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Before You Dive In
      Below you will find 50 emails that will surely go a long way to helping you construct your own engaging emails. I wouldn’t just copy them as is, because you want your own personality to shine through in every email you write. 

      All of these emails have been well thought out – and are not just your average down and dirty emails anyone can just sit down and bang out. 

      I struggled with the idea of putting them into this product, because of how valuable they really are. So please do NOT falsely believe they are just an add-on to this product. 

      In fact, I personally know that what you’ll find below far exceeds the price you’ve invested in this whole product – and if used correctly, they will pay you back far more than your initial investment.

      But don’t just use them willy-nilly. Study them intensively. The advice given in every email is valuable on its own. Look at how I construct them. Notice the natural way I write emails to make them read like they came from a real person, and not just another marketer.

      Important: Almost all of these emails are teaching emails. I don’t recommend you always teach inside your own emails. 

      However, the reason I put all of my teaching emails below, is so you have enough solid content to establish credibility among your own subscribers.

      When used in conjunction with what we’ve already discussed in the main guide, you have more than enough to not only build trust, but also a platform to establish authority and show off your marketing chops. 

      Remember, you don’t have to “out content” the competition, however, mixing and matching between personality driven emails that engage by telling stories, as well as demonstrating your knowledge about your topic, will go a long way to building more trust and authority. 

      But you certainly do not have to teach inside your emails. These emails were carefully chosen for you so that you can do both. Engage with your own personal stories, and when you want to demonstrate your marketing prowess, just dip into the emails below and adapt one here and there to your own writing style. 

      You then have the best of both worlds.

      Notice how I rarely hard sell inside these emails. There’s no need to – and it’s advisable that you don’t do it yourself. Once in a while is fine, however, if you hard sell too often, you may make a few more sales in the beginning, but in the long run you’ll lose out because you will not build any long term relationships with your subscribers.  

      In the main audio program, I made it crystal clear that you should be emailing as frequently as possible. I recommend emailing every day. Really look at all the emails below and ask whether you would mind getting these emails often.

      Chances are that you wouldn’t.

      Almost all these emails are very long. 

      Yes, I write long emails because they work better than short ones for building trust, credibility and rapport. You can, if you like, break these emails into shorter ones and still do very well. 

      There’s no one way fits all, so I recommend to mix and match to your heart’s desire. Just make sure to stick to the core principles of what I have showed you throughout this whole training.

      Again, the emails below are teaching emails. Please don’t just teach inside all your emails. These are not meant to be plugged straight into your autorespondser. If you think you can just send one of these emails, and make truckloads of cash, you’re very much mistaken. 

      Never forget, our goal is to build relationships. When you build trust and rapport; the money will come. Whether a subscriber buys a product from you today, next week, or two weeks from now makes absolutely no difference as long as they DO buy from you. Hence the reason we build the relationships in the first place, right?

      Right.

      There’s a lot of valuable insights you can glean from these emails to help you in your business. With close to 30,000 words, you’re guaranteed to learn a lot from them, and so too will your own subscribers. 

      The subject lines used within these emails are not, in most cases, bizarre ones like I talked about in the “subject lines” module of this product, and in the main guide. 

      Why? 

      Because I want you to have the best of both worlds. Use bizarre, controversial, curiosity driven subject lines like we already discussed, however, when you start building trust with your subscribers, there’s no need to work as hard to get attention like so many others are forced to do. 

      Your name (the sender) is far more important when trust has already been built. Go back to the module on “subject lines” where I explain this to you in greater detail.

      Note: These emails are written with “my life” in mind. That means you will have to go through them with a fine toothcomb to make them uniquely yours. The stories are related to MY life, so just be dogged in your approach when editing them. 

[bookmark: _GoBack]      Yes, they are emails that teach, but that doesn’t mean you should teach in your emails. No need to “out content” the competition. Tell stories. Be personal and personable. Remember, entertainment is far more profitable than teaching. However, when you want to demonstrate your marketing chops, which will have to do from time to time, that’s when you should dip into the emails below. They are to be used sparingly. 




      S-P-A-R-I-N-G-L-Y

Email #1
Subject Line: A quick fix for the Instant gratification junkies
Hi firstname,
I feel I may be preaching to the choir about this,
since most people left on my email list are smart
as a whip.
Not all whips are smart though.
In fact: I know very few whips that are smart -
and very few people who are whips.
Anyway...
So, systems vs tactics.
You know, product creating folk don't sell systems.
They sell tactics.
After all, tactics don't help people without
systems - and therefore... consistent consumption
is an inevitability.
Tactics, enhance systems.
Without a system, tactics provide ONLY short-term
results.
A quick fix for the Instant gratification junkies.
A band aid for the peeps who love the illusion.
And yes, people love their illusions.
Waking up... and facing truths... is not nice.
It's uncomfortable.
Like Jack said...
"YOU CAN'T HANDLE THE TRUTH"
As long as folk are getting their instant
gratification, they will gladly stave off any
thought of long term failure.
If it doesn't exist today - it doesn't exist at
all.
There's always tomorrow.
Today, however, is all about the fix.
Even junkies enjoy sticking needles into their
veins.
I'm getting off point:
Back on.
Systems vs Tactics.
When you read a headline like...
"How I Earned $17.345.76 in 3 weeks And How You
Can Too"
You can be sure the second part of the headline is
bullshit.
The first part, however, can certainly be true.
You see. The marketer in question is selling you
on a tactic... within his own system.
But that's because those tactics are part
of an already existing structure that has been in
place for some time in that person's business.
Hence the reason a lot of marketers can claim
their product can make you $17.345.76 in as little
as 3 weeks... and still claim they're being ethical.
It's nonsense, though.
Because...
Without your own system to fit those tactics into,
you can be doing the very same business as someone
else, and while they're raking it in... you continue
to struggle.
Almost all products being sold these days are
"tactic" based products.
It's not surprising people are feeling lost,
overwhelmed, frustrated and lacking a clear
direction.
After all, they're constantly being fed tiny
pieces of a big puzzle rather than been given
the whole thing.
Remember, without your own system, it's foolish to
believe you can replicate another marketers
results simply by following their tactics.
The Key Is In The System, Not The Tactic
When you get the complete puzzle laid out in front
of you - and not just the pieces, you'll find great relief.
Suddenly, it's like a fog has been lifted, the
dark clouds pass over... and... for the first time
you can see a clear path opening up before you.
You'll then see exactly what tactics are needed to
fit perfectly into your puzzle.
And they just slot right in like a hand into a
glove.
If that’s something you feel is needed for you to
finally get your ass in gear and moving in the 
right direction, then this can, and will certainly
help you…
Go here next to get your system...
>>>> Insert Product Link
Chat soon, Bubba.


Email #2
Subject Line: Instant gratification junkies – part 2
firstname,
Let's continue on from yesterday.

Tactics vs Systems:

"How I Earned $17.345.34 In 3 Weeks And How You
Can Too"

The first part of the headline is based around a
system.

The second part is a tactic.

System = "How I Earned $17.345.34 In 3 Weeks"

Tactic = "And How You Can Too"

The claims may be accurate, but misleading
nonetheless.

We're not in science labs.

No replication of someone else’s tactics will yield
the same results.

Too many variations to consider.

And what we have are lemmings following others
tactics without their own system... and still
expecting to get the same results.

You're not supposed to take those claims
literally.

You know. Like the bible, it's all smoke and
mirrors. No rational person believes the
claims.

But, most people are not rational.

On the contrary.

Most people are... irrational.

Have you read the CNN report recently?

Apparently...

People would much rather give themselves an
electric shock than be left in a room with their
own thoughts for longer than 7 minutes.

That was a real case study by the way.

Incredible, eh?

And these are the same people who are trying to
create a business.

A business that requires thinking.

But thinking is too much work.

And what do we see being peddled by the vast
majority of marketers?

Products that require no thinking.

Done for you this - and done for you that.

Tactic based products that promise instant
results, even though logically, those tactic based
products can only work well inside an already
proven to work system.

It's the list building without the email marketing.

Affiliate marketing without the product creation.

Traffic without the funnel.

TACTICS WITHOUT THE SYSTEMS.

It takes people years before they realise this.

Others, never do.

Why?

A couple of reasons.

For some it's the pull of Instant gratification
and wanting to believe in fairy tales.

Others are just cheapskates looking for their
success Inside a $17 product.

Either way. There's no shortage of customers for
the junk peddling marketers out there selling the
dream.

Tis why the failure rate is so damn high.

Anyway...

Go here next for a proven system...

>>> Insert Link Here


You'll be glad you did.




Email #3
Subject Line: Basking in the hatred of morons
firstname,
No matter what you do, you're going to piss
someone off.
It's inevitable, unavoidable... and irrelevant.
Why?
Because like it or not, your email list is full
of all sorts.
And if you think for one second that you can
please them all, you're on the losing team.
To try, is foolish.
When you conform to the standards the majority
expect of you, inevitably you get the same
results as the majority.
I get messages from people on my list all the
time about how rude, crude and Ignorant I am.
Do I care?
Absolutely not.
Why?
Because I get emails from other people who think
I'm sincere, to-the-point, and bullshit free.
Who do you think I listen to?
Who should I write for?
I can only appeal to one of the two.
If I try to appeal to both (like most people do)
I'd have little effect on either.
Out of the two, who do you think will be my
strongest supporter?
And you know what?
Therein lies the key to polarizing.
Listen: We are in the attention seeking business.
Most people just blend in, and so, they have to
compensate by using gimmicks, tricks and hyped
promises.
That's how they get their attention.
They never polarize.
I bet you don't either.
Big mistake.
If people are not choosing a side, they're not
bloody moved by anything you say.
You've just become another marketer.
In my world. You're either on my side of the
fence, or you're on the other side... but... you
can be damn sure that you're not on the fence.
Fact: If you're not turning people off, you're
not turning people on either.
Remember what Dan Kennedy said...
"If you're not pissing someone off by lunchtime,
you're not doing anything of Importance at all"
We'll chat more about this tomorrow.
All the best for now.
P.S: 
Email marketing is about building relationships with
people who are like us. Who get us. Who understand us.
And yet, what I see every time I open an email from
a marketer, is the same boring, mundane, vanilla,
vomit inducing trite that has no fucking personality.
It's pathetic how people these days are afraid to be
themselves... and... I'll tell you something for
nothing, blossom: If you're not being yourself, you're
not really connecting with anyone.

Email #4
Subject Line: You think I’m a conspiracy nut?
firstname,
Yesterday we talked about how most people focus on surface 
level stuff.

It's what's killing their chances of success.

They want easy ways to make money.

As far as I know, the easiest way to make money on a consistent
basis, is to get a fucking job.

Sure, it's pretty easy to make money online, but that only happens 
on a consistent basis when you have a solid foundation in place.

A system.

All successful marketers have systems.

They'll never share them with you though.

Why would they?

The last thing a guru wants is for you to have clarity and
focus.

How else can they sell you their new shiny object if they
haven't got headless chickens looking for the next best way to
get rich?

Truth is: The gooroos don't want you to succeed.

Don't believe me?

You think I'm a conspiracy nut?

You think these big boys and girls are idiots?

Believe me, they certainly are not idiots.

Their only goal, is to make money from you.

They need to shift product after product, month after month...
and... they want to sell those products to EXISTING customers.

Imagine giving your existing customers the keys to the
promise land?

How could you justify selling them additional shiny objects if
they didn't need them?

Ah, maybe the penny is dropping for you now.

I hope so, because the more clarity and focus you have in your
business, the less likely you are to spend money on isolated
tactic products peddled by manipulative marketing wankers.

To get more clarity and focus, go here next…
>>> Insert Your Link Here 

I'll chat to you tomorrow.

Until then, don't do anything I wouldn't be caught doing.

All the best.




Email #5
Subject Line: It’s laughable how idiotic this really is
Hi firstname,
How often does this happen?
When you read emails, because there are so many
coming into your inbox, you rarely remember who
these people are and when you signed up to their
lists.
This is inevitable because there's so much info to
keep track of.
And it's why it's super important to stand out and
get attention.
Opening my emails earlier today, I came across an
email from a lad I have no memory of ever meeting.
It was a marketing email, of course.
Not a spam email.
Thing is: Obviously, at some stage I signed up to
this guy’s list.
No recollection of this happening though.
This has happened to you before, more than once,
yes?
Me too.
Many times.
And this is exactly what you need to be thinking
about when approaching your email marketing.
It is, after all, the biggest asset you own and
probably ever will own.
Me thinks you should work harder at getting your
subscribers attention.
It's essential.
A necessity.
A requirement.
Creating emails that have personality, that are
memorable - and different from what others are
sending... is the best way to achieve this.
That's the point of email, isn't it?
To build relationships?
It's the one thing that all email marketers
actually agree on.
It's crazy then to see very few actually doing it.
They just don't seem to get that most people
opening their emails couldn't give a damn about
them.
So, as a payoff for their unwillingness to see,
and use sense... they compensate by using every
little gimmick & trick.
They also compensate by building bigger email
lists.
It's belly laughable how Idiotic that really is.
It all starts with realising you're in the
attention seeking business.
Like a car crash or a train wreck, you want eye
balls on your stuff.
But not just glancing.
You want consistent attention.
The good kind.
Not the needy kind.
You should send emails often so people always have
you at top of mind.
You should write messages that get attention,
unsubscribes and complaints?
The alternative is to write messages nobody gives
a damn about either way.
Not all emails will get complaints.
But you should be pissing people off.
It's an Insult to yourself to be like everyone
else.
This is just common sense, which of course is what
most people haven't got, or have failed to bring
with them into marketing.
Beware of false knowledge; it is more dangerous
than ignorance - George Bernard Shaw
All the best.
[insert your name here]
P.S: Tomorrow we'll exaggerate the claims most
people make in this business when I reveal
my new "millions-in-minutes" plugin.
Until then, firstname.


Email #6
Subject Line: The new “Millions in Minutes” plugin 
	

	
	
	
	

		

			Hi firstname,
Money doesn't make you happy, but it sure as hell 
takes the sting out of being poor
- Del Boy (Only Fools & Horses)
Hi, my name is goorooboy - and I want to make you 
richer than Richard Branson.
It's been 43 years since I created my first profitable 
website - and every year my earnings skyrocket into 
the stratosphere.
My money making, magic formula, push button, get 
rich quick system will completely change how you earn 
a living on the Internet, and it couldn’t be easier.
I get it though.
Big promises have been made before by many a guru.
Chances are you're sceptical.
That's fantastic.
Sceptical is good.
However: The one thing that really pisses me off about 
the whole internet marketing game, is the people who 
think it’s just not possible to make millions in minutes.
Nothing could be further from the truth.
And... with my new cash guzzling, push button, poverty 
eradicating, simple-to-setup... amazing plugin...
... there has never been a better opportunity to make 
millions in minutes from the comfort of your own tiny home.
Yes, you read that right. Millions in minutes is now possible... 
even guaranteed!!!!!!!!!!!!!!!!

Here's what a few of my previous customers had to 
say about the new Millions In Minutes Plugin...
[image: ]Testimonial From Previous Customers
I just sat there with my eyes glued to my lappy screen watching the Millions of Dollars roll into my bank account, and thought to myself, “if anybody passes up on this opportunity of a lifetime, they will be passing up on an opportunity of a lifetime,”
 
This magic formula Just Plain Works. I’m just speechless to be honest. I never dreamed I could make so much money online — Richard B.

[image: ]I just couldn’t believe what this money making system did for me in the first 7 minutes after using it. 

I have been making peanuts all my life compared to the cash this system brought in for me.
All I can say is WOW, get on board with this bloody thing as soon as you can. It literally changed my life…in minutes — Donald T.

	


[image: ]This is the most Unbelievable System I have ever come across in my whole frigging life. I just wish I had a super-rich dad to teach me this stuff when I was growing up. After I fired the lappy up I was making millions within just a few short minutes.
 
There will never be another opportunity like this to ever come into existence again. Get it today and buy whatever you want tomorrow — Robert K.


These are just a few of the testimonials left by some of my 
happy customers.
There are LITERALLY 2 more people who are doing the 
EXACT same thing, and YOU could be next.
There has never been a better opportunity to make millions 
in minutes from the comfort of your own tiny home.
Last night while talking to my 3 supermodel girlfriends, 
I said...
“wouldn’t it be super awesome if I could make Hundreds of 
Thousands of Millionaires Across the World?”- they looked 
up at me and said, “yes my Lord, it would” and I said, “well, 
I’m going to do that tomorrow”
Well guess what? 
Today is that tomorrow, and tomorrow is today, which is right 
NOW.
So get your credit card out because I’m about to reveal just how 
much you have to pay for this money making push button magic 
plugin.
I’m not going to sell you this plugin for ONE Billion DOLLARS, 
even though I know it’s worth at least a hundred times more than 
that.
I’m not even going to offer it to you for 100 Million Dollars.
OH NO MY LUCKY FRIEND.
Heck, I'm not even asking for 50 million.
Am I bonkers?
You be the judge...
Just for today, I’m LITERALLY giving this moneymaking push 
button magic formula get rich quick plugin for the low price of 
just $7.
I've been back and forth pricing this plugin - and settled on $7 
because I want to get this into the hands of as many people as 
I can.
I urge you to get in quick because this is a dime sale, and the price 
goes up by 1 cent each time a lucky customer purchases this product 
TODAY.
You'll kick yourself if we run out.
If you have any questions, do not contact me. I have too much money 
to be bothering with that sort of thing.

