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INTRODUCTION

2020
Well here we find ourselves in 2020. In optometry, 20/20
is the term they use to express the normal visual acuity
(clarity and sharpness) measured at a distance of 20 feet.
Basically, it means that at a distance of 20 feet you can see
objects normally.
It’s ironic then that in business generally we want to have
a combination of both long and short sight to be at the
forefront, and not 20/20 vision. For the entrepreneur we
want to balance what is seen in optometry as a weakness, to
provide both current and future gains for our businesses.
We need to be short-sighted in some ways, looking only
into the near future and identifying the short-term and quick
gains to provide fast influxes of turnover to our business to
help in our growth. But also at the same time we need to
have a long-sighted view as well, and have projects, and
revenue streams that stretch into the future to allow our
businesses to be stable and maintain themselves: to provide
the security for ourselves and our employees to keep moving
forward and building short term projects that fit into new
trends (and new markets) as they arise and inevitably
decline.
It’s always been amusing to me that on one side
something can be perceived as a weakness, I myself am
short-sighted requiring glasses or contact lenses to see
“normally”, and I have friends who are long sighted and
lament having to carry around a pair of reading glasses to
allow the to read a book, or to see the gauges of their car.
We view these as weaknesses, shortcomings, but in a
small business they are both strengths. I’ve often heard it
said that entrepreneurs are great at building businesses and
ideas, but terrible at running them. That is obviously not
always the case, but in some ways I’m sure we can all agree
that for many of us the enthusiasm comes in the initial
building and not so much in the day to day running and
processes.
For us, the lesson is in learning how best to balance the
short-term and the long-term goals, and in that we find our
twenty-twenty vision.
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Resources
and news

Small Business Shuts Doors,
Adds Free Joke Hotline
Curious, a whimsical gift and home store on Pier Avenue in Hermosa Beach, California, shut its doors temporarily
due to the coronavirus outbreak.
But to bright people’s days, show owners Andres and Bryce launched joke hotlines on their cellphones, recording
one new joke each day.
Andrew Gawdun: 775-450-3723
Bryce Toney: 808-652-0600
They’ve even asked callers to share jokes of their own for the following days to come.
You probably don’t want to use your cell phone for this, but what about your website?

Marketing in a Time of Crisis
Marketers talk frequently about how being agile and
flexible helps them capitalize on shifting market
dynamics, changing customer demands and competitive
threats. But in reality, that’s not what we’re used to
doing at all.
https://www.cmswire.com/digitalmarketing/marketing-in-a-time-of-crisis/

T-Mobile Debuts $15 Plan for
Pandemic Relief
Now here’s a business idea for you – offer your products at a steep discount as
“pandemic relief” to help those who are feeling the economic pinch. T-Mobile is
offering $15 a month cell service. It’s a pretty good guess that once all of this
economic turmoil is ending, the price will go up and they will have captured a good
share of the market.
https://adage.com/article/digital/t-mobile-debuts-15-plan-carriers-offerpandemic-relief/2245906

Yale’s “Happiness Class” is Available
Online for Free
If you’re stuck at home and feeling blue, you might consider taking an online
class. How about one on happiness?
https://fortune.com/2020/03/24/yale-science-of-well-being-free-mostpopular-class/
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Your Enemy’s Enemy
Is Your Customer
I’m on Vanity Fair’s email list. They send out updates with all
their latest posts on politics and the world in general.
Today as I was scrolling through the email, I noticed something
interesting at the bottom.
VANITY FAIR
~~~~~~~~~~~~~~~
“Third rate Fake reporters,”
“phony and boring” hit pieces
DONALD TRUMP
~~~~~~~~~~~~~~~~
Get 1 year for just $15. Plus, receive a free tote.
SUBSCRIBE NOW
This is brilliant.
As you may have observed, Donald Trump is a polarizing person.
He has people who love him no matter what he says or does. And
then there’s the rest of the world.
They are using Trump’s own words (presumably from a tweet
or two) to clearly show which side of the line they stand on.
I’ll bet this is working like gangbusters.
What is polarizing about your niche? If it’s not a famous figure,
perhaps it’s a certain philosophy or method. Look for issues where
people have strong opinions and find a way to use the opposite
side to your own benefit.
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Goodwill Giving During
Quarantine Gets Customers
During this coronavirus, you might consider taking a two-pronged
approach.
First, continue to sell your products and services.
Second, give far more than you usually do.
If you can hold online classes that help people right now and you don’t
charge for them, here’s what will likely happen:
Some people will take the classes or watch the videos or whatever it is that
you’re doing and feel a little bit better about their situation. You did something
good, so be happy with yourself.
For other people, this will be an introduction to you and your work. They
will get to know you, like you and join your tribe. They might buy something
from you now or they might buy later. But you are expanding your tribe and
your customer base which is always a good thing.
Some of those people will tell others. Depending on what you’re offering,
it’s entirely possible there could be a viral effect. (Marketing-viral, not virusviral.)
Your current customers will appreciate what you’re doing and you’ll build
more goodwill with them.
And former customers who might still be on your list or your social media
platforms can be brought back into your tribe.
The downside? I can’t really think of one, other than this will take you some
time and effort to put together. But then again, if you’re stuck in self-isolation,
odds are you have plenty of time and perhaps not much else to do.
What kind of content can you offer for free?
That will depend on your niche, of course. Anything that relieves stress and
anxiety, such as yoga classes or meditation, is great.
Anything that can show people how to add to their income right now, or to
get along better when their entire family is stuck at home, or to distract them
from what’s happening is great.
Anything that makes them better in some way, that gives them a new skill
or better confidence or new ways of thinking can be awesome.
Think about what you want to give right now, with little thought to what
you might get back, and then get busy.
It could be cathartic for you, too.
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Great Example of Business
Expanding During this Crisis
Lest you think that everything is shrinking right now, let’s
remember that some of the best times to make money is when
everyone else is hunkered down, waiting for the storm to pass.
Cat Person is launching now, despite of and even because of what’s
happening. People are home, they’re spending more time with their
cats, so why not launch?
https://adage.com/article/cmo-strategy/despite-covid-19-crisis-dc-cat-brand-still-launching/2245771

Using Comedy in Advertising: Who Should
Use It, When to Use It, and Where to Use It
Comedy in your advertising can get you really far. We’re talking over 100 million
views on YouTube far.
We’d be remiss not to mention the Harmon Brothers in an article on comedic ads.
Their viral ads have garnered tens of millions of views, converting viewers to customers
and creating brands that are hard to forget.
Have you ever heard of Squatty Potty, Poo-Pourri, or Purple mattresses?
https://www.digitalmarketer.com/blog/comedy-in-advertising-harmon-brothers/

ARTICLE

3.75 Methods to Fast Track
Your Marketing Using OPC
(Other People’s Credibility)
If you’re new to marketing
and you have no following
and no list, how can you
get started?

