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Master Class Interview Transcription: 

Rob Wiser & Bobby Rio 
Sharing Their “Extreme Income Multiplier” Tactics 

 

 

Rob Wiser: Welcome to this special training. I have on the line with me my 
good friend Bobby Rio. We've been in this business for about 
the same amount of time, over 10 years. I wanted to organize 
this special call because Bobby and I have some very special 
tactics to share with you, some advanced maximum strength 
tactics, which I call “extreme income multipliers.” They're ways 
for you to take your sales that you are making for your 
products, and ignite them and scale it up to a whole new level. 
Now, I wanted Bobby on this training because he actually has a 
lot of experience with teaching people how to drive sales. One 
thing he's done very well over the years is he has trained his 
own affiliates on how to make more sales of his products. 

So when you're an affiliate on Clickbank and you want to 
promote one of Bobby's products, which are mostly in the 
men's dating niche, Bobby will provide you with tips and 
techniques that he's used to make sales, and on this call he will 
share some. Welcome Bobby, good to have you back speaking 
to me. 

Bobby Rio: Cool, man, I'm excited for this. We talked about in the webinar 
we did together that our goal really is to get to our students to 
make a few sales a day, right? Because that adds up to 
hundreds of thousand dollars a year if you can get that going, 
and there are so many different ways that we can get you to 
those two or three sales a day. 

Rob Wiser: That's right, in fact, in that webinar we did for my Passive 
Income Breakthrough course, you broke it down brilliantly. You 
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said if you only make one or two sales a day consistently, which 
is really not much at all, this is how much you stand to make in 
a year. And then the following year, you make five sales a day 
and you'll make this much, especially when you add in stuff like 
the membership program material that you teach, and how to 
add recurring billing to your products. So let's start off this call 
by talking a little bit about some tactics to help our students 
guarantee that they won’t just put up a product on Clickbank,  
and watch it sit there and make no sales—but instead, they'll 
actually start driving one or two or three sales a day 
consistently. How would you coach a person in that position to 
get started with those initial sales, but consistent sales? 

Bobby Rio: You mentioned earlier that I train my affiliates, and my goal with 
training affiliates is very similar to what we're doing here. I want 
to get them making a few sales a day. Because I know if they're 
making that, they are going to wind up making $10,000 a month 
and they're going to get excited, and they're going to put in 
more effort to make even more sales of my product. But what I 
tell them, and the same thing I'll tell the guys listening right now,  
is that you want to look at where traffic already is and then tap 
into that. Because if you're just getting started and you say, 
"Well, I'm going to create my own website or my sales page," 
and hope that Google delivers traffic to me or hope people find 
me, that's not going to happen. 

You've got to look at the Internet and think, "Where are people 
already?" To give you some examples of where people already 
are, people are already on YouTube, people are already on 
Facebook, people are on sites like forums like Reddit. 
Whatever niche you're in, there is probably a forum out there on 
that topic. If you're in the “how to overcome anxiety niche, 
there's probably dozens of forums where there's thousands and 
thousands of people already there. So what you want to first do 
is figure out where are people already and then figure out, how 
can I get in front of those people now? We mentioned 
YouTube, and YouTube is the easiest place in the world to get 
traffic. How many people are on YouTube every day? The 
numbers are insane.  
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Rob Wiser: YouTube is the number two search engine in the world and 
among people under a certain age, maybe it's under the age of 
30, YouTube is what they use as a search engine rather than 
Google. When they want to find out information on something 
and here we are selling information products. So YouTube is 
the ultimate search engine for the kinds of products that we sell. 

Bobby Rio: It's completely free so it doesn't require advertising. Me and you 
right now, we're using a free service to do this video call. This is 
called Zoom, we're talking in here, we're creating this piece of 
content. Now this content is for a program that we're putting 
together, but if people are wondering how can I create a video 
to put it on YouTube? It's this simple. It doesn't require fancy 
equipment, it doesn't require anything, you can literally talk into 
your laptop like we're doing and create a YouTube video. Let's 
go back to the anxiety thing…you’re selling an anxiety-reducing 
course, and you figure out, there's 20 different elements of 
anxiety that people tend to deal with. Maybe there's social 
anxiety, maybe there's questions like, "I'm going to a social 
event and I'm nervous about how to interact…" 

So you make a list of all the different topics within what you sell,  
and then you create short, little videos about them. Very 
targeted to very specific elements of your program, and then 
you upload those to YouTube and people find them. We talked 
a little bit about the idea of building assets, and to me a 
YouTube video is an asset. I have videos that I created 
probably eight years ago, that continue to get more views. Of 
course not everybody who watches your YouTube videos is 
going to buy your product, but it might get them to join my email 
list. 

If you have an opt-in form, or you give something away to 
people who sign up, you could create a YouTube video which 
explains three tips for conquering your anxiety. And then at the 
end of the video you say, "Hey, if you'd like to get the rest of my 
Top 10 tips, put your email in below, get on my email list and I 
have this free report to send you" or whatever. You get them on 
your email list and then you can sell to them that way. Many of 
my affiliates who make consistent sales are utilizing YouTube. 