Here's your special link...
Millions In Minutes Plugin
Happy retirement.













Email #7
Subject Line: If you only had a brain
You've seen "The Wizard of Oz,"
One of the greatest movies of all time...

The big theme was that the main characters
all thought they didn't have what it takes
to get what they wanted in life...

The Scarecrow thought he needed a brain...

The Tin Man thought he didn't have a heart...

The Cowardly Lion was a scaredy-cat...

Dorothy felt lost and wanted to go home...

And it turned out that they all already
had everything they needed.

That's usually the problem...we know a lot more
than we think we know, but sometimes we just
need a little nudging from a "wizard" to get us
moving forward in the right direction...

The truth is. You already know this. Many do. 

But what you struggle hard with, is...

- Knowing how to structure your knowledge into 
a workable system

- Knowing what you should be focusing 80% of 
your time on

- Knowing when to drop one thing, and move onto 
another

Those are the main problems most people struggle 
with.

Information overload, procrastination and paralysis 
by analysis will be a thing of the past.

You know what? 

It doesn't have to be difficult at all. 


Let me take the burden off your shoulders and 
get you on the fast-track to financial freedom...

>>>  Insert Link Here

No theory.

Just common sense facts

Listen. You know the basics, the fundamentals if you 
will, but I know from experience that these basic 
fundamentals are useless if you don't approach them 
in the right way.


As the good lord himself clearly states in the Bible...

"Thou Shalt Always Strive To Be Better Marketers"

I honestly haven't read the book, but I'm sure it's in there 
somewhere.

Let me show you how to be better.

You've nothing to lose and everything to gain.


Get Into Bed With Me Here (I bite, but I bite with love)

>>> Insert Link Here

[insert your name here]




Email #8 [obviously you can’t use this email as is, but you should study it and create a similar email about something crazy that has happened in YOUR life]
Subject Line: Drunk, Stoned and hanging around the Ballymun flats
Hi firtname,
I get a lot of Interesting emails from subscribers.
The one I got yesterday was about how my approach to 
email writing wouldn't work in a lot of  business, because, 
apparently, not all businesses are equal when it comes to how 
you communicate with the people in them.
Not so.
It's the old excuse: My business is different than most.
It's not.
People are the same wherever you go.
There is good and bad... in everyone :)
Some relate to you... others don't.
Normal.
Anyway, let me tell you something important, stick with 
me for a moment:
It's been over 20 years now, but back then I hung around 
with scallywags of all kinds.
Me and my mates spent most of our time getting drunk, 
stoned, and hanging around the Ballymun flats.
Ballymun is a little town in Dublin, where I live. Obviously.
Back then those 8 story flats were full off drug dealers, 
smack heads and criminals. It was a pretty dangerous place 
to be hanging out. 
We were known to all the scruff junkies around the area, so 
all was good. 
Anyway, as time passed by we all moved on with our lives.
I still see one or two of the lads from time to time. For the most 
part, I'm probably the only one who's gone on to do anything 
worthwhile with his life. The others are either still doing drugs, 
or barely scraping by and living a wasted existence.
I was always the sensible one in the group. 
Drugs to me, were just a bit of fun. I had no intentions of taking 
them up full time.
Thinking back now brings some really fond memories. Those flats 
however, were some of the shittiest I’ve ever seen in my life. 
They don't exist anymore. 
Government pulled them down a couple of years back.
Mostly because they were full of drug dealers and smack heads. 
And because it wasn't a safe place to bring up a family. But also 
because, believe it or not, people would jump off those flats to 
commit suicide.
I shit you not.
It was like the inn thing to do for suicide folk.
Don't down those pills young fella. Go out to Ballymun and jump 
off the flats. It's where all the cool people are killing themselves 
these days.
There was even a write up in the papers about it back then. I think 
the headline read something like...
"Are people traveling to Ballymun to commit suicide?"
And they really were.
I shit you not my friend; I shit you not.
Ballymun itself had a bad enough reputation as being a dirty town, 
but now with people traveling out there to kill themselves, it got a 
whole new name.
Anyway, one of my friends back then was a young lad (5 years 
younger than me) called Eddie. He was a mad fucker for sure. 
His Mother was a prostitute and his dad was her pimp.
If you’re not fucked up in the head being brought up by these two
morons, you deserve more than a medal. 
Remind me to tell you about some of the mad shit I seen in that 
house. It’ll make your eyes water.
Eddie himself was a lovely lad, but a bit whacked. 
You know: Crazy as fuck.
We used to hang about on the staircases of these flats. (no security 
or locks on entrances) but often, we would go up to the roof top to 
throw stones at the buses parked at the terminus. 
One time...
Eddie bet the lads he could hang off the side of the rooftop for 5 seconds. 
Now remember, this is 8 stories up. If he let go, he'd be dead. He is dead, 
but I'll get to that in a minute.
I remember pleading with him to not do it. The other lads were egging 
him on. 
Dumb fucks.
He did it.
Not once.
Not twice.
But probably a dozen or so times over the course of a couple of months.
He would literally hang of the side of an 8 story building with nothing to 
support him... drunk, stoned... for 5 seconds... and with 6 -10 lads having 
a right good bloody laugh about the whole thing.
Fucking crazy when I think back. It still gives me the shivers.
Eddie never did fall.
Years later, he was found dead though.
Guess where he was found?
Yep. Face down on the pavement at the bottom of those flats.
Some say he was pushed.
Papers said that he jumped.
It was natural for everybody to assume Eddie jumped off the flats to commit 
suicide. But I'm not so sure.
I didn't know the guy anymore.
As I said. I moved on with my life and went on to do something worthwhile.
Most of the others never moved on. And Eddie, well, last I heard (before his 
death) he was a junkie.
Maybe he did jump.
Maybe he got thrown off by drug dealers.
Or maybe he hung off that building for longer than 5 seconds and fell to 
his death.
I'll never know.
So what's the marketing lesson here?
There isn't one... and in a weird sort of way, there is.
You see. People are always worried about what to send to their email list.
They falsely believe they have to keep giving away free content to get 
opens and engagement with their messages.
But that's certainly not the case. Not for the most part anyway.
If you've read this far (obviously you have) it's probably because you were 
caught up in the story.
You wanted to keep reading because whatever emotions you were feeling 
-- disgust -- excitement -- curiosity... compelled you to do so.
But there was no marketing in this message whatsoever.
Thing is: Anyone can do this in any market, selling to any audience and 
still create engagement. Because it's storytelling, the communication that 
breaks all barriers and resonates with all humans.
Not everyone will like it. But that goes for any kind of message you write.
Some will not like the delivery. Others won't like the "unprofessionalism" - 
and others won't like YOU.
But who cares?
Because writing with personality means you are automatically attracting to 
you, the very people who do like you. 
And most often, if the product or service you're promoting is right for your 
audience, your personality will resonate with people who will then buy from 
you.
This email, for example, has nothing to do with marketing or the products 
I'm selling.
But it doesn't have to be.
I know. Crazy isn't it?
It's true though.
I get emails from people telling me there's only so much they can say about 
their product or service. They fear coming off like a broken record.
Listen: It's not about the thing.
The "thing" is important, of course, but that's what everyone else is focusing 
their message around.
Newsflash: The secret to successful business boils down to one thing: relationships.
‘Specially with email marketing.
No one is buying products from a person they don't like or trust.
No one is buying products on a whim.
Some do. Most certainly do not.
Anyway, I hope you see how Important this is.
I hope you understand that you can't be all things to all people all of the time.
Again I say it: Polarizing is paramount.
Anyway...
You keep missing class. 
Where's your note?
Get in here before I smack your bum with my big fat ruler, sweet cheeks...
[insert link]
All the best.


Email #9
Subject Line: Guru Bashing should be Compulsory
Hi firstname,

Let's say you're struggling to make any money 
from your email list, okay?

You go to a popular forum like the Whiner
Warrior forum, asking the question...

"My list is unresponsive, how can I change this?"

To that question we'll get a lot of answers, almost 
all of them will be wrong.

But, if enough people say the same thing, it may 
seem that their advice is worth listening to.

In most cases, it's not.


I'll give you a quick example:

Everybody creates squeeze pages to get the highest
opt-in conversions, yes?

Higher opt-ins = bigger lists = more money, right?

Actually... No, That's not right at all.

Don't misinterpret what I'm telling you here, though.

We all want higher conversions, but, at what price?


You see my future sexy email marketing genius...

The higher the opt-in conversions on your squeeze 
pages (i.e - 50% and above) the lower the quality 
subscriber.

This ^^^^^ is a recipe for disaster - and if you don't 
get it, you're inevitably building lower quality lists.
 
Enjoy the rest of your day my friend.

P.S... Email marketing, and how to approach it in the 
right way, is covered extensively inside this audio program
[insert link here]
If you're going to do it anyway, may as well get it right 
from the beginning.



Email #10 [another personal story – learn from this]
Subject Line: Shotguns and Post Offices
True story...

I'm guessing you haven't had a shotgun  pointed at your
head before.

Maybe you have.

Anyway, I was last in the queue at the local post office.

Waiting in line to rob the the place send out a parcel.

All of a sudden, this fucktard junkie breezes past me
with a hammer in his hand (I think he was a junkie)

For an instant, my brain couldn't work out what was going
to happen.

Should have been obvious.

Anyway, he strolls up to the counter, and starts smashing
through the glass at the tellers desk.

Everything changed.

People started running and screaming to get out of
harm’s way.

I was at the back of the queue, and when I turned  round to
get the hell out of there, I was met with another junkie, with
a balaclava on - and a fucking shotgun pointed at my head.

Jeez.

No one was leaving until the bastards got their cash..

I bet they only got a couple hundred euros.

I, along with everyone else were forced to the side of the
room while they did their business.

Unfortunately there were a few old dears in the post office -
and my heart went out to them. 

They were scared out of their wits.
It took the scumbags about 3 minutes to get what they were
after,... and they were gone.

The Gardai (Police) arrived just as I was leaving, which in
my opinion, was a good thing. Not because they turned up,
but because they turned up late.

Imagine they got there early and surrounded the post office?

What then?

We'd all be stuck inside with a couple of nervy junkies with
shotguns and hammers.

I shudder to think how that would have turned out

Anyhoo, makes me realize just how important it is to be
running a successful online business rather than robbing
post offices for a living, eh?
Crime over here has gotten a whole lot worse since the
economy steadily declined.

Unfortunately, most people in our society haven't been
educated enough to realize they have much more control
over their lives than they believe.

We all have the potential to design our lives the way we
want to, and I hope you're moving forward every day in
your business, cuz if you're not moving forward, you're 
moving backwards.

Not stagnating... MOVING BACKWARDS.

I don't want to see you with a shotgun in your hand
because times got rough for you :)

I want you to create a successful online business
like mine - and here's exactly how I do it...

>>> Insert Your Link Here
 
I should have pulled the junkies aside and gave them
access to my training course. But hey, who wants customers
like that. Besides, they'd most likely not have the discipline
to follow through with it :)


Email #11
Subject Line: Stop the Bloody Excuses Willya
Hi firstname,
Overwhelm.
I'm pretty confident we've both faced this problem.
Most, still do.
You?
You can call it what you like.
Paralysis... by analysis.
Unmotivated most of the time.
Information overload.
Even... Procrastination.
They are, more or less, all the same thing... symptoms with 
the same underlying cause.
Which essentially is not having a clear understanding of what 
to do, how to do it, and in what order of Importance.
In short: A lack of a clear direction.
One thing I DO know about... is the pain of being stuck.
To be fair. I think we all do.
We also have a tendency to make excuses when this happens.
I used to be a smoker.
So inevitably I blamed the cigarettes.
They made me feel lethargic, and unmotivated.
I also blamed the alcohol.
Every time I went on the drink, it took me a couple of days to 
recover - and very little work was done in that recovery period.
I blamed my relationship with my girlfriend because she wanted 
me to spend less time on the computer and more time with her.
I blamed my eating habits.
I blamed lack of money.
I blamed everything and anything because they seemed like the 
obstacles that were holding me back.
Now, years later, I realize they were all just excuses.
Sure, there were logical reasons to blame my shortcomings on 
other things.
Each one seemed to have a negative impact on my mind-set and 
physical energy, but none of them were ever the reason for me not 
getting results in my business.
Not one of them.
They were excuses, no question.
And we all seek them out.
We want. We need justifications for our lack of results.
Overwhelm.
Procrastination.
Paralysis by analysis.
Information overload.
Yes. They are real things.
They exist.
We experience them.
But... they are symptoms of an underlying cause.
They are just reasons to justify our lack of results.
I consume just as much Information today, as I did when I was 
overwhelmed and not doing enough to succeed.
I still drink alcohol, and these days it takes me even longer to 
fully recover.
But it doesn't stop my work.
Why?
I focus on what works and eliminate what doesn't.
Obvious at it seems.
There are only a handful of things that you really need to focus 
on.
But first. You MUST eliminate the excuses.
Stop blaming.
Stop justifying your current circumstances as if others who are 
succeeding haven't got their own obstacles to overcome.
Last year I was trying to get my girlfriend into Internet marketing.
She has 3 kids.
Her excuse?
Not enough time.
I then showed her a single Mom with 6 kids, who earns 6 figures 
a year.
Her reply...
"Ah babe, but her circumstances are different to mine."
Y-E-A-H... S-U-R-E
Listen: I'm not saying I don't have my own shit to deal with.
I do.
A lot more than you would know.
But no matter what I'm dealing with, or you're dealing with... it has 
no power to stop you succeeding.
It's your willingness to use those things as excuses... that will... 
and probably is... stifling your progress.
Overwhelm is a big issue these days
I get that.
But, overwhelm has nothing to do with having too much information, 
and everything to do with consuming too much bad information.
I'm pretty sure I consume just as much Information on a daily basis 
as the people who feel overwhelmed.
Probably more.
How come I'm not overwhelmed?
Simple: I focus on the right things and eliminate the unnecessary.
You must do that too, if you're not already.
Truth is, there's not enough time to consume all the information I 
want to consume.
No, my friend. Too much Information was never the issue.
Overwhelm is a symptom of acquiring stuff that doesn't help you 
get to the next level.
Read that again^^^^^^^^^^^^
That's why, in the beginning, we can all feel a little overwhelmed.
That's inevitable though.
A couple of months in, if you're still overwhelmed, it's simply because 
you lack focus.
Focus comes from clarity.
Clarity comes from having a clear path to follow.
Finding a clear path to follow these days, with all the worthless 
one-hit-wonder tactic based products being fed to you every day 
online... is... no easy task.
Remember this:
"Without your own system to fit those tactics into, you can be doing 
the very same business as someone else, and while they're raking 
it in... you'll continue to struggle."
So... if you want all the tactics, tips & tricks... without the overwhelm,
you'll need a clear path to follow.
Go here next...
>>> Insert Your Link Here
No more excuses.
All the best.


Email #12
Subject Line: The 2 Most Important Numbers in Your Business
Hi firstname,

This email is a bit long, but essential reading if you're looking to 
make great strides in your business, which I'll assume you do.
You know Vilfredo, right?

80% of marketers have heard of Vilfredo, but only 20% actually 
pay attention to what he stumbled across in 1906.

Which, of course, is the "Pareto principle" (80/20 rule)

Now, I want you to seriously consider how important this rule is 
for your business, and even your personal life.

80% of your efforts yield 20% of your results. 

20% of the people own 80% of the wealth

80% of your income will come from 20% of your customers, or to 
put it another way, 80% of your income will come from just 20% 
of your work.

If you're not going to stick your head in the sand, or up your own arse, 
you will see just how powerful this is... and... how it can dramatically 
change your fortunes.

It will.

It does.

And it's going to have the biggest impact on your business, whether you 
ignore it or not.

Obviously I could keep banging on about these percentages until the pigs 
come flying home, but I won't.

Suffice to say. Whatever you're doing right now, day in and day out, needs 
to be seriously looked at more closely.

You see, my future marketing genius. If you work 8 hours a day on your 
business, chances are you could achieve the exact same results in under 
2 hours, providing you worked out what "exactly" brings you the best results.

This is why the big boys and girls are always telling you to test, test, bloody test.

Lesson for today...

I want you to get yourself a notepad and pen/pencil/blood/ - and I want you to 
write out "daily did sheets" 

What are D.D.S I hear you ask? Well, they're exactly what they bloody say they 
are. You write down every single thing you do for the next couple of days.

If you're on Facebook for a half hour (write it down)
If you're on YouTube (write it down)
If you write a blog post (write it down)
If you're on forums (write it down)
If you have a crap (write it bloody down)

If you went to an expert looking to lose weight. 
Chances are they'd ask you to keep a daily journal, where you write down 
every meal you have. Every piece of food you eat... for one week.

The process is to alert you to the blind-spots you inevitably are missing when 
it comes to food consumption.

Any person who does this is astonished by the amount of food they're actually 
eating. It's a real eye opener. They genuinely can't believe it.

The same goes for what "you" do (work wise) on a daily basis. 

You are wasting half of your day on stuff unrelated 
to growing your business. like the fat person who's mentally-blind to how 
much food they're cramming down their guzzet, 
you're unaware of how much time you're "actually" wasting on tasks that don't 
move you closer to your goals.

Don't underestimate the power of writing down exactly  what you're doing every 
single day, and then reviewing it at the end of each day.

