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December 8th, 2014 Group Coaching Call 

 
 
YARO: All right, I'd like to officially welcome you to our group coaching call 
for, anywhere you are, it could be December 8 or December 9. It's 
December 9 for me here in Australia. We're going to get going straight 
away. So, if you'd like to ask a question live, all you have to do is press the 
five and then, the star key on your phone or your Skype dial pad and a little 
hand will be raised on my control panel. 
 
Right now, I am looking at the control panel. I can see everyone who's 
dialed in and when you press five and star, I'll get a notification next to your 
little icon and then, I will click it when it's your turn to ask a question. You 
will be notified that your line is open and then, it's just you and me talking 
directly one on one with everyone else listening in and of course, the call 
being recorded. 
 
So, five and star. I've got no one pressing five and star at the moment. 
You're all quite shy so, I am going to jump straight into some of the written 
email questions first and maybe, as we go along, we'll get some hands up 
for some live questions. 
 
So, Sheddy, I think it is or Cheddy, I'm not sure how to pronounce it, sent 
through four questions. We'll try and get through them all for you Cheddy. 
So, Cheddy says... 
 
I've just enrolled in Blog Mastermind and currently studying and applying 
the techniques found in the Blog Money Finder. I have some questions 
regarding the topic and then, seeking some help as I work through this part 
of the course. 
 
Question one, on the Blog Money Finder module three, questioning topic, 
using surveys was suggested as an option. I find that surveys can be a hit 
or a miss because some people may not respond to surveys due to the 
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larger scope and its length of time to complete compared to asking a 
question or two. Here's an example I plan on using... 
 
"Hey, I have some questions that I would like to ask regarding weight loss. 
Here is the link..." and then, a link to a Survey Monkey survey, "I appreciate 
the time, thank you." 
 
Would this example work fine or do you have a recommended format that 
can be used when getting people to respond to a survey? 
 
Well, that would work, possibly. I've used both styles in the past. I've sent 
people through to a large survey through, I actually hosted it on my own 
sort of system because it goes straight onto my own database. That's what 
I currently do. 
 
I've also just done a really basic sort of email where I said four questions in 
plain text in the email and I asked people to just hit reply and write me back 
the email reply. That's actually the survey I did the first time I ever taught 
Blog Mastermind. Before I launched that program, I sent a survey asking 
five fairly important questions about what people would like to see in a blog 
training program, what sort of pricing they would be willing to pay, and that 
sort of thing. 
 
I agree with you. I think surveys have an... hesitation. People don't like 
waste the time doing it. There's a resistance there. I personally feel it every 
time I have to do a survey, too. 
 
So, that's why I like the simple style of just writing an email and say, "Hey, 
I'd love to know your opinion. Can you hit reply and answer these 
questions?"  
 
People do it sometimes with blog posts, too. I remember Eben Pagan 
recommending, "Don't bother with official surveys like Survey Monkey 
software. Just write a blog post and ask your question and ask people to 
reply via comments and get your replies that way." 
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The short answer here, Cheddy, there is no specific way. It's all about how 
can you get people to give you the information? If you have enough of an 
audience that they are engaged with you and want to react to a survey that 
is maybe more significant then, your example, that one sentence with a link 
to the survey, that's great. I would only just recommend you add some sort 
of justification as to why you're doing the survey. So, you're asking 
regarding weight loss but you might want to say, "...because I'd like to help 
people and get better information." It's always better to have a reason why. 
That usually will trigger more responses. 
 
However, you don't have to use Survey Monkey. And, a lot of people love 
the statistics, the data... I don't mind just getting a plain text email. So, 
consider that as an option. Whatever the case is, you're just trying to get as 
much feedback as you can. So, you might need to do both. That's 
ultimately and very likely you will, you might need to start with a basic email 
question then, move on to a survey, maybe asking other questions later on, 
slowly building up this data, especially if you've got a list and you're 
growing it over time. 
 
Okay, next question from Cheddy, too.  
 
On the Blog Profits test step five, you had mentioned to offer the one-hour 
paid coaching call once the free 15-minute call ends. My question is, 
"Would it be equally effective to mention beforehand that there would be a 
one-hour paid coaching call maybe in the five to ten email sequences that 
is being sent or perhaps during the duration of the free 15-minute call 
instead of mentioning the offer only by the end of the free call, or would 
mentioning the offer earlier lose its effectiveness?" 
 
Well, first of all, I'd like to clarify that I only recommend doing a free 15-
minute session if you're not confident you can sell a one-hour paid call 
directly first. For example, right now, if I do private coaching, I am not going 
to do a free 15-minute session. I know that I've got enough attention and 
engagement in a significant sized audience but, I will send a direct offer. 
Here's the price. You can book people an hour and that's what I've done in 
the past. 
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If you don't have a large audience or maybe you're concerned if you 
haven't established enough credibility with them, then I possibly 
recommend you do a free 15-minute one just to get people off the fence to 
do it so you can start collecting data. It's something you can do when your 
business is smaller or your email list is smaller. 
 
So, that answers that question. To answer what you're specifically asking, I 
generally think you will find it more effective to mention an offer for a paid 
call at the end of a free 15-minute call because it will flow better. 
 
