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Introduction

Welcome to The Service Sellers Masters Course, a comprehensive, do-able
program that follows the proven CONTENT ™ TRAFFIC ™ PRESELL W
MONETIZE process.

This process based upon the fundamental reality of how people use the Net.
People search for information and solutions so your online business success
begins with quality, relevant content. Start at the same point where your visitors
start and then everything else falls into place. The money comes only after
you’ve taken care of the content, traffic and PREselling.

C® T p® M boils down to these essential steps...

STEP 1) Consider your service business from your client’s point of view. What
niche do you occupy? What problems do you solve? Develop the best Site
Concept/Theme that is right for you.

STEP 2) Brainstorm profitable topics that are related to your theme.

STEP 3) Build your Theme-Based Content Site -- fill it by publishing high-value
content and information that potential clients want. C

STEP 4) The theme-based content attracts targeted visitors (i.e., potential
clients) because you have written it to rank highly at the engines, in a “no-tricks
way” that the Search Engines love... an ethical, effective way to attract targeted
clients to your site. Motivated, interested traffic builds. T )

STEP 5) Your high-value, original content PREsells your targeted visitors,
winning confidence and trust by providing the information they seek, by
establishing yourself in this niche. It credentializes you in the eyes of your
potential new clients. And your e-zine (electronic newsletter) that you publish
regularly deepens the relationship, building more and more trust. P

Trust is critical. Think about it... before you hire someone to perform a service,
whether it’s to cut your grass for the summer or file your next tax return, you
need a certain comfort level (trust, confidence, competence, etc.). Your visitors
are no different. A prospective client will have to feel very confident before she
hires your services, especially if you are half-way across the globe!

STEP 6) All your good efforts are rewarded... new clients! And you develop
increased loyalty from existing ones! And, if you like, your business generates
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additional income streams through other monetization models appropriate to your
business. Diversification is the key to online business stability. » M

The Service Sellers Masters Course will get you off and running in the right
direction. You will emerge from this 10-DAY program with a radically stronger
information base and skill set -- well on your way towards building a substantial
service business, either totally from scratch or by increasing your current client
list.

Each of the 10 DAYS has a specific “Goal-of-the-DAY,” a clear target.
Complete this goal before moving ahead to the next DAY. By the time you finish
DAY 10’s Goal-of-the-DAY, you will have a Theme-Based Content Site up and
running and generating traffic and income.

Each DAY also sets an “Ongoing Goal.” Why? Because a Web site is never
“finished.” The Ongoing Goal is what you should be achieving on a regular
basis. The Ongoing Goals provide the pathway for building maximal income
through content over the following weeks and months.

What’s the bottom line? Upon completion of this course, you will have the power
of CHFTHFpPEp working for you, helping you to build a flourishing, profitable
and stable online business.

With the right process, you get the right results!

SIDEBAR

The Service Sellers Masters Course is a “work-at-your-own-pace” course.
Some of you will be able to devote large blocks of time to it. So you’ll complete a
“‘DAY” in one (or even fewer) of your days.

Others may only have 15-30 minutes per day to spend on it. So it could take you
a week or more to complete a “DAY” of the course.

Either way, it does not matter how long it takes you to complete the course --
remember the story of the tortoise and the hare. Set aside a certain amount of
time per day to attend this course and to do your homework. You'll find it was
time well, no best, spent.

The Service Sellers Masters Course is designed and written for all service
sellers, including those who are...



* new to the Net -- you may already have an established offline service business
and now want to complement this base with an online presence. Or you may be
just starting a new service and want to use the Net's powerful reach and quick
access to your best advantage.

+ experienced -- you want to build a second theme-based site that will reinforce
your credibility and attract more targeted traffic to your main Web site.

* in the “just-thinking-about-starting-a-business” stage of development -- you
have this idea about a possible service business and you are looking for the
information and tools to bring it to fruition in an uncomplicated but effective way.

It doesn't matter who you are or what you do...

Everyone shares the same goal... to maximize profits.

Be forewarned about the Course, though...

The material that we will be covering will be extensive in scope. It will require
effort and commitment on your part, as does anything important that yields
rewards.

Most folks have to train or go to university for years to prepare to earn a
substantial income stream. Your mini-university course will accomplish this by
the end of this e-book.

And all of it is manageable. Take your time to digest the information properly
before you start to work on the prescribed action steps towards your goals. Use
the Goals-of-the-DAY and Ongoing Goals as your guideposts, your beacons of
light. Understanding the concepts will boost your confidence level in applying
them. Even as adults, we never lose our need to know “why” things work the
way they do.

It’s critical that you finish each DAY of this course before you begin the next. The
DAYS build on each other. You are following a step-by-step process.

Now for some housekeeping details...

In order to use internal links, or to “hyperlink” to the Web, you need to set certain
preferences first. For internal links, please click to open this preference
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window. Uncheck the box beside “Open Cross-Documents Links in the
Same Window.”

For hyperlinking, please click to open this preference window. Then...

1) Click Browse (for Win users) or Select (Mac users). In the window that pops
up, find your browser, select it, and click Open.

2) See “Connection type”? “Standard” is fine if your browse is not offered as a
choice. Just ignore other settings. The default selections are OK.

3) Click OK. You're off and running!
And that brings us to my final piece of advice...

Use your printer to make a hard copy (your own textbook!). There is just too
much information in this Masters Course to learn by reading off a monitor screen.

Underline the important parts. Add your own notes and ideas. | promise you...
you’ll get lots and lots of great inspiration as you go along.

If you are at all serious about following this course to build a serious income
stream, please start right... print it.

Here’s a super little printing utility that will allow you to print 2 or 4 pages to a
single 8.5” x 11” piece of paper. It saves you paper, space, and money...

http://www.fineprint.com/

Ready to begin DAY 1 of the course?

Sound the bell. Class is in session...



http://www.fineprint.com/

1. DAY 1
Intro to Business Basics

Being a great service seller is NOT about
selling. It’s about PREselling.

Goal-of-the-DAY... This is the only DAY where you have nothing to do except
read the material. Actually, that’s wrong... Your Goal-of-the-DAY is to
understand, understand deeply, the concepts outlined here, culminating with the
concept of PREselling to maximize Conversion Rates. It’s the foundation of
building income through content.

With this goal in mind...

1.1 Business Basics...
The Pathway to Profit!

Do you know which is the single largest sector of the business world?
SERVICES!

Care to guess what the single most overlooked business opportunity on the Net
happens to be?

SERVICES!

Selling your services online is a fantastic way to “leverage” your income-building
potential -- all at a minimum cost.

By services, | don’t necessarily mean Net-related services like programming or
Web design (although they can and should be included here). You could be...

+ alandscape designer

+ a cartoon artist

+ an import/export specialist for Germany

+ an investment specialist in Brazilian bonds
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+ an expert in Japanese netsuke

+ an accountant with special knowledge of tax havens
* a copywriter

+ atrainer (of just about anything!)

+ an editor for medical articles

+ someone who creates indexes for books

+ a pharmaceutical expert

+ atranslator (Do you know two languages?)

+ etc., etc.,... the possibilities are endless

And your clients could be “local” or “global” in nature. The narrowness of your
“niche” service will determine whether your target group lives in the
neighborhood or much further away -- on another continent, even!

The diversity of this world and the people in it, is amazing. Just about everyone
has an expertise in something that he could sell. Heck, odds are he is already
selling it as his primary income source... but he’s never thought seriously about
generating customers by using the Web’s full potential.

Dubious? Don'’t think this happens? Well, consider this...

| found our current FileMaker Database programmer on the Web, but have never
met him in person. He happens to live in Australia. Over the past few years,
this Service Seller has made thousands of dollars through contract work with
SiteSell.

Need another example? Read about Nadir’s financial site from Kazakhstan...

http:/www.sitesell.com/case-studies/services-nadir.html

SIDEBAR
This brings up the concept of the high lifetime value of every new client... one of

the reasons that the Web has such a high Return on Investment (ROI). But more
on this a bit below, I'm getting ahead of myself!

Back to our FileMaker programmer...

How much of that income would he have earned if | hadn’t found him through the
Internet?

That’s correct -- ZERO.
OK, now for a “local” example (in my own community of Hudson, Quebec)...
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Our Royal Canadian Legion Curling Club hosted a huge bonspiel for the top
Legion teams (men’s) from across Canada. They wanted a bag-piper for the
opening ceremony but none of the members knew anyone who played the
instrument. So someone tried looking on the Net.

Bingo!

But here’s the best part. This bag-piper lived in the neighboring community --
just 10 miles (15 km) down the road! This is a perfect example of a local service
seller using the reach of the Web to generate more income. As you'll see, it’s
every bit as easy, perhaps easier, for potential new clients to find and hire you
through the Web than for global-type services such as copywriters,
programmers, etc.

Global or local, here’s a certainty...

Building a Theme-based Content Site that is related to your service is a smart
and timely business move, especially now that more and more people are using
the Net as their preferred source of information. And that is exactly what this
Course will help you build...

... a site that your visitors will love due to its valuable info.

AND...

... a site that Search Engines will love to spider, list and rank!

What do most service sellers do online to add new clients to their roster and
build a successful online business?

Either they...

+ do the minimum by constructing a one-page resume-style Web site that simply
outlines their credentials (“I'm here... call me if you are interested” passive
approach that does nothing to answer the important “what’s-in-it-for-me” question
for visitors)

Or...



+ put up a “circa 1997” brochure site that no one visits (no submission of properly
optimized Web pages to the Search Engines + no attention to off-page Search
Engine ranking criteria = no presence on Web searchers’ radar screens)

Or...

+ post their services on any number of online spots, such as Guru.com (a
faceless name lost in a crowd of competitors).

These strategies simply do not get the job done effectively.

Instead, follow this pathway to profit...

Start by thinking about how a prospective client goes about hiring a new service
seller. It’s critical to get inside her mindset so that you can set up your strategies
accordingly...

#1) She has to FIND you.

Use effective marketing efforts online and offline to raise your profile. Achieve a
good ranking in Search Engine search results (i.e., try to obtain a top 20 position
on a search results page). This makes it easy for people to find and visit your
site. By what you write, say, and do, encourage word-of-mouth referral -- create
a buzz!

SIDEBAR

Don’t worry about the details right now. We’re talking “big picture” and business
basics today. We’'ll get into the nitty-gritty, the exact how-to, in the coming
DAYS.

#2) She needs get to know you and TRUST you.

Build credibility by providing high-value content on your Web site. Show
prospects that you have their best interests at heart and that you can adapt or
customize your service to meet their individual needs. Foster an ongoing
relationship through a free e-zine/newsletter that steadily increases their trust
levels and cements a view that you are an “authority” in your field.

Yes, you will also start your own theme-related e-zine. Delivering great content
to subscribers is so important, especially if you want to sell your services
online...



* It builds trust.

+ It credentializes you.

+ It develops a sense of “owing” in your subscribers.

#3) She sees that YOU and YOUR SERVICE fulfill a wish or fix a problem.

Show your potential clients through the content on your Web site and in your e-
zine that you can provide the solution that they are seeking. Your service will
solve their problems, answer a dream, enrich their lives, and/or improve their
businesses. You are the dependable expert that they want and need!

SIDEBAR

Women now represent over 50% of all surfers. And they control approximately
80% of all shopping dollars. To reinforce this in your mind, we’ll use the feminine
pronoun to talk about visitors/clients. To keep things simple and even, we’ll use
the masculine pronoun when referring to service sellers.

Once you achieve this essential foundation of trust, the remainder of the
pathway is open and positive... your prospect picks up the phone to call you or
contacts you via a form on your Web site. After a satisfactory exchange where
you “close the deal,” she hires you over other competitors.

CONTENT ™ TRAFFIC ™ PRESELL ™ MONETIZE

The content on your Web site has helped to convert her from being a prospect
to being a client by developing the trust she needed to contact you! A profitable
WIN-WIN situation for both of you!

From there, the key to long-term success is a simple matter of OVERdelivering
your services. Do not just “please” your client -- absolutely “delight” her. Turn
her into a raving fan and a valuable lifetime customer. A solid base of repeat
clients means a solid base of recurring income and no acquisition costs -- the
ideal business outcome!

SIDEBAR

Each new customer has a potential worth hundreds or even thousands of dollars
over the lifetime of a business relationship with you, depending upon the nature
of your service (even tens of thousands, as you saw earlier with our FileMaker
programmer).
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It’s important to recognize this lifetime value when you are deciding on your
marketing strategies to attract new clients. You can allocate more resources,
knowing that your potential Return on Investment (ROI) is high.

