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Stephen: I’d like to thank Bob Proctor for 
opening the webinar this evening. I can’t 
tell you how awesome it is to have Bob talk 
so highly about our business. The reason 
he does is that he’s had nothing but posi-
tive feedback from people who joined our 
community from Bob’s community, and 
boy, the success stories – there are too 
many for us to tell. You met Thomas and 
you met Jabir, but there’s dozens of people 
just like them. And David, of course, I ap-
preciate you having me on as well.

I’m going to give you some information 
tonight about what we do and how we do 
it. Before I do that, I’m going to give some 
information about me because 
it’s valuable for you to have a little 
understanding about the people 
you’re going to be learning from. 
I’m going to make this quick, and 
then we’re going to go into a little 
of what I do and how I do it, and 
what you can expect to learn.

As you can see on the slide, I’ve 
been in the field of search engine 
optimization and digital market-
ing for over 14 years now, so quite a 
long time. The way I got started was 
by ranking a very competitive term 

as #1, and I held that position for four year. 
The term was “computer repair.” At the 
time I had a business partner, and if you’re 
in the U.S. you’ll know what “Geek Squad” 
is. We had a business that was similar to 
the Geek Squad as an on–demand com-
puter repair for businesses and homes.

We had our website, we were ready to ser-
vice, but we weren’t getting any visitors. So 
what I did was to spend about 3 months 
full–time trying to teach myself how to 
get some darn love from Google to our 
business. My partner and I spent about a 
quarter of a million dollars in that amount 
of time buying every course that was avail-
able from every group. Every guru, I proba-
bly talked with him during that 3 months.

I was very blessed and was able to figure 
out how to do things, so we got up to #1 for 
the keyword computer repair, and we had 
that for a couple of years. Then we sold 
the company to our biggest customer for 
a very nice 7–figure payout. The value of 
that business was because of the organic 
Google traffic that I was able to generate. 
Without that we wouldn’t have had a busi-
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ness. We probably would have gone under 
within another 3–6 months. But being 
flooded with organic traffic from Google 
is what made that business profitable and 
what made it where we could sell it.

What I do now is client SEO, which means 
that businesses pay me to put them on the 
first page of Google so they can get more 

traffic and more visitors. I do e–commerce, 
meaning that I personally have four e–
commerce stores that I run that I use Goo-
gle organic traffic to generate the revenue 
from and those are a very nice 7–figure in-
come per year, just those four businesses.

The affiliate marketing I do is a 6–figure 
business for me each year. I also so pay–
per– click, which is bought or paid traffic, 
and I do lots of sources, including Google, 
Facebook, Twitter, and LinkedIn. I’ve been 
doing this for 14 years, so I’ve had a chance 
to go all over the place with my experi-
ence. I love to learn and I’m a glutton for 
learning. I’m voracious with it, so I’ve spent 

enough time in each of these areas to get 
proficient at them.

I’m also a Google partner, and you’ll see my 
certifications above. I’m certified in every-
thing that Google offers. These certifications 

are geared more toward paid traffic. 
Google offers them to people when 
you have to know what you’re doing. 
You have to pass tests legitimately 
to be able to get these certifications. 
The reason Google offers them is 
so you’ll be better at selling Google 
pay–per– click, which I do, and at 
points in my life, I’ve managed 7–fig-
ures monthly in Google PPC. I’m not 
doing as much now, but I’ve done a 
ton of that in the past. Again, I have 
some other certifications, but that’s 
probably enough. So hopefully, you 
will consider me qualified to give 
you some information and teach 
you some things.
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Let me switch gears here. There’s a top-
ic that always comes up in conversation, 
and it has to do with the question, “Is 
SEO dead?” SEO is search engine optimi-
zation. According to public sources, SEO 
has been “dead” every year that I’ve been 
doing SEO since the end of 2003. Every 
year it’s “dead,” but somehow, every year, 
I keep making 7–figures and living my life 
and teaching well over a thousand people 
how to do the same thing and how to have 
a really good quality of life by making a very 

good amount of money without punching 
a clock or working a million hours.

