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Introduction  
If you want to ensure that you are getting the most money out of your 
Internet business, then you need to make sure you pay full attention 
in this module! If you do not follow every piece of advice in Module 4, 
you will be leaving money on the table. I am not talking about a few 
dollars here and there; I am talking about tens of thousands of 
dollars. To put it in terms of products that you sell, you could be 
missing out on 50-100% more profit by neglecting the instructions in 
this module.  In a year’s time, you could be making $100,000 in sales 
and if you follow this outline, you could double or even triple that 
amount! 
 
With that being said, there is a lot of informative content in this 
Module, and it is important that you really understand what is being 
said in order for you to maximize the potential of your business. If 
there is the opportunity to make more money from your current 
business easily and efficiently, you should do whatever you can to 
ensure that you are not leaving money on the table.  
 

The Basics of a Backend Strategy 
 
What is a Backend Product? 
A backend product is essentially 
something that you sell to your 
existing customer after they have 
already purchased something from 
you. The basic process is that 
customers will purchase something 
from you, and you will follow up 
with them later with a product that might complement the product 
they previously purchased from you. This has to be something that 
they would want and not something that is in a different niche and 

✔  Definition #1: A 
“Backend Product” is 
something that you sell 
to a customer who has 
already purchased 
something from you. 
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that would be irrelevant. If the customer trusts you because they 
enjoyed the initial product they got from you, they will be more likely 
to get the backend product because it will complement the item they 
already have. Obviously, this is not a difficult thing for you to do, and 
a lot of businesses miss out on the opportunity to “back sell” to their 
existing customers, thereby missing out on a lot of additional 
revenue! 
 

Why are we talking about this first? 
I know what you are thinking – “shouldn’t we be talking about the 
products we are going to sell first, instead of talking about products to 
sell afterwards?” While that may seem like the right question to ask, 
you should be aware that a lot of big marketers will create backend 
products first. Although you do not have to do it this way, some 
marketers feel like the backend product is actually more important 
than the first product you sell. You need to have in your mind what 
you are going to make as your backend product because sometimes 
this can be the main “money-maker” for you, and the first product is 
just to draw in the customer so they are more likely to shell out for the 
backend product.  
 
If you forget about the backend product and leave it off, you will 
essentially be leaving money on the table. This is money that would 
not be that hard for you to earn, but you are neglecting to put in the 
time to make the sale happen. As mentioned, typically the backend 
product will be even more expensive than the frontend product. 
Sometimes, companies even discount the front end product (or offer 
something for free) just so that they can sell the backend product. We 
will go into the strategy of backend products a bit later on in the 
module. Once you understand what exactly a backend product is, the 
strategy will come to you and will become second nature. 
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Upselling and Back-ending 
 

Upselling 
“Upselling” is an offer that is given to a customer during the initial 
checkout to bump the buyer up to a higher price. So many companies 
do this on a daily basis and you may not even realize they are doing it. 
Take McDonalds for example. Many people go up to the counter 
wanting a hamburger, and the clerk will ask you if you want fries or if 
you want to supersize your meal. Likely you had not even thought of it 
before the clerk asked, but because she asked, you are more likely to 
say yes because you have already committed to buying something 
else. They bump up the price of the sale even a little bit so that they 
can make a little bit extra money for not that much extra work.  
 
Another example is when you buy a computer. You have already 
committed to buying the computer, and the salesman (or the website, 
if you buy it online) will ask you if you want more memory or a bigger 
hard drive. A third example is buying a car. There are so many 
options for additional features for a vehicle and it is only after you say 
“Yes, I want that car” that the sales man will try and offer you 
extended warranties or protective paint. The most important thing to 
remember about upselling is that it occurs during the initial process 
of purchasing – as in it occurs “at the cash register” if you will.  
 

Back-Ending 
The main difference between back-
ending and upselling is the time that 
they take place. As we just discovered, 
upselling occurs at the time of 
purchase, or when the customer is 
going through the checkout process. 
However, when you are back-ending a 
customer, you will present the offer to 
the customer after the sale.  

