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Ear ni ngs D scl ai nmer

Actual results may vary with the use of this
product. No prom ses have been nade, are being
made or wll be nade.

Terns of Use

You are authorized to consult this product and use
the resources as a payi ng custoner. Any
unaut hori zed sharing of the contents, or

unaut hori zed di stribution is punishable by
I nternational copy wite | aw.

To be clear, you have not purchased any right to
resell this material, or to share it in any public
venue.

The aut hor and publisher of this material assune no
| egal responsibility for the actual use of the
I deas and techni ques shared in this nmaterial .
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"' mabout to spill ny guts to you.

When you' re done reading, you nay view ne as a cult
her o.

O, you may think I'mthe worst thing that has
happened to Internet nmarketing since the invention
of page generators.

If I dwell on either possibility for too long, this
information wll never reach you.

Wth organic search engine optimzation you have
white hat and bl ack.

But until now, the only | ess-than-Holy association
ever nentioned where pay per click advertising is
concerned is click fraud.

So | don't scare the hell out of you to begin,
there isn't anything inherently evil going on here.

| amnot the prince of darkness.

But, there are things going on bel ow the pay per
click surface — the kind of things that nmake you
wonder if the ‘gurus’ are really sharing the whol e
story — that give ne a killer advantage over all of
nmy conpetition.

I"mkilling people with sly, ruthless tactics.

Call me the col d-bl ooded hit man of pay per click
adverti si ng.

And, with you, |I’m about to share sone of the
techni ques | use to snipe unsuspecting prey, al nost
effortlessly; alnost at wll.



How this all began .

Three years ago, barely making ends neet, | put $50
on ny credit card and opened an Overture pay per
click account. That happened after three nonths of
gut-wrenching i nternal debate and deli berati on.

W couldn’t afford a screw up. M wfe, supportive
as she were, would have . . . she has power over
nme.

But, imediately | nmade noney. And | always have.
| like that noney and |’mnot letting go.

In ny market niches, | feel a certain sense of
entitlenent, a sense of arrogance. | hold the
belief that if you ness with ny place on the
throne, I will behead you.

It's not personal

But it is.

| Iike ny lifestyle and anyone who goes at that
will get afight. I'mnot talking alittle
catfight; I'mtalking full-court smack down.
I’mtal king netal chair across the head. [|’'m

tal king blood on the first five rows.
I"mtalking “I won’t stop until |’ m dead.”
Get the picture?

Reduce ny consci ence 10% and |’ mthe guy shooting
people for the A for a living.

Ch, they only do that in novies, don't they?



It just cones to ne. Qutwardly the world sees a U2
kind of guy; inwardly, |'mpure Qzzy fan.

So ny Art of War neets Machi avellian approach to
pay per click advertising devel oped al ong the way
as | becane obsessed with ways to torpedo ny
unsuspecting “chal | engers”.

| doubt they have any clue what hit them Though,
|"msure it’s not painless.

I n January 2005, when Googl e nade its changes, |
had a problemto contend wth. And I'mgoing to
share how I turned that probleminto rich rewards.

Initially ny sales dropped, but after inplenenting
what |1'Il teach you ny sales nearly doubl ed.

DOUBLED.

And it had nothing to do wth deadbeat wannabe's
droppi ng out of ny market; they’ ve never been
anyt hi ng but annoyi ng gnats.

No, ny conpetition becane the nerchant itself. It
was nere coi nci dence they began advertising the
very week Googl e inplenented the one advertiser per
URL rul e.

How does David slay Goliath? 111 tell you.

Ski pping forward to ny primary notivation for
actually sitting down and neking this public .



The Enpl oyer Who Crapped On Me, Fired Me, Then
Becane Dunb Enough to Futz Wth M .

You probably don't care about the finite details,
so here are the broad strokes:

- Hred by enployer as "office manager", aka,
"receptionist”

- Took over affiliate programthat was producing
not hi ng, and made it a $35, 000 per nonth incone
source W thin six nonths.

- Pronoted to "Director of Internet marketing"” - it
cane with NO rai se.

- Under ny direction, Internet marketing conponent
of this direct mail business grew to account for
83% of conpany revenue - a 1.5 mllion per year
oper ati on.

- Where's ny raise dude?

- Gewtired of being a free | ap dance, decided to
gquit - but instead decided it would be nore fun to

go out guns blazing. | was fired; the first, |ast
and only tine that has or wll ever happen.
| will never work for anyone agai n.

Peopl e cl ose to ne know how good I amat what | do.
The top businessman in ny town has practically
begged ne with offers of “Wite your own check” to
get me to nercenary ny ass for him

No. No. No.



"1l show you exactly how I've nade the cluel ess
chunp who used to be ny ‘boss’ wite ne checks
nearly as large as what he was paying ne to put up
with his crap for 60 hours per nonth; except once |
set this little systemup - maybe we're talking 2
days work MAX - | spend ny tinme doi ng whatever |
want .

That's right, for 16 hours of work |'ve been
collecting affiliate comm ssion checks worth tens
of thousands of dollars fromthis guy.

| should wite hima thank you note for sending ne
t housands of doll ars.

Ri ght.

Really - |I'mnot nega-wealthy, but | haven't HAD to
work for at |east a year now. And beyond the

| medi ate cash flow of sales, |'ve been using H' S

brand to build MY busi ness.

He thought he fired ne — but he really sent ne on
an extended paid vacation; plus he's funding the
growt h of ny business.

No. O course he doesn’'t know it.
l’mgoing to tell you howto do that too — how to
tap into the brand of your conpetitors to build

your busi ness.

So what do you think? Should we get down to
busi ness?

Good.



SEECRELT

Tactic One: The Bully Techni que

This tactic, you nmay al ready know about. It's
probably one of the few- if only. | start with it
because nost people | encounter don't know about
it. And, actually it's not even a Googl e Adwords
technique - it's for Yahoo! Search Marketi ng.

NOTE: If you aren't running ads on
YSM you're a fool. Pure and sinple.
| hear people whine all the tine about
how hard it is to get ads on YSM/
Overture. "But it takes so |long .

bl ah, bl ah, blah."

Suck it up, OK?

We're here to nake noney and by sinply
taking one nore step than the | azy
schlep next to you, you'll nake noney.

A search phrase only gets 10 searches
per nonth and it's not worth your
time? Get out of the biz - or hire
soneone to do it for you. There's a

| ot of noney to be nmade by investing a
little bit of your precious tine.

Stop whining and get an account:
ht t p: / / www. Adwor dsBl ackBook. coni ysni

Back to our regularly schedul ed progranm ng .



|"'mstarting wwth this tactic, because it's the
tactic | started wwth and it's the beef bullion in
the stew we're going to stir up. W need to get
you warnmed up to the idea of junping into the nosh

pit.
You have to be willing to spill a little blood.

If you' ve seen John Reese's Traffic Secrets you' ve

heard of the "bully technique". | don't recall if
that's where | picked up the nane, of if |I had a
nanme, but that's what | call it now Yes, | was

doing it before | read it from John.

What's the bully techni que?

On YSM vyou place a "maxi mumbid price". Most
| nexperienced nmarketers see a high bid price and
they think "That's too rich for ny bl ood".

They | eave without ever attenpting to fight. They
get "bullied" out of the market.

Thi s happens on Google too and |I'I|l show you nore
about how that happens later on. For now, let's
start wth what's nost sinple to understand.

Here's what you'll see when sonmeone is using this
t echni que.

Overture Bid Prices

5. 00
1.22
. 99
.97
. 89

aRONE



Let’s take a | ook at an actual
search term “marketing”.
“Add Keywords” screen on Overture.
this tactic is being used wdely by people in the

“mar ket i ng” know:

Keyword Selector Tool

exanpl e using the
W are | ooking at the
You can bet

In the box below, entar zingle words or phrasas related to vour producks and
Kevwords" to zee a list of potentially relevant keywords vou may wish to add £

marketing [ Get keywords ]
Search 2 Est. Est. Est.
el Yolume UEfE i clicks* cCPC($) Cost($)

[] ==2rch engine |4 4 os ca3 g np Bid Tool 59,181 11.68 691,234.0%
rmarketing

D rmarketing 470,967 1,29 Bid Tool 23,542 1,17 27,551.1¢
I Liiaicis 342,848 | 2,05 Bid Tool 17,142 2,95  50,511.76
rmark eting

FRcdimbE a5 624 - Bid Tool &,281 0,10 528,10
rmarketing site
ermail )

] marketing 122,924  1p.00 Bid Tool 6,443 2,07 52,064,923
direct )

[] rnarketing 104,835 | 4.5 Bid Tool 5,241 4,50  23,534.50
network )

] marketing 92,694 1,15 Bid Tool 4,634  1.06  4,896.59
busziness .

7] marketing 60,742 4,41 Bid Tool 2,087 2.27 10,224,869

g direct rmail 39,486 5,23 Bid Tool 1,974 5,19  10,251.64
rmarketing

P =2l busiress| .o |43 s.ngn Bid Tool 1,207 4,17 7,945,283
rmarketing
web zite )

[ roarkating 35,923 660 Bid Tool 1,796  6.63  11,307.4%
affiliate )

"] marketing 29,549 4,50 Bid Tool 1,492 2,91  4,336.75

[Fnarketing 29,272 =50 Bid Tool 1,468 2,23  2,420,.44
strategy
rmarketing and )

[] advertising 27,720 =45 Bid Tool 1,326  2.09  2,892.12
real estate )

] marketing 74,252 s.01 Bid Tool 1,214 4,67  5.669.38
rmortgage .

[F7] marketing 22,406 5.0z Bid Tool 1,120 4,63 5,241,460

1 markEting = ST — Bid Trnml 1 n2e nss ==

. “ .
Check out the top listed keyword — “search engi ne

mar keting”. $15.01 PER CLI CK



That’s big noney . . . but let’s click on the “Bid

Tool” link and see what all the advertisers are
payi ng. |s someone playing “Bully”?

Soneone sure is playing bully, and surprise,
surprise if it isn't the good guys in the white
coats wwth PhDs on their walls .



Google itself using the
bul Iy techni que on Overture!