As you can imagine, at the end of 15 minutes, you delivered value and it's 
going to make sense to then say, "Listen, we've talked about a lot of issues 
you have. Obviously, there's not enough time to really deal with them all 
now. But, I do have a paid coaching. You can book me for an hour. We can 
solve this problem for you and it really connects with what you've just done 
on the fifteen minutes. That's important." If you just sort of throw out the 
fact that you have one hour paid coaching services at the beginning or 
maybe before they book, it doesn't even connect with a need that they've 
got. They're just seeing you saying, "You can buy something from me. And, 
if you spend 15 minutes surfacing the problem that they have and, you then 
say, "Listen, I can help you solve that problem. You should book in my one 
hour problem-solving super session," then it's a lot more linear. The flow 
makes sense. 
 
So, I do recommend you stick to making an offer at the end. It will feel 
better too because you've already delivered value. So then, you're asking, 
"Do you want to book me for more?" The justification makes more sense. 
 
Question three, what is a good platform that you recommend when making 
coaching calls? Skype? 
 
Yes. Similar answer. Skype is great. I've done all my coaching on Skype. 
You might want to use a teleconference service like we are using right now 
if you don't have Skype or maybe you have a bad Internet connection, you 
can dial in with your phone. Sometimes, people use something like GoTo 
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Webinar if they actually want to share screens or share slides or something 
like that. So, that's an option as well. But, Skype is obviously, I think it's the 
best. It's basically free and you can record it and if you use something like 
call recorder so, I would go with that. 
 
Question four, in the conversion test, after successfully getting ten people 
to buy your product or service from your coaching calls, is it still okay to use 
that existing email list you accumulated from the Blog Profits test for your 
future product subscriptions and courses once the official blogging process 
goes underway? 
 
Yes. The short answer is that's exactly what you should do. The idea here 
is you create this email course that's about solving a problem and the offer 
you make initially will be coaching calls because that's the only product you 
have and you're trying to get more research data about your audience. 
 
Once you've done that and you have enough research data. Hopefully, you 
can then swap out the coaching call offer for maybe a six-week webinar 
course or something else that you can then sell that doesn't require as 
much of your personal time and then, once it's recorded, you can sell it as 
an evergreen product and you can keep using that same email list. 
 
The key to making that work though, Cheddy, is to make sure that that 
email course is very specific about solving a problem that you can also 
solve using any type of product. 
 
So, yes, you can offer them coaching on the call. Yes, you can offer them a 
six-week webinar. Maybe you can offer them the recorded video series. 
Over time, you might actually swap out a product that you sell but, a 
product format doesn't matter. It's about still solving the same problem. So, 
ideally, in the future, you will have products that are completely digital and 
you don't have to do any work to sell them. It's all delivered automatically. 
That's what you're trying to work towards and you certainly can use the 
same email list. That's the whole point. We're trying to get you creating as 
much leverage as you can so you can keep using the same materials as 
long as you got the strategy right, it should work. 
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So, just keep sticking to solving the same problem.  
 
The only issue you might have is after doing ten calls, you might realize 
that you need to change the email course because it doesn't actually speak 
to the problem well enough. You've learned from the audience that you've 
done the coaching calls with that they really have a different problem or 
maybe a different way of explaining it, and you have to re-jig that email 
course for the future. But, that depends on what you learn. 
 
All right, thank you, Cheddy, for your questions. I hope that was helpful.  
 
I'm going to jump back into the live calls so, if anyone who has been joining 
us late, if you would like to ask a question, you can press five and star on 
your phone or your skype dial pad and your little account on my control 
panel will raise a hand and I'll be notified that you would like to speak to me 
live. 
 
I'm just going to have a sip of water and give you guys a chance to press 
five and star. 
 
Okay, I am not seeing any go up. I'm a little concerned that maybe the 
platform is not working. I can't really tell that someone... Maybe send me a 
tweet out. I'll quickly check the Twitter guys and if you're having... Oh, here 
we go. We got one up. At least I know it's working now. 
 
Okay, we're doing our first live question. Here we go... 
 
We'll try and do our first live question. Let me try one more time here... 
 
Okay, hello caller, you are live! 
 
NICHOLAS: Hello, Yaro. This is Nicholas. 
 
YARO: Hey Nicholas, how are you? 
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NICHOLAS: I am good. I came back down to Maine in the States. This is 
where I am from originally. 
 
Yes, I am just calling in to sort of check in to you about sort of these ideas 
that have been bouncing around EJ Insider, getting my key on the ground, 
sort of a lot of less chance for me since there are going on with the website. 
It's been just keeping up, is all I can do. 
 
But, I have been refining the niche and I get to a place where, I tried to 
express it in the questions section. I kind of started aa website using 
FirstHealTheRootCause.com and the idea is to use emotional freedom as 
the basis for achieving health. 
 
So, for people who have or are suffering from pain of any kind, headaches 
or backaches or indigestion, they are going to be trying to solve those 
problems and they are going to be trying to solve it at the service called 
level but, to present to them this idea which I found imperative in my own 
health and wellness is that to achieve longer, to achieve health, you really 
need to be emotionally healthy and the focus is on that angle and trying to 
catch some people on who are logging in, who are searching, who are 
maybe a little conscious about, "Oh, I have this problem. I have this 
disease, and I know it's probably stress-related and I'm just going to search 
stress and ideas on stress or anxiety and headaches," and that 
combination of search queries would trigger my website to come up 
through Google adwords.  
 