OK. That'’s the “30-thousand foot-view” of the pathway to online profit. Now it's
time to examine each stepping stone along that pathway... starting with
“Business Basics.” | will only briefly highlight the essential points here because
they will all be covered in context and with more depth throughout DAYS 2-10 of
the Course.

Some of the most successful companies such as Apple Computers and Hewlett-
Packard were started in a garage and built using a shoe-string budget. This is
encouraging proof that you don’t need a lot of money to grow a successful
business.

A successful business is a profitable business.
Generating profit is a straightforward and very do-able process...
+ Identify a great niche service and its target group.

In order to generate income, enough people must need and/or value your service
and feel strongly that they will personally profit from the way you deliver it versus
your competitors’ approach.

You also need to know whether your marketing efforts should be focused locally
or globally (depending upon the narrowness or broadness and the nature of your
niche).

SIDEBAR

For example, a general tax accountant may attract traffic only from his local area.
The majority of his clients like the peace of mind afforded by being able to drop
off important documents to the office or they prefer to discuss delicate financial
matters face-to-face.

Contrast this with an international tax accountant who specializes in tax sheltered

investments for the wealthy. His clients could come from anywhere in the world
and communication could all be done by e-mail, fax, or courier.
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ACTION STEPS
Create a thumbnail sketch of...

1) Your service -- write down in point form exactly What, How, Why, and
Where you offer (or plan to) your service. Note your range of flexibility -- how
and where you can adapt your service to particular needs. Describe your
strengths (i.e., the reasons why you are better than the competition) and pinpoint
your weaknesses (i.e., what you are planning to improve).

Give your outline to a family member or a friend who knows your business to see
if you have forgotten anything and/or to check that the presentation is as
objective as possible.

2) Your client -- develop a profile of your ideal client...

+ Baby boomer? Senior citizen? Teens?

+ Family? Single? Partners?

+ Money concerns? Stressed for time?

+ Trend-setter? Conservative? Do-It-Yourselfer?

+ City-dweller? Rural home-owner?

+ Neighborhood? Region? Nation? Continent?

Make your sketch as comprehensive as you can. If your service has more than
one kind of client, do a profile for each major type. As well, ask yourself who
should not be your prospect -- this technique is helpful to keep you focused on
your ideal client.

3) Now combine the two thumbnail sketches (You, and Your Client). This is
your service business! Use this detailed snapshot when developing content for
your Web site. It will help you keep focused on your target group and its needs,
which is critical for achieving a high Conversion Rate.

The snapshot will also help you narrow your niche, if needed. Use it to discover
more profitable angles to your service. The ideal is to offer a service that is

relatively high in demand with few suppliers (i.e., your competition). Try to adapt
or change your present service to meet that goal as closely as feasible.

12



+ Be passionate about what you do.
ACTION STEP

Love what you are doing. Your enthusiasm and determination will be reflected in
your business at all levels of operation.

It won't feel like you are working!
+ Offer superior quality service to your clients.
ACTION STEP

Provide outstanding service every time. “Wow” your customer with your fast
turn-around, or low pricing, or free trial, or unexpected extras, or generous
guarantee, etc. Quality and high satisfaction guarantee repeat customers.
And they generate word-of-mouth referrals... the most targeted and least
expensive way to develop leads, produce contracts, and increase profits.

| can’t overemphasize this point enough. When | encounter someone who
OVERdelivers (ex., our Australian FileMaker programmer), I'm “his” forever!
However, on the flip side, start charging me too much for too little... and | start
shopping for a better service.

SIDEBAR

“Low pricing” could, but does not have to, mean “inexpensive” — that’s part of
how you plan to position yourself. Actually, our FileMaker programmer has a
high $-per-hour rate. But he turns out an amazing amount of great code for that
rate. So | am happy, because | get great value.

No matter how you plan to position your pricing, the value has to be there.
Otherwise, you're just a scam artist... or selling art in a gallery on Rodeo Drive!

* Make every moment and dollar count!

Identify and focus on attaining your “Most Wanted Response” (MWR) (i.e.,
what you most want your visitor to do). For example, visiting your site, or
subscribing to your newsletter, or reading an ad, you “most want” your visitor to
contact you. Everything you do must in some way help to attain that MWR.
Strive to get the best possible traffic-building and lead-converting results for
every dollar... and for every hour you spend on your business.
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SIDEBAR

Time is money. So don’t count your hours as zero cost simply because it does
not cost you “out of pocket.” Assign your time a value as well.

However, maximizing profits does not imply that you must only minimize
expenses. After all, if you spend no money or time on a business... you have no
business!

ACTION STEPS

1) Fine tune your time-management skills.

Whether your service business is a small home-based operation with a work
force of 1 (you!) or a company with 5-10 employees, you are constantly in “multi-
tasking” mode. Follow these simple but effective guidelines...

+ Touch it once and move to the next step.

Make lists, but stick to “The 6 Most Important Things.”

Plan how long each task will take.

+ Assign time slots for accomplishing each task.

Focus on the difficult/important projects first.

Throw stuff away that clutters your computer/office

SIDEBAR

I've further reduced this to my 4 D’s, which appear on a yellow stickie on my
computer. Every call on my time must be handled by one of the four D’s...

DO, DUMP, DELEGATE, DELAY

2) Manage your business and money effectively.

Focus on your bottom line, manage your cash flow and collect payments that are
due. If you lack these skills, get training through books or business courses. Or
purchase inexpensive accounting software programs such as Quick Books to
keep track of your records.
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3) Market the smart way.

Get the right message to the right people via the right media and tactics so they
will respond and hire you for the contract, with the highest ROIs (Return on
Investments) possible.

i) Build your own Theme-Based Content Site. This is the highest ROI technique
for any service seller, yet most don’t dream of doing it. This course will put you
five steps ahead of your competition.

A Theme-Based Content Site is a site that is loaded with high info-value
Keyword-Focused Content Pages. These pages rank well with the Search
Engines and will pull in more targeted traffic and get more prospects to contact
you for further details about your service and/or hire you for the job (i.e., increase
your Conversion Rate). Your profits grow geometrically when you concentrate
on maximizing both traffic and Conversion Rates. And this Service Sellers
Masters Course will show you exactly how to do it all!

ii) Develop a powerful “Valuable PREselling Proposition” (VPP). Create an
eye-catching short statement that sums up in a few words what sets you apart
from the competition. For example, Mike’s Pizza restaurant has this VPP...
“Delivery in 30 minutes or it’s free.” The message is simple, clear and “hot.”
Weave your VPP into the fabric of your business.

iii) Match marketing strategies to your target group and your business.
Remember our earlier example about the two tax accountants, one local and one
global in nature?

The local bean counter should place ads (which include his Web site’s URL) on
local community bulletin boards, in the local newspaper, etc. -- great locations for
the general tax accountant to market his services.

The other more specialized accountant would be better served placing his ads
(with URL) in well-known financial investment e-zines or magazines that have a
broad circulation base, and through Pay-Per-Click Search Engines. The two,
however, benefit from some common techniques, too -- all covered in the coming
DAYS.

As well, both accountants will profit from offering a free opt-in newsletter off their
Web sites. A good benefit-focused newsletter/e-zine builds a familiar and
credible relationship with subscribers. (Don’t worry about these details right now.
I'll walk you through everything later in the course.)
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A service seller’s “sale” cycle (introduction --> trust foundation --> contact -->
contract) is generally longer than a Netrepreneur who is selling his own product.

And the Conversion Rate (the % of visitors who become clients) will be lower
than if you were just selling a $20 e-book. But as we saw earlier, the “Return on
Investment” is much higher when you consider the value of a lifetime client. So
you can “afford” to budget more for marketing costs.

iv) PREsell! Don’t sell. Use great, and related, content that is of value to your
visitor/potential client on your site, in your newsletters, and in your ads. ltis the
most effective way to build credibility, trust and an “open-to-hire” attitude in your
visitors’ mindsets.

SIDEBAR

“PREselling” is such a critically important concept that it deserves its own special
spotlight. It will be the focus of the second part of DAY 1.

v) Guarantee your work. There is nothing more powerful than a simple
statement or stamp that says “All Work Guaranteed.” Live up to your promise.

vi) Provide verifiable testimonials that include full names, cities and contact
information. An effective testimonial outlines a specific benefit, something that is
relevant to your target group. It is “believable” — you can clean up gross
typos/spelling mistakes but don’t turn a testimonial into a polished piece. ltis
proof that someone else has used your service and you more than lived up to her
expectations.

vii) Be super accessible. Place your contact information (toll-free phone number,
a contact form, fax number, mailing address -- whichever way you want people to
contact you) -- in highly visible locations.

SIDEBAR

Publishing your e-mail address is an invitation to spammers to come calling. | no
longer recommend that you make your e-mail address public. Instead, put a
contact form on your Web site.

Form Build It!, part of the Site Build It! system, allows you to customize forms
on your site so your clients can contact you easily. You select an e-mail address
to receive the information.

We’ve gone one step farther in combating SPAM. Site Build It! (SBI!) clients
have the protection of Spam ‘n Virus Blast It!. This powerful software will save
you hours of checking and trashing unwanted e-mail.
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These are but two features of Site Build It!’s 50+ modules. See how it
compares to the competition...

http:/compare.sitesell.com/

On your site, for example, place contact info at the bottom of every content page
and, if you like, build a special bio page as well (i.e., some interesting
background details about you, including a photo or two). Include a link to your
contact form in your newsletter. Add your phone number and URL to your sig
file.

As you can see... “easy and fast” should be the operative words for how people
can reach you.

+ Make all traffic count... have a second income stream.

Some visitors who land on your site may be overly cautious, or they may just be
doing some preliminary research, or they may be a little short on funds at this
time, or whatever. There are many legitimate reasons why not all visitors follow-
through and contact you about your service.

Use this traffic to your advantage by PREselling related products (or non-
competing services) for merchants you represent through their affiliate programs.

ACTION STEP

Research and join affiliate programs of merchants who offer quality products that
are related to your service and offer fair commissions.

For example, let’s say that you are a dog trainer. A visitor who has a 3-month old
puppy arrives on your site. She is just “shopping around” and wants to have
identified the “perfect” trainer by the time her puppy is 5 months old. She doesn’t
need your service now but she is very interested in the puppy books and
grooming products that you are recommending. She clicks through to your
merchants’ sites and buys! Two commissions equals additional income.

It makes good business sense to diversify your income where you can. The
more legs you have to stand on, the more stable you will be. If one income

source takes a dip for any reason, additional income streams can keep your
overall income steady.
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+ Continue doing what is profitable. Stop what is not.
ACTION STEP

The beauty of the Net is that everything you do is completely trackable, totally
measurable.

Monitor and track your business constantly, especially the more abstract aspects
like... knowing where your traffic is coming from, the satisfaction level of your
clients, the new trends in your field, the effectiveness of your newsletter, ads,
etc., etc. Concentrate on actions that contribute positively to your bottom line
and drop the ones that do not.

In other words... stay on top of your business so that you can take advantage of
new opportunities and avoid any pitfalls.

Time for a philosophical perspective...

In life, the vast majority of people just keep doing the “same old thing.” It seems
easier that way. But it guarantees the “same old results.” So in the long run, it’s
actually much, much harder.

In the movie, “The Renaissance Man,” Danny De Vito’s character makes a
profound statement...

“The choices we make dictate the lives we lead.”

To paraphrase...

“Where you are today is the result of all the choices and actions that
you have made in your life.”

When he said that, | remember thinking, “You know, he’s right. Except in rare
cases of extraordinarily good or bad luck, everyone basically ends up where they
are as a result of choices they make and courses of action they take.”

People tend to blame a lack of success in life on “bad luck” or “poor timing” or
other people. And yes, at times, that can be accurate. A heck of a lot of factors
beyond our control can blindside us. In the long run, however, as long as we
persist in our efforts, these factors tend to even out and De Vito’s statement
remains valid.
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Now, here’s the good news... E-commerce is simpler than life. Due to its
digital nature, there are fewer variables... so the outcome is more controllable.
Which means that we can boil De Vito’s statement down to “The #1 E-
commerce Reality.”

This Reality is almost self-evident, yet it’s so easy to forget. Your success with
anything you do in the world of e-commerce flows from it. Internalize it and act
upon it and you will succeed.

Yes, it’s that fundamental. And that leads me to...

kkhkhhhhkdkkhkhhhhhkhdhdhhhdhddddhhhhhddhhddddddhdrdddddrdrrrdddhxx

The #1 E-commerce Reality

“Nothing happens by accident in the world of
computers, the Net, and customer response.
There is always a reason for what happens,

good or bad, and that reason is YOU.”
khkkhkkhkhkkkkhkhkhkhhkhkkhkhkhkkhkhkhkkhkhkhkhkkhkhkhkhkkkhk khkkkk,k,kkkk,*,**x*%

So... multiply your contacts and contracts five-or-more-fold.