 Page 4 of 23 
  

Rob Wiser: Yeah and just to be clear, the way it works is below your video 
on YouTube, there is a description box and you can enter a 
bunch of text in there. You can write, "Do you want learn the 
rest of my tips on conquering anxiety? Click this link." And 
YouTube lets you put a link in there to a page on your website 
where you can have an opt-in form to have them sign up. You 
may want to send them directly to your sales page, whatever 
turns out to work best for you. And then below your video, you 
can put the URL for your website or landing page. YouTube 
isn’t strict like Facebook. They let you market the hell out of 
your stuff, and it's all free and YouTube videos load fast, they 
they play on any device out there. It's the perfect vehicle to start 
getting free traffic to your site. 

Bobby Rio: Yeah, and it's actually a great combination because so one of 
the other ways that you can drive traffic, right, we're talking 
about various ways, one of the other ways that you can drive 
traffic is using, like I mentioned, forums. There's another site 
that's really good Quora. Are you familiar with that site, Rob? 

Rob Wiser: Yes, Q-U-O-R-A. 

Bobby Rio: If you google a question about pretty much anything, you're 
going to see Quora come up. So if you google how to overcome 
anxiety, one of the things is going to be a question, Quora is 
essentially you ask a question and then people in the Quora 
community answer that question. You're actually getting people, 
you're getting in front of people. A, whoever asked the question 
is obviously very interested in the topic, but then people 
searching let's just say how to overcome anxiety? They see a 
Quora question, they read all the responses, and if you leave a 
response, you're going to not only respond to the people there 
but you're also going to see other people searching because 
Quora results show up in YouTube on the first page. If you 
created your own website- 

Rob Wiser: Is it Google? Google maybe. 

Bobby Rio: I'm sorry, Google, you're right. If you created your own website 
and you had an article about overcoming anxiety, it probably 
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won't show up on the first page of Google for a year or so if you 
ever get there because there's so much competition. But 
because Quora is such a respectable site, it's so popular that 
anything you search is going to show up on probably the first 
page of Google for that term. Here's where YouTube plays into 
this because if you go onto a site like Quora and you answer 
the question and then you say, "Hey, I have an ebook for sale." 
People are going to get, it's not really classy to do. You don't 
want to go into forums and just start spamming them with links 
to your ebook sales pages. However, what you can do in these 
forums because forums are really about answering a question 
is let's say you have a YouTube video that gives three tips to 
overcome social anxiety. 

Bobby Rio: And then you find a Quora post on social anxiety, you can give 
a little bit of an answer and then you can say, "Hey, I actually 
put together a YouTube video about giving my three top tips." 
Now people go from Quora, you gave a little bit of an answer 
that was kind of interesting. Now they go to your YouTube 
video, now to give you even more interesting stuff that is 
helpful, and then from the YouTube video then you send them 
to your sales page. That way not only are they getting to know 
you and your expertise before they even get to your sales page, 
but also it allows you to spay on Quora without getting negative 
feedback because you're actually providing value by giving 
them a link to a video and not a link to sell them something. 

Rob Wiser: To go back to YouTube for a moment, I'm using it a lot more 
myself these days. The key to getting your videos ranked 
higher on YouTube is engagement. I talked to an expert, a 
friend of mine who actually hangs out at Google 
headquarters…and Google, of course, owns YouTube…and I 
asked him to review some of my videos and tell me how to get 
more views. Very few people were finding and watching my 
videos. And he spotted the problem. Although the information I 
was giving in my videos was tremendous—great content about 
Internet marketing—he was able to look at the analytics (the 
statistics on your YouTube videos) and the “drop-off” was so 
steep. YouTube shows you the graphs. I could see that after 
about 15 seconds, most of my viewers were leaving the video. 
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This was because I wasn’t going a good job of grabbing their 
attention. This is key. You’ve got to pull them in and engage 
them right off the bat. The longer you keep people watching 
your video, the more YouTube will raise you up in the search 
results. If people are watching for 5-10 seconds and leaving, 
YouTube buries you deeper in the search results. Just a little 
extra tip there about YouTube. 

Bobby Rio: What you just said is so true. Normally you start a video off and 
you're like, "Hey guys, I'm blah, blah, blah. We're going to be 
talking about blah, blah, blah." And people just don't have the 
attention span for it. So what I started doing was, I had my 
video editor find one of the most interesting bits...not 
necessarily “shock worthy,” but he’ll find a clip that's something 
I know is immediately going to get somebody's attention. I take 
that clip and I put it at the beginning, so as soon as they turn on 
the video, it's me saying the most interesting thing in the video 
and then I go to the intro. 

