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Introduction

Welcome! I’'m delighted you’ve decided to invest your valuable time and energy into
this guide about creating your own products. | know all too well, first hand... if you put
any of these techniques into practice, the rewards you’ll reap will repay you the time
you take to read this today, many times over.

Creating your own products is the quickest way to:
o Become known
o Establish your expert status
o Build trust with your subscribers and readers
o Build your list!

o Track conversions and hone your products to even greater value for your loyal
subscribers

o Make money!

And the best part? You get to keep all the profits yourself. No more niggly $4
commissions being an affiliate for someone else’s eBook.

Why don’t more people bother to create their own products?

The truth is, many do try... but so often, products get put on the back burner. People are
distracted into chasing the latest hot offer, or trying to learn how to use their
autoresponders, or keeping up with their blogging lessons.

Often, however, product creation slides to the back burner because you’ve got “stuck”
on something you don’t quite know how to do — or your instincts scream that what’s
being produced doesn’t resemble the highly focused offerings of favorite top marketers
at all.

So would-be product creators get discouraged... and your project fizzles and dies an
ignominious death.



If that sounds like you, you’re reading the right ebook — because I’'m going to teach you
how to produce professional quality products faster than you’ve ever thought possible!

And I'm going to do it simply and efficiently, so you only grasp the points you need —and
don’t clutter your mind up with disheartening and confusing details you really don’t
need to know.

We've got one agenda, in this manual — creating your unique, quality product — one that
will bring you recurring income, again and again!

Let’s get started, shall we? ©

And just for a little fun. I've given each chapter a ranking of difficulty.

- Private

- Corporal

- Staff Sergeant

A
AN
-
o
.

- Sergeant First Class



A Why Faster Is Better

“I thought it was all about quality,” you frown. “Why are we talking about
churning products out like tomorrow’s tabloid?”

Well, they say a picture is worth 1,000 words, so let me quickly draw you a little
diagram...

NEW MARKETER TOP MARKETER

And if you’re still not quite sure what I’'m getting at, after staring at the above diagram...
It’s all about new (and not so new) marketers tending to blow product research and
creation up to astronomical proportions till it takes on a life of its own. When that
happens, it stops income creation in its tracks, so people abandon the project.

In short, product creation turns into a bogeyman. And it doesn’t have to.



In order to really succeed in Internet marketing, it’s vital that you reach the point
established, experienced marketers are already at: Where product creation is just
another quick method to keep your sales funnel flow spiralling smoothly through its
income-producing cycle.

The reason this “split” in product creation attitude happens? New marketers often feel
so overwhelmed by the thought of creating the actual product itself, they lose sight of
the “big picture”. First, the research bogs you down as you become more and more
confused by all the tangents you can get sucked into... then once you finally allow
yourself to get past the never-ending research and start creating the product itself it
quickly becomes a huge undertaking that snowballs into a monster.

An experienced marketer, on the other hand, has learned (usually by trial and error) to
focus his or her research. The actual product creation takes place very quickly — they’ve
done it before, and they know what to do. Most of their energy goes into promoting
their product to their list — the way to making solid sales and profits!

The proportions I've used in my drawing are approximate, yet they do give you a decent
idea of how it should really be. Actual research and product creation should total no
more than roughly 30% of your entire campaign - maximum (and that’s what your
product actually is — just part of a campaign.)

The rest of your time is best devoted to promoting, selling —and something else we’ll
talk about, much later: “Re-purposing”.

You don’t want to take so long to create your product, you get left behind as the market
changes!

The Advantages Of Quick Product Creation

There are other good reasons to burst this monstrously growing balloon and get it back
down to size. Being able to efficiently and quickly produce products:

o Gives you a firm seat as an authority in your particular niche

o Allows you to test your it on your niche for response and relevancy



o Allows you to quickly build an entire line of products for that niche, leading to a
complete sales funnel progression, from beginning to end

o Allows you to quickly go on to something else, if niche reaction is lukewarm to
your initial offering — without seeing months of hard work (and a lot of personal
and perhaps financial investment) wasted.

Of course, the more new offerings you present, the more income you will make.

This in turn will attract high quality affiliates (especially if you offer your affiliates lifetime
commissions on prospects they bring in to join your list!)

It Does Grow Easier

Practice also makes perfect. The shorter the cycle you give yourself for product creation
and promotion, the easier it becomes to turn them out — until it’s practically second
nature!

Just think about baking, for example. The first time you tried to make a pie crust from
scratch probably took you four times as long as it does now (assuming you still have time
to bake!) Or learning to use your Palm Pre... at first you were all thumbs (literally) and
no doubt spent some time cussing out the “keyboard” as you tried to send text
messages and made lots of mistakes. (Now, you could bash them out in your sleep!)