How? Not by working harder at your business, but by simply channeling your
motivation in a better direction. Don’t sell!

Instead, warm your visitors by PREselling them with great content that they
value, respect and trust. They will contact you with pleasure and with an
“open-to-hire” mindset, anxious to find out more about you and your service. And
then it’s up to you to close the deal!

It’s your PREsell effort that will boost your traffic and Conversion Rate (CR).
Which in turn maximizes your income. This brings us to our second
philosophical premise...

kkhkhhhhkdkkhkhdhhhhkkhdhdhdhhdhdhddhhhhdddhdhdddddddrdddddrdrdrdddhxx

The #1 Service Sellers Reality...

Your Conversion Rate (CR) will vary greatly
depending on...

1) HOW YOU REACH your visitor, and..
2) WHAT YOU SAY to her, and..

3) HOW ACCESSIBLE YOU ARE.

kkhkhhhhkdkkhkhhhhhkkhdhdhhhdhhhddhhhhhddhhddddddhdrddddrdrdrdddkxx
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Your CR depends upon what you do and how you do it. You do not need Lady
Luck, Sir Serendipity or anyone else. There is always a reason for how well you
do, and that reason always relates to what you do and how you do it.

Once you realize this, then you know success really is do-able. Some people do
succeed... big-time. But not necessarily the first time. Just keep trying until you
find the right approach.

To quote Calvin Coolidge...

"Nothing in this world can take the
place of persistence.

Talent will not; nothing is more common
than unsuccessful people with talent.

Genius will not; unrewarded genius is
almost a proverb.

Education will not; the world is full of
educated derelicts.

Persistence and determination alone
are omnipotent.

The slogan "press on" has solved and

always will solve the problems of the
human race."

Of course, the goal of this 10-DAY Service Sellers Masters Course is to reduce
the amount of trial-and-error persistence that will be required before you find your
own successful formula!

Why is “The #1 Service Sellers Reality” true?...

Because how you reach your customer, and what you say once you reach her,
and how accessible you are directly affects your visitor’s mindset when she is
trying to decide whether to contact you or not.

A positive mindset turns into contact and a contract with amazing regularity. A
negative one is near-impossible to overcome.

And that is what “HIGH-CR” service sellers have known all along.

“Create content that fosters an ‘OPEN-TO-HIRE’ frame of mind.”

20



So write The #1 Service Sellers Reality onto a yellow Post-It Note and stick it
onto your monitor...

kkhkhhhhkdkkhkhhhhhhkhdhhhdhhkhddhhhhhddhdhdrddddddxdddddrdrdrdddhxx

Your Conversion Rate (CR) will vary greatly
depending on...

1) HOW YOU REACH your visitor, and..
2) WHAT YOU SAY to her, and..

3) HOW ACCESSIBLE YOU ARE.
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OK. Take a quick stretch and then we’ll continue with the principle of
PREselling.

Back already? Let’s go...

1.2. PREselling... Get the Personal Contact

This section deals with how to PREsell effectively. (Later in the course, we will
cover traffic-building in more detail.)

Let’s look at examples of how you can create negative mindsets in your visitors
by making HOW-YOU-REACH, WHAT-YOU-SAY, or HOW-ACCESSIBLE-YOU
ARE boo-boos...

1) HOW To Reach Your Visitor...
Free-For-All Sites (FFAs) are a great example of how not to reach people. For
the most part, they have become so seamy and useless, that no matter what you

say, you’re doomed from the start. You have no credibility.

Compare this with how smart and open-minded your visitor feels when she finds
you via a Search Engine!

2) WHAT You Say To Your Visitor...
Don’t write a site purely devoted to “hard-selling” yourself and your service.

Imagine a visitor who hits your site and reads an immediate sales pitch. That
person will resist because she does not know you.
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Develop related content that PREsells your expertise, knowledge base and
professionalism.

3) HOW Accessible You Are...

Scrolling to the final page of your site to find out how to contact you creates
unnecessary frustration and shows a lack of respect/interest in your visitor.

Ready access to your phone number and/or Web contact means instant
gratification when she wants to talk to you now.

Now for a critical ACTION STEP...

Review your site or whatever other means you are using to reach and talk to
prospective clients. Put yourself in your customer’s brain. What will she think,
how will she feel, at each of the 3 major steps above?

Consider how much higher your Conversion Rate (CR) would be if a visitor found
you in a bona fide manner (ex., as a result of doing a search on a Search
Engine), then became your “friend” (or your trusting admirer if you do a truly
awesome job!) because you provided excellent content, and finally was able to
communicate with you... pronto!

The bottom line?

Get inside your visitor’s head -- realize how she will feel each step of the way.
Whatever you do, consider the impact on your visitor -- if it does not make her
more open-to-hire, don’t do it.

PREselling is really all about selling yourself and your service to your
customer, every step of the way. You reach the right folks in a proper fashion,
deliver valuable, appropriate editorial content that inspires their trust, and provide
easy access to yourself so that when she is ready to reach out, you are there.

Your CR will soar.
Even a local service benefits from a Theme-based Web Site. Dr. Burch, a
California dentist, uses his Web site to draw in clients from up to 120 miles away.

You can read his story at...

http://www.sitesell.com/case-studies/local-business-john.html

It’'s a two-step process that builds to a job contract...
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STEP 1 You PREsell to get an open-to-hire phone call or response to your
contact form... that first contact. Once you have that...

STEP 2 You “sell” your service and close the deal with a contract.

So, whatever you do, however you do it, PREselling should always pull your
visitor one step closer to delivering your Most Wanted Response... an open-to-
hire contact call or response to your contact form.

If your visitors basically perceive a straight sales effort on your site, you're
selling, not PREselling. That means that the two-step process is now SELL-
SELL...

Redundancy = Turned OFF visitor = LOW CR.

But if you develop great content that leads to contact, you become a friend she
can trust rather than a stranger making a sales pitch...

Trust = Turned ON customer = HIGH CR.
In other words, don’t push your visitor to that first contact, make her want to
reach you. It makes all the difference if your visitor feels that it’s her idea to

deliver your MWR.

SIDEBAR
Writing to PREsell does not require genetic talent. It’s not a “gift.” Writing to

PREsell is a skill you can acquire. Make Your Content PREsell! (MYCPS!), the
only book of its kind on the Net, shows you exactly how to...

1) write to communicate

2) develop your own "voice" with flair and substance

3) spin your site/biz/self into a unique position

4) honestly convince people to trust and like you.

Everyone, regardless of what they do online or offline, needs to know how to
write effectively. That's why MYCPS! is so affordable (just $9.95!), even though

it’s worth three to four times its price. For more information about this must-have
resource, please visit...

http:/mycps.sitesell.com/
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Question? Geez, | was about to grab a coffee. Fire away!

“But can you give me a concrete example of using content to PREsell?”

You want “concrete”? OK, concrete you get. Here’s a real concrete, non-Web-
based, service example that will succeed...

It’s all about creating a Theme-Based Content Site that is loaded with Keyword-
Focused Content-Rich Pages. Your theme?...

You love concrete. Yes, cement! It’s been your livelihood for years. “Concrete
Solutions” is the name of your company and your VPP (“Valuable PREselling
Proposition”) is “Service as Solid as the Rock of Gibraltar!” It’s also been your
hobby, your passion...

Concrete statues. Concrete painting. Decorative concrete. Concrete in the
garden. Repairing concrete. Concrete molds. The various types of concrete.
Hand trowels.

SIDEBAR

For this example, | had to brainstorm topics for concrete. | know nothing about it.
| chose it because it was the first thing to enter my head. But | could develop
topics about concrete forever. More about developing high-profitability topics in
DAY 3.

Anyway, let’s say that you decide to create a Theme-Based Content Site that is
all about concrete. Your home page explains how your site is the site for
everything concrete, from structural to esthetic.

And it includes references to your services which range from consultations to
customization to repair to custom molds/sculptures and everything in-between...
and references as well to your finely-honed skills developed through years of
experience and accumulated knowledge.

You also, of course, create high-value content-jammed Keyword-Focused
Content Pages. For example, your page about concrete statues explains all
about how to make striking statues for the home and garden. You could even
expand it into an entire “Statue Section,” with a page on the history of concrete
statues and another one about how to market and sell the statues that the visitor
makes. Your contact info is presented on the bottom of all of these pages.

By creating truly excellent, high-value content you deliver exactly what your
visitor sought at the engines and this content strongly reinforces your expertise in
the world of concrete -- which in turn earns her trust and respect.
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(When you write about a niche that you know and love, creating content is easy.
I'll show you how to also write it to score well for the engines later in the course.)

By providing great content, you PREsell yourself and your services to your
visitor. She sees you as a “Concrete Authority” and phones you, thus increasing
your site’s Conversion Rate.

In addition, you develop multiple streams of income by representing related and
excellent merchants on your site (earning affiliate income from these non-
competing sites). You weave relevant, “in-context” text links right in the
content, as appropriate.

Links to...

+ Books about the topic (ex. concrete statues, if that’s what the page was about)
+ A garden supplier for concrete molds, trowels, etc.

+ And so forth.

She trusts you, so she also trusts your recommendations.

This is the way to go!

SIDEBAR

If you have a site like this, and would like to add a new income stream, I’d love to
have just a small piece of your attention on a site like this... perhaps a button link
“Powered by SiteSell.com” or a page about this course. If you can figure out a
way to make it fit on your site, I'd love to be with you. For more information about
our affiliate program...

http:/affiliates.sitesell.com/

OK, we can summarize today’s session into a key lesson to take home. | am
giving it this title...

“The Road to Becoming a Master Service Seller”

What'’s the key? PREselling. Not selling.
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You must, must, must know how to PREsell!

Basically, this Masters Course delivers the single most productive approach to
income-generation. It will show you how to PREsell your way to high CRs. And
at the same time, maximize traffic to your Web site.

CONTENT ™ TRAFFIC ® PRESELL ™ MONETIZE

And | guess that brings us to the bottom line for today...

If you’re building terrific traffic to your site... and if your site is getting potential
clients to phone you or use a contact form for more info on your service... and if
you are closing the deal with a high percentage of them and getting job
contracts...

Isn’t that the roadmap for using the Net to build your service-selling business?
Let’s summarize the whole point of PREselling with this question...

Who would you respond to...

... A stranger with a sales pitch?

OR...

... A knowledgeable person offering great information, who establishes
true expertise and friendliness?

DAY 1 has set the understanding that is the cornerstone of your Web business.
From here we begin to build the framework. Before proceeding to DAY 2, please
complete your DAY 1 Goal-of-the-DAY, and take note of your Ongoing Goal...

Ongoing Goal... Deepen and focus your understanding of this material. Re-read
it once per week for the next eight weeks, monthly after that.

As you progress through DAYS 2 through 10, it’s going to be easy to lose sight of
the “big picture” presented today. And there’s another reason to re-read
regularly... it will mean more and more to you as you gain each DAY’s new
perspective.
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In DAY 2, we'll start the hands-on material. You’ll begin by identifying and
developing your own Site Concept and high-profitability Keyword-Focused

Topics.

Getting off to the right start makes the structure solid.
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2. DAY 2
Position Your Service

“Do What You Love...
The Money Will Follow.”

Goal-of-the-DAY... Determine the most profitable way to present your service in
an online marketplace, whether your potential client is around the block or
around the world.

Brainstorm and discover if possible, three “themes” that relate to your service.
Then narrow each one as tightly as possible, noting keyword opportunities, and a
potential secondary income stream.

You have just arrived at the most important part of your entire effort in using the
Web to grow your service-selling business. Some of you may not have started
one yet. And some of you may have a service business that you are looking to
jump-start to higher sales. In any case, you really want to get going! And yes...

Your start will be delayed if you prepare everything before you begin. But once
you have completed preparations, you’ll roar ahead. There’ll be nothing to repair
or repeat once you launch. The few hours or so that you spend here in
preparation will determine exactly how big your success will be.

Most people fail in any business because they don’t plan adequately. That’s
three times as true for an Internet business and five times as true for what you
are about to do. If you don’t take the time to position your service properly on the
Net, nobody will find you... and you’ll be missing out on some fantastic
opportunities.

Your goals are important and it’s worth spending time to build a solid foundation
to meet them. Take a look at what these people found when they took the time to
build a site that works...

http:/specialprize.sitesell.com/
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2.1. PREpare, Not REpair

Think about how you want to spend your time. Benjamin Franklin’s words may
keep you on track through these beginning DAYS...