So it's like a short little teaser clip at the very beginning, and 
then the video really begins. We’re showing them right away, 
they're going to be getting some good stuff in this video. That's 
why putting fancy intros and graphics at the start of your video 
can hurt you. People don't want to sit through a 30-second 
fancy intro, they just want the information you're going to give 
them. 

Rob Wiser: The other thing the YouTube expert told me, 
interestingly, was you that your thumbnail image is crucially 
important. When you search a topic on YouTube and YouTube 
returns your search results, each video is represented by a 
thumbnail image. It’s like a screen capture shot from the video. 
This image is critical as far as grabbing people’s attention, and 
making them want to click on that video. To that point, I would 
say look at the top videos on your topic on YouTube and look 
how the thumbnails are done. If the person making that video 
has a grasp on YouTube marketing, you'll notice their 
thumbnails are designed to get attention.  
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A lot of them are probably using Fiverr.com to get these images 
made for cheap. And you’ll notice, they don’t have much text. 
Maybe 3-5 words in a big bold font, and then some kind of eye- 
catching image. I had thumbnails originally that were crammed 
full of words like, “Rob Wiser reveals 10 tactics for effective 
Internet marketing” and my friend the YouTube expert looked at 
that and said, "That's your first mistake, most people will ignore 
that image." I needed far less words and a stronger image.  

So now let's move ahead to what I think is the biggest income 
multiplier of all and that is besides conquering the world of 
buying traffic, really to us in the way we came up through the 
ranks in this business that this income multiplier is getting 
affiliates on board to promote you. 

You’ve probably heard the term “affiliate marketer” or “affiliate”  
before, and in case anyone out there is not aware of what this 
means, there are a lot of marketers on Clickbank that are in the 
business of promoting other people's products. They may have 
their own products as well. Bobby and I promote other people's 
products to make money, and we sell our own products to 
make money. But the easiest money comes when Clickbank 
affiliates promote us. So these random affiliate marketers, we 
often don't even know who they are, they’re coming to special 
pages we set up for our affiliates, and they can get banners and 
links and whatever they need. We're giving them emails to send 
out to their email subscribers and they’re promoting our 
products all over the Internet and making sales all day, and 
they get paid big, automatic commissions by Clickbank for each 
sale they make. 

One of the great things about Clickbank is we're never having 
to worry about who we owe money to, or sending out paymnts 
to all our affiliates. Clickbank handles it all automatically. So 
every time somebody makes a sale of our product, Clickbank 
pays them their commission instantly and then gives me the 
rest and Clickbank then gets a small fee. But it's a beautiful 
system.  
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Now the thing is, and Bobby and I have discussed this many 
times over the years—there's a right and a wrong way to go 
about trying to get affiliates to promote your product. I would 
say 98% of marketers really have no idea how to go about this.  
They send emails to people like Bobby and basically say right 
up front, "Hey, I’ve got a new product. Will you promote it?" 

We have no idea who this person is, we have no idea if it's 
worth promoting, we certainly don't want to review some guy's 
300-page book, we don't care. We just want to know, is this 
going to make us money and is our list going to like this, or are 
we going to piss them off by promoting junk?  

So this is where I want to get some tips from you, Bobby, on 
how to get affiliates to want to promote you. 

Bobby Rio: It all starts with this: your product has to convert. It has to make 
money for people. Nothing else matters. I mean, even as good 
as the product might be, it has to convert and make sales. You 
definitely want to spend time going through the section on 
copywriting inside Rob’s “Passive Income Breakthrough” 
course and make sure that when an affiliate sends someone to 
check out your product, that it will sell. Because you only get 
one chance to make a first impression. You don't get a second 
chance. If you go to affiliate, and he says "Hey, okay, I'm going 
to promote your product," and then he makes a tiny number of 
sales (or none at all), you're not going to get a second chance, 
right. He's not going to promote it again just to be a good guy. 
He's in it to make money, so you have to make sure that your 
product converts. And one of the great things about a product 
that does convert is that words gets around to other affiliates, 
quickly.  

If your product converts, people like Rob and I, we talk all the 
time, right, because we have similar businesses, and we'll say, 
"Hey, any new products out there doing well for you?" Then 
Rob will say, "Oh, yeah I just promoted this product, and it did 
really well. My list loved it." Then I'll just go and I'll promote it 
simply, I'll go to Clickbank. I won't even talk to the guy who 
owns the product. I'll just go, "Oh, wow, your list liked it? You 
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made money from it?" I go and promote it. I mean, step number 
one, really, really, really is, and I know Rob experienced this 
himself, because he had a product in the health market where, I 
mean, you literally put it on Click, it was a very well written 
sales video. You put it on Clickbank, and affiliates just found 
you, because they've tested it out on their own, it converted, the 
next thing you knew, you were doing, what, like 90 sales a day 
or something like that, just from affiliates? 

Rob Wiser: Yeah, they were talking. They have their own online 
mastermind groups and their own forums, like we were talking 
about. Affiliates have their own forums too, and they're always 
looking for new, hot stuff to promote. 

