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What you’ll learn from this module: 

 The exact steps to building a squeeze page that 
convinces visitors to ask to be included in your 
email list. 

 How to create your Killer Website that sends 
customers into a buying frenzy. 

 Not only how to automate sending your email 
messages to thousands of visitors but, just as 
important, how to convert those visitors into top 
paying shoppers. 

 How to continuously improve your conversion rate.  
Everything from your opt-in rate to converting 
visitors into buyers and then into repeat buyers.  

  



Bringing It All Together With Squeeze Pages, Autoresponders, and 
Tracking 

Table of Contents 
The Secret to Your JV Success .......................................... 4 

The Power of 8 ..................................................................................4 

Building the Perfect Squeeze Page.................................... 7 
Headings ...........................................................................................7 

Above the Fold Content.....................................................................8 

Readability.........................................................................................8 

Privacy Policy ....................................................................................9 

Length and Call to Action ..................................................................9 

Promoting Your Squeeze ................................................................10 

Build Your Killer Website .................................................. 11 
What You Need to Know About Building Your Own........................11 

Important Website Features ............................................................12 

Picking Your Domain Name ............................................................13 

Make it the Best of the Best ............................................................14 

17 Tips for Writing Web Copy .........................................................16 

Tips for Great Product Photographs................................................18 

Building Your Retail Website...........................................................19 

eCommerce Website Features........................................................20 

Shopping Carts and Merchant Accounts.........................................21 

SEO for Your Webpage...................................................................23 

Persuasive Email Campaigns and Autoresponders....... 26 
A Few Interesting Facts...................................................................26 

How You Will Benefit.......................................................................27 

Automating with Autoresponders ....................................................28 

Several Ways Autoresponders Can Be Used .................................28 

Autopilot ..........................................................................................31 

Structure of an Email Campaign .....................................................31 

Anatomy of an Individual Email .......................................................32 

Writing Autoresponder Messages With High Conversion Rates .....35 

About Spam.....................................................................................37 

2 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



Bringing It All Together With Squeeze Pages, Autoresponders, and 
Tracking 

Know the Law About Email Marketing.............................................38 

Tracking Everything – From Opt-ins to Repeat Sales.... 40 
Your Goal ........................................................................................40 

Getting Started ................................................................................41 

Benefits Using Google Analytics .....................................................42 

Let’s Look at How it Works..............................................................43 

Tracking Your Campaigns...............................................................44 

Managing the Sales Funnel.............................................................45 

Coming Soon…… .............................................................. 48 
In Your Next Module........................................................................48 

Squeeze Page Template .................................................... 49 

Double Opt-in Confirmation Email ................................... 50 

Website Development Checklist....................................... 51 

Autoresponder Email Checklist........................................ 52 

Marketing Campaign Tracking Checklist......................... 54 

 

3 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



The Secret to Your JV Success 

The Secret to Your JV Success 
You know the power of joint ventures. You are an expert in your niche. 

You have products and understand how 
to brand them. You even understand that  
the right microniche can generate 
more wealth than you can dream of.  

Enjoying  
the good  
life! 

You’ve studied the competition and know 
how to handle them. You also know the 
exact manner in which to get an expert to 
help your create a killer product and then 
use the double expert JV method to 
convince a super list owner to launch your 
product to tens and hundreds of 
thousands of buyers.  

Then you went on to learn the incredible brokering and licensing JV 
techniques.  

You might even be thinking there’s not much more to learn about 
profitable JVs. Well, you couldn’t be further from the truth. Here in 
module 8, you are going to learn how to radically expand your own 
email list and leap to the front of the pack where other successful JV 
marketers will be sending JV proposals to you. Now, it’s your turn to 
sift through the best offers and selectively choose only the best for 
your next joint venture. 

And learning how to compound your JV wealth begins right here with 
the POWER of 8! 

The Power of 8 
Do you want a very simple JV technique that 
will give you so much cash that you’ll literally 
have money to burn if you choose to? 
 
Now that you fully understand the awesome 
power of joining forces with other 
entrepreneurs to create multiple profits, why 
not JV with multiple partners on the same 
project to gain the advantage of compound 
returns on your small investment in a 
product. 
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The Secret to Your JV Success 

Let’s say you rebrand a new eBook. You have it professionally 
rewritten to be completely unique and a great fit to your niche. The 
entire project costs you $375. You will sell it for $27 per copy. 

You take a conventional JV approach and split the profits 50% - 50% 
with a trusted JV partner. He sends it out to all 10,000 on his list. 
You’re still building your list and but it has only 1,200 names. But it’s a 
quality list. 

Your partner’s list is large but not as good quality. His list converts 3% 
into buyers. That equals 300 copies being sold (10,000 X .03). His 
sales total $8,100. He keeps half and sends your $4,050 to you. 

 Your higher quality list converts 15% into buyers, equaling 180 sold 
copies. Your sales total $4,860.  

Including what you received from your partner, your total take from the 
project is $ 8,535 ($4,800 + $4,050 - $375).  

Not bad, but what if you could just as easily make much much 
more buy having  eight JV partners offer it for sale? 

It’s very unlikely you will find 8 super list owners and you might even 
have to settle for working with some that are just starting to build their 
list.    

The lists of your JV partners look something like this: 
Owner #1 list =   2,300 
Owner #2 list =   1,300 
Owner #3 list =   5,000 
Owner #4 list =   4,200 
Owner #5 list =   7,000 
Owner #6 list =   1,800 
Owner #7 list =   3,700 
Owner #8 list = 10,600 
Total         35,900 

We’ll keep the math simple and use an average conversion factor of 
5%. That totals 1,795 X $27 = $ 48,465. Your half is $24,232 plus 
sales to your own list of $4,860 for a total of $29,092. 

Much better result even though you used less successful JV partners. 

And there is another even more profitable version. 
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The Secret to Your JV Success 
 
What happens if the same 8 JV partners each find 3 more partners? 

3 X 8 = 24 list owners. Keeping the math simple let’s say each has a 
list of 2,500 X 24 = 60,000. With a 5% conversion you’ll sell 3,000 
copies at £27, bringing in $81,000. Your take jumps to a whooping 
$40,500. 

I think you get the idea behind 
using multiple JV partners. Of 
course, there are a limited 
number of potential JV 
partners. Only you know how 
many there really are. The 
lesson to walk away with, is 
there are many ways to 
structure a JV to pull in the 
most profits. 

Hopefully that generates 
enthusiasm for you as we get 
started on Module 8. Here 
you will learn exactly how to 

convert your opt-in list into eager buyers. Starting with the squeeze 
page where they join your email list.  

JV Your Way to Profits for 
You and Your Partners. 
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Building the Perfect Squeeze Page 

Building the Perfect Squeeze Page 
A squeeze page is also called a lead capture page or 
a landing page. Stated simply, the goal of the page is 
to obtain the visitor's email address. While some 
people try to collect additional information, that can 
be a bad idea. You don’t have a relationship with the 
person yet and asking for more than a first name and 
email address risks causing them to "Click-Away" to a 
different website. 
 
The best squeeze pages have been known to have 
conversion rates of 30-60% and some even higher. 
Conversion rates are the percentages of visitors that 
choose to opt-in to a mailing list by filling in the form 
fields available. 

Headings 
The heading is the most important because it is the 
first contact point with your squeeze page visitors. This is where you 
must captivate them with an attention grabbing headline that compels 
them to continue reading your text. Your headline must be clear about 
what you are presenting and your copy (usually written as a bulleted 
list) must connect with your visitors on an emotional level. 

Just like it always is in marketing, you need to tell people how they will 
benefit by giving you there email address. Headings should begin with 
a benefit. 

How to….is often a good way to begin: 
How to Save Money  
How to Make Money  
How to Find the Answer to …. 

Another good headline technique is with bold headlines clearly 
spelling out the benefits. 
Lose 40 Lbs. in a Month with Our Free Recipes! 
How to Get More Dates Using These 3 Simple Steps 
How to Quit Smoking in 30 days 
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Building the Perfect Squeeze Page 
 

But truth be told, 
everything on the squeeze 
page is important. You 
don’t want anything to 
distract the visitor or make 
them go away before they 
give you their email 
address. 

