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April 27th, 2015 Group Coaching Call 

 
 
YARO: ... start doing question and answers so that, we can get everyone in 
the room.  I will switch this over to live. You can't see me right now. If you're 
wondering why, I didn't want to risk things blowing up so, I thought I'd start 
with this slide to begin with.  
 
I can see Angela has said hello. Hello Angela. Good. Thank you, I am glad 
you can see it. Nick. Nick from Sydney, fantastic you guys. Glad to see that 
it's working, the chat room is working. For those of you who are just 
jumping in, I can see the attendee count is slowly climbing. What this does 
is it allows me to obviously do presentations. We can talk live so, we can 
actually have two people on the screen at the same time plus, we can 
switch over to the browser and go visit websites if we need to. 
 
But, as usual, for the Q&A, I have got the questions that people have 
emailed in advance so, those are the questions will go through no matter 
what but, if you want to ask a question live, I will give you some instructions 
in a moment. I'll wait for a few more minutes so we can get everyone in and 
you have an option to request to speak live on the webinar with me. 
 
Just as a warning, you will be going on video as well so, if you have a 
webcam there, if you don't have a webcam, just your voice will come 
through which is fine as well. I'll still be able to hear you and so should 
everyone else on the webinar. 
 
But, as I said at the beginning, this is the first time I have used this platform 
to do a webinar. So, it's a learning curve for me. I am just getting used to 
tools. I've had a couple of practices with some people. Sue, who is 
standing by as a backup admin for us and is monitoring the chat room, as 
well, she had a practice session with me yesterday, and also with some of 
my... people I'm living with at the moment. I am currently in San Diego and 
I've got Navid Moazzez and Natalie Sisson and my friend, Walter Huss at 
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the moment are in the same room with me or in the same house with me 
and we're all here in San Diego. 
 
I was here to speak at pat Flynn's and Chris Ducker's event last Friday. So, 
I'm just going to keep track on the time. We've just got on to the hour and 
we've got some attendees live. 
 
I am just going to repeat some of those things for those of you who are just 
joining in. You're looking at a slide at the moment. It's the web browser of 
my Entrepreneurs' Journey logo. So, don't be shocked if you can't see me. I 
am going to switch back to me. I just wanted to make sure nothing 
exploded when I started using the software for the first time here, live with 
you guys. 
 
So, I'll give you some instructions in a moment about raising your hand. I 
have some email questions ready to go. This is already being recorded so, 
if you do speak to me live, bear in mind, you will be live and on the 
recording forever and for all other people in my programs, they will get to 
watch this. So, just be aware, it is a public channel. 
 
Okay, well, I am going to get started because we may as well dive in to the 
questions. So, the first thing I want you guys to know, the important thing is 
for wanting to ask me a question live. 
 
We got a couple of options here. We've got the chat room. Now, the chat 
room, I would prefer if you didn't ask me questions directly on the chat 
because chances are I'll miss them and it's also a small area. I'd rather be 
speaking to you directly. 
 
What you can do is if you see you got a room tab on the next of the chat 
room at the top there, you can actually click that room tab and then, you 
should have a big ring button that says, "I'd like to request to speak." So, if 
you hit that button, I will get a notification that you have hit the button and 
you would like to join me live on the webinar and we can talk to each other 
possibly face to face if you have a webcam on your computer and we can 
then basically do what we always do with Q&A. We can talk, answer your 
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question, and then, when we're finished, I'll turn off your live camera. You 
go back to just listening and we'll continue like that. 
 
I am going to give you guys the chance to do that straight away. What I am 
going to do now is switch back to live camera mode for me so we can make 
sure that's working too. You guys can tell me whether you can see me now. 
It's a bit dark here at the moment. Hopefully, you guys can all see me. I've 
got the last hour of sunlight. I am not going to turn on the light behind me 
because then, I would be having more shadows. 
 
So, if you guys are in the chat room and you can see me, I realize there will 
be a delay so, you won't be able to actually tell me whether you can see 
me for about forty seconds.  
 
So, what's happening here if you've never done a webinar jam, webinar, it's 
a Google Hangout, so it's a Hangout on Air. It's provided by the Google 
YouTube service. If you've never used one before, just to clarify, I am 
actually 40 seconds ahead of you. So, when I say something, you don't 
actually hear it until 40 seconds later so, when I ask you to raise your hand 
or request to speak or type in the chatroom, I won't actually see the result 
until forty seconds later. 
 
Angela has told me that she is seeing me live. Fantastic. Okay so, what I 
am going to do is, I guess, repeat those instructions again if you want to. 
Ask a question. Go to the room tab. It's next to the chat tab which you 
should see already since you got the chat room down the right side bar and 
then, you should have a big ring button there that says, "Press it to speak 
to me live." 
 
Good. Erin can see me as well. I am going to leave those instructions with 
you, guys. If you want to, just hit that, "Speak to me live." And, while we're 
doing that, I am going to switch over to the questions in email. I'll get 
started with those first off. 
 
So, here we go... 
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Questions for coaching calls... I've just taken these from email. We'll dive 
straight in with Adrian's first, and as I said though, if you guys want to 
speak to me live, just go to that room tab and click the green button that 
says you want to request to speak and I will get a notification. 
 
Okay, so questions from Adrian first. He says I have been busy working 
away with Kerry and getting my blog up and running and then, now 
focusing on getting the email sequence created. It's tough and slow going 
with way more confusion and questions that I have answers for. 
 
Unfortunately, I can't get on to the call due to being at work so, I can pass 
these questions on to you, that would be great. 
 
Number one, concerning case studies it would be great to get some 
pointers and ideas on how to overcome by lack of case studies in the 
beginning. I don't have an existing business or clientele in the chronic 
fatigue niche and I don't have ready access to people suffering from 
chronic fatigue. How might I overcome this? 
 
Okay Adrian, well the simplest answer to that is, have you helped anyone 
do anything that's any way related to chronic fatigue? So, have you helped 
anyone with maybe diet or exercise or whatever it is that you are providing 
an answer to? You don't have to have necessarily been treating them for 
chronic fatigue but they can be a good like a character reference so they 
can say you're possibly, you were helpful, you were friendly, you were kind, 
your advice was applicable, whatever it was, any kind of help you've given 
to any people. 
 
Now, if you ever helped any people then, obviously you can't have any 
case studies or even a short couple of sentences as a testimonial. So, my 
advice in that case is to actually go help some people and that should be 
your primary concern. You should be doing that as part of your research 
process for this anyway.  
 
Now, I think, I know we've talked a lot inside the EJ Insider community 
about you going out there and starting to build your email funnel but, if you 
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haven't actually ever said to a person who has chronic fatigue, "Can I have 
a conversation about it with you and perhaps, give you some help for 15 
minutes for free," then that's something you should get on doing first. I 
would actually recommend you get to that process before you even build 
the email list, before you even build the blog because you might have some 
assumptions about your audience and not actually really have them correct 
until you speak to people. And ideally, until you coached them on some 
level, you won't know. So, I would do that first and of course, you'll get case 
studies and testimonials as a by-product of doing that and like I said, 15 
minutes of time, not too hard. 
 
Nicholas, yes you are connected. Hopefully, you can see me so I'll let Sue 
reply to you there in the chat room.  
 
I'm going to move on to the second question from Adrian... 
 
In light of question one, how am I to alter my blog opt form and email 
sequence in this beginning phase where I don't have case studies? 
 
Going back to my first answer, I recommend you go straight to doing case 
studies as research.  
 
Just hearing some notices guys. Are you guys seeing the questions? I've 
actually shared the text of the questions now so, let me know if you can see 
that when you hear this message from me. I'll keep answering them. 
Hopefully, you are hearing me. You should be hearing me and seeing a 
picture of a text file with the questions in it, an Evernote file. 
 
Okay, question two, yes. So, going back to it, Adrian, you definitely do 
research. In fact, I'm surprised. I thought you actually had done a little bit of 
client work already where you have been doing some time either on the 
phone, face to face, even in some sort of community maybe in a chronic 
fatigue forum somewhere where you can actually get some direct 
communication with your target audience and offer them some help. From 
there, that can turn into a case study.  
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All right, I'm seeing that I'm getting "Yes's" on the chat room so, everything 
is good. Guys, you should be able to see me. I am doing a text file at the 
moment. I'll switch back to me once we move back to live questions. 
 
All right, I am going to move on to Anna. Adrian, I hope that was helpful. I 
do think you should be doing some sort of direct clientele work before you 
move on to the email sequence and the blog opt in because you may be 
wrong about your assumptions. So, I would actually go and do that first. We 
can talk about how you can do that, but like I said, you can find plenty of 
online forums where people are talking about chronic fatigue. You may 
even be able to join some local meetups or health groups or things like that 
in your area where you can have a chance to talk to people. You need to 
get in front of your audience and that will give you insight into what you put 
in the emails, what you put in the blog and how you come up with the 
headline. In fact, I know we talked about coming up with a headline for you 
doing those emails and you were struggling a bit with putting in your 
information with the structure I give you in Blog Mastermind.  
 
You won't struggle with that as much if you've actually spent some time 
with people because you will know what the top issues are because they'll 
tell you what they are.  
 
So, move on to do research first. Research is first. If you're confused by 
this, go back to the Blog Money Finder training I gave you and go through 
the research aspect of that training. 
 
Okay, finally, moving on to Anna here. Anna has asked... 
 
I haven't listened to some of the recent calls so, I'm not sure if you already 
answered this but, I would be interested to know how you created that page 
where we login and there's a list of your programs. Is that some kind of 
software or something you had done? The ones I haven't purchased are 
sort of great out grayed out but reminds people of what's available. 
 
Yes, Anna. Okay, lots of options for you to do that. I'm currently using 
Office Autopilot which is actually known as Ontraport in the live version. It's 
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the system I use for sending emails out. It's the system I use for taking 
payments. It's the system I use for setting up products that I sell.  
 
What I do is they provide a Wordpress plugin called Pilot Press which then 
plugs into a Wordpress that I install and then, my tech person, I don't do 
this, but she sets up a page where we can actually list all the products and 
it's basically a membership site plugin. So, those people who have the right 
membership level access like for example, you as a member a Blog 
Mastermind and a member I think of some other products, you'll see those 
ones but the other ones will be grayed out.  
 
And that's just some basic coding that the plug in allows you to do to show 
or hide based on membership levels. Just to clarify, members ship levels 
means when someone buys a product for me...  
 
So, I was checking in from Sue, okay everything is going well. Good. We'll 
keep going guys. 
 
So, when someone buys a product from me then, you get given a 
membership access level and I have a level for every product and that gets 
associated with your account in my system and that then decides whether 
you can see and get access to the product in the members' area.  
 