This will be a real eye opener for you - and something  I know many 
millionaire-marketers do consistently.

Do this daily exercise. You'd be a complete moron to ignore it.

I'll chat to you tomorrow.

Have a great day.

 
P.S. While everyone else is running around looking  for quick-tactics to help 
them make money, we're  building a foundation. 
No business can exist without structure-and-strategy. 
Get this right first, and you'll be head and shoulders above them all. Ignore 
it, and inevitably you will be part of the 94% who never make it online.

Your choice my friend.

All the best.

Tomorrow we'll discuss the two most important words in your business.

Can you guess what they are?

Until tomorrow.


Email #13
Subject Line: The 2 Most Important Words in Your Business
Hi firstname,
Continuing on from yesterday when we discussed the two most 
important numbers in your business.

Today I want you to think about the two most important words.

What are they?

Self-Discipline.

Having the ability to do what you know you must do, even when you 
feel like not doing it, is the difference between dreaming of a life of 
freedom... and... living a life of freedom.

When asked, the most successful people in the world all say that, the 
things people who fail don't like to do... are the exact same things 
successful people don't like to do either.

But the successful people do them anyway.

That's it.

They're not smarter.

They're not luckier.

They're not better looking.

They just get-it-bloody-done.

It's easy to tell which group you're in.

How can I tell?

By asking one simple question.
"Did you start writing out your daily did sheets like we talked about 
yesterday?"

If you didn't, you're not a doer.

You're a don'ter.
I love that line from the movie Pain & Gain...
"You're either a doer, or a don'ter.
Don't be a don'ter
Do be a doer"
hahahaha.
Onward:

Maybe I'm being a bit over dramatic here.

Am I?

Can you succeed if you don't know where your focus should be at all 
times?

Maybe.

But I doubt it.

What separates the winners from the losers is, the winners know what 
they're doing.

They have a plan.

A system.

A framework.

Have you?

Are you aimlessly flailing about thinking that if you just do enough things, 
something will eventually stick... and... you'll strike it lucky?

It's a fools-dream to not be disciplined enough to work on your business, 
and not just in it.
Do the exercise we talked about yesterday... and... keep doing it for 7 days.

When the 7 days are up, I want you to review where most of your time was 
spent.

And, I then want you to assess your progress.

Did you do enough of the right things?

Has your business moved forward?

Where is 80% of your time being wasted?

What needs to change over the next 7 days?

That's it for today.
Never forget that the road to success is paved with obstacles for you to 
overcome... and... most of those obstacles begin in that fucking head of 
yours. 
Develop the miracle of self-discipline my friend.

See you tomorrow.

[insert name here]

P.S. f you want to fast track your path to success, you can join the 
“INSERT YOUR LINK HERE”  and see how to systematically start 
earning a consistent income...
PPS... “INSERT HYPERLINK HERE”. is NOT a get rich quick opportunity. 
Do not sign up if you're looking for quick fixes. Go over to the Warrior 
Forum instead.




Email #14
Subject Line: 5 very important “HOT OUT OF THE OVEN” email tips…
Hi firstname,
We all like lists, don't we?
I do. As long as it's not one of those cheesy self-help lists.
You know the kind: "10 Ways to Live a Much Happier Life"
I just threw up in my mouth a little.
Here's a list...
5 Quantum Sized Bites of Email Insights (I seriously have no idea if that 
makes sense or not)
Anyway, let's get this list party started...

1. Ease up on the manipulation
I signed up for a webinar recently but didn't attend (as we all do from time 
to time) - and later got an email from the same marketer saying he missed 
me not being on the webinar... and... he was worried about me.
The email was mass sent to probably thousands of people.
The marketer in question has made millions - is respected - and ethical... 
apparently.
I have no reasons prior to believe he isn't ethical, but I seriously have to 
question whether that's true after that message.
I mean. It's only a little misleading. But misleading and untrue all the same.
It was enough for me second guess his motives.
I had to unsubscribe. It was the right thing to do.
Why? 
Because just like everyone else online, I'm always filtering who I should 
follow and listen to.
Give me a reason to leave, and I'll leave.
Anyway, I doubt he'll miss me. 
After all, we're all shedding subscribers on a daily basis.
Personally, I actively work to get unsubscribes.
But to do it by misleading people... is... well... pointless, and kind of moronic. 
Unless you're a manipulative bastard of course.

2. Never try to make everybody happy. 
It ain't possible.
People work very hard at being unhappy.
Trying to change that, is pointless... and less profitable.
Besides, people pleasing dilutes your message.
Would your friends like you as much if you were the same as everyone else? 
I doubt it. 
And that's the point I don't understand about most email marketers.
They try so hard to be the same.
They try to be nice and friendly all the time.
I know. I know. Friendly is the new black. We all should be friendly.
I get that.
But at the cost of blending in? 
I don't believe it's a good strategy.
In fact, I think it's dumb.
Hopefully you don't open and read my emails because I'm friendly.
I'd say that if you've read a good few of my emails, "friendly"... is not one 
of the reasons why you read them. 
More likely it's because I'm straight talking, and no nonsense.
And very, Very, VERY cool.
Now, if you send me a personal email, you'll see that I am very friendly.
But to come across that way in an email sent to my whole list... is actually 
pretty messed up. 
It's manipulative.
Why?
Because NOT EVERYONE reading my emails is my bloody friend. 
They don't really know me. And I don't know them. So why act like I do?
Why act like I'm their friend?
It'd be a lie... and quite frankly, it'd defeat the whole purpose of being a straight 
shooter and no nonsense marketing guy (that unintentionally rhymed, didn't it?)

3. Stop promoting other people's products to your email list. 
Here and there, is fine, but until you have your own products to sell, you're simply 
a bum bandit affiliate... and no one worth listening to.
Harsh? Yes,
True? Absolutely.
Anyone who tells you affiliate marketing is easier than being a product creator... 
is a damn liar, an idiot... or both.
It's an illusion that promoting other people's products takes less time and effort, 
rather than creating your own.
The time you save by not creating your own products, is then wasted by driving 
traffic to your squeeze pages to build email lists... just so you can then send that 
traffic to someone else.
You also have to work extra hard to establish authority in your market, as well as 
having to sell products for just a commission... and... still not have the benefit of 
getting your own customers.
Believe it. Affiliate marketing is harder than product creation in the long run.
It's not difficult to create products anyway. 
 
4. Don't underestimate the power of pissing people off on a daily basis. 
You have personality. Don't be afraid to use it. It makes you REAL.
I don't know how many times I've looked at an email inside my inbox, scratching 
my head wondering who the fuck this person is - and when I signed up to their 
email list.
This happens to me, so I know it happens to you. And guess what Sherlock... 
it's happening to the people on YOUR email list too.
Don't sweat the haters. Bill hates my emails. Billinda loves my emails.
I don't care what Bill thinks.

5. Spend time writing your emails. It is, after all, kind of important. 
This email was very easy to write. It's why I wrote it, but often, it can take me 45 
minutes to 1 hour to write a good email.
It's worth it though.
Why?
Leverage... my friend... leverage.
A well-crafted email goes into my autoresponder sequences with other well-crafted 
emails... and... those well-crafted emails make me money on autopilot for many years 
to come.
And that's it Daddio... or... Mommio.
Stay cool. Stay focused. Stay the course.
All the best.- Your loving friend (syke)
Go here to learn how to create a super successful Internet Business...
>>> Insert Your Link Here 


Email #15
Subject Line: This 5 word question ALWAYS boosts responsiveness...

In its simplicity, this 5 word question can boost your response,
and outsell your competition, without the shameless over
promising we're subjected to every day by not so savvy marketers.

Here's the question:

What Are We Really Selling?

That's the question you need to ask every time you...

- Write copy

- Create a product

- Sell a product/service

- Write your headline

- Writing an AD

So, what are you really selling?

You are not selling a weight loss product. 

You are selling a healthier, sexier, energized body.

You are not selling a make money online product. 

You are selling a better life free from debt, struggles, 
worries, and the freedom to live a much more enriched life.

You are not selling grass seed. 

You are selling a greener lawn.

Whenever you're marketing your product (or someone else’s) always
ask yourself this question...

What Am I Really Selling?

This little tip alone is sure to generate you a much, much higher
response.

Let's look at an example:

Remember when "Ford" cars dominated the market?

No one could even hope to compete.

Not a chance.

Henry Ford had a "now" famous quote/phrase which stated...

"You can have any color car you want, as long as it's black"

So, keeping with our 5 word question...

Upcoming hopefuls asked...

What Are We Really Selling?

What if we changed our answer from "transportation" to "style?"

No longer do we have to compete.

You see...

They simply focused their message and opened up a whole new
market for people who wanted to be different... who wanted to
have their automobile be an expression of their own personal
style.

In much the same way "Apple" didn't try to compete with
Microsoft" in the personal computer market. 

You have to ask the question...

What Are We Really Selling? (What Am I Really Selling?)

When the question is answered, possibilities become endless.

Your product doesn't need to change. 

Refocus your message.

Intention facilitates perception.

Have a fantastic day my friend.

By the way, “INSERT YOUR LINK HERE” teaches you
how to earn a consistent income online.
When I ask myself  "What am I really selling?"

I'm selling you a bullshit free way to finally get your ass onto
the right path to success. 

I'm selling you a system that eradicates the guesswork, sticks 
two big fat fingers up at the assholes who peddle junk... and... 

...I'm giving you the picture of the puzzle before you start putting 
the pieces together... and...

I'm also helping you put the jigsaw together... and you know what? 

I'm a bloody good puzzle putogetherer.

Go here next...
>>> Insert Your Link Here
 


Email #16
Subject Line: Did you do enough?
Hi firstname,
Reactive marketing vs Proactive marketing
Which do you participate in most?
I guess, with the success rate in this business, “reactive" marketing 
is the most common.
So what is reactive marketing?
It's when you have no compass.
No goal.
No plan.
You just react to what comes across your desk on a daily basis.
I get why this is, though.
Planning requires upfront work.
Work that most folk are not willing to put in, in the beginning, because 
there's no immediate payoff.
There is a way to still compound successes without having a lengthy 
plan in place to work on every day, week and month... and still be a 
proactive marketer.
Doesn't seem possible for the most part, does it?
But I assure you, it is.
In fact: Just eliminating the reactive aspect to your marketing can have 
a positive impact on your long-term results... even if you have no 
long-term plan in place.
Being proactive just means that you know what you're doing today... 
and you do it.
I think success... is... or at least can be... solely defined by how successful 
TODAY was for you.
And that success, compounded over 1, 2, 6 months’ time, will no doubt go 
a very long way to establishing overall success.
So, if you're not the planning type (at least for now) simply make a 
commitment to define success on a daily basis.
Did you do enough today?
Forget tomorrow.
Did you do enough... today?
Pick 3 tasks to complete every day that you know will be of most 
benefit to you.
Never work on anything else until those 3 tasks have been completed.
Do this, every day, for a sustained period and watch your results 
compound.
This is success.
What you do tomorrow... is irrelevant... until tomorrow… is today
I think a lot of people worry about their future in this business.
But there's No need to burden your pretty little heart with maybees 
and might not bees.
Focus on today ONLY.
Not sure what to be working on? 
You can get a step by step marketing blueprint with all the latest and 
greatest marketing tips, tricks and strategies when you come to class...
>>>> Insert Your Link Here
All the besto to youso.


Email #17
Subject Line: The Excuse Destroyer
Hi firstname,
Most of my emails are pretty long; this one should be short.
It's simple. 
I bet very few people focus on it.
I didn't for a long time.
We have these long winded goals stretched out into the distant 
future; that give us the perfect excuse to wait until tomorrow, to 
get our shit together.
Of course, tomorrow is the killer of dreams.
Planning is crucial, no doubt.
In the beginning though; it can be a disaster for people who have 
a tendency to procrastinate and over-analyse. 
Which is a lot of people I'm sure.
Anyway...
This is obvious, but when it comes to success; the years months 
and weeks are not as important... as the days.
Told you it was obvious.
It's also profound. 
YES. PROFOUND.
What you do today is more important than what you do tomorrow. 
What you achieve next week, next month and even next year is 
solely determined by how successful you are... TODAY.
I know... I know... I sound like a self-help guru :)
You want success?
Make today a success.
Not tomorrow.
Have enough successful days, and compounding will take care 
of the rest. 
It's kind of an excuse destroyer.
There's no excuse to not make today successful.
Forget about tomorrow; it's just today... in the future.
However...
The trick is to NOT overload your to-do-list with a million tasks. 
Compounding works best with consistent small steps, than it does 
with bursts of productivity; followed by a hibernation period where 
you do bloody nothing.
Did I mention it was obvious?
I did, didn't I?
Anyway, go here next if you want a proven strategy to follow...
>>>> Insert Your Link Here
Have a successful day.


Email #18
Subject Line: The Guru Zombies Feed Off This Shit
Hi firstname,
Do you want to move mountains?
Me too.
Big ass mountains.
There's a catch, though. 
You need to have average intelligence.
You've got that. I checked.
What else is needed?
Focus?
Clarity?
Yep, you need both.
Focus and clarity; without them, you have scatterbrain 
syndrome.
You know who loves people with S.S?
The gooroos.
They feed all day off that shit.
Product launches.
Isolated tactics.
New product of the week.
That's how they earn the bacon.
They feed on scatterbrains.
You know what they hate?
People who think like they do.
Of course, they won't tell you that. 
Why would they?
You have the money they want; they have the perfect way to 
keep you spending it.
Which is to have you aimlessly wandering-the-web in search of 
a solution they will tell you they have. 
But they have no intention of giving it to you.
They want your money, nothing more.
You think the big gooroos want to help you?
You think they support you?
You think they want you to succeed?
They don't. If they did, this is what they would tell you...
"Business success comes from keeping it simple"
Simplicity is the key to it all.
Not the latest and greatest new crazes.
Not a million tactics.
Not SEO, and Social Media, and the kitchen sink.
No.
Simplicity.
You create an offer. 
You send traffic to the offer. 
You get it to convert. 
You make money.
You rinse and repeat.
You rinse and repeat.
You rinse... and... repeat.
keep it really simple.
Strip your approach down to the core.
Too many cooks and all that.
Say it with me...
KEEP IT SIMPLE
Now Now, There's a Good Marketer.
And of course, if you haven't got an offer to sell; you can 
try my product creation course...
>>> Insert Link Here
And no. It's not a product I created to make your marketing 
more complicated. 
You need this.
Or you need a different product creation course.
Or you can roll your sleeves up and get stuck in, me aul 
mucker.
Either way. Get your offer out there, converting - and making 
you money.
See you soon.



Email #19
Subject Line: Lesbians and Funerals
Hi firstname,
One of my friends told me over the weekend that she's a 
lesbian and she
doesn't know what to do about it.

I've known her close to 10 years and never once suspected. 

It's amazing what people will suppress because of the fear of 
what other people think.

Anyway, a lesbian she is.

She doesn't fancy men anymore.

Bummer for us men.

She's a beautiful girl.

The other side is lucky to have her.

Problem is, she's scared to do anything about it.

Not that she's scared to sleep with other women. 

She's done that... AND GAVE ME ALL THE DETAILS, which was 
nice.

But she's afraid of what others will think of her if she comes out. 

It's such a shame we make decisions in our lives to appease or 
please others. 

A couple of years ago my Uncle James was murdered. Stabbed to 
death by drunken junkie in a small pub close to his home.

James was more like a brother than an Uncle. We were the same 
age. We grew up together. Made our communion and confirmation 
together. Drank together. Hung around together. To say we were 
close, is an understatement.

We were like brothers. Even closer if that's possible.

At his funeral I was asked to give a speech. 

I refused.

The flack I got from the whole family was pretty strong.

They couldn't wouldn't understand my reasons for not giving a 
speech in the
church.

Many would have buckled and gave the speech to appease others.

I didn't. 
I couldn't. 

I wouldn't.

Why?

Because I don't go to church.

I'm an atheist you see. 

And to give a speech, in a church, would have made a lot of other 
people happy. 

It would have made me a hypocrite though.

And a hypocrite I'm not, Theo.

I still get flack for that decision. But I'm so bloody glad I stood my
ground.

I don't care whether people agree with my decisions; I make them
regardless.

That's the benefit of being a grown up. You have the power to make any
decision you want, regardless of what others think.

Too often we're making decisions with other people in mind. 

My lesbian friend kept a big part of herself hidden for well over a decade
because of other people.

She told me that her biggest fear is being judged and ridiculed.

I told her the only reason she kept this secret hidden, is because she
thinks there's something wrong with being different than what's considered
normal in our society.

It's an inbuilt program that needs to looked at more closely.

Will she upset people when she comes out?

Yes. I reckon she will.

But who bloody cares?

The people who get upset are the selfish gits who are afraid to make their
own decisions anyway.

To pander to these folk is foolish. 

It's like with email marketing. I see a lot of wishy-washy nonsense inside
my inbox every single day.

People obviously not being themselves. 

They're fearful of criticism. 

Fearful of offending others if they're opinionated in any way. 

Fearful of having a pair of ballz, even if you're a woman. 

Fearful of being rejected. 

Whatever. 

Personally, I have strong distrust for people who try to fit in just for
the sake of... well.. fitting in. 

I have a healthy distrust for almost all marketers.

Not because marketing is manipulation (which it is in most cases) but
because I doubt very much they are the same person outside of marketing 
as they are inside of marketing.