✔  Quick Tip #1: The 
difference between an 
Upsell and a Backend is 
that the upsell takes 
place during the initial 
checkout process and 
the backend takes 
place after the sale.  
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One thing that is definite is that you will want to incorporate back-
ending into your sales funnel. This is not just a sales tactic that I am 
trying to teach you, many millionaire marketers use this because they 
know that it is a lot easier to sell something to an existing customer 
once they have already purchased something from you and once they 
see that your products are high quality.  
 
The same principle that applies to the McDonald’s example also 
applies to just about any business. Most people that will come to your 
website, if they are not already familiar with you, will initially be 
skeptical about purchasing from you. There is some sort of 
psychological barrier they must first overcome before they buy from 
you. They will be hesitant because they do not trust you and they do 
not want to get ripped off, and they likely feel like the will not have 
any recourse because the product is online. However, once they make 
the decision to purchase something from you, it means you have torn 
down that hurdle and you have opened the door to selling them more 
things. They will be willing to reinforce the decision by buying more 
things because once you have made a decision; you will want to 
support it. Purchasing additional products from you will be their way 
of “supporting” their own decision. 
 
Once someone has purchased from you, they are more likely to 
purchase from you again. Whether it is purchasing an upsell product 
or purchasing a backend product, both of these actions are supporting 
their initial decision to purchase from you. The level of trust has 
greatly increased after the initial sell, which it why it is incredibly 
important for you to sell them an initial product that is high in 
quality. If the product is good, they will likely not only recommend 
you to friends, but also come back for more products in the future. 
However if the product is not so good, you can be guaranteed not to 
get their return business.  
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The Process of Upselling 
Upselling is a pretty easy process once we know what we are doing. In 
this section, we will be going over each different area of the upselling 
process, as well as going over different types of upselling options.  
 
When should I Upsell? 
Besides the obvious answer of “all the time”, the answer is whenever 
you have something to complement the product you are already 
selling. You should always have something to add on that will 
complement the product that you are selling, even if it is something 
small. The front-end product that you are selling could be something 
as simple as a free informational E-Book, but then once they have 
decided to get it from you, you offer them an upgrade at an additional 
fee. For example, you could offer them the video version of the e-
book, or perhaps a transcript of a Web Seminar on a related topic. Or 
another similar example is this – you could offer a video product then 
the upsell could be an audio version or the transcript of the video. The 
most important thing to keep in mind though is that your upsell 
should add value to the customer. The customer should want your 
upselling product and it should be entirely relevant to their needs.  
 
When should I Upsell? 
You can really upsell anything that will be relevant and useful to the 
customer. Based on what they are already purchasing from you, you 
should have some products available that they would also be 
interested in but maybe did not think of getting it originally. Some 
basic examples would be selling them a physical version of a digital 
product that they are buying, or perhaps private coaching for a home 
study course. If you are selling them part of a course, you could offer 
to upgrade them to the next “phase” of the necessary training. For 
example, if you are giving them a course on affiliate marketing, once 
they are done with that they will likely need to know how to generate 
traffic. Offering them a course (maybe at a reduced price) on 
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generating traffic would be of great use to them and a perfect upsell 
for this situation.  
 

Sample Upsells 
The tactics that I am teaching you here are not just for money-making 
and marketing type niches, but for all niches. These tactics will work 
for any business. An example I will use to illustrate this is a company 
that does web design services. Let us think of a web design company 
that offers three different types of services: 

1. Bronze Services – Includes basic web design 
2. Silver Services – Includes basic web design but also Search 

Engine Optimization 
3. Bronze Services – Includes basic web design, SEO, article 

submission and hosting for a year.  
 
Say the customer looks at the site and 
decides that they need some basic web 
design and they think that it is all they 
want. When you get to the checkout, 
you could add the fees for these things 
but with a discount, and then you can 
show the customer that they are 
getting a huge discount and a reduced rate by purchasing it all at 
once, as opposed to upgrading their services later. Initially, they were 
unaware that they had so many options and they were content with 
just the Bronze Services. But once they are faced with many different 
options, they see that they can use a lot of what you are offering and 
they can still get a reduced price. This is using the basic principle we 
have been talking about the entire time. Once the customer has 
decided what they want, then you can upsell them on it. If there is an 
opportunity to upsell, you should make sure you take it! The worst 
that can happen once the customer has decided to purchase 
something from you is that they just will not purchase any of your 
upsell products, but you still got their initial sale! As you can see, this 

✔  Quick Tip #2: If you 
think upselling just 
applies to marketing 
companies – you are 
wrong! It applies to 
every single business.  
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does not just apply to marketing, but pretty much to any business out 
there! 
 