“By failing to prepare, you are preparing to fail.”

What'’s the best online approach for your service business? Simple. Follow this
3 step process...

1) Position your service for success.
2) Identify hundreds of HIGH-PROFITABILITY service-related keywords.

3) Identify non-competing merchant partners to leverage an additional income
stream.

So many small businesses fail to start at the beginning with Content. Instead,
they start at the end with Monetization.

They spend time and energy setting up a shopping cart and a merchant account
or some other way of “collecting the money.” That’s putting the (shopping) cart
before the e-horse of traffic. As we saw earlier, Monetization comes last. It’s
the final result of doing everything else (C BT P) correctly.

The hardest part, where 98% of small businesses fail, is in attracting Traffic, the
visitors who convert, into income. Yet many start with the cash register!

The solution? The only solution?...
Content W Traffic ® PREsell ® Monetize
The proof is in the pudding...

http://buildit.sitesell.com/sbi-businesses/traffic-alexa.html

Follow the advice here and | guarantee you’ll find golden opportunities you didn’t
even know existed!

If you position your service wrongly, if you develop the wrong theme to “tie-in”
with your service, if you target the wrong keywords, and if you attempt to
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leverage your service business with the wrong complementary affiliate programs,
if you start with monetization before you’ve built the content...

You'll get the wrong results. That is, no results.

This section focuses on setting the groundwork. It guides you past the barriers
and hazards and sets you on the road that is right for you. Your road to success.

You are embarking upon a truly rewarding journey. Have no doubts -- this is
‘winnable” e-commerce. It’s totally under your control.

http://proof.sitesell.com/

What you are about to read is likely a radical departure from what you have been
doing. Take your time and read carefully... receive the key to becoming a
Service Selling Master.

OK, enough “kung-fu grasshopper” stuff. Back to real-time preparation.

You have already started your journey in the right direction by completing the first
preparatory step...

STEP 1 Understand PREselling and its effect on Conversion Rates:
Business Basics. (DAY 1)

This step is the foundation for all future actions.

There are three more prep steps to tackle as well...

STEP 2 Position your service for success! (DAY 2)

Brainstorm several service-themed concepts, different angles that you can use to
present your service. Discover the best “theme” that correlates with your
service. Then narrow it down as tightly as possible so that it correlates to the
service you offer, presents the richest keyword opportunities, and shows
potential for secondary income streams.

Remember...

It takes just as much time to build a low-potential business as a high-potential
one. So invest the time now to maximize your returns later.
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STEP 3 Develop HIGH PROFITABILITY theme-related Keywords for your
service. (DAY 3)

Develop hundreds of possible service theme related keywords for your Site
Concept, then narrow them down to the ones with the most profitability. In other
words, cast a Net (ahem!), over the Web to “catch” as many visitors as you can
who will be interested in your service! Relax, it’s a snap once | introduce you to a
few Net tools.

STEP 4 Plan your monetization models. (DAY 4)

Sure, your #1 priority is to PREsell your service on your Web site and to get
that initial contact with a targeted prospective client. However, you must expect
that a certain percentage of your site’s visitors will not be interested in acquiring
your services.

Maybe those visitors have different needs... maybe they are window-shopping...
maybe they can’t afford you. Whatever the case may be, why let these visitors
just “up and leave?” After all, you’ve worked so hard to get them to your site,
right?

Develop partnerships with several reputable, non-competing merchant partners
to help convert those who are not interested in your service. Create an e-book
and sell it. Or choose other monetization models that are appropriate for your
business. For a broader explanation, see...

http://service-selling.sitesell.com/

And, there’s another wonderful bonus to this strategy...

Partnering with non-competing merchants actually increases the value of your
site -- as you provide even more solutions for your visitors!

A WIN-WIN result. “WIN” for your visitors. “WIN” for you.

If you decide to leverage profit through a secondary source of income, DAY 4 is
great fun. On that DAY, you will identify and select affiliate programs that excite
you, fit your service theme, and leverage your income earning ability!

Don’t rush through the prep DAYS. They are easy -- so it’s tempting to zoom.
Don’t. Even though they are not difficult, they do require thoughtful

consideration.

| hate to be a nag, but please remember...
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Building a profitable business is a process.

SIDEBAR

The Quick Tour takes you DAY-by-DAY through the C ™ T ® P B M process
in under three minutes.

http://quicktour.sitesell.com/

Take as much time as necessary to do each DAY properly. There is no
stopwatch ticking. Some careful planning and fine-tuning will pay you big
dividends down the road.

Now’s the time to nod, say “Yes dear,” and move ahead...

2.2. ldentify Possible Themes
To Compliment Your Service

If you’re going to promote your service and expand your customer base using the
Net, potential clients have to be able to find you quickly and easily and be able to
trust you.

But simply finding you is not enough...

They have to find you in a confidence-boosting manner. An endorsement from
a valued friend or colleague, or a top ranking position for a keyword search
on a Search Engine, or a referral from a strategic partner are the types of
“leads” that boost your credibility.

SIDEBAR

Contrast that with people who hear about your business via SPAM, FFA pages,
exit pop-ups, and numerous other means. They have much less confidence in
the quality of your service.

These visitors arrive with their collective guard up, wondering... “If this service is
so great, would it really have to resort to such means to promote it?”

Result? A terrible Conversion Rate.
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Once a visitor finds you, the content on your site must cement that confidence by
providing high-value, benefit-focused info -- exactly what your prospective client
is looking for, wants and needs.

Bottom line?...

A visitor must find you in a credible fashion. And then you and your service must
be perceived as being trust-worthy before she will be confident enough to
contact or hire you.

In DAY 2, we will do the groundwork for building a site that is “easy-to-find” on
the Net -- a Theme-Based Content Site that works with the Search Engines so
that you can achieve a “Top Ten” position in their search results. (Most surfers
don’t have the patience to research past that point. It’s a big Web out there, with
lots of sites to explore!)

Your first action step is to discover the best “theme” that correlates with your
service. Then narrow it down as tightly as possible so that you attract only the
people who would be interested in your service and your secondary monetization
offerings.

Suppose, for instance, you are a personal trainer. Offline, you could simply
promote your service as “Kyle Brown, Personal Trainer” and use ads in the local
newspaper, business cards and friends’ recommendations to create a buzz
around your service.

Unfortunately, online, words like “exercise” for your site’s theme and “personal
trainer” for your service are much too general to make any impact in the Search
Engine world. There are thousands of different kinds of exercise and thousands
of different trainers... Where do you fit in? If you are not able to be more specific,
you might as well take a number and join the long line to nowhere.

These two keywords, however, would probably be sufficient if you were creating
a site only for visitors who already know or have heard about you (i.e., your
existing clients or people in your region who have seen your offline promotions).

But if you’re hoping to use an online presence to expand your client base in and
beyond your immediate locale (and create a second income stream), the people
who don’t know you have to find you first... and the majority will come to you via
keyword searches at the Search Engines (SEs).
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SIDEBAR

Realistically, a certain number of visitors to your site are not ever going to
become clients. However, there’s no need to waste this traffic!

1) Create an e-book on a topic related to your service.

2) Join affiliate programs of non-competing (but related to your service)
merchants and recommend their products. PREsell effectively and earn a
commission on every sale your merchants make as a result of your referrals. A
satisfactory outcome for your visitor and for you!

3) Sign up for Google’s AdSense and make money when visitors click away from
your site.

4) Refer your visitors to related but non-competing services and collect a fee for
the referral.

There are many ways to monetize visitors to your site.

The key to attracting targeted visitors to your site is to take your general service
theme and narrow it down to a tight niche, which is what SEs like. Using that
focus, you can pinpoint theme-related keywords that will interest a particular
group of visitors and pull them to your site. This interest qualifies these surfers
as potential customers for your service (i.e., your target group).

SIDEBAR
Before | forget, there is a quick way to make a general keyword more specific.

For example, you could use “personal trainer” + “the name of the city or
communities you serve.” That way, if someone searches for...

“personal trainer” + “Chicago”

... your site will come up. And that’s good, because only qualified people in
Chicago will perform this search -- prospective clients in your area.

Does all this sound a little complicated? Don’t panic. Creating a Theme-Based

Content Site is very do-able, no matter what level of Net experience you have.

Let’s begin at ground level -- identifying your theme. You have three ways to
approach this...
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OPTION #1 -- Narrow the theme to reflect the true nature of your business. (To
illustrate this, you will be an advertising consultant.)

How?...

i) Identify your main clientele (budget-minded small businesses)... and your main
service (low cost, highly effective advertising solutions).

ii) Pinpoint the major solution your service provides or the problem it solves
(provides clients with high-exposure for reasonable cost).

iiif) Condense this information into a single sentence...
“Low cost advertising solutions for budget-minded small businesses!”

SIDEBAR

This type of exercise will be useful when you create your VPP (Valuable
PREselling Proposition). A VPP is a short statement that highlights and makes
you stand out from the crowd (in your area of expertise). We’ll examine this
concept more closely later on in the course.

Another example to illustrate how to identify your service theme? Sure. This
time you are a personal trainer but the steps remain the same...

i) Identify your main clientele (pregnant women who want to remain fit throughout
pregnancy) and your main service (individualized nutrition plan and a gentle
stretching exercise program that is customized to how the woman is carrying the
baby throughout her pregnancy).

ii) Pinpoint the major solution your service provides or the problem it solves
(keeps women fit, flexible and well-rested through the third trimester of
pregnancy).

iii) Condense this information into a single sentence... “Keeping pregnant woman
fit and flexible through the third trimester of pregnancy!”

See how this theme is much more focused than “fitness trainer?”

OPTION #2 -- Narrow the theme to effectively target a particular segment of your
market.
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We’re back to the advertising example. Even if your advertising consulting
business does provide a wide range of services to a wide range of customers,
you’ll still need to narrow your theme if you intend to attain success within the
framework of the Net. Remember, Search Engines like tightly focused sites and
show their pleasure by giving these types of sites higher positions/ranking on the
search results pages.

With this in mind, you decide to focus on providing solutions to budget-minded
small businesses. Watch the evolution of this theme as it tightens...

Service: Advertising Consultant

General Theme: Advertising
General Focus: Advertising consultants
Slight Focus: Small business advertising consultants

Tighter Focus: Small business budget advertising consultants
Of course, there is such a thing as tightening your service's theme too much...

Too Much Focus: Small business budget advertising consultants for left-handed
Norwegians

OK, OK, I'm kidding. But you see what | mean? You have to be careful not to
restrict your market too much, or your niche becomes too small. You won’t have
the numbers to create or increase income.

This is exactly why your theme has to be niched (to quote Goldilocks)...

Just Right!

SIDEBAR

Don’t feel you have to narrow your general theme down to one specific niche at
this point. Pick a few possible niches and let the keyword research you’ll perform
in DAY 3 help you to finalize your decision.

OPTION # 3 -- Narrow your theme to take advantage of the profitable keyword
opportunities you discover (as highlighted by keyword SUPPLY-DEMAND-
PROFITABILITY research that you will perform in DAY 3).

Basically, this means narrowing your theme and building your site according to
the interest displayed on the Net. Of course, this can be accomplished only if
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your service is somewhat “flexible” and can be smoothly “tied into” these keyword
opportunities.

You will choose keywords for your theme that...
+ Lead to a natural cross-sell of your service.

+ Show great opportunity for PROFITABILITY -- plenty of DEMAND (# of
searches performed by surfers) with relatively little SUPPLY (few results returned
by the SEs for those same keywords).

+ Permit a smooth referral to a merchant partner for commissionable sales.

Of course, you have to balance niche-tightening with common sense and your
own personal experience.

If you are a personal trainer, you can’t suddenly switch over to being a gymnastic
coach just because there is a lot of interest or DEMAND for that service.

And here’s an example where personal experience comes into play...

As an advertising consultant, your keyword research indicates that there is a
bigger online interest in budget-related consulting. However, it’s been your
experience that big businesses are much more likely to hire you as an
advertising consultant and, in general, tend to spend 10 times as much on your
services as medium-sized businesses do. So you decide to stick with your
current direction.

Bottom line? As a service seller, your criteria for establishing the theme of your
service site depends on three factors. The “best” theme must...

1) Be highly profitable -- there is a strong DEMAND. This means that lots of
people are willing to pay for your service. They will be actively searching for a
site like yours, which is why your theme must be as narrow as possible. If it’s too
general, your visitors won't find you in the crowd.