I am just really excited about this idea. I don't have a lot of experienced 
healing disease. I have a lot of experience creating emotional wellness and 
I am very confident I can do that. I just didn't ever messed it with the health 
and wellness... I just feel it's a different niche which could really be 
extensive for me, for my girlfriend who is also into Yoga and healing and 
herbs... because this becomes something that can grow and grow over 
time. I'm really excited about it. I just want to get feedback from you. What 
do you think about this idea? 
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YARO:  Well, yes, continuing the conversation we had now on the last call 
we did and also in EJ Insider, I think I get the vibe that you kind of have this 
top level solution. Like you said, you can help heal almost anything 
because you go back to the emotional things behind it, but the challenge is 
people like you said don't go searching to heal emotions. They go some 
sort of physical ailment and that's what they search to solve. So, you have 
to try and get in front of them and then, move them towards the emotional 
healing even though they're looking for a physical solution. That's a bridge 
that you have to make them walk which can be a bit challenging. It may not 
be right for them. 
 
So, what is often, and this is for all of us, we have the same sort of issues 
in different ways. We can see the problem from all angles and we know the 
root cause of it, but the person who's got the problem really only see the 
one dimension  because they haven't gone through the whole process that 
we have over time to have that multi-dimensional view. 
 
So, in your marketing, you have to go out there and really only speak to 
one dimension, so one issue, one technic, one problem, and then that gets 
them into your world, and then through the educational process you take 
them on, they start to have their eyes open to the whole process which is 
when you can start delivering your more complete solution. 
 
But, in terms of your marketing, it has to really be one message to one 
problem to one person, otherwise, you're just not going to stand out. 
 
So, I think your plan is great. You just have to find where you are going to 
source customers like where will you get your initial base of customers 
which will be picking that one issue and picking that one channel and 
maybe like you said, advertising. If you do a combination of pay per click 
for one specific problem, that can work. You could also obviously write 
some blog posts and get some rankings for those same phrases. You can 
even start presenting yourself as an expert at solving one problem with 
EFT to begin with even though longer-term, you will start talking about EFT 
as a solution to a lot of problems but you might want to approach, for 
example, someone who's got a health-related podcast, you can say, 
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"Listen, I'd to love to teach people how to get rid of (and I am just going to 
say anything random here), how to rid of migraines using EFT." 
 
That way, at least a person with a migraine is going to pay attention. You 
just say, I'm going to teach you how to solve any problem by dealing with 
emotions behind the problem, that's difficult to sell because it's sort of like 
saying, you know, "I want to sell a car and I can sell you any single car 
available."  
 
A person, you know, is usually saying, "I want a small car. I want a big car." 
If you don't cater to that, you lose them. That's just the nature of the 
Internet. It's so large now. 
 
So, you got to solve that problem. Be specific to get their attention and 
then, build from there to have the more general solution that you provide. I 
think you should just pick that one problem and start building the website 
and start getting traffic, so you can actually start servicing some customers. 
 
NICHOLAS: Okay, so instead of just saying, "... and ideas and headaches 
and backaches and this and that..." It's too broad. What if I were to give 
specific modules on each one of those? Wouldn't I be spreading myself too 
thin, you think?  
 
YARO: You can do that but then, I'll argue you're spending like you got 
100% of your time just spending 10% of each different subject so, you're 
putting 10% effort into a channel where if you said,  "You know what, I am 
just going to own for the next six months nothing but migraines, and put 
100% into creating content that help people with that issue as well as 
marketing myself around that issue," you're just going to make a bigger 
impact. You have a much greater chance of success. 
 
When I started my blogging practice, I would say, "Well I'm going teach 
people about podcasting and YouTube and blogging and product creation 
and content creation," all the different things I know about  and do it all at 
the same time, which means I'll have one article about each subject. I have 

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 10 

a tiny bit of time to market myself about each subject and chances are I just 
won't make a dent because no one will know I exist.  
 
But, if I say, "You know what? I'm going to go out there and be the best guy 
at teaching bloggers specifically how to create an email course behind their 
blog and just put all my content creation into that for six months, all my 
marketing into that." I have a much better chance of making a dent. 
 
Now, if it's specificity. You only got so much time. You're trying to make an 
impact. It's difficult if you spread yourself thin. 
 
NICHOLAS: [Chuckle]. Thank you, Yaro.  
 
YARO: No problem. But you know, don't be discouraged in the fact that you 
can do all these things. You just have to get some traction. You have to get 
some cash flow. You have to get some people coming in to your business 
and then, even right now, if you look at my business, I might get someone 
coming into it because they want traffic to their blog but then, they see the 
other products and services I have. It's an educational process. I remember 
Eben Pagan has a great way of describing this. He says you have to give 
people the carrot to begin with your marketing because everyone just 
wants a trick to solve the problem, some sort of quick fix technique and 
that's what they are looking for. 
 
However, you know that there's a much more deep-rooted cause to what's 
going on there, but you have to open their eyes to it first, and you can't do 
that until they're paying attention to you. So, you can't offer them the carrot 
and then, they come in to your world and then, you start introducing the 
whole process and open their eyes to everything. That's what creating a 
good information product business is about. It's creating the initial hook and 
then, building their awareness and then, helping them solve the big 
problem, at least the one little issue. 
 
NICHOLAS: I guess, such thing as I still don't feel confident and the fact 
I've been giving free sessions now for maybe ten or twelve different 
sessions for people, from building up to my current level and getting to the 

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 11 

granular level that you're talking about with one specific problem. I just 
don't have something jumping right out at me. At least, my mind has also 
been very close to this concept so, this call and what you're saying is kind 
of, I'm really feeling opened up by this. I kind of sense that this is the 
direction. I just have to find the experience and it has to just come 
somehow. 
 