(Have | made ny point about the value of Overture cl ear enough?
Even Googl e advertises there.)

hittp:ffuy. bidtool.overture.com - View Bids - Mozilla Firefox

1. Search Engine Marketing with Google
Can your website make mare money? Market wour website with
Google's advertising programs - Learn mare,
adwaords.google. com
[Advertizer's Max Bid: $15.01)

2. Search Engine Marketing - SEQ
SED Inc offers search engine optimization, pay-per-click management,
Web analytics and more. The certified SEQ experts will increase web
site traffic and rankings to give you instant ROL,
W W, SE0INC, COMT
[Advertizer's Max Bid: $15.01)

3. NewGate.com: The Search Marketing Agency
Maximize online retail sales through search engine marketing. Newgate
implements and manages large-scale search marketing campaigns faor
major retailers.
W hewaate, com
[Advertizer's Max Bid: $£5.02)

4, Search Engine Marketing - Free Quotes
Complete a simple form, get quotes from local and national search
engine marketing vendors. Compare offers, save time and resources
with BuyerZone.com - $2k minimum campaign investment,
W, Buyerzons, comn
(Advertizer's Max Bid: $5.01)

E. Search Engine Marketing Experts
Reinvent Business quickly creates an expansive Internet visibility and
Web presence for your online business. Maximize visitors, sales and
profits. Superior results,
www reinventbusiness, com
[Advertizer's Max Bid: $£5.01)

. Professional Search Engine Marketing
Let experts handle your search engine marketing - Request our free
report to see your sites' current search engine results, Pricing and
service details included on our free report,
W, morevisibility, com
[Advertizer's Max Bid: $£5.00)

Notice that nost of the players in the market are
at the $5.00 nmark. Al so note that SEQ NC.com in



the #2 spot, has matched Google’s bid. But, what
are they really paying? .

You shoul d know what your maxi num bid can be for
the product you're pronoting - that's how nuch you
can spend on a click, assumng a certain conversion
rate, and still make noney. And in this case, it's
probably around 5.00 per click — that’s where the
pack coagul ates.

So, looking at these nunbers nobody is going to
dare dream of biddi ng $15. 01.

R ght ?

Let’s go back to our exanple:
Overture Bid Prices

5.00
1.22
.99
.97
. 89

RN RE

Even though the guy in that nunber one spot is
really only paying one-penny nore than the guy in

t he nunber two spot - nobody will nmess with his
nunber one position by attenpting to outbid. |If he
|l eft his max bid at 1.50, then guy nunber 2 m ght
play the outbid gane. If you're going to play this
gane, then nmake your nmax bid high enough that
nobody will nmess with you.

He's bul | yi ng people from conpeting and that top
spot will be his until soneone cones al ong and
takes it.



The guy in the nunber 2 spot is using a simlar
tactic, but he's nore cautious. He doesn't want
sonme guy like ne or you comng in to run up costs
on him Personally, | wll play that gane and | ose
alittle noney in the short termfor the |ong-term
win; nost wll not.

INSIDER TIP: Things are only going to get nore

conpetitive. It doesn’'t matter what your approach
Is togaining traffic. |[It's estimated 1 BILLI ON
new web sites will conme online in the next 5 years.

You nust act now. And this is how you better start
thinking — plant this in your head now as you
conti nue readi ng.

The Googl e Cash nodel — run an ad, direct people to
the nerchant site, it still works in places. From
there, with the single URL rule, people started
creating | anding pages. Sone are even smart enough
to try to collect an email address, nost are not.
Most are too short-sighted and focused on ‘nmaking a
commssion. | wll tell you howto do both, to
hedge your bet, later on but forget that for the
nonent .

The difference between the guy at the head of the
pack and the rear often conmes down to this and it
wi |l becone nore true in future.

The guy at the head of the pack is happy to break
even .

Because he has a plan for the future. He has a
backend. He will dom nate his market by being the
man/ wonman on the top of the hill beating al
chal | engers down.

You can beat the guy on top of the hill, but
strategically, he always has an advant age.



You want that advantage. You want that to be you —
you need to have a backend — ESPECI ALLY | F YOU RE
AN AFFI LI ATE.

The PPC gane will becone increasingly tough to
conpete in if your only making noney straight up
off an initial conmssion. You can do that now —
It can be so easy it makes you fat, dunb and happy.
Until some guy like ne steals your business.

WIIl that be tonight while you sleep? If only I
had nore hours in ny down.

Here's what you need to know

1. In many nmarkets you can bully people too. Set
a max bid that's way out of reality. Don't get
carried away though and I'll tell you why - this

isn't something you want to do if you're going to
take off for a two-week vacation in the Bahanas.

You can literally scare off conpetition. Wen
people do their research, they get lazy. That's

al nost a given in any market. YSMonly shows the
top bid - so anyone who doesn't take the tine to
use sone fancy piece of software ( |like
http://ww. keywor dl ocat orpl us.coni ) or click on
the Overture "bids tool" won't know that the guy is
only paying $1.23 - they'|ll see $5.00 and | eave.

2. Overture / YSMis overl ooked by a | ot of
people; it works great. Use it. |In fact, it m ght
even be BETTER t han Googl e.

OM5 - did he really say that? Really people; can
we get over this blind love affair with Googl e
al ready?



3. You can conbat a bully by calling his bluff and
bi ddi ng a penny under him So, if you bid 4.99,
t hen he pays the full $5.00.

And you?

You still pay just a penny nore than the guy bel ow
you - $1.00. Like |I said above, don't get carried
away. |t can becone a gane of chicken - or dunb

and dunberer.

If you' re going to use either tactic, nonitor
cl osel y.

4. This may vary from market to market, product to
product, but | swear | nmake 4 tinmes as nmany sal es

I n the nunber one spot as | do in the nunber 3 or 4
spot.

| don't know.

Maybe | convert like a whiz-kid, but if you're
pronoting an affiliate product go for the nunber
one spot. Later, I'Il tell you what that guy knows
that you don't (but damm well shoul d).



READER QUESTI ON:

How long did it take until you felt "Ah, now | have
reached a | evel where | actually do earn noney"?
| " ve been doi ng adwords canpaigns for 1 nonth now.

First, | don’t know nmany things worth bei ng good at
that you' re going to be good at after one nonth.

| f marketing was that easy, everyone woul d be doi ng
It, wouldn't they?

So give yourself sone tinme and accept the fact that
it’s nore likely you Il fail before you succeed.

Now, if you let the failure beat you and scare you
away, then guess what ?

You' |l | never succeed. And you'll never have the
“ah” feeling.

| nstead, take the failure and learn fromit.

Fail faster.

Don't be afraid of getting hit in the nouth a tine
or two. If you're afraid to get hit, then you' re
not ready for the gane.

Most people aren’t failing to succeed for |ack of

know edge; they're failing to succeed because their
head isn't in the right place.

Check 1t.



You're going to learn a |ot by reading this book.

You' re going to learn tactics that COULD be worth
hundreds of thousands of dollars to you.

But, it’s worthless if you're afraid to get hit a
time or two. Getting ‘hit’ is what's going to
force you to | earn, because you don’'t want to keep
getting ‘“hit’.

It took nme several nonths to find the guts to
create ny first PPC account with Overture. The $50
required seened like a big risk (and it was a big
risk at the tine) on sonething |I knew not hi ng
about .

| don’t even think a “howto” book on PPC
advertising even existed then.

The conpany | worked for during that tinme was

di pping their toe in the Overture water to the tune
of about $1000 per nonth, but they were only

br eaki ng even at best.

W' re talking early 2002 here.

| probably got |ucky, because | was profitable

al nrost instantly. | was focused on two products
that | had first-hand experience with and | knew
the markets well - though ny approach was not
sophisticated at all. I’msure |I knew | ess then,
t han you know now.

But, | did pretty much what | do now. | bid on the
keyword phrases people were searching on when they
want ed to buy these products.

That was probably nore dunb | uck than carefully
plotted strategy — it never occurred to me to seek
out related keywords.



K that’'s not true, it did occur to ne. In
retrospect | saw where ny enpl oyer was naki ng noney
(on his trademarked terns) and where he was
breaki ng even or | osing noney (on everything el se).

So | took the sure bet.

Note: Let me say right here because |’ m sl anmm ng
the practice of bidding on mass anounts of
keywords, that there is a tine and place for doing
that. |f you re damm good at converting traffic —
If you' re digging for | eads and you have a great
backend nmarketing system then do that.

You should do that. | do that.

You shoul d reach far and wi de and convert |ike
hell, or TomBell (and they both do a pretty dam
good job, don't they?).

I’monly, generally, against doing that if you' re
pronoting specific products and dealing with a
percent age of the sale.

You don’t have the margin for it until you becone a
nore advanced mar ket er.

My enpl oyer | ost noney, because his site wasn't
designed to convert that kind of untargeted
prospect. Even though he paid the world s ‘top
conversion consultants’ to help his site convert
better, the conversion process sucked. And it’s
t he process nost conpanies are using online.

You' re gonna get nore of this later in the book,
but in general, any advice witten about online
marketing for the ‘corporate world is pure crap.

Put your hand in a pile of it right now Feel it.



Snell it. Taste it if you nust.
Then stay the hell away fromit.

Don't followit and don’'t spend your noney to
direct people to it unless it’'s spot-on-target
traffic.

| don't want to nmake it sound overly sinple to nake
noney using PPC, because the environnent is
becom ng nore conpetitive.

But, it really is an easy process when you naster
it. The trick is finding unique products that
peopl e are searching for - that aren't being

mar keted by nore than a few peopl e.

There are thousands of these products. Finding them
Is the hard work, but 1"l tell you howto do it
| ater.

W' re not tal king about huge nmarkets - or huge
nunbers of searches. My best perform ng canpaign
recei ves about 2000 searches per nonth. But those
are primarily people who are in the "buy node" and
ny conversion rates are high - 5% And | nake a
good conm ssion per sale.

How long it takes to begi n naki ng noney depends on
alittle luck and a little persistance. Choose a
product to pronote that pays $30 or nore - but
avoi d pronoting products that have a glut of
conpetition already (but you decide that not on a
guantity, but on what people are wlling to spend —
if alot of people are willing to spend a |ot,
you' || find easier pickings el sewhere).

Finding these gens is the trick. But they're out
there and if I'"'mfinding them you can too.



Wil e ads and the right keywords are inportant, the
nost inportant factor is to find the right

products. That's where you'll work to earn your
noney. But, once you find those products, then
you' Il have a reliable profit producer using pay

per click ads.

Sone people claimthey "test" about 20 products on
Adwords to find a single wi nner. You can inprove
that success rate, dramatically, by follow ng the
advice | give about how to pick winning prograns to
pr onot e.

My experience with Adwords is this:

If it's a product in ny specialty niche - the
mar ket | know - al nost everything | pronote is
profitable.

Ever yt hi ng.

If it's something other than ny niche, | mss nore
than | hit. And if |’man ‘expert’, then what
shoul d that tell you?

You can tweak your ads until George W Bush |earns
to tell the truth, but ads only generate traffic.

Traffic is no guarantee of anything except the
expendi ture of noney.

You want to spend as little of your noney as
necessary, while nmaking as nuch as possible in
return.

Buy low, sell high. That's all there is to

busi ness and you coul d take that single phrase and
make billions. Just think about it in every
context of what you’ re doing wth Adwords.



