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Unlimited Free Distribution Rights Included

Feel free to pass this audio eBook on to your subscribers, include it as a bonus, post it on
your website, or use it as a free gift for new subscriptions or completed surveys

$$$ Make Commissions With Ease! $$$

It's easy to make some extra money with this audio eBook. You can substitute the affiliate
links within this report with your own affiliate links using our brander software. To receive a
copy of the brander, click here and send a blank email for download instructions.
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How can you consume the information
provided in this audio eBook?
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There are three ways for you to |l earn and absorb all the infornmation

provided within this audi o eBook.

@ Transcript — The foll owi ng pages contain the transcri pt

audi o recording. You can read the transcript on your conputer

print it out to read anytine, anywhere.

® Stream ng Audio — While sitting at your conputer, you can listen
to the audio streamat anytime by clicking the Iink below. The
advant age of streami ng audio, is that you do not have to downl oad

the entire audio file.

@ Click here to listen to the audio stream

Note: To listen, you nust have Real ONE Pl ayer install ed.
free download. Click here for details.
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@@ FREE audio clips ... Do you want to listen to nore audio
webcast recordings? Click here now and get a free nenbership to
the PickTheirBrains Listening Lounge.

Note: Thefollowing transcript isan excerpt taken from alive 2 hour and 15 minute
panel discussion. For details on the complete audio recording and transcript,
click here.

Jason Potash: Some great advice as dways, Paul. | know that just reading the chat
room here, | fed like apuppet on astring! | have like afew hundred commanders who
are tdling me what to do, and that’s good, though! 1 don’t mind taking instructions here.
And | know that people are just dying to understand. Let's get into the substance here.
Let’sredly tak about some ligt building tactics. | think it’s critica that we spent some
time talking about defining your market, setting your objectives, and talking about how to
bond with your subscribers. | think that without doing thet, you can have alist of aixty
thousand people, but without those fundamental components you have alist that might be
unrespongve, or may not make you afull time income to get you out of the rat race and
to get you onlinefull time. So let’s get ralling here, and let’s jJump in and go through

some lig building tactics.

Now, onething is for sure, I'm sure that most people listening today don’t have
two, three, five, ten thousand dollars to spend on their lists, and obvioudy if you have
some money there are ways you can attract subscribers fairly quickly and easily, and
we' |l talk about that later on. But the redlity is that most people don’t want to spend a
dime and | was the same way when | started my e-zine three years ago, and I’'m sure
many people today are in much the same postion. So I’d like to discuss some low cogt,
no cost ligt building strategies that anybody can gpply listening today, and Kris, | know
that you have a unique story to tell. | mean you managed to build up alarge list rather
quickly at no cost, and a0, you' ve managed to form relationships with some of the top
playersin your indudry. I'd liketo get abit moreingder information on exactly what
you did and go through the process. | received a question from Anton (and | hope I'm
pronouncing thisright) Gillitsky. Anton isbasicdly just getting on the ‘ net and he asked
avery smple question which came in mulltiple times throughout the past two days. He
asks, “Wheredo | gart in building my li? Give me some low cost tactics | can useto
get started.” Kris, can you share your story and go through some of the crafty JV work
you've done, and that reference that | just talked about? How did you go through thet
process and put it together?

KrisStringham: You bet | can. | told you this story the other day and it applies redly
well right here. One of the fird interactions | had with Terry Dean and Jm Danids was
about four or five years ago, and | was just getting up the courage to start an e-zine. |
bascaly emailed them and | told them, “I’ll give you twenty five new subscribers for

your e-zineif you'll give me afree classfied ad in your e-zine” And | just basicdly pad
for alow cost classfied ad in another e-zine and dso had the offer on my website. And
we offered some freebies and a free report if the prospect subscribed to al three of our e-
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zines. So we made the starting of co-regigtrations there and that way | redly received
three ads for the price of one and that was the first way | was ableto get it. | remember
being terrified to even hit the Send button the first few times, but the number one thing is
just to get sarted somewhere. Redly, from that firgt initid contact with Terry and Jm, |
built such a greet rdationship with them, and it actudly led to www.ezinehits.com, which