I have an answer for that question. One of 
my answers here I’ll just show you. There’s 
a lot of research like this, but I just picked 
one article right before this webinar. This is 
the one I found when I searched. I use Goo-
gle just like you guys and gals do.

If you look at multiple pieces of research 
you’ll see that this industry is worth 65 bil-
lion dollars. The estimated spending you 
can read here says, “…predicting that the 
SEO industry will continue to grow, and an 
estimated 72 billion will be spent by 2018, 
and 79 billion by 2020.

So hopefully you understand that SEO is 
certainly not dead. In the Go To Webinar 
chat box here where you have questions, 
let me do a quick poll with you. Let’s say 
that you moved to a new town and you 
didn’t know anybody, and you needed to 
find a dentist or a roofer. Type a “1” in the 
chat box if you would go to Google and 
search for one of these businesses. Give 
me a “1” if you would most likely find them 
by going to Google.

So, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1, 1. I already 
knew the answer. That’s what we all do. It’s 
the same thing I do, and the same things 
I teach you and the same thing we sell. 
Again, anyone who says that SEO is dead 
or dying is probably selling paid traffic, to 
be honest with you. People who say that 
SEO is dead are probably people who don’t 
want SEO to work. Who doesn’t want SEO 
to work? – People who sell paid traffic, like 
Google. That’s how Google earns its reve-
nue.
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Let me use this page from a Google search 
as an example. You can open up your 
browser and follow along if you want and 
even though it’s location–based, you’ll see 
pretty much what I see.

I typed in “Frisco massage.” Frisco is the city I 
live in, and it’s a suburb of Dallas, Texas. I want 
to explain to you what you’re seeing here. This 
is a good example of what we call a search en-
gine result page (SERP). At the very top of the 
page, typically, but not always, are going to be 
four ads. You see how they’re green and have 
the word “AD,” and there are four ads.

Then under that is what we call the map 
results. In the map results where people 

are going to go to, like this massage place. 
You’re going to go to a massage place, so 
it’s helpful for you to know where it’s locat-
ed. So that’s why this map result exists, so 
people can easily find this business using 
the directions button right there.

Below this is what we can “organic” results. 
Organic is what we’re mainly focusing on 
with our OMG SEO training. You’ll see here 
that there’s typically going to be ten results 
here.

And then what do we have at the bottom 
of the page? – We have three more ads. 
So all seven of those ads are Google pay–
per–click (PPC), and anyone can buy them. 
If you open a massage business in Frisco, 
Texas tomorrow, you can fire up your Goo-
gle PPC account and start bidding away 
and start spending money to advertise 
here.
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Let me explain to you the main difference 
between using organic SEO, which we 
teach, and paid traffic. And remember, I do 
both. I’m a Google Partner, I’m certified in 
Adwords, so I’m not saying this as some-
one who doesn’t understand paid traffic 
or as someone who doesn’t use it. I do use 
paid traffic, but in very specific ways. Let 
me explain to you why what we teach is go-
ing to absolutely flood you.

For this I’m going to use an example with 
round numbers to make the math easy to 
figure. But the data I’m going to give you is 
actually from multiple sources, and even 
from Google itself, so you can 1000% trust 
the numbers I’m about to give you because 
they are public information, and common 
knowledge in this industry once you be-
come part of it.

The huge difference between pay–per–
click and organic SEO: Let’s say that 1,000 
people a month search for the keyword 
“Frisco massage.” On average, pay–per–
click will get 15–20% of the volume of 
the traffic for the page of those thousand 
people. Again, if there are 1,000 searches 
per month, then that means that the pay–
per–click people are going to get anywhere 
from 150 to 200 leads per month. You may 
be thinking, “Well, that’s not too bad, right? 
150–200, that’s not too bad.”