Now the question a lot of people are going to be asking at this 
point, Bobby, is that, "Okay, so I have my product, and I want to 
approach affiliates, and I want to have a high converting 
awesome offer, but how do I test it? I don't have a list. I don't 
really have a lot of friends in this business yet. How can I get 
my offer up to speed, without burning affiliates who are going to 
promote it and then possibly fail, bomb?" 

Bobby Rio: I mean there's a couple ways to do that. I mean obviously, if 
you're doing all the traffic techniques that we were talking 
about, in terms of YouTube video, you're going to get some 
data, right? 

Rob Wiser: Yup.  

Bobby Rio: You might want to spend a little money to advertise on 
Facebook to get some data, right, because you can get clicks 
pretty cheap especially if you're in a market that Facebook, or 
Google, approves of, right. If you're in the gardening niche, and 
you're selling an ebook on gardening, it's not going to be hard 
to get advertising for that because Facebook allows it, right. 
You can go in front of people that are interested in gardening 
on Facebook, and for five dollars you can get probably a couple 
hundred clicks that will give you some data, right. It's not going 
to give you all the data, but you'll at least know if you send a 
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few hundred clicks and it cost you five, 10 dollars, you can get 
some data. 

Bobby Rio: Approaching people like myself and Rob, there's a wrong way 
to do that, and there's a way that will get them to actually help 
you and want to test out your offer and give you some data as a 
favor to you. As opposed to the wrong way, which Rob alluded 
to earlier. I’m constantly receiving emails from random people 
saying, "Yo, I just put out this new dating book. I'll give you 50% 
for each sale you make." First of all, 50% is not at all what you 
should offer anymore, because the standards of commissions 
have gone up to the 75 to 90% range. So right off the bat, that's 
the wrong way to do it.  

Rob Wiser: If you were starting out with your first digital product, and you 
wanted to start approaching other product creators to get them 
to mail for you, how would you go about it? Then I'll share some 
thoughts of my own. 

Bobby Rio: I started out as an affiliate. That’s how I made money even 
before I made my first product. When I did put out my first 
product, it was called “Make Small Talk Sexy.” This was back in 
2009. By that time, I was already known to a lot of marketers in 
the mens dating niche because they knew me as someone who 
gave them value. I wasn’t bugging them to promote me. I was 
contacting guys like Rob, who back then had products in the 
dating advice niche. I would talk to other people in the niche 
and I would say, "Hey, I’d like to interview you, and promote 
your product on my website.” Back then, I didn't have a big list 
to promote it to, but I did have a website, and I said, "I want to 
feature you on my website." I went to all these people in my 
niche, and I interviewed them, and I promoted their products. 

Maybe I made a few sales for them, maybe I didn't, but I was 
developing a relationship by giving value first. If you don't want 
to interview people to feature them on your website or blog, you 
find other ways to give them value. If I was starting out right 
now, and I was in a brand new market, I would look at what 
skills I possess. We all have something to offer. Copywriting is 
a skill of mine. Maybe your skill is video editing, or audio, or 
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some other type of skill, so now you can approach somebody 
with that skill and offer that skill to them, without asking for 
something in return.  

I've honed my copywriting skills in the dating advice market. If I 
was moving into, let's say, the health supplement market, which 
I have moved into, and I wanted to attract partners and 
affiliates, I know the value that I can offer is helping them with 
their copywriting. 

I would maybe approach different people and say, "Hey, I was 
checking out your sales page or your sales video, and I think it's 
really good, but here are a couple things I noticed that might be 
helpful…” and I would try to help them in that sense. If 
somebody wanted to gain favor with me, well if you had a skill 
on let's say video editing, and say, "Hey, Bobby, I do a lot of 
video editing and I wanted to suggest a quick way you could 
improve your videos. In fact, I'd be willing to edit one of your 
videos for you, to show you what I mean.” 

Maybe somebody watching this video call that me and you are 
doing right now, they’re thinking, "Wow, like why are they not 
using this other video-recording software? It's so much better 
and the video is so much clearer," and then they could contact 
us and say, "Hey, guys, did you know that there's this actually 
other software that makes the video calls come out better?" 
Then Rob and I would be like, "Oh, that's awesome. I didn't 
know about that…" 

You would have began a dialogue with us, giving value, instead 
of trying to extract value, which is what 90% of people 
approaching us try to do. The "Hey, promote my stuff" 
approach, without offering any sort of value in advance. Would 
you agree with that, Rob? 

Rob Wiser: Yeah, it's all about giving value first. You hit it right on the head. 
You definitely want to offer some value initially, rather than try 
to extract value right off the bat. That's the fastest way to get 
ignored. If you don't have a mailing list yet, that's okay, there's 
all kinds of other ways you can offer value.  



 Page 12 of 23 
 

 

As Bobby suggested, if you have a certain skill, you can use 
that. Also, you can still send them traffic and offer to promote 
them, even if your list is tiny, or basically non-existent.  