SIDEBAR

Of course, there’s always the chance that your service’s theme can’t be tightened
down, or for practical business reasons you just don’t want to narrow it any
further. That’s fine -- only you know what’s best for your business.
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2) Display plenty of opportunities for niche-related keyword targeting --
these keywords provide you with different angles by which you can approach
your theme. You want to find the angle with the highest DEMAND and the
lowest supply. This will make it easy to attract targeted traffic (i.e., interested
potential clients) to your site because competition is limited.

3) Excite you -- passion is key to your online longevity. It’s difficult to stay
committed to something you don't like.

SIDEBAR

A Theme-Based Content Site is definitely the way to go -- especially if you're
operating on a shoestring budget and are interested in attracting free qualified
traffic from the Search Engines.

This type of site is ideal for generating traffic, contacts, and contracts whether
you provide a local or global service. It will help PREsell and convert your
visitors — no matter how close or far away they are!

Site Build It! is the service business best positioned to help you establish your
service business on the Web. Get results!

http://results.sitesell.com/

Time for a quick recap. In order to position your service on the Net, you need to
narrow your theme. You can accomplish this by...

+ reflecting on the true nature of your business

Or...

+ effectively targeting a particular segment of your market
Or...

+ zone in according to demand on the Net (the best option for working with the
Search Engines).

If you followed the first two guidelines, you probably have narrowed your theme
choices down to a handful of possibilities. At this point, you need to know how
profitable each one is before you can make your final selection for your theme. If
you chose the third guideline, you are anxiously waiting to narrow your theme
according to demand... to actually start your theme-identification process!
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Regardless of which option you chose, your next step is... keyword research.
And that’s where we’re going next! ...

Before proceeding to DAY 3, please complete your DAY 2 Goal-of-the-DAY, and
take note of your Ongoing Goal...

Ongoing Goal... Revisit this only if you want to build an entirely new and
different Theme-Based Content Site.

Now that you have identified some potential themes for your service-selling site,
let’s find out where the PROFITABILITY lies in DAY 3...
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3. DAY 3
Develop Profitable Keywords

“Why do you rob banks?” the officer asked
infamous bank-robber Willy Sutton, moments
after he arrested Willie...

“l go where the money is.”

Goal-of-the-DAY... Use the SUPPLY and DEMAND window to build a MASTER
KEYWORD LIST, fully researched, of 5 HIGH-PROFITABILITY KEYWORDS for
each service theme you developed.

With this goal in mind...

First, let’s set the scene. You are a personal trainer who lives, breathes, eats
and sleeps fitness. You head straight to that part of any bookstore. Your friends
beg you to talk about something else “for a change!” And now, you want to take
your expertise onto the Net -- to acquire new customers from your local
marketplace, as well as to generate additional income from a global market as an
affiliate.

In DAY 2, you narrowed your service theme for your site and you have three
encouraging possibilities. You are now ready to brainstorm theme-related topics
or keywords (for each of these 3) that will attract a large number of interested
targeted visitors to your site and prune out those that won’t. With this overall
perspective, you can then easily identify keywords with the highest profitability
for each potential theme.

All set? Remember you are a “personal trainer” in this trial run so don’t take off
your running shoes just yet.

Power up your very own Keyword Tool Center. There are three “WINDOWS” of
information here...

1) DEMAND

2) SUPPLY
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3) BREAKOUT

Open your Internet browser and start with...

WINDOW #1 The DEMAND WINDOW

Time to brainstorm some Keyword-Focused Topics. You have decided that
you will niche your service strictly according to surfers’ demand (Option 3 in DAY
2). Smart move!

It’s time to use Search It!...

http://searchit.sitesell.com/

This powerful little tool is simple to use. Keep it handy on your desktop --
perhaps in the upper left corner of your browser. It’s the only e-commerce
research tool you will need for your business. (If you are running a pop-up
blocker, be sure to click on the pop-up blocker help link.)

As you can see, there are four potential steps involved. STEP 1 and STEP 2
both utilize a drop-down menu. For example, here is STEP 1’s menu...

Search It! o sueseitcom Y walp

“ STER i Salect Search Cateqory STEP 21 Seleck Search Typa

STEP 17 SELECT SEARCH CATEGORY || STEP 21 SELECT SEARCH TYRE ;]
" cem-KETWORDS -
- Biraan St th Teps SFTER Completis Shan § & Gres 3

Whers Arg TheyT STEP 41 Enker fnd Search Temn

=ex=HAME ITi==« [STEP 4: ENTER 2nd SEARCH TEAH

Damain Names

Site Legalibes

von=CTFManee

Reference Litrary for Content
Traffic-Buildineg and FREselling
Manehzatinm

--=-GITE BESEARCH----
Popularity
Witsl Skabiskics
Similar/Relyted
Indexed Fages

Bazk Links

coss ADVANCED SEARCH=:--
Straight Up

Metasearch

Discussions Groups
Im&ges-Video-Sounds

venn SRECTALTIEDivenn

Local Busingss Cormpatiion
Iy Huylag S IF i

Bl 150 Befimcs
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| highly recommend that you click on the link, “Click Here for information About
Search Type AFTER completing Step 1 & Step 2,” every time you do a search.
These short tutorials will help you get the most out of your research.

Now that the orientation is over, let’s get started.
STEP 1... Select “Brainstorming” from its menu.
STEP 2... Select “Yahoo! (Overture) Keyword Selector Tool” from its menu.

Here’s what you have done so far...

7 Figln

Search It! o suesarcom ?

STEP 21 Select Soarch Typo
H | | Tahoo! [Overturs) Hepwsord Selector Tool #i

STEP L: Seloct Searmch Categary

[ Brsinstormming

Ty s I
| STEP 3 Entewr Izt Search Term STER 1 Enter 2nd Search Term
| [STEP 3: ENTER 1st SCARCH TEAH [70 TERM FOR THIS SEARCH

ok e, .t “Erdar” kay

Don’t forget to click on the help link before you proceed!

STEP 3... Enter the keyword “exercise” (without the quotes).

Search It! by SiteSell.com

Y pisle

| STEP L Select Search Categary

STEP 21 Select Soarch Typn

: [ Brainstormming

H | | Tahoo! [Overture) Keyword Selector Teol #;

L 5]

Y STEP 3 Enter Esk Search Tesm

[+ I

STER & Enter 2nd Search Termn

jaxercie

Gk taticn.

|?-.‘-:| TE&M FOR THIS SEARGCH

Search ) par “Ferbay

Al Bulld 15 Hagcouce

SIDEBAR

In this course, the term “keywords” includes both single words and multi-word
phrases. When building a keyword list, never limit yourself to single words.
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Many more people search using multiple-word keywords composed of two, or
even three, words.

Since there is no STEP 4 for this particular search, you can now hit the Search It!
button. (Do not use the Enter or Return key.)

From now on, you will see these steps presented in this format...

Search It! > Brainstorming (STEP 1) > Yahoo! (Overture) Keyword Selector
Tool (STEP 2) > exercise (STEP 3)

OK, onwards and upwards. Got your DEMAND WINDOW ready? Here are
some of the most common keywords that Web surfers search upon that contain
the word “exercise” at Yahoo! Search (at the time of writing)...

176154 exercise equipment
29006 exercise bike
24922 exercise ball

19918 the firm exercise
14391 exercise program
20679 exercise fitness

13232 exercise machine

The number in the left column is the number of times that each keyword was
searched in the preceding month at Yahoo!. In a sense, it’s an indication of the

DEMAND (by your potential visitors) for each keyword that contains the keyword
“exercise.”

You may need to perform a few keyword searches to find the best grouping of
specific keywords that relate to your site. For instance, you already tried doing a
search for the keyword “fitness.” This returned a ton of listings but 98% of them
were too general or too difficult to “tie-in” to your personal training service in a
natural way.

The keyword “exercise” is much better! It came up with new keywords that are
more in line with what you are hoping to achieve online -- there’s a natural “tie-in”
(or relationship) to your service and expertise, as well as the opportunity for
additional income.
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For example, you could target the keyword phrase “ab exercise” (the 4th most
popular keyword on the list) and write a great article about the relationship
between strong abdominal muscles and a pain-free healthy back, important
injury-prevention knowledge to have as people age.

As a certified personal trainer, your credibility is already established. Your well-
written, well-researched article cements that credibility. Your visitors will be
interested to see what else you do or offer. And when you recommend a book,
video, or exercise machine, your visitor is more likely to heed your advice and
make a purchase...

CLICK-Ka-CHING!

SPECIAL NOTE: Every visitor receives an “in-context” PREsell message about
your service on your Web page but more than likely, only those within a one hour
driving radius of you will convert from visitor to client status.

However, all visitors can potentially earn you income, no matter where they live,
if you are an affiliate of related, non-competing merchants. And that’s the best
part. You can expand your base far beyond those select visitors who are
searching for “personal trainer” close by to their home.

As | mentioned earlier, using “exercise” as the overall starting theme is fine, but
it’s far too general to be anything more than a guide. It’s such a massive and all-
encompassing theme that you would not be able to build a site that covered it all.

You need to narrow your theme in a profitable direction. So let’s stay with
“abdominal exercise.”

SIDEBAR
You may have noticed that all words are singular. Yahoo! Search does not

differentiate between the plural and singular forms of things. If you do a query for
“abdominal exercises” or “abdominal exercise,” you get the same results...
19,363 ab exercise

That “19,363” is a combination of all the searches that were done for “ab
exercise” and “ab exercises” at Yahoo! during the previous month.

Only one problem... what if 19,360 of those 19,363 searches were for “ab
exercise”? There would not be much point in making a wonderful Web page
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about “ab exercises” (plural), would there? After all, no one would be searching
for “ab exercises,” if that were the case.

Usually, your instincts will tell you which version is the most popular. In other
words, you should be able to see that far more people will search for “abdominal
exercise” than for “abdominal exercises.” Not sure?...

Check it by using the 7Search “Related Keywords” Tool...

http:/www.7search.com/scripts/advertiser/sample get.asp

Why is this important?

Because, as you'll see later on, you’ll create Web pages with topics that focus
upon your HIGHEST PROFITABILITY keywords. And profitability is partly
determined by the DEMAND for your keywords (i.e., how many times people
search for them).

So you’ll create a content page about “ab exercise,” in this case, but not about
“ab exercises.”

OK, you have a good idea of what your potential visitors want. You have the
DEMAND for a variety of keywords related to your potential theme (some of
which will become your HIGH-PROFITABILITY Keyword-Focused Topics for
your content pages on your site). And you have decided to continue researching
with the keyword “ab exercise.” Now it’s time for...

WINDOW #2 The SUPPLY WINDOW

Ready to prune out the LOW-PROFITABILITY topics?

Before we can start pruning, we need to check out the SUPPLY of your relevant
“exercise” keywords. In other words, you need to know how many sites already
provide content for the keywords that we found in your DEMAND WINDOW (i.e.,
WINDOW #1 above).

Let’s continue with “ab exercise”. Open Search It! once again. (You did put it on
your desktop, right?)

Search It! > Competition (STEP 1) > Google Single Keyword SUPPLY (STEP
2) > ab exercise (STEP 3)

This search yielded 92,000 pages...
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Repeat the same process for each of the “exercise”containing keywords that you
found in your DEMAND WINDOW. Yes, seriously, do a search for each
keyword. It is a bit tedious, but the research will pay off in spades. But first...

... before you do that, create a MASTER KEYWORD LIST. | recommend that
you do this either in a simple text file or via a database or spreadsheet program.
A database or a spreadsheet will speed things up and provide you with extra
functionality.

SIDEBAR
The best choice is a database like FileMaker Pro...

http://www.filemaker.com/

Next best choice is a spreadsheet. Both a database and spreadsheet will speed
things up and provide you with extra functionality.

If you don’t know anything about databases or spreadsheets, a fast way to get up
and running is with FileMaker Pro. It’s a friendly, easy-to-learn database
program. Your particular needs are simple, so it won’t take long for you to create
a MASTER KEYWORD LIST that can be sorted and searched, and that can warn
you of duplicate keywords.

If the idea of a database or spreadsheet scares you, simply stick with a text list.
It’s a bit inefficient so it will take you a little longer, but it will do the job just fine.

Whatever you decide, please, please, please...
Do use a MASTER KEYWORD LIST. It will evolve into the Master Blueprint

for your entire site. If you follow these instructions, the site will almost build itself!

OK, here’s what to do with your MASTER KEYWORD LIST. Create four
columns and label them KEYWORD, DEMAND, SUPPLY, and SUPPLY SITE
INFO. For each “exercise”-containing keyword in your DEMAND Window...