 

Different Types of Upsell 
There are a few different types of 
Upsells that you can do. Some are more 
popular and lucrative than others, but 
you just have to decide what you need 
and what works best for your company. 
Remember, you can always do more 
than one! 
 

One Time Offer (OTO): One time offers are extremely powerful 
because it gives the customer only one chance to act. Most people feel 
like if they do not act now, they will never get this type of opportunity 
again. Because of this many of them feel obliged to take it! Basically, 
the one time offer occurs at the point of sale, or at the “cash register”. 
You will show the customer what kind of added value they will be 
getting by acting on this one time offer, and you will explain that this 
offer is only valid right now. They have to act or else they will miss out 
on something, and this is a very powerful tool. One time offers, if 
executed properly, have around at 50% success rate! 
 
Bump: The bump is used to increase the price of the initial offer up 
10-30% by offering additional added value. If customers have made a 
commitment to purchase something from you (let us say an online 
course for $50), then on the same page you would offer something 
such as a transcript to the course, a complementary supplemental 
video training, or a video subscription for an extra $15-$20. This 
example is similar to what we have been talking about earlier in the 
model. A lot of times customers will do this because they think “Hey, 
I’m already spending money here, I might as well go for the whole 
thing.” And if not, no harm, no foul – you still have gotten their initial 
sale! 

✔  Quick Tip #3: Do not 
be afraid to try and 
upsell your customers. 
They have already 
made the decision to 
purchase from you and 
at worst, you will just 
make the original sale.   
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The Process of Upselling 
Below you will see the process of One Time Offers and Bumps 
outlined in an easy to understand fashion so that you can start to 
visualize what it would look like for your website.  
 
 
One Time Offer Process: 

 
You can really take the process in any direction that you want, but the 
above flow chart shows what normal websites usually offer in terms of 
an upsell process. Step number four usually varies from site to site. 
When a customer rejects the upsell in step three, many companies 
bring them to a second upsell or OTO page, but they just lower the 
price to try and entice the customer to accept the offer a second time. 
Most businesses that do this justify it by thinking that if you already 
have their attention, you might as well try your hardest to finish a 
successful upsell. Once the customer reaches a second page with the 
additional discount, they can either accept it and pay, or reject it 
again and move onto the thank you page – where the customer is 
thanked for shopping with the business.  
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Bump Process: 

 
 
The bump process, as you can see from the flow chart above, is very 
similar to the one time offer process. At the checkout, you attempt to 
bump the price of the purchase up before you try to do the upsell, 
which would be a one-time offer. While looking at this flow chart, it is 
easy to see how you could combine different types of upselling to 
work in your favor.  
 

More Upsell Ideas 
We have gone over the different types of upsells, now it is time to see 
these upsells in action. Below are three different examples of various 
sorts of upsells you can try to sell to the customer after they have 
decided to purchase from you. 
 

1) The Deluxe Upsell: This is where you sell the basic product 
that you were offering to the customer (the one that they have 
agreed to purchase) but you then offer the deluxe edition of the 
product for a little more money. An example of this could be 
that you give away an E-Book course online for free (or you 
could even sell it as well – that is your choice). The customer 
will be required to go through a regular checkout procedure. At 
this point, you give them the opportunity to buy a video version 
or an audio version.  
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2) The Make-Money Upsell:  This upsell offers the rights to the 
customer to resell your product for an additional fee. This is 
called PLR Rights– Private Label 
Resell Rights. An example is that 
you might have an E-book or any 
other product that you are selling 
to them for a fee of (let’s say) $50. 
You then give them the 
opportunity to make money and 
give them PLR rights for (let’s say) 
$250. This means that they can resell the E-book to whoever 
they want and charge whatever amount they want for it. 
Anytime someone is offered the chance to make money, they 
will usually take it. This is especially true if you are selling an 
informational product. If people see something as helpful, they 
will likely think it will help others and therefore, it will be an 
easy sell! 