| started in 1998, | believe. Basicdly | came up with the idea for the 100,000 e-zine ad
contest, and | contacted Terry Dean first and | was afraid to doit. | thought that he might
say no. But basically the answer is“no” if you don't ask, so you've just got to ask. |
asked Terry if he'd liketo join, and he said it sounded like agreat idea, and then when |
emailed the other guys| said, “Well, Terry’sin...” to kindanudge ‘em alittle bit. So no
one turned me down on that. It was Mark Joyner, Jm Danids, and Terry Dean among
others. So bascdly, not only did it help me build thousands of subscribersto my list, and
like Frank was talking about, it was pulling from other e-zines. So they were qudity
subscribers. It helped me to get a name out there on the ‘ net with these other
guys...respected guys, and it helped me to get more successful in other areas with the e-
zine publishing, because | think one of the number one things you need is a good name.
Someone that people trust and that people will rely on, and they will go to you with their
busness. Basicdly, you need to be creative. Do acontest. Pool your resources with
other marketers. Decrease your expenses when you start any way that you can so you're
not getting in debt, so you' re making profit sooner. That hasled to redly unlimited
possibilities for joint ventures.

One of the other things I"d like to mention is maybe how to go about joint
ventures. You know, | get offers every single day. People say, “I’ll give you 50% of the
sdeif you market my product.” That redly does't catch my attention very well. You
know, you redly have to make a great offer to someone, and lots of people are going to
turn you down, so make a great offer and keep going. People will say no, but keep going
until they say yes. | think you can be alot more powerful if you team up with other
marketers. Maybe they’re only aweek or two ahead of you, but you can learn alot from
each other.

Jason: And that little JV obvioudy launched you into the limelight, and took relatively,
somebody who was not well known on the Internet and redlly got you to rub shoulders
with some of the best of the best in the industry. What' s your list hovering a now, in
terms of subscribers?

Kris: Twenty one thousand.

Jason: Twenty one thousand, which is nothing to sneeze about. That'sagood szed list
and obvioudy you've done very well as aresult of that.

I’m going to shift gears here for asecond. | know that a couple people, just from
looking at the chat room here, were asking for some more specific examples. | mean,
bear in mind that the example that Krisjust gave us, that can gpply to any niche vertica
market that you can think of—if it's gardening, if it's smdl business owners, what have
you. I'll give you an example that Alex Sampson, who is actualy monitoring the chat
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room now, did lagt year, and what he did basically is he approached other e-zine
publishers who werein asmilar market that he was, and again, he wanted to find that
synergy, find that harmony, tap into the subscribers that were much like his subscribers—
had the same needs, same wants, and the same interestsin a certain topic, mainly being
Internet marketing. What he did was he approached about six people, and he got them dll
to donate a prize and he had a big contest. Basicdly, how it worked was that everyone
involved in the contes, al six e-zine publishers promoted the contest to their lists, and it
was very smple. They had to go to a certain landing page. They had to sgn up for dl
the e-zines within the contest. Asaresult of doing thet, a the end of the month, they had
bascaly adraw, and one person would win dl the products. There was probably, easily
$800 worth of good products, you know, audio ebooks and that kind of thing. It was
pretty smple to put together, much like what Krisdid. What Alex did is, when he got
buy-in from one person, he used that as leverage to contact the other people. If you're
contacting somebody and they don’t know who you are or what you do, or even if they
should believe you, if you can say to them, “Wdl, guesswhat. I’ve got people like Terry
Dean, I’ ve got people like Frank Garon dready involved in this thing, so why wouldn't
you want to get involved with peoplelike | have dreedy?’ Using those psychologica
triggers, it's quite easy to push people into a corner and get them involved because
you've gained that momentum. Getting the first person on board is the most difficult.
Once you've done that, | think it becomes much easier to get more people involved in a
contest like that. Any other examples that you guys and girls can throw out thet rdate to
this?