Well, let me explain to you that all seven 
advertisers split the 150–200 leads. That 
number does not change, regardless of 
how much money you spent. You could 
put a billion dollars into your Adwords ac-
count and bid on this keyword “Frisco mas-
sage” and you’re still only going to get 8% 
of the 150–200. So if we use simple math 
and we say we’re one of these PPC adver-

tisers, then we get 1/7th  of the 150–200 
leads per month. One–seventh is probably 
going to be about 20 – 30 leads per month 
maximum, somewhere in that range. So 
the maximum amount you’re going to get 
from pay–per–click is about 20–30 leads 
per month.

Now, if there are 1,000 leads per month, 
I’d like you to tell me in the chat box how 
many leads per month that you think the 
top organic business listings get. We’re 
talking about the top three organic listings. 
Look at the first one, which is Yelp. Yelp is 
technically in the #1 position, but what is 
Yelp? – It’s a review service, so a lot of peo-
ple won’t even look at this or even count it. 
So for all practical purposes, the business 
in the #2 spot is really #1. So if you would, 
please put in the chat box how many leads 
you think that business is going to get?

Let’s see, we’ve got some answers here. 
We’ve got some people here who know 
what they’re doing, and I see a couple of 
people who have the answer. On average, 
even though Yelp is #1, and this is a fact – 
I’m not guessing – the listing in the #2 po-
sition is going to get the majority of leads. 
It’s going to get 40–45% of the other 800 
leads. In other words, they’re going to get 
somewhere between 350–450 leads.

They’re going to get more than ten times 
the number of leads that people who are 
doing pay–per click.

Now, this is a client of mine and they have 
been for quite a while, since 2009. So hav-
ing this #1 ranking here in the map results 
and what is technically #2 in the search 
results (although we’re usually #1 – these 
listings flip– flop a lot), means that we’re 
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getting probably 60% of the value of this 
entire page with these two listings.

People who are on mobile devices are 
more likely to click on these map results 
than on the organic results.

And more than 67–70% of people who are 
searching do their search on a mobile de-
vice, meaning a cell phone or a tablet. So 
my client being #1 in the map and #2 in the 
organic listing, is getting about 60%–plus 
of all the traffic on this page. Some of you 
guessed 350 in traffic, so you guessed right.

I went through this quickly and I under-
stand that for a lot of you it’s completely 
new. I’d like you to do me a favor. In the chat 
box, give me a “1” if you sort of understand 
now why we want organic SEO more than 
we want paid traffic. Give me a “2” if you’re 

not quite sure still I want to make sure you 
guys and gals understand it because it’s 
very important. It’s a huge thing that you 
need to understand. While I’m waiting for 
those answers, I want to give you a little bit 
of data.

This massage business started in 2009 
with one location. Last year, they were do-
ing so well that they opened a second loca-
tion. I’ve known the owner of this business 
very well for a long time and worked with 
him since 2009. I’d like you to put in the 
chat box, how much revenue do you think 
a massage parlor makes? How much reve-
nue do you think a place like this makes? I 
know what the numbers are, but I’m curi-
ous to know what you think. How much do 
you think they earn per year? I know what 
it is and I think for some of you it’s going to 
blow your mind a bit when I tell you how 
much they’re making.

So we have some numbers here – we have 
200K, we’ve got 150K, 125K. So we’ve got 
some very good guesses. So, this business’ 
average revenue now with two locations is 
just a little more than two million dollars 
per year. They have about 15 rooms in each 
location. So 30 rooms, and they’re open 
7 days a week for 12 hours. A massage is 
about $60 an hour, so the math is really 
simple. So, over two million dollars.

I promise I’m not going to poll you all night, 
but I’m asking questions more to make 
sure you understand. What I’d like to ask 
you is to put in the chat box, how much do 
you think they pay me? They do a couple 
of other things for marketing, but 95% or 
more of their revenue and their customers 
come from what you’re looking at here, or-
ganic SEO.