By learning my product creation shortcuts and ideas and giving yourself focused
deadlines, you will naturally eliminate wasted time and frustration. You’ll learn to focus
only on what’s essential. Far from making your products feel slapdash, this will ensure
they end up as targeted, lean punch-packers.

Products like these are what splits the pros from the wannabes. Nothing smells
“newbie” more than a cluttered, messy, unfocused report or eBook... ones that tell you
way more than you ever wanted to know about a subject. (And a few other subjects on
the side.)

When was the last time you downloaded an ebook and were delighted with its clear, no-
nonsense content? I'm sure | don’t have to tell you; they’re few and far between. And
when you get one like that, you treat it like a treasure. You happily buy the next product
that author offers.



And there’s no reason that author couldn’t be you...



Short Reports Are...

That's right — short. If you have any ambition at all to write your own stuff

from “scratch”, and you’re not intimidated by the thought of writing, this
is the ideal way to get started. (But don’t worry — I've got lots more tricks up my sleeve,
if this section is not for you!)

How long should a short report be?

As little as 5 pages (padded on top of that with necessary “extras” like legal disclaimer
pages, your eCover and your table of contents.) And certainly no more than 15 pages.

That’s basically enough to cover one aspect of a niche subject — or provides a short
overview.

Treat your short report as a “teaser” that will have your readers eagerly looking for your
bigger product.

A good approach is to stick strictly to the “what to do” — while your bigger product will
offer them the “how to do it.” But make sure that “what” is really something they need
to know, and give it your own unique twist or added value information not usually found
elsewhere.

How much should you charge?

That’s entirely up to you: Many people will offer up a short report as a free taste of what
their larger ebook or report can deliver — the idea is to make the “taster” want more.

Others are actually more successful with charging a small amount — often as little as S1
and usually no more than $7. This particular approach works better, however, if you've
already got a list.

Another thing you can do is market your short report for a limited time on one of the
forums you belong to, as a “Special Offer”.

Let your fellow forum members purchase it for $1, telling them that after a certain date,
it’s going up to S7 (or $8 or $9.)



You’re bound to get enough conversions to garner 2 crucial advantages that will give
your career a boost:

1. Useful feedback, which can help you tweak your product and correct any errors
before you release it to the general public

2. Testimonials — which you can use as part of your sales letter, when you market it
to the world

A great place to join —if you haven’t already — is the WarriorForum. This is the place not
only to make Special Offers (in the WSO section) — but also get focused feedback, advise
—and really original PLR.

Which brings us to our next section...

60 Things You Can Do With PLR

Well, okay. I'll admit up front I’'m not really going to show you 60 things —
that would be a whole ebook in itself!

(Though actually, | bet you | could...)

My point is: Private Label Rights (PLR) products can be your own personal hidden
treasure chest, ready to be raided and used any way you like, at a moment’s notice.

PLR is highly versatile —the last thing you should ever think of doing is using it “as is”.
(Besides, that’s the shortest way to getting the Google boot.)

Now, | know you’re disappointed at what seems like a lame idea for creating a truly
valuable product... but hold on a sec!

Let me tell you a secret that not many newer marketers understand.

Most PLR feels generic and recycled because people just don’t know what to do with
PLR pieces.

And the beauty of it is — this is not rocket science we’re talking about: Just a few simple
techniques, which I’'m going to show you right now, on the spot!


http://www.WarriorForum.com/

You see, there’s PLR... and there’s PLR...

There’s stuff that is pure junk — and PLR whose quality is so high, it practically re-writes
itself for you. (You’ll know you’ve got hold of a quality piece of PLR if its hot-knife-
through-butter easy and fun to rewrite!)

Besides, we’re not going to change just a word or two: We’re going to use it as an
armature, so we can turn it into something completely new, fresh and unique!

If you’ve never been to art college, you might be muttering: “What on earth is an
armature?”

Well, if you’ve ever seen a gorgeous sculpture, like Rodin’s famous “The Kiss”, it didn’t
start out as a perfect piece of polished art.

First Rodin made a miniature. But before he even got to that stage, he constructed a
crude “skeleton” of sticks and wire.

Lovingly, he fleshed over it with clay. And when the clay dried, he cast it in bronze.

When that turned out well, he corrected a few small design mistakes — and did it again
to produce the life-sized statue we know today!

No one looking at that statue today would ever connect it with the crude structure of
twigs and clay he first put together.

So it is with PLR. It’s your ready-made “armature” or skeleton.
If you have a good, well-designed skeleton, you’ll end up with a solid, valuable product.
Your assignment for today — go find yourself a package of quality PLR.