Right Hand  
Optin Form 
Converts  

Best 

Your Site 
Name 
Here 

 
2nd 

Optional 
Optin 

form at 
bottom 

Above the Fold Content 
Where your content is 
located can be just as 
important as what it 
contains. Content is best 
placed in areas where 
your readers will not 
have to scroll down to 
read it. Keep your content 
“above-the-fold” to make 
sure that readers read 
what they’re supposed to. 

The entire squeeze page 
should be small enough to  
fully appear in the visitors 
browser without them 
having to scroll down at all. 

The opt-in box is very 
important and specifically 
belongs near the top on the 
right-hand side. You can 
place a second opt inbox at 
the bottom in the center of 
the page (it’s OK if they 
have to scroll to the second 
opt-in box). 

Readability 
Bullet points are your 
friend. They make reading 
easier for your visitors and 
show them the important 
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Building the Perfect Squeeze Page 

highlights so that they won’t have to waste time looking for them. Use 
bullet points to show readers how they’ll benefit from signing up for 
your email list. The more people signing up the more positive effect 
they’ll have on your business. 

Keep plenty of white space on the page. Don’t clutter it. Reading on 
computers is more difficult than print. Plenty of white space is easier 
on the eyes. 

Privacy Policy 
Many people are reluctant to give their personal information out to 
anyone they don’t know. Including a statement immediately below 
your opt-in form gains your prospects’ trust by reassuring them that 
you won’t sell or trade their information.  

Be very clear that you will never share their email address with any 
one else.  

“Your email and name are safe and fully confidential with us. It will 
NEVER be shared with any 3rd party. We hate spam as much as you 
do” 

This is a very big reason why your JV partners won’t just give you a 
copy of their list to send your offer to. That’s spam and you need to 
avoid becoming known for spam. 

Length and Call to Action 
Some of the most successful capture pages are not long and wordy 
but are small enough that the whole web page fits inside of the 
browser window. The goal here is to capture their email address. 
Combining it with a sale pitch often fails to get the visitor to do either. 

One component of your site that can greatly effect your conversion 
rate are the words appearing on your submit button. Instead of using 
the word submit or subscribe, you’ll find your conversion rate rises if 
you use an action phrase expressing how your visitors will benefit by 
clicking on the button.  
 
The single action you want visitors to do is click on the submit button. 
People don’t want to submit to a list or subscribe to a newsletter. They 
want a benefit.  

Use an action phrase that is written from their point of view to 
persuade them on a personal level such as “Send my Free report 
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Building the Perfect Squeeze Page 
 
‘loose 30 pounds in 30 days!” or “Free instant access now!” and 
so on.  

Promoting Your Squeeze 
Most importantly, if you put this advice in action and actively promote 
your squeeze page, you will see an incredible increase in the number 
of opt-ins you receive to your list. 

There shouldn’t be any links to get off your squeeze page. Once a 
visitor is there, you want them to either sign up or find their own way 
off the webpage by surfing to another page. No Links! 

The one exception to the No Link rule can be a link to directly contact 
you or a staff member by email. They may have a question they want 
answered before signing up. Answer the question and provide a link 
back to the sign up form in the email or ask them for permission for 
you to manually place them on your list. 

There will be plenty of inbound links. Below is a diagram of how you 
want to link all of your promotional activities to the squeeze page. 
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Information 
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Affiliate, 

And  
Other 
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This is the correct way to link your promotional and squeeze pages. 
The promotional pages can link to each other and all of them should 
direct readers to the squeeze page. But the squeeze page never 
points to the promotional materials.
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Build Your Killer Website 

Build Your Killer Website 
Start selling your products to the whole world! 

For those with physical products for sale, 
you’ll need a website to sell from. Even 
selling information products benefit from a 
webpage but it requires much less to create. 
 
Creating another strong income stream 
can be had by building your own web e-tail 

site and it is much easier than you might first think.  
 
What You Need to Know About Building Your Own 
People are looking for information - that is why it’s called the 
information superhighway.   

1. It is About Detail – there is an unlimited capacity to deliver 
information to your customers over the internet at minimal cost. 
Much less cost than radio, print, or TV marketing media. Give 
customers the details they seek. 

 
2. Persuasive Graphics – You will definitely need quality photos 

of your products. Also, consider personalizing the website with a 
few photos of yourself and your business. People like to know 
there is a real person at the other end of the computer. Caution: 
don’t go overboard with a lot of glitz that is detracting.  

 
3. Simple Navigation – If the customer can’t find what they want, 

they will be off to another website in two clicks. This includes 
free information offerings as well as product promotions. 

 
4. The Product – You should be providing plenty of information 

about the product. Why does it interest you? How did you learn 
about it? Tell them something unique. Don’t dump too much 
information on customers at one time. Create links that take 
them further into the subject at their own choosing. They should 
be able to purchase the product from any point on the website. 

 
5. High Expectations – Customer expectations are high when it 

comes to internet shopping. Speed is at the top of the list. They 
expect instant email confirmation of a purchase and the package 
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Build Your Killer Website 
 

to be mailed the next day. You need to deliver stellar customer 
service. 

 
6. Speedy Checkout – Once the customer makes a purchasing 

decision, they need to be able to complete the purchase quickly 
and securely. The largest number of lost sales occur during the 
check out process due to security concerns and lack of speed. 
This is not the time to be making last minute offers or creating 
distractions that lead buyers away from completing the 
purchase. 

 
7. It’s Always About the Customer – Every aspect of the 

webpage needs to cater to the customer. Never make a decision 
to design something to make your tasks easier if it hampers the 
customer from finding what they want. This is especially tricky 
with account registrations that ask for customer demographic 
information. Collect what you need but be clear how the 
information will help you serve the customer better. 

 
8. Talk about how the customer will benefit by purchasing the 

product. It will save time, make something easier, provide 
entertainment, etc. There is no need talking about how great the 
product is, benefits convince them it is a great product. 

 
Important Website Features 
There are common features that you will find on any reputable e-tail 
website. These are essential to building customer confidence, trust, 
and easier navigation. 

 About Us – a short company history  
 Contact Us – telephone, email, fax, street address 
 Security and Privacy Policies 
 FAQ 
 Customer Testimonial Page 
 Customer Service Page 
 Shipping and Return Policies 
 Site Map 
 Links from each page to other important pages (back to the 
home page) 
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Build Your Killer Website 

If you don’t meet these requirements, not many visitors will stay long 
at the website and few, if any, will make purchases. 

Picking Your Domain 
Name 
Your business domain 
name is like a brick and 
mortar street address. In 
brick and mortar 
retailing, it’s all about 
Location, Location, 
Location. That is why 
you want to think hard 
about the domain name 
for your website. 
Something easy for your customers to remember!   
 
The domain name is the web address that people can type into their 
web browser to take them directly to your website. It’s how your 
website is found among millions on the internet. Whether people 
find it with a search engine or return via a bookmark, you want one 
that people will closely associate with your products. If your niche is 
selling garden statues, a domain name like statues.com is great. It is 
short, descriptive, and easy to remember. Other good names might be 
greatstatus.com or allstatus.com. 

Keep these guidelines in mind: 
 Keep the length relatively short while still being descriptive 
 Easy to spell 
 Avoid using intentionally misspelled words like dawg.com 
 Related to your product 
 Often becomes your brand name 
 Good domain names are not confused with someone else’s 
 Think about how the name might relate to future product 
offerings 

 Avoid hyphens because people often forget them 

Your first choice might already be taken but you still have options. You 
can combine your first choice with another word. statuespecialist.com 
or beststatues.com might still be available. This may lead to confusion 
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Build Your Killer Website 
 
with someone else’s name so be careful if you go this route. Another 
variation is using less common domain extensions. 
 
Many people are not aware that there are over 200 domain extensions 
available. The most common is certainly something.com. Most people 
associate this with commercial and personal websites. As a business 
owner, you should try relying on this common association. The 
problem is that many variations of .com are already in use and your 
choice may not be available. The next most common is 
something.net. People will intuitively associate statues.net with an 
internet business selling statues.   
 