3) The Time Upsell: An example of this would be if you are 
offering a monthly subscription to something, you can give 
them a discount if they pay for a full year in advance. This gives 
you the security of retaining a customer for a full year instead of 
month by month, and it will also give them a discount if they 
know they want to be staying for a full year. Often times, even if 
a customer is not perfectly sure they will be subscribing for a 
full year, they will still buy the time upsell because they can 
clearly see that they will be saving money if they do subscribe 
for the full year, and they do not want to waste the opportunity.  

 
 

Do Not Underestimate Upselling 
Upselling is a huge way to get all the money that you can out of your 
business. If you are going to put in the time and effort necessary to 
start a business, you will want to give yourself the best opportunity to 
make as much money as you can! In my particular business, 70% of 
my profit is from upselling, and that is all income that I could just be 

✔  Definition #2: PLR 
Rights are Private Label 
Resell rights – they 
give the customer the 
right to resell your 
product and make 
money from it.    
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leaving on the table if I did not put in the small amount of effort 
required to try to upsell to my customers. To show you in monetary 
terms how big of a difference upselling makes, consider this. I could 
be making $30,000 a year in sales without upselling. However with 
upselling, my sales could increase to $100,000! That $70,000 that 
you are missing could easily 
be yours if you partake in 
upselling your customers. 
Essentially, the money you 
make from upselling is just 
more money in your wallet 
that you would have 
otherwise left behind for 
someone else.  
 
Customers that have made the decision to buy from you trust you. 
They actually want something more from you so you are really doing 
them a disservice if you do not try to upsell them products that they 
could find useful and relevant to their current purchase. Do not 
underestimate the power of upselling. 50% of people that are given 
the opportunity to purchase an OTO usually do.  
 
I cannot stress the importance of what I am about to say. The main 
thing you must keep in mind when upselling is that you must have the 
product in mind before trying to sell to the customer. You cannot 
upsell a customer after they have purchased the product. This is why 
many marketers come up with their upsell and backend products first 
(as we talked about at the very beginning of the module). Most of your 
revenue will come from upselling, so you need to ensure that you 
spend time coming up with what you want to upsell! As long as the 
product you are upselling is relevant and helpful to the customer, 
then you should be able to get increased sales from it.  
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The Three biggest Upselling Mistakes 
There are a few mistakes that 
people make when upselling (or not 
upselling!). Compiled below are a 
list of the three biggest mistakes 
that people make. If you are aware 
of what the common mistakes are, 
you can be sure to avoid making 
them yourself. 
 

1) No Attempted Upsell: This is obviously the biggest mistake 
you can make, and the reasons for this have been fully outlined 
throughout the module. To be honest, if you are a customer and 
you go to a website and that website does not try and upsell you, 
they likely do not know what they are doing! Even big 
businesses do this.  For example, retail stores will try and sell 
you accessories with their clothing. A lot of people do not 
attempt to upsell because they think that they are bothering 
people, but this just isn’t true. These customers want to buy 
something from you, and they are already on your website 
attempting to do so. You should want to help them and give 
them something that will complement what they are buying. 
There really is no excuse to not attempt to upsell, so do not 
make this mistake! 

2) “But They will think that I’m being too pushy!”: I have 
news for you, if you do not want to be perceived as a marketer, 
you are probably in the wrong business! You should not feel like 
you are being too pushy when upselling, it should be an easy 
process. If you have done your homework and find a product 
that is a great match for the one you are currently selling to your 
customer, you should offer it to them because chances are, they 
will want it! A customer is coming to your site for information, 
so if they can get more of it without having to further look 
around, they will be grateful to you, not think you are being 
pushy! If the customer does not want the additional product, it 

✔  Quick Tip #4: 
Making the mistake to 
neglect upselling is the 
worst mistake you can 
make for your business 
– you are leaving 
money on the table!    
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is not too much of a burden for them to say no, and frankly, 
they are probably expecting additional offers anyway. Do not 
feel pushy when upselling.  

3) “Most People Do not buy an upsell, anyway”: This is 
also just flat out false. Most people actually do! You would be 
surprised how common it is for people to do this. If they are 
spending money on your site, they will not view it as a stretch to 
spend a bit more. They are in a position that they think they can 
get benefits from your product. They have likely done research 
and made the decision to buy from you as opposed to other 
competitors on the market. You can rest assured that if you 
provide them with quality products, they will want to buy more 
things from you.  