I'd recommend looking at Nicheempires.com for a seemingly endless supply

(You could also start with the WSO section of WarriorForum . You don’t even have to be a
member — all you need to do is click on the link to the offer, which is usually in the
poster’s signature.)

In fact, if you Google your niche phrase along with “PLR” — E.G.: “Create A Blog” PLR —
you’ll most like be directed to the Warrior Forum Special Offer section anyway!


http://www.WarriorForum.com/
http://andymichaelsonline.com/likes/nicheempires

The other thing you can count on, when you purchase PLR from WSO... these marketers

mean business. No Warrior Forum member in his right mind is going to offer fellow

professionals PLR that is token slapped-together.

Google your search phrase anyway (along with the word “PLR”) —and check out

different sites. You’ll soon learn to differentiate between PLR that rocks your socks — and

PLR that would be better off lining your kitty’s litter box, if you were wasteful enough to

print it out.

And now the part you’ve been wishing I'd hurry up and get to — How to use it and create

your product!

Creating Your Custom PLR Product

A.

Read through the PLR guide, to see what ideas it sparks. Make notes as you go
(just opening “Notepad” or whatever text editor you prefer is fine, for this
purpose.) The notes can be about sections you’d like to expand. Delete any
sections or parts that don’t fit into your vision, if you’re already developing one

Add in new chapters to its table of contents. You will use this as your “skeleton”
—you won’t be writing from scratch.

Do some solid research — on the net, at your local library, or by interviewing
experts you discover. Make notes.

Read through the first chapter or section again. Read through your research
notes, and decide whether or not (and to what section) you want to add this new
information.

Change paragraphs around, change chapters around —it’s just the structure for
your new product. Its yours to mold and shape as you please.

Two tips to make life easier, while you’re doing this:

o Set your word processor so that all new material you type (or all the old
material) is in a different color — that way, you won’t run the risk of



accidentally leaving large chunks of original content in, verbatim! (It
happened to me once, | blush to confess!)

o Go through it and rewrite your PLR in one go. Don’t try to polish it right
now — or you'll fall victim to the trap of endlessly tweaking till you’ve
stripped all life and your own unique personality right out of it.

Repeat this process, chapter by chapter, or section by section.

If you're adding a completely new chapter, read through your research before writing
from memory (with a few quick checks or two, if your research contained highly specific
data.)

TIP: Read the research |Everyone is different in what works for them — but | urge you:
at least 3 times. before [If You’ve never done it this way, do give it a real try.

you start writing. (It’s Write at least one PLR article, special report or eBook this

okay if you find yourself way. If the method “gels” with you, it’s one of the most

skimming”, the third proven efficient methods of written product creation there

time.) is. In fact, most professional authors, copywriters and

marketers write from an “outline”, fleshed out with original

research, this way.

The other major advantage this method gives you — there is no interruption in the
“flow” — which | guarantee there will be, if you write without a “skeleton”, or go back to
sections too many times to niggle and play.

Rewrite your book from beginning to end before worrying about editing. This little trick
will makes your report or eBook feel almost like a conversation, translated by your
reader as “high quality”. (It’s all about connection, right?)

But if you’re more the “visual” type, and written products really don’t set you on fire, let
me suggest another great use for good PLR...

% Turn Your PLR Into A Video Series



The way to do this: repeat relevant information — broken down, this time, into essential
points —onto “slides” you create yourself, with spoken commentary.

(And by the way, you can use simple screen capture methods to make your “slides” —
you don’t have to re-invent the wheel.)

The other great beauty of videos? They usually sell for a higher price than written
eBooks and reports. Especially if you create a “series” of lessons, and break your videos
down into shorter chunks. (Recent studies have shown that people actually prefer
shorter video clips — they have less and less patience and opportunity to dedicate large
chunks of time to things like videos.)

Another recommendation from me would be to take a peek at Easy Video Player as a

way to easily upload your videos as well as using it to build your business.
My next brilliant PLR idea:
Create A Physical, Hard-Copy Book

This is not as hare-brained as you might think. There are physical product
fulfilment companies like Lulu.com or Kunaki who will print, publish and even ship each

book for you — at a very reasonable cost, on demand.

That means never having to order a huge numbers of copies, and no getting stuck with
unsold merchandise you’ve paid for but can’t recoup.

Also no storing and shipping to worry about, too!

You can use a fulfilment company like Kunaki for your DVDs. too! To give you an idea,
Kunaki advertises their price for physical DVD or CD creation at $1.75 per unit, at time of
writing. No contracts, no minimum orders, and even a UPC bar code included.


http://kunaki.com/
http://www.lulu.com/
http://stalks.webactix.hop.clickbank.net/

And there’s nothing like the status of being an offline, published author. You can even
order a batch of your own books for yourself, and use them for offline publicity, such as
getting press releases in your local paper, and setting up book signings!

