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May 28th, 2015 Group Coaching Call 

 
 
YARO: All right, so we're going to call this the official second attempt 
webinar for May 28th, 2015 for the coaching session with me, Yaro. I'm 
going to go through some instructions for those who are live with me.  
 
Just quickly, this is a recorded webinar so what will happen now is you 
have the ability to chat with me through the Webinar Jam software on the 
right. The only way that works though is you have to have joined through 
the Webinar Jam link. In this case, it will be the second link. Unfortunately, 
all the links before this went to the first webinar which seemed to basically 
not work very well. My livestream did not appear for most attendees, so we 
had to cancel that one. I quickly scrambled to set up a second one which 
took about 10 minutes to recreate the webinar, clone it, and then it took me 
another 10 minutes to write an email and another 10 minutes for it to get 
broadcast to all the members. 
 
So, I understand if a few of you out there are potentially a little upset. 
Maybe you missed out on the second email and you didn't realize I was 
doing this webinar straightaway to fix up the problem. 
 
That's okay. If you do have anything you wanted me to address, just send 
me an email and I'll sort you out either by replying that way or I'll do another 
webinar very, very soon so I can answer your question that way. But, 
apologies for the technical problems, out of my hands, these things 
happen. 
 
So, what I want to do now is dive into some pre-sent in questions via email 
and also for the people who have got the email to join this second attempt 
webinar, there are some people who have joined me here, so hopefully 
maybe James or Jerry or anyone else who's hiding in the attendee room, 
there's a few more people now, if you do want to ask me a question how 
that works, just again to reiterate, what you have is a button in your right 
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side bar that says, "Request to speak," if you click that, it's like a little finger 
pointing upwards, if you click that, then I'll be notified that you want to come 
on live and talk to me. Now, when that happens, you actually do come on 
live and talk to me so your camera will go on, your microphone will go on. 
We will see you and all the other attendees will see. You'll be on the 
recording and you and I will have a conversation to solve your problem. 
 
So, that's a great way for us to have a live interaction but do bear in mind it 
is a recorded public presentation. It's going to all future members and all 
current members of my program. So, if you're uncomfortable with that, you 
might just want to email questions in advance or we can possibly answer 
them if you're in the EJ Insider community, or you can actually ask a 
question without turning your camera on. So, you can just use audio if 
you're maybe camera shy. I'm totally fine with that, as well.  
 
Let me think anything else. Okay so, if we have another problem, if I drop 
out, if you drop out, if there is some sort of disconnect between Webinar 
Jam and the Google Hangout program again, then what you want to do is 
make sure you rejoin if it's the same webinar. So, if it's just you that drops 
out and nothing to do with me dropping out, then you need to go back to 
your email, the most recent one you got from me for the second attempt 
webinar  and click the Webinar Jam link to join again. You need to make 
sure you use the Webinar Jam link. Don't use a Google Plus or Google 
Hangout link. You need to use a Webinar Jam link. 
 
If you don't do that, then you won't actually be in with Webinar Jam. I won't 
be able to talk to you through the sidebar on the right side of the screen, 
the Webinar Jam control panel. So, you won't be able to chat with us or 
raise your hand to ask me a question. 
 
What I suggest for you to do is avoid the left side of the hangouts. Those 
buttons are the native Google Hangout options and if you use those, they 
tend to switch off the Webinar Jam ones. I have to be careful of doing that 
myself. I've noticed if I use them, sometimes the Webinar Jam app will just 
disappear and I can't get back up again. So, I have to be very careful and 
that could happen with you, too.  
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If that happens though, as I said, go back and get your Webinar Jam link 
and rejoin the room.  
 
If it fails on my side, we'll probably just call it a day on this webinar and I'll 
reschedule another one since I would have lost pretty much everyone, but 
hopefully, that won't happen and hopefully, we'll get a bunch of people 
slowly coming back now that they've seen the second email I've sent. 
 
Okay, so with that out of the way, I'm going to dive in to some of the email 
questions. Just as a reminder, if you do want to speak to me, all you have 
to do is press the big "request to speak" button which you should see on 
the right side control panel on Webinar Jam.  
 
Also bear in mind this is a 30-second delay webinar. That's just a Google 
Hangout thing, nothing I can do about it. It means when I talk to you, I 
actually said it 30 seconds ago. You're seeing this with a 30-second delay.  
 
The weird thing about that, if you join me live to ask a question, then you 
end your session with me and go back to being an attendee, you'll actually 
see yourself talk for the last 30 seconds. It's a bizarre thing that I 
experienced myself on a webinar recently. That's just because of that 
delay. So, the other thing with that, you may notice when I'm talking, I'm 
actually asking people to tell me something in the chat room and it takes 
me 30 seconds to react because I don't see your replies for 30 seconds, so 
that's why there can be this little 30-second delay.  
 
I'm just going to start now and just make sure everyone heard that. I know 
Jerry and James are listening because you guys have been chatting. Can 
you guys tell me is everything still working fine? If so, I'm going to dive in to 
some of the questions and we'll call it the official start of our Q&A session. 
 
Okay, so when Jerry, James, or anyone else listening in, if you've heard 
me ask whether you're having no problems, I'll wait for you to type that in 
the chat room and tell me. In the meantime, I'm going to jump in 
straightaway to Jerry's question.  
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So, Jerry, I don't know if you want to talk to me live about this or not, but if 
you do, raise your hand right now to speak. So, press the "request to 
speak" button. Otherwise, I'm going to respond to the text version of your 
question which I'll read out now and look out for your hand in a moment. 
 
So, Jerry has sent through a question.  
 
"I am done with the first two sections of research..." 
 
Okay, great. I'm getting a lot of yes's that everything is going great. So, I'll 
keep going. 
 
"I am done with the first two sections of research, observation, and 
questioning. I am ready to create the five to ten email course. By the way, I 
love this idea. The course material isn't very specific on the material to 
include in the course. Basically, my niche is in the 'how to save your 
marriage' field. I have narrowed it down further than that, but that is the 
basic idea.  
 
All right, question one, how long should each email be-- 250, 500, or 750 or 
1000 words or more? This is my most important question as I don't want to 
overwhelm them with too much information.  
 
Question two, how do I give them information but not make it 
comprehensive? Do you have an example anywhere on your site that gives 
a good idea of how to do this, and three, maybe I don't quite understand 
the goal. Is there an answer to my question in one of the Blog Mastermind 
modules?" 
 
All right, well Jerry, the first thing to do, the kind of questions you're asking 
are a bit more specific. In fact, I addressed them in the second workshop. 
So, when you start the main workshops of Blog Mastermind, you are talking 
about the Blog Money Finder program and there's a second video in that 
called The Conversion Test where I talk about doing basically a form of 
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research where you try and get customers which is kind of like creating a 
mini sales funnel. 
 
Now, the kind of questions you're asking are quite specific, so it's better for 
you to jump into workshop 1 & 2. I'd go through them both and by the end 
of workshop 2, you should have most of these questions answered. 
 
The thing is, with the conversion test, I'm hoping you'll come up with a 
minimal viable test. So, in your market, you need to decide what's the one 
most important question or problem your audience wants to solve, and then 
you need to tailor the information specifically to that in order to get them to 
sign up for some sort of coaching with you, something that's paying money 
to get the answer to the question.  
 
As you go through Blog Mastermind, you'll actually continue and do the 
same thing. You make a sales funnel that's emails, blog post, and an offer, 
but we put a lot more into it in the sense that you're going to learn about 
psychological triggers, you're going to learn about what type of template 
emails I recommend, so that might help answer some of your questions.  
 
In terms of the length, with this, there is no actual hard and fast rule. As you 
go Blog Mastermind, I actually recommend you write blog posts and link to 
them from the email, so could you imagine, you got a two-week course. 
There's two weeks' worth of blog posts, but you're using the email to guide 
people through them, so they sign up to the email, you send them to the 
blog post one. Two days later, you send another email that sends them to 
blog post two. 
 
With that situation, you can probably write one to 2000 words in a blog 
post. Problem with that is, it's not that quick. That'll take longer. For the 
conversion test, you might just want to go with 500- to 1000- word emails. 
Don't even worry about blog posts. Just put the content in the email and try 
and get those ten customers. 
 
The thing is, the answer to this question is really you have to do whatever it 
takes to get a customer and I can't tell you the answer to that. For some 
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markets, if you have a really good audience that's really interested in what 
you're offering and you just hit the note exactly what they're looking for, 
they'll sign up. Whereas some other markets, you might need to spend a lot 
of content over a long time in order to get and trust in you enough to buy. 
 