1) Enter the keyword itself into the column labeled KEYWORD -- copy-and-paste
to avoid typos.
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2) Enter how many times it is searched (info that you found in the DEMAND
Window) into the DEMAND column.

3) Enter how many sites Search It! finds (in your SUPPLY Window) in your
column labeled SUPPLY.

4) Read the listings for the Top 20 sites that Search It! returns for each keyword.
Make brief notes in the fourth column, SUPPLY SITE INFO -- no need to visit the
sites yet (perhaps just a quick click to the home page if you need a bit more info).
Just get a flavor for the kinds of sites that each KEYWORD search delivers.

I've started your MASTER KEYWORD LIST for you...

KEYWORD DEMAND SUPPLY  SUPPLY SITE INFO

exercise 275,967 71,400,000 * See below

NOTE: As | said earlier, “exercise” is too general. Don’t bother researching this

word. The real opportunities lie in the niches, in topic keywords that have more
specificity.

lower abdominal 2,873 12,900 Hodge-podge ab gadgets,

exercise some content relatively
unoptimized, well- crafted
pages should attain high

ranks easily
abdominal 15,657 133,000 Decent content-related
exercise material, abdominal/back

health and education,
plus sales of electronic
sales of electronic ab
gadgets. Most top
scoring sites seem to be
there by chance, rather
than by design -- not
well optimized.

ab exercise 19,363 92,000 Ab-exercise belts, the
Ab-Doer, “As Seen On
TV” products. Lots of
sales material, relatively
little content.
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And, of course, it’s always a good idea to check the SUPPLY and DEMAND of
other “non-abdominal” exercise-related keywords on your list...

fat burning 2,301 29,300 Decent content-related

exercises material, some merchant
listings.

inner thigh 12,200 5,890 personal trainer offering

exercises advice, exercise videos
and books from Amazon
for sale.

lower back 16,800 11,200  **Plenty of opportunity

exercise for optimized pages.

Add as many notes as you like for SUPPLY SITE INFO. I've kept it very brief
here, since it is only an example.

SIDEBAR

Once you see a pattern emerge -- plenty of demand and reasonably little supply
(or supply sites that are not well optimized), sit up and take notice -- this may
very well be the perfect theme for your service site!

Finally, make two more columns, one labeled POSSIBLE PARTNERS and the
other called IDEAS FOR CONTENT (use this window to jot down content-related
tie-ins to your service). This will set us up for in-depth “SUPPLY WINDOW”
research.

Review as many of the sites you find as you like. I'd suggest at least the first

10-20 sites for each keyword. But you may find merchants in need of traffic help
(i.e., you!) deeper down.

As you get into this in-depth research, you’ll notice three types of sites...

+ irrelevant -- for whatever reason (off-topic, geographic, lousy site, etc.), they
just don’t fit. Skip these.
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+ merchant -- in POSSIBLE PARTNERS, enter what kind of merchandise they
sell. If they have an affiliate program that fits your service-themed concept, enter
the URL of the “join page” for the affiliate program of that merchant. These are
indeed “POSSIBLE PARTNERS.” Even better, you're automatically organizing
the POSSIBLE PARTNERS according to each keyword -- so you are already
pre-planning each Keyword-Focused Content Page’s “in-context” text links!
You are setting the groundwork for the M stage.

+ content -- these sites are your direct competitors. They make money through
services and affiliate programs, too. And good news!... They’ll speed up your
learning curve by giving you a lot of information. Why? Because they’ve
already done a ton of work for you! Here’s what to do...

1) As you review these content sites, you may get some great ideas for content
on your own site. Enter these ideas into the IDEAS FOR CONTENT column.

2) Browse the site, drilling down into the content. Click on the banner ads and
text links, following these links out to their destinations, to see the kind of
merchants that they have chosen as affiliate-partners. Or perhaps it’s a straight
advertising deal -- make a note of these merchants as potential advertisers, too.
If a given merchant fits your concept and has an affiliate program, enter the kind
of merchandise it sells, and the “join page” URL, as you did just above. Once
again, you are preparing for the M stage.

SIDEBAR

QUICK TIP: It can be a tedious pain to look for a link to a merchant’s affiliate
program. Some home pages are quite crowded. Here’s how to find the link
quickly...

1) See if you can find reference to it with a quick scan of the top, left and bottom
navbars (graphic or text links). If not...

2) Do a quick find on the home page. Press on the control+f keys on your
keyboard (command-+f if you are using a Mac). Then enter “affil” (the first few
letters is fine and reduces chances of a typo) into the box the window that pops
up. Try also for “assoc” (short for “associate”) and “refer” (short for “referral” or
“referrer” program).

3) Use the site’s search tool or online support chat (if it has one) or 1-800 line, or
send an e-mail. If the site doesn’t have an affiliate program, ask if the
Webmaster is interested in buying pay-per-click advertising (more on selling pay-
per-click advertising a bit later on in the course).
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If you still can’t find it after that, forget it. They probably don’t have an affiliate
program.

While we are researching, here’s another sidebar with additional information on
how to research partners.

SIDEBAR
You can also find MERCHANT sites via Search It!. Select the Specialty Hubs

and Directories category (STEP 1). Obtain CONTENT sites by reviewing the
top 20+ search results from Search It!I's Competition category (STEP 1).
Review the top 20 results.

Continue on for the remaining keywords, until you have completed all six

columns for all of your HIGH-PROFITABILITY “exercise”-containing keywords.

Expected results?...
+ lots of good content ideas to tie-in to your service C E

+ some good leads to merchants who could need pay-per-click advertising from
you a bit later LA

+ a few merchants who have affiliate programs (but the real mother lode for
affiliate programs will come in DAY 4!).

Please note...

| can’t over-emphasize the importance of your MASTER KEYWORD LIST. Your
entire site, including its most profitable directions, lies in this blueprint. Please...
do this.

If you find creating your own list (with a database or spreadsheet program) to be
too daunting, and if a text list is too awkward, let Site Build It!’s server-side
Brainstorm It! do your work for you!

Brainstorm It! (Bl!) is composed of two sections, equivalent to the right
(creative) side and the left (analytical) side of your own brain...
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1) Brainstormer -- This is the creative, brainstorming right brain division of BI!.
Enter a “seed word” and use one of the Brainstormer Tools to generate
hundreds of related words! Save yourself time and energy.

2) Master Keyword List (MKL) -- This is the analytical, left brain part of BI!l. ltis
where you search, manipulate, analyze and delete your keywords.

Together, Brainstormer (the right brain) and MKL (the left) will help you find the
most profitable Site Concept, the best spin for it, and the best topics for content.

Click-click... brainstorming is a snap. Follow the first 2 STEPS...
STEP 1 Select a Brainstormer Function
STEP 2 Select a Brainstormer Resource

Then click on the Click Here for information link for more information and for
what to do next. The rest of this help page covers each of the Brainstormer
Resources, listed according to the four major Brainstormer Functions...

I) Vertical Brainstorming
* Yahoo! Keyword Selector
* WordTracker All Words

Il) Lateral Brainstorming
* Google Top 100

* Google 2nd 100

* More To Come

lll) Get Demand For All Keywords
* WordTracker Demand

IV) Get Supply For All Keywords
* Google Supply

And here’s the best news... the innovative Brainstorm It! is but one of 50+
modules in SBI’s comprehensive integrated system.

http://buildit.sitesell.com/main/home.htmI#FEATURES
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Want to accumulate more information about the intensity of the competition (i.e.,
the SUPPLY of keywords) for top rankings for your keywords? Use Search It! (I
told you that you would find lots or use for this handy little tool.)

Search It! > Competition (STEP 1) > Yahoo! Bid Price (STEP 2) > lower
abdominal exercise (STEP 3)

Companies that pay for keywords are serious about their businesses. They are
either merchants or content sites determined to build traffic. Visit the Top 10
sites. (Do 20 if you're feeling ambitious!)

If i's a merchant site, it’s more likely to have an affiliate program since it’s
already savvy enough to “pay per click.” If it does have an affiliate program that
fits your Site Concept, enter what kind of merchandise it sells and enter the URL
of the “join page” into POSSIBLE PARTNERS for that keyword (as explained
above).

If it’s a content site, review its content and follow the “links out” in the same way
as outlined above -- add to your POSSIBLE PARTNERS and IDEAS FOR
CONTENT columns. Some of the content sites will be serious affiliate sites, so
pay careful attention to what they are doing.

Repeat the process for all of your HIGH-PROFITABILITY “exercise”-containing
keywords.

One special note... If your search on a keyword returns sites that seem
inappropriate, it’s likely that your keyword does not reach the people you
thought.

For example, let’s say that you want to write a page about how to price products.
This page is meant to show e-commerce merchants how to price new products.
You decide that “price” is a good keyword. Use...

Search It! > Brainstorming (STEP 1) > Yahoo! (Overture) Keyword Selector
Tool (STEP 2) > price (STEP 3).

The results are interesting...

Seems like a lot of people search for car prices and airline ticket prices on the
Net. Remember, though, your target market is not looking for a great car deal or
a cut-rate price on trip to Europe... they are trying to figure out how to set a price
on their products.

Double-check this hunch by doing a second search...
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Search It! > Competition (STEP 1) > Yahoo! Bid Price (STEP 2) > price
(STEP 3).

Note how all the top listings are all aimed at helping consumers find the lowest
prices for commodity-type products. In other words... people searching for the
keyword “price” are not business folks looking for “pricing” info. They are
consumers looking for deals.

Save yourself time and money... “price” is not a good word to focus on. Nor is
any word that turns up irrelevant results in Search It!.

Now repeat this procedure for the keyword “pricing”...

BINGO! This is the right word.

SIDEBAR

Generally, people searching “inner thigh exercise,” “abdominal exercise” and so
on are looking for information. This works in your favor in several ways...

bEIN 1Y

The PPCs have relevancy standards that prevent merchants from bidding on
misleading keywords. So if your searcher types in a content-related keyword
phrase, only pages addressing that content may appear in the listings. With the
big merchants effectively out of the way (since they don’t provide content, only
products), that means top bids for content related keywords are fairly cheap.

You are going to swoop in under the radar of the big merchants, scoop up
qualified traffic for pennies, and OVERdeliver the information the searcher is
expressly looking for -- it’s all about PREselling through content!

Better yet, once you have established yourself as being credible and you have
provided your visitor with the solution she needs to attain the results she is
looking for, you are also going to refer her to the merchants that you represent.
You have two chances to increase your income -- through your service and
through your affiliation.

Once you have the click, you will want to draw your visitor in. Your words do that
job. You can write like a pro with the help of Make Your Content PREsell! ...

http:/mycps.sitesell.com/

OK, where were we? Oh yes...
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Your DEMAND WINDOW search generated many “exercise-containing”
keywords, along with the DEMAND for each keyword.

And your SUPPLY WINDOW search revealed the number of sites (i.e., the
SUPPLY of sites) that provide information about each keyword, as well as many
leads to possible merchant-partners and even some ideas for content.

Now it’s time to pick the keywords with the best PROFITABILITY. These will be
the keywords with high DEMAND (i.e., tons of searches according to Search It!)
and low SUPPLY (not too many sites found)...

Eliminate any words that appear too competitive (i.e., SUPPLY is too high in
WINDOW #2 or bidding competition is too intense), especially if they are not
searched upon very often (i.e., DEMAND is low in WINDOW #1). And especially
if there do not seem to be many POSSIBLE PARTNERS for them!

In other words, if Search It! shows a keyword being searched upon only a couple
of hundred times in the previous month, and your Competition search returns
20,000 sites, you can be pretty sure that's not a profitable combination!

Your best words would have HIGH DEMAND (results in DEMAND WINDOW are
low)...

And...

LOW SUPPLY (i.e., LOW SUPPLY of competing sites turn up in your search, or
the bidding competition is low).

This is a rough protocol, so don’t become a slave to it. Follow these two general
guidelines...

1) Eliminate only the worst combinations of HIGH SUPPLY and LOW
DEMAND and low number of POSSIBLE PARTNERS (if you plan to monetize
through affiliate marketing).

2) When you’re ready to write your site, start with the keywords that have the
best combination of HHGH DEMAND and LOW SUPPLY (especially the ones
that you really enjoy and know!) and a good number of POSSIBLE PARTNERS
(if you plan to monetize through affiliate marketing).

As you start to see patterns for the kind of sites that appear in your SUPPLY
SITES and POSSIBLE PARTNERS and IDEAS FOR CONTENT notes, you'll
refine your service site concept so that it best matches your service, and your
potential opportunities.
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Ultimately, you’ll create Keyword-Focused Content Pages that...
+ fit with your service site concept theme

And...