Best of all — you can sell your books on Amazon.com too.

And don’t forget to include links back to your 'web only' bonuses for customers, where
you reward them by allowing them to sign up in order to download more goodies.

So not only will you be making physical sales — you’ll be building your targeted traffic,
too!

Now, if you’re ready for more ideas, let’s move on to Number 3...

The Interview Bonanza

You rarely hear of this method among the myriad of “write a report”
material on the net — but the truth is, this is the quickest, easiest and most
lucrative method of coming up with an instant product you could ever wish for!

Not only is does it never take more than an hour to create (in fact, a lot of people prefer
20 minutes to half-an-hour) — you’ll end up with a high value audio product you can sell
for an equally high price!

“What’s the catch”, you say?
Well, interviews work best if you interview an expert.

But the good news is... getting one to agree to be interviewed isn’t as hard to achieve as
you might think!

And if you learn a few tricks, you probably won’t even have to pay them to appear on
your interview.

Just follow these simple steps...

1: Get Everything “Ready to Roll”


http://andymichaelsonline.com/loves/amazon

There’s a simple reason for putting this particular cart (setting up your interview
equipment) before the horse (contacting someone to interview.) The more of a true
expert your subject is, the more likely he or she is to have an already full schedule.

Setting everything up to go at the drop of a hat means you can squeeze them in on the
spot, in the event they answer your interview request with: “Well, right now is all the
time | have —tomorrow I’'m off to Florida.”

(And web radio hosts will tell you that happens more often than you might think!)

Besides, once your interview set up is complete (and tested), it’s ready for every
interview — and every opportunity.

How do you record an interview over the phone?
Your best bet is Skype — a free program you install on your computer.

Skype allows you to contact people — by phone or by instant messaging — at one click of
your mouse, as long as they are signed up with Skype too. Long distance calls between
two people are free, if both are signed up on Skype — but if your subject is not, you can
purchase Skype credits, and cover the cost yourself.

How do you use Skype in an interview? You speak to your subject via Skype and your
computer, using your headset and microphone.

Open your Skype program and dial them at the prearranged time, if you’ve added them
to your contacts: Or visit their website and click on their Skype phone number. If you
have the Skype Firefox extension on your Firefox browser, the Skype phone number
instant link will be displayed to all people on Skype, even though the average site visitor
won’t see anything more than an ordinary text phone number.

1: Test Your Equipment First!

For your headset and microphone, make sure you buy a chat-compatible unit with a
USB connection (at least 100mHz. strength) and adjustable microphone. You can find
fairly inexpensive models at your local Office Supply or Multimedia store — but be
warned: If you’re paying less than $40 for your headset, the quality you're looking for is
probably not there. (You can also order Skype-specific headphones via Skype.)


http://www.skype.com/

You'll also need recording software. The best one I've found is Total Recorder. There is a
free trial you can sign up for, first, to make sure it’s compatible with your computer. And
at a mere $17.95 for the standard edition at time of writing, it’s a no-brainer. (I
recommend the Pro edition, currently priced at $35.95. Yes, it has a free trial too.)

Get Skype and Total Recorder completely set up first. Then have a friend or relative call
you for a 3-minute “trial run” interview, to make sure there are no glitches. You do not
want to find out that your mic isn’t working just as you’re starting to interview your
guest.

Make sure all your settings are correct, and that you’re not having problems with
volume, or accidentally making explosive breathing sounds into a wrongly-positioned
microphone.

When you feel confident everything’s as good as you can get it, and your headphone mic
is set at the correct distance for you, test it again, then telephone your actual interview
subject at the pre-arranged time. (Do a test with your actual interview subject too!)

Editing Your Audio

Audacity is one last piece of open source, free software you will want to download. It’s an
audio editor, and will help you edit out any glitches, mundane bits, or personal
comments at the beginning or end of the interview.

You can also download free public domain music excerpts to play at the beginning and
end of your interview, if you like that idea.

PartnersinRhyme has a great variety of not only free music clips, but sound effects, too.

You can also Google “free public domain sound clips” to find specialized ones suited to
your interview theme.

No matter whose music you use, however, check the licensing information. Even if it says
“public domain” (and especially if it says “royalty free”) you’ll need to ensure you are
allowed to use it for money-making purposes.

(Remember: “royalty free” does not mean “free”: It just means you don’t have to pay
royalties every time your clip is aired.)


http://www.partnersinrhyme.com/
http://audacity.sourceforge.net/download/
http://www.totalrecorder.com/

2: Contact people you would like to interview
Your best bet is to contact no more than 3 possible subjects at a time.