So, it really depends on how you are sourcing your traffic. But, to answer 
your question with it, the first part I would recommend you go on the longer 
side, not on the shorter side, so if you can put a thousand words out there 
in a blog post or in an email, do that. It's more important to over-deliver. 
Really give them more information than they need. Give them a result 
before they even buy from you. These are all principles actually you'll learn 
about later on in Blog Mastermind.  
 
Now, you're asking too, "How do I give the information but not make it 
comprehensive?"  
 
Wrong attitude. Make it comprehensive as much as you can given the 
space you've got. The only limitation in how much value you deliver is 
based on the space. You should try and give as much value as you can, 
your best ideas in those emails. Don't hold anything back. Obviously, you 
can't write 10,000 words or do a 10-hour video program in this free email 
course. So, you're limited by space but you still should try and get your 
number one tip, techniques, strategies, whatever it is in these emails.  
 
Even if you do only a 250-word email, get your best idea into that. That's 
important because you're trying to get them to trust you to get a result 
before they even buy from you then, they are going to love you and then, 
they are going to buy from you. 
 
Lastly, "...Maybe I don't quite understand the goal. Is there an answer to my 
question in one of the Blog Mastermind modules?" 
 
Yes. The entire rest of the program basically drills down on how to set up 
that funnel, at least certainly workshops one and two. So, if you're not in a 
hurry, go through workshop one and two before you complete that first 
conversion test funnel, and you'll get all the answers you need. 
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Hopefully, that's helpful, Jerry. I know you're listening in to me live, so if you 
want to talk about that more, do raise your hand and we'll dive into it live if 
you want to. Otherwise, I'm going to keep going. Just for those people 
who've come in late, this is the second attempt webinar. Hopefully, most 
people have got the email now and you know that we're on a live webinar. 
I'm going to go through all the text questions as people come in.  
 
And, for anyone who's maybe upset or doesn't even realize that we actually 
did a second attempt webinar, please send me an email and let me know 
how I can help you. If you had a question that you didn't get to ask, I'm 
happy to answer it. I might do a second webinar in a week or two, an extra 
one. We'll see how we go. 
 
Anyway, I'm going to go to another email question since I don't see anyone 
requesting to speak. If you're having problems with that, just type in the 
chat room. I am monitoring the chat room.  
 
Oh, there's one thing I didn't mention. I did mention on the previous one, 
okay Jerry says, "Sweet." Yes, all right. I think you have a question mark, 
Jerry but we'll consider that answered.  
 
Sue is normally my co-host and she acts as the administrator monitoring 
the chat room. She had her mother trip and fall and might have a 
concussion so Sue unfortunately, could not join us. That's why I'm 
monitoring the chat room at the same time as doing the live session. 
Hopefully, Sue your mom recovers really quickly. I totally understand. 
That's fine. 
 
Okay, Ed, you've asked a question in the chat room, where does the sales 
letter come into the funnel?  
 
Well, I'll simply answer that, it comes at a point where you make an offer for 
a product. That should be quite clear to you. People join an email list. They 
read emails then you say, "Click here to go buy my product or see what I'm 
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offering for sale," that's a sales letter or that's a sales video or both. That's 
as simple as that. 
 
I only got the text questions though to keep moving forward with these. If 
you want to speak to me live though, just hit that "request to speak" button 
and you'll join me. 
 
So, moving on to, is there anyone here? Vanessa. 
 
Vanessa asks, "I have a broad website called Website Confetti that covers 
topics such as customer experience, marketing productivity, and online 
business. I know this is too broad and I should niche it down, but I enjoy 
writing all these subjects.  
 
Should I break the topics into separate blogs or another idea, I could host 
all these topics on Website Confetti, but have different landing pages per 
topic and have separate domains that point to that landing page or is that 
just crazy? Thanks and I look forward to hearing your response in the call." 
 
Okay, Vanessa, well, the problem with all these subjects that you want to 
cover is you can imagine a person who just wants to get more sales to their 
business or someone who's you know, whatever it is that have a very 
specific niche, very specific problem, comes to your website and they don't 
see any content that actually speaks to them, they're going to leave. 
 
And, by not having only one subject, you're going to increase the chance 
that that happens very often. So, you're basically going to struggle to grow 
an audience.  
 
You're getting closer when you talk about breaking it into separate blogs or 
separate email sequences with separate landing pages. That's actually not 
a bad strategy to have separate blogs and separate landing pages and 
basically, almost like separate businesses, but you would never try and 
build all three at the same time because you're going to put basically 30% 
or 33% of your effort or however you do it to each business, which means 
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you're basically denying each business a lot of your effort. So, you're 
making it that much harder for all of them to succeed.  
 
It's better to do a hundred percent on one project, get it up and running, get 
it cash flow-positive, maybe get someone else to run it for you, and then 
move on to the next one. Trust me, I tried to run two blogs and they were 
almost on very similar subjects. One was small business. One was 
entrepreneurship. But, I struggled to do two until I kept thinking, I should be 
doing all of this content writing, all of this marketing, all of this product 
creation for the one blog. Why am I sitting here trying to write blog posts for 
two blogs trying to send emails for two blogs, trying to plan strategies for 
two blogs? It just doesn't work. It makes something that's really, really hard 
which is building a successful business online anyway, even harder 
because you're juggling all three at the same time.  
 
In fact, with your subjects, the marketing productivity and online business 
and customer experience, all of these things are quite broad. You need to 
pick one of them and then, narrow down within one of them. So, if you're 
picking customer experience, you need to narrow down and say, maybe 
the experience online with an e-commerce platform and how to improve 
that, or if you're doing marketing, you need to say, "Well, I'm going to focus 
a hundred percent on how to get traffic and customers from Pinterest." 
 
You've got to get more narrow. I know you might enjoy all those subjects. 
But, the fact is, if you one day want to make money from this Website 
Confetti, you have to get narrow. Otherwise, people just won't pay attention 
to you. Why should they? Because there's going to be someone else who 
is a specialist on those subjects that they'll choose instead of you because 
you're talking about all kinds of other stuff.  
 
It's like going to a doctor who also advertises they're a dentist and a 
chiropractor and a chef. Are you going to go pay them for any of those 
services? No because they're too all over the place. I wouldn't even trust 
them. What you need is a specialist and that's just how the internet works. 
It's a reflection of the way humans make decisions. 
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Okay, so I'm going to check how we're going here with the attendants 
room. I'm glad to see people are slowly showing up, so the email must 
have made it out to you, guys. That's fantastic. 
 
Just a quick reiteration of the instructions. So, I've been going through the 
text chat. I'm just going to switch back to my live window and make sure I 
don't stuff this up. Because I tell you what, it's easy to... Okay, back. All 
right. Yes, for those of you who have just joined me, I can see there's a few 
people coming in late. A big apology for the technical fail. Webinar Jam and 
Google Hangouts were clearly not talking to each other, so I had to very 
quickly recreate this second attempt webinar, and I'm going through the live 
questions.  
 
But, if you do want to speak to me live directly one-on-one, you can press 
the "request to speak" button on the right side Webinar Jam control panel 
and I'll see your hand go up, and then I'll click it and you'll be prompted to 
basically choose to go live and also to activate the Webinar Jam app as 
well, so I could control the interaction. So, make sure you say yes to those 
two things, at least one of them to ask your question when you join me live. 
 
All right, Ed, let me know if I answered your question well enough and if 
you do want to jump live... and you're welcome, Eric. Eric is good because 
he's here now, too. So, yes, Ed, if I have answered your question, please 
let me know. If not, ask me some more or jump on live and we can keep 
talking. 
 
In the meantime, going back to the text questions, here we go.  
 
Just a reminder guys, for you guys new to this webinar system, there's 
actually a 30-second delay in what I say versus what you see as an 
attendee. It's just the way Google Hangouts works. So, there may be times 
where I stop and look at the chat room because you're replying to me 
things I asked you about 30 seconds ago. It's just the way it works. 
 
So, Vanessa, your questions are answered. I hope that was helpful. If you 
want to talk about it some more, you know what to do. Email me, jump in 
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the EJ Insider community, I'm pretty sure you got a membership there and 
yes, happy to continue to help you. 
 
Erin asked me via email in advance, "For creating urgency in the email, 7 
days to buy for example, what countdown tool would you recommend for 
the landing page? I'm looking at a few like Scarcity Builder and Countdown 
Rocket, any comments or preferences? 
 
Okay, Erin, I asked my tech person, Carly to give me what we use on my 
current sales page which is called the Uji Countdown Pro+1.2. You should 
see it in the text file there underneath your question. 
 
I have never heard of that before. I actually always leave this decision to 
Carly, my tech person. Most of these kind of technical decisions I leave to 
her. What happens is she goes out and finds them, puts it on the page and 
says, "Do I like it?" And, I tell her yes or no until I find one that I like, very 
complex system. 
 