Other, less known extensions include .biz, .store, and .firm. While 
these might become commonly used in the future, today many 
customers are likely to have trouble remembering them. 
 
Here are free websites to help you generate ideas for domain names 
and check to see if names are already in use:  
http://www.dnwiz.com 
http://www.domainfellow.com 
http://www.nameboy.com 
 
Make it the Best of the Best 
There are similarities and differences between killer websites. Among 
the 100’s of television channels available, you will find music channels 
have DJs that talk the same language as their audience. Newscasts 
have a different look than music video shows, and children’s cartoons 
are different from both. It’s the same with websites; one size does not 
fit all. Your website needs to appeal to your target customers. 
 
You don’t need to reinvent a website that appeals to your customers 
but you can improve on the best of the best.  
 
There are two great sources for finding websites in your category that 
sell well. Google search the internet for websites that you will be 
competing with and others that your customers are likely to visit. Take 
notes of what works well on these and what does not. Build on the 
best of the best and leave out the rest!! 
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Another fantastic source of web pages that sell is Ranking.com. Go to 
their website and enter the category that your product belongs to. A  

 
list of related categories appears. Select the one that best represents 
your market and click to reveal a list of the most visited sites. Evaluate 
these sites to see what works particularly well on thriving web pages 
selling products similar to yours.   

Reviewing websites about kitchenware at rankings.com finds 
chefscatalog.com ranked #1. This top rated webpage opens with a 
large photo of a gourmet chocolate dessert labeled Tempting Treats – 
an immediate eye appeal to the customer. The page is clean, 
without animated graphics or other flashy come-ons. It grabs the 
gourmet cook’s attention with a dessert that almost everyone savors. 
Products are prominently displayed along the side of the page but just 
as easy to find is information that interests the customer. The page 
has several features that you will also find on popular e-tail sites like 
Amazon.com. 

 My wish list 
 Email signup 
 Account registration 
 Recipes (these are niche articles) 
 Seasonal recipes 

• Game Day  recipes (watching sports) 
• By main ingredient 
• By course 
• By cuisine 
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• By alphabetical index 
 

Notice how the recipes are offered in several categories to appeal to 
different customer preferences. The product shopping pages are 
organized into multiple categories as well. 

 Dropdown window by cookware type 
• Bakeware 
• Cutlery 
• Cookbooks 
• Outdoor cooking 
• By brand 

 Suggested gifts for the gourmet cook 
 What’s New – for repeat buyers 
 Catalog Orders – sent seasonally to customers requesting it 
 Featured products displayed on the homepage 

 
Most notable is that everything is Customer Eccentric. Information of 
customer interest is provided in the same abundance as product 
promotions. All of it is organized to make it easy for the customer to 
quickly find what they are seeking. Email signup, seasonal catalogs, 
wish lists, and account registrations all provide ways for 
chefcatalog.com to stay in touch with customers to promote specials 
and new offerings. 

17 Tips for Writing Web Copy  
The words you use on your website are your first and possibly only 
contact with the customer. Obviously, you want to convert visitors into 
buyers.   

1. Be professional but friendly – use the word “You” to personalize 
the message and talk directly to your customer. Avoid the word 
“we” which implies you are more concerned about your business 
than solving customer problems. An exception to the use of “we” 
would be articles describing your experience with the products. 

2. Write like you would talk to someone in a showroom but don’t 
use jargon or slang unless you are sure it is directed at a 
customer very knowledgeable about the products. 
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3. Always think product focus by providing detailed information for 
people knowledgeable about your shared interest. Also, provide 
beginner information for the novice that is just starting to learn 
about the subject. Beginner articles and advanced articles are a 
good way to deal with this. Another is having links from product 
descriptions that go to “more information” or “technical 
information”. 

4. Remember to exude your passion for the products and related 
subjects. Convince them that you believe in what you are doing. 

5. Obtain customer permission to post testimonials soon after 
opening for business. Put the best where they can easily be 
found and include others deeper in the website. 

6. Use bold lettering and exclamation points sparingly. Only to 
emphasize the most important points. 

7. Write little about it being a great product. Do write about how the 
customer will Benefit from the product. It will Save them Money, 
Entertain, Simplify, or Create a New Experience. 

8. Write tight sentences without using corporate speak.  

Do not write: “Our customer satisfaction policy is to encourage 
dissatisfied customers to contact headquarters”.   

Do Write: “If you have a problem contact us immediately”. 

9. Use bulleted lists that get to the point quickly. 

10. Used numbered lists for information that is sequential. 

11. Write short paragraphs focused on a single subject. 

12. Use compelling and understandable page titles encourages 
people to dig deeper into the site. 

13. Create hyperlinks between pages when discussing a subject 
that has more detail elsewhere on the website. 

14. Proof read everything – at least 3 to 5 times. Have someone 
else proof read too. 

15. Update your content often to keep repeat customers returning. 
17 
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16. Wherever the customer is on your website, it Must be Easy to 
Make the Purchase. Purchasing should be one click away and 
not more than two clicks. 

17. Remember to tell the customer about the Benefits of Buying 
The Product!! 

18. Bonus tip #18 – always give your customers more than they 
expect! 

Tips for Great Product Photographs 
A good photo can improve sales 
by 150% or more! Take a photo 
with a digital camera or ask your 
local photo finishing shop to 
make a few jpeg's from a hard 
copy. Be sure to take a few 
different shots.  

If your product is pre-owed be 
sure to show close-up shots of 
any defects or damaged areas. 
 

 Use a good digital camera 
with a zoom lens. 

 Fill the photo with the 
subject, not the 
background. 

 Products photographed against a light background tend to 
appear dark. Digital cameras have an Exposure Value (EV) to 
compensate for over exposure. Start at EV +1.0 and gradually 
increase to +1.3, +1.5, etc. 

 The auto-focus on digital cameras is generally better for large 
and distant objects. Try the spot-focus setting for smaller and 
close-ups of objects. 

 Be familiar with the aperture setting. Use the aperture priority 
setting to focus on the largest area of the object and turn the 
aperture up as high as possible. 

 Take photos from different angels, from the right, left, and top. 
Your customer wants to see the product as though they are 
looking at it from different viewpoints in a shop. 
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 Use complementary and contrasting colors for the background. 
Usually, colors should be neutral unless your product is an 
unusual color. Medium to light blues are common. 

 Use a tripod to obtain photos free of hand movements. 
 Professional photography lighting is softer and superior to the 
flash that comes with digital cameras. 

 Use professional photo editing software. 
 Sizing digital pictures for the internet is important. The bigger the 
picture, the more detail shown. However, bigger pictures are 
slow to download to customers browsers. It is common to have a 
small picture linked to a bigger picture that lets the customer 
decide the amount of detail needed. 

 Keep a log of the equipment settings, lighting, and 
circumstances for your photos. Refer back to the conditions that 
produced the best photos. 

 Outdoor shots often turnout best when the white balance setting 
is changed from auto to cloudy. 

 
Building Your Retail 
Website 
Having your own 
independent website is 
rewarding to the new 
business owner and is 
surprisingly inexpensive to 
set up and run. Many 
internet hosting companies 
provide merchant 
accounts and serv
reasonable cost. 

godaddy.com is the clear leader and provides services specifically 
packaged for independent online retailers.  

ices at a 

The claim by these services that you can have an e-tail website up 
and running in a few hours is probably an exaggeration but it doesn’t 
take much more. The basic steps are: 

1. Registering your domain name. 
2. Building the website with templates specifically designed for e-

tail sites. 
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3. Adding encryption security to the website. 
4. Adding a shopping cart designed to go with the website 

template. 
5. Activating a merchant account to accept payments. 
6. Promoting the website. 

 
Just think of these as snap together parts that you can customize with 
a few clicks. 
 
eCommerce Website Features 
Here are some of the features you can expect to receive with a good 
e-tail website account. While not all are available with an economy 
version, you will be able to add features later: 

 Easy to use wizard to 
build the store. 

 Able to accept credit  
cards, PayPal, and other 
money transfer services. 