Before you choose a guest, put some serious thought into which experts will help you
the most in providing your subscribers with valuable interview material they’ll be eager
to pay for.

You can take one guest, and break an hour-long interview into anywhere from 5 — 15
minute segments, in order to create a paid e-course... or you can interview several
guests in your narrow niche area, to create a really high-value series.

“Where do you find experts?”

Book authors are often pleased to be interviewed — particularly if you allow them to
promote their book. Look for authors with upcoming releases, or those with a book just
out. (Amazon is a good place to look —and you can also see how popular their material
is.)

Forums are another great place to uncover experts. Even if the world at large isn’t
aware of your guest’s existence, forum members they’ve guested on — or run — are built-
in fans. You’ll be able to see how eagerly the other forum members depend on them for
advice and input. It stands to reason that an authority figure like this expert could be a
valuable score for you.

Check out top blogs and websites in your chosen niche subject too.

One last place to dig: About.com. They pay expert guides to be responsible for each area
and sub-niche. Pick the one you want, and approach them. It really is as simple as that!

Before you contact any potential guest, however, do take time to read their blogs,
websites and even books. Even experts are flattered — when they realize you're an
expert on their work. And it will not only help you better “connect” with your expert,
but add depth and relevancy to your interview — as well as making you feel more
confident!

“What Do | Pay Them?”


http://www.about.com/

There’s no hard and fast rule for this. Often, if you’ve approached your expert properly
and made a connection, they’ll be willing to do the interview merely for the chance to
promote their new book or product.

Offline guests who don’t have a website are not likely to be interested in web exposure,
so you may have better luck asking them: “What is your usual fee for agreeing to an
interview?” If you’re lucky, the amount won’t be sky-high out of the ballpark.

If your expert is someone from a related area of your niche market, the best thing you
could offer them might be 100% commission, or Resale rights to the final product, which
would allow them to offer it as a special to their own list (and that’s good for you too!)

If you follow this route, however, do make sure you put an affiliate link within the
product — their list members signing up for your list is the most valuable benefit you
could reap, if you're fairly new to internet marketing!

And don’t fret about the possibility of rejection. Yes, you’ll have rejections — but most
likely your personality will be the last factor in their refusal. (The most common reason
for refusing is tight or conflicting scheduling.)

All you need is one expert to agree to that first interview. And you’ll quickly find out,
once you've got one interview up and running, more will follow — you will have
established your interview credibility (particularly if you’ve made your subject sound (a)
good (b) happy to be interviewed.

3: Have Your Questions Ready
Choose the best of both worlds, when conducting an interview:

o Have your questions ready — they will provide your “skeleton”, your armature, for
the interview.

o Be prepared to “go with the flow”. If your subject is revealing some fascinating
new insight into what makes them tick — details you know your niche would love!
—abandon a few of your more standard questions, and encourage this detour.
Remember, your questions are just a loose structure to fall back on, in case your
guest turns out to be unexpectedly wooden.



o Make sure the majority of your questions focus on one topic of value to your
niche segment

o Make sure you've included “open-ended” questions that invite more than a one
word answer. Example: “Where do you see yourself ten years from now?” is an
open-ended question. “Do you like Google?” is closed — it invites a “yes” or “no”
answer. And if that’s all you get, the silence is going to hang heavier than a lead
balloon, if you’re not ready to recover with a nice, fat, open-ended “What do you
see as Google’s biggest mistake, this past year?”

o Do send your subject a .PDF of the basic questions he or she can expect to be
asked. Most people will appreciate it, and feel relaxed enough to provide a good
interview, without awkward pauses, by the time you get around to the big night
(or day.)

o Don’t be afraid to gently bring the interview back on topic, if the subject has gone
off on some tangent that is going to bore your niche segment to tears or disrupt
the cohesion of your topic.

4: The Actual Interview

So you’ve arranged a time and done a test call with your subject, to make sure your
equipment is compatible from their end, as well as yours.

Start recording the moment you place the call. You can easily edit out any preliminary
hellos or uncertainties.

Besides, if you don’t, you run the risk of forgetting to actually press the record button,
once you begin interviewing them. That would be heartbreaking, after all your hard
work — as well as embarrassing. (I know a really famous internet marketer who
interviewed a fellow professional for an hour —and completely forgot to record the
interview. She passed it off to her subscribers as “equipment failure” without blinking



an eyelash. However, she could get away with that — it was such a rare mistake, no one
even questioned it. In fact, | would have taken it at face value myself, had she not ‘fessed
up to me, out of the blue.)