So, I have heard of I think Scarcity Builder, but having not used Scarcity 
Builder or Countdown Rocket, I can't really give you a comment or a 
preference. To me, this is a very simple function. There are some tools, 
those tools actually might be the kind that allow you to put them into email. 
I haven't put countdown timers in the emails yet, but I do think that's a 
pretty good feature.  
 
So, if you really want to make use of that, then one of those tools might be 
a better option. That being said, this is not a complex function. I think pretty 
much all of the scarcity tools I've seen will do the basics pretty well. It's just 
that countdown function on a sales page. It's when you want to do more 
things like set up countdowns in evergreen funnels where you have to be 
managing the urgency based on where a person is in the funnel where 
things get pretty tricky. That is something I haven't done, but I actually 
really would like to do.  
 
So, I may switch over to something more advanced, certainly for my email 
but right now, just Uji Countdown Pro is the one I currently use. 
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Jerry has just written in the chat room. I can highlight that. Let me use this 
tool because I can. Here we go. I'm broadcasting the question so you guys 
should be seeing Jerry's question while I have a drink of water... 
 
All right, Jerry, you've asked, "I was thinking about Noble Samurai. I bought 
their keyword tool." I'm not sure what that's in relation to, so if you want to 
jump on live with me... Oh yes, maybe Jerry's jumped on live. Here we go... 
 
No, Brad has. All right, well Jerry, if you do want to jump on live, we will 
have a chat, but I'm going to jump to Brad since we can have our first live 
caller. Let's see how this goes. 
 
Brad, you're going to be invited to speak now, so you will need to basically 
say yes to all the prompts you get. If something goes wrong, do use the 
Webinar Jam link that you got for this... Oh no, you put your hand down 
again [chuckle]. No, wait a sec, here we go. 
 
Hey, James. All right, James, what I just said to Brad will do you. Here we 
go... All right, so I am just waiting for James to join us. Sorry Brad, you 
must have pressed the button to cancel your raised hands, so we can do 
that again. It looks like we have... oh, here we go. Hello, James. 
 
JAMES: Yaro, hi. 
 
YARO: How are you doing? 
 
JAMES: Really well, really well. I just wanted to talk to you about... (I'm 
sorry, I'm just getting a couple of prompts here), quickly about buying a 
URL (I'm sorry, there's permissions here everywhere) and we have come 
up with a couple... we're just exploring a couple of options of URL [unclear]. 
But, in your experience, one have you ever purchased a URL? Two, the 
sort of process we're looking at because they [unclear] sort of four and a 
half thousand or 5000 US dollars. Pretty serious. I don't think it would be 
anything like that although we'd be talking more like $30 or you know, 
$200. 
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So, I suppose the question is otherwise whether we think that we hit the 
value [unclear]. It only tricks... besides, it sends away when you go and 
search for those people, you find a broker within email with that price and 
there isn't even any buyers, or at least. The two URLs were there. They just 
come back to us and said, "Yes, this is the price." And, if it is not 
acceptable, we'll write back no and that's it. 
 
So, yes. Any tricks? Kind of getting the early buyers of URLs and that's it.  
 
YARO: Yes, unfortunately, I don't have a success story for the expensive 
domains. I tried to get, a while ago, I don't like my domain sometimes. 
Sometimes, I get Entrepreneur's Journey, it's too long and it has a hyphen 
and I've thought about ways to get shorter versions like EJ.com. I was 
thinking of trying to get that and E-J.com. Both those two were way out of 
price. I think E-J, the guy wanted $100,000 for it, and the EJ.com, the guy 
was talking about multiple six figures for it. No, it doesn't make sense to 
me. 
 
I have bought Becomeablogger.com, the program I did with Gideon 
Shalwick way, way back in 2008. It was a very successful training program. 
That domain name was offered to me by just basically a random email or a 
guy pretty much emailing people who own blog-related domains already. I 
had Blog Mastermind and he knew I was teaching blogging.  
 
So, he said, "Do you want this BecomeaBlogger.com domain name?" I said 
no initially, and then came back to him a couple weeks and said, "You 
know what? I'll grab it," but he only wanted $100 for it. So, that was an easy 
yes. 
 
I'd looked at other domains, but I pretty much had the exact experience 
you've talked about. I've sometimes made an offer and it just disappears 
into the ether and never heard about it again. Sometimes, I made an offer 
and they'd come back to me and their counter offer has been, I'd offered 
$500 and the counter offer has been $50,000.  
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So, I just don't see us meeting in the middle. Sometimes, I'll put it to $1000 
and they'll drop it to $45,000. It's like, "No, this is not going to work."  
 
So, you got to decide like is this that big a leverage point that you can 
justify the cost? That's decision here. Is it going to give you the ROI? 
Sometimes yes. How big your business is going to be for sure, it can be 
worth it, but for a lot of people, certainly people in Blog Mastermind or EJ 
Insider, I don't think there's ever going to be a reason to justify more than a 
couple of thousand at most. Maybe if you got an existing small business 
and you want to get the same domain name online and you can get it for 
two grand or something like that, that might make sense, but what are the 
domains? Are you allowed to talk about them? 
 
JAMES: Yes. One is Stage Planet, a little more memorable than what we 
have it's called. What we got is quite generic, and also again, tricky with the 
spelling like entrepreneurship pronunciation's got a lot of words. That's all 
we're looking at at the moment and I just thought about we'll settle for 5000 
US dollars for it. So, it's-- 
 
YARO: Yes, I think you could find something else if you really brainstorm 
this. 
 
JAMES: Yes, that's a [unclear]. All right, that's about it. Anyway, love it. The 
software is working fine.  
 
YARO: Okay, good James. Fingers crossed. Yes, this queue is working. 
The next lesson is can I kick you out without kicking you out forever? So, 
let me... 
 
JAMES: [Chuckle] Yes, I might fail at this. 
 
YARO: You know how to do this? 
 
JAMES: Yes, I want to do that. I will leave. 
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YARO: Well, I want to be able to do it with the software. This is the problem 
we had last time, not early today, a month ago the people talking. Let me... 
here we go. Okay, I am going to return you as an attendee. Don't do 
anything. Let's see if it works, okay, just to make sure. I got a button here to 
do that. 
 
So, thank you James. Bye. 
 
JAMES: See you. 
 
YARO: All right, it worked. There we go. Well, one good result and one 
failure today. So, we're at 50-50 here. 
 
I'm just going to jump to the next raised hand because Brad came back 
again and had another question. So, Brad, I am going to invite you as a 
speaker. Here we go... While we're waiting for Brad, just noticed that, oh 
here he comes. Hey Brad. 
 
BRAD:  Hello Yaro.  
 
YARO: How are you?  
 
BRAD: Good, can you hear me? 
 
YARO:  I can.  
 
BRAD: All right, good. 
 
YARO: I can see you, too. 
 
BRAD: Thanks. 
 
All right, Yaro my question is about analyzing doing a membership site 
versus courses and I realize it doesn't have to be one or the other, but with 
the membership site, typically a much lower price point but a monthly 
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recurring amount, I'm not sure what I can expect in terms of a lifetime value 
of that customer. 
 
So, if I build a course and I charge $500 for it, then at least I know I can get 
$500 per customer, but can I expect someone to stick around for a year at 
$49 a month? The course, it all depends on writing back content and the 
value and so, I understand, some of these questions can't be accurately 
answered but I am just wondering if you have any industry norms or rules 
of thumb with regard to retention rates in membership sites. 
 
YARO: First question, what do you help people do? 
 
BRAD: I own a business, a recruiting practice and that's how I escaped the 
corporate world is by becoming a head hunter, and so my value is I want to 
be able to teach other people how to become self-employed through 
recruiting. Right now, my brand is Recruiterpreneur. That's what I want to 
do but the form in which I do it is what I am undecided on. 
 
YARO: Okay, in terms of the life cycle of getting that outcome, this is why 
this question is important. Some things take a long time to finish and 
people need ongoing support. Some things are just you get it done and it's 
done and you really don't need any more help. 
 
And then, there's also situations where, to certain subjects, people want to 
keep talking about them even if they potentially got a result, they still want 
to be part of a community for ongoing mastermind mentoring. As they keep 
going through the different levels, they might reach a point where they want 
help about something else. 
 
So, I actually thing the best answer to this question is to aim to have both-- 
a course and a membership site. That's the conclusion I've come to after 
seven to eight years now of having one or the other. The benefit of 
basically splitting it up into, the way I could put it is a tutorial and a lecture. 
 