Common advice is to gradually, over time, build yourself up to become an
authority. You write a lot of articles and post them to your blog, you’re super
active in social media, you make videos, and generally you slog away until
finally people begin to notice you and buy from you.
Yeah. That’s a lot of fun.
But who says you have to start at the bottom and work your way up?
Wouldn’t it be great if you could borrow the credibility, charisma and
social following of more established marketers?
Let me tell you a story:
Michael was a totally average, ordinary guy. He didn’t stand out in a
crowd. In fact, Michael was actually kind of boring. Sure, he was a nice person.
But when you met Michael, there was nothing about him that made him
special. Five minutes after he left a room, everyone forgot he’d even been
there.
Then one day Michael got a job working directly with the Governor. He
appeared with the Governor at special events, at press conferences and on
the news.
Suddenly, Michael was a fascinating guy that
people wanted to talk to. They called him just to ask
his opinion or seek his help. They wanted to be friends,
to invite him to parties, and to brag about being his
friend.
What happened? Michael was still very much the
same guy. The only difference was that he appeared
with someone who held a great deal of sway with
others. The Governor was what you might call a “big
shot” in his “niche.” And because he was seen with the
Governor, Michael was suddenly perceived as being a
“big shot” too.
And this is how you fast track your own success in
whatever niche you’ve chosen online.
The first step is to have something to say. Hopefully
you are something of an expert in your chosen niche,
or you at least know enough to promote your chosen
products and create content.
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The next step is to associate yourself with the people
in your niche who already have a following. Without
going into terrific detail, here are 3.75 ways to do exactly
that:
1: Write Round-up Posts – You’ve most likely seen
blogposts that go something like this: “20 Online
Marketing Experts Give You 20 Ways to Make $1,000
Cash Fast.”
There’s more going on with those posts than meets
the eye.
The person who compiles the methods from experts is
getting their own share of credibility simply by being
associated with these names.
The experts will often promote the blogpost on their
social media accounts. These means more traffic and
more exposure.
And if you’re just starting out, it is entirely possible to
write your first round-up without interviewing any of
your experts.
If you are new to your niche, it might be difficult to get
experts to respond to your request for their solution to
your topic.
What you can do instead is search their own posts and
find what they recommend, then write it up in your own
words along with a link back to their original post.
Once this is done, email them to let them know how
much you respect their opinion and that you will be
posting their idea with full credit back to them in your
blogpost. They will almost never tell you NOT to do that,
but if for some reason they don’t want you to, this is their
chance to say so.
Then once you publish, let them know the article has
gone live in case they want to promote it.
Once you have your first round-up under your belt, it
will be much easier to get experts to respond for your
next expert’s roundup by showing them your previous
post.
Here are the steps to doing a round-up blogpost:
1. Choose your question for the experts
2. Find your experts and their email addresses
3. Reach out to them with your question
4. Write the article and publish
5. Promote the article

Round-up posts are great for building relationships
with other bloggers and influencers because you get at
least 5 points of contact with each one.
1. Your initial outreach
2. The expert’s response
3. Your email thanking them
4. Your email notifying them that the post is live
(include the link!)
5. (Hopefully) their email telling you they shared
the article with their followers, readers or subscribers
That’s plenty of opportunity to build rapport which
will come in handy later.
And your posts are chock full of association with
experts, taking you to expert status in the eyes of your
readers.

2: Guest Blogging – If you’re getting less than 250
website visitors a day, then believe it or not, your
priority should be writing for other people’s blogs.
They have the traffic and they have the credibility
with their readers. Your job is to write them a great post
that adds tons of value and by doing that, get some of
their readers to follow you over to your blog.
Find blogs in your niche that take guest posts. Write
an awesome article for them and include a relevant free
offer in your bio box. What’s a ‘relevant’ offer?
Something directly in line with the topic of the article.
For example, if the article is on commercial cat toys, the
freebie might be directions for making cat toys from
stuff lying around the house.
Done right, you can also mention the freebie inside
the article, too, if the site allows this. Readers click your
link for the freebie and sign up to your list.
Guest blog on as many popular sites as you can
within your niche, and people will start to recognize
your name and assume you are an authority they should
pay attention to.
Okay, now that I’ve given you the plan for guest
blogging, let me also give you a reality check –
depending on your niche, the plan I just outlined might
take a lot of time, effort and no’s from blog owners.
Some niches are overrun with people who want to guest
blog. And when bloggers in those niches haven’t heard
of you, they generally don’t feel a real need to let you
guest post unless you do a VERY good job of selling
yourself.
But there is a backdoor method that works really
well, and it’s built upon #1 above. Remember the roundup posts we talked about?
Once you’ve done a few round-up posts, go back to
your round-up of experts and contact each one, asking
to guest post. Offer to write a post on a topic that their
readers are passionate about. Not what you’re
passionate about, but THEIR READERS.
This is key to any guest post. Hopefully what their
readers want to read overlaps with what you want to
write about and promote.
Check their site carefully to see if there are guest
post guidelines. If there are, follow them meticulously.

Here’s an example email you might customize and
send to blog owners:
“Hi Joe,
Thank you so much for joining my recent
roundup post, your input was invaluable.
Today I was visiting your website (again!) and I
wonder if you accept guest posts?
If so, I have 3 ideas for a guest post that I would
love to submit to you.
Thanks so much,
Be sure to have your ideas ready to go. Give them
the working title, introduction, outline and approximate
word count of each.
If they choose one, get the article back to them
within the week. Some blog owners will have you
format and upload the article yourself while others will
prefer to do it themselves. Remember to include any
photos.
And most important of all, remember to include your
author bio. This is where you’ll convert their readers
into your own subscribers, usually by offering
something totally relevant to the article and free for
subscribing.
Keep your bio to 50 words or less and write it in the
third person. Tell the reader what to do, how you can
help them and include your link. If possible, include a
photo of yourself, your credentials, and something that
makes them smile such as a quirky detail about yourself.
3: Get Booked on Podcasts – Find the podcasts in
your niche and get yourself booked on them.
Create a list of prospective podcasts, looking for the
podcasts that are a good fit for your topic.
You can start this process with a simple Google
search using your key term plus the word “podcast.” Pay
attention to their social media following, reviews and
any requirements for getting yourself interviewed.
You can also find relevant podcasts through your
LinkedIn connections, inside Facebook Groups, with a
BuzzSumo Keyword Search, on trending Apple Podcasts
and so forth.
In addition to approaching podcasts one on one, you
can also use a service such as PodcastGuests.com which
puts podcast producers and hosts in touch with guests
like yourself. Create a powerful profile and get the paid
version to be promoted to their subscribers.

Pitch your prospective podcasts by showing the value you have to offer their
audience. What makes you stand out in your niche? What can you talk about that is
interesting to the audience and also helps you to get new subscribers and customers?
Don’t be super-salesy here. Your goal is to show them what you can do for them
and their audience. And don’t forget to tell them you’ll market their podcast on your
platforms as well.
Follow up as needed to get booked. Make sure you have your messaging down
before you appear. And don’t forget to mention your website and your free offer at
least three times during the podcast. The host will often do this for you if you arrange
it ahead of time.
And by the way, some of the experts from your blogpost round-ups and your guest
blogging will also be podcasters, so don’t forget to ask to be their guest as well.
3.5 Publish a Book
Notice I said “publish” and not “write”. Remember #1 above? Now you’re going to
do it in book form.
Once you have several round-up posts in your portfolio, you will also have
relationships with many of your experts.
This is when you choose a topic that merits an entire chapter from each expert. Our
earlier example of, “20 Online Marketing Experts Give You 20 Ways to Make $1,000
Cash Fast” could work for this as well, although I might change it slightly to, “20 Online
Marketing Experts Give You 20 Ways to Make $1,500 Every Month.”
Approach your 20 or so experts and propose your book idea. You might even
become an affiliate for the products they will promote in their author boxes inside your
book. And you might also do live interviews that book buyers get access to for free.
If you really want to make it simple for your experts to participate, do an interview
with each one. Have the interviews transcribed, and then convert each one into a
chapter. This will take some rewriting, but you can always outsource it if necessary.
3.75 Next Level Thinking
Conversely, you could combine the interviews with the chapters and turn this into
a monthly membership as well. The key here is to make the interviews highly relevant
and cut out all the fluff. Good interviewing and excellent editing will help with this.
Remove the small talk, the umms and ahhs, and keep a fast pace of awesome content
that hold the listeners and readers spellbound.
Charge $10 or $20 or more each month, do one interview each week, and then
promote the heck out of it. Personally, I would keep the monthly membership cost low
and always act as the affiliate for the special offer your experts will make at the end of
each interview.
Be sure the interviews contain PLENTY of great info on their own. This should be
90% content and only 10% selling. But what a great system for someone who is just
starting out!