 
 

Backend Marketing 
 

What is Backend Marketing? 
Backend Marketing is the strategies and tactics that you use to 
generate sales of additional products and services to existing 
customers. It is a lot harder to sell to new customers then it is to sell 
to old customers. Therefore, you must do everything you can to keep 
your existing customers happy because they are the ones that will 
generate the most revenue for you. As we have discussed, backend 
marketing is completely different from upselling, which occurs at the 
time of sale. Once the product has been paid for and delivered, it is 
now the time to try to “back-end” the customer. You are trying to sell 
them an additional product that they may find useful, but this 
product must be in the same niche, otherwise the back-ending simply 
will not work. If you have additional products to sell that are not in 
the same niche, do not bother your customers in another niche with 
it, because likely they will not respond positively to this! 
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It is important to keep in mind that backend marketing is crucial for 
your long-term business. If you use PPC (Pay Per Click), which we 
will talk about in later modules, you are essentially paying per visitor 
to the site, so you want to make the most of each customer you get. 
Backend marketing just makes so much sense, and this is why. The 
customers like your products, which is why they purchased from you 
in the first place as opposed to purchasing from somebody else. They 
have money to spend on your products, as evidenced by the fact that 
they already purchased something. They are interested in the topic 
that you are selling therefore they would likely be interested in buying 
future products from you if you offered it to them. If you just send 
them some information on products you think they would be 
interested in, you do not even have to do that much spending on 
advertising, because you already have the customer! This is why it is 
inexpensive to do this; you already have their information so you do 
not need to go to extravagant lengths to find your potential 
customers. You can make more money from back-ending existing 
customers then you can from spending money on advertising and 
getting many new customers. Simply said – your conversions are 
much higher with existing customers then with new customers, or 
just visitors from your site.  
 

Tips for Successful Back-
Ending 
Just because you have the idea to 
backend your customers with 
additional products after the sale 
does not mean that you are going to 
do it well. I have compiled a few tips 
that you should keep in mind when 
attempting to back-end your 
customers. While it is a fairly 
simple procedure, you must make 
sure that you do it right, or you will 
not get the most out of it.  

✔  Quick Tip #5: What 
many people do not 
realize about the 
backend product is that 
it is often the money-
maker. It is the product 
that you are trying to 
sell and the frontend 
product is usually a 
means to get 
customers to purchase 
it. 
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Firstly, the first product that you sell to your customer needs to be 
top-notch. In fact, it should probably over-deliver. The same is true 
even if you are giving the product away (which is definitely an 
effective strategy for back-ending customers). The product needs to 
be great because these customers will be judging you by this product. 
Their first impression of you and your business will hinge on that 
product. If you give them a poor product, they will definitely not come 
back to you for a second product. However, if their first impression is 
good, they will have a much more positive attitude towards you and 
they will likely be a return customer! 
 
Secondly, the customer service experience must be pleasant. If they 
try and get help from you with their first product and for some reason 
they cannot reach you or they feel like you are being rude to them, 
they will not return to you no matter how good the product is. 
Everyone likes to feel like their business is important, so if you want 
to keep your customers coming back to you, you need to treat them 
this way.  
 
Finally, the backend product should be related to the frontend 
product and they should properly complement each other. They must 
be in the same niche or you should not try to back-end the customer 
with this product. For example if you first sell them a course on how 
to play the guitar, you would need to back-end them something like a 
library of specific songs to play, or perhaps advertise an affiliate who 
is selling guitars. However, one thing you need to be aware of is that if 
you sell affiliate products, make sure you are fully confident in the 
quality of their products. Even if the customer knows it is not your 
product, they will still associate the poor product with you because 
you recommended it to them.  
 

Using E-Books to Promote Backend Products 
The chances are if you wrote an E-Book on any topic, you are an 
expert on that topic. Because you wrote the book and not the person 
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who bought the book, they will likely associate you with expert status 
on the topic, whether this is conscious or subconscious. So what do 
you do with this? You leverage your expertise! Use your influence 
with existing customers to promote other products that you have. For 
example, put an offer in the back of your E-book. Once customers 
read the E-book they will associate you as the expert on the topic, and 
they will likely be interested in what else you have to offer them. You 
can offer things such as consulting, coaching, mentoring, upgraded 
packages, additional products and much, much more.  
 