You're going to set up your email service provider, as I talk 
about in the Passive Income Breakthrough course, right? Well, 
you’re to want to load up your autoresponder with swipes that 
promote other people’s products. And this is a great reason to 
reach out to other, more established product creators on 
Clickbank and begin a dialogue with them, and offer value. Let 
me explain how.   

First of all, opening up with some flattery never hurts. If 
somebody emails me and says, "Hey, I'm just starting out in this 
niche, I just wanted to mention, I saw your sales video for your 
product, and it’s amazing…I really like the part about XYZ," or “I 
love your headline,” or “I think you came up with a really cool, 
unique hook,” that's a bit of flattery, and that'll get you 
everywhere. I love to be flattered. Who doesn’t?   

So when somebody contacts me out of the blue to introduce 
themselves, it's good if I know they're actually familiar with my 
material. Mention a detail or pay a compliment that shows you 
actually took the time to check out their stuff. That'll catch my 
attention.  

And then you offer value with your autoresponder. If you're 
starting out, and you say to me, "Listen, I'm just starting out. My 
list is really small, but I'm setting up my autoresponder for the 
first time, and if you can give me some email swipes to use, I 
would love to feature your products in my autoresponder."  

This catches my attention every time. I've been in this business 
long enough to see a lot of marketers come up through the 
ranks and become huge in this business. There are people who 
started out as newbies years ago, put their swipes in their 
autoresponders. When they did that, I appreciated it. I would 
take the time to respond to their emails. Back then, they might 
have only been adding a few new customers to their list each 
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week. But now, years later, they’re adding hundreds per day. 
And my swipes are still in their autoresponder! It’s lots of free 
traffic and free money for me. So whenever someone offers to 
put my swipes in their autoresponder, I don’t care if they’ve got 
50 subscribers so far or 50,000. I will respond to them and I will 
give them whatever they need to become my affiliate. And, it’s 
very likely that I’ll agree to promote them in return in the future.  

Bobby, this happened with our buddy Josh. Many years ago 
when he was brand-new in this business, he emailed me out of 
the blue, told me how much he liked my copywriting and my 
sales pages, and respectfully asked for some advice on putting 
together his first sales page. I helped him out and mentored him 
a bit. He began promoting me, and even though he might have 
only been sending me an occasional sale, I appreciated it. And 
over time, as his business grew…and actually started to 
become huge…those sales multiplied. To this day, Josh and I 
are good friends and important affiliates for each other.  

Another idea is to offer to feature their product on your 
download page. That's your most valuable real estate for your 
product, as far as affiliates are concerned. If you offer to put 
one of their banners on your download page, where all your 
customers get sent to download the product, and their banner is 
on there, that banner is being seen by all of your buyers. Those 
are your most valuable people. I would love to have one of my 
banners in your download area. 

That's going to definitely send me sales over time. Those are 
things you can offer as the “carrot” to get a relationship started. 
Another great way to build relationships, and I used to do a lot 
of this, and Bobby you still do it, is offering to interview them, to 
include it in your course, or to offer as a bonus.  

Besides being able to meet them and hang out with them in 
person, the second best thing is to be able to hop on a Skype 
call, or a Zoom call, for a half an hour with somebody and get to 
know them and interview them and listen to all of their 
knowledge and techniques. That's a great way to build a bond 
with somebody. Now that they're really a part of your product, it 
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gives them that much more incentive to want to promote your 
product to their followers in their lists. 

Bobby Rio: And kind of piggy backing off that, Rob…when you do the 
interview, you can include it as part of your own product, but 
you can also take the interview of yourself and the other expert, 
who has a product. You can put a little 10 minute interview with 
him on YouTube, put a link to his product on the bottom, and 
now not only are you doing him a favor, by highlighting him on 
your YouTube channel, but you're also promoting his product, 
which is doing him a favor, but you're also making money.  

The name of the game is making money. Whether you're 
making money from your own product, or promoting somebody 
else's product, you're still making money. It's kind of a double 
win, because not only are you helping him out by organizing the 
interview and putting it on YouTube, and people come and they 
watch it, and they buy his product…but every time they buy his 
product, you're actually making money as an affiliate. It's a 
double win, but, Rob, you said something earlier, right. You 
said this, you said you mentored our friend Josh, right? 

Rob Wiser: Yes…  

Bobby Rio: I think that mentoring somebody, or even the willingness to be 
mentored, is a great way to get an “in.” Because you mentioned 
like flattery, right, we all love flattery. If an affiliate contacted 
me, and he was like, "Bobby, I really like your emails. The 
emails you send out are so good. Here's an email I wrote for my 
subscribers, do you think you can just take a quick look at it and 
give me some feedback?" Now you noticed I said “email,” not 
“sales letter,” because I don't have time to read somebody's 30-
page sales letter. 