Editor:
Hello and welcome. Joining us this time is a true veteran of the
internet marketing scene and someone who, if you don't
already know, you will soon want to. He's been called one of
the most genuine and most respected marketers in the world
today. And in this session you'll hear why he thinks it's
important to choose who you listen to, why you should have a
loose plan, but also still be open to change and why age isn't
an issue. It's my pleasure to welcome to the show Willie
Crawford.
Willie Crawford:
Thank you very much. It's my pleasure to be here.
Editor:
Well, you've been around on the internet marketing scene
now for many, many years. How many years has it been and
how did you get started?
Willie Crawford:
I've been around since 1996, at that time I was in the United
States Air Force and I had been trained in economics and
business in college and I was ready to start a business of my
own, even though I had six years before I would retire from the
military. And so, it was an office job where I had access to the
early internet and I looked out and saw advertisements on the
internet that said you could make money by doing different
things and so I just started doing them.
Editor:
That's an amazing story. And here we are now all these years
later and you're still as active or possibly even more active than
ever. What kinds of things are you working on at the moment?
Willie Crawford:
Well, my biggest thing right now is doing the rank and rent
websites and I'm actually working on putting together a course
on how to do that because it's fairly easy to build a website
and even to rank it in the search engines, but to find a tenant,
a renter, that's the challenge for a lot of people. And so I
decided to do a six week course, six one hour sessions and so
I'll have six hours of recorded audio and video and the
transcripts and I'll sell that as one of my many, many products.
Other than that, I'm turning 61 next month and I want to work
less. And so I'll still do some consulting, and I'll do some
internet marketing where I'll mail out a newsletter several
times a week, but I won't do much else.

Editor:
I was going to say, you're going to make sure that you
match the lifestyle to what you're doing online as well. So
that's the dream I think for most people, isn't it?
Willie Crawford:
Yes it is. And I'll have my military pension and when I turn
62 I'll get a social security pension, they call it. And so I'll
have like lots of sources of income, I don't need to work
18 hours a day and anymore. I've done that in the past
and it's sort of crazy.
Editor:
I can imagine it. So Willie, what made you want to get into
internet marketing in the first place?
Willie Crawford:
Well, when I looked around I was just trying to figure out
what I could do. And I came across a number of people
who said what you do is you build an audience and you
find out what they want. And you offer it to them, but
what really made me get into internet marketing was the
fact when I first started, I was flying a C-130 aircraft and
so I was flying all over the world and I put in like 16 to 18
hours crew duty day and then land and then try to do
some work on the computer. And so I needed something
that was portable, so that no matter where I was, as long
as I had access to the internet, I could work on my
business too. And so that's sort of what nudged me
towards internet marketing.
Editor:
Got you. And then how easy or how hard did you find it
right back at the very start?
Willie Crawford:
It was very difficult at the very start because the standard
crew duty day is you were expected to put in up to 18
hours working from when you first showed up at the base
operation to plan your mission. And so I'd work up to 18
hours, then land and then get on the computer and
maybe put in another four hours maybe. So some days,
some nights I slept maybe two hours and I'd fall asleep at
my keyboard and I'd wake up and because I'd had my
hand resting on a computer the screen would be full of Zs
or whatever. So it was exhausting at first.

Editor:
Wow. And now here you are, as you say, you are about to hit
your 61st birthday, did you say next month?
Willie Crawford:
Yes.
Editor:
So as a man in your 60s I guess what you're saying is that age
isn't a barrier to this, that the internet is kind of levelled the
playing field for everyone no matter what age you are.
Willie Crawford:
Yes, I've seen people as young as like 14 starting online
businesses and I've seen many people in their 70s and even
80s. I used to attend a lot of seminars and conferences and I'd
sit and talk to people in their 70s and 80s and they were very
lucid first of all. And so we were all sharing the same
experiences, the same dreams and hopes and so it was just a
matter of figuring out what ... Putting all the pieces together.
But anyone can do it though regardless of age.
Editor:
And obviously since you got started back in 1996 the internet
has developed, it's evolved, it's changed massively from what
it was then to what it is like today. Would you say it would be
easier or harder to get started today?
Willie Crawford:
It's easier to get started because there's more tools, more
training, more people who have experiences you can tap into,
the problem though is knowing who to listen to because there
are lots of people who when they first start, they do what we
call fake it until you make it. And so there's a lot of training out
there that's nothing but theory and so you have to be very
careful who you listen to. But then at the same time, I look
back at all the people that I've encountered over the past 24
years online and fully, 80% of those people are not in business
online anymore. So I guess they burn out if they are
disingenuous.
Editor:
Yeah, of course. I mean, you're absolutely right. And if you
were starting out now today, what do you think maybe you
would do differently to what you did back then? I mean, as you
say, there are more tools around these days, do you think that,
that would make things easier for you?

Willie Crawford:
I would focus on a different market. I would focus on the one I'm focusing on now. When I first went into business
online, I focused on teaching ordinary people to build a business, to take their knowledge, their skills and create
information products and then sell those and build a mailing list and market their products and other people's
products to their list. And so I've worked with a lot of people who had no, absolutely no business experience and
many of them were unwilling to learn the skillset they needed to. And probably 90% of them never had any major
success. And so today if I started over again, I would focus on business owners, which is what I'm focused on now
anyway because they have experience running businesses, they have the pressures of running their business, they
have to make decisions, tough decisions. And so they are more ... I enjoy working with them more, I guess I should
say.

Note from the editor:
This is a bridged version of the full interview
which is available to listen to separately.

7 Strategies to Begin Earning a
Real Income Online in 30 Days
Has the pandemic temporarily canceled your job?
Here are 7 ways to start building an online income that
can be fairly impervious to pandemics, layoffs or anything
else the future might throw at you.
Please note: The 30 day timeline is somewhat
arbitrary. When done right, some of these can begin
generating income is far less than 30 days. Some might
take a little longer. And all will depend on your execution.
As they say, your results may vary.
How much can you earn? That will depend on the
method and again, your execution of that method. It is
perfectly reasonable that even most newbies can earn
$500 a month through any one of these methods and
scale it up to far more than that over time. But again, your
results will depend on your efforts.
Pro Tip: I don’t have room to go into tremendous
detail for each one of these. Then again, all of these are
simple enough that you don’t need a lot of detail to get
started.
Read through this entire list and find the one that
strikes a chord with you. Make note of anything you don’t
know about it and start researching via Google and
YouTube.
Don’t think you have to know every step before you
start – you don’t. Often all you need is the first step, and
then the next, and then the next…
Fortunes have been built this way by people who were
no more special or extraordinary than anyone else.
You can do this.
Let’s get started:
Strategy #1: Affiliate Marketing via Brick and Mortar
Businesses
You can make money with this method by either using
your own customer base or by helping other brick and
mortar business people to stay afloat as they navigate
these interesting times.
The key here is to choose a proven digital offering that
matches the customer base.