There are plenty of other scripts that do that so you can get Wishlist 
Member you can get AMember. In fact, I went through a bunch of these in 
workshop five of Blog Mastermind which you have access to Anna so, go 
grab that. There a lot of different tools for running membership areas and 
most of them, if they have what's called a time release or a drip release 
content function, you will be able to do that sort of hiding and showing up 
content. It is a bit technical. I would not have been able to do that without 
my tech person though. There is a bit of code in the Wordpress pages that 
controls what people see depending on membership levels. So, you might 
need to go to your tech person to do that. 
 
All right, I am going to start with Ulrich and we'll just jump back to live and 
that will switch me back to... Oops! Here you go. All right, hopefully guys, 
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you can see me again. I'm glad Mary Ann said that you can see the 
questions well. 
 
I'm going to give you a chance to join me live so, I've answered two of the 
email questions. If you want to speak to me either just with your voice or 
you can join me on a webcam and we can see each other if you want to 
join me, go to the room tab and you'll see a green button that says," I'd like 
to speak." The room tab is in the right Webinar Jam side bar next to the 
chat tab. So, I'll give you guys a chance to do that. Because of the delay, 
I'm going to jump back to a question that I'll read out and hopefully, I'll see 
a little notification that we've got some requests. If not, I will keep moving. 
 
No, I think I had... Sue, are you jumping on? Hey Sue, I can hear you. 
 
SUE: Hi, can you hear me Yaro? 
 
YARO: Yes, go ahead. 
 
SUE: Okay, I am trying to figure out what Blog Mastermind course, the 
email funnel, and how many... we have the front-end product and then, I 
have a mid-priced product now, should I always offer the front end product 
first on the autoresponders? 
 
YARO: Thanks for your questions, Sue. Just to clarify, Sue has not got a 
webcam that is why we can hear her but not see her. So, for those new to 
Webinar Jam... 
 
SUE: I'm sorry about that. 
 
YARO: That's fine. I'm seeing three hands go up, so clearly... or, two. We 
got two people so clearly, that's working. Good. 
 
Yes, to answer your questions. So, you know, strictly speaking, yes. In a 
funnel you want to go to a lower priced product first and then guide those 
people to a higher priced product. I don't always do that. 
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If I launch my flagship course, I'm going to promote that to the public which 
I did with Blog Mastermind. 
 
I think it's more a case of when you're creating an automated evergreen 
sequence, so for example now, I'm switching Blog Mastermind to 
something that gets promoted to people who've gone and purchased my 
front-end products or gone through the blueprint but I won't be doing a 
public launch to my free email list. 
 
So, I may do one again at some point in the future but while it's on 
evergreen mode as they call it, then that means people will only get 
promoted if they've gone through something of mine and that's deliberate 
because sending $1,000 product offered to people who are not really ready 
trusting me and experience some of my training, even better if they bought 
something from me already, then they are less like to buy.  
 
So, the psychology is a customer is likely to buy something else in a much 
greater probability than someone who has never bought from you and 
that's why we do that but, I know like in your situation, if you don't have a 
really high end product yet, and you don't have maybe many front end 
products, you might go straight to that $200 course or that $300 course. 
And, I think that is fine. I think Sheri did that. I remember her from the 
community and she was selling her $200 program before she created any 
$50 or $30 program especially because you need cash flow and you make 
more money from a $200 course than you do from $30 course but it's hard 
to sell that. 
 
What I think you should do is slowly move towards that. As you build more 
front end products, as you finish back end and higher priced products, start 
setting that up in a proper e-mail funnel with email sequences. 
 
SUE: That makes sense. Thanks so much. 
 
YARO: No problem. Thanks for testing out the live questions. I am going to 
jump over to Nicholas and see if I can... I'm inviting you as a speaker, 
Nicholas, so get ready.  
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I just heard you, Sue. But, I'll see if Nicholas is going to join us. 
 
Just some instructions for you people who are about to get a chance to go 
live, you are going to have to say yes to something through the interface 
where you basically have to say yes to allow your camera to go live so 
hopefully, you can do that.  
 
Nicholas might be having technical issues. All right, here he is. 
 
Nicholas, hey, how are you? 
 
NICHOLAS: Hey, how are you? 
 
YARO: I'm good. Good to see you! 
 
NICHOLAS: Good to see you, too! 
 
I'm still looking here to see -- okay... 
 
YARO: So, you got a question? 
 
NICHOLAS: Well, I've emailed you the question and I will try to rephrase it 
but, as you know, I've started on a journey with my whole niche and I'm a 
life coach and especially specializing in emotional freedom technique or 
EFT. I've been refining and refining to understand, I'm interested in working 
with man and now, this new idea is sort of, the people who I can really help 
are sort of professionals in their career. This is the type of person I was 
three years ago in the insurance industry and not in alignment with my 
values and I felt kind of spiritual as I was going downhill, I was in a dead 
end job. So, I want to start something called the Integrated Business Man. 
 
It focuses on men who are career professionals or entrepreneurs and sort 
of getting them through blocks to igniting their... getting in touch with their 
progress so that, they can really succeed using EFT. 
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Sort of an update, I always love your feedback and yes, I was invited to 
attend sort of a media conference in San Diego in June and I want to take 
my motorcycle out and interview people along the way who are men who 
have done this. They are sort of integrated such spiritual men doing 
business and I kind of want to make this more of a podcast. I think I'll shine 
more in a podcast setting than writing blogs. I'd like to do both. And, I think 
incorporate video and podcasting. So, the motorcycle trip is sort of a way to 
create a story. 
 
I noticed there are a lot of views, whenever I post videos on Facebook. So, 
just to start, I mean, I don't have a following right now. I don't have a 
website yet and that's coming like in a week or so. But, to kind of sort of 
create a story around launching my business, at least my thousand or so 
friends can start to follow and just start something from nothing kind. 
 
YARO: Right. So, the question is whether you think podcasting is the way 
to go? 
 
NICHOLAS: Well, that would be, yes, for sure, I would love your input on 
that. I love your input on everything, really like what you see at the products 
I made but the... yes, and also whether doing this on Facebook could kind 
of create some of enthusiasm, maybe post some stuff or promote stuff... I 
don't know. At least some people knowing about me from nothing. 
 
YARO:  Yes, right. You can go through like a pre-launch phase which is 
sometimes done for even before you start a blog or a podcast which is 
pretty basic. You just set up a landing page opt in form. So, you're going to 
have to come up with some kind of headline to get people to sign up for 
that. That even could be just say, "Hi, I am Nicholas. I'm going to start 
talking about..." whatever the closest thing to a good headline about 
helping men with EFT or whatever it is becoming spiritually connected. 
You're going to need to refine that but since you're going to a market, to 
your Facebook followers, chances are they are friends and they know you 
are ready. 
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So, all you do is get that landing page up so you can start building your 
email list and then, if you do videos on Facebook, just make sure you tell 
me to go to that website address to opt to the email list at the end or in the 
middle, many places. 
 
If you do a podcast then do the same thing. Make sure you're guiding 
people to do that. In that way, you can do two things. It allows you to gauge 
the effectiveness of what you're doing, so if you're getting people to opt in, 
then you know you've got a level of engagement there that's, you know, 
they're motivated enough to opt in for your email list plus you're building an 
email list, so the day you do start the blog, you've got a list that you can 
send straight to the blog posts and you can start sending more emails, 
build out that email course, and do all the things that we talked about.  
 
So, it's worth testing and it's a great way to learn more about your market 
and if you're doing podcasting while you travel that's even better because 
it's compelling and you can speak to some men and hopefully, that will help 
you refine the subject you're going for as well.  
 
But as we've talked about, you have to start moving towards something 
people will spend money for because I hate to see you putting all these 
effort, produce videos, do a podcast while you're traveling and create this 
following but you've created a bunch of people who like following you 
because you're entertaining and interesting, but don't want to buy anything 
from you. That's the outcome we have to be careful of. If you want to have 
a business which I know you do, so that's why, when you do this process 
and when you talk to people, you keep asking them even just once when 
you have the conversation, "If I was to help you with this problem, would 
you consider hiring me as a coach," or something like that just to see 
whether they could spend money on what you're talking about.  
 
Got it? 
 
NICHOLAS: Yes, I got it. 
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YARO: Awesome. But yes, I think it's a great idea. I mean it sounds like fun 
too which should keep you motivated.  
 
NICHOLAS: Yes. Real adventure. 
 
YARO: Yes, for sure. 
 
NICHOLAS: So yes, I joined the men's group. I'm around 20 or 25 guys 
online who have already paid $2,000 to join this group sort of intensively.  
 
YARO: Right.  
 
NICHOLAS: So, I'm around people who already decided that they are 
pruning out for two grand to improve their masculinity and they are all in 
business of some kind. In fact, just ten minutes ago, I started to know one 
of the guys overcoming a problem at work where he felt like he's stabbed in 
the back. 
 
So, yes. I am getting a sense from just doing this sort of research that what 
ways I can help people. So it sounds like what you're saying is after say a 
conversation like that, let's say I'm going to talk to this guy tomorrow who is 
a business man. He felt like he is stabbed in the back. I reached out to him 
online and I did a private group and said that I could help you 
 
We had the conversation. We were actually helping him get through the 
problem and then, I could propose by saying, "Would you consider hiring 
me?" It sounds like, I just find out of.... 
 
YARO: Well, if you're already at that point, you've kind of done a free 
consultation. So I would actually say, not only would you consider hiring 
me, if they're saying yes, I would actually have some kind of, I don't know, 
six-week or one hour a week coaching package ready to go at $200 or 
something like that, whatever you want to start with because you're ready,  
you have someone who spent money and they've already agreed to talk to 
you, you're going to help them so they are going to trust you and like you 
and that is perfect because they are the perfect kind of person to ask, 
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"Would you consider hiring me as a coach?" And, why not have an offer to 
go straightaway?  
 
I'm going back to be the men's group you've joined. I would look at what 
copy, what language, what words are they using to invite people into that 
men's group. Did they talk about a specific problem or something like that? 
Because there's a reason why those men were willing to spend $2,000 to 
join this group like yourself, as well. That's a good marketing lesson for you 
considering that's your market, right? The same market you're going after. 
 
NICHOLAS: Yes.  
 
YARO: Yes? I can see you're thinking [chuckle]. 
 
NICHOLAS: Of course, yes. I feel... I'm just... I think I need to refine that 
avatar, that email because when I came up with that title, The Immigrated 
Business Man, it sorts of speaks to businessmen who are sort of corporate, 
who are working in cubicles, and who are running businesses, and also 
speaks to entrepreneurs. And so, I'm trying to cater to those two kinds.  
 