Click here for your Elephant in the Room Webinar of the Century Replay!

https://omgmachines.com/shortcut
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It took me about 4–5 months to get them 
ranking. It’s actually a bit quicker now than 
it was back then. With what they were do-
ing before, their business wasn’t going to 
make it. Basically, if I’d failed and not done 
a great job, they probably wouldn’t be open 
now. They were doing some advertising in 
a few massage directories and things like 
that they were getting a little bit of foot 
traffic because they have a fairly good lo-
cation, but now 95%–plus is from Google 
SEO.

David Mills: We got mostly 1’s and there 
were a few 2’s in the chat box. I just thought 
of a way to explain it using your example 
of Sienna Massage with their two million 
dollars of revenue. You were showing how 
when people type in “Frisco massage” 
would go to the organic results. If they did 
paid advertising, they would probably be 
making around 50–100K in revenue a year, 
and hardly making any money because 
they would be paying for those ads the 
whole time, versus organic SEO because 
you’ve got fifteen to twenty times the num-
ber of visitors from organic search.

Stephen isn’t saying you shouldn’t do paid 
search, but we’re saying that the elephant 
in the room is organic search. If they had 
ignored it, it wouldn’t have mattered 
whether or not they did paid ads, even if 
they could add a little bit more revenue 
with paid ads. But if they ignored organic 
SEO, they’d be ignoring 15–20 times the 
traffic to that page.

Stephen: I want to make one thing clear, 
that they’re not ranked for just one key 
word. They’re ranked for probably 60–65 
keywords.

David: Would you give a few other exam-
ples so people understand what you mean 
by keywords and terms?

Stephen: Absolutely. What I’m talking 
about is when someone types in “Frisco 
massage” they might also type in some 
different words like “massage in Frisco” or 
“massage in 75068” which is one of our zip 
codes. They might type in “sports massage 
in Frisco.” So this client is ranking for about 
65 different terms. So the value of what I 

Look for the CPC number of $4.71 located below the word “massage”



9

www.omgmachines.com

provide to them is not because I rank only 
this one keyword, and that’s not what we 
teach you inside of OMG. We don’t teach 
you to rank just one keyword. We teach 
you how to rank all the keywords.

Let me show you that just this one key-
word here, the cost–per–click is almost 
five dollars. I have a tool on my comput-
er that gives me this information. That 
means that if they wanted to get 1,000 visi-
tors, then it would cost them $4,700. using 
pag– per–click with just this one keyword. 
Some of their keywords are more valuable 
than this. Some of them cost six or seven 
or eight dollars per click.

So here are the guesses of how much they 
pay me. The guesses are $7,000 a month, 
15K a month, 2,000 a month, 300K a year, 
100K a year, 10K a month. Okay, so lots of 
guesses. This was a $2,000 a month client. 
They pay me $24,000 per year and the rev-
enue it generates is about 95% of a little 
over two million dollars a year. So give me a 
“1” in the chat box if you’d be okay with that 
if that was your business. Type a “1” if you’d 
be okay with paying me $24,000 a year and 
your revenue was a little over 2 million.

David: And of course, to clarify something, 
and I think people probably get this, but in 
OMG we teach you to be like Stephen, not 
like Sienna Massage. We’re not trying to 
sell you on getting us to do SEO for you or 
for you to be our client. Stephen’s not try-
ing to get you to pay him $24,000 a year. 
We’re teaching you to be like Stephen.

Stephen: And to be clear, this not within 
the normal pricing guidelines for what I do 
now. Some of you are probably thinking, 
“You’re crazy to charge only $24,000 a year 

to get that much revenue for them.” But 
these people have been my clients since 
2009 and as long as they don’t want to ex-
pand to another city, then my price doesn’t 
change. I will tell you that what I net off of 
that is about $21,000 a year. My margins on 
my revenue are extremely high.