Here’s an example: There is a local business where I live
that offers yoga, qigong, tai-chi and meditation classes. They
are now closed because of the pandemic and earning no
money.
They have two options:
1: Stream their own classes online for their students. This
isn’t a bad idea at all. They can charge for an online
subscription and have their teachers continue to teach over
the internet.
2: Find proven digital products that match their customers’
needs. Ideally, these proven digital products will be
subscription based and pay a lifetime commission on referrals.
By promoting an established membership style website,
their customers are likely to get a much better user experience
than if the business begins streaming their own classes.
And because it’s a monthly subscription with lifetime
commissions, the business can continue to make money even
after they reopen their studio. Plus the business doesn’t have
to go through the trouble of creating a program – all of the
work is already done for them.
They simply send out emails to their lists with the offer, as
well as offering it through their social media profiles.
What about everyone else?
What if YOU don’t have a brick and mortar business, or you
don’t already have a list of subscribers or a social media
presence?
Then you can help businesses in your town to survive. Most
traditional type of businesses do not understand affiliate
marketing or even online marketing, other than having a
website and building a list of their customers.
You can offer to show them how they can make a real
income online by helping their customers to get what they
want, too.
You can charge a flat fee or a percentage of income earned.
And you can do it all from the comfort of your own home,
over the phone and the internet.
Strategy #2: Host a Virtual Summit
This is such an awesome business strategy for people with
NO list and NO product.
Think of a virtual summit as a conference that takes place
online. It requires very little overhead, isn’t complicated and
you can drive traffic and sales quickly by leveraging other
people’s lists.
First, you pick a topic. Examples are: How to market to your
list, how to make the most of this self-quarantine, how to look
and feel younger, how to improve your brain, how to start and
run an online business… you get the idea.

Once you have your topic, you approach experts on
the topic and ask them to participate. Each expert will be
interviewed by you for approximately an hour on a
certain aspect of the topic.
You create a landing page to collect email addresses
and a sales page to sell the summit recordings.
People who sign up can access the recordings for free,
but only for a short time. For example, if you have 15
experts, you might release 3 recordings each day for 5
days.
You might give your new subscribers 48 hours to
listen to the calls before they disappear. And of course,
you sell full lifetime access to the recordings for a price
of $47 or $97.
At the end of each of the interviews, you allow the
experts to offer one of their products to your listeners,
preferably with a discount.
And all of your experts are expected to promote the
summit to their list. You pay them a percentage of the
lifetime access price, such as 50%. And you’re an affiliate
for the product they promote at the end of each call,
which again typically pays you 50%.
These percentages are negotiable. This is a great
business model because you are very quickly building an
active list of subscribers and making money, too. Talk
about a win/win!
And you can continue to sell to your new subscribers.
For example, if you’re a coach, you could sell coaching
services to them, or other affiliate products, or anything
else that directly relates to your initial topic.
Strategy #3: 30 Day Challenges
This works especially well if you already have a social
media presence or an email list, but it’s not a
requirement.
A lot of people are home right now, wondering what
to do with their days.
And these same people have goals. Maybe they want
to lose weight, learn a new skill, create something and so
forth.
Here’s what you do: Choose a topic and the
appropriate product to promote. For example, if your
topic is weight loss, you might choose an affiliate
product to promote that shows people how to lose
weight by exercising at home, reduce binge eating
through meditation, and using hypnosis to reduce
appetite.

Then you announce you’re having a 30 days challenge
with prizes. Everyone who gets the product and joins
your challenge can participate on your private Facebook
Group and cheer each other on. You provide plenty of
extra support, feedback, bonuses and so forth. Make it
super fun for everyone, so that no matter how much
weight they lose, they still come out a winner.
Your prizes don’t need to be super expensive but they
should be something people want.
You can repeat this every 45 days or so, with 15 days
to sign up and 30 days for the challenge.
Strategy #4: Write a Book
Whoa! I know what you’re thinking… that writing and
publishing a book in 30 days is crazy, insane, not possible,
etc.
But here’s something you might not know – people do
it all the time.
First, there is no length requirement for an electronic
book such as those you find on Amazon’s Kindle. If 30
pages is enough to get across the information, then 30
pages is all you need.
Second, Amazon is one of the biggest search engines
in the world, as well as the #1 digital retailer in the world.
They already have the customers. All you need to do
is provide the product, which in this case is a Kindle book.
Choose a topic that people are interested in. The first
one that comes to mind is how best to survive and thrive
during a pandemic, but there are thousands of other
possibilities.
If you’re an expert at something, or if you have a
particular interest in a topic that interests others, then
you’ve got a great head start.
Do your research online and write your book in your
own voice. Your goal here is to help your reader achieve
an outcome or solution, such as learning how to do
something.
And above all else, do not be boring. Add your own
interesting stories and charisma to the book to make it
informative and entertaining.
Think of the teachers and professors you’ve had over
the years. If you had them all teach the same material,
wouldn’t you agree that some of them would still be
more interesting and entertaining than others? Be that
fun teacher who makes the topic sing.
If you can’t type or you just don’t want to, use
transcription software such as Rev.

Get your cover done by a graphic artist on Fiverr or
100Covers.com. And get your book formatted at
FormattedBooks.com.
Do some research online to learn how to launch a book
and make it a bestseller. Generally, you’ll be spending about
the same amount of time promoting your book as you do
writing it.
With the right concept and great initial promotion, your
book may continue to make sales without further
promotion for a good long time.
Then rinse and repeat.
Strategy #5: Coronavirus t-Shirts
Okay, this is going to encompass a whole lot more than
just t-shirts, but t-shirts seem like a great place to start.
With the advent of a global pandemic, there is now an
almost entirely new niche.
While the pandemic is happening (several months or
possibly longer) you can sell anything and everything that
helps people get through this traumatic time, whether it’s
something to make them smile (hence the t-shirt)
something to occupy their time, or things they need for
peace of mind.
If you go to Google and search for “flatten the curve tshirts” and then click on images, you will find that sellers are
indeed creating and selling a wide variety of these shirts.
Personally, I like the commemorative shirt that reads, “I
helped flatten the curve, 2020.” “Stay calm and flatten the
curve” is a good one, too.
Search for “pandemic t-shirt” and you’ll see, “Baby’s first
pandemic” and “Never underestimate a nurse who survived
the pandemic.”
(That last one gave me a lump in the throat – not all
nurses or doctors are surviving this. Infinite gratitude to our
first responders and medical teams around the world, they
are our real rock stars and heroes, and we thank them all.)
No doubt there are many other pandemic shirts to be
created and sold because humor is one of our best weapons
for getting through tough times.
Other products to consider selling – anything that keeps
people busy while they are stuck at home. Things to occupy
children’s time that can be immediately downloaded is
selling especially well. For example, science experiments
your child can do with ordinary household items, and art
projects for a rainy (or self-sequestered day).

Jigsaw puzzles are selling so fast, stores ran out in early
March. In fact, I imagine that any family type of game or activity
will do quite well for the next few weeks and months.
There’s something called a “Coronavirus Plush”, a stuffed toy
meant to resemble the virus. I have no idea if it’s selling or not.
https://www.reddit.com/r/INEEEEDIT/comments/fntiln/coron
avirus_plush/
And then there’s a coronavirus blanket. Perhaps it’s to keep
you safe from the virus? Strange is the best word to describe it.
https://smile.amazon.com/Warm-Tone-Corona-Virus-HoodedBlanket-Double-Sided/dp/B0857FY6WV/
You could create books or courses for kids in no time and
start selling them in just days. Enlist the help of your own
children to tell you what kids want to do most.
A lot of people would love to know how to make more
money from home. You might be a good example of this.
This is the perfect time for people to learn a new skill and
you can teach it to them.
Guides for couples on how to survive being cooped up
together 24/7 could be handy. Pandemic recipes, pandemic
games, pandemic meditations… the list is endless.
I think right now just about anyone who is a good listener
could start a service where they will simply listen to someone
for 30 minutes for a fee. There are a LOT of scared people out
there who need to talk to someone, and not everyone has
someone they can talk to.
But don’t stop there… think about the time when things are
getting back to normal… what will people want then?
And afterwards… things like preparedness kits might do well,
as well as celebratory products. It’s difficult to say right now
exactly what people will want when this is all over, besides the
things they usually want. They say that after the pandemic of
1918, most people never even wanted to talk about it again,
almost like it didn’t happen.
My point is, there are plenty of products you can be selling
right now. As to new products for after the pandemic when
things are starting to normalize… we’ll just have to see.
Strategy #6: Sell Advice (or Listen) by the Minute
Clarity.fm connects experts (that’s you) with people who
have questions.
Your clients book calls with you on the website, and then
they are charged by the minute.
This is a great way to do initial consultation calls, too. And
the system is drop dead simple to use
The questions are, what expertise do you have? What will
others pay you to learn? Who are your clients for your service?