 Shopper registration. 
 Multiple categories 
capability of supporting 
navigation. 

 Product search capability. 
 Product promotion 
capability. 

 Purchase confirmation 
email. 

 Printable customer 
invoices. 

 Multiple shipping options. 
 Shipping and tax calculators. 
 Order and inventory management. 
 Sales, order, and tax reports. 
 Secure website. 
 Product catalog with subcategories. 
 Up selling and cross selling capability. 
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 Customer password reset. 
 Customer conversion tracking. 

 
The template tutorial will instruct you how to create the website. Some 
preparation work is needed before the website can be built. A typical 
economy site comes with about a 20-page product catalog. You need 
to prepare the product photographs and descriptions. They don’t 
include the part about photos and product descriptions when they say 
the website can be built in a few hours. You will also want to prepare 
any articles or other features that you plan using to entice customers. 
Do this preparation before going “live” to avoid paying for the service 
before you are ready to start selling. 
 
Shopping Carts and Merchant Accounts 
Here is how an internet purchase transaction works: 

1. Your customer selects products by placing them into the 
shopping cart.  

  
2. At check out, the shopping cart combines the purchase 

information with shipping and credit card information provided by 
the customer. This is all performed with secure encryption to 
protect customer’s information. 

 
3. The shopping cart passes the information to your merchant 

account where it is checked for fraud and the transaction is 
authorized. Again, with secure encryption. Many shopping carts 
can also download transaction information into your accounting 
software such as QuickBooks. 

 
4. The merchant account verifies the customer’s account has funds 

available and completes the transaction by transferring funds to 
your account. 

 
5. You can withdraw funds at any time from your local bank or an 

ATM.  
 
6. You process and ship the order according to the customer’s 

instructions.  
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Because the merchant account transfers the funds, there are a few 
requirements before an account will be assigned to you. Typical 
requirements are: 

 Your website must be up and working on the internet. 
 Your business name must be on the website. 
 Your products and prices must be listed on the website. 
 Your privacy and refund policies must be on the website. 
 A customer service contact phone number must be listed on the 
website. 

 You must have a secure shopping cart that is not connected to 
another merchant account. 

 
The next page has a chart of estimated costs to get started with an 
economy package. The bandwidth will be limited to around 1GB. This 
is not the number of people that access your webpage at one time. 
Rather, it is the amount of data allowed to be transmitted to customers 
each month. Once you begin generating transactions and visitor 
traffic, you need to be prepared to upgrade to a deluxe plan.  
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Typical Small Business Retail Website Startup Costs 

Service Application 
Fee 

Credit Card 
Discount 

Rate 

Per 
Transaction 

Fee 

Periodic 
Account 

Fee 
Domain 
Name N/A N/A N/A Less than 

$5 per year 
Web Site 

with Hosting N/A N/A N/A About $50 
per year 

Web 
Security N/A N/A N/A About $20 

per year 
Shopping 

Cart N/A N/A N/A About $250 
per year 

Merchant 
Account About $100 About 3% About $0.30 About $10 

per month 
 
The merchant account is the most costly. First, there is a cost to apply 
for the account and determine if your site meets the requirements to 
open an account. Next, the credit card company receives a discount 
fee on every transaction that occurs. This is typical for all credit card 
transactions, both on and off the internet. Next, the merchant account 
provider receives a small fee for each transaction processed. Finally, 
the cost of the account is approximately $10 each month. These are 
costs that you need to be sure to include in the sales price of your 
products. Especially the credit card discount rate and per transaction 
fee. All in all, you will setup a store for about two hundred dollars – no 
brick and mortar assembly required! 
 
SEO for Your Webpage 
Great, now you have a website. And you know about article and blog 
advertising that bring buyers to your site. But how will the search 
engines find your site and include it organic search results? 

Search Engine Optimization is commonly known as SEO. The goal of 
SEO is an increased ranking for your website that results in more 
traffic. 

SEO is about the keywords that you have already learned about. Now 
you will use these keywords in page titles, headers, product 
descriptions, short articles (on the website), etc. There are some 
strategies you’ll want to follow. 

 Most professional SEOs consider the title element the strongest 
on-page SEO factor, so it's important to pay attention to it.  
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 You want a title that is short and eye-catching, with as many 
keywords as possible.  

 Make sure your title still reads cleanly. Don’t use an unintelligible 
keyword-stuffed title because this will display in the search 
engine listing for your website.  

 Included your site name in your title for branding purposes.  
 You need to decide whether to place your website name at the 
front or end of the title. This can be decided by personal 
preference.  

• Large companies with a well recognized brand, such as 
Pepsi or Ford, place their name at the beginning of the 
page title. This lets them build on the trust in their brand.  

• Smaller or less well known companies should place their 
names near the end of the title, so that a browser's focus 
goes to the keywords in the title.  

Anchor Text and Links 
Anchor text refers to the words that are clickable in a link. Internal 
anchor text are the words that link to other parts of your site.  

 Anchor text is one of the mechanisms search engines use to tell 
what a page is about.  

 If you link to a page with the words Red widgets, search 
engines think you are trying to tell it the page on the other end of 
the link is about red widgets.  

 By using consistent or similar anchor text every time you link to 
a page, search engines gets a better understanding of what a 
page is about.  

 Avoid using anchor text that doesn't contain keywords (you don’t 
want to use anchor text that reads "click here") whenever 
possible.  

Building External Links 
We’ve already discussed the links that you build from your externally 
published article and blogs but there are other places that you want 
external links coming to your site. Stated simply stated, having quality 
inbound links tells search engines you have a high quality website and 
you land higher in the search results. 

 Links from trusted authoritative websites tell search engines that 
your website is more reliable and valuable.  
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 Links from websites like the CNN and The new York Times are 
more valuable than links from your local neighborhood shop or a 
friend.  

 Search engines also look at the anchor text (words that link to 
your website).  

 When someone links to you with the words red widget they are 
telling the search engines you are about the words red, widget, 
and red widget.  

 Links also increase in value over time.  
 The longer a link has been in place, the more effective it is in 
passing along trust, authority, and ranking power to your 
website.  

Directories are another important source of links. Getting links 
from websites that are related to your industry is usually more 
helpful than getting links from websites that are not related to your 
industry, though every link helps.  

 Most directories have a fee for inclusion.  
 Look for directories that are charging nominal fees because 
they review each site before deciding whether to accept it.  

 Don't join a directory that lets in every site that applies; you 
want one that keeps out low-quality sites.  

 To see if a directory is worth the review fee, check to see how 
much traffic they are going to send you.  

 To evaluate potential traffic, check to see if the directory page 
is listed high in search results for its particular search term. A 
directory listed high in organic results is usually a good 
indicator it will send you traffic.  

 Directories not appearing on the first or second page are 
usually not worth the review fee. 

That is all there is to it. Next we’ll take a look at managing all of the 
visitors you are going to have to both your website and squeeze page. 
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Persuasive Email Campaigns and Autoresponders  
E-mail marketing is one of the most powerful marketing tools available 
to you. In fact, in a recent study, 54% of small businesses surveyed 
rated e-mail as the top online promotion mechanism to drive 
customers to their Web sites and storefronts (Source: DMA 
Interactive). 

More and more small businesses are using e-mail marketing today 
because it’s an easy, fast, and a very cost-effective tool for 

engaging customers and driving sales – and it just 
plain works.  

It’s a proven fact that a compelling, informative, email 
will cause a spike in site visitors that brings your daily 
visitor levels to a new and consistent plateau. 

 A Few Interesting Facts 
 A Pew Internet & American Life Project survey found 91% of 
Internet users between the ages of 18 and 64 send or read e-
mail, and an even higher number of users age 65 and older do 
the same.  

 Marketers responding to a July 2007 global survey by McKinsey 
& Company put e-mail second only to paid keyword search in 
terms of online marketing success. 

 A  2007 survey by Epsilon of American consumers found the 
vast majority of respondents (84%) were receptive to email 
marketing, reporting that they have, at least occasionally, clicked 
through when they received relevant messages. Most (73%) 
said that they make online purchases as a result, while roughly 
the same number (75%) said that they make purchases at a 
later date. But even more (86%) said that they at least 
occasionally make purchases in stores as a result of receiving 
relevant email marketing messages, potentially complicating 
marketers’ views of the email channel.  