I can't tell.

How could I tell?

They rarely push the envelope. 

They rarely have strong opinions. 

They rarely show true personality. 

They never show the real person behind the computer screen. 

Do you?

Do you have strong opinions?

Do you push hard enough?

Do you try to engage people by showing your real personality?

Most marketers come across as marketers.

When I open up your email; are you engaging me?

Are you writing to me as a marketer, or a real human being with
personality?

It's important you figure this out.

Why?

Because people are not buying from marketers. They're buying from
personalities.

This is EMAIL MARKETING and its sole purpose is to build YOUR tribe.

If you're a marketer writing like a marketer and selling like a marketer...
you ARE seen as a marketer.

People, in general, don't like marketers. Why come off like one if that's
the case?

It's Monday. 

Start of the week. 

Why not write 2 emails that push the envelope this week and see what kind
of response you get.

Write an email about something personal in your life. Not about your
fluffy cat or some mundane boring crap no one really gives a toss about.

Something interesting.

Write a controversial email, even if you believe it will offend some
people. Write it anyway - and send it without fear. It obviously has to be
something you believe in yourself.

Write an email about something funny that happened to you in the past.

Something embarrassing.

You'll notice that each of these are personality driven emails.

That's the point, Theo.

Don't write like a marketer even if the message is a marketing one.

Write like you would write to a friend, or someone who likes you already.

Don't be afraid of pissing people off.

Don't be afraid of unsubscribes.

Don't hold back.

Go here next for your Internet marketing education...

>>>> Insert Your Link Here 

Own your mind business


Email #20
Subject Line: 10-year-old kicked my ass, so I beat him to death with 
a baseball bat
Hi firstname,
I didn’t beat a 10-year-old to death, but I guess you already got that. 
Besides, as far I know, that’s frowned upon in some parts of the world. 
But a 10-year-old did kick my ass. I’ll get to that in a mo.
Anyway...
The following 7 steps are from Ryan Deiss over at Digital Marketer. 
I think.
I say "I think" because I can't fully remember.
Anyway, you'll notice that "simplicity" is at the core of all business 
strategies.
"It should be simple, but not simpler than it needs to be" 
- Alberto Einsteinio

7 Step Marketing Path
1) Create something of value
2) Deliver on promise
3) Sell them something
4) Compelling Checkout page
5) Offer something else
6) Thank you page
7) Deliver on product
We all want things to be more complicated than they are when we're 
demonstrating how great we are at doing them. 
Most often though, it's really not that difficult.
It requires work.
It requires that you follow what works too.
But difficult, it isn't.
My nephew kicks my ass at computer games. 
He's bloody good at them. 
Why? 
Because he persists. 
He plays often. 
He has a passion for gaming.
I don't. 
So.. I suck.
Why would it be different with anything else?
It's not.
My 7 Steps
1) Choose a niche/market
2) Create something of value
3) Create capture page to build email list
4) Create products to sell
5) Create converting funnel
6) Learn email marketing (not list building)
7) Send traffic
Throw in a dollop of productivity and a little common sense... 
and you've got all you need to make it.
So why, if it's that simple, are more failing than succeeding?
For the same reason my 10 year old nephew kicks my ass at 
computer games. 
He's not super smart.
He’s as smart as a fridge.
He's 10.
But. 
He knows what to do, when to do it - and how to do it better than 
I do.
It's also why Insert Hyperlink Here is so powerful. There’s 
more to it than just slapping shit together half-assed in the hope 
that it will magically all come together for you.
No. There's details overlooked by most. 
Go here next to make your marketing simple...
>>> Insert Your Link Here


Email #21
Subject Line: You can’t just make shit up, can you?
Thou shalt not write repetitive, generic emails.
Thou shalt not write repetitive, generic emails.
Thou shalt not write repetitive, generic emails.
Thou shalt not write repetitive, generic emails.
I have an IQ of 135. 
Yours is porob'ly 100 or something.
And yet, in some messed up, crazy batshit way... it counts for nowt.
I'm offended.
But it's true.
Definitely true when engaging people.
Because of my 136 IQ, I'm required to dumb everything down to your 
level - and probably 98% of the rest of your kind.
And I do it.
Why?
Because it works better that way.
It doesn't matter that I have a 137 IQ.
Unless, of course, your email list is full of super Intelligent people like 
myself.. 
I'm guessing they're not.
Why am I talking about this?
Is it Important?
Maybe not. But let's say you're an affiliate marketer and you're building 
an email list, right?
Right.
You might be worried about lack of knowledge in your market.
That's a big problem for most people, isn't it?
I bet it's either that way for you now, or it was at some point in the past.
If this is not relevant to you, it will be for other people.. Hint: people 
on your email list.
Right now there are many people out here lying about their competence 
when it comes to making money online.
We both know that, right?
You don't need a 138 IQ like myself to see that very clearly.
And most often these people are just beginners.
I'm arguing that they don't need to lie.
I bet most of them don't want to lie either. They feel like it's the only option 
because that's the way they see it being done by others.
Most likely these people are affiliates. 
That's an assumption based solely on the fact that if they had their own 
products, they would therefore have the competency to establish authority.
But as an affiliate, with an email list, all that's needed is the ability to engage.
It doesn't even have to be about the "thing" as I discussed in a previous email. 
It's never really about the "thing" anyway.
The "thing" in this context, is the "product".
Does that mean the product is not Important?
Obviously not. The product is very Important.
But as an affiliate, all you need to do is research and study the products 
you're promoting to make sure they are quality.
Inside the emails you write, though, you must understand that you don't 
need to pretend that you know your market like the back of your hand.
You just need to engage.
People buy from people.
They buy from people they like.
They buy from people they feel connected to in some way.
They buy from recommendations from people they like.
If you're new to this business and lack experience.
If you haven't got a 139 IQ like I have.
Don't sweat it.
It's not required.
Does that mean you should just make shit up?
Of course not. 
Most do, but you shouldn't.
There's an ethical way that just so happens to be a better way.
I told you what it was.
Don't ignore it.
Keep in mind: This is NOT a replacement for marketing nouse; it's just 
a very good way to earn while you learn.
For more marketing knowledge go here next...
>>> Insert Your Link Here
All the besto to youso


Email #22
Subject Line: One of the biggest obstacles you’ll face
What happens nowadays is that we are trying to do so many 
things - and we're in such a hurry - and under more pressure 
than we've ever been under before... that  it's hard to concentrate 
on the things we need to concentrate on ~ Drayton Bird
Inertia, therefore, seems to be one of our biggest obstacles.
If I was Nike; I'd tell you to just do it!
I'm not though, so just get on with it!
Do what's in front of you without over-thinking. Never strive for 
perfection, or wait for the perfect time, or even the perfect strategy.
Marketing in its entirety can be a complex subject. But it can also 
be simplified when taken one step at a time, right?
Right.
Do that.
Focus first... on what's most Important.
Pissing about on YouToob is not Important.
Neither is forum pissing.
Or Flakebook statusing.
Be honest in your approach.
Be dogmatic in your Implementation.
Pick small, simple, important tasks... and get on with them.
Gary Halbert used to say...
"Momentum trumps Meditation"
Consistency on small tasks can compound into massive results.
Don't know where to start?
Start here...
>>> Insert Your Link Here
Chat tomorrow.

Email #23
Subject Line: Absolutely no marketing lesson involved in those emails...
We are united more by our similarities, than we are divided 
by our differences.
At least that's what I have found to be true over the years.
You'd be surprised (or maybe you wouldn't) at how often I 
get positive feedback from people about the emails I send; 
that have nothing to do with marketing.
I've touched on this before; but I won't apologize for touching 
on it again here.
It's very important you understand it, so you can use it.
To date, one of my most popular emails, was the one about the
"millions-in-minutes" plugin.
Remember that one?
    That "one" email has played a huge part in the responsiveness 
of a large section of my lists going forward -- and certainly will 
continue to benefit my email campaigns for many years to come.
Think about that for a minute.
    One of my most profitable emails, was the email about growing 
up around the Ballymun flats... getting drunk, stoned, pelting buses 
with stones, and watching my crazy "now dead" friend consistently 
hang off the side of an 8 story building rooftop.
Absolutely no marketing lesson involved in that email.
None.
Nada.
Zilch.
    It wasn't the biggest selling email when compared to "product discount “
emails or "hard selling" emails; but for an email with no marketing message 
whatsoever, it was a home run... and... 
    I would assume that overall, when I take into account the relationship 
building aspect of that email, I bet it will outsell every other email I’ve 
ever written by a massive margin.
Those kind of emails build a bond with subscribers. 
Therefore, sales at a later date can most likely (at times) be traced 
back to those personality driven emails.
That's how Important this stuff is.
Hard selling emails work fantastically well in moderation.
Emails giving free content away also work well.
Emails providing marketing tips work too, of course.
Personality driven emails, however, work far better.
No doubt about it.
They continue to work even well after they're consumed.
That's the difference.
I know a lot of folk find it hard to do this kind of thing; to write emails 
that build those relationships we hear many keep saying we must do.
I seriously get that.
I do.
It doesn't have to be difficult though.
It really doesn't.
And you don't have to do it all the time either. 
I certainly don't.
Listen: there are literally hundreds of different ways to connect with people 
on your email list.
Sure, you don't really know these people, but they still have similar interests 
to you.
    For instance: earlier today I was on YouToob listening to a bloody brilliant 
"electro-pop" song taken from the soundtrack of a movie called "Inser tName 
Of Movie Here".
Have you seen it?
Good movie. 
Not great, but pretty good. 
The soundtrack though, was fucking stellar.
I don't usually go for this type of music.
I'm old now.
    But... one of my new favorite songs right now, is this one taken from the 
movie (it's the final scene of the movie. Crank the volume up and listen to 
the music in the background)...
>>> Insert A Link To Memorable Song Here
Chances are you'll think it's crap. 
My girlfriend (now living in the cellar) hates it. Hence the reason she's in the 
bloody cellar. 
Now, why did I do that?
Why did I bother sending you that link?
It's not a link to a marketing video, or free PDF.
    Well, if you like the song as much as I did; you'll probably play it over and over 
again. If you haven't heard it before, it was me that Introduced you to it.
That's memorable.
You'll remember (at least for a short while) that I was the person who put you onto 
the song.
Me.
[insert your name here]
The Aussie lad.
Not your buddy.
A bloody Internet marketer who will be back here again tomorrow.
Getting the point, are we?
It's about standing out.
Being memorable.
Getting your lion's share of the attention.
What if you didn't like the song, though?
Doesn't matter much to be honest.
What did I say at the start of this email?
Don't scroll up; I'll tellya.
"We are more united by our similarities, than we are divided by our differences"
You'll still remember me regardless.
You're not going to hate on me for sending you a link to a song now, are you?
I hope not.
If you do; who's losing out?
Me?
I don't think so, sweet cheeks.
It's not about the song anyway. I hope you're smart enough to see the real point of this email.
How can you adapt and use it yourself?
Anyway, It's a pity this is getting so long. I have so much more to share on this subject.
Another time, yes?
Okay.
   Maybe, just maybe, you're going about the right things in the wrong way. I can fix this for you in class. 
Go here to sign up...
>>> Insert Product Link Here
All the best for now.


Email #24
Subject Line: I’m almost ashamed to say this, but…
Hi firstname,
I'm almost ashamed to say what I'm about to say, because it's so bloody basic and obvious (or should be) you'd assume everyone already knows it.
If they do know it, they most certainly don't do it.
You should.
All your copy should be littered with it.
You're going to roll your eyes when I say it.
The last 3 sentences I just wrote... had 3 separate variations of it.
What am I on about?
Only the most powerful word in marketing communication.
It's not the word FREE.
It is, in fact... YOU... YOUR and YOU'RE.
You knew that already, right?
Right.
Test that you do.
Go right now to a decent piece of copy that exists to get a direct response out of the person reading it.
Read it.
Does the word YOU (and its variations) outnumber the word WE (and its variations) by at least 3 - 1?
It should.
Obvious as this is, rarely do marketers pay attention to this.
True.
Reading a sales page earlier I noticed the words WE, WE'RE and I -- were used far, far... FAR too much in the copy.
And by the by, the copy was written by a moderately successful marketer. A person who should know better.
This is the problem for people who write their own copy, but fail to study copywriting. 
Good thing is: It's simple, non-strategic and very straight forward -as-well-as easy to do. Increasing conversions via email, squeeze pages and sales pages can be achieved by just doing this little thing.
If you don't get it by now. No one gives a damn about you, your promises or your product.
They only care about themselves.
Selfish bastards.
As I say. It's a very basic thing we should all have at top of mind when writing copy, but in a lot of cases it can be forgotten.
Your reminder.
Go check your copy right now.
Count how many YOU's -- vs -- WE's.
Get the balance right. It should always be in the readers favour.
If you haven't got sales copy. Chances are you need a product.
Go here next…
Insert Your Link Here
Chat soon.
All the best.


Email #25
Subject Line: You’re not entirely stupid all of the time
Hi firstname,
We all have the potential to be stupid at any given time.
Some more than others for sure.
In fact, the more aware you are of how stupid you can be, or have 
been in the past, is a good indicator that you're not entirely stupid... 
all of the time.
When I think about how complicated this business of marketing must 
be for a lot of people, it reminds me of how much disinformation is out 
here circling the web.
Because there's nothing (and I mean nothing) complicated about any 
subject that is properly understood.
Some folk like to sound Intelligent, so they purposely try to complicate 
what they’re explaining to make it seem so. 
But it can't be complicated if you know it.
To teach it, is to understand it.
To understand it, is to know it intimately.
To know it intimately, is to know exactly how to simplify the process; not 
just in teaching, but also in doing.
Therefore, all processes and systems start off complicated and continually 
evolve over time until they're simple. It has to be that way. The more we do 
something, the simpler it becomes.
The most effective solutions are also the simplest.
Does Internet marketing feel simple to you?
It should.
If it seems complicated, then you're not following the most effective methods.
You're not following a proven blueprint. 
It really is as obvious as that.
It's only as complicated as your understanding of it.
You need to know exactly where to start, what to do every step of the way - 
and have a crystal clear vision of what it takes to earn a consistent income 
online.
It all comes down to knowing exactly WHAT to do... and WHEN to do it.
Most people over-complicate things. A LOT.
Go here next and I'll simplify everything for you...
Insert Your Link Here
All the best for now.


Email #26
Subject Line: How To Create and Keep Positive Habits
Hi firstname,
Let's face it. 
Setting goals and creating habits can be a nightmare to stick to.
For the goals part; you're on your own, at least with this email.
What I want to talk about today, is how to easily create - and keep - 
positive habits.
You pick the habit, I'll show you how to stick to it, or at least, DO IT.
I'm not the creator of this process, just an implementer like yourself.
First. I used to exercise all the time.
I still go to the gym Tuesday's and Thursdays. However, that's not nearly 
enough training to keep this Adonis body in shape. I'm into my 40's now too, so more maintaining is necessary.
Thing is, this Internet stuff keeps me from getting to the gym more often 
than I would like to.
When I leave the house for the gym, it really fucks up my day.
Momentum and all that lark.
Anyway...
I'll show you how I created a habit of exercising more, and what you’ll 
do, is adapt the formula to whatever habits you want to create yourself.
They sure as hell don't have to be exercising habits. They can, of course, 
be anything at all.
Sound fair?
Right.
I wanted to get more chest work into my exercise regime.
I also wanted to get more leg work in -- and ab work.
So... 3 more exercises to cram into my busy day.
Not enough time to go to the gym.
And not enough motivation to stop work and start exercising.

Formula is as follows.
When I make a cuppa tea... I do 20 squats.
No questions.
No excuses.
Every time I put the kettle on, I'm triggered automatically to do 20 squats.
5 cups of tea a day = 100 squats a day.
I don't even have to think about exercise. After all, 20 squats takes me 
less than 2 minutes to do. And it certainly doesn't feel like a chore since 
associating it with drinking tea.
Okay, that's the leg workout done.

Next... Chest workout.
Simple.
Every time I have a piss (or go to the loo for you delicate snowflakes) I 
do 25 push ups.
I piss prob'ly 5 - 6 times a day, so that works out to be 125 - 150 push 
ups every day.
As soon as I piss/pee/whatever, I jump straight to the floor (not in the 
bathroom) and bang out 25 of the best.
Again, it's not a chore. 
I don't have to set aside time to do it.
It's now automatic, and associated with pissing.