But if somebody sends me a short, friendly email to get a little 
bit of feedback, and I can tell he knows my stuff and respects 
my work, then I don’t mind helping out a little. And now the door 
is open. "Hey, can you just look at this email and tell me a 
couple ways that I can make it better?"…maybe I would 
respond to him, and now we have this dialogue.  
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And there’s this quirk of human psychology…when we do 
someone a favor, we actually like them more. I guess because 
doing them the favor makes us feel good. And now that I've 
helped them once, it's very hard for me to not help them again 
the next time. It’s the principle of commitment and consistency.  

Rob Wiser: It's also about the rule of reciprocity, which is also mentioned in 
that great book “Influence.” Another newbie, who went on to 
become a good friend and someone I cross-promote with, 
approached me initially with some flattery. He offered to share a 
set of notes with me. He'd been to some big Internet marketing 
conference, which I didn’t make it to that year. This guy took 
meticulous notes and said, "If you'd like, I'll email you my notes 
from the conference." I said, "Hell yeah, man. That sounds 
awesome."  

He sent them over. Now I owed this guy one, so I'm not going 
to ignore his emails. I'm not going to blow him off. I'm not going 
to mail for his product next week necessarily, but the door is 
open and I like this person now. Another person who I did a lot 
of business with, initially approached me and said, "I have a 
blog that is about men's dating. It's got some pretty good 
Google rankings." 

This was years ago when SEO (Search Engine Optimization) 
and search rankings were a big deal to us. He said, "I want to 
write a blog post about one of your products to give it a good 
review and give you a backlink to your site from my blog." That 
sounded great. I was thrilled. And that was it, we became 
friends and even did some big projects together.   

There are all kinds of ways to offer value. You might need to 
get a little bit creative. Just don’t ever come at people trying to 
to get value at first instead of giving it.  

Now Bobby, when I'm looking for a product to promote, one of 
the biggest things I look for…well, there's two things, really. 
First, I want you to make it as easy as possible for me to 
promote your product. You've got to have a nice affiliate page, 
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or an affiliate center. I shouldn't need to have to contact you to 
try to get a banner, or to try to get a correct link.  

The other thing is, if I visit your sales page to take a look at your 
offer, everything has to work properly. Your videos should play 
right away no matter what browser I'm using. No matter 
whether I'm on my phone or my laptop, everything's got to be 
set up in advance for me.  

If I need to tell you your sales page isn’t working properly, or I 
need to chase you down to get email swipes, there's a good 
chance I'll just forget about it and go on to the next thing. 
Bobby, you maintain a very tight mailing schedule. You plan 
your mailings weeks in advance. If you're going to give 
somebody a weekend slot to promote them and they blow it 
and they're not ready for your promotion, they might need to 
wait a long time for that opportunity to come around again.  

So would you agree on those two points? That you're looking 
for ease, and you're looking for a sales page that works 
flawlessly?  

Bobby Rio: Yeah. Nothing annoys me more than if I’m about to mail 
somebody's offer, and then I check their sales page on my 
phone, and their sales video won't play. I was about to send an 
email out to 200,000 people, most of whom are going to read 
the email on their phone, and the sales video does not play.  

Then I have to contact the guy. I remember one guy recently, 
he was like, "Oh, can you talk to my website developer about 
it?" I wasn't going to spend 25 minutes on a Skype call with his 
developer trying to explain the issue. I'm like, "This is not my 
job. I shouldn't have to help you figure out your technical 
issues."  

So I 100% agree with that you want to check your offer every 
way possible, with every browser, before you ask anyone to 
send you traffic. You want to make sure all your upsells work. 
You want to do “test purchases” (Clickbank gives you this 
feature) and make sure the customers are going to reach the 
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download page and get their product without any problems. 
You want to make sure everything works.  

And then, yes, ease is the other important thing. Your offer 
should be as easy as possible for all types of affiliates to 
promote. I have an affiliate center at www.magneticjv.com. I 
provide a variety of email swipes, for affiliates who want to 
promote my offers to their lists. You want to have pre-written, 
proven and tested email swipes.  

I went to an affiliate center recently and I was impressed, 
because along with the swipes, they had notes like, “This email 
was used by this particular big-name marketer, and it 
performed the best for them.” They had like 20 of these emails 
telling you who used it, who wrote it, and some facts and 
numbers like how many sales it generated for someone, which 
really made me feel confident about promoting the offer.  

But swipes are just one example because not all affiliates have 
email lists. Some affiliates are going to promote you on 
Facebook. So you want to have Facebook ads. You may not 
have the money right now to run your own Facebook ads, but if 
you know your product well enough and you're good enough at 
marketing your product, you can come up with the images for 
ads. You can go and find some really good images for 
Facebook, and write some text for the ads, too, and some 
headlines. You can provide these for affiliates. Affiliates may or 
may not use them, but I can tell you that if I go to an affiliate 
center and I see pre-written Facebook ads, especially if I'm the 
kind of affiliate that runs traffic that way, I'm 100% going to want 
to test these out.  