Don’t be afraid to chat a little before you begin the actual interview. It helps establish a
more natural connection between you both.

When you’re both comfortable, let them know you’re about to proceed, confirm once
again that they are fine with you turning it into a product.

Above all, relax — enjoy the interview, and your guest (and listeners will enjoy it too!)
“But what if I’'m really too nervous?”

I’'m tempted to say “Getoverit. You’re an entrepreneur, already. Entrepreneurs are
supposed to be risk-takers!” — but | won’t. We all have our bugbears and phobias. Just
make sure yours really is that — a genuine phobia, and not just a perfectly normal whack
of natural stage fright — before you look for an alternative, or give up on the audio
interview idea altogether.

If you are genuinely phobic, or there’s some other reason you can’t conduct the
interview yourself (like, you broke your jaw and your mouth is wired shut), you can hire
someone else in your niche market — perhaps a local web radio host — or someone who
specializes in audio interviews from Guru.com or Elance — to do it for you. (A hidden

advantage with this is that some of these professionals have superior audio equipment
they will use. If you approach them — ask!)

Three last words, however, before you go this route:
o Be sure your guest knows you’re using a “stand in” interviewer

o Try, try, TRY to do it yourself. It’s one of the best ways to let your target
audience get to know you. There is an immediacy and intimacy to spoken
interaction that all the best writing in the world cannot replace.

o Have a glass of water handy (but not near any audio equipment!) There’s nothing
worse than suddenly developing a dry throat or tickle in the middle of a good
interview.


http://www.elance.com/
http://www.guru.com/

5: Editing Your Interview

Editing makes all the difference between a professional, polished interview and a “home
recording”, so do using your Audacity software to edit the interview.

A. Listen carefully to the recording, after the interview. (2 or 3 times is best, if you
can handle that. | find I'll often notice things | need to edit on the third time
round that | won’t catch on the first run-through.

B. Edit out long silences, awkward segues, introductory conversation, the bit where
you double-check with your subject that it’s okay to sell the interview, or outside
noises. This is a simple, drag-and-delete process, in Audacity.

C. Keep a back up of the original tape. This is to guard against the unlikely event
you ever have to prove anything.

6: Transcription, Anyone?

More people than you think are either on dialup — or just don’t like multimedia
interviews. Spending a few cents extra to provide a .PDF transcription to your
subscribers gives an extra (and often much-appreciated) source of added value.

(It also allows you to charge slightly more!)

Again, you can hire someone from Guru.com or Elance to transcribe it — or avail yourself
of the services of one of the many Virtual Assistants on the net who specialize in
transcription.

You can also use Skype’s Pamela service, or an actual transcription service such as
CastingWords.com - but these two options will definitely be more expensive than hiring a

VA or freelancer.

Whoever does it, let them know you want it to stick pretty close to verbatim — but that
you do want the “uh... well... um..” and “Oh crap | dropped my mic” type comments
deleted. Otherwise, you are likely to spend another hour or two you don’t have
manually deleting these yourself. (When dealing with new service providers, as my own
VA famously once said: “When in doubt, spell it out.”)


http://www.castingwords.com/

The last step: Include a short .PDF file containing a brief summary of the audio file’s
content, as well as any links included in your chat.

And there you go. One of the easiest products you'll ever create (once you’ve got the
hang of Skype and Audacity.)

Movin’ on...



Teleseminars Are Not So Hard

After you’'ve given a few telephone interviews, you’ll probably find they’re
a complete yawn (apart from a few moments of nerves, right before you
begin.)

Or you may even be like me, and discover that you absolutely and unexpectedly love the
spoken word as your natural medium!

If either of these is true, you’ll probably be chomping at the bit to tackle teleseminars.

| know when | was first starting out in internet marketing, | was too embarrassed to ask:
“What is a teleseminar, anyway?”

It’s basically a telephone conference call, where your subscribers listen in (after being
given a password.) Sometimes all microphones except yours (and your special guest’s, if
you have one) are automatically muted until someone activates theirs (hopefully at your
invitation.)

Sometimes, if the teleseminar is 100% telephone based (which many are, though
recordings are usually made available later over the web) you need to tell everyone
when you are muting the phones; and (once you unmute them for the Q&A session)
how to un-mute them.

The best way to get everyone at ease: Chat with your callers before the official
recording begins (they’ll be landing in the room early.) Then let them know you are
going to mute the phones for your interview, but there’ll be a question and answer
period afterwards, where they’ll be able to mute and unmute at will. (Don’t give them
the simple 3-digit code to do this till right before the Q & A session!)