So yes, I am just trying to refine like what age of, who would these people 
be? But yes, they'd probably be people like who joined that group by men 
definitely.  
 
YARO: Okay, yes. Well, it sounds like a great research place. They spent 
money to get help with masculinity, so you know take value those 
conversations you have. That's market research. 
 
NICHOLAS: Yes, I will. 
 
YARO: That's my business brain saying that too. So, [chuckle], also... 
 
NICHOLAS: Okay, well, thank you. Thanks Yaro. 
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YARO: No problem. Good to speak to you live, Nick. And, if you want to 
raise your hand again, go ahead. But, I've got Mary Ann ready to ask 
questions too, so I'll swap over to her if that's all right with you? 
 
NICHOLAS: Okay, great. 
 
YARO: Okay. Good talking to you. 
 
NICHOLAS: Yes, bye. 
 
YARO: Now, I'm really curious guys. Did you see Nicholas in that? Tell me 
in the chat room. I've noticed Tracy's just joined but she can't see or hear 
anything though. Tracy, you might want to check the speakers and check 
your audio settings. Sometimes with a Google hangout, you have to play 
with the settings and make sure it's coming out of the right place. I'm still 
having problems with the microphone on the computer as well, so I'm going 
to jump to Mary Ann. All right Mary Ann, you are about to have the live 
experience, so look out for the warning message from Google Hangout to 
join me and we'll talk live.  
 
It sounds like everyone is saying yes that they saw you Nicholas, so you 
are now famous as well. That's good. 
 
All right, I'm just waiting for Mary Ann to join us, I think... Maybe? I can 
actually still see Nicholas. I don't know if Nicholas you're still live or not but 
you're not supposed to be. 
 
NICHOLAS: Can I try to disappear or something? 
 
YARO:  Now you're talking. That's not right. Let's me see if I can close you 
down again. It could be why... I don't want to ban you [chuckle]. I don't want 
to boot you either. I'm not going to eject you. I'm going to hide you from the 
broadcast Nick but, you should be able to still hear so, just type if you can 
still hear, all right? 
 
NICHOLAS: Okay. 
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YARO: All right but, we're still waiting for Mary Ann. Mary Ann, are you 
there? All right, no Mary Ann. So, I'm going to do, while waiting for Mary 
Ann... Oh, I'm getting instructions here from Sue. No, I'm going to... Yes, 
we'll try James. James has got his hand up, too, so we jump to James. 
 
Mary Ann, if you come online as a live caller, just say something, "Hello." 
 
James, you're being activated now. For those who are new, if you go to the 
room tab you can see a big green button that says, "I'd like to be invited to 
speak." If you click that, I'll see a little finger next to your name saying that 
you'd like to join me live. You can do that. May I remind you, this is being 
recorded so you will be live and it's getting dark here for me so I'm going to 
disappear into the shadows, I think, soon here. James, have you joined us 
or are you having problems? Oh, Mary Ann is joining us. We're going to 
have a party here [chuckle]. Who do I have? 
 
James, I can see you. 
 
JAMES: James here, Yaro. 
 
YARO: All right. 
 
JAMES: [Unclear]. 
 
YARO: Okay, you're working, so let's get on with you. 
 
JAMES: Okay, I hope... Oh, I could [unclear]. 
 
YARO: Yes, Nick made some noise so... I am not sure if I am getting the... I 
think the hiding broadcast function is not working and I am not going to... I 
am going to mute you, Nicholas... And now, we're good. 
 
NICHOLAS: I'm going to hang out. 
 
YARO: No, it's all right, Nick. I've just muted you, so we can't hear you now. 
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But James, how are you doing? 
 
JAMES: Very impressive software, Yaro. Very, very good. [Unclear] for us 
in this except perhaps maybe not be turning me off as before I get off... 
 
But anyway, to get into my question, it's really simple one. I'm just in the 
middle of website redesign where developers and designers or website 
designers obviously, some of it is [unclear], good looking feel, that sort of 
thing, develop and somewhat make sure that it works. 
 
Generally, I am a getting a sense for what we want. We're relatively 
advanced as far as concerning the second website and things.  Are they, 
by nature [unclear], what's your take on that?  
 
YARO: Yes, sometimes, you can get lucky and get a designer who is 
actually good at implementation or you know, got some coding skills. 
Rarely are they equal in both fields. You're not going to find someone 
brilliant at code and brilliant at design.  
 
I have someone, my own tech person, leans more towards tech in terms of 
code and CSS and so on. Although, she's actually quite a good designer. I 
think she's almost as good a designer as a tech person, but she has told 
me she likes tech more.  
 
I do think certainly going forward all companies have those two roles 
divided. There's a design person who creates the website look, the landing 
page look, logos, book covers, CDs, images, and all the graphical elements 
and then, they hand over a website template which then the coder will turn 
into HTML, CSS, put it into a WordPress template or whatever platform 
you're using and that's quite a separate skill, coding versus illustration and 
having an eye for design is quite different. 
 
The only reason why you might not want to look for two initially is if you 
need someone just to change some designs you already have and I think a 
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good sort of coder person can actually do that and you won't need a 
designer yet. But, it usually doesn't  work the other way around. The 
designer, chances are he can't do a whole lot of implementation, maybe 
the basics but not much. So, probably we'll go for a coder CSS, HTML type 
person first, and then you could just grab a contract.  
 
That's actually what I do now is I go to a contractor, get them to do the 
design and then hand that over to Carly to implement and we often tweak 
and change it, but she does all the coding work. 
 
JAMES: That's really interesting because I started advertising for developer 
and not switch around and get the design done service because again, 
there's a lot more integrating more than the software thing that we've been 
looking at [unclear] Infusionsoft or Ontraport. We're barely there on that 
position. Anyway, that's good. 
 
YARO: Awesome. 
 
JAMES: Actually, it's a quick question but yes, that's the one thing I wanted 
to have a think about. 
 
YARO: Fantastic James. Thanks for testing it out with me. 
 
JAMES: Pleasure. 
 
YARO: And, let me know how you go hiring someone. 
 
JAMES: [Unclear]. 
 
YARO: All right, I'll talk to you again. Let me see if I can actually mute you. 
You might still be joining us live, so we'll try again. You're going offline 
theoretically. 
 
JAMES: Yes. 
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YARO: I can't find you... All right. This will be interesting if James 
disappears or not. Nope, I don't think you are, James. So, I am going to 
mute you.  
 
JAMES: [Unclear]. 
 
YARO: Oh, sorry James. I muted you before you could say anything. But, 
I've got Mary Ann on the line now, so I am going to unmute Mary Ann and 
hopefully, we can finally speak to her since she's been waiting... in theory... 
 
Yes, I am not getting any action from this invite to speak button. Mary Ann, 
I think you might be jinxed...  
 
I'm slowly fading away into the shadows here. You know what? Mary Ann, 
you might, I don't know if you can but, if you leave and come back, I might 
be able add you again because I think what happened before is when you 
were invited, something went wrong. Now, I can't invite you back in even 
though you are kind of are in but you're muted. Let me see if I can do this... 
 
I am going to present you to everyone. But, I don't know. Maybe you don't 
have a mic Mary Ann. That could be the other problem here. Mary Ann, I 
think that actually might be the problem is your mic because I am seeing a 
mute line and it's greyed out so I can't unmute you. 
 
What I'm going to do, Mary Ann, if you want to try and play around with the 
audio, I'm going to jump over to a written question. If you do want to type in 
your question to the chat room, Mary Ann, I will answer it that way. 
Unfortunately, I may not be able to get live with you so you go ahead and 
start typing while I just jump to a text question since I have a few to go 
through.  
 
All right. Let's see, where are my text questions? Here we go.  
 
So, Ulrich has a long question. Let me get going here. Ulrich... 
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I hope all is well. Let me begin by saying again that I am very glad I signed 
up for the coaching forum. I don't know if you heard the shameless 
promotion of it. I did it at Sue's webinar recently but I meant every word... 
Okay, I am just going to zip through this. That was thank you for the kind 
feedback, Ulrich. That's great to hear.  
 
As you know, my niche is storytelling and I write stories for people with a 
business especially bloggers or teach them how to do it so themselves to 
further the engagement of their audience and potential customers.  
 
I'm right now taking in clients and using that experience to create a detailed 
customer profile which will guide my future service and product offers. I 
know about your strategy with the sales funnel and I try to follow it and use 
the resources in your Start Guide on your blog. 
 
As you know, we have talked about the sequence of actions that usually 
works well when building an online business like this on your blog and that 
this can vary from situation to situation. But, I am in doubt about what 
would be the most optimal priorities for me during my first year. So, I 
definitely would like to get your feedback on my brilliant master plan which 
can be summed up as follows:  
 
Month one to three, priorities -- one, customer research and two, getting 
clients -- two writing blog posts and three, preparing a free e-book as a 
mailing list signup incentive. 
 
Let me just answer that. Yes. Certainly customer research and getting 
clients should be done first. That's the first thing. Getting clients means you 
get customer research, so that's perfect. You'll learn about all their 
problems and then, from that point forward, you can start planning out the 
funnel and I would actually start with straight to the email course.  
 
So, your blog post that you write are the blog posts that make up your 
email course. In fact, you don't have to create a free eBook if you just offer 
them a free email course which is made up of your first few blog posts. So, 
that's an easy way to get that done and theoretically, you can get that done 
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in even month one and two. Month one for research and month two for 
writing the blog posts that are made part of the email course. 
 
Month four to six, launch a mailing list and promote the site more. As I said, 
move the mailing list to month one and three. You want to do that quicker.  
 
Produce more blog posts with a view for use and a free email course?  
 
No. That's in month one and three. Don't start with the free eBook. Start 
with the free email course. It's quicker. It's easier and it can convert just as 
well as a free eBook. It won't take nearly as long to create and yes, get 
more clients. 
 
You should possibly always be getting more clients. I still do private 
coaching now, so no reason not to. You learned so much from it. I learn so 
much from you guys right now answering these questions. This is my 
market research right here. So, it's fantastic. 
 
All right, so that's month four and six and month seven to twelve. Do the 
free email course and use experiences and feedback to develop paid 
course, more blog posting promotion of the site to the clients. 
 
No because I think that's too slow. I think you actually should go back to 
basically within months one through six, you should be able to do your 
research, define the problem, write a blog post that get turned into your 
email sequence and make offers for at least that coaching to get more 
clients within that email sequence. And then, once you've done enough 
clients, and once you've got ten people paying you money, that's pretty 
good. You'll learn a lot from that, then you can take that and start creating 
the products. 
 