So, if you offer the course as like the lecture and the community as like the 
ongoing tutorial, you can do both and one is actually a great upsell for the 
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other. I can tell you from, I won't say if it's current industry expectations, but 
back when I first investigated membership sites, certainly in marketing, 
sales, making money those sorts of markets, a lot of people reported three 
months as the retention rate for a membership site. And often, those 
membership sites were kind of like front-end upsells and people knew that 
they only had a three-month retention rate, so they kind of looked at it as a 
way to add value to a front-end purchase and not so much how they make 
their living, so to speak. It's just a way to turn maybe a $50 front-end 
purchase into a $150 purchase after two or three months of membership 
come in.  
 
There were some examples, I remember, Andrew and Daryl Grant, they 
had this membership site that was how to make money with eBooks. They 
had twelve months retention, which was a $27 a month membership. 
 
I was always really impressed by that. I don't think the way they did it back 
then would have that retention rate now. That being said, they had very, 
very, very beginners like really, really super newbies. So, I think because 
those newbies were quite slow, they actually liked getting an email a week 
for 12 months and that's why they stayed so long.  
 
So, this question really goes back to who you're helping, how you're getting 
access to that audience like where they're coming from, what's their current 
expectations, what's their current level of sophistication, what's their most 
important goal? Some people will want ongoing support. Some people just 
want a how-to step by step guide with a start and an end. 
 
I will say from my experience, courses do end up being more profitable in 
my market. That's only because you can usually charge more for a course 
and the beginning and ending aspect makes it that people stay to the end 
in the sense that they pay whatever the cost is, and that's it. Like you said, 
$500. You get your money and they get the course. You're done where 
trying to get $500 worth of monthly memberships on a $30 a month 
membership or something like that, you need a really long retention rate.  
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But, I actually think, as I said, those things go great in tandem so you have 
them both available depending on who wants what. Some people might 
want both. Some people just want a community, maybe some people only 
can afford $30 a month. They can't afford the $500 course yet, but they'll 
work their way up to it.  
 
So, that's why my advice is to do both. 
 
BRAD: Okay, great. I appreciate that. Thank you. 
 
YARO: No problem, Brad. Anything else? 
 
BRAD: No, I think that's good. 
 
YARO: All right, how close are you to launch? 
 
BRAD: Pretty close. The content is really just now about getting the tech 
done. 
 
YARO: So, a month? Two months? What do you think? 
 
BRAD: Yes, I think within a month. I've actually done this privately with 
people but just in a one-on-one coaching. So, I have experienced doing 
that. I've just never done it in a group setting. 
 
YARO: Okay, so you're going to be kind of launching a group mastermind 
type thing like a small group?  
 
BRAD: Yes, right. 
 
YARO: Okay, well let us know how you go. I'd be curious to see how it 
sells.  
 
BRAD: Thank you. I appreciate it. 
 
YARO: All right, I'm going to boot you off. Thanks for your question. 
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BRAD: Okay, thanks. 
 
YARO: Now I know how to do this without breaking anything. Okay, well I 
think you may have already... there you are. See you later, Brad. Thank 
you. 
 
BRAD: Thanks Yaro. 
 
YARO: I'm just so proud that I can do that without breaking anything. 
 
For those who don't know, I've only used Webinar Jam. This is the second 
ever live webinar I've run, so it's still a learning curve for me and all these 
kind of unknown errors pop up.  
 
I'm just going to jump to the chat room because I've missed a few things 
while I was talking to Jerry and Brad. Quickly here, just going back to Ed, 
Ed was asking about the sales letter. Let me highlight that for everyone.  
 
"Do we need long traditional sales letters if we are answering most of the 
things and objections in the email course and blog posts?" 
 
I think the best answer to that, Ed is to, yes, but depending on what you're 
selling. You don't need a super duper long sales letter for a $17 eBook. 
You need a long one potentially. To answer what you're actually asking, 
yes. You need to reiterate the key points or the key benefits, the key 
objections, the key concepts, even the key lessons that you've already 
taught in email, in blog post, in videos because people don't necessarily 
learn them. They don't learn all of them. They like to have those things 
repeated to them. So, it's worth going over things over and over again. It's 
surprising. Sometimes, you have to say things seven, eight, or nine times 
before it actually sinks in.  
 
And, let's not forget that people go to sales pages in isolation. They might 
have had gone through your email course two months ago, and now they're 
going to go to your sales letter. That being said, if a long sales letter is a 
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major sticking point for you and not stopping you from getting an offer out 
the door because trust me, they take a lot of work. I've made a lot of sales 
pages. It's probably the job I like the least in terms of content creation. I 
don't like bookkeeping. I think that's number one but I don't do it so much 
anymore.  
 
But yes, writing a sales page is a lot of work. So, if you want to go out there 
with something quicker, a video is definitely the quickest path. If you're not 
comfortable talking on a video, doing a slideshow presentation and you can 
just reiterate your main points and cover all the sort of sales points you 
need to cover. I think, I don't know if you're in Blog Mastermind, Ed but 
there are some handouts in that program where I go through how to create 
an offer. I think it is in workshop five. I cover offer making and there is a 
hand out with seven points to make an offer with, so you can just cover 
those seven. That's a good starting point in a video or a sales letter and 
that's a great way to get started. Okay, that's Ed's question which I am 
going to un-highlight.  
 
Jerry, you are asking about Noble Samurai before for keywords. I think 
what you're talking about is one of the countdown timer services are from 
the Noble Samurai team?  
 
Yes, I am familiar with that. I never used their platform for doing scarcity but 
I did get access to it way, way early when it was in beta. So, I'd be keen to 
hear if you use it and if you get any good results with it because I 
remember they had some pretty cool email countdown timers you could 
use.  
 
Going forward, hello Angela, hello. Hello Rebecca, hello. Moving to Jerry's 
next text question...  
 
"I know you say in the program to only choose a max of two platforms 
blogging podcast and YouTube. I wonder if you just choose to take the 
podcast and put it on YouTube? That wouldn't be much work."  
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Correct. Yes Jerry, great idea. I've actually done this, outsource it though. 
That's how you get the leverage here. Record your podcast, hand it out off 
to a team member and say, "I need this as a video." You can check my 
Youtube channel and you can see I've got these sort of graphics, basic 
graphics to show the people who are on the podcast, me and my guest, 
and that was done by a contractor. So, they can be working on those things 
on the side. 
 
The trick here though is that just publishing videos won't necessarily do 
much for you. That's the problem here. 
 
The reason why I say two platforms, like your blog plus podcast only or 
your blog plus YouTube only, is those platforms require effort in marketing 
as well. So yes, the content creation part, you could probably get away with 
doing two or three because you can repurpose and outsource it. But, who's 
going to go out there and tell people your YouTube channel exists and your 
podcast channel exists and your social media channel exists? Each of 
those tools requires effort in marketing. That's why I suggest you focus only 
on one so you can devote all your time to growing a really good 
breakthrough traffic channel because it requires marketing. 
 
You will have to go out there and tell people your platform exists. If you 
don't do that, just publishing content, you're probably not going to build that 
big an audience. Nowadays, it's just the reality. We have to put effort in 
marketing. 
 
Okay, I think Jerry you raised your hand before. Maybe that was the 
question you wanted to ask. So, I am going to jump back to the text 
questions to make sure I get to them. So, switching screens to my text chat 
and let's have a look who's next. 
 
So, Erin is done. We're going to Mervin. 
 
Okay Mervin asks...  
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"I value your thoughts on when you think I should start building my website. 
I know the instinctive answer is now, but I'm currently developing a video-
based coaching program delivered by a membership site with a coaching 
forum, a bit like Blog Mastermind plus EJ Insider for UK business startups. I 
delivered similar training for colleges so I know that there's a market.  
 
I've got much of a content together and I'm now editing it. This could take 
another month because I'm updating it and adding new content then, I'll 
convert to PowerPoint and record it using Screen Capture. 
 
I was planning to finish the program then the sales page then the launch in 
about two to three months' time. I'd use paid advertisings. I don't think I 
could build an audience quickly.  
 
After that, I was going to create an opt in product funnel, etc. I know the 
recommended model is to build your site, add content, get a funnel and 
introduce low-priced offers and add a flagship course. However, I need this 
to provide a good income within four months or I need a plan B. That's 
what I'd plan to launch as soon as I can. 
 
Do you think I should stick to my original plan or switch to building my 
website blog and followers now even though this could delay finishing my 
coaching program by a month or so?" 
 
Okay, Mervin, really important here. I wouldn't want you to go and spend a 
whole bunch of time creating an entire coaching course, a community 
platform, a blog, an email list, and then go and buy some traffic and hope 
that those people buy from you because you could spend four months, five 
months, or six months on all of that, and then find out you actually don't 
have the right message, the right product, the right audience. There's a 
reason why I spent so much time in Blog Mastermind, going over, 
identifying a market, getting to know the true empathy, the emotions behind 
why they buy, and also spending some time doing something that gets you 
a buyer. If it's a freelance contractor or it's coaching or it's consulting over 
the phone, something to get one or two, up to ten ideally, people so that 
you know you can go and build out the membership site, go and build up 

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


 
 

 

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

the community and do all that work knowing that you've already seen that 
there's buyers and you've had people buy from you. 
 