Success requires sone inside insight that the
Adword noney hounds don't have - those people who
are just burning through products trying to find
one that's profitable w thout any clue about what
they' re pronoting, who's buying it — or even if
peopl e ARE buying it.

Ask these people why they' re failing and they don’t
have a cl ue.

Wth a little inside insight, you'll dig up the
gens that aren't found mainstream O, at the |east
you' Il be pronoting them before everyone el se and
that will give you several advantages down the

l'i ne.

If you follow the advice here, and you wll if
you're smart, then | can al nost guarantee that
you' re on the way to kicking ass on the path to
produci ng Adwor ds i ncone.



TOR SECRIET

Tactic Two: The I nvisible Popup

Let the controversy begin.

| bought a little programcalled "Affiliate O oner"
because, well, | had an idea for how !l wanted to
use it.

Then | discovered this rocking little feature
called the "I nvisible Popup".

Bef ore you get too excited, that feature i s no

| onger a part of the Affiliate C oner programthat
Is currently offered for sale. Runor is dickbank
asked the nerchant to renove that feature if he
wanted to continue selling through CB.

Apparently, he did.

But I did include a programthat does the sane
thing. You can install the script on your own
server. | can nake no guarantees to you about how
well it works. [|'mworking on a version nyself and
"Il provide you access to that when it's
avai | abl e.

What does it do?

When soneone visits a page with this encrypted
JavaScript code on it, an "invisible popup" occurs.
Bottomline: it sinulates the visitor clicking on
your affiliate link and it places a cookie - your
affiliate D - on their conputer.



The reason | started using this was | wanted to be
able to place ny cookie and then direct people to
any page | wanted on a nerchant site. | didn't
want to be limted to sending ny custoner to a
general hone page that stood no chance of
converting a sale. Most nerchants |Iike the idea of
maki ng noney online, but they' re clueless and
that’s why they need you and ne.

So |l tried this little trick and wham M/ sal es
doubl ed.

Sure, | thought it was because of ny newf ound
control. But | found that EVERY affiliate product
| pronoted had simlar results regardl ess of where
| sent ny visitors.

Wth one affiliate product, | went froman average
of 38 sales per nmonth up to 57.5. At $30 per sale,
that's what? Al nost $600 per nonth?

As ny ass grows nunb sitting in ny chair at this
nonent, |'ve been doing that for 18 nonths - [|'ve
squeezed an additional $10,600 in sales there.

Riddle ne this though: Wiat was really happeni ng?

| nstead of paying for 100 clicks to ny site and
havi ng 25% cookied with ny affiliate link — the
peopl e who actually clicked on a link, 100% were
bei ng cooki ed (or whatever percentage took ny
JavaScri pt).

So the visitors whose clicks | was paying for - the
ones who were visiting ny site, then hitting their
back button - were now getting credited to ne.

Is this cheating?



We could argue that all day. But, | also happen to
know that | | ose comm ssions every day because
peopl e phone in orders (25% based on ny first-hand
experi ence), delete cookies, or sales that should
be credited to ne are not.

|"ve managed a few big affiliate prograns so | know
t hese nunbers - even though | NEVER cheated an
affiliate out of a conm ssion (because that woul d
have neant cheating nyself out of conm ssions too),
you best believe nost nerchants | ove you sendi ng

t hem custoners but they don’t |ove paying you.

Fact is, nost of themaren't smart enough to ‘get
it —like the affiliate who insists on going for
the comm ssion instead of a subscriber AND a

comm ssi on, these nerchants are short-sighted and
It’s nost of them

Petty Reasoning Aside - and the "Good" in M

Sone people can use this tactic to stuff cookies or
to blatantly rip people off. Cookie stuffing is
putting nore than one invisible popup on your page
and attenpting to cookie yourself for every product
I n a market.

Don't be a putz. That will alnost definitely get
you reported, hated, kicked out, whatever.

Good. If you do it, | hope you get fried.

If | see you do it, I'll fry your ass because it
Wi ll ruin the tactic for everyone.

Bal ance is good. This is a balancer, used right.
If you try to cheat the scales you deserve the
I nevi tabl e.



| want to make as many sales as | can. And as an
affiliate | put a lot into selling a product. |
create nmy own sites (because nost nerchant’s suck),
ny owmn sales letters (because nost nerchant’s
suck), ny own follow up auto responders (because
nost nmerchant’s suck) and training videos.

Renmenber, | started using this tool because as an
Internet marketer | know things that nerchants

t hensel ves don't - send people to the specific page
of the specific product they want to buy.

So, I'mnot just vanping on people and | hope you
don't either,

Man. Now you' ve got ne goi ng.

"mgoing to get on ny soapbox right now. Ready
for a small ear full?

Most nerchants are totally cluel ess when it cones
to selling online. They really are. |1'mtalking
95% - maybe nore. They don't know what they're
doi ng.

And why shoul d t hey?

They make wi dgets. They run a business that’s
about bei ng good at sonet hi ng which probably has
nothing to do with zeros and ones.

They aren't Internet marketing experts. And they
shoul d appreciate you full on for helping themwth
t hei r weakness.

Usual |y, though, they don’t.
And | want you to hear sonething right now. |f you

bought this information, then you' ve got a deci ded
edge. For starters, you' re savvy enough to know



that cutting edge informati on makes noney. It
makes a lot of noney if the information if applied.

You probably know nore - you will about PPC
advertising before we're done - than even the best
pai d consul t ants.

G ve yourself sonme credit and step up to the plate
W th sonme guts. You have a know edge edge and you
can take what soneone else is doing in nediocre
fashi on and nmake it gl ow.

My focus is on affiliate marketing. This
information applies across the board, but | want to
tell you just how great affiliate marketing really
Is if you don't already get it.

You have no overhead, really. You have no

I nventory. You take no orders. You process no
returns. You deal with very few custoner
headaches, if any.

What does this all nean? You get to focus 100% of
your time on becom ng a kick-ass narketing expert.

Your business is being an expert at what you do.
The better you are, the nore you nake.

My famly cannot even fathomthe idea that |’ ve

enj oyed a pay raise of 10% or nore PER MONTH over
the past two years. Most people don't see a 5% pay
rai se per year.

So don't meke the SINGLE Bl GGEST M STAKE al nost
every affiliate marketer nmakes; don't put the
busi ness of marketing into sonebody el se's hands.

Do not depend on a cl uel ess nerchant
to make the sale for you.



You have to take control. You have to know t hat
your business is to find buyers and sell them

That’s your gane.

Sone affiliates do nmake sales. Sone do it well.
But 95% do not. That's a lot of opportunity for
you.

Affiliate marketing |I'S NOT about buil di ng soneone
el se’ s business, except if you're a fool. It's
about building your business.

K. Stepping down from soap box.

for the nonent.



My Met hod

1. | wite ads with the specific intention of
getting as nuch targeted traffic to ny site as
possible. Usually they read sonething |ike:

Product X

Do Not Buy Product X Until After
You Read This Reveal i ng Revi ew.
MySi te. coml Product - X

My click through rates, using this negative
"Enqui rer-esque" approach, range between 8-12%
Sonetimes ny click through rates are higher.

"Il show you how | test against other people's ads
to know al nbost exactly what their CTRrate is. 1In
nost cases, |I'magetting clicks at 4 tines the rate
they are (which neans at 1/4 the cost).

2. M landing page has a nane squeeze with an

I nvi si ble popup onit. Mre on this later, but it
allows nme to go for the subscriber w thout the need
to focus on getting a click on ny affiliate |ink.

The ki nd of name squeeze |’mgoing to introduce you

to wll ratchet your sales process up about six
notches — it’'s brilliant.
3. On subscribing, | usually direct ny subscri ber

to the merchant website - to the page on their site
| want ny subscriber to go to assumng it has a
decent shot at selling. |[If not, | create ny own
page, then at the end of ny sales letter link right
to an order page.

Usi ng the invisible popup, you don't have to send
people to a page that wouldn't sell ice to an
eski no.



You don't want the nerchant
to screw anything up. Gven
t he chance, they usually
wll. This Is your business.

Here’'s the link to the Invisible Popup Tool
|’ mletting you use as a purchaser of this
product — do not share this link with
anyone.

http://ww. adwor dsbl ackbook. com i pt ool /




SEECRELT

Tactic Three: Bid on Tradenmarked Terns

| know peopl e who spend their days researching

pi |l es of keywords nobody el se has di scovered,

di ggi ng up m sspellings, searching out parallel

mar ket s, Universes, whatever and etcetera. | guess
t hat works for sone people.

Not ne. But not because it can’t work — I'I] tell
you how you SHOULD work that approach |ater.

|'mnot interested in spending $10 to make $13 - |
usual |y spend $10 and nmake AT LEAST $35-40 in
return.

There are tines when it nakes great sense to spend
$10 and feel lucky to get $13 back on the front
end, but not the way nost people go at it.

| focus ny attention al nost 97% excl usi vely on
Tradenar ked terns.

Here's why, reason one .
5% conversion, or higher, is typical.

Wth a product that pays $30 or nore per sale,
that's a great RO nost of the tine. | don't need
a massive anount of traffic - | just need to bid
hi gh and convert high. (Read tactic two if you
have any question about converting high).

Ask any really good busi ness person and they’ ||
tell you to mnimze risk you want to do busi ness
transactions that guarantee an immedi ate profit.



You don’t go in hoping you Il nmake noney |ater.
You either know you’ ||l nake noney, or you don’t
wast e your tine.

| don’t know what your skill set is, so excuse ne
for assum ng you' re sonewhere in the crowd that
isn’t quite Dan Kennedy, Jay Abraham Carl Galletti
or Gary Hal bert.

So even though a bunch of young punks out there
tell you “the noney’s in the list”, you listen to
nme and you nmake your noney now.

Huh, what? D dn’t you just contradict what you
said in the previous chapter M. Black Book guy?

No.

What |’msaying is, until you' ve got a proven
systemthat converts at a high level don't

specul ate on making noney later. Build your list -
YES!'! But nmake the noney now — that, ny friend, is
why you use the invisible popup.

And that’s why you pronote things as an affiliate
t hat nmake you noney fromthe git-go.