One of the things I did for my affiliates, because I know 
YouTube is a great way to make sales, is I have hundreds of 
YouTube videos and I essentially told my affiliates, "You are 
free to upload my YouTube videos to your own channel and put 
your affiliate link below so you can make sales." Now, if I 
search YouTube, there's like 50 different channels with my 
videos all over them. So even if my own YouTube channel got 
shutdown or whatever, there's still 50 of that same video across 
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YouTube because I provided them for affiliates. And some 
affiliates are bloggers, right? So I also provide articles they can 
use. You want to provide as many tools as you possibly can.  

For those who might want to buy traffic on Google Adwords, I 
provided the top terms that people search for when trying to 
find the type of information my product teaches. I know some 
affiliates are into doing SEO, so these keywords are helpful to 
them, also. I have a product that teaches guys how to text 
message with women. So in my affiliate center, I said, "These 
are the keywords/phrases that are most likely to make you 
sales.”  

Anything you can think of that can help affiliates make sales, 
give it to them, because if you want to create an army of 
affiliates who are promoting you. And it doesn't take a long time 
to do this stuff we're talking about. Within a couple hours you 
can design some Facebook ads, in a couple hours you can  
figure out what keywords you want to give them, create some 
short videos, and the more stuff you give your affiliates, the 
more affiliates are going to come onboard.  

If you had a dating product and you came to me or Rob and 
you asked us to mail for it, I could literally send you a hundred 
sales from one email. But that's just part of the ball game. The 
other part of the ball game is these hundreds, even thousands 
of smaller affiliates who might be able to send you one sale a 
day, and these guys don't have huge email lists. These are 
guys who are just starting out. They may want to promote some 
other product that’s more popular, but if they can’t get their 
hands on the tools they need—whether it’s email swipes, or 
banners, or articles, or ads they can use—they have no real 
way of selling that product. So then they discover your product, 
and your affiliate center, and you're giving them videos and 
articles and all sorts of stuff. They're going to choose your 
product over the other one, because you’re making it super 
easy for them.  

Rob Wiser: I'll throw in some tips here that I've used in some of my affiliate 
centers. Providing some articles is definitely important. I’d say 



 Page 19 of 23 
 

500-600 words long is fine. Smart affiliates won’t just copy and 
paste your articles onto their own website or blog, because then 
Google sees it as “duplicate content” and ignores it in the 
search rankings. But affiliates can take your articles and rewrite 
them to make them original. And you don’t even need to write 
these articles from scratch. I’ll just take material out of my 
product’s ebook and turn it into a series of articles, and then 
provide these articles in my affiliate center.   

A lot of these affiliates create what are called “review sites.” If 
the name of your product is “The Fast Anxiety Cure,” they might 
buy a domain called “FastAnxietyCureReview.com” so that 
when people search for the name of your product on Google, to 
find out more about it, that affiliate’s “review site” will appear in 
the search rankings. The affiliate needs content for their site, so 
if you provide a review they can rewrite and use, they’ll put that 
on their site. People visit that site to read the review and find 
out whether it’s worth buying. At the bottom of the review, the 
affiliate puts something like, “To claim your copy of The Fast 
Anxiety Cure, click here” and they’ll put their affiliate link in 
there. Now they’re sending traffic to your sales page and 
making commissions.  

You may also want to mention in your affiliate center, that 
you’re available to do interviews. If affiliates want to arrange a 
time to interview you over Skype, you'll do it. Then the affiliate 
can use this video interview on their blog, or on YouTube, to 
promote you. You're letting your affiliates know, you’ll go the 
extra mile to help them make money.   

Now, as far as the email swipes you provide, one of our friends, 
Brett, he goes the extra mile. He always mentions in the emails 
he sends out to his affiliates, "If you want custom swipes, just 
let me know." He (or one of his writers) will manually write 
custom email swipes for you. In a niche like the mens dating 
niche, a lot of subscribers may be on 3 or 4 different marketer’s 
lists. You don’t want to send out the exact same swipes, with 
the exact same subject lines, that they’re already received from 
someone else. Again, it goes back to going the extra mile. If 
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you offer something unique to your affiliates, it can result in you 
getting affiliates who will send you sales for years to come.  

Whenever Bobby mails for one of my offers, he’ll tell me, "I 
need a content swipe," which means he wants a swipe from 
me, like a mini-article, that contains some actual helpful tips. 
And then at the bottom of the swipe, he’ll have a link where 
they can go check out my sales video. It’s more of a “soft sell” 
approach. Bobby has found that his subscribers like these 
types of emails, and it results in more sales for him.   

Other affiliates, they want the swipe to be super short, like a 
“teaser.” They’ll mention some new “mystery technique” that is 
turning the whole dating world upside down, and say “click here 
to get the secret!” End of email.  

These affiliates figure this type of “teaser” swipe will send more 
clicks to your sales page, and they’re hoping more clicks will 
equal more sales. That's their strategy. Bobby's strategy is to 
provide his subscribers with some good, actionable tips and 
some content, and take more of a “soft sell” approach.  