So, to answer your question, if you're going to do something and you want 
to move towards making life money, so living expenses money, I actually 
suggest in Blog Mastermind that you use the same principles. You're still 
building your basic funnel first. Don't focus on creating a product first or a 
community first. Focus on a basic funnel to get you a paying customer first 
and that should be some kind of coaching, consulting, freelancing, 
contracting work and I know you're familiar with that.  
 
So, you're getting people on to the email sequence and if you're going to 
buy traffic, get them on to that because your job is simple then. All you 
need is a landing page, an ad traffic campaign, so some sort of Facebook 
ads or Google ads campaign, maybe Outbrain or something else like that, 
as well, whatever it is you want to focus on for traffic and then, create one 
email list that has some content introductory training and in that sequence 
it's designed to sell the coaching.  
 
That way, you don't have to create a membership site. You don't have to 
create anything else. Get your ten coaching clients, right and then, get 
comfortable knowing you got the right market because I don't want you to 
invest any more time if you've got the wrong market. That's the really 
important criteria.  
 
Then, you should go at the right market and you're comfortable with that. 
All you have to do is change the offer in the existing sequence you made 
so no longer offer coaching, consulting, or freelance work. Put in a 
coaching course instead, some sort of small group coaching or a six-week 
coaching program where you deliver webinars. And, what you do is you 
change it from hiring you by the hour for whatever, $100 an hour to a six-
week training program for $200 to $300 for the entire course.  
 
You then sell that first, once you've got the first promotion done, even if you 
only get ten customers, not a huge amount but it's something to move 
forward with, you already made $2,000 with 10 customers paying you $200 
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for a course. And, the good thing about that kind of course, you might just 
do six webinars or six training videos plus a little bit of Q&A or something 
like that. You could add a Facebook group to communicate with them. And, 
once that's done, you can keep selling that. 
 
That's a much quicker path than trying to go and create all of that before 
you're even trying to sell it. The point here is to try and sell something as 
quickly as you can to make sure you got buyers. People who have been on 
these calls with me before even our teleconferences, I probably sound like 
a broken record because I do say this over and over again but, the worst 
thing you can do is any extra work that isn't required before you try and get 
customers including creating a course, like nowadays you should never 
create anything more than perhaps the first week or the first month of 
material, because you can launch a course, give people what they need in 
the first week, and then, just stay a week ahead of them. In that way, you 
know that you've got buyers. If you do that launch and you only get two 
people to buy it, do you then want to go and spend three months creating 
an entire course for them?  
 
No. What you'll do is you'll go, "I have the wrong market or I have the 
wrong audience or I didn' t get enough audience, I am going to refund 
those two people and go back and fix what's broken earlier on and save 
yourself three months of building an entire membership area or an entire 
course."  
 
Keep things minimal, viable product and get as fast as you can to paying 
customers which I think needs to be coaching or freelancing contract work, 
something like that. It's not going to be your future. You don't have to do 
one-on-one, hourly work forever, but it's a great way to learn about your 
market. 
 
Okay, hopefully, that was helpful for you, Mervin and everyone else 
listening in to. I do think that is one of the biggest lessons I can teach you 
guys. I made mistakes. I spent eight months writing an eBook before even 
trying to sell it. That was silly and I'd never even put it on the market. I was 
guessing what my audience wanted as well. 
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Straight after finishing that eBook, I ended up launching a course, instead 
and I launched it with only the first module done of the, I think, there were 
six modules in that, six months' worth of training. So, that was a lot smarter. 
I had people buy that program so I kept building it and that's the best 
justification for creating a course. People have already bought that from 
you and you have to build it because they are paying you money. So, that's 
pretty important.  
 
All right, I'm going to keep moving on after a sip of water here.  
 
Nicola is having an amazing success with her business. If you're an EJ 
Insider, you can check out her accountability thread and see how well she's 
doing. She's written in and asked... 
 
"I've been blogging for years yet my traffic never goes up or down even 
though I'm well over 1000 posts now, written audio and video. I've had the 
site checked for SEO and its mobile responsive etc.  
 
I regularly had issues with junk site sending traffic but I've swapped to 
WordPress engine and they are blocking most of it now." 
 
Wordpress engine is a hosting system for Wordpress, in case you're 
wondering.  
 
"... How can I blog in such a way that my traffic starts to rise from the 50 to 
100 visits a day I've been getting for years." 
 
Well, Nicola, I think the one reason why you're probably not, and you have 
to correct me if I'm wrong, is do you actually do any marketing? That is the 
fact as I said just earlier in this call, if you don't market, all you do is 
produce content and you're hoping that that's going to be enough to get the 
traffic. It was 10 years ago. When I started blogging, all I did was write, and 
then, I started marketing and nowadays, you have to really ramp up the 
marketing.  
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So, I think it's an 80-20 rule-- 80% of your efforts should be about 
marketing, reaching new audiences and 20% of it is the actual content 
creation. In fact, I think you should spend 80% of your content creation on 
materials you use for marketing and the 20% go on to your blog. That's the 
ratio I talk about starting with in Blog Mastermind as well. 
 
A thousand post is fantastic and that's a crazy amount of content you got in 
there, but ever actually put in concentrated effort to get other sites to 
feature that content or to feature you or to link back in some way for some 
reason and are they quality sites? Because it sounds like what you're 
asking me there is why you're not getting any more organic traffic from so 
many posts, and that's probably because you're lacking in authority sites 
linking to you and it's not a consistent organic growth.  
 
If you get a few links and then, you get none and you haven't had any fresh 
links in recent months, then you're not going to be seen as a site that's 
maintained its authority and your content doesn't have authority. This is 
something I've noticed. That's what's important. You need that organic 
growth of incoming links from other sites but it needs to be not crazy 
overnight growth, like you don't want to suddenly have a thousand websites 
linked to you and then have none the next week. You just want to keep it 
growing like as if you're just going out there and slowly building a business. 
That's the way your content should get growth as well.  
 
So, I would ask you, first of all, are you doing any marketing? And, what's 
the quality of incoming links you're getting, how many you're getting, are 
they organic? Are they consistent over time? These things will help your 
SEO.  
 
The other possibilities, you do have some kind of penalty that could be in 
place on your site. For example, do you have an excessive amount of ads 
on your blog design? Have you got any paid content? Have you been 
selling links on your site? Have you had sponsored posts on your site? Do 
you have other sites linking to you that might have a penalty that could be 
bringing down your site? These are things you have to dig in to your 
Google Webmaster Tools to find out. You may not know. You could have to 
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use the disavow code, I think? You have to get a tech person to do this, but 
disavow certain links pointing to your site, if it's a penalty. These are all in 
relation to penalty situations.  
 
I actually had a similar experience to you with my blog where my traffic 
plateaued pretty much from about 2009 through to 2011 and 12, and then, 
actually started going downwards. So, I was okay when it was plateauing 
but I was not happy that it was going downwards for obvious reasons.  I 
actually started some research and testing. 
 
I wrote about this inside the EJ Insider many, many months ago when it 
first started. So, you might want to go back and check the blog posts in 
there, Nicola. But, basically, I stripped most of the ads from my site. I 
stopped selling any paid text links. I stopped doing sponsored reviews 
many, many years ago. I wanted to basically get everything strictly to the 
rules like Google has out there to make sure that wasn't at fault. I also 
wanted to try and start building a bit more links, so I did a little bit more 
marketing to try and push that up and make it seem organic.  
 
The short answer, the immediate effect of making those changes was 
nothing. Nothing changed at all. I kept going backwards actually. My traffic 
went down but there was a moment several months later, it might have 
been six or twelve months later, where I seemed to have some kind of 
penalty or something changed within Google and then, suddenly my traffic 
grew right back up to where it was and then kept going and doubled. So, I 
actually doubled what I was at that plateau back in 2009.  
 
So, there definitely was an adjustment on Google's part. I think it wasn't a 
long-term penalty because I used to sell text links from my blog and I have 
a feeling that and maybe the advertising or something like that, that 
combination, maybe a redesign where I really cleaned up my content as 
well. It's just basically my content that appears now. Unfortunately, the 
shorter answer is you never know why Google does what it does, but those 
are the things people talk about. If you go and check out the SEO forums, 
you'll get similar advice to what I just said. But, I actually think if you're 
confident you've got not too much excessive advertising, no paid links, no 
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penalties, then it's a marketing issue. You have to go out there and get 
some traffic from other sites and they send you links and the links will help 
your SEO.  
 