So ny conpetition spends their eight-hour day |ike
this:

1. Go to CJ and spend an hour to find a nerchant
to pronote.

2. Go to Wrdtracker and spend 6 hours doi ng
keyword research.

3. Spend final hour scranbling to setup a new ad
canpaign wth 12, 345 keyword phrases.

4. (Go to discussion board and ask



- "lI's sonething wong with CJ today?"
- "lIs sonething wong wth Googl e Adwords
t oday?"
"Does the CGoogle Cash nethod still work?"

| spend ny four-hour day |ike this:

1. D scover new product using nmy "On the Money
Approach to Finding Affiliate Prograns” that |
share wth you later.

2. Signup up for affiliate program

3. Create ad canpaign with 10- 20 keyword phrases
that include the spot on keyword phrases searchers
are using when they want to buy what |'m pronoti ng.
4. Alternate between checking on sales and playi ng
ny favorite video gane.

| Want to Clarify Sonething Here — Listen
Especially If You' re an Affiliate

G eat products don't sell wthout great marketing.
You can sell total crap — get people to snoke,
drink and eat it — with good marketing. Think
about that.

But here’'s the greatest fallacy on the Internet:

“The noney’s in the list”

That’s nostly a load of crap. Do people wth lists
have qui ck access to potentially making noney?

Yes.

But guess what? 1’ve had lists for a long tine and
for alot of that tine | didn't nmake squat.



| know people with big |ists who nake nada. | know
people with relatively ‘small’ |ists who nmake a
killing.

Where’'s the noney, really?

First, it’s in your ability to sell things. How
hard is it to sell things?

| TS NOI' HARD AT ALL!

It's this sinple: Make people an offer they can't
r ef use.

Who can refuse being cool? Even though they stink
and they’'re not cool hacking for ten mnutes every
norning, isn't that enough to sell a LOT of people
on snoki ng even though they know it wll eventually
KILL thenf

Who can refuse fast, ‘fresh’ and hot (and cheap)
food? Not nost Anmericans. “Feed ne crap — I’

eat it, long as it's cheap and there’s lot’s of

it.”

If youre an affiliate, you use the selling of
ot her people’s products to tell you what products
you need to devel op.

The real noney is in products. Even if you give
them away (who'd a thunk it?)— that’'s the offer
advant age you need.

| know. [|I'mranbling off on a tangent right now —
for a purpose. Don't skip a sentence | wite,
because you don’t know what you’'ll m ss.



Reasons Wiy Mbst People Don't Bid on Tradenarked
Ter ns

1. Merchants forbade it.

First, this is stupid on the part of nerchants.
Dunb. Thi nk about it.

That's because of the Geico ruling - you can read
all about that in the special report. Read ny
report, then wite any nmerchant - or call them -
and tell themwhy it's dunb.

|"ve changed the mnd of nore than one. Mbst don't
know. Either a bone-head consultant tells them
they're losing noney to their affiliates (like

they're conmpetition). O a bone-head col | eague
tells them what a bone-head consultant told THEM

Since basically nost people are stupid, don’t be
shocked to see nore of this nmass hysteria devel op.

But so what. Even if they do, we’ll just nove on
to our bitch slap techniques (later).

2. The Mpst Common Reason .

Bi ds on trademarked terns are usually REALLY high.

Can | have a drunroll please. |’mabout to reveal
a revel ation.

Prepare yourself for a nental breakthrough.
| used to cone into pronoting a new product |ike a
pansy. |'d spend a penny over mininmumto get in

t he gane.

And you know what ?



| NEVER MADE ANY MONEY!!
And then, you know what ?
| LEFT, NEVER TO RETURN

This is what happens with a | ot of Googl e Adwords
mar keters (renmenber the Bully Technique). | know
it for a fact.

VWl |, guess what. Renenber when | said | make 10
ti mes nore noney bidding on the nunber one spot
than | do on the nunber 4 spot or |ower?

EVERY FREAKI N ADWORDS ADVERTI SER Bl DDI NG Bl G MONEY
'S DA NG | T BECAUSE .

THEY' RE MAKI NG MONEY! !

Cot that? |It's vital. Every market you've ever
gone into by tipping your toe in and | eaving
because the water seened too hot and i nhospitable
was really the result of sone guy |ike nme BULLYI NG
YOUR ASS out the door.

Man, | really hate to be telling you this right
NOW.

How does it feel to get punked like that? How does
it feel to know that while you're eating a crappy
McDonal d' s hanburger, I'menjoying a fine, juicy,
organic rib-eye steak? (Man - if you haven't had a
steak fromthe |ocal health food store, they're so
much better than what you get at Safeway or the
like, 1t's unbelievable. You know, food in Anmerica
really sucks and if you haven’t noticed that’s a
subpl ot devel opi ng here.)



Hey, it's just business dude. So, don't eat cheap
chai nstore steak and don't flinch when you think
sonmeone's goi ng to sucker punch you.

Seriously though. That's what's going on.
W're going to break this down.

I f you cone up against a nerchant, they'll Kkick
your butt for the nunber one spot. They wll.
They have the bigger profit margin. And they have
t he bigger ad budget. And besides, you don't want
to piss themoff.

So that |eaves their conpetitors bidding on their
trademark term And it | eaves sone sorry
affiliates who, at this point in tinme, don't know
what you know now after reading this far.

So here's your conpetition, let's break it down.

1. Merchant - If they're in the gane. Don't try
to beat them- you don't need to. Use ny negative
sl ant, Enquirer-esque ad approach. Bid for the
nunber two spot. You'll get 4-tinmes as many clicks
as they do if you do it right. And sincel told
you how to do it right, you have no excuses.

2. Merchant conpetitors - Mre than likely, they
will conme and go. And in nost cases, by the tine
sonmeone searches for a trademarked termt hey

al ready KNOWwhat they want, so the threat is

m ni mal .

Get in there and slamthe door shut on the deal.
You are your nerchants hired gun. Be nerciless -
and | et them know how | ucky they are to have a
genui ne expert |ike you gunning down their
conpetitors attenpts to tread on their turf.



3. Affiliates - You sinply gun themdown. Really.
Sweeten the deal a little (by getting a product of
your own), do whatever you need to do. O fer your
own bonuses; offer rebates; nake that custoner an
of fer they cannot refuse.

Most affiliates are totally clueless. They hope
for sone easy noney. The other Adwords courses out
there tal k about inproving ads and generating nore
traffic; I"'mtelling you that if you can boost your
conversions rates by whatever means necessary ot her
affiliates wll bother you about as much as passing
gas.

LISTEN TO THI'S: “The Rich Jerk”
popul ari zed this rebate thing. It's a
good sl ant, really.

But, you can offer a product “val ued” at
doubl e, triple, quadruple what sonmeone can
do with cash — and it will cost you half
as much. $27 rebate (after 90 days) or
free $67 product now. The $67 product

m ght cost you $10 to produce and ship —
and the custonmer has to give you a nane
and address to receive it.

People |like to save noney, but they like
stuff nore.

So do | need to say anything el se here?
| do.

Let's start another chapter though and get freakin’
nast y!



TOR SECRIET

Tactic Four: Trademark Resi stance Part One

What do you do when a nerchant forbids you from
using their trademark?

"1l tell you .

But first, I'mgiving you a word of warning.

Wien you buy a Bl ack Book you really expect you're
going to get sonme naughty stuff. And when you
choose to engage in naughty stuff, the potenti al
exists for getting your stinky little butt in
trouble. :-)

So, ny friend, be careful.

And, if you use these ideas - that personally, | am
just witing about - that's up to you and I am not
responsi ble for anything that cones fromit. That
I ncl udes the "good", the "bad" and the "otherw se".

oK?

No, actually, if you make freakin' pile of cash
then you send ne a testinonial. Conprende?

So to be real clear, I'mgiving you weapons. Wat

you choose to do with themis your own damm
busi ness.

Here it cones.

It is possible to piss ne off. And it is possible
that | use that as notivation and determ nation to



knock people off where | can. | can do this al nost
at will.

I"’man Internet marketing nercenary. A sniper.
So what brings a “nice guy” (man | HATE being
called that) like nme to this point?

Wien | invest ny tinme and noney into pronoting your
product and the thanks you give ne is "stop bidding

on our trademarked terns because ny second-rate
consul tant says you're costing us revenue"

Huh?
What ?

|"mselling your freakin' product man. How am |
costing YQU revenue?

You can use these techniques in any nunber of ways
- but I"'mrunning with ny own personal vendetta.



TOR SECRIET

Bitch Slap Techni que One

Copy their ad, assum ng the nerchant is running
one, identically. |If their bid prices are
reasonable - and they probably will be nost of the
time - then outbid themand send traffic to their
site using your affiliate link. Mst of the tine
trademarked terns convert really well, so you'll
very likely be profitable.

Here’'s a real world exanple . . . in case YQU think
|"mstupid for sharing an actual affiliate program
that | pronote, think again. Everything | do is
precisely calculated. |’ve already antici pated
your next nove.

Call nme the O acle.

Web [mages Groups Mews Froogle Local"™ more s

GO L jgle |sedona method HE dranced Search

Web
The Sedona Method

arasy. Sedona. o Kiey to Lasting Happiness & Success. Harvard Validated & Proven Re

Sedona Method Deals

iy whs quare, cor Gel Sedona Method Special Offers, Take Control of Your Life Today

merchant ad has period

This is ny ad, below. Notice everything appears
identically, accept for the period. You can
I ncl ude the period yourself, if you liKke.



| only do this so that | know for certain sure that
It’s nmy ad runni ng.

Web |mages Groups [Mews Froogle Local™™™  mope s

GOL.}S[(’I sedona method [[Search | gdeancad Searsn

Web

The Sedona Method
i, Sedona. com key to Lasting Happiness & Success. Harvard Yalidated & Proven Results

Sedona Method Deals
vt webisguare. com et Sedona Method Special Offers, Take Control of Your Life Today

| love this trick. ©

Because you copy their ad exactly, they aren't
likely to notice anything until a few nonths pass
and soneone finally says "Hey, why isn't anybody
searching for us anynore?"

More than |ikely sone organi zati onal schlep will
attenpt to spin it to his advantage, because he’s
an ass kisser and because he doesn’'t have a clue
what really happened (and because his J-O-B
security depends on | ooking |ike he knows what he’s
doi ng) .

Said schlep will say "Because of our high SEO
pl acenent, we're not having to spend as nuch on
PPC" .

“But where have our sal es gone? Sonebody?
Anybody?”

Better call Batman and Robin . . . better call THE
El SENBERG S! !
Ch man, |'’mhaving too nuch fun here. That little

Martian character is cute though, huh?



Renmenber, nost consultants are clueless. M
personal opinionis that if you' re worth what you
charge as a consultant, you should be able to do
that well for yourself and not have to deal wth
pai n-in-the-ass clients.

Who needs that?

Vel |, people who can't make that hourly rate by
actual ly applying what they know to their own
benefit. If that's you, | hope | haven't hurt your
feel i ngs.

But you know what? It's true. And if it's not,
t hen why do you deal wth that?

K. So | threwin a bonus bitch slap for you
I nsultants, er, consultants out there.

Fire away.
Go ahead.

| wel conme the chall enge of pushing ny creativity to
the next level. How genius can a genius be?