YARO: Yes, I know. You do want to feel that you're doing something that is 
the right choice. Have you been offering free coaching at the end of those 
free coaching calls? 
 
NICHOLAS: No. Well, I mentioned this. It's funny because someone will 
say, you don't have to do that but my own personal coach who I trust and 
presently, because of her really sterling reputation, and she's... When you 
are working with someone on an emotional level and you see when they're 
standing for something, as you do really, authenticity, integrity, you get that 
experience and that's so important to you and I trust this person and she's 
saying, give 100 free calls. That's like climbing an extra mountain at this 
point where I'm in a transitionary phase in my life. 
 
YARO: Well, you know, I can't argue with experience. It's just going to slow 
you down getting to a monetary result. But, it sounds like you're okay with 
that knowing that you want to go through this exploration face which is fine. 
I spent a year and a half writing a blog that I didn't know what my subject 
matter would be or in terms of, you know, a specific area where I'd end up 
creating a product because I don't know what my audience wanted and I 
was okay making the, I guess, the slow choice at the time. It sounds like 
you're the same. You want to go through this process out there. 
 
NICHOLAS: It would be really, really helpful if I could do this process 
quickly and that's why I was thinking, start a web page, buy a domain name 
and with the opt in, somehow it gets people signing up as much as possible  
through ads. I would be investing some money, but I would love to have a 
full set coaching program for the next  two months intensively and get these 
90 calls knocked out using all these things that you're talking about only not 
charging for it which sounds crazy, but I really just want to get started.  
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YARO:  Well, and you sound like a broken record but if you make an offer 
where they have to pay you money, you're never going to know if you 
found the topic that actually can have a money making business behind it. 
You got to make paid offers. No matter how many free calls you do, you're 
never going to do anything other than just get experience with people. 
You're not getting an experience with a transaction.  
 
NICHOLAS: Just starting a business. 
 
YARO: Yes, you don't have a business yet, long story short.  
 
NICHOLAS: Yes, okay. 
 
YARO: So, until you make an offer, you don't have a business. 
 
NICHOLAS: Okay, and this has been great, Yaro. I appreciate your help. I 
apologize for myself being a slow-learner in this but I appreciate your help. 
 
YARO: No need to apologize. Yes, it's a long process, Nicholas. Hopefully, 
it's helping other people listening in as well. There's decisions you have to 
make regarding this one. It's personal stuff. Anyway, thank you. I got 
another hands raised. I will mute your line. If you want to ask another 
question, you certainly can. We can continue, but I'll just jump for the other 
caller. 
 
Okay, thank you Nicholas and I am going to jump to our second live caller. 
 
Hello-- 
 
SUE: Hey, Yaro... Hi Yaro. It's Sue. 
 
YARO: Hey Sue, how are you doing? 
 
SUE: I am going great. Your answers to Nicholas really helped me about 
the question I was going to ask you but I am going to ask it anyway... 
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Blog posts themselves. I've been blogging now for five months about 
blogging, so I am a blogger about blogging and my question is, should I 
bury the topic in the post and podcast themselves [unclear] blog content, 
free traffic, how to build an offer and I'm a little bit all over the place about 
blogging. Should I be more specific and just concentrate on blog content 
like you and I have talked about originally or should I be broader? I'm 
getting good traffic ever since I joined the EJ Insiders. My traffic has gone 
from 175 people a day to 500 a day. 
 
YARO: Well done. 
 
SUE: So, you've really helped me a lot. 
 
YARO: You've been very happy with your guest posting, that's for sure. 
 
SUE: It's helped too with the traffic. I guess the question is similar to 
Nicholas's, if you become known for one thing in that blogging world, 
should it be one specific topic? 
 
YARO: Well, you know Sue, you have traffic, so it's a little different to 
Nicholas. I'd ask you what's selling? Do you have any products that are 
selling right now or are you making offers? 
 
SUE: Yes, I'm doing paid coaching calls and I have several clients that's 
doing well. I also sold my successful blogging school pilot program for 50 
people and filled it with 50 people. I was very happy. 
 
I am finding though that there are newer bloggers on the successful 
blogging school and the content is kind of going fast for some of them. So, I 
think maybe I'm covering too much material. 
 
YARO: Well, that's good research. That's exactly paid product because you 
do learn about your audience. I like to see content production really about 
two areas. It's either specifically tied in to an offer you're making which it's 
always backed as they are trying to sell a product or get people on to an 
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email list. So, I find the decision of what content to create becomes easier 
because you have products to sell. You have this entry-level successful 
blogging course now and you're learning that for super beginners. I would 
actually look at the issues that the beginners are having and gear my 
content towards that. So, my blog content as well because then, it's an 
obvious offer you can make at the end of the blog post. You can write the 
very beginner basic tip and then, you can say, join this beginner basic 
email course or whatever you have as an incentive for an email list, and 
then you making the offer for the steps or blogging course through that 
email list and maybe the blog post as well. 
 
So, it's very linear in that regard and that becomes an easy choice for what 
topics to cover because your audience is telling you whatever they are 
talking to you in your programs and the coaching calls is where you should 
go because those are the people who are giving you money and they tell 
you what they need help with. 
 