 In the U.S., 88% of adult Internet users have personal e-mail 
accounts, and 46% have e-mail access at work. Taken together, 
eMarketer estimates that 147 million Americans use e-mail 
almost every day. 
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How You Will Benefit 
Whether it’s a campaign for a new product or a monthly newsletter, a 
well-crafted e-mail marketing program can help your business: 

  Attract new customers: A business grows by attracting new 
customers and increasing sales. But getting new customers is 
hard work–and expensive. In fact, experts estimate it can be 
eight to 10 times more expensive to acquire new customers than 
to sell to existing ones when you factor in the cost of advertising, 
educating, and selling. E-mail is one of the most cost- effective 
ways to attract new customers, generate leads, and drive new 
and repeat sales. Always encourage existing email recipients to 
forward your email to family and friends. 

 Build customer relationships. Another key to growing your 
business is building strong customer relationships by meeting 
their specific needs. With e-mail marketing, you can segment 
your customers according to various criteria and deliver 
customized content that caters to those customers’ preferences. 
If you are working in multiple niches, you don’t want to send the 
same email to a single unsegmented list. Keep your niches 
clean by sending different emails to separate email lists. You 
may even want to segment the list for a single niche. Women 
and men may have different interests within a single niche. 
Same thing goes for the young and old that are interested in a 
single niche. 

 Up-sell and cross-sell products and services. E-mail 
marketing provides a great opportunity for you to cross- and up-
sell your products or services. Let’s say you sell tennis gear on 
your Web site. A customer purchasing a racket may also be 
interested in tennis balls, a bag, shoes, or other accessories. 
Using simple e-mail marketing tools, you can easily generate a 
series of e-mails that will automatically deliver offers for other 
tennis equipment and clothing to customers who’ve bought a 
racket.  

 Collect valuable customer feedback. You can use e-mail 
marketing to create a dialog with customers and get valuable 
feedback about your business, products, and/or services. Using 
tools that track everything from which product pictures 
customers click to enlarge to where they may have abandoned a 
shopping cart during the checkout process, makes it possible to 
use e-mail marketing to fine-tune your efforts, make changes, 
and give your customers what they really want. 
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 Generate high ROI. Probably the greatest benefit of using e-
mail marketing is the favorable return on investment (ROI). 
According to research conducted by the Direct Marketing 
Association, e-mail marketing generated $51.58 for every$1 
spent. It outperforms all other direct marketing methods. In fact, 
e-mail marketing is 20 times more cost-effective than direct mail, 
and can cost less than a penny per e-mail. Better yet, your ROI 
can be immediate when the call to action is time-sensitive. CTAs 
such as “Click here to take advantage of this offer” typically yield 
responses within 48 hours of the campaign. 

Automating with Autoresponders 
You were first introduced to autoresponders back in Module 2. These 
are a great automation tool for the busy or relaxing entrepreneur. 
Module 2 had all the information you needed to select the type of 
autoresponder best suited to you and it showed you how to set it up 
and get it running. 

Here we take on the all important task of writing a series of messages 
to your list that persuades them to buy from you. 

Several Ways Autoresponders Can Be Used 
 When a person sends you their email address through your 
squeeze page, they should immediately receive an email back 
through your autoresponder. To prevent spamming, you should 
be using the double opt-in method. As soon as they send their 
email address a note is sent back as them to confirm they want 
to be on your email list. 

If they don’t confirm, no more emails will be sent to them, thus 
avoiding the possibility that someone without access to that 
email address sent it as a form of harassment. Always 
remember spamming people will get you in trouble. 

 You’ll probably be offering some thing in exchange for the 
person opting onto your list. The confirmation email sent back by 
the autoresponder needs to link them to the freebie as soon as 
they confirm being on your list. 
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subscriber@gmail.com 

Mon. May 11, 2009 

Indefinite 00:00 

00:00 

Please Confirm 

Hello John, 
Thank you for choosing to join the niche.com 
newsletter. Please follow the link below to 
confirm that you wish to receive the 
newsletter. 
www.niche.com/confirm 
You will receive your first copy immediately 
after confirming. Welcome to the group. 
Best Wishes,  
F k

 
 Autoresponders can be used at your customer support email 
address to tell your buyers that you have received their message 
and will get back to them soon. These messages are important 
because it reassures your customers that their support request 
has arrived at its destination and will be attended to when you 
are available. 

 It can be used to send prospective customers information like 
the price list of your products, your FAQ, and other standard 
information. People emailing that address will automatically get 
a message in reply. 

 It can be used to send email course modules. For example, if 
you have a three week course, with course information or 
documents to be sent to your students once a week, you can 
simply request your students to send their addresses to your 
autoresponder. The autoresponder will then reply to your 
students with the course package at the scheduled times. 

 A variation of the above is used by some webmasters to sell 
their courses. They advertise a particular address from which 
customers can receive a free sample of the courses (or book). 
The autoresponder then sends  3 chapters from the course or 
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book to the customers over three successive days. On the fourth 
day, the message asks the customer to sign up for the rest of 
the paid course or book if they wish to continue. Since the 
customer has sampled three segments (or chapters) of the 
course or book, he/she is able to decide whether or not to 
continue. If the course or book was particularly good, the 
autoresponder segments can be an effective sales gimmick to 
draw the customer to buy that product. 

Subscriber@gmail.c
Wed. May 13, 2009

Indefinite 00:0

00:0

Fun Facts About Your 

Hello John, 
Here is the first note containing a 
combination of fun facts and useful 
information about golfing. I know you 
take golfing seriously and so do we 
here at golfniche.com. 
 
But we also like to have a little fun with 

 
 Keeping in touch with your list is critical. Instead of mailing out a 
newsletter weekly or monthly you can create a series of emails 
that the autoresponder sends out at predetermined intervals, 
every 2 days, 4 days, etc.  

When they first sign up it begins sending out the emails in  
sequence, beginning with the opt-in confirmation. Two days 
later, the autoresponder sends the next in the sequence. 

Either sprinkled through out the email or at the end you include an 
advertisement for the product you are selling or promoting for a JV 
Partner. In this way, you keep your marketing message in front of 
people already interested in the subject on a regular basis.  
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Autopilot 
Having the autoresponder do this on a regular basis and in a pleasing 
manner, lets your readers gain trust with you. This increases your 
ability to sell to them. Statistics show that it takes about 7 attempts 
before people buy. 

A similar way to use it is if you offer a free 30 day trial of a special 
software. You would have the autoresponder send out an email every 
two days with tips about how to get the most out of the software. This 
encourages the user to become familiar with the software quickly and 
with good advice from you as a mentor. Your chances that they will 
purchase the software at the end of the trail period are greatly 
enhanced. 

Both the fun facts and software tips examples require the 
autoresponder to begin at the beginning of a sequence and send each 
message in the correct order to be effective. In these, you write the 
sequence once and everything goes on autopilot. 

Other scenarios require up-to-date information be provided. Maybe 
your niche is seasonal in nature, like the theater season. You’ll stop 
sending emails after the season ends and won’t have any interesting 
content until shortly before the next season starts. You’ll be able to 
use a combination of prewritten emails and emails that are written 
immediately before being sent out. You could write a short series 
about what is coming up in the new season but once the season 
begins, you won’t be able to write about last nights performance until 
you actually see it. 

Structure of an Email Campaign 
It’s about building trust and aggressively marketing your products. 
There are tricks to doing this right. What follows is the framework for a 
well crafted email campaign. 

1st email: Thank them for subscribing, get them to confirm, and give 
them the link to whatever incentive you offered to join your list. 

2nd email: An informative article about the topic of your list. Include a 
link (no sales pitch, it’s about building trust) to your main web page. 

3rd email: Another informative article about the topic of your list. 
Again, include a link with no sales pitch, to your web page. There’s no 
point beginning to aggressively market yet because few buy until the 
seventh time they hear from you. 
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4th email: Another informative article about the topic of your list. This 
time, not only include the link to your web page, but include this copy: 
To learn more about __________, click here: www.nich.net. 
Here is where you begin advertising to sell your product. Not too 
aggressive at first but begin now. 