[l tell you when | get there.



SEECRELT

Bitch Slap Techni que Two

You can use this in conjunction wth copying their
ad. O you can really push the envel ope and be a
bl azi ng rebel child.

Googl e all ows for geographic targeting. So .

I f you know the state your conpetitor or tradenark
banni ng nerchant resides in, just select the "run
ads in "Regions and Gties" option for geographic
targeting. They'll never even know what's goi ng
on. They'll be sitting in their office in Arizona,
admring their ad while you're running your ad
everywhere else in the world - unknown to them

Now you can use this technique and send people to
your affiliate |anding pages. O you can send them
direct to nerchant. Your choice.

|'"d keep ny finger on the pul se of the general
attitude towards affiliates using tradenmarked terns
I n your niches.

If there's a building runble of banning the
practice of affiliates bidding on trademarked
terns, then use this tactic now The nore you fly
bel ow the radar, the better.



TOR SECRIET

Bitch Sl ap Techni que Three

This is ny favorite. It wll do you the nost good,
t hem t he nost harm

And it proves a point; doesn't it feel good to be
ri ght?

If you don't want ME advertising your product for

you, well then, fine. | won't. ['Il join your
conpetitors affiliate programand |'I|l pronote
THEM

That seens sinple and obvi ous enough.

But, in addition to pronoting the conpetitor, also
pl ant an invisible popup on everyone who visits
your site - for the product or service that is
demandi ng that you STOP advertising under their

t rademar k

You are FREE to advertise under any search term
that you desire. And you can advertise whatever
you like to that audience, just as |long as you
don't include the trademark termin your ad.

So, if "conpany X' says, no, then here you go:

| s Conpany Y Superior?

Bef ore You Buy Anything, Be
Smart. Read Qur Reveal i ng Review.
ww. MySi t e. cont conpany- X/



If you can include a word fromthe trademark - ie,
I f the trademark contains multiple words, then

i nclude as nmany as you can. For exanple "great

bl ue wi dgets"

Are These Wdgets Superior?
Don't Be Bl ue, Before You Buy
It's Smart to Read Qur Revi ew.

Those keywords will still be bolded in the ad,
which will draw additional attention to you.



TOR SECRIET

Tactic Five: Use Brand Nanes to Build Your Brand

This is just brilliant and you can utilize this
tactic in a nunber of ways.

Your conpetition has spent a | ot of noney buil ding
their brand. People ook for it.

You may feel you're at a conpetitive di sadvant age,
but you're not. Not if you play your cards smart.

Novi ce marketers - or marketers who just have to
have the cash flow now - don't get in this part of
t he gane.

But they should, as soon as they can.

|"ve watched a good friend of m ne nake many

t housands of dollars (and build his custoner |ist)
by giving his own products away to peopl e buying
fromhis conpetitors.

Before | go further, renenber that ny mnd sees
things froma nore devious perspective. Wat |'m
sharing wasn't his intention, nor how he sawit.
He just knows, as a truly brilliant marketer, that
the best offer gets the sale nost of the tine.

He al so doesn't view these people as conpetitors -
but instead JV partners.

But let's be frank on this whole affiliate / JV
partner thing. As goes the status quo here, these
arrangenents are usually much better for the person



with the product to sell than they are for those
selling. | don't care what the comm ssion is. In
fact, the higher the comm ssion the MORE you ought
to know the rewards are great for the product
owner .

Thi s depends on the market, of course, but if a
conmpany is running a good operation at |east 33% of
custoners will buy at | east one nore product wth
them Many will buy repeatedly.

One affiliate product that | pronpote pays ne a $30
comm ssion per sale. That's about 20% which
happens to be on the top end of this entire niche.
Well, 35%of their custoners buy fromthemagain in
the future, not to nention the value of the
custoner when nmailing joint venture deals.

But get this - their average custoners wll buy

over $600 worth of product directly fromthat
conpany. M 20% comm ssi on suddenly becones a 1.5%
conm ssi on on the REAL val ue of that custoner.

That sucks.

So you've got to play this ganme to your advantage
(because they sure are). And that even goes beyond
a nane squeeze. You have to do what you can to get
t hose nanes and enail addresses of the people who
actually buy fromyour conpetitor.

How do you do that?

You offer a sweat deal of a bonus, that's how You
literally give away a product - a physical product
of real value. No downl oadabl e ebooks - that just
doesn't work. You tell that person, "Buy through
ny affiliate link, then cone back to ny site and
fill out this form- which requests nane and

physi cal address - and | wll MAIL you this



f abul ous bonus worth as much as what you j ust
bought . "

Hol y snokes, isn't that expensive?

Isn't it nore expensive to send a good custoner off
to soneone else for 30 bucks? You and | should be
the one's selling that additional $440 worth of
product and keeping the profits.

Stop playing the fool; take this additional step
and start building YOUR business - even if it neans
offering a free bonus to people for buying from
your conpetition!

| did this for along tine, nyself. And truth is,
| spend about $600 per nonth to nmake about $1800 in

one instance. Initially I wasn't even collecting
emai | addresses. That was trading $1 for $3, which
IS still pretty cool. But |I could have been

trading that $1 for WAY nore. And even if | cut ny
profits in half by spending an additional $600 to
send each of those 60 custoners a package that cost
me $10 - if 1/3 even bought a $100 sonething from
nme sonepl ace up the road then | boost ny profits an
addi ti onal $1400!

| hope this nmakes sense.

| F YOU RE PROMOTI NG CLI CKBANK PRCODUCTS:

If you pronote dickbank products you may, or nay
not, know that Cickbank shares with you every
emai | address of every buyer that buys fromyou as
an affiliate.

Are those nanes K to e-mai | ?



| say, hell yes, they’'re OKto email. But you have
todo it right. Be smart. Don’'t dunp theminto a
list and start trying to sell them stuff.

Wiat | do. . . and you'll do too, if you' re smart.

Harvest those nane, pay soneone to harvest if
you’' re too damm busy, and then send those custoners
a followup letter that says .

- Thank you for buying
- Qick this link and I’mgiving you a free
bonus.

And of course the link they click is a subscription
confirmation that takes themto a page where you
deliver them a dam good, val uable, free bonus.

Don’t be cheap because that person had the gunption
to actually pull a credit card out of their pocket
and spend noney, which neans that’s probably
sonething they |like to do. Wich neans if you give
them good things to buy, they wll.

Note: | see a lot of, | don't know — sheer
| azi ness, utter stupidity — | don’t know
what it is. Don't give people crap
unrelated to the topic, or crappy

i nformation you acquired through ‘a great
deal on Ebay’.

When | contenpl ate buyi ng sonet hing and
soneone has a list of bonuses avail abl e
fromevery other half-assed Tom D ck and
Harry trying to scrounge a living online,
it kills the deal nine tinmes out of ten.

| press nme, or don’t bother.



If you don’t val ue ne enough as a custoner
to take the tine and create a decent
bonus, I’mgone. And it doesn’t say mnuch
for your product — and there is a LOT of
crap product out there.

Fool nme once, shane on ne. Fool nme tw ce
— ain’t gonna happen.

Every product has a weak spot. Wite alittle
guide that fills in sonme of the bl anks.

O, every custoner would |love a quick start guide
(which is just a brief summary of the product you
just helped thembuy). And if you're really snart,
you fill that quick start summary with affiliate
links to the other products you' re going to foll ow
up and sell them sooner or later, right?

Al t hough harvesting those email addresses, if you
have many to harvest, may require a little work
that’s why they call it work, isnt it?

Affiliate Marketer, Listen Up

This point nust be drilled hone and | will beat it
into your head if | have to. Read these words as
i f they canme to you from Cod.

Any affiliate that | eaves the business aspects to
the nmerchant they are pronoting will be a long-term
failure.

The | east of your worries, as an affiliate, is
whet her you’re getting credited for all the sales
you should. Merchants are ripping affiliates off
I n many, many ways. Get smart, fight back, turn
t he tabl es.



If a custonmer returns a product it's not |ike the
nmerchant is going to overl ook reversing your

comm ssion. They like you as |ong as you send them
payi ng custoners. Qherw se, nost nerchants could
care less if you eat trash froma can.

When | send a custoner to a nmerchant, that custoner
I's AT LEAST 50% m ne, so hell yes, | wll enail
themif | want.

For many products, | create ny own sal es pages,
foll ow up auto responders, etc.

The nost expensive purchase is the first, so if
you' re spendi ng the noney - unless you just don't
want to be bothered - | think it's mssing the real
profit picture to just pass all those prospects

t hrough the funnel for soneone else's

gai n.

Sure, you'll make a few bucks in comm ssion, but
what happens when a hit man |ike ne gets harsh on

your gig?

Utimately you' re buil ding soneone el se’s busi ness
for them- you're assumng all of the risk while
m nim zing your rewards — by choi ce.

Wiy woul d you do that? Your trading a quick buck
for a business. Keep that up and you' |l be serving
ny latte at Starbucks.

It's smart to followup AS I F you are the busi ness
behi nd the product. Hnt: YOQU ARE

| do and I have devel oped good rel ationships as a
result. Drop the custoner a note, thank them for
t heir business, and ask if they need any
assi st ance.



Qut - busi ness, the nerchant.

"' mnot saying you need to be custoner support -
but you can facilitate that process and ensure
YOUR peopl e are taken care of. And when you do
that, they will keep buying from YOU.



CLASSIIFIED

Tactic Six: Get a Little Back

This isn't about using a direct tactic at your
conpetitors; it's about getting what you can out of
what you're doing. That wll be true in the next
chapt er too.

Besides, | need to rest ny w cked m nd.

There's a | ot of conpetition anong credit card
conpani es. They want your business and they're
happy to offer incentives to entice you into using
their card.

Take advant age.

I f you' re spending a bunch on PPC ads every nonth,
don't have that noney directly taken out of your
busi ness account. That's what | did to the tune of
many t housands.

And all along, | could have had those charges going
on a credit card that gave ne benefits |i ke cash
back, airline mles, gas credits and nuch nore.

Check http://ww. Adwor dsBl ackBook. coni credit- cards/

for alist of cards offering rewards. | have an
application sitting in fromof ne that offers 3%
cash back. [|f you're spending $500 per nonth on

ads, that's $6000 per year. 3% of that back to you
is . . . $180.

Better than a poke in the eye with a sharp stick,
no?



SEECRELT

Tactic Seven: How to Squeeze More Profits from Your
Squeeze Pages

This is a brilliant idea that Tom Bell has given ne
twce. Toms not a household nane, but he's doing
a huge business online. He's a guy | know the
gurus know and respect.