Next... Ab workout.
I eat 5 small meals a day. That gives me the chance to do, yes, you 
guessed it, 5 ab exercises.
I usually alternate between different ab exercises, but no matter what, 
I always do a short little ab exercise before I eat anything,
That's it.
Nothing difficult.
Every day, without any mental effort, or any real physical effort, I do 
100 squats, 125 press ups, and 5 different ab exercises.
The power in this, if you haven't guessed it, is that I'm associating my 
exercise routine with habits that I do anyway.
I piss every day.
I eat every day.
I drink tea every day.
Now that I have associated particular exercise routines with these necessary 
daily habits (not really habits though) it never feels like I'm working out at all.
It never feels like I'm stopping work to exercise.
And it never feels like I'm pushing myself physically or mentally to do things I 
would most likely not do given my work schedule.
So, what new habits can you create and associate with current daily routines 
you partake in anyway?
After you pee, what can you do Immediately afterwards that will benefit you 
over time? Simply associating this one task with peeing means you'll find it 
incredibly easy to stick to it.
Win Win all the way down.
I picked pissing, eating and drinking tea as my motivators to create and keep 
certain habits. What other daily, necessary things do you do, that you can 
associate a new habit with?
Give it a try.
Start out very small in the beginning, and then work your way up.
Don't pick 5 new habits to gain either. Start off with 3 and see how you go 
from there.
You'll be amazed, yes, I said A-M-A-Z-E-D at how easy this process is for 
creating and sticking to habits.
Can it be used for marketing tasks/habits?
Of course. Why wouldn't it?
Brainstorm.
No more excuses.
Hope this was helpful ya lazy fecker. 
All the best for now.
P.S... Don't know what to focus on?
No worries. I cover productivity as well as every other necessary 
tasks to focus on, inside...
>>> Insert Your Link Here 



Email #27
Subject Lines: Oompa Loompa Showed Me His Willy-Wonka
Firstname,
The power of being unconventional. 
It's very important to have in your marketing. 
Controversial. 
Bizarre. 
Conspiracies... etcetra etcetra etcetra... 
...they're all great ways to get that all important attention we marketers 
want.
We are, after all, in the attention getting business.
Problem with most marketing messages these days, though, is NOT the 
attention getting, it's more the problem of getting the WRONG kind of 
attention.
Fake scarcity.
False promises.
Too many products hyped up to the hilt claiming to be the holy grail of 
money making strategies.
These are the resorts people have stooped to in order to stand out.
They have no real clue how to get attention without deceiving people 
into looking at what they have to offer.
Truth is, they DON'T know any better.
Do you?
All the greats used clever "unconventional" headlines in their messages 
to get people to stand up and take notice.
Remember, your headline is 80% of your whole message.
I don't know how many people opened this email because of the subject 
line, but I guarantee it's a fair amount.
Yes, clever, unconventional subject lines can make a big difference to the 
attention your message gets... but NEVER forget that the message
MUST be relevant.
Like this email being relevant to the subject line. 
You didn't have a bloody clue what EXACTLY the email was about, but it 
became clear once you clicked through.
I didn't trick you.
I didn't mislead or manipulate you either.
I didn't need to.
Think on that ^^^^^^^^^^^^^^^^^^^^^^^^^^^^
Anyway, a lot of the conventional ways of doing things in this business... 
are... ASSBACKWARDS. 
Can you see that for yourself?
If not, you ARE leaving money on the table for sure.
Go here next to see how I do things a little differently...
>>> Insert Your Link Here 


Email #28
Subject Line: God forbid you let loose and do this…
Hi firstname,
Dick Cheney is a Robot

I love bizarre headlines.

The late, great Gary Halbert used them all the time in his marketing.

And for good reason...

It's like when you were a kid in class, crayon in hand, big fat smile
on your face, and coloring outside the lines.

Teachy didn't like that.

You MUST colour inside the lines.

God forbid you let loose and just enjoy yourself.

Robots are what schools create.

In marketing, like in life; if you're the same as everyone else,
you're not standing out...

And, in the attention getting business of marketing online, that's a
sure-fire way to go broke very quickly... and stay broke at that.

You and I. 

You and me. 

Me and you... whatever, want the lion’s share of the attention.

Last thing we want is for an equal share. 

We'll leave that to the rest.

The way I see it. If it was good enough for Gary, it's good enough for
me... and dare I say, YOU TOO.

So stand out.

Colour outside the lines.

Be different.

Polarize.

Heck, if you feel like dropping a few F-Bombs from time to time. Why
not do it?
Sure, it might come across as unprofessional to some people, but those
fuckers are like teachy back in the first grade.

Sticklers for conformity.

The kind who raise their eyebrow if you use the wrong fork at the
dinner table.

The assholes with a stick up their ass.

Imagine if all comedians never cursed?

What a lot of dull comedy live shows we'd witness.

No No and threee times NO.

When I read a headline like, "Headless Woman in Topless Bar" - it gets
my attention IMMEDIATELY. It's then up to the writer to keep it.

Get it first - and then keep it.

That's the key.

Do all your headlines and marketing messages have to be bizarre? 

Of course not, but to always be pushing the envelope and focusing on
getting the attention (the right kind) you AUTOMATICALLY stand out
from the other S.O.B's pining for the attention of the same people in
your market.

Who doesn't want that?

Anyhoo...

A couple for the road...
Worlds Smartest Ape Goes To College
Alien in Slammer After Fist Fight With Bill Over Hilary
Heaven Photographed By Hubble Telescope

Have a good one.

All the best.




Email #29
Subject Line: 3 Mistakes that’ll make you more money if avoided
Hi firstname,
Will we change it up a bit today?
K.
3 mistakes that if avoided... will make you more monaaay.
ready?
Here we goes...
1) Not realising that the reptilian (fight or flight) part of your brain doesn't want to work on big audacious goals. On the contrary; the more you focus on the bigger goal, the less likely you are to achieve it. 
How so?
Because big goals are never achieved all at once. It takes dozens, hundreds and even thousands of small incremental steps to achieve any big goal.
Want to earn $10k a month? First, set a goal to earn $100 - $500 a month. 
You MUST short-circuit and bypass the primitive part of your brain... and... work on smaller goals that are ridiculously easy to achieve.
This, of course, will help you with motivation, procrastination and Inertia (are they all the same thing?)
Micro-commitments come to mind.
It's great to have big goals, but never focus on them ahead of the most important goals that need to be achieved... TODAY. NOW!
2) Trying too hard to be the nice guy or gal:
I wouldn't expect Ronald McDonald and Tony the Tiger to say, "Hey kids, go buy a happy meal today, they're fucking GREEEAAAT!!". But I would expect a marketer selling an information product to be as honest with me as possible. 
If that means they're a bit rough around the edges, so be it, it just makes me believe they don't NEED my approval. 
Anyone who doesn't NEED my approval is someone I want to work with more. Needy, people pleasing people are riddled throughout this industry - and it has gotten to the stage where we don't know who's trustworthy and who is not.
Warts and all being you is the best way I know to build a fan base.
And yes, we don't build email lists; we build fan base lists.
Your move.
3) Selling low priced products
Hang around the Warrior forum long enough and you'll believe that most people won't pay more than $9 for an information product. 
Nothing could be further from the truth.
In fact; your worst customers will ALWAYS be the people who ONLY pay for low-priced products. 
If you want to make more money without having to product launch every month - and by doing less work, go create a higher priced product.
A quality $97 product x 3 sales-a-day is a 6 figure business.
And... those loyal fans I was talking about in the last point above?
Just 1000 of those folk buying one product a year off you will also earn you a 6 figure income.
Create more than one --- and well --- more money in your pocket my friend.
So that's it.
Simple points worth thinking about.
Simple, but can, and will have a dramatic impact on your biz moving forward.
Oh yeah, here's a quality product that will teach you everything you need to know about making moola online. 
It's not cheap Cheap CHEAP, but it's also not crap Crap CRAP either -- and it certainly will give you back your investment 10-fold
>>> Insert Your Link Here
All the best.
Get to class.
See you tomorrow.


Email #30
Subject Line: The War RAGES On, Bubba...
Read an Interesting thread earlier.

The topic? 

Is it better to be a product creator, or just an affiliate?

Let's look-see.

Affiliate marketing IS a lot easier in the short run.

And we both know that "easier" is certainly more attractive to the many.

Affiliate marketers don't have to labor over creating products. They don't
have to worry about creating sales funnels, sales pages -- and having to
deal with customer support.

You just have to drive traffic, build an email list - and start promoting.

SMASHING!!!


But wait a darn cotton toothin minute speedy...

Does that qualify affiliate marketing as the best business model; just 
because it's easier?

I don't think it does.

Here's why...

Products are ASSETS. You control them FOREVER.

Creating sales funnels is the smartest, most practical way to control 
your traffic investment costs.

Copywriting is one of the most valuable skills you'll ever learn as an
Internet marketer.

I want to know these things.

I want to learn them; not ignore them.

As one savvy marketer put it...
It's not like product creators are ONLY product creators, we're also
affiliate marketers. Most, if not all of us were affiliate marketers at
some point in our career. We still are when we decide to promote other
people's products, however we are building up an asset over time, which is
our name, authority, product line, and buyer list. These are assets that
most affiliate marketers are not able to produce........not because they
suck at what they do, just because it isn't a part of the affiliate business
model.

Good points.

Further...

Product creation is the only venue that allows you to LEVERAGE other
peoples work and traffic for profit and in turn allows one to utilize that
profit for your own marketing experiments, traffic, optimizations, funnel
expansions, and so forth. 

Now more than ever (and increasing every day) TRUST, AUTHORITY &
CREDIBILITY are in very short supply.

Gold dust.

Sure, affiliates have it easier in the beginning; but never forget, sweet
cheeks, when you create a product once, it's done.

It's out there to make you cash on the hip for many years to come.

'till DOOMSDAY! 

Affiliates are affiliates.

You gotta love the little munchkins.

Every time I see one out there aimlessly wandering-the-web, I just want 
to squeeze their lil cheeks and say "good on ya little soldier, you're a credit 
to the people at the top... we all love ya".

Seriously though.

Product creators do have the advantage of having their cake - and eating it too.

Besides, you gotta take some bloody pride in your work.

Create something you can be proud of.


If you're serious...

>>> Insert Your Link Here

- Theo



Email #31
Subject Line: This boggles the bloody mind
Hi firstname,
I'm gonna rap-a-rant about Flakebook residents for a bit.
I mean, if Facebook were a country, it'd have the most insecure 
people on our planet, living there.
I'm not crazy, right?
I doubt you need an example, but...
The other day a friend of a relative put up a status message that 
read;
"Just want to say a big Happy Birthday to my Mother. She's 86 
today and still going strong. I love you Ma and hope you have 
a fabulous day"
Now seriously, I'm not a Negative Nelly, or anything of the sort.
It's great that good 'ol mammy is doing well, however, this message 
was bugging me.
How so?
Because I couldn't help but think, 
Does his 86 year old Mother read Flakebook status messages?
If so, great.
If not, what's the bloody point of the message in the first place? 
You know? 
You get me?
So I did what any sane, slightly crazy logical person would do. 
I asked him.
Oh yes, If I want to know, I will ask.
Turns out his Mother is living in a senior care centre. And apparently, 
they don't get to piss about on FB all day playing Candy Crush.
So what was the point of this status message?
If Mammy wasn't reading it; who benefits?
The post got a lot of likes. And yes, a lot of well-wishers saying 
happy birthday to someone who isn't going to read the darn 
message anyway.
This boggles my mind.
It shouldn't bother me, but I have to say that it does.
Not "sleep loss" bothering.
Just the silliness of the whole thing.
And... you can bet your bottom dollar; the person who put up that 
pointless status happy birthday message, (that his Mother will 
never see) would have felt bad on some level if nobody responded 
to the post.
Isn't that crazy?
Some people jokingly say that they were born in the wrong year.
Me? 
I think I was born on the wrong fucking planet.
What about you?
Do you crave validation?
Do you need it as a reminder that you're okay?
In life, I sincerely hope you don't.
In business, however, maybe you do.
A lack of real knowledge can be a solid reason for that.
It's not a real problem though.
Anyway…
You know what they say...
"If you ONLY look for cheap products; you're an idiot waiting to happen"
Okay, they never said that. 
I did.
For now...
Go get your YODA on...
>>>> Insert Your Link Here

Email #32
Subject Line: The Medallist and the Also Rans
You're either a doer or a don'ter, Theo (that line from the  
movie pain and gain still cracks me up something terrible)
Can you be honest with yourself?
Seriously?
Seems like an obvious answer to a simple question, however, 
even though you'd have to be a crackpot to lie to yourself purposely, 
a lot of people do lie to themselves.
There's something to be said about denying reality.
Ignorance can be bliss, at least until reality catches up with ya.
Personally, I've learned many years back, that everybody is a dumb 
shit from time to time. It's human nature. The faster you get that, the 
less time you'll spend giving a damn what other people think of you.
​Lose your inhibitions my friend.
Besides, lessons worth learning come from getting things wrong. 
I get things wrong a lot. I also learn a lot as a consequence of being 
wrong... a lot!
Anyway, there I go rambling on again, off on another tangent. 
It never stops.
So... Can you be honest with yourself?
Let's take a look at the difference between the medallists and the 
also-ran.
The difference between winners and losers. 
If you find yourself in the also-ran category more often than not; just 
keep it to yourself and realise you can change directions anytime you 
damn well please.

Okay, let's take a look-see...
The also-ran complains about not getting enough opens and clicks 
with their emails, as if they are the determining factor when it comes 
to actual results.
The medallist doesn't pay much attention to opens and clicks. He 
realises that most often, lower opens and clicks lead to more sales. 
The also-ran doesn't email frequently because he knows that when 
he does, he'll more than likely get more unsubscribes.
The medallist doesn't care about unsubscribes, and rightly so. She 
knows all too well that unsubscribes are part of the filtering system 
to keep a list of ONLY targeted prospects.
The also-ran moans about not getting massively high conversions on 
their blind-optin squeeze page.
The medallist understands that the higher opt-in conversions they get 
on their landing page, the less targeted their email list usually is.
The also-ran spends a lot of time and money on building an email 
list (not always bad)
The medallist, however, understands that until you know how to write  
emails that engage, and convert, that time is largely wasted on building  
a big ass list in the first place.
The also-ran gets most of their knowledge from popular forums. They 
take in the stuff that seems like it could work, rather than testing to make 
sure it actually does.
The medallist focuses attention on just a very few marketers and strategies... 
and ignores the rest. They suffer less with Info overload and shiny object 
syndrome as a result. 
Because of this, they find far more energy to focus on the most Important 
"foundational" skills that
keep in line with the 80/20 rule which is working in every person's life 
and business.
The also-ran constantly looks for a magic bullet inside a $10 product.
You can see these people, out in the wild, over at the WSO section of 
the Whiner Forum.
The medallist looks at what is needed to take their business to the next 
level, and goes out and finds the best product for that task, regardless 
of price.
The also-ran wants success, like... yesterday... and that Intention keeps 
them from working on skillz that will have greater value further down the line.
The medallist treats their business, like a business. They focus on the hard 
and necessary tasks even if there are no promises of instant fixes or 
gratification in the form of an end result... Immediately after completion 
of that task.
The also-ran blames the product creators and their products for their 
own lack of results. 
The medallist rarely blames products and product creators for their 
lack of results, because they realise they are partly to blame. If they 
get shafted; they learn from the process. 
Medallists are thinkers.
They know when a product sounds too good to be true. 
I think that's enough. To be fair, we could have gone on all day with this. 
Be honest though. How many times have you thought like the also-ran?
Be honest.
Change what needs to be changed.
And then mosey on over to "Insert Your Hyperlink Here" to get the real 
learning on...
Insert Your Link Here
Even the also-ran can be a medallist with the right kind of direction.
All the best.


Email #33
Subject Line: Behold the Paper Thin Marketer
Paper Thin Marketers... 

Any way the wind... blows.

What is a paper thin marketer?

Is it a skinny, poor, broke person who happens to be a marketer?

Probably.

That's not the way I mean it, though.

Being truthful (novel idea for marketers) haven't we all been on a
specific path one time or other, only to be blown off course?

    Problem is, a lot of people just continue on that new path. The change
in direction didn't bother them none. In fact, the change didn't even
get noticed. They just kept moving forward regardless.

Isn't that a good thing, though... to just keep moving forward,
regardless?

Well, no, it isn't. 

    I mean, if we get blown off course, onto a new path - and just keep
moving forward; it's a clear indication that we had no idea where we
were going in the first place, right?

Right.

Paper thin marketers are always blown off course... and never realise
that it's even happening.

So...

To solve the problem of why so many people struggle online; we
certainly have to address the issue of "a lack of direction"... first.

In fact, that may very well be the ONLY logical reason why the failure
rate is spectacularly high in this Industry.

But let's call it as it really is...

The people who are struggling, don't actually want to set a
destination.

Tis true.

    And yet, all the great books on business mastery, consistently tell us,
that without a destination, we have no way of knowing where we will
end up. And so, we end up following the same beaten path as everyone 
else... or at least... the majority.

Not good.

Not bloody good at all.

So why do we do this? Why do we fuck ourselves over by ignoring advice
that clearly has meaning and merit?

Is it because we're morons?

Maybe.

Or because we're programmed to avoid anything that requires us to
think things through?

It's the second one I'm sure.

Doesn't mean that most people aren't morons, though. 

They clearly are.

Anyway, if you ARE struggling at the mo. I can ALMOST guarantee that
you have no destination set out before you.

In life, that can lead to a lot of pain.

    In business, that certainly leads to being dead broke, or just as bad,
working for someone else and helping them get to their destination
instead.

    So do yourself a favour mate. Tomorrow, sit down for as long as it
takes - and set out some sort of plan for where you want to be in 6
months, a year’s time. Whichever suits you better; but pick one.

    If you're nodding your head from side to side right now, saying... "I
don't know where I want to go"... well... that's your first point of
business.

Figure that out.

Not knowing where you want to go, is not an excuse for not bothering
to find out.

I know. I know. You've heard it all before, right? 

But have you done anything about it?

If so, greato.

If not, then you haven't understood, that this should be done before
anything else.

Why?