The other thing I do with content creation is especially in your space where 
your blog is a bit newer or at least you're taking over, you might feel that 
you haven't dealt with a lot of big issues that you feel like you need to have 
a resource to point to. So, like for example, I made the decision... I need 
somewhere just they need help with specific issues like certainly maybe 
they want to have something that will answer questions about search 
engine optimization, something that will answer questions about buying and 
selling websites because I was basically trying to get everything out of my 
head, so that, whenever someone came to me, there was a place to send 
them on my blog. 
 
Now, I do that more specifically with email courses but you might look at 
your audience and go, "You know what? I am getting a lot of questions 
about choosing a domain name and I can see that that's a major issue. I 
should have a fairly in-depth how-to guide on that." 
 
And then, of course, you say, "If you want my personal help then, buy my 
coaching or take my course." So, that's something you're saying and it 
guides your content. But, I think, you're also asking these strategically and 
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personal branding. Do you want to start moving your positioning in the 
marketplace to say, "I am this specialist that's helping other bloggers with 
their content strategy." That's a different position, obviously. That's putting 
a stamp on all your content. That's using a certain phrase all the time. 
They'd be even coming up with a certain product names that all relate to 
that and certainly, whenever you're getting viewed or whenever you sign off 
on a guest post or something, you're going to be saying, "Sue, the blog 
content specialist," or something like that. 
 
SUE: Right. 
 
YARO: In that way, that's a different decision. That's something that you 
want to feel confident that you are that for the future. For example, I am 
stamping myself as "blog sales funnel." That's really what I want to be 
known as. I love talking about it. I love building it right now myself and I 
don't feel that many other people, certainly bloggers talk about so, I'm 
happy and I'm looking forward to really pushing that out there. I already 
have been in all the talks I do and all the recent podcasts introduce what 
I'm doing. And it ties in with my products as well. So, it's all congruent. It all 
makes sense and that is important because I need to have some sort of 
different positioning against the Derek Halpern's and the Pat Flynn's and 
the Darren  Rowse's who also top-level teaching blogging. 
 
I do recommend you start finding that. You and I talked about [unclear] as 
being it but it may not be the best. You have to really, like I would keep 
learning from your paying customers. They are going to tell you, you'll find 
there's something else there that resonates better. It's not something you 
have to decide straight away and you do want to be careful because once 
you start talking about yourself with something, you kind of are that. And, if 
it's not getting traction then, it's a worrying issue. 
 
SUE: That helps quite a bit. I really would like the how-to guide, the email 
courses, that's a great idea and then, I'll start thinking about the branding a 
little bit more. That helps a lot. Thanks a lot, Yaro. 
 
YARO: No problem, Sue. I'll see you in the community. 
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SUE: Sounds good. 
 
YARO: Okay, talk to you soon. 
 
Okay, I have another hand raised. I will jump to our next live caller. 
 
FAYE: Hello? 
 
YARO: Hello, you are live. 
 
FAYE: Hello Yaro, this is Faye from Property Investing Support. How are 
you? 
 
YARO: I am good, Faye. How are you? 
 
FAYE: Very well, thank you. Yaro, I have a question in regards to my 
funnel. I may be jumping ahead a little bit. I'm not sure because I'm still 
working through workshop one on the Blog Mastermind, but for many 
people who want to ultimately offer a paid product, I know they are 
encouraged to create a smaller version of a paid product before anyone 
could buy them, or to offer free coaching to lead into paid coaching. I'm just 
wondering if you could perhaps offer some of your thoughts on our funnel 
considering what would be the equivalent for us to somebody else's high 
coaching is actually a free product for our clients. So, I am wondering what 
the best thing is to kind of put before that in the funnel whether or not I try 
to create a low cost, I can't come up with sort of like a low cost process if 
you like, program which sets people through the fundamentals of property 
investing and then, still lead them onto a coaching program or whether or 
not I think we try and go straight from opt in offers through to a free call 
which basically is where we determine whether or not they are interested in 
going ahead with investments or not. 
 
YARO: Just to clarify, when you say your high-end product is actually free, 
you mean they decide to become investors and you have a service where 
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you get paid through a commission or something, right? You don't charge 
the client. Is that what you're talking about? 
 
FAYE: Yes, that's correct. That's correct. So, we can work with someone 
through organizing if they are able to invest, finding out what their 
borrowing capacity is, helping them select a property and maybe halfway 
through that process, they may decide that they are no longer interested 
and we don't get in, I think for that, or on the flip side to that, someone may 
go through that process then, we can be working with them phone calls and 
support and information for a six- to twelve-month process and we receive 
our, yes, commission once they have settled on a property. 
 
And because we're doing that as part of another company, we are not 
committed to charge for that service. So, I'm sort of trying to develop the 
website where it's an attraction for leads for us without breaking any 
company protocol. 
 
 
YARO: Okay. Well, the first question I would ask you is do you want to 
focus solely on that offer as your main income source in the sense that you 
want to gear everything towards getting people to consult with you in lieu of 
potentially buying properties, so that's when you make your income, or do 
you see yourself having a range of digital products and services, other 
income streams basically, and that's just one of them that you got maybe 
some workshops or eBooks or webinars or something like that. Where do 
you see this going? 
 
FAYE: Well, I certainly can see that there are other avenues for income 
streams and I guess that's then where it comes back to questioning the 
audience that I'm targeting because if I'm targeting an audience that 
specifically wants that service, they have, you know quite say, they are 
quite different in as much as [unclear] but they are not interested in sending 
out wading through research materials and magazines and looking for it 
after and comparing and negotiating and all that sort of things.  
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A lot of the information that would be provided in supporting documents or 
courses would very much target a slightly different audience where people 
are interested in doing that research. So, you would teach them how to 
locate ideal properties and there's a lot of information there that for our 
service, the people that are interested in our service, they don't need to 
know.  
 