Tom uses a nane squeeze, like many are. |f you
aren't using squeeze pages, get smart. It's the
way to go.

But Tom does sonething that | haven't seen anybody
else do. | don't know why. He's sharing the idea
at semnars so | know a | ot of people have had
exposure to the idea.

As |'mwiting this book, Tomand Tim
Erway just released Gateway Magic — this
systemis smart. Don’t question or second
guess it —it’'s smart, Smart, SMART.

Go see their site for areal, live
exanple. They do a crappy job of selling
it, in nmy opinion, so just take my word.
It’s good, Tonmis brilliant and this is
sonet hi ng you should afford ASAP.

htt p: / / www. adwor dsbl ackbook/ magi c/

| tried this recently, with alittle technical
difficulty and a bit of fear that ny subscribe rate
woul d dr op.



It didn't; it actually increased and so have sal es.
But nost inportantly, ny lists are now grow ng nuch
nore targeted.

| nstead of the standard "Name and Emai | " address,
click submt approach . . . Tom (and |) have added
sone check boxes to our forns.

So here’s a little exanple for a credit card site:

Free Report Reveals
Credit Card R p-Ofs and Scans
You MJST Know About :

Ent er Your Firstnane:
Enter Enmil Address:

What Do You Want Your Credit
Card to Do for You?

(Sel ect one)
- Travel Rewards
- Cash Back
- Low APR on Bal ance Transfers
- Merchant D scounts

What this does is two-fold.

First, it tells nme specifically why the prospect is
Interested in the product. |In this way, | can
direct nmy prospect to the "Thank You" page nost
appropriate to their needs.

If they're interested in "cash back”, then the
“thank you” page they get on ny exanple site is
sales copy that |I've tweaked and targeted to people
who want "cash back".

In this exanple, I'mselling a specific product
(I'"'man affiliate and |I've put together ny own



sal es system because the nerchant does a terrible
selling job). But for other |anding pages |'ve

created, | may direct ny subscriber to a nerchant
| andi ng page targeted specifically to their needs.

In other words, one nane squeeze page may redirect
to four different nmerchants dependi ng on what the
prospect tells nme they want.

If | have a site about cell phones, | m ght have
boxes that can be checked |ike:

- | already have a phone; | want the best deal.
- 1 do not already have a phone; where do | start?
- |1 need a famly plan

etc .
Do you get the point?

Second, the infornation box checked tells ne how to
followup with the prospect. |f they already have
a cell phone, I"'mgoing to offer cell phone
accessori es.

If they want information about a famly plan, |
know t hey nust have a famly and | can nake any
nunber of offers - fromcell phones to SAT prep
tests their kids can take on their cell phone, etc.

The surprising part of this, is that it has al so
I ncreased ny subscription rates by about 20% Even
t hough |I''masking for additional information, the
subscri ber seens nore turned on by that - than off.

| use Auto Response Plus for ny auto responders, so
| don't know how flexible the services |ike Aweber
or Profit Automation are in allow ng you to pl ace
in multiple subscribe options.



Wth ARP, | set up a nunber of formtracking tags
and specify in the tracking tag where | want ny
subscriber to be taken as a "thank you" page.

This is what ny code | ooks |ike:

<i nput type='radi o' nane='tracking_ tag'
val ue='nental ' >
| mprove Focus and Concentrati on<br>

<i nput type='radi o' nane='tracking_tag'
value="limtations' >
Renove Sel f- 1 nposed Limtations<br>

<i nput type='radi o' nane='tracking_ tag'
val ue="anxiety' >
Rel i eve Anxi ety or Depression</font></p></td>

This has given ne a greater understandi ng of why
people are interested in products |I've been
pronoting - information that in many cases is just
surprising to ne.

This approach is extrenely powerful in ny follow up

and the results | am produci ng are phenonenal. Not
only will I no |longer be sending nessages to people
about subjects they have no interest in - | now

know exactly what their problens and needs are.

Gol d.



SEECRELT

READER

|'ve been doing adwords for about a nonth now and
have gone through about 25 canpains. | have three
now t hat generate decent click throughs but only
one sal e.

What am | doing wong and what can | do to nake
things better? Any help i s appreciated.

How do you go about finding the ever elusive
ni ches?

Answer :

Keep those canpai gns narrowed way back Bucko — 25
canpaigns, that's a | ot to nanage.

Pick a niche and know it extrenely well — it’s |ike
bei ng a stock anal yst. Stock anal ysts don’t

anal yze every stock in every industry — they have

| ndustry sectors they focus on.

If you try to analyze stocks in a crazy m sh-nash
of non-related sectors, you will fail. | can
al nost guarantee that.

| have two sectors | focus on and they' re both very
conpetitive (one mght be the nost conpetitive, the
other is less so).

Because | know what’'s going on — because | have ny
ear to the ground when anything new hits the
market, |'m pronoting products | ong before the
"average" affilate hears about it. That neans | ess



conpetition — even in a conpetitive market. It
nmeans when people do try to get in on the action,
|’ m standing on top of the hill shooting them down
as they try to clinb up.

If you're into "fly fishing", subscribe to
everyt hing about the topic and see what's being
pronot ed. Then begi n researching those products.

Then, bid on terns as specific as possible. 1'd
rat her have a bunch of bulls-eyes that yield
optimal RA than thousands of keywords that
generate a lot of marginally targeted traffic -
unl ess you're really good at converting it.




Tactic Eight: How |l Find the Best Affiliate
Prograns to Pronote

Have you ever heard of insider trading? That's
when you work within a conpany that has stock on
the market and you have inside information that is
likely to inpact the value of that stock in the
future

It's like shooting fish in a barrel when you have
that kind of information.

And, it's illegal.

"' mabout to give you the equivalent. This isn't
i nformation you'll get fromany other online
mar ket er, because nost don't have this background.

| have a nunber of "winning stocks" in ny affiliate
pronotions portfolio. Were did | find these
affiliate prograns?

They're the joint venture partners of the conpany I
used to work for.

Each has an "in-house" affiliate programthat has
been available to the public for years. These
prograns are available to you, right now

But you don't know about them

There are nmarkets that are brutally conpetitive.
And there are products with extrene | evels of
conpetition; nore often than not the rewards don't
justify the fervor.

Don't be a | enm ng.



The lemm ngs will seek out affiliate products to

pronote in the sane ways. They go to places where

everyone else is fishing . . . Comm ssion Junction
Aickbank . . . etc.

Don't follow the lemm ngs off the cliff eating the
sane stinking rotten fish they do.

What Us Smart Guys Are Doing .

You need to decide on a niche or two. [If you're
smart, then you aren't chasing every skirt
er, potential noney-nmaker . . . that you see. A

key conmponent of success is discipline.

By exercising a little discipline and staying
within a niche, you will discover what the | emm ngs
don't. There's gold everywhere - if you just know
what you're |looking for. And how are you going to
know what you're looking for if you don't know
anyt hi ng about the narket?

You're not, if you need a clue. So how do you get
that information?

It's sinple .

Subscribe to Every Newsletter in Your N che .
and Read Them

Repeat after ne:

"I wll pick a niche, subscribe to every
newsl etter, and read themso | know "

agai n .

"I will pick a niche, subscribe to every
newsl etter, and read themso | know. "



And again .

"I will pick a niche, subscribe to every
newsl etter, and read themso | know. "

VWl | done cl ass.
Now button up your knickers.

So, you don't work for a conmpany in the niches that
you' ve chosen to becone an expert on. But they
have newsl etters, and they pronote each other. And
they're comng out and telling you "I'm an expert
in this niche and |I'mpronoting this product.”

Hell 0. |s anybody paying attention? Does anybody
still want to go fight the nost pit over at CJ?

This is how you shoul d be doi ng your narket
research - deciding what to pronote and where.
There are probably 10 affiliate prograns in

exi stence for every one that you'll find on CJ.com
and d i ckbank.com - and nobody's pronoting them

| pronote one product that pays nme over $40 per
sale; there are fewer than 400 affiliates, even

t hough this affiliate programhas existed for at

| east 5 years. Only one or two of the affiliates
pronote using PPC (and |' mone of then).

It's not the hottest selling product in the world -
but it's good for about $400 profit every nonth.
That's about what | nade, after Uncle Sam took his
cut, working about 40 hours per week for El ner
Fudd.

How much work i1 s i nvol ved here?



1. Find affiliate product pronoted in niche ezine
(E — zeen, |ike nmagazine — not E-zine, |like nine —
peet peeve, sorry).

2. Visit merchant website and find affiliate
program (can't find a link, ask! - sone don't even
t hi nk about putting a "Join Qur Affiliate Progrant
link on their site)

Sign up for affiliate program

Get affiliate link

Create PPC canpai gn using trademarked terns
Col l ect nonthly check

o gk W

Optional, but should be required, setup a nane
capture and sweeten the deal.

Time for steps 1-6 . . . less than 2 hours.

| have a nunber of these "stocks" in ny portfolio
that pay ne 3-5 tines what | spend on adverti sing
every nonth. The return for each is between $400
and $1800 per nonth. Each requires less than 2
hours per nonth of ny tinme to occasionally check ny
canpai gns, see how nmuch noney |I'mearning, and to
sign ny checks (ny wife gets to deposit them

The Optional But "Should Be Required Step”

That canpai gn above that only nakes ne about $400
per nonth, has been even nore valuable in terns of
building a |ist.

Because | do use a nane squeeze, |'ve built a |ist
of nearly 6500 subscribers in 18 nonths by
promoting it - profits fromthat |ist NOT included
in the nonthly profit stated.

| know a | ot of people who'd like to know how to
build alist. And | know a | ot of people who' d
| ove to have JUST ONE |ist of 6500.



Get the point people — this is from pronoting just
one product using a specific keyword phrase that is
a TRADEVMARKED TERM  One product!

Conpr enede?

Wien you read newsletters in a niche, you wl|l

| earn about these products and affiliate prograns
that the people trolling the polluted waters w |
never see.

They' re choki ng on sewage and fighting over scum
They’' re the people who turn around and pol |l ute
perfectly good foruns (and your mnd) with
negativity and B.S. advice about how they nake
noney onl i ne.

The truth is, |I've never found a wi nner by going to
the affiliate directories and finding products to
pronote, which isn't to say | don't nake noney from
sone of those nerchants. But when | say NEVER, |
nmean NEVER | al nost ALWAYS nake noney when |'m
engaged in the market and paying attention to the
products that people are tal king about. Wen | say
ALVWAYS, |I'mtal king 90% success rate or better.

Thi nk about it.



Here’'s a great question froma reader who asked for
a specific recommendati on on a product to pronote.

| don’t give that, but sone other details here wll
be val uable to you:

A Reader Asks .

re: product.
Here's how | recommend you think:

Thi nk specific product - sonething that's got a
buzz. You can get those ideas [from popul ar foruns
i n your niche]. O you can get those fromthe
niche you're involved in, nost intinately.