    Because every day you sit down at your computer, banging away on your
keyboard, swishing and swashing your mouse from side to side, you are,
essentially, wasting a whole lot of fucking precious time.

    Even if you do end up somewhere, somehow... you still probably
won't have any idea what you're supposed to do once you get there...

    Like arriving at the North Pole with your bathing suit. You got somewhere, but
anywhere else would most likely have been better. That's the consequence
of leaving your destination up to chance. 

Now tell me you're not a moron.

Adios Amigo.

By-the-by... it helps if you don't have to sift through a walloping
amount of unnecessary bullshit along the way...

>>> Insert Your Link Here 




Email #34
Subject Line: Most Valuable Marketing Tip
Read this even if you have A.D.D...

I've given you so many valuable tips over the years (if you're with me that long) 
but this is definitely the most obvious - and the most valuable.

Even in its simplicity.

I'm going to share something with you that, if taken to heart, even in its
simplicity, will take you further than "probably" any other marketing tip
you'll ever come across.

But first.

What is the biggest stumbling block; the biggest barrier, we as marketers
need to overcome if we want to get the right kind of attention - and make
more sales with our advertising?

Think on it for a sec.

I'll wait...

lalalala...lalalala...lalalala...lalalala....

Interlude

lalalala...lalalala...lalalala...lalalala

You know what it is, right?

Even if you don't; you do. It's just a lack of thinking clearly, or maybe
because it's so bloody obvious we miss it. 

Isn't that usually the way? We overlook the obvious, in favour of something
that should be more complicated.

We all do.

Did you know that, the average consumer is bombarded with up to as many as
5000 pieces of advertising every single day?

What's that I hear you say?

You don't see anywhere close to 5000 pieces of advertising each day?

Maybe that's true, but know that most of the advertising you see, is
ignored by you. In other words, you're not consciously aware of it all.

Doesn't mean it's exactly 5000, or even close to that number each day.

However, that's the number studies are showing.

Did you also know that in the 70's - the number was more close to 500?

Big difference, isn't it?

It is.

Massively different. 

And... yet... we tend to approach our advertising like it's the 1970's
rather than 2018.

How so?

Because most advertising concepts and strategies have been adopted from
the times of old.

Marketing itself hasn't changed much since the days of Claude Hopkins and 
David Ogilvy, but the mediums we use have dramatically changed.

We must adapt to that.

Some have.

Most haven't.

Have you?

Rarely do we pay attention to how many advertising messages are being
completely ignored by the average consumer.

To get up close and personal with how devastating this can be for us as
marketers; we MUST think like prospects, not like marketers.

Hype, and high pressure headlines, sales copy and designed ads, certainly
do not work as well as they would have done in the 70's. 

This should be obvious.

It should be blatantly obvious.

But when we look out into the sea of advertisements in our market, you
wouldn't believe that this is obvious to most. 

Hype and high pressured sales messages are clearly on show around every
corner. 

But they don't work. 

They can't work. 

And even if they did, you have to understand that the vast majority of people 
will automatically, and unconsciously ignore them.

What I just shared with you, is so powerful, so clearly obvious and right... that... 
to the smart person who doesn't stick their head in the sand; they can take this 
knowledge and do something wonderful with it.

Yes, I said wonderful; what of it?

So, what's the biggest stumbling block, the biggest barrier we all face as
marketers in 2018?

Patience my sweet, patience.

This email is already too long.

We'll continue this one tomorrow.

For now, just think on what we just went over - and when I say "think"...
really think about it.

Until tomorrow then.

Wear something really nice.

That brown top you wear sometimes, is nice on you.

Put that one on.

And for goodness sake, get a haircut. Jeez.




Email #35
Subject Line: The Biggest Obstacle We All Face
Hi firstname,
I think we left off yesterday with the question...

What's the biggest stumbling block, the biggest barrier we all face as
marketers?

Now that I look closely at that question, it's clear that it's a loaded
one.

Example being that if you're completely new to this business, chances are,
the obstacles you face will be different from, let's say, a person who has
much more experience under their belt.

Obvious.

However, whatever way you slice 'n dice it, the biggest barrier we ALL
face, regardless of accomplishment levels, is the barrier of getting our
message heard.

I know. 

Kind of underwhelming... But I did tell you it was obvious and very
simplistic. 

I also said it will be ignored by most; IS being ignored by most... and...
I'm certainly not excluded from dipping my toe in the "I'm not bothered
getting inside the mind of a consumer in the 2018 era of too much
advertising".

It's one of those things we rarely think about.

Sure, everybody keeps saying (myself included) "get inside the head of your
customer", but not often do I hear people talking about the chaos consumers
have to sift through each day.

Remember: 5000 pieces of advertising a day, in 2018. That's how much noise
we have to pierce through to get our message heard.

There's little point looking at demographics, job titles, hobbies etc - if
we're not squarely facing the biggest barrier of all.

Noise.

Clutter.

Bombardment after bombardment of advertising messages vying for people's
attention at any given time... And the willingness, scratch that... THE
NEED to tune all that noise out.

Ever been away on vacation/holiday/whatever, and came back to hordes of
leaflets in your door, or messages on your machine, or a jam-packed inbox?

Silly question, really, because we all have. 

What's the first thing you do, though?

Well, there's two things:

First, you either look out for the most important messages (friends,
family) and delete the rest (unless something really grabs your attention)
- or you do it in reverse order.

Either way, you're certainly not sifting through all that noise. And as we
both know, most of it... is just that; noise!

Now, that example is in your own home. 

Out there in the open though, it's what we're subjected to almost every
minute of every day. 

It's no wonder decisiveness is on the decline.

Not sure if it is or not, but I suspect it is.

Anyway, the point I want you to glean from this message, and the one
yesterday, is that, YOU have a great advantage here. 

An insight (although obvious at first glance) that can leap you more than a
few rungs up the advertising (marketing) ladder of success.

Tis true, the simplest things are the most powerful.

Don't take my word for it though. 

Lemme ask you one more question real quick:

Do you delete ads without looking at them? Do you delete emails without
reading them? Do you even pay attention to ads that don't directly affect
you?

My point:

Your customers. Your prospects, subscribers... are doing the exact same
thing.

They are feverishly deleting almost ALL advertisements (marketing messages)
they see. 

They have to. 

They need to.

With this in mind: Will you now pay more attention to WHY they must delete
YOUR emails, YOUR ads - and leave YOUR landing page without signing up?

You see my future marketing genius, you should be thinking like the
customer.

Why would they ignore your stuff?

Does it AUTOMATICALLY feed into the reason they delete ALL the other stuff?

Think about it.

But where to start?

Patience my sweet. Patience.

We'll finish this 3-part series tomorrow. For now, really think about what
I've talked about in the last two emails.

You'll most likely have the urge to just pass over this, because, it
doesn't seem as Important as getting traffic. Or setting up that new
squeeze page. Or creating a new offer... or whatever else you feel needs
your immediate attention.

But I can tell you, without question, if you don't think about where your
prospects/customers heads are at with the vast amounts of ads they're seeing
every day... that landing page, that traffic you want, that new offer
you're creating... will be a total waste of your time for the most part.

I warned you.

Don't say I didn't warn you.

See you back here tomorrow for the conclusion of this little series.




Email #36
Subject Line: Don’t Squander Your Biggest Advantage
Hi firstname,
Okay, part three:

We left off yesterday... 

Will you now pay more attention to WHY people must delete YOUR emails, 
YOUR ads - and leave YOUR landing page without signing up?

You should be thinking like the customer.

Why would they ignore your stuff?

But where to start?


Here...

Pay attention to all the noise your customers and prospects have to filter
out throughout their day -- and ask yourself how yours can be different.

Better: How your message can avoid the automatic delete filter inside their
head.

It shouldn't be too difficult.

First stop: 

Ask yourself why YOU ignore and delete most advertising messages. 

What turns you off? 

What looks like hype and nonsense to you?

Funny thing: You'll see marketers creating advertising that they wouldn't
touch with a ten-foot-pole if they were on the other side of the counter.

They're clearly thinking like marketers; and not customers.

Why would they do this?

Simple. We all get swept along with the trends. Unfortunately, what worked
30 years ago doesn't work nearly as well today. But a lot of people don't
continue to educate themselves. 

They stick their heads in the sand and keep doing what they've always done.

What they were taught to do. 

They still make money. No shortage of that around, however, just because
someth works, doesn't mean it works very well. or that there isn't a much
better way.

There's always a better way.

Look at large corporations. Big businesses who advertise on TeeVee. They
just throw money at the wall. Their adverts are crap. They don't even
(can't even) measure results.

They don't take into consideration the amount of messages people have to
tune out every day. They just throw money at it, and because they have
enough of it... they make more back. 

But could it work better?

Of course. I'm not adept in this area, but I have garnered enough insights
from greats like John Carlton, Drayton Bird, and Gary Bencivenga, to name
just a few, to know that the big corporations haven't the foggiest idea
what they're doing when it comes to advertising.

Example:

An ad spot when the super bowl is on, can cost a cool 2 mil - and yet -
Sewage systems of major cities have broken due to the tremendous number of
toilets being flushed simultaneously at halftime of the Super Bowl.

Not sure if the sewage systems actually broke, but you get the point.
People will do anything to avoid ads these days.

The popular rise of TV series box sets and DVD's points to this too.

Nobody likes ads.

I'm telling you this to give you a brief window into how advertising can
work when you throw a lot of money at it, but it's gonna be a whole lot of
wasted money in the process if we don't take these things into serious
consideration BEFORE we put our message out there.

I guess we don't have the luxury of flushing money down the toilet (pun
intended) so we have to be a bit smarter than the big boy advertisers.

We can be.

We can be smarter than a lot of people out there.

You can be.

How?

You know that already. I just told you. 

Be the customer.

In their shoes.

What are they seeing every day?

What are they ignoring? Why? 

...And then look at what you're doing. Are you playing the game of marketer
perspective, or customer perspective?

Face it square in the face.

It's getting worse too, so pay attention.

Don't just delete ads when you see them.

Don't just delete every email you get, no matter how bad it is.

Don't just ignore an ad that has no direct Interest to you.

Look at them. What are you seeing? Why are they bad? Why are they good? 

Because whatever conclusions you come to, chances are your
customers/prospects are coming to the same conclusions.

Now all YOU have to do... is... NOT DO THAT!

Do a 180.

Most people are ignoring this.

If you're one of them; you have just thrown away one of the biggest
advantages you have as an advertiser, a marketer.

Enjoy the rest of your day.

All the best.




Email #37
Subject Line: Tiresome, Pedantic, Outdated and Boring
Hi firstname,
I get quite a few emails from fellow subscribers on my list (I say
"fellow subscribers" because I am subscribed to my own lists) 

Anyway, some emails are worth reading, others, not so much.

Yesterday I was asked why I don't have VSL's (Video Sales Letters) on
my sales pages. After all, VSL's convert far higher than text sales
messages, right?

Maybe.

The trend will say they do, but I'm not so sure it's as cut 'n dry as
all that.

You see, although VSLs are the flavour of the month amongst a lot of
marketers, I'm arguing that they're on the way out.

How so?

Well, just like any form of advertising, after a while, it all becomes
tiresome, obvious, outdated and boring.

The minute I see a VSL, I run the other way. 

Haven't the patience to sit through a 30-minute video where the first
10 minutes is telling me all the problems I have in my business, and
how they're gonna fix them for me.

Haven't the patience to listen to some prat start off a video with
"Hi, My name Cecil Bumstead - and I'm the best thing since bread was
sliced" 

Isn't that how all VSLs kick off these days?

You have to sit through 10 minutes of crap before they get to the meat
of what they're trying to sell ya?

I hate that.

The VSLs where you can forward the video, are not so bad, but they are
certainly far and few between.

Don't get it twisted though, little rabbit.

I'm not saying they don't work. 

Even I'm not that ignorant. 

But they ARE becoming far less effective because of overuse. Just like
with anything else that's seen a million times.

You don't need a PHD in common sense to have seen that one coming.

Point stands: I know I'm being sold to the minute I see a VSL (you
could argue that you know you're being sold to on a text based sales
page too -- however -- there's a difference between conscious and
unconscious awareness)

Truth.

I know that my time is gonna be wasted for the most part... and... I
know that 9 times out of 10 I'm gonna have to listen to somebody
explain to me what I already know, before he, or she... gets to the
bloody point of it all.

At least with a regular text sales page, I know that I am in control.
I can skip, jump and run up and down that sales page to my lil hearts
desire.

You can't do that with almost all VSL's these days.

They are pretentious.

No respect for your time.

...And usually presented by some posh-tosh-twat with such an annoying
voice I just want to stick knitting needles in my ears.

Am I ranting?

Nah, I don't rant; I just rave a little.

You'll prob'ly get the impression I have something against VSLs. And
you'd be bang on the button there, doll-face.

Thing is: I never stay on a VSL page unless it gets straight to the
point (doesn't happen) respects my valuable time (never gonna happen)
is actually interesting to listen to (rarely happens) and unless I
have complete control over... the controls (now that right there never
blood happens, does it?)

So for now, and for the foreseeable future, I'll stick to the regular
sales page with text.

Some folk haven't got A.D.D. -- and can actually read more than a few
lines of text anyway.

Who knew?

That's just my take, though. 

If you disagree with me...

Please don't send an email telling me so. 

I really don't care - and your opinions are hardly going to change my
mind now, are they?

No, they're not, is the answer to that one.

I still value your opinions though; they just have to be the same as
mine.

And no matter what anyone else is saying behind your back, I still
love you very much.

Anyhoo...

If you haven't got A.D.D. -- can read, and you're looking for a
simple, yet very profitable marketing education that doesn't waste
your time with a walloping amount of unnecessary bullshit, you can read
my sales page here...

>>>> Insert Your Link Here



Email #38
Subject Line: The Secret That ALL Copywriters Know
Chatting to a good friend of mine earlier. 

He asked me how on earth can he write a sales page for his product,
when he has no copywriting chops to speak of, and no money to pay
someone to do it for him?

This is a very good question.

And to be honest, there aren't any quick fixes.

There really aren't.

Thing is: As soon as I even mention the word copywriting to most
people, their eyes glaze over as if I asked them to solve a complex
mathematical equation.

But it is a skill that is worth putting the time into learning.

Yes, it does take work.

Why wouldn't it?

Anyway, even though work is indeed at the heart of learning any
worthwhile skill, there are always insights that can speed up the
process.

For my friend and his sales page writing conundrum, this is what I
told him he MUST do.

In fact, it's what ALL the top copywriters do when writing copy for a
product.

Let's look-see:

The ONLY way to write great copy for a product (any product) is to
EXTENSIVELY research the product and answer the following questions...

1) What's the elevator pitch? (15 seconds to say what the product does)
2) What's the primary problem the product solves?
3) What is the primary benefit of the product?
4) What fears does the product alleviate?
5) What is the primary motivator the product addresses? (fear, guilt, greed)
6) What's the story behind the product?

For bullets...

The ONLY way to write great bullets (arguably the most important part
of any sales page copy) is to, yet again, EXTENSIVELY research the product
and extract ALL the fascinating points that tantalize and tease the
reader.

Bullets, are just facts brought to life. 

But they must wound.

They must tease.

And they must raise curiosity.

Got it?

Okay.

That seems like a lot of work though, doesn't it?

Well, it is.

And make no mistake about it, that certainly isn't an exhausted list
of what you should be doing, but it sure as hell will bring you a long
way to writing copy that sells.

I haven't even talked about headlines, or closes, or guarantees, or
bonuses. 

But it's a great start.

Now, If you haven't got a product to write about; maybe it's about time you
started, eh?

Go here next to get started...

>>> Insert Your Link Here



Email #39
Subject Line: People Love This, I Think It’s Nonsense…
You know.

If life keeps kicking you in the face; it could be a sign you have to
make some real changes.

Just sayin.

It seems we can't wander web these days without listening to numb-nuts
tell us that to be happy and successful, we just have to repeat positive
affirmations and ask the universe to bend to our will.

Don't know about you, but I'm calling bullshit on that baby.

Vibrations, affirmations and thinking positively is all a load of
old tosh.

In fact; I'll stick my neck out and say that expecting the worst out
of any given situation can be far more transformational.

Why?

Because expecting the worst, grounds you in reality.

It prepares you for the chance of failure.

What about saying "my life s shit, it's my fault, no one is coming to
save me... and it's up to me to get the fuck out of this slump"?

Too harsh?

Beats the hell out of telling yourself that you're amazing, unique and
good things will magically come your way as long as you keep telling
yourself that.

Isn't that what all this self-help mumbo jumbo is based on? Pretending
everything is fine; when it clearly isn't?

Let's say I'm going for a job interview tomorrow (as if) and I
visualize the interview going swimmingly well, and the interviewer
sees that I'm an amazing person who's perfect for the job. 

What happens when it isn't going swimmingly well?

How have I prepared myself for that scenario?

Wouldn't it be a kick in the nuts when I find out that what I
visualised in my mind’s eye, didn't actually change reality?

The interview turned out to be damn tough one, and because I wasn't
prepared for the worst, I now feel terribly unprepared.

I learned a long time ago that the best way to release any feelings of
doubt and insecurity, is to see things the way they are; not the way I
want them to be.

That's reality.

Thing is, when you're in a rut, a slumber, and your life is shit; the
worst thing you can do is think positive and mask the bare facts.

Your life is shit. You're the reason it's shit. And you're the only
person who can do something about it.