So, I think you can get all the way through creating the blog post that go 
into the email course with the opt in form on the blog, push people through 
that email course, offer them initially the coaching service that you have 
already, that you already got that service and then, probably within six 
months, you can turn that into a product and actually do a product launch. 
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You can even do it in 3 months if you can get the 10 clients and feel 
confident that you got a market. It's all about validating the market in those 
first three months. 
 
So, if the validation is there, there is no reason why in one four to six, you 
can't be launching some kind of webinar coaching program on how to do 
storytelling. If you already created the blog post, the email course, you've 
got customers, switch it over to a product and away you go. Start building 
out the front end of that funnel.  
 
So, that would be the plan I recommend. Get as fast as you can to ten 
people paying you money. That is the goal in the blog posts and the email 
course will help you do that because you have a place to send people to 
whenever you do any kind of marketing. That's really important.  
 
If you don't have any place to send people to where you can build trust on 
autopilot, then you have to hope that people just like the work and like you 
for whatever you do in marketing, but having that funnel sitting there, doing 
that work for you is what it's all about. 
 
Okay so, that's what I consider a realistic schedule given past experience 
and hopefully, I spread that out for you. You're talking about 12 months. I 
think you can do that in six even three if you can get to ten. 
 
What do I think, should I try and push some things faster?  
 
Yes, I think I've answered that and that's it. All right, Ulrich Kristiansen at 
StoryMover.academy (that's the fire engine passing by there) and thank 
you for your questions Ulrich, and I'll see you in the community as you are 
by far probably up there in the top five most active members in the EJ 
Insider and I really appreciate that. 
 
I'm going to try Mary Ann again. Actually, I am going to jump to Mary Ann's 
questions. So, she's asking... I wonder if I can do... Let me just try 
something here guys. I know the chat room gives me some functions. I'm 
going to broadcast Mary Ann's questions, so we can all see it and hopefully 
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you're seeing in the chatroom Mary Ann's questions.  Oh no, she's just 
talking about the problem she has. Maybe I should have read it before I 
broadcast it. I'll just close that overlay so we are not seeing that. 
 
I am going to click the speak button for you, Mary Ann. Let's see if I can get 
you live. Okay, it should be working now. It just did what it should have 
done. So, let's see if you can join us. I'm too dark to look at now guys, so 
I'm going to switch over to my favorite logo and we'll see if Mary Ann can 
join us. 
 
Nick, I think you asked a question there. I'm not sure where you typed it 
though. I think you might have typed it into the wrong chat room. Guys, I 
should clarify, this might be causing some confusion. There is a webinar 
Jam chat room not the Google Hangout chat room. The Webinar Jam chat 
room has the Webinar Jam logo at the top right corner. If you're not seeing 
that, then you haven't logged in to Webinar Jam or maybe you closed down 
the application. You got to make sure Webinar Jam is open and running 
because then, if you don't have that, you can't raise your hand and I won't 
see those chats either. So, make sure you have that up and running. 
 
All right, I think you should hear me Mary Ann. I'm not sure if I have invited 
you again but I have a feeling we're having issues with it, so I'm going to 
switch back to my trusty text questions.  
 
Nicholas, you're asking a follow up question. Nicholas, we can practice this 
broadcast question with you, so I'm going to click broadcast question. 
People in the Webinar Jam chat room, on the right column now, you'll see 
Nicholas's question. Do you recommend to write all first the blog post to go 
in the email course, so there aren't necessarily any blog post to read on the 
website unless someone joins the opt-in email list?  
 
No. There's no reason why they can't be public blog posts. Two birds with 
one stone. You can publish them as blog post  and then, just link to them in 
the emails as you send to people when they subscribe to your email list. It's 
perfect combination of getting leverage.  
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Okay, Mary Ann has asked me the text questions. Hopefully, Nicholas, that 
answers your question and that is a very good tip for being efficient, Nick 
but, not really [chuckle]. We can speak live. Let me just answer Mary Ann's 
question and then, we will jump on the live chat, so Mary Ann I'm going to 
broadcast your question to everyone. 
 
Mary Ann asks... 
 
How did you choose Webinar Jam versus all the others? Google Hangouts 
doesn't have the reliability of Go To.  
 
That's a good question. Well, several reasons. I'm really not a fan of Go To 
Webinar. I think it doesn't have a lot of the features that Webinar Jam does. 
Remember, I'm not doing just a Google Hangout. I'm doing a Webinar Jam 
Hangout. What it does, Mary Ann, that for example Go To Webinar can't do 
is some pretty amazing stuff with automation. So, obviously, we're doing 
this live. I'm going to continue to do this live with you guys. This seems to 
be working recently well. I'll get better at it and everyone will get 
comfortable. 
 
What it can do besides this is some incredible things in terms of selling 
products. So obviously, you can do webinars as a way to educate people 
and then make an offer for your products and services and you can also 
deliver coaching as well. This can be your product. So what it does is it has 
things like, it's got polls so that's not new but most webinar tools have the 
ability to ask surveys and do polls. It's also got pop ins which you can 
basically time offers to appear with a button within the right side bar that 
says you can click here to buy the product which might be a special. You 
can actually embed pre-recorded video. That's one of the things I live about 
it. You can set it up so that you have a webinar that you appear live to 
begin, then you press play on a video presentation you've done before like 
a training presentation, so you know it's already good, and then, it will play 
and then, you can join in live again at the end. 
 
So, it's a way that you don't have to worry about always doing the live 
presentation over and over again. You can record the perfect training 
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video. Use that in every webinar you do, and this might be a webinar you 
do to the public to try and get people to join a product of yours or a program 
and you can still participate live in the Q&A at the end and you also 
participate live at the beginning. You can do that with multiple videos. You 
might have one video to show initial training then later on, some secondary 
training. So, Webinar Jam allows you to do that. It's got some amazing 
capabilities in terms of evergreen webinars, so you can present a webinar 
that's actually all recorded but, it looks like it's a live webinar. I'd love to 
show you a video actually because I can't really explain the features. 
There's a video that the creators, Mike and Andy have out there. 
 
The short answer here is it's been built by marketers, so it's got more 
marketing tools. It's also going to be potentially a little bit more buggy 
because it's not a software team that are dedicated software. I guess, that's 
the one potential downside. That's why I'm testing it here. At the end of the 
day, there are 8000 other marketers using this program and have been 
using it for a couple years. There is the previous version of Webinar Jam 
and it's brought in hundreds of millions of dollars in sales. 
 
Go To Webinar, no doubt, has done similar but, I've just never been a fan 
of being a participant of Go To Webinar. It's very costly. It's about $400 a 
month. This is $300 a year. I love the fact that it's handled by Google 
Hangouts because the recording is there. I don't have to play around with 
videos after the fact.  
 
Yes, I don't know. I gravitate towards it and we're not only talking about 
two. I mean, there are so many other webinar platforms. But for me, the 
marketing sold it. When I saw all the features and those guys were creating 
a platform designed to do the one thing that I'd like to do, I want to setup 
webinars as part of my funnels, which I teach you guys. I want to include 
webinars now in my funnels as part of the pre-selling content. 
 
But, I don't want to be doing them live all the time but, I want to have lots of 
powers like I was doing it live. So, that's certainly what I feel Webinar Jam 
offers, Webinar Jam Studio which is why I have gone with them. So, all 
right. Hopefully, that answers your question. We will learn more about this 
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too Mary Ann as we use it. So hopefully, you're getting something from this 
as I go. Unfortunately, we have an audio issue, I think with yours because 
your muted box is greyed out. 
 
And, just to give you some clarification about that, my laptop microphone is 
not working on this either. It's not a Webinar Jam issue. It's a Google 
Hangout issue. We're going to have to do some research into why. 
 
What I am using is my Rode USB mic. I plug that into my computer and 
that's what I'm talking into now and that's working great. It's actually better 
quality microphone, so that's fine, but that could be what's wrong with yours 
perhaps. You've got the same issue with Google Hangouts as I do with my 
laptop.  
 
Yes, okay so, Mary Ann, as suggested, I'll just broadcast your message. 
 
Webinar Ninja and Easy Webinar are both good options for what you're 
describing.  
 
Yes. I haven't done a lot of research into lots and lots of different webinar 
platforms. I already have Webinar Jam because I bought it a year and a 
half ago. I said, "You know what? I am going to use it, learn about it, see if 
it's good, if it's stable," and when they released the new version last month, 
Webinar Jam Studio, I was just blown away by the marketing features. 
 
So, if you have any chance to watch the video that promotes Webinar Jam 
Studio, check it out and see how it compares to Webinar Ninja, Easy 
Webinar, Goto, etc., etc. Obviously, you're not getting a great first 
impression with the audio here, but that's just the way the Google 
Hangouts is working at the moment, but hopefully, things will really become 
quite stable and this is only going to get better over time, so it's something 
we should all practice if we feel comfortable doing webinars.  
 
And, it's not for everyone. Those people who have social anxiety may not  
want to do this, but it's an option and you can do pre-recorded ones too. 
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Nick, do you want to talk some more about the blog post and the emails, let 
me know. All right, let me invite you back in and I will... I may have muted 
everyone. That could be why things are not working. Let me see what I am 
doing here.  
 
All right, Nick, it says you're now active. But, I am not going to be on video. 
You're going to be looking at some white text. That's what you're going to 
talk to, Nick because I'm in darkness at the moment. One thing about not 
knowing where you're going to be when you do a webinar, I didn't know 
what the lighting situation was like. But Nick, are you with me? 
 
Let me check. I may have to start screen sharing. Hold on. Oh, there you 
are. Go ahead, Nick. 
 
Nicholas, can you hear me? Well Nick, I can see and hear you and now, 
are you there? I'm just going to text chat Nick except it's too dark... Now, 
okay, Nick can't hear me but, I'm going to... 
 
NICHOLAS: Hello?  
 
YARO: Yes, you're live, man. Can you now hear me? 
 
All right, Nick can't hear me. We can hear you. All right, Nick, sorry. You 
are live but you obviously can't hear us. So, perhaps, your mic is not 
hearing it.  
 
Sorry my friend, I'm going to just jump back to the text questions while 
we're seeing if Nick can come back in and work. Maybe Sue, you can type 
some text to let Nick know that he wasn't hearing what I was saying. 
 
All right... We'll jump back to the text questions. I'll let Sue talk to Nick. 
 