If you’re an online marketer, people might pay
you to help them choose a direction for their new
business and get started.
If you’re a health coach/consultant/teacher,
people might pay you to customize a plan they
can use to get in better shape without leaving
their house.
As we mentioned earlier, there are a LOT of
people out there who simply need someone to
talk to. Listening services have been gaining in
popularity for some time now, and with everyone
isolated in their homes, I suspect they are going
to explode over the coming days and weeks.
You might even have different pay levels for a
listening service, so that people can pay at the
rate they want to pay at. Some can afford more,
and others can only afford less. And when this
crisis is over, because you were there for them
now, I’ll bet that many of these people continue
to use your service.

If you’re an online marketer, people might pay you to
help them choose a direction for their new business and
get started.
If you’re a health coach/consultant/teacher, people
might pay you to customize a plan they can use to get in
better shape without leaving their house.
As we mentioned earlier, there are a LOT of people out
there who simply need someone to talk to. Listening
services have been gaining in popularity for some time
now, and with everyone isolated in their homes, I suspect
they are going to explode over the coming days and
weeks.
You might even have different pay levels for a listening
service, so that people can pay at the rate they want to
pay at. Some can afford more, and others can only afford
less. And when this crisis is over, because you were there
for them now, I’ll bet that many of these people continue
to use your service.
Strategy #7: Paid Membership
You might think this strategy is too advanced for
where you are right now in your online marketing career,
but I’d like to suggest that it isn’t.
To create a paid membership site, you need three
things: Content, a system to run the membership site, and
paying subscribers.
Can you either source or create content? Sourcing
means you obtain it from somewhere other than yourself,
such as interviewing other experts, using private label
rights and so forth.
Of course you can. If you’re not a writer, you can get
content from other places, so that obstacle isn’t an
obstacle at all.
Can you set up a membership site? It’s far easier to do
this than in the old days when you actually had to know
something about software and whatnot. Now you can
simply use a Wordpress plugin such as MemberPress.
Which brings us to the last bit of the puzzle – getting
new members. If you already have an email list, then you
can start there along with getting affiliates. Fortunes have
been made this way. Set up a sales page, drive traffic and
get new members.
But what if you don’t have a list, you don’t have any
affiliate contacts (yet) and you don’t have money to drive
traffic?
Here’s what I would do in that case: Assuming you’ve
done your research and picked out a great niche that
people are passionate about, start giving away ‘some’
free content. Just some. Newspaper sites do this all the
time. They’ll let you read 5 free articles a month, but then
to read more you need to subscribe.
Or you can give away the first portion of content, and
to get the rest and everything else inside of the
membership, they have to subscribe.
And there you have it – 7 ways to start earning money
online while you’re self-isolating at home.

Maybe The Super Successful Aren’t as
Smart as We Think
Most people who achieve extraordinary success are not extraordinary themselves. We
might think they are geniuses, but it turns out they are typically of average intelligence.
What makes the difference, then, if it’s not how smart they are?
Most successful people simply hang in there. There’s no trick or secret formula. It’s a matter
of deciding what you want, starting, and then never stopping until you reach your goal.
This explains why nearly all successful people have had a number of failures.
Countless self-made millionaires have declared bankruptcy multiple times.
Inventors first find tens and hundreds of ways something won’t work until they find the
method that will work.
Online marketers will try a dozen things before they find the one that works for them.
Failure is an integral part of becoming successful. You can call it ‘paying your dues’ or getting
your education. The bottom line is, as long as you keep going towards your goal regardless of
how many times you stumble, you’ll inevitably be successful.
Successful people also tend to be arrogant. If you think of someone who comes from a
background of poverty, and yet declares he will start and run a business that earns him millions
of dollars, he’s going to sound arrogant.
Aspiring to do the ‘impossible’ will always make you sound arrogant, at least until you do it.
It took arrogant people to figure out how to transmit voices from one place to another, to learn
to fly through the air and go to the moon, and to create the first real medical cures.
Everything great that’s ever been accomplished has been done by someone who sounded
to others as though they were arrogant.
I imagine the first person to declare they would make a vaccine against influenza viruses
sounded pretty arrogant.
Yet now we make flu vaccines against four different viruses every year, and pretty soon that
number will be five once they have the vaccine for COVID-19.
Another thing successful people do is learn to use the talents and abilities of other people.
It’s rare indeed that anyone has a major success in online marketing without the help of many
other people.
Think of yourself launching a product – odds are the information you’re putting into the
product is a combination of what you’ve learned from your own experimentation, as well as
what you’ve learned from others. You might use writers and tech people to help you put the
product together, to create the website, sales pages and emails and so forth. You’ll be using JV
partners and affiliates to get the word out, as well as asking your customers to tell others via
social media. It’s a team effort.
Lastly, successful people think of themselves almost as gods who are able to direct their
lives and make things happen. They never choose the victim mentality, no matter what
happens. They know they are in charge of their lives, their futures and their success. This gives
them the confidence to make connections, move mountains and get things done.
To sum up, successful people aren’t necessarily geniuses; they’re just tenacious. They don’t
mind failing repeatedly to become successful. They can be arrogant in their goal and act like
they are a god in directing their own lives. They welcome plenty help from others, too.
And isn’t that the best lesson of all, that no matter what we’re going through, what our goals
are and whatever our challenges might be, that we can always turn to others for help.

Do These 5 Things
and The World
is Yours
These are 5 things your customers want
from you.
These are also 5 things that your spouse
wants from you…
…your children want from you…
…and your friends, coworkers, neighbors
and bosses want from you.
And they are the 5 things that YOU want, as
well.
This comes from a book titled, “The One
Sentence Persuasion Course – 27 Words to
Make the World do Your Bidding” by Blair
Warren and I highly, HIGHLY encourage you to
read it.
Because while I will share the 5 things here,
to entirely understand the importance and
correct use of each, you’ll want to read the
book. In fact, it might be the best money you’ll
ever spend.
Here are the 5 things you need to influence
others:
1: Encourage their dreams
2: Justify their failures
3: Allay their fears
4: Confirm their suspicions
5: Help them throw rocks at their enemies
From the book: “They are the most
important because they are simple, they are
immediately useful and they can be
frighteningly powerful. Hitler used them and
nearly took over the world. Cult leaders Jim
Jones, David Kores and Marshall Applewhite
used them and commanded such loyalty that
many of their followers willingly – even eagerly
– died for them.”
Imagine what these five tools can do for
your marketing.
Trust me – get the book.