+ have a good SUPPLY/DEMAND ratio

And...

+ have a good number of POTENTIAL PARTNERS (if you plan to monetize
through affiliate marketing).

And...
+ that you enjoy writing about.
Two windows down and one to go...

WINDOW #3 -- BREAKOUT WINDOW

By now, you should have identified a nice tight service-related theme/topic for
your site. And you very likely have enough profitable keywords to keep you busy
building pages for a while. But...

What if you need more HIGH-PROFITABILITY keyword topics? What if you
have not identified a true “winning” theme to build your service site around?
What if there do not appear to be sufficient keyword opportunities within your
service’s theme? Well, you could broaden the scope your site somewhat.
However...

... as a service seller, your service site concept must be tied tightly to your
service if you hope to PREsell it with any degree of efficiency in the online
environment.

For that reason, it’s important not to stray too far from your concept -- i.e., stay
tied to your basic Concept Keyword... which is “exercise” in our ongoing
example.

No single keyword, no matter how profitable it may calculate out to be,
makes or breaks a business. The overall quantity and quality of all your
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pages that address a wide variety of all the keywords are, ultimately, what makes
your business snowball and gain momentum.

The big money (i.e., your income) comes from selling your service. As a means
to that end, develop a wide variety of profitable keywords, and then build
Keyword-Focused Content Pages (KFCPs) around them. Deliver HIGH-VALUE
information to attract and PREsell visitors effectively.

Your income isin C * T* P * M...

Your ROI (Return on Investment) means that you can also go beyond keyword
opportunities. Affiliate marketers, for instance, operate on the narrowest of profit
margins and need to focus on keyword opportunities in order to drive low cost
traffic from the SEs. You, on the other hand, may gain hundreds, thousands and
even tens of thousands of dollars from a single new customer, so you can justify
building your business with some advertising expenses as well.

So the best strategy is to stay within your theme, but do some research with
other theme/concept related words. In our example, we started researching with
a basic Concept Keyword like “exercise.” All the brainstorming and pruning
revolved around that word.

Now let’'s BREAKOUT a bit. Look for keywords related to “exercise” that don’t
contain the word “exercise.” Once again, we turn to Search It!...

Search It! >Brainstorming (STEP 1) > Google AdWords Keyword Tool
(STEP 2) > exercise (STEP 3)

Search Tt! s siesecan 7

.- STEF 1t Solect Search Category STERF 2: folect Search Type

| Braimstorming = || Google Adwords Keyword Tool

CEsh _Hine Ff bimuen Siay) Search Tros SFTER Completrs f5ob ] & flia .
STEF 1z Enter 1st Search Terma STEP 4: Enter 2rud Search Termn
[prorcize [N TERM FOR THIS SEARCH

ke et Tt by

[ igild [rl B d g

Here is my patrtial list...
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fitness

gym
exercises
workout
weights
workouts
bowflex
weider
aerobics
weightlifting
bodybuilding programs
<snipped >

You can use these words in two ways...

1) Use the ones that fit your site concept “as is” to create more Keyword-
Focused Content Pages, (ex., a Web page about “flat abs”). Add these to your
MASTER KEYWORD LIST and complete the DEMAND, SUPPLY, SUPPLY
SITES, POSSIBLE PARTNERS, and IDEAS for CONTENT columns for each
one.

Or a bigger idea...

2) Extract “General Keywords,” like “weight training.” Feed these exercise-
related “concept-level” words back into your DEMAND (#1) and SUPPLY (#2)
WINDOWS to brainstorm and prune a whole new series of HIGH-
PROFITABILITY keywords that may help shape your site’s theme.

Add these to your MASTER KEYWORD LIST, too. (Or start a new MASTER
KEYWORD LIST for any “concept-level” keyword that is different-and-strong
enough to stand as a separate site.)

For example, “weight training” generates...

7150  weight training program
4687  weight training exercise
4576  weight training for woman
3238 weight training routine

2259  weight training equipment
1527  weight training for child
1519 free weight training program
1439 strength training weight
1388 information training weight
1384 program training weight workout
1357 man weight training

1240 weight training picture

<snipped >
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So “weight training” related keywords would be excellent to investigate and
possibly target, especially since they fit nicely with your “exercise” theme, and
allow you to provide the credibility-building content that PREsells your service. In
other words...

If you discover enough keyword opportunities within the “weight training” theme,
then maybe it will make the perfect “niched” theme site for your personal training
service.

You can “BREAKOUT” of every possible theme if you use your imagination and
Search It!

SIDEBAR

Or “outsource” the creative work to Site Build It!’s Brainstorm It!, the tool that is
at your beck and call for all your brainstorming needs!

http://service-selling.sitesell.com/

Think hard! There are always “interest” opportunities related to your service that
you can use to both PREsell your own service and your merchant partners.

Here’s another quick example. You are selling your book-indexing service
online. Prospective customers are likely to be interested in...

self publishing

publishing companies
publishing online

online publishing strategies
converting text to digital format
publishing in PDF

digital delivery of egoods
low cost publishing options
publishing houses
promotional firms
self-promotional options
fulfillment companies

press releases

publicists

etc.

See how the process evolves? All it takes is some creativity.

You can keep right on breaking out in WINDOW #3, then brainstorming in
WINDOW #1 (DEMAND) and pruning after doing research in WINDOW #2
(SUPPLY). You will come up with original, non-obvious keywords and affiliate
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programs that are right for your target market and that are part of major new
directions related to exercise. It’s worth noting that these keywords may not
necessarily contain the word “exercise.”

SIDEBAR
Here’s another way to BREAKOUT. Use this really interesting feature...

Search It! > Metasearch (STEP 1) > Ixquick (STEP 2) > exercise (STEP 3)

In this search, a site gets one star for every major Search Engine (ex., Yahoo!,
MSN, Google, etc.) that scores it in their Top 10 (i.e., on Page #1 of search
results). So it’s a fast way to check all the major engines at the same time.

Any site on the first page of this search result that has three stars or more is
doing well. These sites know what they’re doing and are not there by accident.
Two stars is good. One star could just be a fluke.

Ready? Search for “exercise.”.

At the time of this writing, acefitness.org scored tops with five stars. Click to that
site. Then go to the menu of your browser...

VIEW > SOURCE

This shows the HTML source code for this page. Look for the “META keywords
tag” within this page’s HTML...

<META NAME="Keywords" CONTENT="exercise, fitness, American Council on Exercise,
ACE, ACE-certified, ACE FitnessMatters magazine, ACE Fitness Matters magazine,
Certified News magazine, Personal Trainer Manual, books, manuals, study guides,
personal trainer certification, personal training certification, certified
personal trainer, personal trainer, fitness certifications, CEC, Continuing
Education Credits, fitness certification exams, group fitness instructor,
health information, fitness information, ACE Fit Facts, Fit Facts, fitness
professional, fitness centers, non-profit, fitness organization, non-profit
fitness advocate, workout watchdog, active lifestyles, physical activity,
physical education, sports medicine, recreation, Operation Fit Kids, OFK, youth
fitness, youth exercises, abs, ab exercise, abdominal exercise, aerobic
exercise, corporate wellness, diet and exercise, exercise program, fitness
training, fitness trainer certification, fitness education, personal fitness
certification, physical fitness, water exercise, weight training, youth fitness
education, fitness centers, health professionals, workouts, strength training,
yoga, Pilates, kickboxing, aquatic sports, cycling, spinning, nutrition,
fitness apparel, ACE-Certified apparel, American College of Sports Medicine,
ACSM, International Health Racquet and Sports Association, IHRSA, NIRSA">
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By the way, this site makes a common mistake of listing tons of different
keywords. But that’s OK... they've done a lot of brainstorming for you!

Then repeat the process for the next site on the first page of your search results.
Add the next set of META keywords to your existing list. Repeat until you're
getting mostly duplicate words -- that’s the sign that you’ve exhausted this
BREAKOUT technique.

Once you’re done, you can use these words in the same two ways as outlined
above. This time, though, use...

Search It! > Brainstorming (STEP 1) > Google AdWords Keyword Tool
(STEP 2)

Another great use for Search It!’s Metasearch/Ixquick...

As | said, sites with two stars or more know what they are doing (the more stars,
the better they are). They are either merchants or content sites determined to
build traffic. Visit the Top 10 sites that also have at least two stars.

If it’'s a “merchant site,” and if it has an affiliate program that fits your service site
concept, enter what kind of merchandise it sells and enter the URL of the “join
page” into POSSIBLE PARTNERS for that keyword (as explained above). If it's
a “content site,” review its content and follow the “links out” in the same way as
outlined above -- add to your POSSIBLE PARTNERS and IDEAS FOR
CONTENT columns.

Repeat the process for all of your HIGH-PROFITABILITY “exercise”-containing
keywords.
OK, let’s get out of these windows for a moment. They have focused on the

“KEYWORD END?” of brainstorming...

KEYWORD END e CUSTOMER END
(BRAINSTORM & PRUNE)  -- KFCPs -- (BRAINSTORM & PRUNE)

Now let’s look at the CUSTOMER END. Get into your visitor’s shoes. Answer
these questions...

Question... Who is she?
Question... What is she trying to do?

Question... What other stuff does she look for?
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For this discussion, we’ll use the pricing consultant example that we explored
briefly above. Why not “exercise?”

Because | know nothing about exercise. Up to now, you’ve learned techniques
that anyone can use for any topic. But, for this part, you do need to know your
customer and your concept.

So I'm using an example that | know.

In this example, my idea is to create a site that both PREsells my pricing
consulting service, and provides lots of great free pricing information to my
visitors. I'm already an affiliate of SiteSell.com because its Make Your Price
Sell! (MYPS)) is a perfect fit for my service.

http://myps.sitesell.com/

I’ll also provide affiliate links to a good fulfilment company and an online
bookstore (details on how to choose affiliate programs appear in DAY 4).

Let’s assume that I've “three-windowed” my Concept Keyword, pricing, to death.
Now | want to approach things from the CUSTOMER END. This empowers me
to come up with keywords that go way beyond the KEYWORD END. And that’s
where the money is.

First, let’s answer the “visitor questions” that we posed earlier...

Question... Who is she?

Answer... Writers, software companies, manufacturers in any industry you can
imagine. I'll come up with a lot more answers and then figure out how to reach
each client. I'll be specific and break the potential customers down into niche

segments. What do they do? What kind of things would they search for at a
Search Engine that is related to their occupations?

Question... What is she trying to do?

Answer... She is looking to sell her products or information and has no idea of
what she should charge for her product. As a pricing consultant, | know that |
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can help her. If she is looking for a lower-priced option, I'll send her to
SiteSell.com and MYPS!.

So, yes, I've worked on obvious words like “pricing” and “pricing software” and
“pricing” together with their industry, and so forth. And I've figured out every way
that they could possibly search for that information (ex., “setting a price,” “how to
price”) and I've even run those through WINDOWS #1 and #2!.

But now for the million dollar question...

Question... What other stuff, besides pricing, does she look for?

Answer... She’ll look for anything that is related to her business. Figure out
what problem your target client is trying to solve when she does a search.

Just trace her steps as she develops her product, writes her site, builds traffic,
takes orders and ships product. Intercept her with your message. What words
would she look for? Your site must solve that problem.

An example...

What’s a common issue for people selling products on the Net? “Fulfillment,” just
to name one. “Taking orders,” “shipping,” “product development,” “market
research,” “feasibility studies,” “writing sales copy”, “credit card processing,”

“shipping,” to name just a few others.

tEIN 1Y

There are so many starting points that the head spins. Anyone looking up terms
like the ones above will also have a need to price products more effectively. She
qualifies herself as a serious business person with serious needs. Exactly the
right kind of person for MYPS!.

So I'll intercept her when she searches for, let’s say, fulfillment-related topics,
provide her with great content about fulfillment, and then also introduce her to the
concept of pricing. I've added a whole new major direction and income stream to
my site simply by thinking about my target’s other needs. To show you how this
can grow quickly, let’s continue my “new direction for pricing” example. Open
your Search It! tool and follow this pathway...

Search It! > Brainstorming (STEP 1) > Google AdWords Keyword Tool
(STEP 2) > fulfillment (STEP 3)
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Besides all the examples that use the word fulfillment, here's an edited list to give
you a feel for what | found...

fulfillment
fulfillment house
fulfillment service
fulfillment companies
fulfillment fund
fulfillment company
fulfillment houses
product fulfillment
e fulfillment
national fulfillment
drop shipment
expenses
positioning
campaign

banking
understanding
package
management
promotions
reports
e-fulfillment
technology
forecasts
transportation

<snipped>

From here, I'll extract General Keywords, like “demand” and “fulfillment” and
“shipment” and “service” (just to pick a few). Then I'll feed these “concept-level”
words back into WINDOWS #1 (DEMAND) and #2 (SUPPLY) to brainstorm and
prune a whole new series of HIGH-PROFIT- POTENTIAL keywords. Add these
words to your MASTER KEYWORD LIST, too.