5th email: Send a link to another free gift from you. This must be a 
genuinely free gift, no strings, no first free month, a genuinely free gift. 

6th email: Another informative article, just a link to your site. 

7th email: Your first actual recommendation: Keep it simple: 

Example: 

Dear [first name], 

Do you want to [topic of your list] better? 

Check this out: [link] 

Do you want to do [topic of your list] better than anybody else in your 
field? 

I have discovered (created, found, purchased, etc.) the best method 
yet for [topic of your list] 

[insert link] 

Let me know what you think. 

[Your name] 

8th email: Another informative article. 

Don’t end after eight emails. It won’t take much effort to repeat the 
entire sequence using a different selection of informative articles. Stay 
in contact with your list! They’ll opt-out if they loose interest. 

Anatomy of an Individual Email  
Exactly how do you go about composing an autoresponder message? 
Here’s a complete composition of what your messages should 
contain. These are guidelines. There is no concrete method and you 
may feel free to use your own creativity. This will simply give you a 
structure to build your messages on. 
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 Subject line.  
The subject line is the first thing people will see when they 
receive your message. Therefore, it must be compelling 
enough to keep them from deleting the message unread. Which 
of the following e-mail subjects would you be more likely to click 
on: “Make a MILLION Pounds in One Week!” or “First of Several 
Reports You Requested to Boost Your Online Income”? To most 
internet users, the first subject line is obviously spam and would 
be deleted without a second thought. The second subject line 
implies that not only have they requested the information but you 
are receiving something of value for nothing. Be understated, 
but as specific as possible with your subject line to ensure your 
message is opened by people. 

 Compelling opening sentence.  
Let’s say you clicked on the second subject line in the preceding 
example. You now have the message open, and the first line is 
this: “You’ll drowned in a bucket of money. Buy My program 
Now, for only $495. It’s easey!” Will you read further? Chances 
are, you’re already looking for the delete button. This opening is 
long on hype and short on promise - not to mention riddled with 
spelling and grammar mistakes. But what if the first sentence 
reads: “You are about to learn the secrets successful web 
marketers use to make a killing on the internet.” Will you 
continue? Probably. There is no outright pressure to buy 
anything; you are being given something for free that will benefit 
you. So far, it costs nothing but a few minutes of your time. 

 Disclaimer.  
This should not be lengthy. Immediately following your 
compelling opening sentence, remind people they are receiving 
your message because they have asked to be on your list. It will 
keep them from clicking the “spam” button if they decide they 
aren’t interested in your product, and keep your autoresponder 
and web site off internet blacklists. 

Here’s an example: 
----------- 
Note: You are getting this email because you joined 
my list at JV Profits. If you don't want more emails from me, 
please follow the link at the bottom. Thank you. 
----------- 
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 Introductory paragraph.  
Explain in a concise paragraph exactly what your informative 
article is about or what the product will do for the buyer. AVOID 
USING ALL CAPS OR EXCESSIVE PUNCUATION!!! This looks 
amateurish and will almost certainly get your message deleted. 

 Subheadings and further information.  
Write compelling subheads, set on separate lines within your 
message, that describe certain benefits or sections of your 
program, and then follow up with a short paragraph of 
explanation. For example, using the fictional internet marketing 
program we began discussing, your first subhead might state: 
“Millions of people do business on the internet. Are you reaching 
them with your web site?” Tease the contents of your product, 
but do not give away too much information (otherwise, why 
would anyone want to buy?). 

 An immediate call to action.  
After several subheads and short paragraphs of information, 
reveal your product. State what it is (an e-book, e-course or 
audio CD, or download); where customers can get it (your web 
site, Amazon, e-Bay); and how much it costs.  

NOTE: To make your price impressive, state the retail value of 
your product, and then reveal your price as a deep discount. 
When setting your price, aim for the high side at first and be 
willing to lower it in later follow-up messages—this will give 
people an even stronger incentive to buy after message 4 or 5. 
For example, your call to action in your fourth message might 
read: “This amazing e-book revealing internet marketing secrets 
to jumpstart your web site’s sales is valued at $395. Through our 
program, you can order “Huge Web Site Profits” for just $49.95.” 

 Reminder of follow-up messages. 
Let your subscribers know the next time you will contact them, 
which will be the time interval you’ve set for your autoresponder 
distribution - tomorrow, in a few days, next week. Be sure to 
include a teaser of what will be revealed in the next message. 

 Unsubscribe link.  
This is critical to a successful autoresponder campaign. You 
must give subscribers the option to discontinue receiving 
messages from you, or you will be labeled as spam. Most 
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autoresponder services will provide you with an automatic 
unsubscribe list for all your autoresponder series. All you have to 
do is make sure to include the link in your message. 
Here’s an example: 
----------- 
To unsubscribe or change subscriber options visit: 
http://www.aweber.com/ any account  
----------- 

Writing Autoresponder Messages With High Conversion Rates  
If there is anything negative that can be said about the information 
super high way, it is that there is too much information too absorb. 
You will have approximately three seconds - yes, three seconds - to 
grab a visitor’s attention and keep him or her reading. Here are the 
best ways to break down this barrier and keep the consumer 
engrossed with your message. 

Zeal  
Remember when you were choosing the topic for your product? 
Personal interest was a key element in that decision-making. Now that 
you have a topic you believe in, let that passion really show in your 
autoresponder messages. Mention those aspects of your product you 
find particularly fascinating and give them your personal endorsement. 

Write casual  
Make your message read the way a conversation in a restaurant 
would sound. Your message should be easy to read and understand 
not like a stuffy textbook. Big words might impress some people, but 
most of them just want to know what you have to say. They aren’t 
going to rush to the dictionary in the middle of reading your message 
to find out what you’re talking about. Use short sentences and keep it 
straightforward and direct. Don’t be afraid to use contractions instead 
of the more proper two word phrases. Do, however, make sure your 
spelling and grammar are correct. You want to seem friendly, but not 
sloppy. 

Be careful with humor 
Naturally, how much humor you inject into your sales copy is going to 
depend on the product you're selling. Let's be honest. If you're pitching 
a natural cure for cancer, the person reading your message is 
probably not in the mood for many laughs. Most likely they're facing a 
life and death situation and humor in your message may not be looked 
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upon in a favorable light. Ultimately, it could drastically reduce the 
number of sales your copy generates. 

On the other hand, if you're pitching a product that isn't a matter of life 
and death, then it may not be a bad idea to inject some humor into the 
pitch, especially if the product is something that is taking care of some 
age old problem that people just love to complain about. What you do 
is direct your humor towards the problem in a way that pokes fun at 
the problem and gets the prospect to laugh at. Then you can turn your 
attention to the solution in a serious tone. The trick is to make the 
transition a smooth one. 

Be personal.  
You are writing a message that will be read by thousands of people, 
one at a time. Each person who opens your message is an individual, 
and will be far more at ease if you address them as a person rather 
than a piece of the collective public. Use the word “you” as often as 
possible, and limit the use of “I.” You don’t want to tell them why 
you’re so great. You want them to know how purchasing your product 
will benefit them, and why they should part with their hard-earned 
money after hearing what you have to say. 

Wrong: "Our matchless products and services can help you increase 
productivity..." (talking about you and your products). 

Right: "You'll eliminate hours of tedious labor every week, simply by..." 
(talking about the reader, and benefits to the reader). 

Be concise  
Keep your message simple and clear. If you have an “effective web 
site marketing technique,” don’t say it’s a “wonderfully amazing, mind-
blowing web site marketing extravaganza method.” No one wants to 
try and cut through all that fluff and hype to try and decode your 
message. It’s also annoying. 

Use decisive language.  
Try to use action verbs whenever possible—this means replacing as 
many instances of “are,” “is,” “was,” and “were” in your message with 
stronger wording. For example: instead of writing “If your efforts have 
been suffering with low sales, this program might be able to help your 
business grow,” say: “Your sales will increase dramatically with this 
program.” Write your messages with the confidence that your product 
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is worth paying for, and your subscribers will be more comfortable 
buying. 