Reality.

Not wishy-washy, kumbaya nonsense.

What do you call a man with a shovel in his head?

An Ambulance due to the fact that he has a serious head injury.

Reality.

Why is Scientology the fastest growing religion?

It's not, it's a cult.

Reality.

And the lord said unto John "come forth and receive eternal life" but
John came fifth and won a toaster instead.

Reality.

All jokes aside; it's not a joke.

But you know what?

You don't need to pretend everything is fine.

You don't need to disguise it.

You don't have to keep getting kicked in the face either.

Why does it have to be a struggle?

Life and business doesn't have to be about pain and suffering, or
working 12 hours a day.

Sure, there are no shortcuts and work is required, but people have
done a lot of the hard work for you (especially in business) so you
can fast track the process.

Stop trying to do it all yourself; there's no honour in that. 

If there's a way to shave months, maybe even years off your journey,
you should be all over that bitch.

Learn from someone who has made the mistakes.

Who's laid it all out in an easy to digest "no bullshit" way...

It's here...

>>> Insert Your Link Here



Email #40
Subject Line: Centenarians Advice for Success

True story:

100-year-old, incredibly wealthy businessman was asked to document all his
wisdom, so that it could be shared and used to help others reach success in
their own lives, and business.

Interviewer was stunned when he finally came up to meet this very
successful, and much loved businessman, only to find that he only wrote
down a couple of paragraphs on a piece of paper as documentation on how he
became wealthy. 

The interviewer, asked the man, is this it? This is all you wrote
down? How on earth can a couple of paragraphs be all there is to know from
100 years on this planet, and the vast amount of wealth you've amassed?

To which the old businessman replied...

You see, that's the problem. You can hand this piece of paper to a young
person, and they will open it and read it, and they will think they understand
it, but they will disregard it, and they will go on looking for some more
fanciful, complicated, seemingly mysterious ideas in order to capture their
success.

And it won't be until someone arrives, 100 years later when they're
contemplating their life, and trying to make sense of it, that they will
then reread this piece of paper and say to themselves... 'that was it,
everything needed to know, to be extraordinary wealthy, well respected and
very much loved, appears on this piece of paper'.

What he wrote on the piece of paper was, "Only a few things really matter;
to anything. You want to find those few things, and you want to stick to them, 
and then you want to master them".

You know:

We're always looking for what's new. What's shiny. But in the end, only a
few things really matter.

Isn't that what the 80/20 rule is all about? 

Focusing on the very few things that bring the best results, and working
really hard to master them?

Even Warren Buffet said that his reason for success, was saying no to 99
investments out of every 100.

And what we see every day, are people floundering about trying to do 100
things at once. 

Jumping onto anything new that comes along.

We have people with their blogs, fan pages, twitter, pinterest, email
marketing, funnels. forums... and yet... chances are that only 1 or
2 of the things they work on, is bringing in most of their results. 

But rather than ditching the time wasters, they still try to do everything.

Take myself for example. I'm not filthy rich, nor have I the ambition to be. 

I live comfortably - and all I do is email marketing.

I create a couple of products that sell very well, I build my email list...
and I send emails relentlessly promoting those products.

That's it.

I could have Twitter accounts. Flakebook fan pages, and all the rest, but I
know they would only be responsible for a small fraction of my output.

That's 80/20.

For productivity: I focus on few things. That's it. Not 9 or 10; just
A couple. And I'm more productive than I've ever been... but that wouldn't 
be hard considering I only work on a small number profit producing tasks 
anyway.

Struggling?

Cut down on the amount of stuff you're focusing on.

Ditch the time wasting tasks and ONLY focus on the profit producing
activities.

Sure, as you move forward you can add new things to your bag, but by that
time you'll have systemized everything to run, more or less, on autopilot.

Everything I do, and how I do it, is in here...

>>> Insert Your Link Here



Email #41
Subject Line: And Never The Twain Shall Meet

I remember reading something Gary Halbert said a good while back.

It goes like this...

John Wayne and Boy George both have raving fans. And while some people
like macho guys who mow down Japanese people with machine guns,
others like sexually confused singers who wear dresses... and never
the twain shall meet.

When you try to be everything to everyone, you end up being nothing to
no one.

When you try to sell to everyone, you end up selling to no one.

When you try to please everyone, you end up pleasing no one.

Okay, I think that horse is well dead.

Another thing that fits nicely here, is that when you're afraid to
speak your mind in fear of offending people, what you're really doing
is diluting your message to appease the very people you shouldn't even
want to connect with in the first place.

And yet, we see this all the time.

Every email I read follows the same theme. 

There's no Oomph. 

No bite.

No real character behind the name.

You get me?

I'm not saying that all emails are bad. It's just that I see no real
purpose behind them. 

It's all about how great my content is, or how great my products
are, but rarely do I get a sense of what the person behind the product
is all about.

The rags-to-riches story has been done to death - and I don't think
they inspire people the way they used to. But maybe that's just me.

Anyway, what I like to see, is character.

Real character. 

Warts and all.

Just enough to spice things up once in a while. 

Beats the hell out of always searching for new gimmicks and tricks to
get higher open rates.

Anyway, just a thought for you to, well… think about.



Email #42
Subject Line: Peasants, Commoners, Tramps, Hobos and Pikey’s
Do people buy on price?

They may well do, but what about buying based on the lowest price?

I'm sure there are people who will happily take anything as long as
it's cheap. In fact, the Warrior Forum is full of peasants, tramps,
pikey's  and commoners who will do just that.  

Can you expect to get high value, though?

That's what we want, right?

We all want value for our money.

We demand it.

I do anyway. But then, I don't buy cheap products. I realize you can't
expect to get a high quality product, and the quality service to go
with it, and also pay the lowest price. 

It's okay to expect to hit two ducks in a row on that one, but all
three? That's stretching it a bit.

You can have the high quality product, and the high quality service,
but you simply can't expect to pay the lowest price for it too. 

I don't know anybody who can deliver all three.

I really don't.

There are rare occasions when a little software program or plugin
might do the job we want it to do, and also have a reasonable priced
attached, but those are few and far between.

So, me ol matey; are you a low price shopper?

If you are, chances are likely that you also believe it's more
difficult to sell a higher priced product than it is to shift a lower
priced one.

Tis not true.

Okay, maybe a $1000 product is harder to sell than a $7. But even
then, that's more to do with who you're selling it to, in nit?

Positioning is key.

And, of course, what solution you're selling to the problem that
needs solving.

Either way, it's something worth thinking about.

If all you promote are $7 - $17 products, you'll continually struggle
to pay the bills.

Jumping that price up 10 times will have a massive impact on your
earnings.

And you certainly wouldn't have to work 10 times harder.

And keep in mind, at 10 times the price, you're also attracting better
quality customers to boot. But the product or service must be worth
the money, of course. 

Remember, only peasants, commoners, tramps and pikey's buy on price -
and who the fuck wants to work with those people?

Not me.

Anyway, think about it moving forward.

It may seem trivial right now, but there's a lot of wisdom in them der words.

And a lot more inside my stellar training program here…

>>> Insert Your Link Here

All the best for now.



Email #43
Subject Line: How to NOT Advertise your Business
Want to get a good handle on what not to do when advertising your
business?

Grab the Yellow pages or Golden pages and sift through all the
advertisements.

I used to hate getting junk mail in my letterbox at home. Now, I love
to get junk mail, just so I can dissect the adverts.

And you know what? 

Almost ALL of the ads in these publications, or mail pieces... are
terrible.

In fact, you could earn a very healthy living just by contacting
these advertisers and selling them a service on how to double their
returns on the ads they run. 

And believe me, you could easily double their return just by tweaking
their ads.

Seriously.

If you've seen any of them, you'd have noticed that they all like
to talk about THEIR business, and how THEY are the best, and how 
Their company is the cheapest around.

They NEVER address the main concern for the person reading the bloody
ads.

What really gets my goat, is when they waste the whole top of the ad
space with their stupid, pointless logo. 

As if anyone reading the ad gives a monkey's about their logo.

There's an estate agency up my way with a big banner across their
storefront that says, "Estimates Without The Waffle" and they have a
picture of waffles. I fucking kid you not. A big ass picture of
waffles. It makes me hungry for waffles more than it does for using
their services.

All very big mistakes when marketing your business.

And they're ALL making these mistakes.

Anyhoo...

I used to be a plasterer, as you may already know.

Now, if I was to create an ad in the yellow pages, golden pages or a
news publication, what I want to be doing, is addressing my target 
markets BIGGEST concern when hiring a plasterer. Right?

I want to address this right in the bloody ad itself.

No logo.

No "I'm the best in the biz" nonsense.

No "I'm the cheapest".

No arty stuff like the estate agency's waffles nonsense.

Hard truth is...

People don't give a damn about you, your business, your logo, how
long you’re in business, your passions, and not even the service you
provide.

All they care about, is what you can do for THEM.

So my ad would have to address the biggest concerns people have when
hiring a plasterer.

The two biggest I know from experience are, #1 The mess - #2 Actually
turning up on time

Addressing those two biggest concerns right in the ad itself,
AUTOMATICALLY makes me the better option for almost anyone looking to
hire a plasterer.

Even if I charged more; I would still get the lion's share of the business.

Rather than having an add that says...

Looking For A Professional Plasterer?
We Here At Plasterers 'R 'Us have been 
in business for 200 years and we are 
the best in the business - and our prices 
won't be beaten.

Instead I would address their biggest concerns...

We Turn Up On Time, Every time, and We Make Sure 
Your Home Is Left Spotless When We Leave.

You see, when you understand that all people really care about, is
THEMSELVES, it's so much easier to write ads that trounce the
competition.

But you don't create ads in the yellow pages, I hear you scream.

So what?

Can't you take this and adapt it to your online stuff?

You can.

Marketing is marketing no matter where you use it.

And where better to learn what to use, than right here…

>>> Insert Your Link Here

Anyway, I'll chat to you soon.

All the best.





Email #44
Subject Line: If it’s CHEAP; it’s CRAP
You know what, firstname?
If it ain't cheap, it ain't crap.

At least that's the perception people get when looking at a product or
service in their marketplace.

Unless, of course, you're a peasant who scours the WSO section of the
Warrior Forum looking for a solution to a problem you have in your
business.

I want you to think on that for a moment.

It's arguably more important than you realise.

You see, price shoppers have two problems.

First: There's hardly anything in this world which someone cannot make
a little worse and sell a little cheaper, and the people who consider
price alone are this person's prey. When you pay too much, you lose a
little money, that's all. 

But when you pay too little, you lose a whole lot more in the process.
You sometimes lose everything because the thing you bought was
incapable of doing the job it was supposed to do. 

The common law of business balance prohibits paying too little and
getting a lot; it cannot be done – (I didn’t write that piece – and someone
told me the other day who did, but fuck if I can remember now) 

Second: When you're a price shopper, not only does this affect your
own business in the fact that you end up with a shoddy product that
wastes a whole lot more than your money. You also create an intention
that may stay with you for a very long time. That intention, is the
one where you falsely believe other people will not pay top dollar for
products in the marketplace you're in.

This becomes detrimental as it's hard to earn a healthy living
peddling $17 products to peasants, tramps, commoners and hobos. 

It also means you're creating a business around these folk - and as we
know, or should know, price shoppers are the very same people who
always complain about quality - and the fact that they didn't get it.

Tis why the WSO section of the Warrior Forum is laced with whiners. In
fact, the WSO section has the whiner mentality self-built into it.
Where you have price shoppers; you have whiners. It's really that
simple.

So think about your business right now. 

Are you a price shopper?

Are you targeting price shoppers?

Do you think it's harder to sell higher priced, higher quality
Products than it is to sell lower priced, lower quality ones?

Your answers will dictate how you not only make money, but also the
people you're spending most of your time dealing with.

It's not that people aren't willing to buy more expensive products;
it's simply a matter of targeting the people you're trying to sell
those products to.

For instance: I myself won't touch anything low priced. There are
exceptions for sure, but they are very rare. 

I will always look for the higher priced product. 

Not because I want to pay more, it's just that I want to get more 
bang for my buck.

I can't have both.

You can't either.

You pay less and surely you'll end up paying more in the long run,
either with your time, or frustrations.

When you pay more; you end up paying less in the long run, and save
yourself a lot of headaches, frustrations and precious time that
you'll never get back.

This has a knock on affect too. 

Wouldn't it a better business model to promote (affiliate or your own)
products that save your audience all those headaches? 

It would.

And if you're on email lists that send you to cheap products; you
should unsubscribe immediately. 

Chances are they don't give a damn about you.

Am I different? Do I care about you while others don't?

Well, actually... yes, I do. But it ain't because I'm Mister
altruistic, it's simply because it's in my own best interest to only
send quality your way. Hence the reason I don't send you offers from
just any Tom, Dick and Harriet. 

Most often I send you my own offers. At least that's something I can
control the quality of.

I'm selfish like that.

Anyway, that's something to ponder for now.

Go here next if you want a no bullshit, no pissing about Internet
marketing edumacation that isn't exactly cheap, but it isn't exactly
crap, either... and it might just save you a lot of money, frustrations,
​headaches and precious time in the long run...

>>> Insert Your Link Here




Email #45
Subject Line: Incredibly Offensive To Use These Words?
We are not all 'bros' and 'dudes'.

That was the thread title over at the Warrior Forum that got quite a bit of
exposure.

It started out with a woman talking about how a guy, who's email list
she's on, start using the words "bros" and "dudes" in his subject lines, 
even though his email list had women on it.

I'll say this: it's not the smartest way to filter your audience using 
demographics.

Anyway, the thread quickly escalated into a discussion about sexism,
professionalism, and anything else NOT directly related to the original
discussion.

Hey, it's the Warrior Forum. What else would you expect?

Anyway...

Quite a few nitwits started yammering on about how unprofessional it is 
to address people as "bros" or "dudes". 

It's silly no question; but unprofessional? Of course not.

Another few then chimed in with their CRAZY; saying it's sexist to address
your audience with "bro" or "dude" if said audience has a proportion
of women in it.

Again, it's silly; but sexist? Of course not.

And then another fucktard said... get this... It's Incredibly Offensive
to use those words as your subject lines.

Really?

Incredibly offensive?

Are you fucking kidding me?

Imagine that: A grown ass woman getting incredibly offended because a
marketer decides to address HIS audience in HIS business by putting the
word "bros" or "dudes" in the subject line of HIS email?

Reality is, "not getting offended" is not a right. If it was, nobody would ever
do anything, anywhere, at any time. 

It's like saying; "I'm offended by what you said, and rather than me taking
responsibility for how I feel, I want you to do it for me".

Fuck right off.

It's the whole, “I don't need to change, the world does” bullshit we hear from
self-entitled little spoiled brats.

It reeks of insecurity, doesn't it?

Your feelings are yours, and yours alone. It's not someone else’s job to look
after them for you. That's your job.

I have to watch what I say here, because I might offend someone?

What a load of tosh.

You should write, read, watch, and do whatever the hell you like as long as it
doesn't infringe on some else’s rights. If I you don't like what someone else
says or does, just bloody ignore it.

It's not difficult.

And again, "not getting offended" is not a right".

Simple.

It's the nitwits who believe "professionalism" has ANYTHING to do 
with using slang when you write an email.

And of course, we then have the brain-dead who get offended by what 
another person says.

It's pathetic to say the least.

Thing is, when you get a majority telling what to think, what to say and
how to feel; you can be absolutely, positively certain they ain't thinking
as individuals.

And while you don't have to have Einstein like smarts to succeed in this
business; it does help if you're not possessed with extreme stupidly.

The non-stupid realise it's just a matter of applying yourself to a
surprisingly small amount of core principles. 

It's the fuckwits that believe they can succeed by getting access to some
privileged "secret" or fairy-dust or whatever.

I get that not every person has the stomach to face reality.

They're working hard, unconsciously or otherwise, to not do much of anything.

If that's what they want, fine, at least they have company, because let's face 
it, that's what the mediocre majority do too.

But you already knew that.

'Course you did.

Go here for a no-nonsense way to create 
a successful Internet business...
>>> Insert Your Link Here
All the best.



Email #46
Subject Line: I’ll Hang Myself Before I Pay For This Shit
Don't know about you but everything seems crazy complicated.
In fact, if you asked me 5 years ago, I would have said exactly the
same thing.

And yet, simplicity is at the core of everything successful.

Sure, there are a few niggly little technical things that are going to
be super complicated to the layman, but that's not why we're in this
business, is it?

Marketing, is our bag - and as far as I can tell through years of
study and experience; marketing is not complicated.

You wouldn't think that to be true though, would you? Especially with
all the little gimmicks and tricks and a million different ways to
approach making money in this business.

I know a guy who makes a killing just teaching sales funnels. 

That's all his teachings are about, setting up sales funnels.

Does he make it seem more complicated than it needs to be?

You bet he does.

He can show you any-which-way to create any-type-funnel…
a million and one ways. 

But do you really need a million ways to create sales funnels? 

Of course not.

And that's my point. 

It only becomes complicated when we get caught up in someone else’s
business model. 

He will swear blind (and he believes it) that you need to set up all
these complicated funnel contraptions to get maximum value out of your
visitors.

You don't.

That's HIS business model. Of course he's gonna tell you that you need
to do everything he teaches.

But you don't need it.

This is not just about sales funnels though.

It's about everything out there that gets in the way and works to
confuse and complicate things that are pretty straightforward.

