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Determining what your market wants to buy 
What I do well is beat my competition to market. You can do that too. I will show you what that looks 

like. 

When you beat them to market, you have an edge, but at some point they catch up – but you still are 

the leader and have a residual edge. 

Competition will cause prices to fall and less people to have interest in yours. 

Anyway… 

Keep in mind, what I’m telling you here is about how I’ve done it. It may or may not work for you and in 

your particular market. But I’m pretty sure it will…and either way I think you will find it valuable. 

Let me share with you what has happened in my own market. 

When I first started, I had a broad idea but I had not specialized.  

Now you can specialize and see what happens or you can go broad first and then ask people what they 

want and then specialize based on that. Frankly sometimes I find it is hard to tell whether I’m being 

broad or specific – but either way, just move forward. 

For me a lot of my experience was in the publishing niche. My first several products starting back in 

2011 were all published books. Some were just Kindle books. 

And then I created a blog about self publishing and “how to” book on formatting and getting your book 

ready for print publishing. 

I had just under 100 sales total of that book and built a list of 95. And from that I learned a lot. 

I figured out how to get a lot of traffic – and what didn’t work at all for getting traffic. 

I learned what sold and what didn’t. 

Later when I went back in, I knew a few more things after that first experience.  

I knew that I could write an eBook, I could create a squeeze page, and I could develop a relationship. 

And I learned that even though I was using an autoresponder series to be delivered in email 

automatically, that I could write those emails personally. And that if I did, then people would respond to 

me once in a while. And I could reply back to them. 

Then I got this idea that I could ask people what they are thinking about =- what they need – what 

they’re doing. And from that I could get these themes about what people wanted. 



I did this to the list I built with my first product on the warrior forum. I just sent out a couple of emails 

and then people replied and asked me if I had a product that covered how to format Kindle books.  

Bingo! I didn’t really think about it then, I just went on a created a Kindle how to product for these folks 

and it was a ho-hum seller as a WSO.  

But looking back, I stumbled on to something really valuable. I figured out (I didn’t know it then) but I 

figured out that these subscribers would literally tell me what they wanted for products.  

After that Kindle book flopped, I sort of shifted gears into writing content on the blog and creating a 

coaching program.  

Again, I wasn’t really seeing at the time that my list was telling me what they wanted. I was gung ho 

about getting subscribers and building credibility. I was continuing on the path of creating blog posts 

and papers that I thought might be useful and then would drive subscribers. 

Well it didn’t work. It was just writing a bunch of content, getting frustrated, and then moving on. 

Anyway, it was funny because prior to doing all of this I had taken a pretty expensive course where they 

taught that you want to create this Avatar and picture what this one person wants / needs when you 

write your product. 

If this is the only thing you take away from this course – pay attention to this: Don’t fool yourself into 

thinking that you should just create a line of products / coaching / services based on this avatar you 

have pictured in your head.  It doesn’t matter how much demographic research you’ve done or 

whatever. It is hard if not impossible to predict what people want to buy. 

None of that is a substitute from finding out the real needs of real people. 

And this is especially true in information marketing…isn’t it! Think about a plumber or carpenter. Pretty 

much you call them up and you have a specific need. They either can or cannot help you. If they can and 

the price is right and they have some testimonials then you hire them.  If not, you shop around for 

someone else. 

The point is, with a plumber, you would never just call them up and pay them and set a date for some 

work to be done without both you and the plumber talking through what your needs are first. 

Information marketing is different. People are privately shopping around for solutions to problems – like 

how to build a list or make a product. But they aren’t calling up fellow forum members. They go 

shopping for information products. And this is where things sometimes get a little complicated – they 

get lulled in by a great sales letter. They dream of the solution being easy. They see dollar signs and the 

laptop lifestyle. 

And then Bam! They buy a product. And then secretly, it turns out they were wrong and they feel bad 

for getting suckered in by another sales letter that wasn’t quite genuine or kick themselves for making a 



leap of faith that it turns out they aren’t ready for. By the way, has that ever happened to you? IT sure 

has to me!  

Anyway, what I want you to focus on here is that they didn’t get what they wanted.  

Now it doesn’t always happen this way does it. I’m sure you’ve bought products where you said to 

yourself – hey that was a problem solving solution. And that is what I’m trying to help you deliver here. 

Those real-life problem solving solutions can’t be dreamed up very well. Sure you may hit a winner every 

once in a while – but not usually. What I want to show you here is a formula that you can use to 

predictably create great selling products over and over again. 

Now, if you just ask people what problem they have and then you show them a solution – well that is a 

real life situation and it makes the product so much better. When you create a product that solves a real 

problem that someone has indicated they have – well life gets easier because you don’t need a fancy 

sales page or to hire a high end copywriter to help you sell it. 

You’ll find that if one person has a problem there are lots of others who have the same problem. 

