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Yes Group Cardiff Meeting Notes 5th January 2009 
And a Happy new Year to you all!!
(And go to the last page for a nice surprise, but read all this first!!)
This was one impressive meeting, with more people than there were seats – it was hard to tell whether it was a New Year ‘personal development’ push or the fact that the speaker was (a) talking about making money and (b) eye candy for the ladies. But the attendance was still welcome.

First, the new participants were asked to share and, as usual, none were prepared for that opportunity. Taken one at a time,
Stacey Bryce is our speaker’s girlfriend. She is heavily into networking and is a mobile masseuse and regular at Bristol’s Yes Group.

David Giles is also a Bristol regular and this was his first visit to Cardiff. He lived in Cardiff for 20 years!

Lynne Charlton  has lived away from Cardiff since she was 18 years old and has come back, seeking people involved with or interested in NLP, positive people to whom she can relate. Welcome!

Roma Bush From Hong Kong she has been in Cardiff 5 years and has two teenage children. They are able to fend for themselves so she is looking for where to go next, as it were.

Jeff Lever has been ‘Bob Proctor’d and he, like Lynne, now wants to meet like-minded people and keep up the momentum.
Darius Baria became involved with us tonight because of his seeing our speaker on Facebook! He is looking to develop an e-book, and that was part of the subject matter for this evening. 
Glenn Catley is a Yes Group virgin (his words). He is a boxer by trade, and was Superfeatherweight World Champion. He was recently laid off from his ‘real’ job (!) and having met our speaker and his Dad, now knows where to go.

Adam Tovey has developed a recent interest in personal development, having listened to Tony Robbins’ CDs and surrounding himself with internet marketing types, wants to develop that interest.

Dave M  is in IT support but has been made redundant. Like Adam he learned a lot from Tony Robbins and wants to develop internet marketing strategies.

Karen Denyer has been before but still volunteered to make a quick introduction about herself,. (Step UP, girl!) she is looking for a change from being a former BT Broadband manager, and hopes that something unexpected yet welcome turns up.

So, to the MAIN EVENT. Ladies and Gentlemen, Ben Lowrey! How to make money from the Internet.



(Sorry, ladies, I couldn’t find a bigger picture!!)

Ben met Ken Abram at UPW some years ago, and he has crewed at that event since. Ken introduced Ben by sharing a story Ben said the real story was less embarrassing but it was essentially true. Ben also asked for and was given permission to film the event – because every speaking opportunity is a potential YouTube marketing opportunity, designed to direct traffic to (our) websites. Our first lesson and we hadn’t really started!

Ben was in a Band but he also provided people with guitar lessons. When he started attending the Yes Group he made acquaintance with Neil Phillips (fortunately no picture), our tame marketing adviser. As a result of Tony Robbins’ input and Neil’s advice, Ben started www.vguitarlessons.com and started selling lessons as he slept. He was going to tell us all about his experiences with internet marketing so that we could do the same – make money 24/7 doing what we already do, or something exciting and new, instead of restricting ourselves to 8 hours a day when we were fully present. And January, the start of the year, seemed a very good place to start.
The question was put: given Ben’s experiences making money 24/7 on the internet – What Could YOU Sell?
In essence, Ben filmed himself giving about 20-30 guitar lessons and then made them available through the internet. People would pay for the video downloads through PayPal, and this was how money was made with no further ‘guitar-action’ from Ben. As his project developed he learned how to market things so as to improve this income, income he desired for the simple reason that he wanted to be rich. No ifs, buts or maybes – he wanted to be rich, he enjoys being rich and he highly recommends it. Not that money is the centre of his life but as the great Sage says, having money means you can do more for people as well as with people.

Ben explained some of the principles he’d learned and put into action.
1. He created 12 FREE lessons. All people had to do to get the free lessons was to send him their e-mail address. As a direct consequence he built up an e-mail database to which he could continue marketing both the guitar lessons (the ones to be paid for) and any other products or services that eh thought ‘his’ clients would like to hear about. He said, “Posters are effective when people see them; emails get put in their face.” This continues until they decide to unsubscribe, or buy! The free content leads to the sales of the paid-for content. Furthermore, you can market other people’s products through your database. NOT sell the database, just act as a middleman or conduit for the sale of products made by other people.

2. Anyone in a business where meeting people is an essential by-product of their work would  be MAD not to consider using the internet, and video, to market themselves. Doing this, your personality can shine through to people who time and location would otherwise prevent you from meeting.

3. Ben sent the free videos on to YouTube, where they could be posted for free. That raised his profile and directed potential customers to his www.vguitarlessons.com site, widening his potential market. He would get 150 people to sign up their email addresses daily and over the years he has built up a database of 150,000 potential (and actual) customers. Every time he makes a new video he emails that database and creates further interest in his products and services. The lesson ​– A Database is ESSENTIAL!