Paul: I'vegot onethat | think alot of people can use that will cost nothing, and will
actualy make you alot of money in the process of getting alot of subscribers. There are
alot of peoplethat are afraid to be opinionated. For those people, being in the middie of
the road can actually be ared strong benefit, provided you' re willing to quote other
peopl€ s opinions, who have strong opinions, and quote both sides. So, for example, you
might do Business Opinion Today, or eBusiness Opinion Today...something like that.
And you might do asurvey. “How do you fed about popups?’ Y ou're going to get alot
of people banging that page.

Y ou ask a couple of quick questions, you put alittle thing at the bottom that says, “Also,
would you like to sign up for our newdetter? The results will be published in the next
issue...” Blah blah blah. If you're usng confirmations, you tdll them right there, “You're
going to have to confirm your subscription. Here'swhat you've got to do. If you don't
want this, just click here, leave your email address out and you won't be subscribed.”
Now, you're going to be able to drive alot of traffic to that. It'savery emotiond subject
for alot of people. Depending on what their answer is—if they like popups, if they’ve
done well with business, you bring up a page with an &ffiliate program for Popup
Response, or Jonathan Mizdl’ s course on popups, tc. If they hate ‘em, you bring up an
ad for one of the popup killers, dso on an afiliate program. So you' re giving them what
they want, getting subscribersin the process, and you are making money. Y ou may say,
“| don’t want to express strong opinions, | don't want to get into arguments with people.”
All you're doing is giving the answers that other people gave who have those strong
opinions. Y ou can be completely fair and impartia, and turn your subscription process
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into a profit center. Next week, or next two weeks, or next month, you come up with
another controversid topic. How about “ Switching newdetters from free to pad’? How
do you fed about that? There's another big one. How do you fed about driving down
the cost of eectronic products by people who have never done these processes writing
books on them? Be credtive, folks. One of the best things you can do is ask people for
their opinions, and you can actudly turn that smple thing into abusinessmodd. And

it'll work in any market. Controversy sdls everywhere.

Jason: Any other examples from the rest of the pane members? Contests, JVs, credtive
ways to work together? Joel, co-opetition? Y ou're the magter of this phrase! Working
together with other people to cross pollenate alist to benefit each other, yet dso be
competitors. | mean, you can be friends with your competitors and till be quite
successful in forming joint ventures. Any examples you can think of that you' ve come
acrossin the past with your consulting clients, or anything else?

Joel: Interms of co-opetition? One example | can come up with is, | have this client that
worked on theinvestor red estate market. And | had another person who is actualy
working on the redtor or red estate agent market. So | put them together because
somehow they cross pollenate. They'reredly aiming & smilar markets, not totally the
same. But they're offering different product lines. That’'s an example that can work well
because it's sub-niching, meaning it's one big market cdled red estate, but there's a sub-
niche. And because they’re sub-niching , they can actudly cross pollenate from each
other’s marketing campaigns. In turn they help each other by referring people that may
be realtors from the real estate agent market, referred to the people who are interested in
becoming red estate investors, and vice-versa. So that’s one example that | can name
right now off the top of my head, Jason.

Jason: Great example. I'll add one more thing, because | know that I’ ve received a
comment from Heidi in the chat room here, and I'm reading and listening at the same
time, which we dl know Paul and Frank can't seemto do. (laughter) Soif | seemlikel
zone out for asecond, I'm ill with you, I'm just trying to read and talk at the sametime
and ligen. So just to close up the whole conversation on joint ventures, | think that Kris
mentioned it. 1t'sdl about creativity. There' samillion things you can do. | would say
keep your eyes open and see what other people are doing. Try to do things differently
andtry torasethebar. A very ample exampleisthat ared easy way to get a handful of
subscribers to your e-zine on adaily basisisto pick three or four e-zine publishers, send
them a JV proposa saying , “Hey, I've got an e-zine that dso covers the same topic and
category asyour e-zine. Heré swhat I'd liketo do ...

T o access the complete 2 hour and 15 minute recording and transcript of this
intense, live panel discussion, click here now for details ...
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