However, although you will be the expert and they will know this, do 
not advertise too much! You will just over do it and people will not 
like this. If you have so many products pumped in the back of your E-
book, people will not take it as a recommendation, they will just think 
you are advertising your products and this will work against you. 
However, if you put a little bit in there and really specifically target 
the type of person that would be reading your E-Book, this will work 
for you. Just make sure that you do not do it in a sales type of way. As 
long as you do it in a way that says “Just thought you might be 
interested in this”, then it will work for you.  
 

7-Figure Sales Funnel  
 
Basic Strategy 

The 7-Figure Sales Funnel is the same product used by millionaire 
marketers. There is no difference between what you are learning here 
and what has got those marketers to where they are today. They 
supply frontend products that capture their customers and then they 
use upsells, bumps and OTOS to increase the total bill. They then use 
backend offers to continue to build on their relationship with the 
existing customer.  
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This is the basic strategy for the 7-figure sales funnel, but you do not 
have to follow this basic strategy exactly in order to get good results 
out of it. You can create more products, you do not have to stick with 
what was suggested here, as long as the products are relevant to each 
other and complement each other in a way that would ensure the 
customer would like both of them. You can also promote affiliate 
products as your main business or potentially just as an add-on to 

your current business. However like 
mentioned earlier, do be careful with 
affiliates. As long as you are giving your 
customer real value, you can ensure a 
long, lasting relationship with each 
customer that you sell a product to. If 
you give your customers junk, they 
wont return, you can be sure of that.  
 

A Sample 7-Figure Sales Funnel  
The following is simply a sample of what we have been talking about 
during this module. Of course, modifications can be made that will 
still yield success. 

1) You provide a low price, high value front end product that will 
attract the customer to your business in the future 

a. An example of this would be a 10-100$ E-Book video 
course, but can really be anything. 

2) One Time Offer/Upsell – you offer this to the customer when 
they are checking out. 

a. An example of this would be a 100-500$ product such as 
DVD tutorials, a webinar, a teleseminar series, an audio 
CD etc 

3) High priced backend product – This could be your “money-
maker”. This is the product that you really want to sell to 
people because it will make you the most money and will 
provide exceptional value for your customers. 

✔  Quick Tip #6: 
Whenever in doubt 
about this strategy, 
remember that 
marketers have made 
million using the same 
strategy. 
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a. An example could be a 1000-
10,000$ product such as a 
coaching program, one-on-one 
mentoring/tutoring, 
bootcamp, workshops, offline 
seminar etc 

 
As you can see, this is just an example, but 
you can see how much added value both 
you and your customers get out of upselling 
and back-ending additional products. 
 

Summarizing the Sales Funnel 
Theory 
If you do not offer what the customers 
want, someone else will, so do not feel bad 
about trying to upsell or back-end the 
customer. Someone else will try and sell 
similar products to your customers, so you 
should go for it! You should always try and 
upsell to your customers, no matter what 
you are selling because it is a chance for 
you to not only improve and expand your 
business but also to improve the life of a 
customer by helping them find the products they are looking for. If 
you offer quality backend products you will be increasing the LCV 
(Lifetime Customer Value) of your business. 
 
 

For Further Help… 
 

Go to www.aimbizsupport.com for any problems or questions that 
you may have about starting and Internet business. 
 

It’s not just 
for 
Millionaires; 
it is for you, 
too! 
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Remember this: This is the same strategy used by millionaire 
marketers. If it is working for them, it will definitely work for you. All 
you have to do is follow the simple instructions and guidelines you 
read above and you will be well on your way to a 7-figure salary.   
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COPYRIGHT ©2010 INCOME INFUSER PUBLICATIONS. ALL RIGHTS RESERVED. 
 
Information in this documentation is the property of Dynamic Prosperity Inc. (OWNER) 
 
You do not have re-print rights to this book. You do not have re-sale rights to this book. No part of this 
documentation can be reproduced, resold, shared or transmitted in any form or by any means (electronic, 
photographic, or mechanical), recorded, translated, or used to produce derivative works, without written 
permission from OWNER. 
 
If you received this copy from any place except one of our Authorized Re-Sellers there may have been 
copyright infringement. Please report any abuse immediately to abuse@incomeinfuser.com. 
 