So I would say, have 5 or 6 different pre-written email swipes 
and have them at varying lengths. Some of them will be short 
just to get clicks, then maybe a medium-length one, and then 
maybe one or two swipes that are content-rich and are around 
600 words long and have several actual tips in the email. 

Now I want to talk about commissions. When you set up your 
product on Clickbank, you set the commission rate for your 
affiliates. But you also have the ability to “bump up” the 
commissions for special affiliates. With our products, we 
normally pay a 75% commission on the front end sales, and 30-
50% on the upsells. But I’ll mention in my affiliate center, 
affiliates who plan on buying traffic (running ads on Facebook, 
Google, etc) are welcome to contact me and get their 
commission raised. What that generally means is I’ll raise them 
from 75% to 90% on the front end offer, and maybe 75% on the 
upsells.  
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I’ve had big-time affiliates ask me for a full 100% commission 
across my entire funnel—the front end, upsells, everything. I'm 
not going to say no. If I know he can send me hundreds or even 
thousands of sales, and especially if he’s risking his own money 
to buy traffic, it wouldn’t make sense to say no. Remember, I'm 
still getting the email addresses of all of these new customers, 
and I can keep all the money I make from marketing other 
products to them. Plus, these are digital products, right? It’s not 
really costing me anything, whether an affiliate sends me 10 
sales or 1,000 sales.  

Yet this is something a lot of people misunderstand. I was 
looking at an Internet marketing group on Facebook the other 
day, and there were all these newbies on there, arguing about 
some post. A rookie marketer posted, "I have a brand new 
product. I'm trying to work out the numbers. I'm trying to figure 
out, should I offer a 40% or a 50% commission, because my 
goal is to do eight figures within two years," or some ridiculous 
pie-in-the-sky number.   

She was totally missing the point. You don’t get rich in this 
business by trying to lowball your affiliates. You get rich by 
treating affiliates like gold and making them want to promote 
your product, because A) it converts well, and B) the payouts 
are really high. It requires a bit of a mentality shift. I used to 
think that way. You're thinking, "I busted my ass to create this 
product, why should affiliates make more on it than I do? That's 
not fair." But this is backwards thinking, when it comes to selling 
digital products.  

Bobby Rio: I agree. On Clickbank, back in 2014, I was probably 
one of the first people in the mens dating niche to voluntarily 
give 90% commissions. When one of my products came out, it 
was pretty popular and I knew that it converted well. I ran a 
contest for it and I said, "I'm giving everybody 90%." Then the 
contest ended and I said, "You know what, for all of you who 
promoted me during the contest, I’m going to keep your 
commissions at 90% for life.” 
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And you know what? I would've given 100% commissions if I 
could. Back then, Clickbank did not give you the ability to give 
100% commissions or else I would have. For my product that I 
released a few months ago, I gave 100% commissions (on the 
front end, not on the upsells) because now it makes affiliates 
think, "Wow, I'm getting 100% of the profit!" It just sounds really 
appealing to them. With that offer that I put out recently where I 
was giving 100% commission, one of my upsells was a 
membership program which charges customers monthly. My 
affiliates don’t get a piece of that. I keep that. The membership 
on the back end, that was pure profit for me. 

But here’s the other thing. You can make money promoting 
other people's products, and that's the name of the game, 
right? So if you're giving away 100% of your front end product, 
and you don’t even have any upsells, you might think "Well, I 
only have one product. I have no upsells, and I'm giving away 
100%. How am I possibly going to make any money?"  

Well, here's how. If you attract a bunch of affiliates and they 
send you 1,000 sales, now you’ve got 1,000 buyers on your 
email list. That’s very valuable. Now you can promote dozens of 
other products to them, and now you’re the one making the big 
commissions—the 90% or 75%.  

So you have to look at it like, the name of this game is not 
making sales on the front end. It's acquiring customers that you 
can sell things to over and over again. Figure out how to 
acquire customers because if you have a list of 50,000 
customers, it doesn't matter. You can sell them anything. You 
can sell them more of your products. You can sell them 
coaching. You can sell them other people's products. If you're 
in the anxiety niche and you have an ebook on anxiety, you can 
then start promoting them anti-anxiety supplements. There are 
a lot of supplements that work really well for it. There's so many 
ways to monetize customers that your thought process should 
not be, "I need to make as much money as possible on each 
sale of my product." It's, "I need to acquire as many customers 
as possible."  
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Rob Wiser: Then to bring this full circle, now that you’ve got that list of 
1,000 buyers that you've built up from your affiliates, now you 
have leverage. You can reach out to other product creators and 
say, "Hey, if you mail for my product, I can mail for yours. We 
can promote each other." So it all works together. 

So those are our tips for now. Those are the Extreme Income 
Multipliers we wanted to tell you about today. I want to thank 
my guest Bobby Rio for sharing his tactics. Talk to you soon. 

Bobby Rio: See you guys.  

 