David: So you spend about $3,000 a year on 
your supplies and Internet services to do what 
you do, as opposed to a restaurant where you 
might make 5% of the net revenue. Most of 
what you earn is virtually all profit.

Stephen: Our margins are better than 
anyone I’ve ever heard of. I can’t think of 
another profession that’s even close. The 
reality is that once you understand OMG 
SEO you’re going to set them up properly 
in the beginning. It’s like building a house. 
If you lay the proper foundation, then that 
house is going to be around a long time. 
Yes, you’ll have to do some maintenance 
and some upkeep, but it’s going to be solid 
for a long, long time.

Yes, there are things I continue to do for my 
client on an ongoing basic, but the vast ma-
jority of the work is done in the first couple 
of months, and again, we’re going to teach 
you exactly what that is. You’re going to be 
able to duplicate what I do exactly.

Let me know you another example. Here’s 
another term (on the next page), “Frisco 
roofer” for a local business. Volume–wise 
maybe this will give your more clarity. 
Roofing is a very good niche to be in be-
cause when you have hail damage or any 
kind of damage to your roof, it needs to 
be replaced. No one wants to have water 
come in on their head. It’s not a luxury; you 
have to take care of it.
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I want to point out that the last business I 
mentioned was a massage place, so I put 
them into the map results because people 
actually go there. This roofing business, 
however, is not because people don’t go to 
roofing companies; roofing companies go 
to them.

So there’s not a whole lot of value here 
in the map because people don’t think, “I 
wonder where that roofing company is? 
I’m going to drive over there and talk to 
them.” That’s not how the roofing business 
works, right? You go to their website, you 
call and talk to them, and they come to 
your house. What you see above is one of 
my clients, Elevated Roofing, as #1 in the 
organic search results.

You’ll also see below that they are listed as 
one of the paid ads. I told you that we also 

do paid ads for our clients. So this client is 
maxed out on Google organic SEO. Their 
rankings are not for just one keyword.

I’ll give you an example. This company 
makes in net revenue, money in their pock-
et, on average about $2,500 for one roof. 
You see the cost–per–click (CPC) at the top 
of the page is about $25. It’s way higher to 
pay for a single click for this keyword than 
the other one for the massage company. 
Selling a roof makes you a ton more mon-
ey than selling a massage. A massage cost 
$50–60, and a roof costs thousands or tens 
of thousands of dollars.

So this company has also expanded, by the 
way. I started working with this company in 
2011. I did their SEO and got them ranked 
#1. This roofing company started with one 
guy and me helping him with the SEO. He 

Elevated Roofing is #1 in organic search,  
but not in the map search

Elevated Roofing is the #4 paid ad in the example above,  
and the CPC is almost $25. for a single paid ad click.
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didn’t have any sales people or a reception-
ist and didn’t even have an office. I helped 
him get his first office space so he would 
have a business address. Within that time, 
not only is he the #1 one roofer in North 
Texas, not just Frisco, but he’s also started 
two other businesses.

He has about 20+ employees at this busi-
ness, and probably about the same num-
ber at the others, so about 50 – 60 employ-
ees, and he’s making between 5–7 million 
dollars a year. So I’ll have you do it again – 
At 5–7 million in revenue a year, how much 
do you think he’s paying me? Drop your 
guess in the chat box, and I appreciate all 
of your participation.

So there are your guesses coming in. This 
client started paying me $2,000 a month, 
and I think we’re at about $6,500 a month 
now. I do two different services for him. But 
just for the SEO it’s $5,000 a month. Again, 
I’ll ask you to type in a “1” if you’d be will-
ing to pay $60,000 a year to make between 

5–7 million dollars a year, and to be able to 
completely dominate your online market 
place and even have so much income to be 
able to move from one person to 50 em-
ployees? He’s got a dozen or more trucks 
and three different businesses. I’m pretty 
sure everyone would be okay with that.