Who do you interview? That depends. You might want to just give the teleseminar all by
yourself, skipping the interview format (especially if you’re good at storytelling or public
speaking, or you have a unique skill few other marketers possess.)

Make your teleseminar 45 minutes to an hour of focused, high value information on a
subject they really want to learn — something you can speak about with authority.



Or you can interview an expert special guest over the phone lines, while your callers

listen in. When you unmute the lines for the Q&A session, sit back and allow yourself

the luxury of listening to your special guest answering audience questions. (Make sure

you’ve both agreed on this, first!)

“Plant” a colleague or two in the “audience”, if its your first teleseminar. Have them

ready with an intelligent question or two, in case there’s a Deathly Silence when you

open the phone lines. But prompt them to wait for a certain number of seconds before

jumping in — unsolicited questions are always more valuable and entertaining than

“planted” ones.

What Can You Use A Teleseminar For?

O

Pre-selling your audience on a membership site or other new product. By the
time the call is ending, if you’ve done a professional, honest job and given them
information of genuine value, they’ll be loyal fans who totally trust what you say
(and with good reason!)

Make your offer exclusive! “As registered members of this call, only you get this
special pre-offer at a third of the cost it will be after its official launch...”

If you don’t have anything yet to sell, or you’re not comfortable with that idea,
don’t worry — you can please your callers and establish yourself as an expert by
generously giving them really valuable information, totally free. You’ll still make a
profit when you turn it into your paid product!

Teleseminars can be more powerful than a straight recorded interview for 2 reasons:

1)

2)

You get real participation by your target group, who give you valuable, on-the-
spot feedback about your subject. They may tell you what they need, what
they’re having problems with or just tell you why your products or words work for
them — and there’s nothing stronger than a live, totally enthusiastic testimonial!

The personal connection you’ve made by speaking to them and allowing them
input feels very “one-on-one” and builds trust quickly — particularly if you've
encouraged them to introduce themselves, and made a little small talk with your
callers before the official recording got started.



“How do I actually set this up?”

Running a teleseminar is a little more technically challenging than recording a call with
Skype. But don’t get into a knot — it just means different software or software services.

For a smaller teleseminar (which yours is most likely going to be, at the beginning) you
might try FreeConferenceCall.com. Be aware, however — the reason it’s free is because your

callers pay for the call, when they dial in.

Especially good news for you: FreeConferenceCall.com records the entire event in
WAV format — its part of their service.

You can easily convert your WAV files to .MP3.

If you have a large list, and over 100 people, you may wish to use a paid service like
NCconnects.com.

It doesn’t matter which service you choose, however: Both will give you a phone
number you can give out and publicize as the number to dial in. Let those who sign up
know:

o The time and your time zone — remind them they will need to convert the time,
if they’re in another zone. Perhaps even give them a link to a free time zone
converter page.

o Any password or pin code they will need to access your conference

o Remind them of your event at regular intervals before the call takes place — as
well as sending a final email an absolute minimum of one hour before the call.

o Remind people on your social networks. Keep Tweeting about it on Twitter right
till you begin the interview. “I’m just starting my teleseminar on podcasting. You
can still get in: http://www.mybit.lylink”...

Landing A Special Guest

Hooking a guest for a teleseminar may be more of a challenge than landing one for a
pre-recorded audio interview. For one thing, your teleseminar is not going to be pre-
recorded — it’s going to be live, with a Q&A session.


http://www.nconnects.com/
http://freeconferencecall.com/

People most comfortable with guesting on live teleseminars will most likely be
experienced top marketers. A possible drawback: They’ll also expect compensation that
may be more than you can afford, at this stage. Their time truly is valuable.

But don’t give up on the idea, if you're ready to do a teleseminar: Either be your own
“expert” — or just keep asking around till you find someone who is willing to work with
you (especially if you allow them Resale rights or a full 100% commission on the
proceeds.)

Getting People To Sign Up

It’s better to choose the teleseminar option (rather than a straight, pre-recorded
interview) if you already have an established list — you’re much more likely to have
takers eager to hear what you have to say.

But don’t forget — even if only 5 people sign up, the people who buy your recording
won’t know that. | can guarantee they will literally be picturing a lecture hall packed
with people as they listen — and even if there are only one or two questions afterwards,
they’ll either assume people were as shy as they were, or they’ll think you covered the
subject so well, there really weren’t too many questions to ask!

If you do have a smaller list, you can easily drive people to your teleseminar landing
page through your normal channels: your blog, social networking, word of mouth on
forums —and don’t forget Twitter.

If traffic is really going to be a problem, consider investing for a short time in a Pay Per
Click ad; or placing a banner ad on a hot site your target niche members actively
frequent.