4. Once the guitar lessons were making money (now $1,000 a DAY), he decided to move on into another area of interest, namely ‘How to Chat Up Women’! Learning chat up skills himself made him realise there was market out there for ‘losers’ (his words) to learn those skills, so another site was born. (At this point Ben told us not to do the SAME things as him – adapt them to your own circumstances.) In this case he talked into a laptop and created a digital recording of his advice over 2 hours, and then sold it to and through his database customers. His ‘How to Pick Up Women’ Course costs $47. Having paid someone else to create the website through which this course is available, he makes money in his sleep. Incidentally, Ben said that there is a vast resource of foreign ‘labour’ and expertise willing to do these things (websites, written copy, etc) quite cheaply. 
5. Why was he making this money? Easy – by selling something people WANTED! Having identified a market (initially by accident but see later), create something that market actually WANTS. The beauty of a  website is that if people want what you are selling, they will find you through Google and the like. Which later leads us on to research, but patience. Not only that, but redefine the market. If there is a market for chat-up lessons for the young and single, what about the over-30s, the over-40s and over-50s? 
6. One particular web-seller is the E-book, which is basically a Adobe Acrobat .pdf document. A book that you can create but which you can get someone else to write for you! Or you can create .Mpeg downloads, audios, videos – all sellable through the ‘net, or simply useful as YouTube sales pitches. For example, Ben used Ken as an example. Ken could make a video of a sales pitch/advertisement for his services, utilising the professional-level speaking skills he has developed over the years, and post it to YouTube with his own website address implanted in it. All interested people have to do is click on the link and they are there. 
At this stage there was a lot of input coming from the floor. James Richardson told how he’d developed a posture correction website, where people could e-mail pictures or videos of themselves and his business partner could advise on a posture correction strategy for the client. He’d also started a stock-trading strategy course, which resulted in a profitable sale of the domain name itself!

Neil Phillips then advised people to become skilled at internet marketing not for their own products but in order to sell the skills of other people on their behalf, and for pay. Alternatively, write books under pen-names, as he did with ‘How to Grow Bigger Breasts Naturally”, which he researched by going onto a ladies’ chatroom and finding out what they (the market) wanted to read about! He’s also written “The Lazy Way to Weightloss” – which he should re-read (as should I).

Back to Ben, who said, “You can find out what people want by typing in search terms into Google search engines and seeing how many other people looked it up. (Type in “Google Search term Tool”.) If there is a large scale of interest in something, there is a potential  market in that area. In effect, you are solution selling by finding out what the problem is and then finding a solution that people are looking for!

More principles:

7. Large sales web-pages work! Contrary to popular belief, those interminably long web-pages, with one looooonnnnnnggggg page of text and pictures are effective! For an example, go to http://www.paidonprofit.com/, Neil Phillips’ own page. The secret is to put a Buy Now option every few lines down the page, so that people who do decide to buy can do so at the first opportunity rather than risking their disinterest by only having a Buy Now option at the end. If they are interested at the top of the page, sell THEN! That interest may have waned if you make them read the whole thing. Brochure-type pages with too many links lose money because they are too fiddly.

8. Copy writing is the art of using words and text to sell. There are people specifically trained or skilled in that field, so why not use them? If you can’t do it, find someone who can. Frequently their charges are small, and the potential for professionally-scripted material is worth the investment.

9. Use other people’s ideas. Even Ben’s, because the market is out there and there is enough money to go around.

10. The 80/20 Rule applies. 80% of your income will come from 20% of your efforts, and 80% of your success will come from your attitude and action. By that, Ben means that 80% of your success will come from your willingness to do something, and if you aren’t willing, then the remaining 20% of activity won’t work. You must BELIEVE and you must put the EFFORT in at the early stages so that the benefits come to you. 80% of success arises from the ‘want to’ rather than the ‘how to’. And as we have seen above, the ‘how to’ can be contracted out! Ben really, truly wants to be rich, so that’s his 80% sorted. He says many people’s businesses fail because they see the PRODUCT as the end result. So when the product exists, their interest and enthusiasm is sated. But if you want the product AND wealth, then the job’s still on once the product exists.

At this point, boxer Glen disclosed how he is utilizing this knowledge to get a boxing training programme on-line. He has researched the market to find that there is a desire for training in this sport for fitness and defence reasons. He has even managed to get Ricky Hatton to endorse the material, so he is on his way to a  successful niche product already. He also intends to create a specific programme for women.

The FOUR POINT STRATEGY FRAMEWORK.