For example, if | feed “service” into my DEMAND WINDOW, I'll get...

935386 dating service
914527 online dating service
667318 cellular phone service
472834 adult dating services
366251 internet service
320963 wireless service
292096 us postal service
247491 translation service
247406 christian dating service
229137 phone service
113135 merchant service

<snipped>
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Please note that this new direction... this great group of profitable words... is not
about pricing, but they are perfect... for our target market of serious business
people with serious business needs.

Are you thinking...

“What does fulfillment or customer service or sales have to do with my pricing
consulting business or Make Your Price Sell!?”

Absolutely... positively... everything.

Am | suggesting that you fool business people who are looking for information
about these topics? No, not at all.

Here’s why...

If someone is searching for “fulfillment” (in the non-Zen sense of the word!), she
already has a product. A product that needs a Perfect Price.

Obviously, Keyword-Focused Content Pages about pricing are much more
tightly targeted to both my service and SiteSell’s Make Your Price Sell! (MYPS!)
product. It’s easy to write a good page that PREsells your service, or
recommends a visit to the MYPS! sales site.

And of course, this is a “must do.” It’s easy and effective.

But let’s say that someone just found my page about order fulfilment. It’'s a
terrific high-value page that delivers just what she was searching for. But how
do | get it to lead to a contact phone call or Web form to the merchants that |
represent?

Remember... PREselling is really about selling yourself to your customer
through great content. So, once | have PRE-sold with great content about
fulfillment issues on the Net, | lead into a few closing links.

The first one would go to my consulting company’s “About Us” page where |
would also include full contact info, including a convenient contact form...

Contact our professional pricing consultants
for a special online quote. Let US look
after YOUR bottom line!

One link will go to a fulfillment company that | represent as an affiliate.

Click!
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And I'll follow that with another affiliate link...

On a tight budget? Make Your Price Sell!
gives you affordable cutting-edge pricing
technology. I highly recommend it. See what
you think...

http://myps.sitesell.com/

Click!

My target customer does not necessarily have to be looking for pricing info -- if |
can intercept her in any of her daily needs, | can make her aware of my
wonderful pricing service (or the products | represent) and how my service would
be beneficial for her.

Bottom line? If your keyword attracts your target market, there is always a way,
with just a touch of creativity, to stretch her to other products that are also likely
to fall within her “list of needs.” It’s all part of effective communication on the Net.
(And that’s where Make Your Content PREsell! comes to your rescue!)

Wow! What a DAY!
Take three little windows (DEMAND, SUPPLY, and BREAKOUT).

Approach matters from two different directions (from the KEYWORD END and
the CUSTOMER END)...

And you’ve isolated your service’s theme down to a profitable little niche, and you
have a great list of profitable content that’s almost ready to write itself!

Consider getting Site Build It! to do it ALL for you. It can build and research and
even analyze an endless stream of HIGH-PROFITABILITY keywords for you.
What a time-saver! No other product does what the Site Build It! system does...
and at such an affordable price...

http:/compare.sitesell.com/

Phew! That was a long and complicated section, | know. Here’s the good
news... You’re over the hump. It all gets easier from here on in. Please, please,
please note...

It’s important to take your time and work through the strategies and examples
until you “get it” and “do it.” DAY 2 (Position Your Site for Success) and DAY
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3 (Develop HIGH-PROFITABILITY Topics) literally build the engine of your
business. So take your time and stay with it. Your business, and you, deserve
this effort. Time to re-quote Calvin Coolidge...

“Nothing in this world can take the
place of persistence.

Talent will not; nothing is more common
than unsuccessful people with talent.

Genius will not; unrewarded genius is
almost a proverb.

Education will not; the world is full of
educated derelicts.

Persistence and determination alone are
omnipotent.

The slogan “press on” has solved and
always will solve the problems of the
human race.”

Stick with it. This 10 DAY plan works... if you work it.

And by using Site Build It!, you can avoid the tedious, complicated parts of
traffic-building and achieve impressive results at an affordable price...

http://buildit.sitesell.com/sbi-businesses/value.html

Before proceeding to DAY 4, please complete your DAY 3 Goal-of-the-DAY, and
take note of your Ongoing Goal...

Ongoing Goal... Use the SUPPLY, DEMAND and especially the BREAKOUT
window, to grow your MASTER KEYWORD LIST ever bigger, ever more
PROFITABLE. This yields the raw material for new Keyword-Focused Content
Pages.

Ready to explore other ways to monetize your site?

| know you are...
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4. DAY 4
Plan Your Monetization Models

What do you ask from prospective
merchant partners?...

“Show me the money!”
-Jerry Maguire (1996)

Goal-of-the-DAY... Choose no more than 3 affiliate programs that fit with your
theme and/or 5 HIGH-PROFITABILITY KEYWORDS that you developed in
DAYS 2 and 3. You must rate these merchants as excellent, and you must feel
good about representing them. Remember, your recommendations reflect upon
who you are.

When you follow the C BTHPpEHy process, you travel the pathway to a
successful Web business. So far you have...

+ examined PREselling and its effect on Conversion Rates (DAY 1)
+ identified a potential topic for your Theme-Based Content Site (DAY 2)
+ brainstormed a list of profitable keywords (DAY 3)

DAY 4 continues your excellent PREparation efforts. The finish line is in sight
where you will register your domain name, confidently knowing that you have not
missed a step along the track. That’s why you will be “thinking” about
Monetization now, and “doing” M after you have C = T® P well in control.

As a service seller, your #1 goal has to be the “sale” of your service -- getting that
first contact from your prospect. Perfectly understandable. Even so, don’t
discount the idea of affiliate marketing and its potential secondary income. This
DAY will highlight the affiliate monetization model but keep in mind that you do
have other models to consider...

http:/find.sitesell.com/
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Out of every 100 visitors to your site, it’s likely that only a small percentage will
follow through and contact/hire you for your professional service. The others?
Well, maybe they have slightly different needs. Perhaps they are looking for a
lower-cost option or they are “just looking, thanks.” There could be any number
of reasons that a visitor may not be an ideal candidate for your service.

You could, if you wished, let those visitors proceed merrily on their way. But why
would you? After all, you worked very hard to get them to your site, right? So
why not make recommendations for niche-related, non-competing products
and/or services that may be more suited to the needs of those visitors?
That way, your traffic is not wasted. Instead, it supports an additional revenue
stream.

But there’s another bonus...

By offering links to non-competitive sites that provide solutions for your visitors,
your site becomes an even more valuable resource. This is doubly true if your
service is locally based and unlikely to be of interest to anyone outside of an
hour’s drive of your office.

SIDEBAR

If, for some reason, the nature of your service precludes this second income
stream, or this concept does not fit what you are trying to accomplish on the Net,
take a break! Skip ahead to DAY 5.

Here’s today's mission (should you choose to accept it)...

Grow a list of good merchants with affiliate programs that have product lines that
fit your service. Then we’ll choose the best ones and group them according to
HIGH-PROFITABILITY keywords.

Yes, you already started this process on DAY 3 by using Search It! to build
groups of POSSIBLE PARTNERS for each keyword in your MASTER
KEYWORD LIST. However, DAY 3 was more focused upon getting good ideas
for content and a feel for your market space (DEMAND, SUPPLY, SUPPLY SITE
INFO).
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4.1. Grow A List Of Possible Partners

Remember how we brainstormed the list of KEYWORDS and then chose the
best? We're going to choose affiliate partners in the same way. And, of course,
Search It! will be our super-efficient assistant as usual.

Solid research sets a solid foundation. That’s why the strategies below try to
cover almost every angle for choosing POSSIBLE PARTNERS. However, being
this thorough can be overwhelming, especially if you are already time-crunched.
So pick and choose the strategies that you know you can realistically execute.
And then do them!

| highly recommend that you do at least four types of searches if at all possible.
You want to increase your chances of finding quality affiliate programs that fit
best with your business blueprint. But more importantly, you want to be confident
about the merchants that you represent!

4.1.1. Grow Through Search Engines

A good place to start your search for merchants would be, of course, at the
Search Engines! Do a search for one of your keywords, plus the word “affiliate.”
Let’s use this example...

+ab exercise +affiliate

(The “+” sign means that both words must appear on the Web page returned by
the search.)

Now open Search It! and do this search...

Search It! > Straight up Search (STEP 1) > Google, no quotes (STEP 2) >
+ab exercise +affiliate (STEP 3)

Your Search It! window will look like this...
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Search It! by SiteSell.cam T pata
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Here are the top results from our search...

www.net2fitness.com/
www.cjtf7.com/
store.fithnessequipment.com/
www.virtualfitnesstrainer.com/
www.thesportsauthority.com/
seek.mooo.com/
www.gweilodiaries.com
www.putneyesl.org/
www.freetrainers.com/

If you have time, try a second search for the same term.

Search It! > Straight up Search (STEP 1) > Yahoo, no quotes (STEP 2) >
+ab exercise +affiliate (STEP 3)

4.1.2. Grow Through Directories...
Search and/or Drill Down

Directories are also a good place to research POTENTIAL PARTNERS. An
interesting place to start is...

Search It! > Specialty Hubs and Directories > Yahoo! Wide (STEP 2) >
exercise (STEP 3) > ab exercise (STEP 4)

Since this is a large directory and there is a substantial annual fee, it has only
serious merchants. Many of the sites listed here will have affiliate programs so
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this search is like hitting pay dirt in a gold mine. Simply enter your Site Concept
word and hit Search It!.

4.1.3. Grow Through Specialized Affiliate Directories

Now let’s investigate your POSSIBLE PARTNERS and add some new
merchants, too. How? Easy...

Search It! > Monetization (STEP 1) > Find Affiliate Programs (STEP 2) >
exercise (STEP 3)

This search takes you to the affiliate directory of AssociatePrograms, run by Allan
Gardyne, the #1 affiliate guru on the Web. He offers objective reviews based on
his extensive experience in affiliate marketing. His forum allows others to ask
and answer questions about affiliate marketing in general and about specific
affiliate programs in particular.

For each listing in this directory, you will see two numbers. The first number is
the average rating that those who voted gave the affiliate. The second number
shows how many votes that specific affiliate received on this site.

Visit a site that appeals to you. If it has an affiliate program that fits your Site
Concept, first enter what kind of merchandise it sells and then enter the URL of
the “join page” into POSSIBLE PARTNERS for that keyword (as explained
above). Check the top ten sites -- twenty if you are feeling ambitious -- and
record those with potential.

Repeat the process for each keyword in your MASTER KEYWORD LIST (i.e.,
replace “exercise” above with another keyword like “ab exercise”), starting with
your specific HHGH-PROFITABILITY keywords and then following up with your
general Concept Keywords (ex., “weight training” and other “concept-level”
keywords that you develop, such as “exercise equipment,” etc.).

Read the review of each potential match. Look at the ratings and take advantage
of any other evaluation services the AssociatePrograms directory may offer.

You can also look for “cross-concept companies.” These are companies selling
products that, because of their nature, fit with most or all Site Concepts. For
example, whether your concept is about “Renaissance art” or “pricing” or
“exercise,” you'll find books about it. So always include a bookstore in your
group of affiliate programs.
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Still in the searching mood after all that? Try this final suggestion. You already
have a list of POSSIBLE PARTNERS. Use the search tool at
AssociatePrograms to check out partners. Just enter each domain into the
search tool.

Other things to do...

1) Use the AssociatePrograms’ forum. Review it for comments about programs
that interest you. And ask questions. Don’t be shy -- ask whether Company
ABC really is about to close its program!

2) Check out Allan’s “My Top 10,” “Top Rated,” and “Best Two-Tier.”

Give special weighting to the most profitable. The most popular could reflect
the results of major promotional pushes, and not necessarily profits. The most
profitable are the ones that are “getting the job done” and making money for
affiliates.

One drawback of any of the Top 10s... They likely will not cover programs that fit
your concept. Don’t pick a Top 10 unless you can figure out how it fits into your
concept.

3) Subscribe to Allan’s e-zine to stay up-to-date. There’s some excellent material
in each issue. | always make time for his newsletter. (I receive no commission for
this recommendation.)

4) Read the articles. But don’t get sidetracked -- you can get that famous golfing
disease... “paralysis by analysis.” Keep moving forward.

If you want to b