All right, this is coming from Chris. Let me go through Chris's questions, 
then I'll jump back to you Nick. We'll have another shot of that, so Chris is 
asking... 
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I've been working for myself since 1991 and my current business is 
automated industry and it's going quite good. I'm well into a six-figure per 
annum income. Last year I turned 60 and want to slow down a little, get my 
hands off tools and introduce online tutorial showing people how they can 
make six-figure income working for themselves as a mobile automotive 
paint, repair chips and scratches, no re-sprays or panel beating, just a 
simple cosmetic repair for car dealers in public, all based on what I've been 
doing for 15 years. I can definitely say that there is big demand for this kind 
of service and you can make good income after a couple of months of 
training. This is a proven business which requires minimum skills, a little bit 
on ground marketing, and a dose of persistence. I've done it all basically by 
myself. 
 
My problem is that I know what but don't know how to introduce the 
business opportunity online so I can convince people looking for a good 
income to become a repair as I am and purchase my online courses. I'm 
thinking about online tutorials courses for hands-on offline business. 
 
Do I need to create these courses first or just start blogging about, A, my 
repairs and how I do it, go straight to talking about my business and 
financial potential and how much should I charge for online tutorials -- 
$1000, $5000, etc?  
 
Let me just address that now for you, Chris. First of all, it sounds like you've 
got a pretty good potential business opportunity if you can get in front of the 
right people who are interested in this. In your case, I don't recommend you 
go and start creating anything until you have some conversations with 
some people who might be interested face to face. I know that's a bit of a 
catch-22 here. You might be thinking you need to create some videos in 
order to get attention. 
 
But, I think what you might want to do first to start going to, maybe because 
I think your kind of business opportunity is the kind of like a tradesman sort 
of opportunities. So, you might be looking to go find some young guys who 
are interested, or young girls even, who are looking for a business 
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opportunity but it's hands on. It's not computer, is this. It's getting your 
hands dirty. 
 
So, you got that issue. These people might not go online looking for this 
information. What you can do is think about who would buy this? Who is 
the person that is right for this kind of opportunity? And then, think about 
where they'd go when looking for this information. Now, if you want to do 
YouTube videos, I certainly don't recommend you start creating the course. 
What you could start doing is building an email list that would say, "Are you 
interested in learning how to start this business?" And actually create some 
introductory emails which can be You Tube videos.  
 
So, what I would do is start by creating a short video series on YouTube, 
five to ten videos that goes through the basic outline of how to do this 
business that you now run that you've been running for 15 years and at the 
end of the videos and during the videos, tell people to go to a page on the 
Internet where they can opt in with their name and email address to get 
more information to take this course that you're giving this free course. 
You're going to do a series free information. It's not going to be in depth, 
but it's enough for them to learn the basics and get interested in the 
opportunity. So, you're building a prospect list and then, once you've done 
that, you can start to see how good that list is going. So, once you 
published those YouTube videos, are they sending people back to the 
email list? How many people are joining? It's a good way to gauge 
demands on whether you actually have people interested and ready to pay 
you money.  
 
You don't want to try and sell it until you've got an email list of interested 
people. So I would do that first but I'd also have a good think about where 
offline locally even. Think about local meetups, local hangouts, any kind of 
places where the kind of person you think would be ideal for this. It could 
be people who may have just finished high school even. You want to start 
them up on an apprenticeship and treat it like a franchise sort of scenario.  
 
The reason why I'm asking you to do that is you don't know how to sell this 
yet. Until you know who is the right target audience for it and you'll know 
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that when you have a conversation with a person and they're really 
interested. They are asking a lot of questions. That's the kind of person 
who you want to spend a bit of time with so that you can potentially turn 
that into some sort of online presentation to then teach a course.  
 
So, it's all about getting ready to deliver that course and that course itself, I 
think for the kind of business opportunity you're talking about here, it's more 
about, not a franchise, but it's something you might see as a business 
opportunity. So, you can charge more. I am thinking you could charge five 
to $10,000 for something like this. You might want to start off with, 
depending and I don't know this business model, so I don't know exactly 
how you do what you do, but I'm assuming there is going to be setup costs. 
 
It's not like an online business. There is going to be fixtures and physical 
things you have to buy, so you know you need to really factor in the target 
audience you're going for here but, everything you do online is the perfect 
tool for nurturing and educating and getting that person excited about the 
opportunity. You have to find out who they are first though. That's really 
important. 
 
Sue, I think you're typing as me by the way in the chat room there. So, you 
might want to check your name if you'd come in as... That's strange. I gave 
you a Sue link. Maybe I gave you a Yaro link. 
 
Anyway, Chris, let me just check if I answered your question... 
 
Last year, I tried to sell this business on eBay. I had a few inquiries but 
$35000 price was prohibitive. This was a full tutorial hands-- Okay, perfect. 
 
I would potentially use eBay to sell something really low that's like an 
introductory like even just those 10 videos. Package them up and sell it for 
$100 and then, you can use that customer and try and bring them on to the 
more higher priced franchise service or training program that you offer 
where you're doing some kind of one on one or phone calls or even face to 
face. 
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What you need to do is look at this as steps. You can't go straight to a 
$35,000 offer without having move people through free information, then 
something may be low priced or maybe some sort of phone coaching, 
something where you're graduating them, nurturing them, educating them 
and you're finding out whether they are the right person to do this, as well. 
So, I would definitely look at eBay as a front end tool. It's a way to find 
people who might be the right people but don't go straight to a $35000 
offer. Start with free or very low-priced and make sure you build an email 
list. Absolutely vital. 
 
All right, now we've got a couple more questions here. So, I'll just see what 
they are... 
 
I need somebody to help me with starting, writing or editing my blog. 
English is my second language. Help me to create tutorials, YouTube 
videos, and three, day-to-day running my online business and four, create 
a membership site. 
 
All right, well, I'm seeing you need a tech person first, so I would suggest 
you either look at Cary who I talk about in Blog Mastermind and also in the 
EJ insider. You'll have access to her she's at the BlogMechanic.com. 
Maybe Sue, you can type that into the chat room as well. The Blog 
Mechanic. But, there are other tech people if Cary turns out to, maybe 
that's beyond the scope of what she can do for you. Elance, oDesk, you 
can even ask your local area and find referrals. There's Fiverr, Sue's 
favorite spot, and lots of places where you can find a tech person. But, a lot 
of the things you're talking about there, setting up the membership area, 
setting up the blog, those sorts of technical things, the one person can do 
then, you could potentially look at hiring a virtual assistant who could help 
with the writing and the editing, could also help with uploading YouTube 
videos and managing social media and even the day-to-day running of your 
business. 
 
So, you could basically get two people here-- one tech person, one 
customer service person. That could be enough for what you need to get 
started. All right Chris, I hope that is helpful and I hope that was helpful for 
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everyone listening in. It sounds like you have a good opportunity there 
though Chris. You're making $600 to $800 a day, so that's as desirable. 
And, I'm sure there are some people out there who would love to know 
about it. 
 
Nicholas, your question is, we already answered, so I'm going to move 
down to Andy and then, I'll just finish with Andy and then, we move back to 
these live questions and see if we can try again Nicholas but, I see you've 
typed some things in the chat room. So Andy... Andy writes... 
 
I'm still undecided on a niche for my blog. I'm traveling at the moment in 
Cambodia. I've started writing a travel blog with my girlfriend and I'm 
enjoying writing it but don't know of a way to monetize it apart from affiliates 
schemes. I've also started your new Blog Mastermind, but as I said, I'm 
struggling to find a suitable niche. Any suggestions?  
 
Well, that's a very big open-ended question, Andy. I definitely recommend, 
since you are in Blog Mastermind, you go through what the Blog Money 
Finder program is designed for specifically this situation you are. I feel, if 
you go through that and then you come back to me, you will have a much 
more specific question. It won't be tell me what subject I should do because 
of the moment, all I've got to work with here is the fact that you're traveling 
in Cambodia and a travel blog can be turned into an income stream. It 
takes a bit of work. My experience with people who make good money from 
travel blogs are often people who get some kind of deals with hotels, 
accommodation, flights and then they can earn from affiliate commissions 
for sure.  I really would recommend though packaging something. Coming 
up with a product where you add value. For example, you could run tours. 
I've actually said this to a few of my friends who are heavy travelers and 
trying to come up with some way to monetize what they're doing as they 
travel. 
 
I think, one of the best ways is you build your audience with your blog and 
they love you and to have a chance to travel with you is huge. So, once a 
year, you can run some sort of one week trip to Cambodia or trip to 
Southeast Asia, something like that. "Come hang with Andy and his 
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girlfriend. We'll guide. We'll talk about it. We'll take you to all the restaurants 
we found." Package it up so that they're getting the experience with you 
and it's also all pre-planned them and that could  be a great money winner. 
In fact, you could just do one or two events a year that bring in $50,000 
each if you get enough people and then you're done for the year. You can 
travel for the rest of the time and use that money. So, that's an option but 
you have to build up a following and you have to decide that travel is your 
niche. So, I would suggest you go through the Blog Money Finder first and 
then, decide whether your strength lies in writing about travel and then, we 
can look more into this and I'd love to talk to you more about it on the next 
call or if you're in the community, we can chat about it sooner. I hope that's 
helpful, Andy. 
 
What I'm going to do is... It's a bit sneaky here... Actually, I'll just jump to 
my wonderful logo. It is now pitch black where I am so chances are you 
guys can't see me at all. So, I am going to switch to hopefully... Oh, a very 
buggy looking logo. I'm not sure if you're seeing that as a buggy looking 
logo... Here we go, okay. 
 
So, Nicholas, let's try this again. This is fun. I am going to invite you as a 
speaker, Nicholas. Hopefully, you can join in and we can hear you this 
time. Fingers crossed. 
 
All right, Nicholas is joining us. Nicholas, can you hear me? 
 
NICHOLAS: Yes, I can hear you. Can you hear me? 
 
YARO: All right. Yes, I can. I'm going to be in darkness, so you're bright so 
we can look at your face [chuckle]. 
 
NICHOLAS: Good. I think Sue is answering me as you on the group chat 
but my question was coming up, I forgot who you were talking to. There 
was someone about... It was Ulrich and the question I had was with the 
repetition to be too noticeable. For example, I haven't written any blog post 
yet. I guess it's because I really knew I needed to refine, refine and refine.  
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And now, I'm finally coming to a point where I probably started to think 
about creating content and I am hoping to do that more with podcasting too 
because that's just generating. But, can the email course be the same as 
the blog post?  
 
I know that you have that stuff on your website. You have to keep putting 
content on there. 
 
YARO: Yes, okay. I actually see this as, it's almost too easy so let me 
clarify. Whether you're going to do podcast episodes or videos or written 
blog posts, it doesn't really matter the format because you will publish them 
on your blog. So, let's say you get to the point where you're clear on a 
sequence of information. It might be even five podcasts you want to take 
people through. In your case, if you're going to do a journey, you might 
actually put episode one, you leaving, episode two, the first lesson, the 
second lesson, the third lesson as you go on this journey. Let's say there's 
five lessons.  
 