Keep it action-oriented. Repeatedly describe the reader taking action 
("Call today and find out how..."). Communicate concepts and benefits 
in active terms: 

Wrong: "These tools can really improve your bottom line..." (this is 
about your tools). 

Right: "You can rake in more revenues and slash costs..." (this is 
about the reader). 

Stick to active language, it's easier to read, and it works to stimulate 
the kind of action you like: responses to your offer. 

Wrong: "Our product is used in more than 300 companies in 20 
countries" (passive voice invites drowsiness). 

Right: "Call center managers are already using the Acme Solution to 
crank up productivity in more than 300 companies worldwide" (active 
voice plus action-oriented words). 

Give reasons and incentives.  
Don’t be afraid to repeat the benefits of your product throughout your 
message. Just as repetitive contact is effective in converting prospects 
to buyers, repetitive reminders of the benefits (without bludgeoning 
people over the head with them) can reinforce everything they stand 
to gain from a purchase. Also, reveal a bit of the information in your 
product within your marketing message without giving everything 
away, and then state that even more exciting information can be found 
when you visit www.favoritenichesubject.com. 

About Spam 
Okay, you’ve got a series of messages loaded into your 

autoresponder. And you’ve got a list of opt-in 
subscribers. But you’re tempted to amp up that 
list with a bunch of email addresses you found 
on the internet. Don’t do it…. 

Spam is a very serious subject for the 
entrepreneur that is using any type of email 
marketing. 
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Don’t get blacklisted. Internet service providers (ISPs) collect 
suspected spam email addresses from other services that people 
report as spam. These email addresses are then blocked right at the 
ISP server. You won’t need to worry about ending up in the spam 
folder because it will never even be delivered to the email address you 
tried sending it to. Once you get on a blacklist, you are pretty much 
there permanently. I don’t know of any way to get taken back off. The 
best way to avoid being put on a blacklist is to only send mail to 
people that opt in to receive it. 

Know the Spam Facts About Email Marketing 
 

1st Rule  
 • When you send marketing emails to potential 

customers, you cannot conceal your identity;  
 and 

 • You must give them a valid address for opt-out 
requests  

2nd Rule  
 • You cannot send messages unless you have the 

recipients prior consent to do so.  
  

This strict ‘opt-in’ rule is relaxed if three exemption criteria 
are satisfied.  

These are:  
 1. The potential customer’s email address was collected 

‘in the course of a sale or negotiations for a sale’;  

 2. You only send promotional messages relating to 
similar products and services.  

 and 
 3. When you collect addresses, you provide an 

opportunity to opt out (free of charge except for the 
cost of transmission). The opportunity to opt-out must 
be given with every follow on message.  

 
 
These rules apply to individuals that you email to. They do not apply to 
business email accounts that you might be sending email. While I 

38 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



 Persuasive Email Campaigns and Autoresponers  

don’t encourage spam in any way, you are allowed to send unsolicited 
emails to business email addresses. 
 

Next, tracking all of your opt-ins, website visitors, and sales. 
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Tracking Everything – From Opt-ins to  
Repeat Sales 

Great, you have everything in place and have launched what is going 
to be a highly successful internet marketing campaign. But you can do 
better… probably much better.  

Tracking the results of your Internet marketing is extremely 
important if you want to run a successful marketing campaign. 
Through the use of website analytics you can find out exactly what 
marketing is working so you can make smart decisions about where to 
spend your marketing dollars. 

 
Web analytics provide vital information about the visitors to a website. 
It’s not enough just to have a “visitor counter” that tells you how many 
visits your site is receiving. It’s important to know how those visitors 
get to your site, how long they stay at your site, which pages are the 
most commonly visited, and how many pages per visit your visitors 
average. And most importantly, what they are buying. 

Your Goal 
You have several options about what you want to track. You can track 
everything from the beginning or start a little slower. It does take some 

work to get everything in place to track 
everything. 

Your over arching goal is to determine 
which keywords and squeeze page 
content first convert visitors to opt-in to 
your email list. But it goes much 
further. 

You want to see the conversion rates 
for different key words and squeeze 
page content. Once you find the 
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highest performing keyword or squeeze page content these 
become your controls. 

Next, you try variations of “the control” to improve the conversion rate. 

mbination of 

In this way, you continue improving the results of your marketing 
campaign. 

After a few improvements, you will have an effective co
keywords and a squeeze page that out converts all of the others. 

Once you get people signed up to your email list, you will do the same 

Probably you will develop a couple of high performing versions that 
you leave active throughout the marketing campaign. 

thing with your autoresponder messages. Try different versions o
messages to improve product sales or visits to your website. 

f the 

You probably want to measure whether you are receiving more 
 

plished is by creating 
multiple versions of your squeeze page. It’s as simple as replicating 

visitors through organic search results, PPC, or from your article and
blog marketing efforts. 

Don’t get frightened but the way this is accom

the squeeze page multiple times and putting a unique code in each 
page. But we’ll get to that in a few moments. 

Now, if you’re testing different squeeze page content, you won’t be 
able to simply replicate the page. You’ll need to rewrite the copy for 

re 

against a single squeeze page. Once you have the keywords 

An option with the autoresponder message is to create two or three 
. Then divide your list of email addresses and send a 

It’s free and will work with all of your marketing campaigns. Begin by 

each squeeze page. As you’re probably beginning to grasp, there a
many variables to be tested and improved.  

You may want to take it on in phases. Work out the best keywords 

determined, you can move on to different versions of the squeeze 
page and finally different versions of the autoresponder message.  

different versions
different series of auto responder messages to the different lists.  

Getting Started 

opening your Google Analytics account at: 
http://www.google.com/analytics/  
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Google Analytics helps you find out which keywords attract your mo
desira

st 
ble prospects, what advertising copy generated the most 

replies, and what landing pages and content are most profitable to 

lytics 
It’s Free. You don’t need to spend part of your marketing budget 

Sophisticated analytics. Google Analytics has all the features you 
h-end analytics software.  

important information they need to 

 
link new products, websites, 

and marketing campaigns into Google 

 same servers 
that power Google. From large, high-traffic corporate sites to small 

ur campaigns. Google Analytics tracks all online 
campaigns, from emails to keywords, regardless of search engine or 

you. 

Benefits Using Google Ana

buying analytical software.  

would receive from a purchased hig

Google Analytics is easy to use. 
Beginners quickly learn to uncover the 

improve marketing campaign results.  

Scalable. As your business grows, you
can easily 

Analytics. 

Google Analytics is a hosted service that runs on the

sites, Google Analytics delivers consistent service. 

Tracks all of yo

referral source. 

Safe. Google vows to safeguard the privacy of your business data. 
Marketing data is sensitive information, so Google provides the strong 

Hosted in Google's global data centers, Google Analytics leads the 

Conversion University, user-to-user help forums, the official Google 
Analytics blog, and in-person training at Seminars for Success.  

security it needs when it’s hosted on a server. 

industry in data integrity and protection.  

Support and Professional Services. All customers have access to 
technical support resources including the online Help Centre, 
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Let’s Look at How it Works 
Let’s go through a hypothetical campaign so you can see what I’m 
referring to.  

Imagine you have a new product launching soon. You could be 
running paid search, display advertising, email marketing, and then 
optimizing the new website for organic search.  

You’ve decided to use Google Analytics to track your campaigns and 
have installed the tracking code on each page of your website and 
squeeze page. 

  

For our example, there are two conversions, an e-commerce sale and 
an email list signup. You will be running paid search in Google and 
Yahoo, your display advertising is running on a number of industry-
specific websites, you will be blasting out several email campaigns to 
your segmented in-house list, and you’ve optimized your new pages 
based on keyword research for organic search results. With Google 
Analytics in place, you will be able to track each aspect of your 
campaign to determine the effectiveness of your efforts.  

With the proper tracking in place, you won't be surfing your web 
analytics reports aimlessly for hours. Instead, you will be able to drill 
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into Google Analytics and pull relevant information that can help you 
understand what worked and what didn't. 