What about $1000 products teaching you how to be productive. 

Fuck right off man. 

A thousand bucks to learn how to get up off my fat arse and do 
some bloody work?

I'll hang myself before I waste that kind of cash on something that 
doesn't even show me how to do this marketing thing right.

Thing is, if you think you need it, you have bigger problems than
productivity that's for damn sure. Productivity is not your obstacle;
it's a lack of awareness of why you're online in the first place
trying to make money.

Don't get it twisted though. 

Productivity is important. 

It's why I teach it myself inside my training course. But it ain't
$1000 important that's for darn toothin sure.

And...

What about all these special little plugins that help you build
beautiful squeeze and sales pages. You need them, right? They're the
flavour of the month. Everyone is shouting from the hill-tops about
how much you need them.

Do you need them?

Nope.

I have bought a lot of them over the years - and every single time I
have ended up ditching them and going with just a simple squeeze and
sales page.

Why?

Because beautifully designed pages are a distraction.

The prettier your design; the more it distracts from your message.

People will tell you that your message needs to look nice, to attract. 

It doesn't.

Not always, but in most cases, they're a distraction; not an attraction.

The only thing that matters when it comes to your message, is...
readability.

Ask any million or billion dollar Direct Response Marketer why they
don't use fancy-pants beautifully designed sales pages, and they'll
all tell you the same thing. It distracts from your message, which is
the ONLY important aspect of any sales page.

There are, of course, exceptions to this rule. But they are just that;
exceptions.

Look at the businesses who use beautifully designed email templates.
They'll tell you that it makes your message look professional.

It doesn't.

It makes it look salesy.

It makes it look like you're NOT going to give any value.

Anything that looks like a sales advertisement, absolutely WILL get
ignored by most people. 

It's true.

Anyway...

My strategy won't have you going around in circles.

It's clutter free.

Simplified.

And it just plain works...

>>> Insert Your Link Here
Yes... you still have to put the work in.

But you won't have to sift through a walloping amount of unnecessary
bullshit along the way.

The purpose of its creation was for that very reason.

It is 14 hours though, so rest assured, no stone is left unturned.

In fact, if you follow my lead, I can promise that you will have the
chops to go into ant market and consistently get the results you want.

No timid 30 day "afraid you’re gonna refund" guarantee in place either.

You have a full year to decide if it meets your every need.

Can't get fairer than that.

Here it is again...

>>> Insert Your Link Here
All the best for now.


P.S... if you're OK with your business leaving you feeling flat,
empty, and frustrated... then do nothing.

Stay as you are.

Just remember one thing... you are where you are today because of the
actions you've taken up to this point.

And unless and until something changes, you can't reasonably expect
anything else to change.

In other words... keep doing what you've always done, and you'll get
what you've always got.

Bottom line: if you want a different business, you gotta do different
shit.

This will make everything a whole lot easier and pain free, but you 
gotta want to change where you are right now…

>>>  Insert Your Link Here


Email #47
Subject Line: YOU the KNOCK OFF?
Let's chat for a minute about your unique ability to outsell the
competition with email, in 2018.

It's not difficult.

You just need to understand that, YOU cannot be knocked off.

You, cannot be duplicated.

And that's so valuable.

Do you need to give away valuable stuff for free to your list?

Nope.

Do you need to be a great copywriter.

Nope.

Do you need extensive knowledge about your market?

Nope. 

Do you need to be an NLP master manipulator?

I fucking hope not.

And... Nope.

What you need, is what you already have.

Never has it been easier to profit from email by just being YOU.

And NEVER, is a word I rarely use unless it's followed by "be boring".

You got that, right?

NEVER... BE BORING.

That's a MASSIVE corner-cutting insight that INSTANTLY propels you
above the competition inside your subscriber’s inbox.
We're now living in the "knock-off" age of marketing.

Tips, gimmicks and tricks are being knocked off all over the place.

Everybody's doing what everybody else is doing.

How do I know?

Because I watch this stuff like a hawk.

And yet, the one thing that's more powerful than any other email
tactic, tip, gimmick or trick, is the one thing that can't be knocked
off.

How cool is that?

YOU are your own competition destroyer.

All you have to do, is NOT be boring.

Think you can manage that?

Well?

Can you?

Can you do that?

Can you?

Heh?

I think if we were both sitting down at a bar right now having a
casual chat, chances are you'd have something interesting to say. 

It’s possible you’re as boring as a skirting board.

I doubt it though.

You're still on my email list; it's just not possible that you're
boring... and still be subscribed. 

Not possible at all.

However...

Are your emails boring?

That's something you REALLY need to be getting right in 2015.

Getting attention inside inboxes is getting harder and harder as the
weeks, months and years pass. 

It doesn't have to be that way for you though.

It's the "knock off" gimmicks and tricks that aren't working as well
anymore; but who says you need them?

You don't.

YOU and your experiences can't be duplicated by anyone.

Think on that.

And then think about getting this…

>>> Insert Your Link Here

All the best for now you skirting board loving freak.



Email #48
Subject Line: He’s a Tough MOFO that’s for DAMN Sure
Hi firstname,
​You know...
Gordon Ramsay is one tough mofo.

Not because of his f-ing & blinding.

I've just read one of his books about his life, and I'll tell ya what,
he's been through some tough times.

Haven't we all?

But to be honest, I simply haven't got the drive that lad has.

The shit he's been through over the years would have me curled up in a
ball, sobbing my eyes out in a corner, caressing my comfort blanket,
and looking for my Mammy to come hold me.

I'm only partially exaggerating too.

When all I have to do is build an email list, create a couple of solid
products and write messages like this one -- to bring in the bacon,
from the comfort of my own home, it really puts everything into
perspective when you read what some people have went through 
to find success.

Just finished reading his book "Roasting in Hell's Kitchen" and I have 
to say, it was just as informative and educational as any marketing book 
I've read to date, and I've read many.

Of course, I didn't buy the book to learn how to cook. 

I'm perfectly fine eating my burnt, boiled eggs. 

It was his polarising (there's that word again) personality that got
me enough interested to dig a little deeper into the man behind the
celebrity.

Very interesting guy.

Also a very genuine, down-to-earth guy too.

What struck me about his life, is how much shit he had to put up with
on the road to success.

I mean, real eye watering stuff and not for the faint of heart. But I
guess, that's what it takes to get to the top in certain industries.

20 years ago I think most folk believed chefs were poncy little stuck 
up posh twats, but it's arguably one of the toughest professions out
there.

At least it seems that way.

A cutthroat industry full of nasty backstabbing, seriously temperamental 
people with some fucking will to succeed above all else.

I couldn't do it, that's for sure.

I think I'd be done for murder if I was treated the way most of these
up and coming chefs get treated. It's not wise to back a terrier into
a corner full of knives and hot pans. Dogs gonna cut, or burn ya.

Truth is though, I'm a lazy sod for the most part. 

I'll admit that.

I'm very productive, but I wouldn't say I'm an up-all-night working kind of guy. 

I don't know, but I've always managed to do as little as possible and
still get by.

I'll never be stinking rich because of it - and that's just fine by me.

The drive is just not there for amassing great wealth.

But I do work hard when I have to.

I think we all do when we have a clear enough direction and
everything laid out in front.

Not saying I'm a total laze bag, but I do like to enjoy my free time.

I mean, there's more to fame and fortune, right?

Be nice for it to be handed to me, but I'm just not cut out for the 18
hour days and all that. Why waste half your life to earn so much
wealth that you can never even spend?

Never really got that.

You know, billionaires addicted to making money just for the sake of it.

Even millionaires who spend so much time in their business, they never
have time to spend what they're making.

Sure, they'll tell you they love what they do, but I'm not so sure that's 
entirely true.

I mean, for the most part, I love what I do, but I ain't spending every minute, 
of every day working. 

Look at Chef Ramsay for example.

He spends very little time away from his work, which means less time
with his family.

His passion is cooking, and yet, most of his time is spent on the
business end of the, well, restaurant business. 

Something's not right there.

But, apparently, he loves what he does.

Who am I to argue?

HEY, I love long walks on the beach - and sitting in front of an open fire
with a nice bottle o...

Oh wait, that's my online dating profile.

What I do love, is not working all the time.

I love not working more than I love working.

Am I crazy?

Well yes, of course I am, but I'm not fucking mental.

Oh wait, I am.

I think a lot of people get into this business for the freedom.

But where's the freedom?

No business can stagnate. 

It must grow and evolve... and that takes consistent work.

You know what I do?

I work on just a couple (3 actually) tasks each day and then go out
and play with my friends.

We take long walks on the beach, and... 

Anyway, was there a point to this email?

Honestly mate, there probably was, I just don't know what it is right
now.

I started off talking about drive and passion, and ended up talking
about not working yourself to the bone.

I suppose we're all different, and want different things, for
different reasons.

You probably want to make more money than you can spend.

And why shouldn't you?

Me? I want to live comfortably while enjoying as much time away from
work as possible.

Both are achievable using the same strategies inside...

>>> Insert Your Link Here
You still have to put the work in, but it will save you a lot of time sifting
​through the walloping amount of unnecessary bullshit along the way.

Okay, I'm off to wash this sand out of my butt crack.

See you tomorrow.

All the best.




Email #49
Subject Line: Piss Off With Your Vision Board Ya New Age Freak
You know:

Most people out here are focusing on surface level stuff.

They learn how to build email lists but fail to learn email
marketing.

They look for high converting affiliate products but fail to
learn product creation.

They suffer from overwhelm but fail to study productivity.

They want traffic but have no funnel to convert that traffic into
cash.

They want success but fail to invest in themselves, and their
future.

They have vision boards instead of a reality boards.

It's kindergarten stuff... and kind of pathetic.


You see:

Most people in this business have a stinking attitude.

Any other profession and they'd starve.

In fact: They say 96% of people in this business will never
succeed.

I'm not entirely sure how accurate that statistic is, but it's
pretty damn high all the same, yes?

So which camp are you currently in?

You can only choose one.
Choose wisely.

I'll leave you with this for today...
People who fail consistently, all shrink in the face of adversity and go do something else that's not as difficult... which then gives them the justification that they're still doing something worthwhile

It’s a very true statement, don’t ya think?
I’ll tell you something for nothing, firstname, what I show inside
“Insert Your Hyperlink Here” will go a long way to fast tracking
your journey to earning a consistent income online, without
having to drive with the training wheels on like a little girl.
Worth thinking seriously about.
See you tomorrow


Email #50
Subject Line: Self-hating clap-happy narcissists
Can I be blunt for a moment?
I'm gonna be blunt for a moment.
So, you know already what I think about Facebook, right?
The place where you'll find a lot of the Law Of Attraction folk, 
hanging out with the rest of their wishy-washy "running slow 
mo through a meadow" hollow-head friends who all secretly 
hate themselves.
You know, the self-helpless crowd?
The people who bring no value to a world other than positive 
clap-happy pointless thoughts.
Fortunately, the world we're living in DEMANDS a little bit more 
than happy thoughts and good intentions.
And that goes for the universe as a whole. 
It doesn't care that you're a lovely person with good intentions.
It ain't bending to suit your little needs either, no matter how 
positive your vibration.
These people, by the way, are the very same people, I imagine, 
who suffer from low self-esteem, anxiety, depression, and yes, 
deep down inside they may secretly hate themselves.
I mean, you have to hate yourself a little if you're a couch wearing 
fucktard with no skills other than being an old hand with a remote, 
right?
They'll never admit it.
Not even to themselves.
Tis why you'll always catch them seeking out validation with their 
Facebook statuses.
The realm for the needy.
They MUST get validated regularly just to keep that hatred at bay.
I know, I know, I sound like a crazy crackpot right now.
But what I tells ya is true nonetheless.
By the way, it's worth pointing out here that I don't think all people who
believe in silly things like the LOA, are full blown narcissists who secretly
hate themselves.
Not all of them.
Anyway, what I speak of here is the value that the world demands - 
and the fact that most people have acquired no such skills to give 
that value.
It's harsh, I know.
But that's the world.
She's a tough ol mofo..
But she can be tamed if you have the necessary skills to feed her.
You see, nobody gives a flying cock about you, present family and 
friends excluded.
The universe doesn't know how to give a fuck, and the world as we know it
only reciprocates when you add value to it.
Listen, we all have great intentions. 
We all want to make something of ourselves. 
For you a me, it's about creating an online business by developing skills
that actually help people themselves, live better lives.
It's a worthy goal.
One that separates us from the mediocre majority.
But as I say, none of this happens without actually developing those skills.
Because the only thing that people truly care about, is what value you can
bring to their lives.
Your intentions bring nothing.
So, you're a marketer.
That's your title.
It’s better than being a garbage man, but only if you make a success of it,
right?
Even a garbage man is better than an unemployed couch wearer.
It's what you're going to be defined as by the wold, whether you like it or
not.
YOU ARE YOUR JOB.
YOU ARE WHAT YOU DO, OR DON'T DO.
Of course, a garbage man is not going to agree with that.
I wonder why.
Delicate darlings don't like to hear it either.
They say, "I'm more than just a job, it's what's inside that matters 
most."
Well, actually, NO - it’s not.
I suspect most people who make such statements are the very people 
who have never got up off their arses and actually done something 
worthwhile with their lives.
It's not always the case, for sure.
For the most part though, it pretty much is.
Thing is…
YOU ARE WHAT YOU DO.
Not what you think you are, or what you say you will do.
BUT WHAT YOU ACTUALLY FUCKING DO.
It's what you DO that defines you.
Don't believe me?
Okay, fine, live in that bubble.
But know that people who have never done ANYTHING worthwhile with their
lives ALL die inside a little each day.
Sure, they have loving partners who tell them they're amazing.
Kids who look up to their deadbeat parents because, let's face it, kids are
idiots until they learn to think for themselves, and even then it's suspect 
whether or not the idiot gene has been passed on.
Parents who are so proud just because their sons and daughters are 
not drug addicts. 
Whooppie. I'm a success because I'm not locked up or on drugs.
But it counts for nowt.
The vast majority of people are miserable.
They hate their jobs.
They live for two days a week - and when those days come around, it's off
to the pub to watch the footie.
They think that life owes them a living, when in reality it's THEM that owes
life a living.
Because you will be defined by what value you bring to this world.
But unless you acquire the skills to make the most of what you do, you will
ALWAYS be part of the mediocre majority.
You'll then go on to a place like Facebook and seek out validation to
justify why you haven't done anything about it.
And you'll wither away in self-pity just hating yourself a little more day
after day until you become a fully-fledged waster.
You'll become just another sorry excuse for a human being.
You’ll bitch and complain that the world owes you a living.
Heck, you’ll probably march the streets when they cut your welfare 
payments again.
But the world won't give fuck about you.
Of course, you'll justify it all, eventually.
You'll seek out validation from wherever you can find it.
Self-help, positive affirmations, LOA bullshit is most likely where you’ll
find solace. And no better place to visit your deadbeat friend than on 
Validationbook, eh?
But you won't be important.
You'll know that you just didn't do enough to make anything of yourself.
Of course, family and friends are so much more important than any 
amount of financial gain and success.
However, that's a given. 
There's not much value in that without your own self-worth being at a
healthy high level, is there?
And that's why you see so many people lacking in confidence.
Tis why anxiety is at an all-time high.
It has nothing to do with anything other than DOING SOMETHING.
ANYTHING.
Doing something that elevates your standards beyond the norm.
Just don't say you're going to do it - and then don't.
All that does is suppress the inevitable self-hatred until a later time
when you look back and realise you wasted the ONLY life you'll ever have.
The time is not far out in the distant future when everything will
somehow, someway, just magically all fall into place.
The killer of dreams, is tomorrow.
No, the time to start making a difference in your life... is NOW.
Next time you see someone getting angry over pretty much nothing.
It's because they're not doing anything of importance.
They're projecting their self-hatred.
When you see people complaining about anything and everything.
Know that it's because they haven't done anything worthwhile to make 
their lives better.
It chips away at them each and every day.
And the remedy for this?
The fix?
It's actually very simple.
Work hard every day to make yourself a better person.
Exercise.
Eat healthy.
More importantly, develop the skills that can be deposited into 
the bank of life.
Your worth in this world is determined by the skills you have acquired.
A garbage man has little skill - and that's why the world gives him a low
skilled, low paying job.
Rocket science it ain't.
The same can be said for almost all skill levels.
A surgeon gains much more recognition, respect… and a healthy bank 
account to reflect his skill level. Because what you learn, WILL be reflected
in what you earn.
The same applies for almost all of us.
You will be rewarded in kind for the value you can bring to the table.
There's no escaping it.
When you create an online business, or any sustainable business for that
matter, that pays you a nice living, it's ONLY because that business is
providing value to people.
The sum of what you get in return for your work, is in direct proportion to
the amount of value you give.
And the value you give is also in direct proportion to the skills you have
acquired.
You want to feel good about the world and your place in it?
Then acquire the skills to bring as much value as you can to the table.
You will be rewarded financially and personally.
Every day that passes you by is another day that you either add value to
the world, and therefore your life, or it's a day where you take from it
and devalue your own self-worth.
There are, as there always are, exceptions.
However, on the whole, these harsh truths are truths regardless.
Anyway, it's time...
You can start by ditching the walloping amount of bullshit many have to
sift through when trying to create an Internet business, and go take this
class…
Insert Your Link Here
All the best.
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