So, you record the podcast, you publish it as a blog post. You publish it as 
a podcast then, you have the opt-in box on your blog and in other places 
and it says, I am going to take you through the five most important lessons 
I've learned on my journey to be a man. (I'm just going to pull out of what I 
know about what you're doing). 
 
And then, so you publish the first podcast and then you write a small-email, 
the welcome email says, "Here's the first episode in the journey to be a 
man with the first lesson as well. Go here and read it." That points to that 
first blog post with the first podcast episode, right? And, that's the first one. 
That's live. If they join your email list, they start the beginning so that 
makes sense. 
 
Let's say, a week later, you finish the second episode. You publish it as a 
blog post so it goes on to your blog as the most recent blog post and 
pushes down the one you published earlier as the second one. Then, you 
go to your email list and you write in an email that says, "The second 
episode is up," and obviously, you'd maybe tell a little bit of background 
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and talk about what they'll learn and link to the second blog post. And then, 
the people on your email list will get the second one but they'll get it after 
the first one, if you know what I mean, right? 
 
I'll just have a sip of water here. 
 
Then, you would do the third one, the fourth one, the fifth one and you'd 
add them to the sequence. But, people who join the sequence start at the 
beginning. So, anyone who is going to email list, yes, they could go to your 
blog and read everything there but, chances are, they are going to join your 
email list and they won't check your blog out every day. They're going to 
join your email list and go through that sequence information in that order. 
 
So, there will be some overlap. There will be a bit of confusion but the 
email list will be straightforward and the blog post will have content. So, it's 
a great way to kill two birds with one stone as the saying goes. 
 
NICHOLAS: It's actually giving me the idea that if I plan the trip around, sort 
of some fundamental lessons about becoming a man or an integrated 
business man or something, then I could really kill two or three birds with 
one stone. So, I'll put some more thought into that, it will probably pay off. 
 
YARO: Exactly. And, it's a great way to get everything running at the same 
time. All right, clarified? 
 
NICHOLAS: Yes. Will you be in San Diego? Will we be able to say hi? 
 
YARO: Unfortunately no. I'm leaving for LA on Wednesday and then, I am 
going to San Francisco. 
 
NICHOLAS: Okay, so in June you'll be in San Fran? 
 
YARO: Yes. 
 
NICHOLAS: Okay, I'll probably pop on up there. 
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YARO: All right. 
 
NICHOLAS: And, we can have a cappuccino. 
 
YARO: Awesome. I'll not go anywhere for a few months in San Fran so, 
definitely let me know.  
 
NICHOLAS: Okay, cool. 
 
YARO: Thank Nicholas. I am going to try and close you down using this 
panel again. Let's see what happens. The one thing is not working very 
well but here we go. Thanks for your questions. 
 
Hey, it works! All right. Technology is working. Ed asking can I see your 
hand raised? Let me see... Yes, I can, Ed. Let's jump in. All right Ed, you 
are being invited live... Just waiting for Ed and we'll have to say yes to his 
little prompt... Ed, I've invited you in. I'm not sure if you've been able to say 
yes to the thing yet.  
 
Ed, I'm not sure whether you're getting your end correct. So, while you're 
doing that, I've got Angela with her hand raised as well. Let's give you a 
couple more seconds, Ed, just in case you're having a delay at  your end. 
Maybe I am not factoring in the 40-second delay. I am pretty sure when I 
click the live button, it goes straight and ask you to come join me. 
 
Just typing a chat message to Ed... All right... All right Ed, if you join then, 
we'll continue. I'm going to try Angela though since she's also got her hand 
raised. Angela, here we go. All right, Angela. Angela, here we go, yay 
[chuckle]. 
 
ANGELA:  Hi, how are you? 
 
YARO: Good, how are you? 
 
ANGELA: I'm good. Thank you for having me. 
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I just recently joined the Insider and I'm learning a lot already. I originally 
reverse mortgages and I've had a website for many, many years but it's 
been more of a site where I refer people that are you looking me up or 
checking me out but I haven't really gotten business from it. 
 
So, I am in the middle of doing, I should say it's better on hold but for the 
last year, I have been contemplating in transforming and revamping it and 
switching it from Joomla to WordPress and blogging more. But I'm 
struggling with a couple of things. I am struggling with the design of the site 
and what I want to do with that because I want to make it educational. But, 
also I'm struggling with my offer at the landing page because I have seen 
that the most important thing is to develop my list through email, that's how 
I can market to those folks. But, I'm struggling with what to offer. 
 
YARO: Well, what problem do you solve? 
 
ANGELA: Well, I solve financial problems with reverse mortgages, that's 
what I do. It's a very long sales cycle and it's a big learning curve for 
people. 
 
YARO: Can you make that more basic? So, what,  a person who might be 
interested in a reverse mortgage, what problem does the reverse mortgage 
solve? 
 
ANGELA: It creates cash flow for them. 
 
YARO: How does it do that?  
 
ANGELA: By releasing, it's like an equity line of credit without any 
payments. The payment is deferred when they either sell their house or 
they pass away.  
 
YARO: Okay, so it is a person who might have had problems with 
traditional forms of loans for mortgages, they would look into a reverse 
mortgage? 
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ANGELA: It's a retirement tool, basically. 
 
YARO: Okay. 
 
ANGELA: It's for people that will live in their home for probably the rest of 
their life, they're settled. It's where they want to live. They may or may not 
have enough money to last a lifetime. 
 
YARO: Got it. So, it's a line of credit that you would kind of get off your 
home.  
 
ANGELA: Yes, without any payments. 
 
YARO: Right. 
 
ANGELA: So, it's a cashflow tool. 
 
YARO: Okay, so you are basically talking to people who are concerned that 
they haven't got enough money for the rest of their life but they own their 
own home and they're wondering, "Is there a way to extract cash flow from 
their own home?"  
 
ANGELA: Yes. It that demographic, you know, they have heard about 
these loans. There's a lot of commercials that are on TV. There is a lot of 
awareness about it I that demographic. 
 
YARO: Okay great, so... 
 
ANGELA:  They are marketed for them. 
 
YARO: So, you basically, I know it might seem too simple, but going out 
there and saying something as basic as, "Are you concerned about having 
enough money in your retirement? Would you like to know how you can (I 
don't want to say anything cliché but,) how you can get a consistent income 
source," I don't want to use the word income source, "consistent regular 
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payments using your house?" Something like along those really basic 
wording lines.  
 
You want to say, "Let me show you how you can tap into the house you 
own as a source of consistent cash in your retirement," and then you can 
start massaging that sort of basic phrase to something that also includes 
what you're offering which could be a seven-day email course video or 
whatever you are going to give them in return for joining the email list. And, 
that might even be the secondary sub-headline. 
 
But, it's the first basic thing. It's one problem. They need money. They are 
worried about the fact that they won't have enough for the rest of their life, 
but they own a house and they're not sure how to use the house to get 
consistent money without, A, all the issues or concerns. Will they lose the 
house? Is the interest being applied? Will they have re-payments? I'm sure 
you can cover all that in your educational sequence information but the 
very basic come on board is how can you tap into cash flow from your 
house without it sounding like an investment opportunity? 
 
ANGELA: Yes, I guess right now how I get my business is by purchasing 
leads and people are either looking for calculation or they're looking for 
information about how it works. They have heard about it or... 
[stammering]. I'm sorry I'm at a loss for words with what I am asking. I'm 
not exactly sure. 
 
YARO: It's all right. You're thinking. I can tell. 
 
ANGELA: If there were information then, usually what is done is that people 
mail packages but I think they ask for too much information. So, I guess I'm 
trying to make it sexy enough so I can attain an email list and then, maybe 
do a secondary offer. 
 
YARO: Right. Well, everything you just said are headlines to test. You 
yourself could come up with some sort of basic calculator or even a 
spreadsheet and just offer that as the front-end offer. When you said they 
want information, there must be a headline like when you're buying leads, 
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they must be presented with a headline that says we will give you 
information about reverse mortgages, but it probably doesn't say it that 
way. It must say it using clearer language, right? It's saying, like I just said 
before, something along the lines of, "Do you want to not know how to turn 
the equity in your house into a cash-flow source? We can send you an 
information package and all the opportunities."  
 
Those are all entry points because I am assuming you actually have a 
product or a consultancy or something that can help them do this.  
 
ANGELA: Yes, I actually that's what I do. I'm actually a bank employee so, I 
originate loans with multiple buyers and so, my goal is to instead of 
purchasing leads that I follow up on, I'd like to, you know, have a funnel of 
my own 
 
YARO: Okay, do you speak to these people everyday? 
 
ANGELA: Yes, I speak to people everyday. 
 
YARO: Okay, perfect. When you start speaking to them again, whatever it 
is, tomorrow or so forth, listen to the way they describe their problem and in 
particular, the words they use because the words they use are the words 
they need to use in this headline. 
 
ANGELA: Okay. 
 
YARO: Okay, so when they ask you, "I don't understand how to do this," or, 
"I want to do this," or, "I am afraid of this," or, "I have this problem," any 
time they are talking to you about this, they are your target audience. No 
doubt they're also going online and using the same phraseology to find the 
information, so your headline needs to match that, the problem that they're 
talking to you about. You've got a perfect source of research. 
 
Every time you have a meeting, scribble down notes afterwards, the words 
they said and you'll probably find there's two or three things that are the 
most common and you'll know the exact way to describe the problem and 
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you're good to go. Just turn that into a headline. You can almost put how-to 
in front of what they say to you, how to solve what they said. 
 
ANGELA: Okay, all right. I think I have it. 
 
YARO: Okay great. I'd love to hear what you end up coming up with Angela 
so, if you want to post in the community, we can get help you because 
these are one of those areas, headlines, it's word choice, word selections. 
You might come up with the basic concept then we have to start testing 
and thinking about what word can make it almost more basic. Obviously, 
you're going to have the best words because you speak to the people but 
we might be able to structure it so it's clearer and more compelling and so 
on.  
 
ANGELA: Okay, perfect. All right, thank you, Yaro. 
 
YARO: No problem, Angela. Good to talk to you. 
 
ANGELA: Okay, you too. And, welcome to California. 
 
YARO: Thank you. Talk to you soon. If I can find out how to turn you off. 
Here you go. 
 
All right, I think I've turned you off Angela or have I? Nope. You're still 
there. Hold on... Well, I think I've got this little problem where I dumped 
your hand was raised I think it was an earlier one. I closed you down but it 
didn't work. 
 
ANGELA: I can mute. 
 
YARO: Yes, met too. 
 