I’ve got some more information I want to talk with you about now. There were some questions from some of 
you about “What are you offering?” I’m going to tell you what we’re offering. I’m going to make this as simple 
as possible. What OMG is offering is that we’re going to teach you how to get into a career that in six to nine 
months you can commonly make $10,000 or more per month in profits, and that’s really the basics of it.

There’s no other career like ours. There isn’t one even close to ours. I want to compare it to a couple of things. 
Every year, Forbes has the top 20 jobs list, and I laugh my head off every year when I look at these, because 
they always list surgeons and cardiologists at the very top, and they’re making $300,000 a year. I’m not scoff-
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ing at 300K a year, but we’ve got I don’t know how many people in OMG making 300K a year just from buying 
our $5,000 course and working their butts off.

I like to use a metaphor is that I was part of Special Operations in the Army, and the difference here with OMG 
is like Special Ops in the military. You have your conventional forces with tanks, bombs, infantry, artillery, and 
all these different things, but with your Special Operations soldiers, you can drop in a team of 12 people and 
you can take out a bunch of tanks or a huge number of infantry. It’s what we call a force multiplier.

You have a small group of people who are highly trained and they are able to surgically attack the enemy 
when and where they want, and they’re almost unstoppable. That’s really what OMG SEO is like. It’s the same 
thing. Google doesn’t want us to rank because they want everyone to buy pay–per–click, but we don’t want 
everyone to have to pay for PPC. What we do is teach you how to do things surgically or strategically.

In Greg Morrison’s talk, he said there are over 200 ranking factors, and Google wants you to believe a bunch 
of crap and to think that it’s too hard because it doesn’t want anyone to do it. What we do is we go out and we 
put in the time and spend our money on testing hundreds of sites, always testing and testing. You could do 
the same thing if you wanted. You could go out and watch 8,000 YouTube videos that are free. You could join 
1,500 free SEO communities and spend hundreds of thousands of dollars over months testing, and you may 
get to where we are right now.

David: I wonder if you could quickly show people the 
OMG members’ area if people want to know what it 
is besides a 90–day system and the training that I ex-
plained. It all takes place in an online portal. We have 
live webinars and we have recorded videos.

You have a member’s area, you also have the webinar 
schedule page, which every week has the live webinars 
listed. There’s a ton of recorded training with very effi-
cient walkthroughs and also a lot of context that you 
will need over time.

That gives people a sense of one other aspect of what 
the OMG training that takes place through an online 
portal area. It’s not a live event, but we separately have 
a live event once a year, but that’s a separate thing that 
a lot of people love to attend. But this training is not a 
live event.

It’s live webinars, but they take place in the member-
ship portal.

Stephen: So the three main components are these: 
You’ve got over–the–shoulder video training that 
you’re going to learn. You’ll have the Facebook group 
that is secret, and only members can be in it where you 
can ask any question you want about anything. Then 
every week we have what we call “office hours” which 
are live webinars by the coaches.

Component #1 when we join OMG, the first thing you’re going to do is log into this members area. You’re going 
to go right to the link where it says “Steps to Getting Started.” As David mentioned, it’s very easy to navigate 
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this page. I also mentioned that you’ve got live coaching sessions with us every single week. And there’s a 
link here that says, “How to Join the FaceBook Group” where you not only interact with the coaches, but you 
interact with all of your fellow members.

We are a community of people who are trying to be, or are in various levels of success in doing this, so it’s a 
support group and an answer–questions group. Bob Proctor mentioned how successful people that come to 
us from his group are in OMG. We had two people talk, but we could have had 20 or 30 people just as easily, 
but we didn’t want to overwhelm you. The only difference from where you are sitting right now and where 
those people are sitting is that they took action when they saw this webinar last year when we did it. Typically, 
we only open for new members once a year.

We are going to teach you how to have a profession that you can use for your own business or for other peo-
ple’s businesses. There are multiple ways to make money. Looking back at the Career slide earlier, a doctor 
averages about 10 years of school, and they’re six–figures in debt when they get out, that’s common. The av-
erage  doctor makes between 150–200K a year. There are doctors like cardiologists who make around 300K 
a year, but most are right around there. A lawyer has 7 years of school and six–figures of debt, and makes 
100–200K a year and this is toward the top for most lawyers nationwide.