Need Fast Cash? Do This:
Sell stuff on eBay, Etsy and any other marketplace that works for you.
What can you sell? Anything you can make or get your hands on. You might have some
things in storage right now that you can sell. Maybe you order things to sell, or talk to your
friends and neighbors, or…
Just put on your thinking cap and don’t forget to use your imagination, because there are
literally millions of things you can sell in these marketplaces.
Here’s the key to doing this long term: Create a list of all of your buyers. Bribe them to get
on your email list, and then when you have new stuff to sell, you tell them first.
I’ve seen sellers sell out of their items as fast as they list them by building and staying in
touch with their list.

Because We NEED a Laugh
Right Now…
Your clients and customers could probably use some humor right now.
These jokes came from social media, but a quick Google search will find
plenty more that you can enjoy yourself and share with others.
~~~~~~~~~~~
I’ve been waiting for the perfect time to change my Netflix password so
my ex can’t use it anymore and it doesn’t really get much better than a
national lockdown. - @amelianashh
~~~~~~~~~~~
In an unsettling reversal of my teenage years, I am now yelling at my
parents for going out. – Brigid Delaney
~~~~~~~~~~
A bar in my neighborhood is delivering entire liters of their premixed
margaritas for $25 and you get a complimentary roll of toilet paper with
your purchase and it’s really starting to feel like there are no rules anymore.
– Ryan Brooks
~~~~~~~~~~
AMERICA, EVERY WEEKEND: “I just wanna Netflix and Chill lol.”
THE WEEKEND EVERYONE NEEDS TO STAY INSIDE: “It’s my God-given
right to go outside and lick whatever I want.” – Jake Whitacre
~~~~~~~~~~
America sure is having some bad luck. It’s almost like it was built on an
ancient Indian burial ground. – Bea_ker
Pretty sure it’s not just America. In Australia we had fire, then flood,
now this. Thanks 2020. My husband told me last year that he felt like 2020
was going to be the start of something awesome. I’ll make some PSA’s next
time he says that, so we can all prepare. – The Knight Owl
~~~~~~~~~~
“Why is my sister’s name Paris?”
“Because we conceived her in Paris.”
“Thanks Dad.”
“No problem, Quarantine.”
~~~~~~~~~~
Sometime in the future…
“Dad, why aren’t there handles on doors anymore?”
“Son, it’s time I tell you about the year 2020…”
~~~~~~~~~~
What a f***ing year this week has been. – Han Dolo
~~~~~~~~~~
Finland just closed its borders. You know what that means… no one will
be crossing the finish line. (sorry)

“In my whole life, I have known no wise people who didn’t read
all the time. None. Zero.”
– Charles T. Munger
“What I love most about staying home to self-quarantine is who
I share it with.”
-Anonymous
“Be patient. It won’t happen overnight. Just hang in there and
have faith that it’ll work out.”
– Robert Tew
“Everything is better in your pajamas.”
– Said everyone, ever
“It’s hard to believe that we even have to post this. Do not call 91-1 just because you ran out of toilet paper. You will survive without
our assistance.”
- Actual statement posted by the Newport, Oregon, USA Police
Department
“Work until your idols become your rivals.”
-Anonymous
“Success isn’t owned. It’s leased, and rent is due every day.”
– J.J. Watt
“It is only in our darkest hours that we may discover the true
strength of the brilliant light within ourselves that can never, ever,
be dimmed.”
– Doe Zantamata
“I will love the light for it shows me the way, yet I will endure the
darkness for it shows me the stars.”
– Og Mandino
“The greatest glory in living lies not in never failing, but in rising
every time we fail.”
– Nelson Mandela
“Every adversity, every failure and every heartache carries with
it the seed of an equivalent or a greater benefit.”
– Napoleon Hill

THE BIG
SECTION

CoronaPhoenix
Or…

What is a Marketer Supposed to Do when Everyone is
FREAKING OUT about a World Pandemic and the
Economy is in the Toilet?
Are you a Phoenix in the making? I certainly hope so.
Greek mythology tells the tale of a huge feathered creature with talons and wings, its plumage
radiant and beautiful. The Phoenix lived for 500 years before it built its own funeral pyre, burst into
flame and died, consumed in its own fiery inferno.
But soon after, the mythical creature rose out of the ashes in a transformation from death to life.
This story of rebirth has been retold countless times throughout history, but my favorite version
is from Egypt.
In Egyptian mythology, the Bennu was a self-created being that played a part in the creation of
the world. This large heron-like creature flew over the waters that existed before creation, landing
on a rock and issuing a call that determined the very nature of creation.
Two of Bennu’s titles were, “He Who Came into Being by Himself,” and “Lord of Jubilees”,
referring to the belief that Bennu periodically renewed itself like the sun.
The name Bennu is also related to the Egyptian verb wbn, meaning “to rise in brilliance” or “to
shine”.
When you rise like a Phoenix from the ashes, you emerge from a catastrophe stronger, smarter
and more powerful than before.
And when you issue a call like the Bennu, you determine your own nature of creation.
Thanks to the pandemic, we are now going through a time unparalleled in the last 101 years.
Add in the presence of the internet, and this time of change is unparalleled in all of history.
Now here’s your dilemma…
You can curl yourself into a ball and wail that the end is near. You are a victim of the time, the
place and the circumstance. You had nothing to do with the creation of this pandemic, and yet it has
changed your life for the worse. Your job is in peril or gone. Your social life is no more. You are
trapped in your house or apartment, your savings are dwindling, your fear of getting sick and dying
is commensurate with your age.
You are a victim of this time in history, and no one will dispute that.
But there is another path to take.
No matter what our circumstances, be they good or bad, we still get to choose how we view those
circumstances and what we do with them.
No matter what happens today, no matter what’s in the news, no matter how long this lasts; as
long as you remain healthy, you still get to choose how you will think, feel and act.
While others are excelling in their victim roles, you can choose to be the Phoenix and the Bennu.

You Can Both Rise from The Ashes
And Speak Your Destiny
You can make a decision that from this moment forward, you will use the very circumstances you
are in to create a life for yourself that is ten times or even hundred times better than it was at the
beginning of this year.

Every time there is a recession, a lot of people lose money and a few people become millionaires
or even billionaires. These are the folks who recognize that with great challenge comes great
opportunity, and with great adversity comes the potential for gains not seen in good times.
It’s up to you. Curl in a ball and I won’t think anything less of you. It’s what most people are
figuratively doing, at least initially.
But if you choose to fly like a Phoenix or a Bennu, know that I am here to support you in every
way possible.
Now then, if you’re still reading, I’m confident you have chosen the higher path.
And so let us begin…

A quick story…
When I was a kid growing up, the factory workers in the next town over went on strike. And
because the factory employed half the people in the area, things got real tough real quick for
everyone.
The strikers were scared and running out of money. Management was scared but acting tough.
And nobody was spending money.
The local car dealers were especially hit hard and they couldn’t sell a single car during the strike.
All but one of the sales people were so discouraged, they just sat around all day talking about how
terrible things were.
But that one young guy didn’t sit around at all. He took advantage of the down time to personally
visit every house on every street in our town and the next town over.
He’d knock on the door, smile real big, introduce himself, hand over his card and ask if someone
in the house worked at the factory. If someone did, he would tell them how much he admired them
for going on strike and how he was rooting for them, and to please let him know if he could do
anything for them.
Often times this would result in a rather lengthy conversation, sometimes over a cup of coffee or
a beer. Friendships were made. And unless they asked, he never once brought up new cars. Of course
if they did ask, he was happy to tell them all about the new models that were coming in, should they
ever be in the market.
Then he’d go to the next house and do the same thing.
He did get called a few times, usually by older folks who needed a little help or just a bit of
company. And he did get invited to various birthday parties and whatnot by his new friends.
When the strike ended, the workers had a brand new 5-year contract and a big pay raise. And to
celebrate their good fortune, some of them wanted a new car. Now who do you think they went to
for that car?
People flat out refused to let any other car salesman help them. They’d patiently wait an hour or
more just so they could talk to the young guy who knocked on their door to offer help when they
were down.
That young salesman broke every single sales record that year and for the next decade, because