Most affiliates using PPC think "Lot's of cheap
traffic." Before they ve nade a dine, the run to
the I ocal forum and announce “Ww. | found 5000
keywor ds nobody is bidding on!”

No. You' ve found the slunms. You' ve found the
gutter. You' ve found a hone in the | owrent
district. You ve found uncl ai med garbage — because
nobody wants that crap.

Oh, sure, there are exceptions. And you're free to
spend your noney seeing if it’s an exception. |
can't stop you and Google sure isn’t going to.

Those are the poor schl eps nmaki ng desperate posts,
and receiving bad advice from other desperate
“marketers”.

These people talk |ike they know what they' re
doing, but if you read them | ong enough you | earn
Internet marketing is what they do after com ng
hone fromtheir day job at Wal-mart, their night
job at 7-El even.



No of fense to people who work hard and don’t
realize the world of opportunity that's there if
they shift their heads, but it does piss ne off to
see people offering crap advice that |eads people
off acliff.

You need to think "Highly targeted traffic that
converts easily."”

If that’s available, and it is, then why spend your
time taking unnecessary risk for disnmal potenti al
rewar ds?

While other affiliate are doing keyword research
(thinking nore, preferably cheap keywords, nean
nore traffic, nmean nore sales - VWVRONG, |I'm

t hi nki ng nore products, that people are searching
for specifically, neans nore sales at higher profit

mar gi ns.

Wiile “Joe” is spending his day researchi ng cheap,
m sspel | ed keywords, |’ m spending ny day finding
products. Keywords don't sell — products sell.

Taking a general topic, like 'pay per click
advertising' and trying to convince people to buy a
book on that subject is nmuch nore difficult than
taking a book |like 'google cash' that people are
searching for. | like the quality, not quantity
appr oach.

| trust all our conversations are secret, and that
you're not going to conpete wwth ne, so right now I
have successful canpai gns running for 'XXXxX
XXXXXXX' ;" XXXXXXXX XXX' and 'directory generator'.
| bid only on those specific search phrases .

Read wites back: “You're the man — it woul d be
stupid to even think of conpeting with you.”



He's right. Sonetines ny extrene paranoia, ny
desire for a fight, overwhel ns ny good reason.

Conpeting with ne would equate to suicide for him

For exanple, Directory Generator
“directory generator"”

[directory generator]

di rectory generator

That's it. Those are ny three keyword phrases.
And it’s inportant that you use each of those
vari ations .

D rector Generator -—

w Il show ads when any search that includes both
the words ‘directory’ and ‘generator’ are
perfornmed. That could be ‘portabl e generator
directory’ or it could be ‘directory generator by
armand norin’. That’'s the |east targeted traffic
you' || get.

“directory generator”

— that’s any search that includes ‘directory
generator’ in that exact order. So, it’'s nore
targeted — your ad won’t show on a search for
‘generator directory’ — but it wll for ‘directory
generator review .

[directory generator]

— that neans your ad only shows when soneone
searches specifically for ‘directory generator’ -
no other words in no other order. That’'s as
targeted as you get — and it tells you a | ot about
the nental clarity the person doing the search has.



They know what they' re |ooking for — they're
probably 5 tinmes closer to actually nmaking a buying
deci si on when they click on your I|ink.

Bid HGH — get that sale. | did. | nmade a |ot of
noney off Directory Generator and | NEVER used the
program Even at a $1.00 per click, | was doubling

— tripling ny noney.

Saavy?



Here's a short list of additional affiliate program
information. | don't know why I’mproviding this
for you, because this really isn't the way to find
the gens. But, who knows — |I’ve got it, so here it
I S.

- http://ww. affiliategui de.conm

- http://ww. associ at epr ogr ans. com

- http://ww. affiliatematch. con

- http://ww. earnfind. conl

- http://ww. affiliate-prograns-gui de. cont

- http://ww. affiliatesdirectory.com




Tactic Nine: How to Beconme an “Insider”

Sonme of you reading this are already rock stars,
at least in your own mnd. Thank you for buying a
ticket to the big show

Q hers though, | know, you're |ooking to get things
rol I'ing.

Once you start taking $300 affiliate checks for
granted, you’'ve arrived. Until then, you need a
plan to stop working for the nman.

Here's what | did .

"1l make this a very sinple, absolutely no-risk,
hi gh | earning opportunity answer. And because it's
exactly what | did, I knowit works.

Step 1 - Find 2 or 3 struggling affiliate prograns
that offer a product you can believe in (or even
soneone who doesn't have a program. It's best if
they are related and in the sane general interest
area. It will save you a |lot of work and hel p you
to devel op key rel ationships faster.

How do you know if a programis struggling?

Easy. Go to dickBank or CJ.com and | ook for
what’s NOT selling. Look for |ow gravity and
affiliate sales on CB — | ook for network earnings
on CJ (a high EPC, with a | ow network earni ngs rank
I ndi cates a product that converts but nobody’s
pronoting it).

eForeclosure Prevention » View Links 528.35 §19.20

These guys mght as well hang up a shingle that
says “Affiliate Manager Needed — Desperately”



In this exanple, you see a decent 3-nonth EPC of
$28.35 (nmeaning it converts decent) but with a

Net wor k Earnings — the green bar — of one. Nobody
I S pronotes them

Step 2 - Contact the site owners and work a deal to
be paid 10-15% on all sal es generated by
affiliates. Basically, you becone a 2" tier
affiliate. CJ nerchants nmay not enbrace this
figure as easily, because they already pay CJ] 30%
on top of the affiliate commssion — if the
affiliate gets a comm ssion of $10, then the
nmerchant pays CJ an additional $3 on top. This
wll work better for |ead generation prograns than
It will for products — but that doesn’'t nean you
shouldn’t try.

Working on a percentage for results produced is a

win-win for everyone. It’s a win for the conpany
because they don’t pay if you don’t produce. It’'s
awn for affiliates because you' Il be notivated to

actually help them And it’s a wn for you because
once things get rolling, you get residual incone.

Step 3 - Start researching the niche and contacting
site owners to arrange JV's or to recruit them as
affiliates. (I just started reading N cheldV by
Jimy Brown and Ryan Deiss and that's information |
wish I'd had 2 years ago - excellent and highly

r econmended)

Step 4 - Make |ife as easy as you can for your
affiliates.

Make 2 assunptions - 1. They are very busy. 2.
They're lazy. (The really good affiliates aren’t
going to junp through hoops to pronote you. They
aren’t lazy, but you shoul d approach your
relationship with themin that way - the easier you



make life for them the nore likely they are to do
what you want.)

This will do several things for you.

1. There's great information out there, but being
an insider you re able to see who nakes noney and
how t hey nake noney. It’s the best Internet

mar keti ng education you'll ever get.

The Internet is an open book - you can see exactly
what peopl e do. But, think about how valuable it is
to know what works and what doesn't - really.

Fact is, alnost everything that people tal k about
In the forunms as being “the way” is totally wong.
Al nost everything the general business public knows
about nmaki ng noney online is wong.

100% wrong? No. But closer to 100% w ong, than
right.

2. You wll establish inportant contacts and | earn
how t he ni che works. Plus, you'll have instant
credibility by working with nore established

busi nesses.

3. You wll build a financial foundation that pays
you every nonth for work al ready done. You w ||
start slow, but with nodest success can achi eve
$3000 per nonth in 9 nonths.

4. You w Il assunme no real risk. You wll earn
whi | e ot hers show you exactly what works for the
ni che. You don't have to know what you're doing as
a marketer - you just have to find the people who
do.

Sure, having sone know edge and confidence will go
a long way - learn the jargon, but the people who



wi |l produce for you already have the tools to be
successful. You just have to deliver what they ask
for.

In short order opportunities will energe. You w |
di scover hot products you'd probably never hear
about ot herw se.

That’s one way to get the “in”.



Tactic Ten: Cetting the Money to Make Money

Foll ow ng on the scraped up heels of Tactic Ten,
here’s a great recommendation if you find yourself
needing to get the cash to nake sone cash.

Straight to the point, I don’t believe in taking on
risk without a damm good idea |’ mgoing to nake
noney. | think the newbie who plays float on his

credit cards is a train weck waiting to happen.

The debt inplications aside, when you becone |ike a
desperate ganbler you're done. You' |l start doing
things that are stupid hoping to dig out of the
whol e you’ ve dug.

And if you don’t, and don’'t be fool enough to want
to believe that you do, then you put yourself at a
psychol ogi cal di sadvantage and if you don’t think
peopl e sense that |i ke sharks sense blood in the
wat er then you need snmack upside the head with a
Marlin.

Don’t risk noney you cannot live with |osing
because no matter how good you get, sone canpai gns
are going to |ose.

Here's the advice you need if you don’t choose the
affiliate nmanagenent route — or you need sone extra
noney to buy the tine to becone a world class hit
man | i ke ne.

Two years ago, when | couldn’t have been nuch ahead
of where a newbie is now, | did a presentation to a
| ocal business group. W're tal king 15 peopl e.

Two years later, | STILL get occasional calls from
| ocal s practically BEGA NG for ny services.



| hate clients and | say NO But in the off chance
that you actually like working with people, this is
a hot little niche you can carve out and sone of

t hese people are playing for sone big bucks.

| do have ONE client (I did when | wote this, but

| don’t now). The lone |eftover fromwhen | NEEDED
the noney. | keep hel ping himout for two reasons:
One, he’s a friend and two, there’'s sone rem nder
every nonth about ny roots — and why | hate doing
work for clients. It's really not worth ny tine,

at this point.

Consi der sone nunbers, then read on.

| Iive and work in a resort town. The guy | do ny
wor k for pays $250 per nonth, plus PPC costs.

Wien | set up that deal, | thought $250 per nonth
was a stretch for sonething anybody can easily do,
right? (That's a bad assunption — don’t take your
skills and their value for granted and I'I| tell
you why).

This guy does an ATV tour busi ness.

He nakes over $180, 000 per year with this business.
75% of his business can be tracked directly to the
Internet. That's, what? $135,000 per year? And
he’s crushing his conpetition — because | AM
crushing his conpetition in the arena that 75% of
hi s busi ness origi nates from

Using the exact tactics I'mtelling you about, in
this book.

How much am| really worth to hinf

Much nore.



He shoul d be charged double, triple.

Don't get nme wong. Even though | ama world cl ass
PPC chanp, you can becone at |east the ‘the man’ or
‘t he woman’ wherever you are.

