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Micro Coaching Course™ 
Bonus Module: Conducting an Interview 

Note: I don’t recommend that you use interviews as the main source of your content unless 
you are partnering with someone on the Micro Coaching Course™. Students enroll in 
your Micro Coaching Course™ to hear from YOU. Interviews are optimally used to 
either enhance the curriculum you create or as “extras” to supplement the curriculum you 
create. 

—————— 

Recruiting JV Partners to Create Content 
So far we’ve talked about creating the content and lessons for your Micro Coaching 
Course™ yourself or how you can find a reliable freelancer to produce quality work for you. 

Now here’s one other option: 

Put together a group of experts in your niche to help you create the content. 

There are a couple advantages to recruiting JV (Joint Venture) partners to help you create 
the content: 

• It’s free. You provide link exposure and publicity in exchange for your JV partners 
creating content for your Micro Coaching Course™. 

• It positions you as an expert. If you choose experts to help you create your Micro 
Coaching Course™, then you’ll automatically become associated with these experts. 

• It’s fast. Instead of you creating the content yourself or waiting for a sole content 
provider to do it for you, you can have several experts contributing to your Micro 
Coaching Course™. 

• You often get promotional help. Those who help you create content will often help you 
promote the Micro Coaching Course™ as well. 

Asking JV partners to help you create the content works best if you recruit a lot of partners 
and give them all just a small task. That’s because you don’t want to have one or two JV 
partners doing most of the work (unless you’re prepared to share most of the profits). 
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Since you’re doing a Micro Coaching Course™, one of the best ways to get experts to 
help you create content is by hosting them as your guest experts on teleseminars or 
webinars. 

You can do this by using one of the two following approaches: 

1.  The teleseminars/webinars serve as the lessons. Here you’ll choose a topic 
for each of your teleseminars/webinars and choose one or more guest experts to 
answer questions. You can interview your guests and then open the line for 
questions at the end of the call. 

2. You create regular text lessons, and then provide these teleseminar/
webinar calls as bonus or supplemental material. Here your teleseminars/
webinars will be based on the current week’s lesson. 

Whichever you choose, be sure to provide transcripts for those students who prefer to read 
the material (or for those who need to read it due to hearing difficulties). 

Tip: Here’s another benefit of doing these teleseminars/webinars: You can do the 
interviews once and profit repeatedly. 

While your current Micro Coaching Course™ students gets live access to the 
calls, you’ll be able to offer the recordings for all future classes. You can offer these 
recordings as part of the main lessons, or you can offer them as bonuses to help 
prospects make the buying decision. 

Now let’s talk about how to find and recruit these experts and joint venture partners… 

Step 1: Creating Your Offer 

Other experts in your niche aren’t going to help you create your Micro Coaching 
Course™ just because they think you’re a nice person. This is especially true since some of 
these partners may actually be your competition. 

So why would they do it? 

Simple: Because you’re offering them something in exchange. 

In the case of a teleseminar/webinar, you interview them for 30-60 minutes in exchange for 
them pitching their products and services at the end of the call. 

You may also provide additional exposure and links for them by mentioning their names 
(and websites) on your sales page as well as in all other marketing materials (such as articles, 
blog posts, press releases, and more). 
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In addition, you may give your joint venture partners a higher-than-normal commission rate 
if they also help you promote the Micro Coaching Course™. So whereas most affiliates 
might get a 50% commission rate, you could offer your partners a 75% commission rate. 

Now here’s the other key: Your potential partners are looking for a good return on their 
time investment. That means you need to make it as easy as possible on your partner while 
giving him as much benefit as possible in return. 

Remember: Your partners have their own projects going on, and whatever they’re 
doing will rightfully be more important to them than your project. 

So if they see that you’re asking them to invest a lot of time for very little in return, they’ll say 
no. But if you can offer them a LOT of benefits in exchange for a very small investment of 
time, they’ll be more likely to say yes. 

In short: Stack the offer heavily in favor of your partners. 

Step 2: Finding Potential Partners 

Once you’ve figured out how to structure your offer in favor of your partners, it’s time for you 
to find potential partners. 

You want to look for known experts in your market. And while not every expert is also an 
online marketer, be sure to find at least a few experts who are also marketers (e.g., they have 
their own sites, blogs and mailing lists). That way they can help you promote your Micro 
Coaching Course™ as well. 

Here’s where to find these partners: 

• Search for your niche keywords in Google. You’re looking for the top players in 
your market, so search for your niche’s top keywords. Be sure to also take note of who’s 
paying for the pay per click traffic (i.e., find out who’s placing sponsored ads in 
Google). 