ANGELA: I can mute myself.  
 
YARO:  I think I'll just mute you.  
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ANGELA: ... and turn off the camera. 
 
YARO: Yes, I'll just mute you so, you're welcome to hang out still. 
 
Okay, I've got one. Let's try Ed again and then, we'll hopefully call it a night. 
So Ed, I'm going to invite you as a speaker, fingers crossed it will work this 
time for you.  
 
I can have a look at how I appear because I've got a light on behind my 
head, we'll see... That's not bad. Ed, you're not having much luck, Ed. 
 
Well Ed, I think there must be a technical problem that you're in with the 
Google Hangout part of this. If you want to type in your question into the 
text chats of Webinar Jam, so the Webinar Jam text that you've been 
typing in, oh, your hand is raised again. Let's try again.  One more time, Ed. 
Here we go. 
 
I'd love to know what you guys think of this webinar platform while you're 
listening in. Those people who are still with us here at the end, if you want 
to type in to the chatroom what you think of it, how you like it, I guess, it 
should be an improvement over the teleconferences at the very least but 
it's good to get a chance to practice and use the chat and use the live cross 
as we have been doing. We might have a few issues with people in Google 
Hangouts. Unfortunately, but... Ed, you're requesting again. I'll try one more 
time but I think there's something going wrong here on my end or Webinar 
Jam or Google Hangouts, Ed. 
 
It says converting you into an attendee and then, it just disappears, so I 
don't know whether you're supposed to sea a window or ask you to say yes 
to request but, Ed, if you can type in the chatroom, are you having a 
problem? What's the... 
 
All right, Sam is unhappy with the Webinar Jam. Can you elaborate 
Sammy, what do you mean? Meth? What does meth mean? What part 
don't you like? 
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Anything else you guys have to say in the chat room? I'm all ears. 
Otherwise, unfortunately, I think Ed is not having much luck. I'd love to talk 
to you in the chat room Ed, if you wanted to talk about what's going wrong. 
I have responded to all the text questions, so we're going to go there.  
 
I just noticed Nicholas, you had a question that we didn't quite get to. Let 
me just broadcast that and I'll answer it. Nicholas asks the other question 
was if I should create a separate Facebook business page or just use my 
personal page to direct people to my website? 
 
I'm of the opinion that you, given your situation Nicholas, your being a 
personal brand, so I think you can get away with your personal website and 
I suspect you're a bit like me. Your subject matter is very much integrated 
to your personal life, so having just one Facebook page which you can 
have followers, people can follow you if they're not your friends, but they 
still get your updates when they do, that's a great solution. It means you'll 
have to update two things plus Facebook pages are barely getting any 
circulation on Facebook. They're down to something like 3%. So, they want 
you to spend money to market your Facebook page. At least your personal 
page will get a bit more exposure, so doing your updates there. 
 
As long as you think it's not going to be detrimental to all your real friends, 
you're not going to lose all your friends from what you're producing, which I 
doubt you will, so, all right, so Tracy, just going to get some feedback from 
Tracy here. I'm going to broadcast your feedback in case you haven't seen 
it.  
 
"I'm not sure if it's me but I've had problems staying connected. I'm not sure 
at this point if I am on the live call or recording because I just received an 
email about the recording being available. Good info from you, thanks." 
 
Okay Tracy, I think you're probably, because there's a forty second lag, it 
does potentially feel like it's a recording, but I just got your question live. 
What's available, I believe, the recording becomes available almost straight 
away, but it's still kind of streaming, so it's kind of like a streaming 
recording. Once I hang-up, it will be ended recording, so the end will be at 
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the end of the video as opposed to streaming with no ending, so it's kind of 
one and the same. 
 
Yes, I think the trick here guys is you should not use Google Hangouts. 
Sam is talking about being confused. I'll just switch over and broadcast 
your question, Sammy.  
 
"Jumping back and forth between Google Plus page, YouTube page and 
Google Hangouts live."  
 
You should not be doing any of those things. The only way you should 
enter this is through the link you got to Webinar Jam. That link is what 
loads Webinar Jam. If you don't have that link, you're only going to load the 
Hangout. You're going to miss out on the chat room, you're going to miss 
out on being able to join me live through the Webinar Jam function and 
that's going to cause problems.  
 
Thank you for picking it up though because I will iterate that now in the 
email that people should only join the webinar with the text link they get 
from Webinar Jam which might need you to opt in with your email and 
name to get there if you haven't done that before.  
 
Okay, let me see what we got here from Nicholas. Two things, I'll broadcast 
this one.  
 
"Two things I think people may not be familiar with the process of getting on 
to the video cam. There seem to be a 40-second delay each time I left the 
video."  
 
Yes Nicholas. What would have happened then is when I made you live, 
you got inserted as live with me, but then when you got switched off live, 
you went back to the mainstream which was broadcasted at 40 seconds 
delay. That is confusing. I only learned about the 40-second delay thing 
myself recently. That's a Google Hangout thing. Nothing we can do about 
it. I guess it's just the way Google Hangouts protect or deliver the feed. 
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All right, great Sammy. Thank you for saying that my content was good. 
That's great to hear. Tracy, fantastic, that's good too. I do have potentially. 
Ed, trying one more time. I'm glad you're persistent, Ed. I'm going to try one 
more time to bring you in live. Here we go... 
 
Ed is being converted into a presenter from an attendee to a presenter. I 
clicked his hand because he raised his hand, by clicking the green button in 
the room. Now, what should happen is he gets an invitation on his screen, 
and then, he says yes and then his camera and his mic goes live, and then 
we can speak to him. That's how it worked for Nicholas at least two out of 
three times and also Angela and also, who did we have earlier? I lost track. 
James. James, I remember we talked all the way from Australia.  
 
Okay guys, I think Ed, I'm sorry Ed that you've had so much problems. I 
wish you'd type in the text chat to see whether you could let me know 
what's going on, but I feel I'm getting more confident with this and at least 
learn the basics. Hopefully, you've learned the basics. Maybe I'll do this at 
a better time, so I'm not in the night and we can get better at this. 
 
Sung Hi likes this so much better  than teleconference. That's great. I'm 
glad your vote of confidence there. Nicholas, I'm glad you're clear on the 
delay with the 40 seconds. Okay, fantastic guys. Ed, I apologize. I noticed 
you're trying one more time. You are persistent. I'm going to see if I can just 
find you in my other list, just in case. No, Ed. I don't think I can find you in 
my other list of attendees. No, sorry Ed. 
 
Sammy, thank you. All right, well I'm going to wrap it up guys. It's been an 
hour and a half. So, thank you for those of you who jumped on live. Ed, I 
apologize for not being able to speak to you live. Send me an email. I'm 
happy to answer your question. I even jumped on and clicked Skype chat.  
I realize you're probably quite frustrated that you couldn't speak to me live, 
so send me an email and we can do that, or send me an email with your 
question via text and I'll reply to you that way too and hopefully, I can solve 
your problem and find out what your technical issue is. I'd like to know what 
you are having issues with too because that will help me to learn more 
about Webinar Jam. 
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To the people who are still here with me, thank you guys for making it to 
the end. I'll sort out the recording, but you should already have it. An email 
would have sent you with the recording from webinar Jam and I'll put it in 
the members' area and the teleconference's page as well. Oh, here we go, 
Ed. Speak of the devil. 
 
Hey, better late than never, Ed. How are you doing? 
 
ED: I'll try not to get kicked out. Every time you did something or I clicked 
on chat, I got kicked out.  
 
YARO: Sorry about that. 
 
ED: So now, I'm now in Google Hangouts. It took me to Google Hangouts, 
took me out of Webinar Jam so, I am not sure what's going on. 
 
YARO:  Well, we're here. 
 
ED: I also have it so, this is very interesting for me to see how it is working.  
 
YARO: What do you think? 
 
ED: I think that the jury is still out. 
 
YARO: [Chuckle] Okay, I'm not surprised after your experience. Fair 
enough.  
 
ED: But, we're here now. I guess my question is this, I have two different 
products. I have an expensive course for business owners and CEOs and I 
also have a mastermind group. In going through the Blog Mastermind, it 
says that every that every post needs to sell the product in some way and 
I'm trying to figure out what the mechanics of that. How do you do that? 
When you do a post, do you do primarily information and you sell a little bit 
of your product or do you alternate and sell a lot on a post or how do you 
just structure that? Or, do you let the emails do the selling? I'm just kind of 
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confused as to how you'd have almost every post move you closer towards 
or the client closer towards purchasing the product. 
 
YARO: Imagine, first of all, the post on a sequence so, you taking the 
people through a series of information that is designed sequentially. So, the 
earlier information, you should be promoting a product but you probably 
would do it very lightly. Maybe in the first post, you will say, "Next blog post 
or next email, I'll tell you about this new offer I've got," and then, the second 
one, you might actually offer it. Then, the third one, you might actually offer 
more in depth. 
 
It has to tie in with that sense of a person moving with you and getting more 
interested, more trusting, more value from you and your offer is 
accelerating as well. The length of your offer is usually there is some kind 
of deadline as well. I'd like to have one week of educational content and 
maybe a very light offer at the end of the messages, and then a second 
week of special and more dedicated offers. You might have a blog post or 
an email that only offers the product. It doesn't even do any education but 
that's not going to be the first one. That might be the fourth, the fifth, or the 
sixth one.  
 
In your case too, you've got two layers, right? So, how much was the lower-
priced one? 
 
ED: Well, I'm still trying to figure that out. it's basically like 13 hours. It's 
about fourteen modules plus I was thinking of offering Q&A webinars every 
other week as part of this. So, I'm thinking of a pretty high price point also. 
One, two grand... 
 
YARO: Yes, so you've got the issue here where if you're going to do one or 
two grand, you need more than just two or three emails. You're going to 
need potentially a webinar, an hour-long webinar presentation or an hour-
long video presentation, or a series of half an hour videos like launch style 
where you give one video, half an hour, second video, half an hour, third 
video, half an hour, fourth video is a dedicated sales video just for the 
product. And then, you can sequence that so they go through that 
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sequence automatically as well. The fact is if it's a thousand-dollar product, 
you need to do high-level selling -- more content, more pitch. It's as simple 
as that. So, when I talked to you at Blog Mastermind about three emails 
week one, four emails week two, we're trying to sell a $50 ebook or under 
or a $50-video or something like that. You need to potentially do some blog 
posts as well as a webinar, as well as a video. Maybe even do a live Q&A 
for the people interested in buying, for people haven't bought yet to take 
them through.  
 
You still use the basic premise though. You're starting with someone who 
doesn't know you and then, offering it very lightly, just saying, "Here it is. I 
have this thing," and the people who are really hot will buy them. They 
might know you from something else. They might have met you in person. 
They might have seen you on an interview. They just need to see one link. 
 