he was there for his prospects when they needed a bit of encouragement.

A quick question
I was watching a segment on late night television during the first week of March. They were
interviewing people on the street about the coronavirus, and when they asked one man what the
coronavirus was, he didn’t know.
I mean, he actually did not have a clue. While the whole world was talking about nothing else, he
had never even heard of coronavirus.
So, here’s my question for you: If you didn’t know what was going on in the world right now, what
would you do? Odds are you would keep doing exactly what you’ve been doing. And if that’s online
marketing, you would simply continue with your online marketing.

And I can almost guarantee you that by doing what you’ve always done, you would still be making
sales.
Stop worrying that “this isn’t the time” and realize that this could be the best time ever to get a
huge competitive advantage that you can benefit from for months and years to come.

The Mindset that Defeats Fear and Incites Massive Action
I was once caught in the path of a HUGE storm. This was the sort of storm that snapped full grown
trees in half or ripped them out of the ground. The kind of storm that removed your roof if you were
lucky and removed your entire house if you weren’t.
And I was in its path with no way out.
I’d known fear before, but not this kind. This time I knew that something big, furious and totally
out of my control was barreling down on me, and all I could do was wait.
That’s why, for a few minutes, I found myself curled into a ball on top of my bed. Because I was
so numb with fright, I couldn’t even think straight.
But while lying there, I managed to start breathing again, and relaxing just enough to realize I
wasn’t helpless. Not at all.
I started to put together a plan and pretty soon I was on my feet and coordinating my family on
what to do.
Depending on where you are in the world, you’re somewhere in that storm. You might be waiting
for it to get worse – a lot worse. And no one would blame you for curling up into a ball on your bed
like I did. In fact, if this will help, you might set a timer for 30 minutes and do just that.
When the timer goes off, get up, because now we’ve got work to do.
The “economy” - whatever that means - is something you have no control over, so ignore it.
Ignore the pundits who are wringing their hands and talking about financial crisis nonsense. Ignore
the continuous gyrations of the various markets. Ignore the bellyaching that says we are in a
recession.
Instead, realize this:

You Are Your Own ‘Economy’
You are the one who will make or break your finances. You are the one who runs your world. You
are the one steering your ship – no one else.
We don’t know how long this will last, but it’s an almost sure bet that you have at least 60 days
to focus and achieve at least one BIG thing. This could be to add significantly to your bottom line, to
produce a hot selling product with a massive launch, to learn a new skill that will pay off in a big
way… whatever you want to do, you now have about 2 months to totally focus on it and get it done.
This is your chance to work on your business instead of working in your business. Working in a
business is just maintaining it. Working on a business is growing that business.
Most people are going to waste this precious time. Don’t you be one of them!
2 to 12 months from now, things will be getting back to ‘normal,’ whatever that means. It might
be a slightly different normal, and that’s okay. We will not devolve into some post-apocalyptic
hellscape, so stop watching those kinds of movies.
Humans have survived pandemics for hundreds of years and likely longer than that. We always
survive. We’re kind of like cockroaches that way. Nothing keeps us down for long. This is a brief
hiccup in the space-time continuum that will give you stories to tell your grandkids.
Already China is beginning to get back to normal. All of their makeshift hospitals are closed. All
42 Apple stores are reopening. China is reopening theme parks. Cases have dropped sharply in Korea.
And all over the world, scientists are working relentless to discover which treatments, drugs and
vaccines will work against this virus.
Yes, it’s going to get worse in many places before it gets better. But if China and Korea can get
out the other side of this, then so can we.

Know that some people have made their FORTUNES during the worst of times. You could be the
next one, but only if you turn off Netflix and get busy.
People will be selling things during this entire covid-19 period. They will be selling day and night.
And many of them will indeed make fortunes. Never before have we had so many captive people
with so much time on their hands, surfing the net and looking for help, instruction and something to
get their minds off what’s going on outside.
You can be reactive and react to what’s happening with a fearful mindset.
Or you can be proactive and lean into what’s happening with a hopeful, optimistic mindset.
With that in mind, here are 5.5 tips to help you succeed, whatever your goal might be:

Step 1: Program Your Subconscious
The time to position yourself for massive success when this crisis passes (and it will) is right now.
You’re most likely at home now with extra time, so let’s make the most of it.
The first step is to get your thinking where it needs to be. Focusing exclusively on the news and
how terrible the situation is won’t help you to be productive in the slightest.
Limit news intake to once per day. Focus on what you want, not what you don’t want. This is such
basic advice, but for most of us it’s the advice we need right now.
Start feeding your mind positive thoughts both night and day. Did you know that 90% or more of
your actions come about because of the programming in your subconscious mind? And that the best
way to program your subconscious mind is to do it when you’re sleeping, relaxed or paying attention
to something else?
Find YouTube videos of affirmations that play for hours. Or you can find one you like that plays
only for a short while and loop it so that it repeats over and over.
If you’re going to bed, turn the recording on loud enough to hear and quiet enough to sleep and
let it run.
If you’re awake, play it in the background while you do other things. Again, play it loud enough
to hear, but quiet enough that it doesn’t distract you.
It’s amazing the difference this one simple step can make.
Be grateful. Go through your day thinking of all the things you are grateful for. Make lists and
read them aloud. Express your gratitude when you wake up and when you go to sleep.
These are such simple things, but over time they make profound changes in how you see the
world and how you respond to opportunity in your life.

Step 2: Choose Your Point of View
I’ve heard from some marketers who are afraid to send out a promotion during this period
because they’re worried they will look heartless.
I’ve seen other marketers who are taking this opportunity to promote their products as being
exactly what people need right now.
Guess which marketers are making money?
If your competition thinks this is the right time to STOP email marketing or marketing of any kind,
then that’s all the better for you.
It’s not rocket science to know that if you don’t send out emails and promotions, you don’t get
sales. But I also understand that you don’t want to seem like a cold, heartless person who never
stops asking for the sale, either.
Basic Email Rule: When it comes to email marketing, more is always better as long as your emails
don’t suck.
While you will want to tailor and even reframe your promotions during this crisis time period
(more on this in a moment) it’s important that we first talk about getting your point of view to the
right place.

Many, many people have been thrown out of work because of this pandemic. They need help.
They need solutions. They even need distractions and entertainment. And most likely, they need
YOU.
As I write this, Amazon is looking to hire 100,000 employees as fast as possible. Why are they
doing this? Because suddenly the world has gone virtual, and that includes shopping for tangible
goods, too.
Are you familiar with direct marketing? We’re talking about sales-letters-in the-mail kind of thing.
You don’t see as much of it as pre-internet, but it’s still a huge industry.
And do you know when a direct-marketer’s favorite time is? A recession. Because during a
recession, people are at home with nothing to do but read the mail. These people want diversions,
they want help, they want answers.
And if you can give it to them, they will gladly pay.
That is the attitude you need right now; that people WANT what you are offering, assuming it’s
a good product that fills a need or desire.
I don’t know what you’re selling, but whatever it is, odds are people either want it or need it right
now. Do you sell online marketing info? People the world over have just discovered the importance
of having an online income. They need and want what you can offer them.
Do you sell health advice? People the world over suddenly have time to exercise, to learn
meditation to calm their nerves, to discover herbs to take for their health, to learn how to eat healthy
and so forth. They need your help NOW.
Do you teach a hobby? It doesn’t take long for people to get sick of binging Netflix and want to