Here’s what we’re offering in OMG. Do you know how people put an asterisk and say “These results are not 
common”? In OMG, these results are common. In 6–9 months at a cost of 5K, so you’re not six–figures in debt 
and you haven’t spent years studying; you’ve spent months, and we have hundreds of people making 10,000 a 
month and more. We have members making $100,000 a month. We have lots of members making $100,000 
a month.

We have lots of members who are semi–famous in their own groups. They joined OMG, they learned and ex-
celled and they’ve gone out and started their own communities. They’re making multiple millions of dollars. 
The only roof on this money here is your commitment to work and to scale your business.

If you don’t know anything at all about SEO, if you’ve logged onto this webinar and you said, “I don’t even know 
what SEO stands for,” I’m going to tell you that’s awesome because your cup is empty, like the Zen people 
would say. That means you don’t really have any bad information, bad training or bad knowledge. You will go 
in, you will absorb our training, you will get help along the way, and you will quickly be where you want to be.

This is why Bob has you on this webinar tonight. It’s not because he didn’t think you had anything better to do, 
or you just wanted to look at my pretty face or whatever; it’s because the opportunity that exists right now in 
this industry is like what Bob likened it to in the past – it’s like the Wild West. It’s very dead–on. There are not 
many people in the world who even know what we’re talking about with SEO as a profession. Most people 
don’t even know that SEO is a thing or what it is.

You’re at a point now where you can learn from people who have been doing this for a long time and have had 
success everywhere from the entry level to the advanced level. That’s one thing I want to point out as well, 
that OMG is for beginners or advanced. I’ve taken SEO’s who were taking six–figures a year and turned them 
into seven–figure a year people. We’ve also taken people who had low–paying jobs, like one of our members a 
few years ago who was working at Bed Bath and Beyond making about $30,000 a year, and he’s a millionaire 
now from this training, and he’s not a genius.

No one on this webinar is a genius, except maybe David and Greg, but definitely not me. I’m not a genius; I’m 
just a normal guy who works hard. I was already doing this type of work before OMG. The advantage of OMG 
is overwhelming. It’s indisputable. We have more proof of what we do than the next ten companies that try 
to do what we do combined. There’s no one like us. In this industry, we’re like Coca–Cola. If we were a soda, 
we’d be Coca–Cola.



14

www.omgmachines.com

What we’re offering you tonight is an opportunity. We’re offering you an opportunity to come and do what we 
do. Everyone has a different reason. Your reason for being on this webinar might have been curiosity. I don’t 
know how much of the pre–webinar material you took in, but Bob’s intention is for your change your financial 
future. That’s one of the things he wants for you. He wants you to be able to take control of your financial 
future.

Once you have control of your financial future, it’s a huge leap toward having a super–high quality of life. 
It’s not the only thing, and we all know that. Money is not the only thing. But when you’re in control of your 
finances and you can afford to live the kind of life you want to live, and live on your own terms, your quality of 
life is high. To you that may mean that you want to have yachts and Rolls–Royces. If you do, that’s wonderful. 
David has two Rolls–Royces. If you want to drive a Lamborghini, drive a Lamborghini. I have a super car.

But for me, what’s important is that I get to spend a ton of time with my wife and kids, and also with charities 
that I’m involved with. That’s what the win is for me, and that’s my “why.” So if I had to work 60 hours a week 
at a job, it wouldn’t matter what they paid me because my quality of life would be low.

The way I rate my quality of life is not on my things, it’s on my connections and on my relationships. This ca-
reer allows me to work part–time hours and make 7–figure obscene amounts of money! And everything you 
need to do what I’m doing is in OMG. –– Every single step.