So, I do come back to, when we're constantly talking about niching down 
and being clear about who you serve, to turn around and have offer 
information right across the board, I maybe feel that I am trying to do what 
we've just been talking about and offer information about everything as 
opposed to being quite specific. And, I can certainly can put our time and 
energy into eCourses, eBooks, etc., but I think, I might have mentioned 
before, if somebody goes through with one of the deals at the moment, 
they're potentially worth three to $4000 for us. So, is that worth chasing 
loads of eBook sales for. 
 
YARO: Right, I see what you mean, yes. 
 
FAYE: Long term, we would definitely like to kick the company, not kick. I 
don't mean, you know... I had better be against them. Long term, I would 
definitely like the site to be able to support people outside of the company 
information but, I guess, it may be a progressive thing although, I do 
definitely see the ability even now to be mentioning different products and 
services for affiliate commissions and things like that. 
 
YARO: Okay, well I think to me it makes sense to focus 100% first on 
selling this high-value offer and build one funnel focused on that. The way I 
would actually do that is I'd probably start with some kind of simple 
incentive to join your email course or email list, or maybe a cheat sheet or a 
checklist,  sort of a guide that deal with those first question the investors 
have, downloadable PDF sort of thing, maybe even an audio of you reading 
out the PDF, too. 
 
And then, in all the emails that follow it up, so the actual funnel you offer 
your one-hour session, and it sounds like in your case, it makes complete 
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sense for that to be a free session who is really a sales call. You're making 
a sales call where you're helping them, educating them and you're also 
pitching this service you offer. 
 
And, I would focus 100% on that. That's a very linear process. It makes 
sense and the good thing about it is, and you've probably done this already 
the first time you solve this service, you do learn a lot about your customer 
when you do those calls. And, what you might find is people who go 
through the whole process, they download the report, they call you up and 
then, they don't end up paying or buying a house or going through the 
actual process where you get the commission. There will be some 
commonalities. There will be some reasons why and you may find through 
that experience, you see some gaps in the market and that's when you can 
start thinking about creating products to fill those gaps. 
 
So, if you find a lot of people, 80% of the people are saying no to going 
through with this investment process because of X, then you can create a 
product to help deal with X. And then, you've got a place to direct people 
to. You also know there's a need in the market because you've got the data 
from doing all the calls and it's a good way to get that insight and start 
building out the funnel. Long term, you may find yourself with an even 
higher priced back end. That service might just be one product where you 
actually have a coaching program where you work with people very closely 
for twelve months and you charge fifteen to $25,000 a year for that high-
level sort of service. That's your ultimate back end product, so you can 
move people through the funnel back to that. 
 
And you may also have something smaller like you have an introductory to 
property investment in Australia course or something that's like a six-week 
recorded webinar series that you charge $250 for once you realize that 
there is a need for that. But right now, I just get that one funnel up and 
running because it sounds like it does everything. It creates cash flow. It 
helps you learn about your marketplace and you already know what you're 
selling. So, you don't have to worry about creating any new products, any 
new offers. It's about selling what you ready sell, So, does that make sense 
to you, Faye?  
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FAYE: Yes, it does. And, I guess, where you just mentioned  the 
introduction either a 6-week webinar series introduction program, I think 
that's my main query whether or not to create something like that, to put in 
before the sales calls in order to, I guess, maybe make the people that you 
spend time on the phone with more education so they can opt in. So yes, 
then, by the time we get them, they've actually become a little more 
educated and perhaps are even more ready for us than not because that is 
one of the things that we find, when they get to us that they go through the 
process, and many people are still happy to go through the actual, with the 
deal but they too are very uneducated.  
 
So, I am wondering about feeling that depth and whether or not in the 
funnel, I should actually make that an offer before we even request or offer 
them a free call. 
 
YARO: I definitely agree. I think an education and the filtering process 
before a coaching call is a brilliant idea because you don't want to be doing 
calls for low quality leads like people who aren't really ready, and that's how 
you can get them ready and also filter people away who are not ready. 
 
The question though is what do you want to do? Like I was talking about 
creating some sort of free PDF which can be enough of an educational 
process or you can have the free PDF which themselves are actual paid 
six-week course which is a totally different beast because you're re-jigging 
your funnel if you talk about selling a course and not trying to convert a 
coaching call. And, that means there's definitely more work involved with 
that.  
 
Normally, I would tell you, like I was speaking to Nicholas before, you have 
to get this research about your audience and find that little niche that you're 
going to go for and then, develop the products around it. 
 
You already have a product, and you already, I assume, know somewhat 
about the industry since you've already been selling it. So, it's a lower 
hanging fruit option for. You can even just have a six-part email course, 
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really simple. You send some emails. I like the PDF option as well because 
it gives them one big download and then, you just give that. That's the 
education. That's the filtering process and then, throughout the... like in the 
actual PDF itself, in the emails you're saying, "If your serious about this 
phone call, it's available," which is very different to saying, "If you're serious 
about this six-week course for $300," it's a different model. That's the call 
you have to make. There's more work for you creating a product, obviously 
but, down the line, it's probably better for your business because it's digital. 
You can sell it and it will be a great pre-qualification tool for anyone who, 
you know, before they phone you up. If you say, we don't work with anyone 
unless you've gone through the course and you're confident enough to do 
that, then wow, you're going to get really high-quality people on the phone 
then. 
 