Okay, I hope that helps, Nicola. Please do ask for feedback if you want to 
keep talking about this in the EJ Insider community. I know you're in there 
every now and then, so we can talk about it there. 
 
I don't see any hands up, so hopefully you guys are just listening in and 
enjoying my answers to the questions. Oh, I do see some text questions. 
Here we go. Okay, Jerry and Rebecca. You guys don't want to speak live. 
All right, we'll do text questions. I'll jump back to Eric in a moment. I am just 
going to switch me back on.  
 
Okay so, Jerry, first of all, bottom of the list... 
 
"I know you say in the program to only choose a maximum of two 
platforms..." Okay, I've done that one.  
 
Rebecca, they are all Rebecca questions. All right, Rebecca is asking... 
 
"Any advice on how to compete with other people out there offering similar 
coaching online, but are charging a fraction of the cost that I want to charge 
for my experience and expertise?" 
 
Yes, have better testimonials, have better case studies. Show that you're a 
much more credible, much more authentic, and justifiably higher-priced 
coach. It's a simple answer. It's like why is it that a BMW sells more than a 
Toyota? They're both cars, right? Look at the credibility tools, the 
enhancements, the more advanced advice, the better results you've had. 
All these credibility tools they can justify. And, in fact, you never want to be 
the lowest price option. You actually always want to be on the premium 
side if you can be. You may have to work your way up to that with your own 
results and your case studies and so on, but that should be your goal-- to 
get to the point where you do cost more than most people in your 
marketplace.  
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Ninety percent of the similar competitors should be lower priced because 
they are not as good quality as you. That's the simple answer. You have to 
keep the attitude and you have to display that in your marketing. That's why 
you put case studies. That's why you show your own results. That's why 
these guys do income reports because it proves that they are the real deal 
as well. So, when they release something, people just trust them and 
believe them and will pay whatever they charge. It's as simple as that. 
 
There's no other way. That's just the way marketing works and human 
psychology works. People pay more for something that's perceived as 
better. That's the only way you can get away with charging more so you 
have to manage the perception using all those psychological triggers that I 
talked about inside Blog Mastermind, as well. So, make use of them, 
Rebecca. That's the advice.  
 
Going to the next question from you...  
 
"Any advice on how to compete with other people out there offering similar 
coaching..." Oh, read that already. 
 
Second question, "Can you recommend a survey platform that is user-
friendly and that I can add to my website?" 
 
Well, Survey Monkey is the one that everyone uses. I used to use all kinds 
of little widgets on WordPress. If you actually type into Google, "Survey 
WordPress plugin" or something along those lines, you'll get a few options 
but I'm actually really out of touch with those things, so I can't really give 
you any confident recommendation other than Survey Monkey has been by 
far in a way most used survey tool I've seen by bloggers for sure.  
 
Whether or not they have the kind of survey widgets and tools you want is 
another question, but yes, doing a Google search for a plug-in will find 
plenty of options for that.  
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I personally just like to send a survey in an email or blog post. I ask for 
comments or I ask for a reply to an email, but you might prefer that sort of 
radio boxes or tick boxes, that more kind of advanced survey. That's the 
good thing about Survey Monkey. They'll give you a lot of data. Once a 
person's filled out the survey, once you've done your survey, you'll get all 
kinds of great spreadsheets and graphs and things to see your data 
represented. 
 
Next question from Rebecca... 
 
"How does WordPress Engine compare to Akismet? My current site is a 
Wordpress site but when I set it up about seven years ago, I signed up with 
Akismet and haven't bothered to change it."  
 
I'll just broadcast that. I forgot to do that before. 
 
Okay, well you're not comparing apples to apples. WordPress Engine is the 
hosting company for blogs and Akismet is a spam service. Maybe you're 
talking about WordPress Engines Spam service or I'm not sure. Maybe you 
want to clarify that one, Rebecca. I actually have both so I'm running 
WordPress Engine currently for EJ Insider and I'm running Akismet on my 
blog for getting rid of spam. Like I said, to me, they're not apple to apple 
comparisons.  
 
I'm going to answer Dianne's question then, I'll jump back to the email 
questions. 
 
"How often should I let Google know that I've updated my website or do 
they naturally find this? Do you submit to Google on a regular basis?" 
 
No, you don't have to. Google is spidering which means it has little bots 
going out all over the internet every single day, every single minute, every 
single second. So, no. You don't have to tell Google anything basically. As 
long as you've got some sort of incoming links to your sites, so the little 
spider bots can find it, that's how they find you. They go to another website 
and see a link to your website. So, as long as you're doing some marketing 
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and building those incoming links, you will rank and then, you just need to 
keep doing that. That's what good content marking is from an SEO 
perspective, from a search engine optimization perspective. All you have to 
do is just market yourself. Your traffic will grow from that and so will your 
incoming links, and that means Google will slowly increase your rankings 
as well.  
 
That's the summary of how SEO works. But, if you want more advice on 
that, Dianne, I've got my Blog Traffic Guide. You might have that or there's 
a sections on Traffic in Blog Mastermind as well, or let me know if you have 
any more questions. 
 
Okay... here we go. Just marking myself if I'd answered these questions so 
I know not to answer them again. Great. All right, I'm going to jump back to 
the email questions. If you want to speak to me live though like earlier, we 
had James and Ed, then you can press the "Request to speak" button if 
you're brave enough to jump online here with me.  
 
In the meantime, Eric has an email question which I'll answer after a sip of 
water. 
 
Okay, question one... 
 
"I'm considering offering coaching to business owners or future business 
owners in my industry. There is relatively little good training online for 
people wanting to set up an acupuncture clinic and I'd like to provide the 
leading training available worldwide. But, I definitely feel that working with 
some folks hands on in a coaching capacity will help me understand the 
best products to make in the future. You, of course, discussed doing 
coaching first for new bloggers.  
 
That said, I do live teaching and training already and have extensive 
experience in the topic though none coaching online. That makes me 
curious how to price it. I don't want to undersell myself because my time 
and advice is valuable, but I've never done this work online. I don't want to 
overcharge. What would you recommend?" 
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Okay, so the short answer to this one, Eric is a combination of two 
variables. One is what is the value of the client getting an outcome from 
you? They're going to hire you to get a result, probably in this case to learn 
how to make money as an acupuncturist. I'm assuming that's why they're 
going to come to you. So, you have to ask yourself, what is the value to a 
person if they succeed? 
 
So, if they succeed at creating an acupuncture business, are they going to 
make $50,000 a year with their business? $100,000 a year? So, if they are, 
you could argue that your coaching 101 is worth a lot. You could be 
charging $1000 an hour depending on the other variable. So, the other 
variable is what's your credibility? What are your results?  
 
So, if you're currently running a six-figure acupuncture clinic, that lends 
credibility and that goes back to what I talked about earlier on about the 
perceived value and not being a low price charger. You want to be a 
premium price charger because you have the credibility to justify it. So, I 
don't remember, Eric. I know you've got a successful website and a 
successful practice, I don't know how successful, but I don't think you're a 
$50 an hour kind of coach. I think what you're doing and then what you're 
proposing to offer in coaching is a sort of thing that probably should be 
$200+ an hour. That's my estimation from my experience and based on 
what I know about you. 
 
I think you could even go higher but it does depend also on where you're 
getting the traffic for this. If you're getting a beginner market and they have 
zero money, they're desperate and they're just getting started, chances are 
they can afford $200 an hour.  
 
But, if you get, for example, let's say you're making $100,000 a year with 
your business, and there are some acupuncturists who are just getting 
started and they've only got a handful of clients and are not even close to 
that, well, they're making money. They're making maybe two or $3000 a 
month from their business. They are not quite your level yet. They want to 
take the next level step. They have the funds to justify. They can put in 
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$500 if you say, "You know what? One hour with me, I'll tell you how to 
double how much you make from your acupuncture clinic." That's worth 
$500 if they are already making some money.  
 
So, you have to factor in how you're sourcing your traffic and that's actually 
one of the biggest tricks we all have to do, it's making sure we get the 
customer who has the money to afford our level of service. So, you have to 
really understand who it is you're going after in that regard, and in your 
case, you got to understand who's going to buy from you. 
 
Question two... 
 
"Do you think blog commenting is dead? I use Disqus currently which I 
prefer to the original WordPress comment system, but it does take up a lot 
of space and more often than not, just ends up being negative social proof 
because so few people comment. Yet, I really value the conversations that 
emerge when people do comment. Can you speak to this whole 
phenomenon? What should we be doing to engage in public conversations 
with our customers and prospects?" 
 