• Look on forums, blogs and social media sites. Regularly visit your niche’s top 
forums and blogs. See who gets talked about a lot. Also see which experts regularly 
participate on the forums and blogs as well as on social media sites like Twitter. 
(Naturally, you’ll also want to consider the forum and blog owners as potential 
partners.) 

• Visit product marketplaces like ClickBank.com and Amazon.com. Visit these 
marketplaces to find out which marketers are selling the top products in your niche. 
These people are your potential partners. 
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• Ask for recommendations. You can ask your target market who they consider to be 
the top experts in the field. You can also ask your existing partners to introduce you to 
their partners. 

• Listen to the buzz. You should regularly read your niche’s top newsletters, blogs and 
forums to keep on top of the niche “buzz.” Those marketers who know how to create 
buzz often make for good potential partners. 

Step 3: Researching Potential Partners 

Now that you have a list of potential joint venture partners, you need to do your due 
diligence. And that’s because your name is going to be associated with these people for a very 
long time. 

If these people tend to put out poor products or engage in shady and dishonest business 
practices, you’ll be associated with this negativity. 

Researching your potential partners works just the same as researching freelancers. (The 
only difference is that you already know the names and reputations of some of these 
partners.) 

That means you can use the same strategy described in the freelancing section, where you 
search Google for names, aliases, email addresses, product names and websites. 

Again, you may encounter instances where there’s a disgruntled customer making a 
complaint on a forum or something similar. 

However, you need to look at the whole picture. 

Are these complaints part of a disturbing pattern? Or are you just finding a couple 
complaints in the midst of an overwhelmingly positive picture? 

Tip: Here you’re not only looking for customer experiences, but also the experiences 
of your potential partners previous affiliates and joint venture partners. Be very 
cautious if you see any “slow pay” or “no pay” complaints from affiliates as well as 
any references to dishonestly, deals that fell through, etc. 

Step 4: Proposing a Joint Venture 

Once you’ve put together and researched your list of potential joint venture (JV) partners, 
it’s time to approach them and ask them to work with you on your Micro Coaching 
Course™. 

Let me be up front with you: The easiest way to get a joint venture partner to say yes to 
your proposal is to first develop a relationship with that person. 
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That’s because they’re like anyone else – they prefer to work with and do favors for those 
they already know, like and trust. 

Plus since the top marketers and experts in your niche get dozens of JV requests every week 
or every month, they’re more likely to work with the people they already know. 

That means they absolutely won’t work with you if they don’t know you, but it certainly is 
easier to do a JV with a friend as opposed to getting a “yes” from someone who doesn’t know 
you. 

That means you should ideally seek to develop relationships first with your potential 
partners. At a minimum, you should get your name in front of the potential partner so they 
have at least some familiarity with you when you approach them. 

Here are a few ways to get on your potential partners’ radar screens: 

• Ask your existing partners to introduce you to the experts and partners they know. 

• Become an affiliate for a potential partner (and make that person some money). 

• Make a positive post on your blog about your potential partners. Many marketers use 
Google Alerts to monitor what’s being said about them online. 

• Interact with your potential partners on their blogs, on forums, on Twitter and on 
other social media sites. 

• Recommend your potential partner’s products and services – without an affiliate link – 
whenever someone asks a related question on your niche’s busiest forums. 

• Attend your prospective partners’ teleseminars/webinars. Call in early to chat with the 
potential partner. When they ask for questions at the end of the call, state your full 
name and ask a thoughtful question. 

• Go to offline conferences. Here you can meet face to face with the experts in your niche 
and accomplish in just a few minutes what might take weeks to do online. 

There are other ways to accomplish the same thing, such as by releasing products and 
making a name for yourself in the niche. This takes time, however – and if you have that sort 
of time, then it’s best to use that time to start building a relationship with the person. 

Tip: You may choose to just skip all the relationship building and instead pay for this 
person’s time. If your potential partner offers telephone consulting, then you can 
simply ask to buy 30 to 60 minutes of their time for an interview. 

Whether you develop a relationship, get some recognition first or perhaps you need to 
approach the person “cold,” you’ll need to create an engaging, compelling JV proposal letter. 
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This letter should: 

• Include an engaging subject line that captures your potential partner’s 
attention. If the subject line doesn’t get them to open your email, then your email will 
end up in their trash folder. 