FAYE: Yes. That helps greatly. That's awesome. 
 
YARO: Okay. 
 
FAYE: Thank you. 
 
YARO: Faye, thank you. I look forward to continue the discussion also in 
the community or maybe on a call later on but thank you for that. Let us 
know what you get up to. I'm going to jump to an emailed question. We 
have a few to get through. Let me see what we have here. 
 
This is from Erin who is a new member I've been seeing a lot in the EJ 
Insider and also Blog Mastermind member. So, Erin asks... 
 
What is the best member site software and will your upcoming course on 
the subject cover various options in this respect or just concentrate on the 
one you went with?  
 
Okay well, membership software, I've looked into a lot of different options. 
I've checked out WishList , the Nanacast, AMember a long time ago, I 
looked at AMember, even systems like One Shopping Cart and for 
example, I am using Ontraport now. They have membership plugins built 
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in. I won't spend a lot of time looking at platforms and that's deliberate 
because what happens is if you go create training courses on specific 
platforms and then, they no longer exist or they change their features, new 
ones come up. It's a great formula for creating educational content that 
loses value within six months. So, I try and avoid talking about specific 
pieces of technology, Erin and deal with it more on calls like we're doing 
now. This is the perfect time to talk about technology. I don't have any 
specific recommendation.  
 
What I find is they are all good. None are great. They all have some sort of 
fatal flaw including the one I'm using with Ontraport. There's one big issue I 
have with Ontraport right now is I can't charge for standard PayPal 
subscription, so I can do my credit card merchant facility subscriptions or I 
can do one-off payments with PayPal but I can't do recurring payments with 
PayPal which has been a common issue for a lot of platforms. I had similar 
problems with One Shopping Cart when I used to use them as my system. 
So, they have issues like that. 
 
But, I think if you're looking at anything like WishList, AMember, even 
Kajabi, there's a lot of tools, they are all good. They all have a reasonable 
level of service and do most of the things you need but, I would suggest 
you do first is factor in two things.  
 
What's the core functions you need? For example, you probably want drip 
release of content so you can hide content and then reveal it over time so 
that's something you want to check and make sure you can do. And then, 
you also want to make sure you don't over-complicate it. For me, that's 
been my one guiding principle -- avoid Frankenstein syndrome with 
technology. So, don't start trying to combine one shopping cart with another 
check out system with another membership site system. I like having as 
much as I can on the one platform which is why I'm with Ontraport. But, it's 
my check out, it's my membership system because I just use their plug in to 
connect with WordPress. It's my affiliate system. It's my tracking system. 
It's my email delivery system. It's all there and that means it's powerful in 
the integrations it can do and have no challenges with, for example, even 
just plugging in Ontraport to something like Nanacast creates an extra layer 

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


 
 

 

© Yaro Starak ● http://www.entrepreneurs-journey.com ● Page: 23 

of difficulty. It gives you some additional powers but I don't really feel I need 
that. 
 
So, I would look for simplicity and try and stick to as few moving parts as 
you can, Erin. I hope that helps with you. Bear in mind, I think we talked 
about this in the EJ Insider. My first membership site was simply AWeber 
giving emails over drip release so, like one lesson a week just sent via 
email and a Wordpress site with a generic password protection. You can 
actually see that on Blog Mastermind right now if you go to that. That was 
the Blog Mastermind 1.0 so it's the bonus that people in the 2.0 course 
receive. That program, the original one, you will see is just the Wordpress 
blog with the membership content in there and what I used to do is drip 
release the lessons over a six-month period and that was it. No 
membership scripts. Nothing but an email autoresponder and WordPress. 
Lovely and simple, perhaps too simple for todays' needs but yes, you don't 
have to over-complicate this. 
 
The other question you are asking is... When is module two coming out for 
the new Blog Mastermind? 
 
It already has started to come out. When you say module two I think you 
mean workshop two so, I released the module one of workshop two 
yesterday. I've got module two of workshop two coming out today and the 
rest of the week, you will see the rest of the modules coming out. And then, 
in December, I'll finish out workshop three and in January, we'll get to the 
rest of the workshops. 
 
Okay, I'm going to jump to another email question as I do have a couple 
still to get to. Yi-Yo asks... 
 
"I'm halfway through the blog Profits Blueprint and the Blog Money Finder. I 
am stuck at choosing a topic. I have done the strength assessment 
exercise and some research around meetup.com and eventbrite.com. I'm 
more confident in the achievement section and not too much for the other 
sections but feel that there's nothing much to write about. I'd like to ask do I 
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need to expand on those achievements and combine them into another 
niche topic that I have more to write about? Any advice is appreciated." 
 
Okay, Yi-yo, I definitely recommend you finish the Blog Money Finder 
because a lot of this confusion will become less confusing as you move on 
to things like looking at the mega niches and actually doing a research in 
your market beyond just Meetup and EventBrite.  
 
If you'd just look at Meetup and EventBrite, that's a very, very slim slice of 
information. You need to expand your research. And, I think you also need 
to do a lot more reflection about your own strength. You had one-line 
answers. Yi-yo attached a PDF where was showing me the responses to 
the strength assessment exercise in Blog Mastermind and they were very 
similar, just one-word answers. 
 