Comments are... it's one of those things where they are not that important, 
that's the short answer. I don't see them as ever being that important. At 
one stage, they were great for social proof and they were great for 
community, but that was before there was all these other ways to 
communicate like social media, like what we're doing now, live webinars, 
live hangouts... There are so many places to have a conversation. The 
comment itself has become an unfortunately, in a lot of places, just a way 
people vent and have flame wars or there's no comments at all.  
 
I've seen recently, and no doubt, you have too Eric, some of the bigger 
blogs in my space like Copyblogger completely removing comments from 
their blogs and instead directing people to Facebook or Google+ or 
whatever, some other social media channel. I don't see the need to do that 
and I don't see that is too big a deal having zero comments on a blog post 
either.  
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I don't think the negative social proof is that bad. If it's that's something 
you're really worried about, I know a lot of bloggers get depressed early on 
if they have no comments, they feel like they're not getting any replies, the 
first thing to do is actually to really start asking people to leave comments, 
but in my opinion, that's a bad call to action. You really should be asking 
people to join the email list at the end of a blog post, not asking them to 
leave comments.  
 
Occasionally, it makes sense when you want to do a survey like I talked 
about earlier. You write a blog post and you could say, "Could you give me 
your response," or, "What's your number one problem?" Or, "Answer this 
question in the comments." 
 
I know my good friend Gideon Shalwick loves to do comments as a 
competition entry. So, he'll run competitions and get people to enter by 
leaving a comment. That's certainly one way to increase the number of 
comments you get and see how responsive your audience is. 
 
In my opinion though, it's just not something to spend a lot of time on. Have 
comments, don't have comments, go where your audience are. If you're 
getting a lot of interaction on Facebook, then spend the time there and just 
talk there. I find I'm probably spending more time now interacting on Twitter 
and Facebook than I am on my blog comments. Actually, that's for sure. I 
know I am spending more time interacting there but email is still the 
number one spot. I'm getting more queries regarding actual customer 
related things like people interested in buying my products through email. 
So, I will always prioritize that. That makes sense for us to prioritize. 
 
Okay, Eric has just typed in the chat room that his internet died when I was 
answering his question. Sorry, about that, Eric. I can't do anything about 
your internet. I'm just managing my internet, so hopefully, yes, you can 
have a listen to the reply. If you do want to talk to me live though, stick your 
hand up. We can have a go. 
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All right, jumping on to Jeff's question in the text messages. As you can 
see, we got a lot of questions come in this week, so I'm glad this second 
attempt webinar have been able to answer them.  
 
So, Jeff asks...  
 
"Where would you recommend I start to refine the purpose of an existing or 
new website? Which of your products do you recommend? I'd love to do 
Blog Mastermind but it's just beyond my reach financially right now." 
 
Okay, Jeff the simple answer for this is I have a training program called the 
Blog Money Finder that's designed specifically about market selection, 
establishing true empathy. All Blog Mastermind members receive that as a 
mandatory pre-training to go through before they started the main Blog 
Mastermind program.  
 
But, I created it with the intention of actually making it a stand-alone 
product at a much lower price, so obviously, not going to be the price of 
Blog Mastermind because it's just one module, one training, and it's on my 
list as the next product to release publicly as well. So, for anyone who 
doesn't have that yet, if you're not in Blog Mastermind, that is an option. It's 
the best answer I've got for that.  
 
This is one of those things though where you can spend forever trying to 
find out about your marketplace, and I have said this over and over again, 
the only way you'll ever get a conclusive answer is to have someone 
motivated enough and hand over money to you, and then say, "I paid this 
money because I need help with this." That is how you will learn. 
 
In fact, a couple of years ago, when I made the recommitment to rebuild my 
own sales funnel, so I was starting from scratch again, so kind of like where 
you might be are now, Jeff. I wasn't starting from scratch with my web 
presence. I had a blog. I had an email list but I had no products on the 
market. So, I was planning on selling products. I said, before I do this, I got 
to speak to my audience because I don't know where they are anymore. I 
need to see who's listening to me and what they need help with. 
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So, I offered my private coaching and I send it to my list and on my blog 
and I said, I had 10 or 20 spots available and ended up speaking to 18 
people on coaching calls for one hour each and they all spent, it was a 
discounted offer, I normally do coaching privately for $500 an hour. I had 
these spots available for $250 and it was an amazing learning experience. I 
got so many deep insights into who is in my audience, why are they there? 
What are they trying to do? What phase are they at? What level of 
sophistication do they have? And I continued to get that. 
 
Talking to you guys, these calls and in the EJ Insider, is amazing insight 
into what you're all struggling with. I mean, I created the Blog Money Finder 
primarily because people ask me questions like you just asked me, Jeff. I 
have this question over and over again. So, I said, I need a training to deal 
with this problem because this is where everyone is struggling and I don't 
have a dedicated training program for it. So, that's where the Blog Money 
Finder came from. 
 
And, that's a purely feedback-triggered product. I would not have made it if 
I didn't have all these interactions with people.  
 
Hopefully, that helps you, Jeff. Good luck with deciding a topic, and of 
course, let's talk about it in the EJ Insider as you start to refine it.  
 
All right, I'm up to Edward's question. This is the last question in the pre-
sent in email questions. So, I'm going to deal with this first and I am going 
to give you guys a chance to ask me live by requesting to speak or to type 
into the chat room on the right side. Hopefully, everyone who's here with 
me still, everything's working well technically. I've noticed we've got 
everyone back, almost who missed the first webinar because we had that 
problem. So, I will keep going. 
 
This is from Edward. Edward asks, okay Ed sent me an email literally half 
an hour before the start of the webinar and you sent two attachments 
through. I didn't have a chance to look at them and I wasn't going to be 
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able to show you, they are like 20 pages long, in this the live session either, 
but I felt I could give Ed a little bit of guide. 
 
Ed asks... 
 
"I am selling a main product which I'm still working on a final title for but it 
will be similar to and I am promising in my About Me page which I've also 
attached. The course will be a $2000 product with eight-week webinars 
Q&A's. The target is small to medium sized company CEOs."  
 
So, Edward focuses on CEOs and he's going to do an eight-week webinar 
Q&A course for $2000.  
 
So, he asks... 
 
"I need a broad overview about how close the opt in headline, the various 
email headlines, and the product name title tie in together."  
 
Okay, so the product and the opt in will probably be very similar because 
the opt in is saying sign up to get this free training on how to solve this 
problem. The product is going to say buy this product to get even more top-
level advice on how to solve probably the same problem. It's usually either 
the same problem exactly or it's just the next step after they've solved the 
initial part of the problem. So, your email course might help them take one 
step forward, and then the product allows them to take the next nine steps 
to complete the whole process. So, you're kind of selling the same thing.  
 
The email headlines though, that's a little different because the emails 
should be referring to the individual lessons or the individual concepts or 
the individual triggers or whatever it is you're presenting. Obviously, some 
emails are training, some emails are about a special offer, some emails are 
about the end of a special offer, so the subjects of the emails need to tie in 
to the sequence that they're delivering, and that's one of those things 
where being such a small space, subject lines and emails are very small. 
You don't have a lot of space there to do long explanations of what you're 
giving them in the email, giving in the content. 
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So often, email titles are not as specific in subject matter. They're more 
about getting it open. Sometimes, you get emails that have a subject line 
that says something like, "Hey, check this out..." That can actually be a 
really powerful email subject line. That can be exceptionally powerful. 
 
Of course, it could lead to misleading people when you have some people 
unsubscribe as well. So, you have to be careful with those kind of 
ambiguous curiosity based email headlines. 
 
I am always of the mind that you're thinking about you're walking people 
through a process, so you could imagine, you're having a conversation as 
you walk people through a tunnel and at each point in the tunnel, you move 
on to a new subject. You're going to talk about something else. So it needs 
a slightly different headline but, it's still about the same subject.  
 
Question two... 
 
"Do I emphasize one benefit throughout or multiple benefits?" 
 
Now, you said, "benefits." That's different from outcome. I would say there's 
one outcome most people want like in my case, people want to make 
money from their blog. That's their blog business. That's the only outcome 
they pretty much want. I could derive secondary outcomes as a result of 
that. You want to make money from your blog because you want to quit 
your job, because you want to go traveling. So, those things can be talked 
about, too. But, usually there's one primary motivation that will really 
resonate with people and that comes down to you having that true empathy 
with your audience. So, it's important to address that main outcome first. 
 
Benefits, no. There's usually multiple benefits. In fact, when I say 
something like the example I gave before, making money from a blog, the 
benefits are you no longer need a job. You can travel for as long as you 
like. You can buy anything you want. You can pay for healthcare. You can 
support your family. You can buy healthier food. You can get the car you've 
always wanted. You can support charities or help people less fortunate 
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than you. All those are benefits of the outcome. So, you got to be careful 
when you're distinguishing the difference between benefits, features, 
outcomes... all these things I talked about inside Blog Mastermind. 
 