To access your tracking code from within your Google Analytics 
account: 

1. Log in to Google Analytics at http://www.google.com/analytics/ 
2. From the Overview page, select the account that has the profile 

for the tracking code you're looking for, as the code is profile-
specific. 

3. Select the profile from the accounts Overview page. 
4. From that profile's Actions column, click Edit. 
5. At the top right of the 'Main Website Profile Information' box, 

click Check Status 
6. Your tracking code can be copied and pasted from the text box 

into the Instructions for adding tracking section. 

When adding your tracking code to your web pages, make sure to 
paste it into the body section of your HTML code, immediately 
preceding the </body> tag. 

Google Analytics generally updates your reports every 24 hours. This 
means that it could take 24 hours for data to appear in your account 
after you have first installed the tracking code. 

Tracking Your Campaigns 
The next step is to make sure Google Analytics tracks conversions 
and then revenue. You can learn how to set up conversion goals in 
Google Analytics at: 
http://www.google.com/support/analytics/bin/answer.py?answer=5551
5&topic=11089 

After you learn how to set up conversion goals, you will want to set up 
e-Commerce tracking.  

You can learn to do that at: 
http://www.google.com/support/googleanalytics/bin/topic.py?topic=110
01 

It’s not hard to do and should take you or your web developer a 
relatively short amount of time to set up. When that’s completed, you 
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will be able to see conversions and revenue by channel (Paid Search, 
Organic Search, Email Marketing, Display Advertising, etc). 

Even better, you can drill into your campaigns to see which ad groups 
are driving the best performance, which keywords, which email 
creative, which copy elements are working best, etc. For example, you 
might find that one version of your email copy outperformed other 
email copy by 65%. That’s the type of powerful information you can 
glean from even a basic setup like this. 

 
If you had any doubt about the value of driving visitors to both your 
website and squeeze page from multiple marketing sources, the 
picture should be crystal clear by now. 

Managing the Sales Funnel 
There are a few keys to internet marketing, and tracking is one of 
them. The importance of tracking cannot be emphasized too much. I 
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Before the increased rate, you would make 100 sales. But after you 
tweaked things and got both of those conversion rates up to 15%, 
then from the 10,000 impressions you would get 1,500 sign ups, and 
from those 1,500, you would get 225 sales! Increasing your 
conversion rates by 5% doesn't make your bottom line increase only 
by 5%, but by over 100%! 

That's the power of tracking! You would never know how to do this, 
unless you understood the numbers. 
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Coming Soon…… 
It’s been another astounding JV Profits module where you see the 
fruits of your labor come together in a big way!! 

Start implementing what you have learned in Module 8 right away. 
The sooner you put this new knowledge to work for you, the sooner 
you begin multiplying and harvesting the full fruits of your 
already substantial accomplishments. 

You’ve arrived at the point where your home study course moves into 
advanced techniques, you know your income can seriously amp up 
with only a little fine tuning. The world will soon be your oyster. 

In Your Next Module 
The next time we meet, you will learn incredible ways to find the 
perfect JV Partner for you… we briefly touched on the subject 
before. Now we take it head on.  

Only in the next module, will you 
find the true secrets and amazing 
tactics that get the big dogs to 
take your JV invitation seriously.  

We’ve explored many types of 
JVs and different types are best 
suited to specific ways of finding 
the right partner.  

You want to hit the bull’s eye the 
first time. Module 9 does precisely that. You’ll quickly learn many 
highly effective schemes for:  

Start Sleeping in. Your 
financial worries are finally 

over!! 

 Finding the best partners. 
 How to evaluate them before making contact. 
 Learning what motivates them to enter into a JV. 
 Leveraging that motivation to your advantage. 
 Master scripts for snail mail, email, phone, and personal contact. 
 Negotiating a profit split that your partner loves but puts the most 
money in your pocket. 

Until next time … Use your wealth to live experience life to the 
fullest. 
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Squeeze Page Template 
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Squeeze Page Template 

Double Opt-in Confirmation Email 
 
 
Dear {FirstName}, 
 
Congratulations! You’re only moments away from receiving your free 
report to begin improving your social and dating life today! 
 
Just confirm your subscription by clicking on the link below: 
http://www.verifyurl.com/special 
 
When you do, you’ll be able to immediately download your free report 
and discover… 

 The most informative social and dating techniques available 
today. 

 Why few people achieve the social life that we all want. 
 Ways to take charge of any conversation with full confidence 
and getting others to seek your advise. 

 How to enter our $500 monthly giveaway sweepstakes. 

Plus, much more over the coming weeks and months. Confirmation 
allows us to make sure that you want to receive our reports, updates, 
and our newsletter on a regular basis, so please confirm now: 
 
http://www.verifyurl.com 
 
Sincerely, 
[Your Name] 
 
PS: Make sure to whitelist and/or unblock the address dating 
newsletter@hotstuff.com so you are sure to receive messages and 
updates from us. 
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Double Opt-in Confirmation Email 
 

Website Development Checklist 
  Website is Complete 

  Website is online      Links are tested 
  Easy navigation tested   Purchase from any 

      page 
  Domain name registered   About Us page 

      complete 
  Contact Page complete   FAQ Page 

      complete 
  Testimonial Page complete   Shipping Policy  

      or designed        complete 
  Customer Service page complete   Site Map complete  
  Home Page complete   Website has “You”  

        focus 
  Website emphasizes benefits   Web Copy is  

      proofread 
  Auto Email Purchase Confirmation in place  

 
  Shopping Cart is Complete 

   Shopping Cart tested    Shopping Cart is 
     online 

  Product Categories are complete   Photos are 
      uploaded  

  Product Prices are uploaded   Product Description 
      uploaded 

                    
  Merchant Account Complete 

  Merchant Account tested     Website is online 
  Refund Policy online     Privacy Policy 

      online 
  Product Prices online   Customer Service 

      online  
 Shopping Cart online   Website Security is 

      active 
 PayPal Available
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Autoresponder Email Checklist 
 
Use this checklist to be sure your email campaign is ready before 
turning your autoresponder on. 

Content  
Does your subject line explain the email's purpose and the 
offer?  

Does your subject line have less than or equal to 60 
characters including spaces?  

Is the content readable under all e-mail circumstances 
(browsers, mailboxes, operating systems, hand-held 
devices, etc.)?  

Does your content provide requisite information about the 
offer/info?  

Is your content personalized?  

Does your content have a call-to-action message? 

Design  
Is the message visually appealing?  

Are any images strategically placed to move the eye 
toward the call to action?  

Does the email's layout support the brand?   

Does it carry a consistent brand message through the 
entire flow?  

Does the template fit correctly in the preview pane? 

SPAM compliance  
 Does your message contain a link to the web version?  

 Does it have a working opt-out/unsubscribe link?  

Have you provided company name and physical address?  
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Autoresponder Email Checklist 
 

Have you mentioned recipient's e-mail address?  

Does it have a link to preference-update page?  

Does the message have working "contact us" link or phone 
number?  

List and usage  
Do you have correct and updated email addresses in your 
list?  
Does your list have correct contact details and names for 
personalized messages?  

After checking your message for all these parameters, do a test run on 
a sample target audience and tweak your message further based on 
your findings.  
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Marketing Campaign Tracking Checklist 

Marketing Campaign Tracking Checklist 

Squeeze Pages  
Replicated squeeze pages in place to measure keyword 
results from SEO and PPC campaigns to bring visitors to 
the squeeze page?  

Replicated squeeze pages in place to measure multiple 
articles bringing visitors to the squeeze page?  

Replicated squeeze pages in place to measure blog(s) 
results bringing visitors to the squeeze page?   

Replicated squeeze pages in place to test other:________  

Replicated squeeze pages in place to test other:________ 

Multiple versions of the squeeze page to measure which is 
most successful converting visitors to opt-in to your email 
list. 

Autoresponder Tracking 

Multiple versions of autoresponder messages in place to 
measure which is most successful converting readers to 
website visoitors. 

Google Analytics 

Codes loaded to all squeeze pages being tracked. 

Codes loaded to all web pages being tracked. 

Codes loaded to shopping cart. 
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