Thank you. 
 
YARO: All right. Talk to you soon. Bye! 
 
All right, I have another email question that I wanted to get to from 
Radislav. Radislav has asked me... 
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Yaro, you suggested an option for first offer to make it a consultation 
service either via Skype or email. In case I opt for email option because of 
time zone difference, what would be the correct price to set and how shall it 
be done? I mean, shall the price be set for one question or for one email? 
What if they had five questions for example? I'm in the body building fitness 
industry in case you need to know.  
 
Okay, Radislav. Email support, email coaching is a bit different obviously 
than over the phone where you can set an hour or half an hour or whatever 
it is. 
 
With email, what I find is like we private coach to begin with. If you can help 
people solve one problem, that's what you're trying to do. You're trying to 
help them solve their biggest problem, whether you did it on the phone or 
an email, whatever the cases, it's getting that outcome. 
 
For email, you have to be careful because it can drag on. If you don't set 
parameters then, you will be in trouble. So, what I find in the same token, 
you don't want to put pressure on people and feel like they have to get 
everything into one email because they could potentially write a massive 
email. 
 
So, what I suggest you do is have a cap limit so, you could say five to ten 
emails or something like that. Really emphasize that you're trying to help 
them solve a specific problem. So, one of the things that can work really 
well in your situation is have them either write an email or even record an 
audio, one way to do spoken coaching without actually being live together 
is they send you an audio question and you reply with an audio question. I 
actually do some of my interviews this way. Someone sends me text based 
questions. I reply with an audio.  
 
That maybe a good solution for you because it means you can say, "Listen, 
write to me as many questions as you have in an email. I'll reply by 
recording an audio and I'll send you back the MP3." 
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What you don't want to do is have an open-ended time frame or an open 
ended number of questions. Just cap it at something like that. But, tell them 
the goal. You're trying to help them solve the one thing. You're trying to 
help them deal with their immediate constraints, what's the thing that's 
stopping them from getting any results today. 
 
So, if you can guide them towards that, because most people, when they 
are about to ask a coach a question, they have trouble finding the actual 
important question. That's what helpful about a live call. You can take 
people away from the things that aren't important and find the things that is 
important to them. That's difficult to do through email and through even 
recorded audio because you don't have that live interaction. 
 
So, the short answer here Radisclav is email is not a great solution for 
private coaching in a contained environment. It's okay for an ongoing 
environment like if you've got people paying you monthly fee for online 
email access, that can work great.  
 
If you're  trying to research for your one on one then, I think you might 
struggle a bit to get the answer and then, trying to get here and bear in 
mind, the whole point of doing this consultation service is to get inside into 
your audience. I wonder if you can get the level of insight you need with 
just through two or three emails because you're missing out on the tone of 
voice, the possibility to find out demographic information about them.  
 
The beautiful thing about email is it's a very lean communication tool. It's 
very succinct. It's great for transfer of information and important information 
but you're missing all the context and that's what's great about having a 
Skype call is you get the context of little bits of conversation that you're 
missing through email -- the tone, the personality, the opportunity to ask 
about where they are coming from and respond in the moment to things 
that are being said. 
 
So, I would actually push you towards getting on Skype, getting on a phone 
call, even if it means you have to wake up earlier or go to bed late to do the 
call. I just need to get a better result plus you'll connect deeper with that 
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person and they are more likely to buy products from you in the future, in 
your niche too.  
 
Body building and fitness, for sure, it's a human to human thing. So, I would 
avoid email consulting. I would potentially consider as a service you could 
provide on an ongoing basis but not for your initial research unless it's an 
absolute last result in which case, cap it let's say, three emails and that's it.  
 
They can send you three emails. You reply to each one and you can call it 
done. 
 
Okay, and I do want to get to one last question before I wrap up the call. It's 
been a long one today. Great, great questions so far everyone though. It's 
from Tom, the final question. 
 
So, Tom asks... 
 
I am curious to know the psychology of the sales funnel that you use for 
any given product, the sequence. What psychologic elements do you use?  
 