Let me show you one more thing because I think it will help. I’m going to give you an example of how our 
organic SEO is going to match up against some of the other methods that people may pay for to get people 
to their website.

This is actually a newer client of mine who has been with me 3–4 months. There’s some simple math in the 
table here, and I’m going to show you how freaking powerful what we do is. This chart is from Google Analyt-
ics, so it’s irrefutable data.

It’s not some website that I control where I can play with the numbers; this is a screen shot directly out of my 
client’s Google Analytics that shows statistics for a 30– day period.

What I want to show you is that they got 2,204 visitors or leads through organic search. They also got 915 
through direct, which means that someone typed in their actual Web address. This client doesn’t do any ban-
ner advertising, so these two types of visitors are what I get for them. So 2,204 + 915 is a little over 3,000 
targeted visitors from my efforts. This client pays me $3,000 a month, and I get them a little over 3,000 leads 
a month. So can you tell me how much they are paying per lead? – It’s about one dollar per lead.
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Now I’m going to go down to paid search. They got 156 leads through their paid search. They pay $3,700 a 
month for their paid ads with Google pay–per–click. So they’re paying $3,700 a month for 156 leads. The math 
on that is $23.71 per lead. So SEO is $1 per lead, and Google PPC is $23.71 per lead. By the way, I am not manag-
ing their pay–per–click now. I’m about to start, but this shows another company’s performance.

Now I’m going to go to social media ads, like on Facebook and Twitter. These figures are almost 100% Face-
book advertising. They have another company they pay $2,500 a month to do Facebook marketing for them. 
So for $2,500 a month they get 131 leads, which is $19. a lead.

So SEO is $1 a lead and they are getting 3,000 leads. That’s three thousand potential visitors for a dollar 
apiece. Their paid search is only 156 leads, and again, it wouldn’t matter if they spent a billion dollars, they 
would still have only about 156 leads at $23.71 per lead. For social media ads they get 131 leads and they pay 
$19. per lead. So I’m going to ask you a very serious question now.

Which would you rather pay? Would you rather pay a dollar a lead for 3,000 leads? – Or would you rather pay 
$19 or $23 per lead for about 300 total leads? Ten times as much traffic for 1/20th the cost on average. So guys 
and gals, give me a “1” in the chat box if you understand what I just showed you. Alright, I think most people 
understand. Perfect. So I think that’s all I wanted to share, David, to make sure that people understood those 
things.

In summary, I’d like to say that you’re joining a community because that’s how I feel. I don’t even want to put 
a value on the Facebook group; it’s almost immeasurable.

Think about any job you’ve ever had in the past or anything that’s hard like a class – imagine if you could just 
jump into a Facebook group whenever you had a problem, like if there’s a teacher right there or a fellow stu-
dent to help.

The Facebook group is not only for getting answers to questions, but also for support. This group is nothing 
but positivity. This Facebook group is nothing but people who are either where you’re at or further down the 
road, and all of you have the same goal. All of you want to do this business and to win, and it’s nothing but 
support and people helping each other out and talking about their wins. We highly encourage that. We want 
to talk to people about when they rank a site, when they get a new client and all these things. It’s a super–pos-
itive community.

So you have the recorded video training, you have the community, and then you have the live office hours with 
the coaches. That’s what you’re getting. You’re getting every kind of lifeline that you need to come in and do 
this profession.

Like I mentioned before, I can’t even imagine doing anything else. I only work about 20 hours a week person-
ally, sometimes even less to maintain my businesses. I get up with my kids every morning and have breakfast 
with them and take them to school. I pick them up every day. I’m at soccer, I’m at volleyball, I’m at every play 
and every “Dad with Donuts.” I’m at everything; I don’t miss anything because I don’t have to because of this 
wonderful career.

That’s what I want for you. I want you to come and join me and have the kind of life that I have. That’s what I 
want for you.

Click here for your Elephant in the Room 
Webinar of the Century Replay!

https://omgmachines.com/shortcut