• Answer the question on your potential partner’s mind, which is, “What’s in it 
for me?” That means you need to spell out the benefits they’ll receive clearly and 
succinctly. 

• Give your partner a reason to say yes right away. (A sense of urgency helps, 
such as by telling your partner you’d like to hear from them soon or else you’ll assume 
you should give away their spot to someone else.) 

• Make it easy for your potential partner to say yes. Remember, the partnership 
should be stacked in your JV partner’s favor. 

• Tell them what to do next. This is the call to action, where you tell your potential 
partner to reply affirmatively to your email. 

• Drop names for social proof. If you already have other experts lined up for your 
Micro Coaching Course™, go ahead and drop those names in your email – 
especially if your existing partners are friends with your potential partners. 

Next week you’ll discover how to craft a persuasive sales letter for your web page. 

Everything you learn next week will apply to writing your joint venture proposal. 

So while you can start drafting your letter this week, you can wait to create your final draft 
after you’ve read Lesson #3. 

Before we close out, I’d like to give you a set of 55 questions you can use in your interviews… 

INTERVIEW SAMPLE QUESTIONS 

Introduction and Opening Questions: 

1. Can you tell us a little bit about what you do? 

2. How did you get started in __________? 

3. When did you first decide that __________ was right for you? 

4. How should our listeners gauge if __________ is right for them? 

5. How long did it take you to get you to where you are now, and what would you say to our 
listeners who are already tired and frustrated? 
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6. What information do you plan to pass on to our listeners today? Please just give us a quick 
walkthrough. 

Main Body Questions: 

7. What are the top 5 areas I should concentrate on in __________? 

8. What advice would you give someone who’s brand-new to __________? 

9. Exactly how would one go about doing __________? Give us a step-by- step breakdown. 

10. Can you recommend some really quality __________ for our listeners? 

11. What’s the absolute easiest way to __________? 

12. In your experience, what’s the best way to __________? 

13. Do you have a formula for __________? 

14. What’s your favorite way to __________? 

15. What are some of the key points you look for when __________? 

16. Would you suggest our listeners do __________? Please explain. 

17. What are some pitfalls you should be on the lookout for when __________? 

18. What’s the biggest mistake you made getting started in __________? 

19. What big mistakes do you see others make? 

20. What would you say is the one more important thing you’ve learned? 

21. In your experience, why is it that? 

22. What information do you wish you had when you were first starting out? 

23. What do you think are the keys to becoming a successful __________? 

24. What is the difference between you, and all the other __________ doing the same 
thing that you do? 

25. How can a __________ stand out among the other __________? 

26. What are some things you do NOT recommend about __________? 

27. Please share one or two of your favorite, and most helpful resource links? 

28. If you could sum up __________ in __________ steps, what would they be? 
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29. What’s one of the things that you find most challenging about __________? 

30. What do you think makes the difference between a good __________ and a great 
__________? 

31. What’s the favorite part of your day as a __________? 

32. What’s the least favorite part of your day? 

33. What’s a little known secret about __________? 

34. What would you say is the best kept secret in all of __________? 

35. What do you consider to be the most powerful __________? 

36. What does it really take to succeed in __________? 

37. If you had to share exactly __________ keys to doing __________, what would they 
be in order of priority? 

38. For each of those __________ keys, what are some goals that our listeners should set 
for reaching each one of them? 

39. What are some realistic long-term and short-term goals for our listeners? 

40. What were some of your goals early on? 

41. I know you’re a big believer in __________, but can anyone do this, and if so how? 

42. Ok, I’ll ask what’s really on my mind… what’s the easiest way to __________? 

43. I hear the term __________ a lot. What does it mean and how does it effect our 
listeners? 

44. What’s the first thing you recommend our listeners do after they’re done listening to this 
call? 

45. Who are the people that inspired you and why? 

46. What did you learn from those people that you’d like to pass on to our listeners? 

47. What do you see as the next big trend in __________? 

48. Give me a short comment about the following words and phrases… 

49. What tools/resources would you say are essential to doing __________? 

Conclusion and Call to Action Questions: 
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50. As we wrap things up, what should our listeners be doing for the next 30 days, 90, and 1 
year to accomplish __________? 

51. What final words of wisdom would you like to pass on to everyone who’s listening in to 
this call? 

52. Where can our listeners find out more about you? 

53. What freebies can you offer to our listeners today? 

54. What special offer can you make for our listeners? 

55. Tell us a little about some of your products?  

Sincerely, 

 
 

Brian T. Edmondson 
Author, Micro Coaching Course™
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