Appeal and relate to their issue. Tell a story. Use reverse psychology, 
education, cliff hangers, emotional appeals, scarcity, results-driven. What is 
your formula for how you direct people through it? What do you use? How 
does it work? And, what works and what doesn't? 
 
Tom, huge question. This is not something I could answer on the call in any 
depth. That's for sure. Blog Mastermind Workshop 2, the new version, 
covers this, actually exactly, I cover it, everything you're talking about there. 
And yes, a lot of those triggers you're talking about, I use things like 
scarcity, consistency, anticipation so opening loops, there's a few I can't 
remember at the moment. But, I go through all the persuasion technique, 
the psychological triggers. I also talk about how they translate into email 
templates. 
 
So, in the email course that I teach in Blog Mastermind, which is not a 
template for the all of everything but it's a great starting template which is to 
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start off with obviously story telling so, tell your background story. I 
emphasize that a lot in Blog Mastermind. 
 
Then, have a, what I call, a big a-ha email or blog post so, a big conceptual 
story telling piece of content that explains how you came across the key 
insight that led to everything you did, everything that changed your life, 
everything you teach now, what is that one thing or the collection of ideas 
that led to that? 
 
And then, the next step is the how-to. So, it's teaching the instructional 
aspect of how to implement that concept and then, we move on to making 
an offer, a deadline driven offer. It's got scarcity and urgency built in to it. 
Oh, and of course, throughout all these emails we're doing open loops so, 
we're using anticipation to connect one email to the next.  
 
Then, we're dealing with objections so in my opinion, initially through the 
first half of an email course, you should do the education, the trust, the pre-
selling and the second half of the email, if they are still paying attention, or 
have bought from you, there's a reason why there's an objection that you 
haven't dealt with yet. 
 
So, in the second half of the email course, I talk about dealing with the big 
objection and also dealing with the smaller objections that a person might 
have, simple things like I can't afford this. It's not right for my level. I am not 
sure if in their life situations to apply it... all those common reasons that 
stop people from buying something so you're dealing with those and then, 
you're making your offers again throughout those emails. 
 
Tom, I certainly can't go through much more than that but yes, all those 
things are really powerful. For me, the one thing that's always been the 
strongest most effective psychological trigger that drives more sales than 
anything else is always scarcity, having a deadline is something people 
miss out on if they don't buy it will drive more sales.  
 
That is a universal principle across all marketing across all selling, no 
matter what industry you're in, by having a deadline with some sort of offer. 

http://www.entrepreneurs-journey.com/


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 47 

It will push people over the fence who wouldn't otherwise buy. So, that's 
certainly number one. 
 
The other element is having trust. Everything that we're doing in selling is 
about increasing the level of trust people have of you to get them to buy 
from you.  
 
So, all those persuasion techniques, all the content really, all of that is 
about establishing the necessary conditions that a person sees you as a 
trustworthy and relevant source for solutions or whatever they are coming 
to you for. And, when you have the trust along with an offer, that's how you 
make sales. That's what Blog Mastermind Workshop 1 and 2 are all about, 
setting up the funnel to create that. 
 
And yes, but good questions Tom. I know you already got some email 
funnel set up and I am sure you're using some of those things already 
especially given your line of work.  
 
Okay, thank you, Tom. Thank you everyone who asked a question during 
today's call. It's been the longest one we've done in a while -- some great 
questions. Thank you to all the live callers as well. I really enjoyed talking to 
a number of people this week. 
 
I am going to schedule the next call for, I have to check the calendar 
possibly late January or I'm probably going to do a couple of calls in 
February with one extra one at least because we might have a few new 
members. 
 
But, everyone who listened to the end, thank you for joining me this far and 
as always, this recording will be made available and I'll send out an email 
with it to everyone as well.  
 
That's it for me guys. I'll speak to you on the next coaching call. Thanks to 
everyone who's still here with me. I'll see you at the EJ Insiders inside the 
community throughout this week as well and thanks everyone! My name 
YARO, and I'll talk to you all very, very soon. 
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