The important thing about them seeing your offer in every single piece of 
content is it's making them aware that you do have a next step, so they see 
the link, they might look at the sales page and not buy at that point, but 
they are aware of it. And, that's important because when you do a special 
in week two, they already know how much that product costs. They already 
show an interest in it. This chance to buy it at a special deal then becomes 
even more appealing. It's embedding the expectation to buy. 
 
So, you want to basically offer it as many times you can without that being 
something that discourages them from the free content. You still want to be 
educating them. And, what you can look at is email one is 95% content, 5% 
or maybe even less, 99% and 1%, one link to your product. And then, email 
two might be saying, "I've got a special webinar coming for you." And then, 
the webinar is a lot of content but it's also a lot of offer. You might have 15 
minutes of actually offering them, you should because it's a thousand-dollar 
product. So, you're going to need to teach for 45 and pitch for 15. And then, 
after the webinar, you can do all that follow up. 
 
In my case, I have that free report so Blog Mastermind, how that worked 
with the various launch campaigns I've done for that, it's always been 
here's this report. Its huge. That report is like going through a mini-course 
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in itself, so it builds the trust. It gets people ready to buy. Initially it was a 
lower-priced product. It was 500 when I first did it. Now it's a thousand and 
it's grown to 80 pages now from 50. So, that's like my webinar in a lot of 
ways. It's doing everything for me. It's building trust. It's educating and it's 
also presenting the offer in several places for the course. 
 
And then, when they see follow on after that like a special, for example, I'm 
closing the doors or I'm taking away a bonus or the price is going to go up, 
that they've gone through the blueprint. They're already engaged in it and 
then, I'm going to do a more serious offer like the email that will come after 
the blueprint will be it's all pitch, something like that. So, that's usually how 
it works -- heavy content, heavy pitch and the ratio starts to change. Did 
that  clear it up for you a bit?  
 
ED: Yes, it does. Now, as far as paid traffic, would you approach paid traffic 
the same way as SEO traffic or totally different? 
 
YARO: Oh yes, exactly the same way. If anything, it becomes even more 
important to have that content to begin with to build trust because they may 
not know you from anything. I was just talking and I'm staying here with 
some other internet marketers and we were talking about John Lee Dumas, 
who you might know runs a podcast and he sells a thousand dollar training 
program. Apparently, everything took off really well for him when he started 
having two-week introductory free course in podcasting and then selling the 
thousand-dollar program to those people.  
 
So, as you can imagine, they've gone through two weeks of free training. 
It's like a webinar or my report. It's already solid training and no doubt, he 
would have been dropping hints throughout that, "Hey, this podcast is 
paradise. You can join my course throughout it," and he drives a lot of paid 
traffic, there's a lot of Facebook ads. So, those Facebook ads people, they 
go through the two-week free course, get to know him, get to see him, get 
to like him, learn from his content... In Blog Mastermind, I talk about giving 
a result before they buy which J. Abraham emphasizes. That's a perfect 
example of it. People can go through his free course and potentially setup a 
podcast. People can go through my blueprint and potentially create a 
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money making blog. In fact, I tell people sometimes, go to the blueprint and 
use it first, and then consider joining Blog Mastermind because then, you 
know you're really committed to it. So, it's an educator. It's a pre-qualifier. 
It's a way to find the best clients as well. Those people are most likely to be 
ready to work with you at that level. So, it's vital especially today with things 
being so competitive. There's all that noise out there, the education and the 
email, the fact that you're hitting them with emails, that keeps bringing them 
back to your education means you've got that moment to capture attention. 
 
ED: Now, would you just have separate landing pages that people wouldn't 
see or would you actually use blog posts or would you use these pages 
and content in the blog posts? Because if there is a sequence, if they begin 
in number four sequence versus number one might not make any sense. 
What do you think? How would you structure that? 
 
YARO: I think, kind of like when I talked to Nick earlier, I love the fact that 
you can get the benefit of both the blog post and the email. So, look at the 
email list like the guideposts. If they join the list, they get it from the 
beginning and they go through everything. What you can't control is when 
they see the information on the blog.  
 
So, let's say you published a two-week course through blog posts, you 
might have published them last year but you set it up so the emails point to 
these ten blog posts over two weeks. So, a person might do a Google 
search, come across your seventh lesson in a blogpost, right? 
 
So, it doesn't make entirely sense to them because they're starting at point 
seven but, what you're doing also in that blog post is having the chance to 
go back to start at the beginning. So, you might even have each of the 
lessons linked together even a linked table of contents, but more 
importantly, you got a call to action to join their email list and you can say, 
"Hey, do you want to start this free series," at the beginning. "Join this 
email course." They join them and they get sent the first one, then they get 
the second link and the third. Yes, they'll repeat the seventh one because 
they've already read the blog post, but chances are, they will read it again 
because now, they are reading it in sequence, in the right order. And then, 
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they'll get the offers you make plus you've got them on email. That's the 
most important thing. 
 
So, it's kind of, as I said before with Nicholas, two birds with one stone 
because God searches in traffic. You can buy traffic and send them straight 
to the first lesson in the course and have an exit intent pop up to capture 
them on to the email list but, the email list is structured. It's a guidepost. It's 
where most people will follow your instructions. They are going to react to 
the emails.  
 
ED: So, don't be concerned about any confusion. Just give them a logical 
way to start from the beginning. 
 
YARO: That's right. And expect confusion even if you give them the 
clearest sign post on everything and if you'd even give them only one way 
to do something, people will still be confused, they'll ask questions out of 
sequence. It's just probably the learning process.  Everyone is coming at it 
from a different place.  
 
But, you can certainly make it as obvious as you can by having those sign 
posts everywhere -- the emails giving them the sequence and the order, 
the blog posts linking to each other in the right order, the offers coming in at 
the right point in that, as well. You need to think about this strategically. 
You're trying to guide people through something even if they don't enter it 
at the beginning which they will eventually anyway. 
 
ED: So, this two-week course like John Lee Dumas has, how many lessons 
would you think would make sense or would be sufficient? Because I would 
think if you try to give them too much, they'll just be overwhelming. 
 
YARO:  The best answer I can give you for that because I don't know your 
methodology and  what you teach but, what's the bare minimum to give 
people a real tangible result in your market? What do you know that you 
can say in a week or two and guide them through a process where they 
can actually take a step back, apply what you taught them and go away 
and actually get an outcome whether it's saving time, making money, or 
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whatever it is you're helping them with. That's a question I can't answer. 
You know your teaching methodology, but there's a reason why webinars 
are usually an hour to an hour and a half. There is a reason why free 
reports are 50 pages. There is a reason why free courses are usually one 
or two weeks long. They are not trying to deliver the whole product for free 
but you're delivering a result for free.  
 
ED: Okay. I think that puts everything in a way that kind of makes sense to 
me now. I think, definitely, because of the higher price point, I have to give 
them more and give them some really good ideas, webinar, white paper, 
one on one call, Q&A call, all that is going to be necessary and I should just 
plan for that and expect that that's going to be the requirement to make the 
sale. 
 
YARO: Yes, exactly. And, you'll learn as you start making sales. You'll find 
out why they bought from you. What was the deal breaker? What brought 
them over and you'll do more of that. 
 
ED: You know, in Lead Pages, they talk that they always offer a webinar to 
get opt ins even if they don't want to offer a webinar they offer a webinar 
because they say that people opting in for a webinar are so much greater 
than any other offer or any other page. 
 
YARO: Yes. 
 
ED: Can you speak to that at all?  
 
YARO: Well, I can say that it's a current trend. When I started, everyone 
was free reports. That's what we all gave out and that's been superseded 
by video and then now, video has been superseded by webinars. As we 
talk now, that's the hot thing. So, I don't know what's coming next.  
 
Gideon, my friend, is really a fan of live broadcasting which is kind of like a 
webinar but even more sophisticated with the controls you get over the 
presentation of the live video. That might be the next step. I actually don't 
know how much further we can go with this sort of technology because 
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video is video. We're looking at each other right now. It's all about 
production values, I think from here, so yes. I don't know, but you know, I 
actually think webinar, from my personal experience, is my least favorite. I 
love audio. So, when I get a webinar, I download it and listen to it at two 
times speed on my phone. I don't watch it because that's not my learning 
style.  
 
The good thing about webinar is you do hit all the learning styles. So, those 
who are watching us right, listened all the way to the end, they love the 
webinar format. They'll be a bunch of people who will listen to this in the 
recording, but they'll only listen to the audio or they'll only read the 
transcript or something like that. So, that's the good thing about the 
webinar. You do hit all three formats at the same time and as John's 
testament o the live aspect of it is it's just, it's very powerful. Not good news 
for us introverts out there who don't want to be on live camera too often, 
but it does work.  
 
ED: I'm with you. I will not watch a webinar or an interview. I will listen to 
one and I will... Primarily, my first choice is I want the transcript and if I can't 
get the transcript, I'll listen to it and rarely will I sit and watch my screen for 
two hours or watch people talking to each other. 
 
YARO: Yes, exactly. Thanks everyone who has watched us talk for this 
long [chuckle]. 
 
ED: Yes. In my persistence, I came back five or six times.  
 
YARO: Probably tech-- 
 
ED: You're worth it, Yaro. 
 
YARO: Thanks Ed, I hope that was worth it, too.  
 
ED: Very much. 
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YARO: Okay, now I can do this attempt that's actually turning you off this 
window but we'll give it a go. But, yes. We'll try again next call. Hopefully, 
we won't have as many issues with it. Okay now, here we go. Let me find 
you. 
 
I actually don't think you're going to be listed in Webinar Jam because you 
said you came through Google Hangouts, so that's probably why I won't be 
able to turn you off which might explain some of the problems I had. So, I 
will mute you but, we're going to end the call anyway. 
 
Thank you, Ed.Talk to you soon. 
 
ED: My pleasure. 
 
YARO: All right. I'm going to wrap it up, guys. I hope you enjoyed our first-
ever Webinar Jam session for our coaching call, for the EJ Insider and Blog 
Mastermind members. Love your feedbacks, so definitely send me an 
email or if you're in the community, let me know in the community what you 
thought of it and any suggestions or feedback but, otherwise, I'm going to 
continue with this for the next call we'll do next month because I'd like to 
get better myself because I do want to do my webinars too.  
 
So, overall, I'm pretty happy with it and yes, I hope everyone got something 
from that. I'll speak to you again on the next call. Thanks for watching. 
Thanks for chatting with me or chatting with each other in the chat room. I'll 
talk to you soon. Bye, guys. 
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