If you have yourself a legal version of this guide book, enjoy, learn and prosper greatly with the content 
contained. The knowledge contained within it and within the accompanying videos, audios and other 
documents is our gift of knowledge to you. Enjoy! 
 
INCOME INFUSER and INCOME INFUSER PUBLICATIONS are trademarks of Dynamic Prosperity Inc. 
 
 
Published by:  Dynamic Prosperity Inc. 
   17-2595 Main Street 
   Winnipeg, Manitoba R2V 1M5 
   Canada 
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IMPORTANT TERMS AND CONDITIONS OF PURCHASE/USE 
 
Income Infuser products are educational information publications and are not related to any company or 
business opportunity of any kind. The purpose of this guide book and any accompanying literature, audio 
files, videos, images or materials in any other format ("publication") is to provide education on internet 
marketing, personal development, direct marketing and other techniques that may assist business owners to 
grow their business ventures. 
 
This publication provides the Author’s opinion in regards to the subject matter contained herein. Neither the 
Publisher not the Author intends, with this publication, to render legal, accounting or other professional 
advice. With regards to the licensing of a business enterprise or any other legal or accounting matters, the 
Publisher and Author recommend that the reader seek the advice of an appropriately licensed professional. 
The Publisher and Author disclaim any personal liability, both tangible and intangible, loss or risk incurred as 
a consequence of the use and application, either directly or indirectly, of any advice, information or methods 
presented herein. 
 
The information included within INCOME INFUSER with regard to various business or marketing methods, is 
for information and educational purposes only. Any money spent in setting up, running or marketing your 
own businesses -either as described in this publication or otherwise- is the sole responsibility of the business 
owner. 
 
If you make a decision to use the techniques taught in any of the INCOME INFUSER publications for your 
business, please be aware of the following conditions: As with any business, your results will vary, and will 
be based on your individual capacity, business experience, expertise, and level of desire. There are no 
guarantees concerning the level of success you may experience. Any testimonials or examples used are 
exceptional results, which do not apply to the average user, and are not intended to represent or guarantee 
that anyone will achieve the same or similar results. Each individual’s success depends on his or her 
background, dedication, desire and motivation. There is no assurance that examples of past earnings can be 
duplicated in the future. No one cannot guarantee your future results and/or success except yourself. There 
are some unknown risks in every business and on the internet that you cannot foresee which can reduce 
results. We are not responsible for your actions. The use of these publications, information, products and 
services should be based on your own due diligence and you agree that our company, publisher, author, 
affiliates or subsidiaries are not liable for any success or failure of your business that is directly or indirectly 
related to the purchase and use of our publications, information, products and/or services. 
 
Any testimonies in this manual, audios, videos, images, or in the sales material promoting this publication 
were unsolicited and/or extracted from public media such as the Internet. They have NOT been verified for 
accuracy or truthfulness. These testimonies, although believed to be completely accurate, should not be 
used as an indication or prediction of your results. No incomes are represented or guaranteed of any amount 
for any user. All examples are for illustration purposes only. You could do better or worse. Results of use of 
these techniques may vary widely. 
 
By the purchase and use of this publication, buyer acknowledges that the Company, Author, Publisher, 
Subsidiary's, as well as any person or entity referenced (Affiliates), disclaims any and all liability, both 
tangible and intangible, loss or risk incurred as a consequence of the use and application, either directly or 
indirectly, of any advice, information or methods presented by company through any and all mediums 
including, but not limited to, oral and written direction. All money spent in setting up, running or marketing 
your business -either as described or otherwise- is your own sole responsibility. Author/Publisher/Affiliates 
does not accept responsibility for any money spent, lost or gained. Furthermore, Author/Publisher/Affiliates 
renders no legal or accounting opinion of any kind related to the legal compliance or financial soundness of 
any product, service or program offered by or through Author/Publisher/Affiliates and/or our clients or 
affiliated companies. 
 
The Company, Publisher and Author strictly prohibit any unauthorized duplication or distribution of this 
material. Any violation of copyright will be prosecuted to the fullest extent of the law. 
 

COPYRIGHT ©2010 INCOME INFUSER PUBLICATIONS. ALL RIGHTS RESERVED. 
 