You can be a hired gun, hel ping your nei ghbors (who
will love, praise and glorify you in ways no ot her
Internet marketer | know gets |oved, praised and
glorified by people who are otherw se cl uel ess
about what a cookie is, what an affiliate is, or
how you' d ever get paid).

Look, if there’s one thing | know about I nternet
marketer’s it’'s that they are absolutely LOVE
STARVED. What ot her business do you know where you
can go to a discussion forumand find people
desperately giving away their business secrets?

| used to do it all the tine until | decided to
bitch slap nyself and get paid for nmy considerable
experti se.

The demand is pretty high for a pay per click stud
I f you get the word out.

|"d charge $250 per nonth (at | east) to manage the
account - click fees are extra. |'d charge $500-
1000 to set it all up.

$250 per nonth is pretty decent, because after the
first few nonths you can run your operation on
auto-pilot; test and tweak ads and | et Google do
the hard work for you.

Your Attack Pl an

Put together a presentation, do a few tal ks about
t he basics of PPC — nake it understandable in terns



of incone potential to a business and how nuch nore
efficient it is than any other form of adverti sing,
yet ‘techie’ enough they don't really think they
can do it thenselves.

Think real estate, think tourism think hotels and
| odgi ng, think anything local. And when you quote
your price, tell themto consider the cost of
running a dinky ad in the | ocal paper that may or
may not even produce a provable result.

This is a hot incone route for anyone who wants to
go it.

Googl e offers a "Certified Adwords Specialist”
designation if you're interested in building a

busi ness on this concept — cost is reasonable and a
| ot of businesses woul d probably be sold on that

| npressi ve associ ation with Googl e al one.



Whet her You WAnt to Hear It or Not: The REAL Key to
Your Success

.05 clicks are cheap and low risk but if you want
to make good noney then you have to conpete for
nore traffic and then you have to convert that
traffic.

I f your focus is on nore and cheaper keywords,
forget it. Go build Adsense websites and pretend
to be a marketer.

Wiy | Amthe Ht Man and You' re Not.

| had to get smacked in the head nore than once.
Really, | wasn’t just born a pay per click genius.

Sone peopl e get snmacked in the head and run for
cover. Qher’s of us are . . . gutsy enough, or
stupid enough . . . to stand in.

The greatest “Wel| Shazaaaan? | ever di scovered was
this: the level | can bid at and maintain profits
Is usually quite a bit higher than nost people are
willing to go.

["'mwlling to go higher and higher
because | know what every top bi dder knows
- this is profitable.

Wul d you rather trade $1 for $15 or $500 for
$2000? It's not about RO - it's about profits.

And what this really neans is that readi ng and
mastering a book |like The Definitive Guide to
Googl e Adwords is only a quarter of the battle -
the other 75%is a question of nental perspective.

Wien | started with PPC | deliberated for 3 nonths
over depositing $50 in nmy Overture account! That



sounds ridiculous to ne now, but it’s true. And
|"msure it’s kept a hell of a lot of people on the
si del i nes.

Now that's ny daily budget and I have to rem nd
nyself every tine | pay those bills that ny profits
were much greater. If | were still at ny $3 daily
budget, 1'd still be struggling to pay ny rent!

If you re struggling to pay the rent, read this
chapter until you re pissed off enough to not live
that way for even one nore day.

It ain"t know edge you' re lacking; it’'s nental

t oughness. | hope that pisses you off a little.

| do.

And if you're thinking “F. . . Y . . Dude”, then
you know what? | just hit the nail on the head
(because before I was a PPC genius, | was a button

pushi ng genius and | know what you’re thinking
better than you know what you’re thinking when 10
wor ds have cone out of your nouth).

Hnt: 1It’s all about control. |[If you want it,
you' || beat yourself up everyday w th anger,
frustration, fear and stress. You' |l be a wannabe.

| you have it, you're bull etproof.

Sure, you have conversion factors to deal wth and
variations in ad performance, but those itens are
mnimal factors if you stick with .05 clicks -

unl ess you're in sonme nmarket that generates
hundr eds/ t housands of clicks per day you'll never
have enough clicks to really know what's goi ng on.

The people conpeting with ne at .05 clicks have no
i dea how nuch noney | nake fromthose canpai gns and



I f they did, assum ng they have any gquts, they'd
cone after ne a |lot harder than they do.

But they don't. Instead it’s |like that opening
scene fromthe Matrix . . . says Agent Smth,
“Sergeant, your nen are already dead.”

| know you’ ve heard of the 80/20 rule - 80 percent
of results cone from 20 percent effort. | think it
shoul d be the 95/5 rule. This gane | ooks |ike a
bel | curve.

95% of the people will always stay on the sidelines
and never take the risk. O the 5% who do get in
the gane, 95% of those will play it too safe.

And even of the 5% who aren't playing it safe, 95%
of those still aren’'t playing up to their
potential .

The stupidest dam post |’ve read in the past year
was — K, |’ve probably read far nore stupid, but
consi dering the sources, it was stupid — is when
all the buzz was going on about the affiliate site
t hat supposedly sold for $370,000 on Ebay (I think
It was a brilliant marketing schene and that’s why
| use the word ‘ supposedly’)

In the sales info on Ebay, the seller clained he
was maki ng $110, 000 and spendi ng $45, 000 per nonth
on PPC

To which nore than one dimwhit replied, “If | were
spendi ng $45, 000 per nonth on advertising | could
nmake $110, 000 per nonth too!”

Well first, aint we all inpressed.

And second, then why the hell ain’t you?



I f you' ve got the know how, then it cones down to
guts, or in a better, nore positive, feel-good way
of saying it — it’s your nental perspective.

I f you can doubl e your noney consistently, then why
stop the gane at $5,000 per nonth? O $10,000? O
even $100, 000.

Why ?

Once you' ve tasted success, take a leap of faith.
Put a little faith in yourself to play bigger,
because pl aying snmall doesn’t inpress anybody.

And playing small, but talking big — well, that’s
just sickening and it doesn’t fool anybody worth
f ool i ng.



So, | think I've told you enough. There's plenty
nore to tell, but if you don't nake a royal
frickin' killing wwth what |'ve already shared .

. . . then get a job. Becone a consultant. You
can cal |l the ######### s (sorry, ny | awer said no)
on their nickel at 877-867-5309. Although they're
truly close to worthless as conversion consul tants,
they are brilliant at convincing a client to pay

t hem bi g noney for doing nothing. You can |learn a
lot fromthem—- if you want to be a consultant.

O herw se, do sonething el se.

| feel 100% confident this is a great book. It
m ght be the greatest Internet marketing ebook ever
witten.

I f you don’t agree, then you probably need to re-
read it. Cbviously you m ssed sone points.

| know that sone people will read this and they
won't do any of it. Actually, the only reason |'ve
decided to share this information is because |I know
t hat nost people won't do it.

They won't. They'll read it. They'll post sone
crap on a discussion board (but it better NOT be

any of the tactics revealed here). They'll say
it's brilliant, or they'll fluff up their little
chest and say "I already knew 90% of it".

And 1'Il say right now, if you already knew 90% of
It and you're doing any of it, then why are you
still looking for answers?

K - it's fine to look for nore answers, just don't

be a putz.



Renenber. |I'man online samurai. | will hunt you
down, because | know who you are (do you know ne?).
Il will renove ny sword fromit's sheath. And

will enjoy the process of decapitation. | am of
course, talking netaphorically.

| think.
Brutal, yet honest. Respect the word.
My Unanswer ed Question .

|'ve struggled along with witing a book for about
7 years now - probably even longer than that. 1've
done a lot of witing, but |I've never finished
anything. Not because | can't finish, but because
| don't really want to rel ease sonething | ess than
revol utionary.

Wiy bother? Wiy wite sonething ho- hunf

Afriend of mne, in this journey of book witing,
used to politely tell nme the story of sonme wonman he
read about who wote a book.

She was interviewed and asked, "Wuat notivated you
to wite this book?"

She thought for a nonent, gave pause, then replied,
“I couldn't not wite this book."

| have serious doubts about revealing to you what |
have. | know why | wote the book - | couldn't not
wite it. But | don't know why I'msharing it with
you. | really don't.

- Money? | really don't have a clue what the
potential i1s.



- The thrill of knowi ng everyone's going to be

trying to figure out "who" |I anf? | can't wait to
see the nanmes associated with this - | don't expect
it wll be mne.

- Readi ng about people making lot's of noney and
changing their life as a result of this
information? That will be cool.

- Maybe even changi ng the course of Internet
mar keti ng history? Probably a nere del usi on of
grandeur, but where have you ever been given
secrets this powerful ?

Who knows.

The one thing I do knowis that | see too many

peopl e abandoni ng "real marketing" for building
crap sites and hoping to nake sone noney from

Adsense.

If anything, this is a call to real marketers
everywhere. |It's a call to put the offensive side
of the gane - Adwords and pay per click advertising
- back on the thrown.

Pay Per Cick is King.



Recommend You Get These Resources

- Keywor d Locat or

| haven’t found a better keyword
research tool. | nake noney
wth it and you should buy it if
you want to nake noney too.

- Perry Marshall’s Definitive

Gui de to Googl e Adwor ds

|f you' re a beginner, you shoul d
buy this. It covers the basics
that I don’'t cover here. It is
basic and | don’'t think it’'s
been updated for a while, but
mastering the basics is where
you should start and the gane
hasn’t changed that nuch. Get
It.

- Chris Carpenter’s (Googl e Cash

Cult classic. Dated, though
updated, but still full of great
Information. Chris is a sharp



guy and he delivers a | ot of
great bonus value. Get it.

- (0o0gl e Adwords 1-2-3

Takes a 180-degree approach from
Google Cash — it focuses on

mar kets, not products. This
book was a paradigmshift for ne
and | think you should read it.

- Host i ng

| like 3¢ Sphere and |’ve tried
a great many. (Good val ue that
w |l enable you to grow wth
ease.

- Aut oResponder

|"ma control freak and | want
ny own script — only real choice
then is Auto Response Pl us.

| f you want to use a service,
Awneber .

|f you're a pain in the ass that
nobody wants to deal wth, use



Enai |l Aces.

- Tracki ng

"You're not in the gane if you
aren’t testing and tracking.”

Maybe you are in the gane, but
you' re on the practice squad
that gets beat to hell. [If you
enj oy bl oody noses, then skip

t racki ng.

| haven’t tried what Bi g Brother
Google Iis offering, but | do use
AdTrackz — cheesy ‘Z on the end
and all. Decent price, does the
job. Get it.

- The Bl ack Book Forum

Way the “Bl ack Book Forunt and
not the “Adwords Bl ack Book
Foruni ? Because, of course,
this is a franchi se baby. This
IS just the first anthem from
the big rock show.



The ENd

Get Busy Maki ng
t he Mucho D ner o!