You really need to sit there and put more in-depth replies to what you've 
done in your life, Yi-yo and really sort of flesh out where you feel you have 
some life experiences that could lead to helping other people solve 
problems. You can't just say I'm good at making friends. That's too generic. 
Give me the story. Really break it down. What do you mean you're good at 
making friends? Are there techniques? Are there situations you've been in? 
Were you really good at networking at business events? These insights 
only come you get granular so, I want you to really break it down. 
 
But, do that after you finish the whole Blog Money Finder because you'll 
have a more holistic viewpoint of the two things you're trying to look at -- 
your own strength and what's going on in the market place where people 
are spending money, where people have problems.  
 
I hope that helps you, Yi-yo. All right, I have one more question in email. I 
will give you guys also a last chance as well to ask live. So, if you're still on 
the call with me and you'd like to ask me a live question, you can press five 
and star. I'll answer the last text question, email question now, and then if 
there's any more live ones, we'll jump to it. 
 
All right, Mark from Paris in France asks... 
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"When we build our first headline for the email opt in, is it a headline only 
for the free tips eBook that we give or the front-end product or rather a 
global offer for a flagship course in the end that we want to sell? In other 
words, my very first funnel to get the email should focus on the lead 
capture or the deeper products in the sales funnel?" 
 
Good question, Mark. In a sense, you're kind of trying to do both at the 
same time but you're definitely focusing more on what's offered in the email 
course. So, whatever it is they are opting in for, it needs to be what's the 
next step, not what is four steps later. 
 
So, yes you might be selling a flagship course after they've gone through 
the email course or during it but, hopefully, the things will come next. For 
example, you opt in and I am telling you, "I will teach you how to make 
$10,000 blogging two hours a day, download my Blog Profits Blueprint into 
your email."  
 
So, I'm pitching the Blog Profits Blueprint as the outcome you get for 
signing up for my email list. So, that's definitely only talking about what they 
are going to get now. However, there's an obvious connection between the 
Blog Profits Blueprint and Blog Mastermind. So, the product that does get 
sold is very linear in that relationship. So, it's not much of a stretch to start 
making the offer.  
 
So for example, if you had let's take Tracy Raftl, one of the graduates of 
Bog Mastermind 1.0, she helps women deal with adult acne. She has a 
free report, I think she gave it away, that helps deal with some of the core 
issues of adult acne. But then, she also has an academy that helps women 
with a whole range of adult acne issues from diet to skincare. So, it's just a 
deeper level of answering the same question. So, it's not a stretch. But, the 
headline should be about getting people to say yes to the immediate thing 
they're going to get next by joining your email list. 
 
But, it's not too disconnected from the offer you make. That's what being 
linear is all about. That's what this whole funnel process is. You are 
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creating steps. It's about people moving up a ladder. So, they are saying 
yes to reading a blog post about a subject and they are saying yes to 
joining an email course, an email list about basically the same subject but 
you're taking them to another level. And then, they're saying yes to a front-
end product that you're offering that offers even more support about the 
similar subject, and then more yeses as you make more offers for more 
products and you're building this castle basically of very linear flow. That's 
what a funnel is all about. 
 
But, for the first time, Mark, just focus on one headline to make that one 
offer to get them on to that email list so you're probably going to be talking 
about the eBook or the email course of the free tips that you said that 
you're offering on that. 
 
Okay, that is the last question. Thank you, Mark and thank you to Yi-yo and 
Cheddy and Erin for your email questions. For anyone who is listening to 
the recording of this call or if you joined live, if you are shy and you don't 
want to ask your questions live, or maybe you can't make a live call, you 
can just email. You can hit reply to the email I sent you guys with the 
details on my next call or you can email questions at EJInsider.com and I 
will keep them for the next call and reply as I've just done for those four 
people who asked questions. 
 
I'm going to give one more chance for the people live with me. There's still 
a few of you here listening in. If you would like to speak to me and ask a 
question, get some help one on one, just press five and star, and I will 
unmute your line and we will have a discussion. If there are no more 
questions, I will wrap it up and call the call over. We've just gone over an 
hour. I think it's been a pretty healthy call so far. Yes, five and star, last 30 
seconds here for you, guys to have a chance. Otherwise, we will call it a 
day. 
 
Okay, I am not seeing any hands raised. So, thank you for the people 
who've stuck with me throughout the entire call and everyone who has 
listened in on the recording. Hopefully, you got some advice, some insights 
from the live calls as well as the email questions. I will schedule be next 
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coaching call for probably just before Christmas, maybe get one more in 
before the New Year. If not, it will be immediately after the New Year. It 
depends on what's going on. I am knee-deep in creating the workshops for 
Blog Mastermind. That is literally my life for the next few weeks. So, I'm 
going to be spending my time doing that and the good thing about that, 
everything is very fresh on my mind so, these calls are a great chance for 
you to get lots of clarity about what you are doing, building your funnel and 
growing your blogs, growing your email list and I look forward to helping 
you all do that. 
 
And for the EJ Insiders,  to you guys that are all inside the community 
everyday and yes, continue the great work in there. I really love seeing all 
the good discussions. They're really in the trenches work the people are 
doing actually trying to create things, create something special with your 
blog. I think that's fantastic. And, you will be rewarded down the line for the 
hard work. I promise you that. You stick to it. Make some mistakes then, fix 
them and you'll get there. 
 
So, that's it for me. Thank you for listening in to the call. My name is Yaro 
and I'll speak to you guys on the next call. Thanks again. Talk to you soon. 
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