Okay, here’s a little piece of advice for you too. This one is valuable: 

When someone tells you the problem they have and it’s one you can solve and you’re going to create a 

product about it. Ask a lot of questions and then make sure you record or copy word for word what they 

tell you. 

USE THEIR Language when you write your sales page. Use exactly what they tell you are their problems.  

This may not be making much sense and I’m sorry to jump off on this little tangent here. 

Consistency Between Your Solution, the Sales Page, and Ads 
Let’s talk about congruence and how important it is when it comes to what you decide to create and 

how you deliver it and all the communication around it. 

There’s this subconscious requirement that people have that requires there be consistency between 

what they want, what you say you are delivering, what you deliver, and the communication around it. 

So I know this is a tangent here – but it is relevant. This goes back to some other stuff I’ve talked about 

especially with having one single thing that you want people to do on your website, that you lead them 

toward that goal.  

But when it comes to creating what your niche wants, well you also need to keep in mind that the 

squeeze page where they sign up to get this information needs to be speaking in the language that they 

have going on in their mind as it relates to the problem. 



The squeeze page, the sales page, the product, and the follow up emails all need to be written by the 

same person. In the same voice. In fact, you want to almost write all this at the same time. Some experts 

– now I do this sometimes but not always – some write the sales page first, then squeeze page, then 

write the product, then write the email follow ups.  

You do it this way because in writing the sale page, you make the outline for your product that you know 

your audience wants. So you know exactly what to deliver. 

Anyway, some people use these tools or virtual assistants in the process and they end up with this 

inconsistency or incongruence between what the niche wants, what the product delivers, what the sales 

and squeeze page says, etc. And this kills sales. 

An easy way to boost your sales again – is just to use the exact language that your list or that the people 

with problems actually use. 

Giveaways Versus Products – What’s the Difference? 
Okay let’s get back to creating a product that people want. 

I want to distinguish here between two key things – those are: your lead generating giveaway gift and 

your products. 

This lesson is a lot about figuring out what products to make that you can sell. A product goes a little 

deeper. It not only gives a solution, but it tells you how to implement the solution – or at least one way 

to implement the solution. 

The giveaway for lead generation is really focused on a problem and a solution but it stops short of 

showing much depth on the how to. Again, this is just one opinion on it – you may have a different 

experience or whatever.  

Your for-sale product is going to be a product that people hopefully want to buy because they see from 

your giveaway and from an email or two that you know a solution. Now they want to buy your product 

because it is going to show them how to do it. 

So when you discover a problem and you’re in the situation where you want to create a funnel – a 

funnel that goes from giveaway / lead generation all the way through to a product sale – then you want 

to separate between providing a solution and showing how to implement the solution. Does that make 

sense?  

Showing people a solution is your giveaway. Showing them how to implement the solution is your 

product. I’m kind of simplifying here, but I hope you get the idea. That’s just one simplified way to think 

about your product creation as it relates to your list and your sales funnel. 



You won’t always be in that situation – like in the example above with my Kindle book creation guide- I 

wasn’t looking to start that Kindle guide as a whole funnel – I just wanted to create another product that 

I could sell my list. 

Psychology of what happens when someone joins your list 
Some people who join your list are your competition.  

99% join your list because they need help.  

People join your list because they are looking for a solution to a problem they have. The search the 

internet for that solution and they end up landing on the forum or on your blog post or on your website 

because Google decided that your page was a possible solution. 

Ultimately, with something like WF, people start to hang out there because they find themselves in a 

place where they are finding answers or at least are with others who are seeking solutions. There are a 

lot of solutions. 

People don’t like email generally, so when they join your list, they are really in search of something.  

Probably they joined a few other lists at the same time as they joined yours because they may be 

exploring the solutions that they found and yours was one of them. 

Now sometimes, just by going through this they end up finding a solution and then they quit your list. 

But there will be a majority who stay on your list and they need you. Especially the ones who open your 

emails. The rest, well some may be still on your list because thee email just goes to spam. 

But the openers still need you.  

This is a very valuable group of people and they are the ones you want to find out some info from. 

These are the list of people who have needs that are not being met by the marketplace – or at least they 

are not finding it or not being sold on the other solutions. 

How to Ask Your Subscribers What they Want 
This is key. 

With the conclusion that these people are not having their need met – or that they are not finding the 

solution or not confident in the other sellers – this means that when you ask these people what their 

needs are and then you deliver a solution to them; this puts you ahead of your competition. This is 

where you put yourself ahead of the competition. 

Now if you come out and ask them what they want, these people are going to tell you that they want 

some generic thing. 



So you have to ask a special question: 

What is your single biggest challenge with X? What is your single biggest challenge with building a list? 

What is your single biggest challenge with training your dog? Etc. 

This single question seems to draw out real answers that YOU can convert to product. 

The answer to their challenge is the need in the market.  What their challenge is the real thing that is the 

problem. 

So the key take away here is that you can’t just come out and ask them what they need. If the car dealer 

asks you what you need when you’re car shopping, well the answer is that you don’t really know. There 

are a million things. 