You can send the people who do sign up all the juicy details via email, using your
autoresponder. (If you use a paid teleseminar service, they will also likely have their
own version of sign up and contact methods for you to use.)

The only real down side to hosting a teleseminar with only a small audience: you may
find yourself paying for more service than you needed, after all.

But then again — you’ll have your paid product at the end of it, to help you recoup your
finances!



And do send regular reminders — they’re the most crucial part of getting the people who
signed up to actually attend.

And You’re LIVE...

As with your pre-recorded telephone interview, do test your teleseminar service first!
You don’t want to be hitting the wrong button or discovering you don’t know how
something works, when you’re live on the air!

You also don’t want to embarrass your special guest by appearing unprepared and
unprofessional. That could backfire on your reputation quite nastily!

But don’t panic — Instead, rely on thorough preparation, and pre-testing.

Remember the “dummy run” with a couple of friends or relatives. Make sure you run
your 10 minute mini session just like the real thing: muting the lines, opening them up
again, allowing your “guest” access in the correct manner. Not every service does this
the same way: With some teleseminar services, there’s an actual “co-host” number your
special guest uses; with others, you simply unmute your special guest when she enters
the “room”.

Teleseminar Tips
o Have water available in case your throat gets dry.

o If you’re your own “guest”, don’t read verbatim from a script — it will sound
lifeless and dull. By all means use an outline, or flash cards hitting the high points
you’re going to cover, so you can use them as cues — but imagine yourself
speaking directly to just one person — perhaps that nice lady who was so cheery
when she gave her name and greeting, on entering the “room”.

o Treat your callers as if they are paying good money for the call — even if it’s totally
free. Remember, they took time off other important tasks just to check out
what you have to say. Honor this by imparting clear, relevant information they
can really use.

o Remember to tell people at the beginning of your call when and how long the
phone lines will be muted —and when you’ll be opening them up. Do not tell



people how to unmute the phone until it’s time — you don’t want your show
sabotaged by that one egotist who thinks he should harangue or question you or
your guest mid-interview, interrupting the flow

o Do remember you can edit your teleseminar recording, just as you can a pre-
recorded interview. This means if you get a questioner who is long winded or
irrelevant, you can choose to eliminate that portion, if you feel it really weakens
the interview or embarrasses your guest. (If your guest is squirming, chances are
your callers will be too — so you’ll be doing them a favor by removing it.)

o Be prepared for people asking questions that are really not appropriate: Things
like, “Can you walk me through all the steps to setting up a WordPress blog?” in
the middle of a call exclusively about copywriting. Or asking questions that have
already been answered. You can take the sting out of shutting them down by
prefacing your reply with a positive comment: “That’s a good question, Ed, but
we don’t have time to cover that in our copywriting teleseminar today. Perhaps
we can cover it in a future Wordpress seminar. Thank you for that idea. Anyone
else have a copywriting question | can answer?”

Above all, be gracious. If you treat each caller as a valuable guest — which indeed, each
one is — chances are, everyone will enjoy the call as much as you will!

And your enthusiasm (and theirs) will show up on your paid product.

But perhaps you are more comfortable with “visuals”. If so, let’s look at our next method
of creating your product...



How To Create A Video

People who are comfortable with pre-recorded interviews will often freeze
up and balk at the idea of doing a video... when the truth is, videos are
usually even easier — and quicker — to create than audio.

There is a visual, as well as audio, component to this type of product, so videos are
traditionally seen as higher value than audio files, which means you can charge more
money. Especially if you break them down, as suggested earlier, into “segments”, and
market them as a series.

If you are really uncomfortable with appearing on video, consider screen capture videos.
What are they? Well, if you’ve ever gone through a video series on “how to” do
anything, and you’re seeing it happen as if you’re doing it on your own computer screen,
you’ve been watching screen captures.

Before you go running to learn about screen captures, however, try taking some very
short videos of yourself — doing nothing at all, talking about what you’re making for
dinner, explaining why you hate potted plants or love pierogies — on your digital camera.
View them.

If you're like most people, you’ll cringe when you first play them back. You won’t have
realized those wrinkles move and magically grow deeper! Your voice will sound tinny
and “thin”. You’ll think you have goofy teeth, or you’ll hate the way the camera angle
makes your nose look like an over-ripe banana — all these are normal reactions, when
viewing yourself for the first time. We have a mental image of ourselves based on the
“still” poses we see in the mirror (and what we looked like at a younger age!) The reality
of how we really appear when we’re animated can be an unexpected jolt.

But get over It already. Carry your camera around. Make your 30 second video clips of
yourself at your most mundane and boring. View them on the spot, right there on the
camera. Delete each one (with a sigh of relief) as soon as you've finished viewing it.
A