do something else instead, like learn more about their hobby. In fact, hobbies are much better
distractions than television, and healthier, too. What can you teach them now? What product can
you offer them that they can consume while they’re waiting this period out?
You get the point. Whatever it is that you offer, odds are there are folks who want it and need it
now, in the middle of a pandemic.
Stop thinking about what people don’t want and start thinking about what they do want.
And for goodness sake, stop thinking that your marketing is somehow intruding on them at a bad
time, because this could be the very best time to put your offers in front of them, especially if you
add in this next step:

Step 3: Tailor Your Marketing to the Times
People are Scared right now, with a capital “S”. They want answers. They are struggling to find
hope. Acknowledge that and talk about that. Tell them you’re scared, too. Be there for them.
Do your customers need extra attention or hand-holding? Do it. Is there something your
prospects need from you to feel you’re there for them? Create it and send it out. It might be as
simple as an email that reassures them you are in the same boat they’re in and you’re there to
support them.
Be there for your prospects – some of them are terrified right now and need your calming
reassurance. Be the person who sends out the friendly, “How are you doing and can I help?”
message, not just once, but repeatedly in your messages. Folks will remember that you were there
for them long after this crisis has passed.
And they will be much more open to listening to you right now once they know how much you
care.
Most of all, be the one who is positive and raises moral among your followers and customers.
Right now the media stories and social media posts seem to be 90% or maybe even 98% negative.
I’ve had moments of reading two of the major newspapers when I thought I would hyperventilate
or just throw up, because when you read this stuff it’s excruciatingly scary. People don’t want to be
scared all the time.

It’s like going to a horror movie that never ends for weeks and months. No one would pay to see
that movie, and they sure as heck don’t want to live through it.
Report good news, be positive, stay positive, make others feel positive and be the force that
people can count on to lift them out of this fear that is permeating every facet of life right now.
Back to marketing - tailor your offerings to the situation. For example, if you sell “how to make
money online” products, talk about how they’ve temporarily lost their job and wouldn’t it be great
if they had an online income? Well here’s how they can do that.
If you sell health products, let them know this is the perfect opportunity to turn their health
around, because without health, what do we have?
If you teach how to attract dates, tell them this is the time to study and become a pro at it, and
when this crisis is over they’ll have more dates than they know what to do with.
While this is a global crisis, this is also perhaps the biggest opportunity of your life to help others.
And that is exactly how you’ve got to look at this. You are not selling them stuff, you are helping
them.
Yes, the end result is the same, but the path you take looks significantly different.
What can you do right now to best help your audience? You probably already know the answer.
Now it’s just a matter of keeping your head in the right place and doing it.

Step 4: Have a goal bigger than yourself
This goes right along with what we’ve been saying… this is about helping your customers, not
about you making sales. Don’t get me wrong, because I want you to make lots of money. But the
best way to do it is to focus on helping and serving and that’s all the time, not just during pandemics.
What’s your goal? How about to help 1,000 people to do “X” in the next 3 months? If your niche
is online marketing, your goal can be to help 1,000 people set up $500 a month recurring incomes.
If your niche is health, your goal could be to help 2,000 people lose 10 pounds, or whatever.
Choose a goal that resonates with you. It should preferably be something that excites you so
much, you can’t wait to get out of bed to work on it.
NOTE: It’s perfectly okay to have TWO interrelated goals. For example, to help 1,000 people start
$500 a month recurring incomes, and for you to make “X” amount of money doing it. In fact, I
recommend it.

Step 5: Exercise.
Yes, exercise, every single day. I know this is a weird thing to put into a list of things to do to build
your business, but it’s as important as anything else here.
Find exercise videos on YouTube, such as yoga, bodyweight exercises and so forth, and make it a
practice to work out every single day. If it’s allowed where you live, go for a walk, too. Just stay well
away from anyone else you might encounter. If you say hello to them, do it from at least 6 feet away.
If you don’t work out every day, you’ll go a little crazy. Your mind won’t work as well, you’ll be
more inclined to watch TV than work on your goal, and when all of this is over you’ll find your thinking
is fuzzy, your creativity is poor and you may have even gained a few pounds, too.
You are the architect of your reality. You. YOU. Not the people on the news. Not the government.
Not the latest pandemic numbers or stock numbers or what the heck ever. You determine what
happens in your life over these coming weeks.

5.5: Let the Pandemic do Your Marketing For You
Now it’s time to really have fun with this crisis. Yes, I said fun. When someone gets 50 emails
screaming the world is ending and one email from you with 10 jokes about washing their hands,
which one will they open?

The trick is to find ways to use the pandemic in your marketing. This is something that you will
likely never, ever get to do again, so make the most of it.
I’m going to jot down a few ideas here, and hopefully you will take the ball and run with it.
• Hand washing jokes
• Pandemic jokes (in good taste)
• Isolation jokes (notice a theme here? Humor will get your emails opened and read right now,
I guarantee it.)
• Beware of this pandemic scam
• 5 pieces of good coronavirus news (you can send this daily)
• How (Company X) is taking care of their laid off employees
• 5 pandemic heroes you’ve personally met (super market employees, etc.)
• 103 year old Chinese woman fully recovers from coronavirus
• Tom Hanks wants a word with you (memes?)
• 10 reasons to be happy about this crisis
• Free roll of virtual toilet paper with every purchase
• Feeling lonely because of social distancing? Free 15 minute coaching chat with your
purchase
• 45 healthy adults test first Coronavirus Vaccine
Positive news is a great way to start an email right now.
And if you’re wondering how you’ll transition from the news to your own marketing, just use a
simple segue such as, “And here’s more good news…” or “To celebrate this great piece of news, I’m
going to…”
Okay, there you have it. Bottom line, you get to choose how you respond to this crisis, and what
you do during your time of isolation.
You can binge watch Netflix and eat popcorn until you puke.
Or you can become a Phoenix or a Bennu, rise from the ashes and create your own destiny.

EPILOGUE

Knot Theory
What is Knot Theory?
Well basically, it is a concept in mathematical topology that
can be applied not only to math problems but also problems in
computer science and biological or medical research as well as
physics.
The main purpose of knot theory is to solve two related
problems: the equivalence problem where two links determine
whether they are equivalent. And the classification problem
(Enumerate all the link’s equivalences). It sounds complicated but
all you need to know is that Knot theory provides insights into
how difficult it is to unknot and re-knot various types of DNA.
This is the same in modern business, if we think about the way
our business processes are intertwined, or dare I say knotted
together, surely a greater understanding of how those knots
came about (and how they might be unknotted and then reknotted to be more efficient for you and your business) is
information that could be beneficial to your overall process.
For example your supply chain processes are heavily tied to
your storage capabilities, your marketing and your logistics and
customer processes, and all of those are tied to your accounting
and financial processes, which in turn are tied to your employees
and your roles, and lives.

They are all comingled and knotted together like a big ball of wire. But if we
can understand all the different connections and re-knot them more efficiently
what we end up with is a more efficient and profitable business.
The first step in this is to unknot each of the processes, to see them
separately in their own right. Then you identify ones that are equivalent and can
be classified together, and where they then need to be tied back into your core.
The aim is to streamline how your processes work, to more effectively manage
the business workflow.
The purpose is to improve speed and efficiency whilst minimizing delays and
bottlenecks. In a supply chain organization, it’s about hitting the balance in
maintaining stock levels to support sales, without having large amounts of stock
awaiting selling, but still being able to provide a superior level of customer
service and support when those sales are attained.

See you next month!