But when these people tell you a challenge, well that is an obstacle and people are constantly stuck 

behind some obstacle – and if you can show them a way around this obstacle, they love you! And they’ll 

buy from you again and again. 

Now you can couch this question in a variety of different phrases – like you write something like this: 

“I’m in the middle of creating some training about (this) and I wanted to ask you about this (whatever 

this is). What’s your biggest challenge with X?” 

Or  

What is the single biggest thing you are trying to accomplish with X? Dog training? Internet marketing, 

traffic, etc. 

Then… 

What is your biggest challenge with x? 

Then finish the email with  

“If you respond in the next 24 hours I’ll personally respond to your email.” 

Now, if you have a bigger list, then you’ll get a lot of responses and many of those responses will be sort 

of superficial answers where there are already a lot of products out there that answer it. If you know 

you’re niche, then you’ll know there are a lot of other products. Some people just don’t dig very deep 

into their problems and figure out what are the roots. 

But some of the answers – even one – will be a genuine need and if you know your niche, you’ll see it 

right off the bat. It will be like a lob pitch and you’ll see it sitting there and you’ll think hey this is 

something I can help this person with.  

You can go back to whoever wrote this and ask some follow up questions if you want. You can use this 

to make an outline. Or if you really know this market and niche, you can take it and run with it. 



Ask them, what should I cover? What would help you the most?  

And then when you write the sales letter, you go in and just make sure you use as much of the exact 

language from that person (without mentioning who it was) just use their language in the sales page. 

THAT will resonate so deeply with every person who has ever had that problem – so much more deeply 

than you could ever hope to achieve with dreaming up copy on your own. 

Okay, now you will probably get points of interest from several different people and this is where you 

can take all these little problems and make a real report.  

And again, you just take every one of those snippets from the conversations you had with people and 

then add those as bullet points about what problems you are addressing and what solutions you offer 

when you write the sales letter.  

This works on so many levels. You’re showing your list that you care. I mean why not just make this part 

of your autoresponder list? Then you have a steady stream of stuff coming in. 

And then you can follow up with them personally when they respond. 

Now this works to help you create products. But think about the relationship – the deep relationship 

you develop with people when you get to this level with them. Even the people who don’t respond are 

going to be thinking – hey this new product has to be hot because he asked about it – got answers, and 

then made a product. And this sounds like it would be something I want to learn about. 

How to approach creating a product for your market if you have no list 

and no one to ask. 
You might be thinking that I’m going to back track on my earlier statement that creating products for an 

Avatar is a bad idea.  

Well, I’m not going to back track. I still think that is a bad idea even if you have no list or no one to ask. 

There are better ways to create products. 

In fact, let me tell you that getting the list that you can ask questions to and find out their needs is still 

your main goal. 

But if you have no list now, the way to approach this is different.  

Basically, you are going to have to create a few products – 5 – 10 – based on your own experiences thus 

far in your niche.  

You had problems and you found solutions.  



Heck, you’re reading this right now – or listening to it as the case may be – and so you’re not completely 

lost! So you can start by listing out 5 or 10 problems in your niche and then the solutions you discovered 

and have used to get to where you are. 

Maybe you don’t even make $10 a month online. That’s okay. You still can show people how to do what 

you know how to do. I promise there are people out there are struggling right now with the same things 

you struggled with a few months ago or last year. 

You don’t have to lie or buy stock photos of fancy cars to impress people.  

The point here is to create a product that maybe 10 people will buy. Probably at first you may not even 

get affiliates to promote your product (if you put the product in one of the affiliate marketplaces). But 

by the time you’ve created and sold 10 products, you’ll have a list of 50 people or more. And it only 

snowballs from there. 

And look – you have a list of 50 people who related to you enough to buy your product and now you can 

go back to the beginning of this guide and start with the process of figuring out what those folks are 

struggling with. 

Whether you have a list now or not, this is a numbers game. I’m playing it that way. So are others.  

But most people don’t have the fortitude to create a single product, let alone 10 or 100. So if you have 

no list now, then start by creating your first product based on a problem you struggled with and a 

solution you found. Then do it again and again and again.  

That’s all I’m doing. That’s how most online marketers have done it. Or authors. Or speakers. Everyone 

starts off without a product or a list. The people who have products and lists simply started and kept 

going at it until they got where they are today. 

That can be you. 

What to do If You Skimmed This Report 
I don’t blame you. I skim a lot of reports as well.  There’s just so much to read. 

But there is some really good information here and I don’t always do a great job of putting it in bold text 

or highlighting it. So you may have missed some good stuff. 

What I recommend is to go and check out the companion audio and video recording that go with this 

lesson. 

I cover everything that’s in this document and then some. In the video, you get to watch me live while I 

go look for a new idea and then you’ll see what I did to get a ton of publicity for the report I wrote. 

Click here to check it out. 



 