Ben outlined the 4 points for an internet marketing success. They are.

1. Identify your niche.

2. Create the product.

3. Create the buying environment (the shop).

4. Drive traffic to it.

In more detail: 

1. Identify your niche. Find out what it is you want to sell, and to whom. Ascertain if there is a market, or research the size of that market. Identify a ‘sub-market’ which may be more specialised yet big enough to make the effort worthwhile.
2. Create the product. Use resourcefulness and initiative to make sure that your product is as good as it needs to be. Use e-lance writers and website designers. 
3. Create the buying environment (the shop). Get the website built, with database creation built in along with the payment facility that will get the cash to you. Use PayPal or www.clickbank.com, for example. Tell people what your product is, tell them what it will do for them, and then tell them what they need to do NOW – which is pay here, like this, NOW.
4. Drive traffic to it. Using the ideas described above, e.g. YouTube, audio, video and single web pages, make sure all roads lead to YOUR site. 
By now participants were buzzing with interest and ideas about how they were going to take this information and use it to make money and get connected. But we still hadn’t finished.
We went into a bit more detail about the writing of e-books. (I have one – I wrote a book and someone else turned it into an e-book for me.) all you do is write a book on your field of expertise, or on another one that is sellable; or you create the template and get an e-lance writer to fill it out. How big does it need to be? It depends, but Ben says it only has to provide the solution – the rest is just filler. Neil said some writers create a book deliberately large so that no-one will read it, then write another so they make more sales! People have been ‘trained’ by the market as to what they ‘should’ pay.
Pricing? Ben suggests that $47 (most e-commerce in this area is done in dollars) is an accepted market norm for an e-book. In the case of his guitar lessons he charges $12.95 each lesson, making it accessible and desirable to his customers. He does this by selling a lesson on how to play a particular song, not how to play  a guitar. These lessons are $12.95 each or $97 for the lot. He sells ‘the lot’, a lot! Incidentally, he DOES pay royalties at 8% a song, payable monthly.
Neil added that for internet buyers, buying is equated to doing – they buy the book and never actually read it because the purchase, in their minds, meant they’d done all that was needed! So his advice to writers was sell the book, don’t make follow up calls because they are time wasters. Follow up calls are NOT your responsibility! Neil quoted a friend who said, “You don’t have to get it perfect, you just have to get it going.”

In addition, when considering the market, don’t decry popping into Borders or other big newsagents, and looking at the magazine racks. Advice – if there is a magazine, there is a market. If the magazine has adverts, someone else has researched the market and decided that it was worth spending money on the ads. This is FREE advice!
Or how about writing other peoples’ biographies? They pay you, you write down their life story and you get paid. If you have a lot of free time and can type, and (like I like to think I have) have a way with words, it’s easy money.
Cross-Selling and Client Value

Never underestimate the value of a client. A client who trusts you is a loyal client and is open to sales of other products. So, if you believe in someone else’s products then you can sell them to your own customers. Like Tony Robbins and all the US-based motivational speakers, sell the products of those you trust, and customers who trust YOU will buy them. Let the client tell you what they want, and provide it. And use networks!
E-mail Marketing

Ken spoke of advice he received from Jay Abraham. In a room of 600 people, Jay asked how many there had responded to his first email about the event. 12 stood up. For the second email, another 30 rose. It wasn’t until his 8th email that the majority of people there stood up. That’s the power of repeated but polite calling!

And always provide a guarantee. Ben, Neil and Ken all shared the fact that rarely, ever, does a money-back guarantee offer result in that offer being taken up!

Become a Guru

Neil provided this profound advice: the first writer on a new subject is ALWAYS referred to as a guru by the market! My own experience was on the back of my book – I was referred to as knowing more than anyone else on the subject in ‘England’! 
FREE OFFER! FREE OFFER! FREE OFFER! FREE OFFER! FREE OFFER! FREE OFFER!

Ben has invited us all to have $97 worth of cash making advice FREE. Go to info@youronlinecashsystem.com and let Ben have your email. You’ll get the course for NOTHING, with Ben’s compliments.
Ken Abram finished the evening, a blinding success, by thanking Ben for his input and his tremendous offer. This was a great night with input from very knowledgeable and experienced people, a typical experience for us regulars. There is and always will be a vast amount of information and advice that can make your life better, more profitable and exciting. You’re daft if you miss any of our events!!

NEXT MONTH!

Many readers will remember Tony and Nicky Vee’s input on ‘Love, Sex and Intimacy’. On 2nd February 2009, they will be back and will be presenting their ‘Love, Sex and Intimacy Show’. Make sure Ken knows you are coming. (Is that a double-entendre?)
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