However though, I think what you were asking Edward, does this sequence 
of information all focus on the one outcome not the one benefit, I think is 
what you meant. 
 
So, yes. They do focus on the one outcome but you can talk about multiple 
benefits throughout. In fact, there should be examples like if you give 
people a case study, you might say, "This CEO followed my steps and this 
change happened. This was the outcome they got. As a result of this 
change, they now have more time. They don't work as hard. They see their 
family more often. They finally purchased the second house they've always 
wanted for a holiday home..." Whatever it is the outcome you're helping. 
So, the outcome is usually one thing. The benefits are multiple.  
 
All right, last one.  
 
"I have created an opt-in report that talks about how to increase sales using 
different best ideas for multiple industries and I'm wondering if I should use 
it and emphasize this as what the top CEOs are doing or focus on the sales 
increase aspect of it." 
 
Okay, I think you can do both to be honest. There's no reason why you 
can't have one opt in that gives away a report on industry best practice and 
another opt in that gives away a report that talks about increasing how 
much money they make, how many sales they make. You could even split 
test two headlines directly against each other, one offering that, one 
offering the other and see which one does better. That is by far the best 
testing answer I can give you.  
 
So, I can't answer the question. Your market will answer the question. So, I 
would recommend you do some kind of split test but also consider your 
knowledge of your industry. Do they say to you, "I need to make more sales 
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more often," or do they say to you, "I want to know what other people in this 
industry are doing." 
 
I suspect they probably say more about sales. That's my gut feeling about it 
but you'll know better and ultimately, your market will tell you the exact 
answers. So, importantly, put something in front of people and gauge 
response. That gives you the answer to this question and nothing is setting 
stone. Something doesn't work, change it. That's the simple answer. You 
keep changing something until it works. That's testing and tracking. 
 
Okay, Edward, I hope that was helpful and as I said, I didn't get a chance to 
go through all your handout, so if you want me to review them for 
something else in more detail after listening to my response, let me know. 
Happy to do so on the next call or in the community or even by email 
depending on what it is. 
 
Okay, I am going to switch back to me. All right. The sun is going down 
here in San Francisco slowly. It's only 5 o'clock in the afternoon. 
 
So guys, I've got no more questions and I've got no hands raised and I got 
no text questions in the text chat room, I'm hoping that that's not because 
things broke down [chuckle]. It looks like we've got attendees still, so I'm 
thinking everything is working well. 
 
I wanted to mention this before we even started but because we had the 
problems with the first webinar and we need to start the second one, I 
didn't really get a chance to talk about these things. We were too busy 
recovering from the problem. But, I was going to give you a quick update. 
I've had a week where I've migrated my platform from Office Autopilot to 
Ontraport. They are the same company, but it's kind of like Ontraport is the 
new version, a 3.0 version and Office Autopilot was the old 2.4 version in 
this case. So, my content was all migrated, but unfortunately, all my sales 
pages and things were not working properly so people were buying 
products and not getting added to the right access or the right email 
sequences for those products. So, I spent basically an entire week trying to 
troubleshoot and solve this problem which has been extremely frustrating. 
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My EJ Insiders will know I do an accountability thread, so I'll do a write-up 
on how much that's impacted me and how we're going with that. 
 
But we're getting somewhere with it so I'll report back to the EJ Insiders 
there. Besides that, I'm settling in to San Francisco here. As you can see, 
I'm in this one-bedroom studio. I don't know if you can see it. It's not the 
largest. I was hoping to get something a bit bigger, maybe two bedrooms to 
have visitors from Australia or anywhere, my family maybe, but it's crazy. 
This place is $2700 a month. So, you can see what that buys in San 
Francisco. It's just the most expensive city in the world, I believe. It's the 
way it is. 
 
I'm going to be here until October and then, I'm going to head off to 
Canada, Toronto to see family and I'll probably spend winter in Vancouver. 
That's my plan where it's a bit cheaper and I do love that city. It has a good 
weather and very, very beautiful. So, I'll probably be there but, I'll be in 
North America, whatever the case may be. I'll probably be heading up to 
World Domination Summit in July, as well. So, if you're in Portland for that, I 
might see you there. I know there are some Australians coming up for that. 
And, I think that's all the news I wanted to share with you. 
 
I've just finished the final workshop in Blog Mastermind, too so you guys 
listening to this who are in Blog Mastermind, you'll find Workshop six now 
complete in there. I'm going to get the email out later for that, as well and 
go into the queue.  
 
So, I've finished that training which has been a six-month journey for me to 
recreate that program, a brand new version, teach you a whole new system 
of the Blog Sales Funnel, so it's very, very exciting and relieving at the 
same time to finish that training. It opens up a lot of spare time. As you can 
imagine, my priority was recording video, creating content, training, putting 
my slides together for it. I had to create that program. 
 
Now that I've done that, it frees up some time to move on to the next thing 
once I get past this migration issue, and then, I plan to release the Blog 
Money Finder program publicly, and then, a Power Podcasting program 
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publicly, as well, which is two sort of smaller lower-priced products probably 
around $100 that I'd like to get out there because I've always loved to have 
these two subjects available as products-- how to help people choose a 
topic and how I do podcasting. It's two things I feel are very, very much 
wanted so I'm looking forward to getting them out there.  
 
Blog Mastermind members, you already have them. So, if you don't know 
what I'm talking about, go check your members' area. You have Power 
Podcasting and you have the Blog Money Finder in there. 
 
Ed, just quickly slotted in a little text question, so I'll quickly answer it and 
then, I think I'll wrap up. Ed asks... 
 
"Advantages of each three videos like Product Launch or 14-Day Course 
like John Lee Dumas..." 
 
I'm not quite sure what you mean like are you comparing doing just three 
like a product launch process with three videos or two-week email course... 
Got you. Okay... 
 
Traditionally speaking, the product launch formula is for launching a 
product where a 14-day e-course is usually something that comes before 
that like I'm pretty sure John has a 14-day course that's like pre-training to 
get people ready for launch content and what he does for his launch 
content is a webinar. He doesn't do three videos. He does one big webinar 
like what we're doing now, but a sales webinar.  
 
So, it's kind of the same thing. They're both designed to prepare people or 
to sell. What you'll find something like an email course is more about 
preparations, about building trust, getting people ready for an offer. That's 
what I taught you in Blog Mastermind. That's what my funnels are like too. 
 
If you go to my website and join any of my front end funnels, you'll get 
training in the first week. You'll get information on how to do something. 
That's kind of like what John is doing there, and then, the second week, in 
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my case, you'll get an offer. You'll get more training, perhaps a case study 
but you'll also get the offer for the product.  
 
The three-video thing is very much about product launches. It's sort of like 
the stock standard platform for selling something, and usually, it's for a 
high-priced product like people will do three videos leading into $1,000 plus 
product or they'll do a webinar. John, obviously is a great example of that, I 
think that's the question you're asking me, Ed. If I'm wrong, let me know in 
the chat room there. 
 
Jeff asks quickly again... 
 
"When will the link be available for EJ Insiders to purchase Blog 
Mastermind?" 
 
Right Jeff. Good point. You don't have that. I will send that to you because 
you're only a very, very recent returnee to EJ Insider. I broadcasted it out to 
all the EJ Insiders when it first became available but it's not in the 
automatic sequence. It's on my list that one day, I'll get to, to have that go 
to you and your email. So, I'll make sure... Send me a private message in 
the EJ Insider community and I'll send you the link so you can get the 
special discount for EJ Insiders on Blog Mastermind. 
 
Okay, I think that's it, guys. I'm done. All right, so if there's anything else, 
raise your hand now. Otherwise, we will call it a day. I'll get the recording 
out for people. I know there'd be some people who didn't realize there was 
a second attempt to this, so hopefully, they can get that and hope you guys 
are having a productive week so far. I am, slowly and yes, that's it. 
 
Thanks for joining me, those people who are here, all the way to the end. I 
hope you got something from it. I'll speak to you wherever we 
communicate, whether it's in the next webinar, it's the EJ Insider 
community, wherever the case may be, I can't wait to talk to you and keep 
working on solving these problems guys. It's all you have to do. Keep 
solving problems, fixing whatever is not working until it works and that's 
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how you build a successful online business. That's what I do. I still do it and 
it keeps working.  
 
So, I will talk to guys on the next call. That's it for me. My name is Yaro and 
I hope you have a good rest of the day wherever you are in the world. Talk 
to you soon. Bye, bye. 

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

