
 

It’s something few know about or understand. 

Even fewer know how to use it. 

But those who do become insanely wealthy 

Hello, 

Marlon here. 

Let’s talk about selling products online. 

I’ve sold 70,000+ products online. 

Most of those were over $50.00 each. 

In the following pages, I hope to shine a light to your path and show you 

step-by-step how you can also sell products online. 

Or, if you’re already doing it, how you can sell MORE products online. 

I published part of this as an MMM. But in this super in-depth report, I’ll 

go deeper and reveal a lot more things to you. 

I’m going to BOIL IT DOWN…then we’ll deep dive into different aspects of 

it. 

Secret 1:  I had 30,000 affiliates selling products for me. 

That’s a lot of LEVERAGE which is what I talked about in the training this 

week. 

Secret 2:  I had someone RECRUITING affiliates for me 

In this case, it was Allen Gardyne from Associateprograms.com 

Allen published a top 10 list of affiliate programs making him the most 

money each week. And I was in his top 5 for probably 3 years, if not longer. 



If you boil that down, the secret is LEVERAGE. 

Now, there are many, many kinds of leverage.  There’s hardly any books 

written on the topic. And certainly not from the angle we’re talking about. 

The kind of leverage we’re talking about is the kind that sends you sales. 

For Grant Cardone, that’s his events and his phone team that calls all the 

people who attend his events and sell them stuff. 

For Coach Burt, it’s the same as Grant Cardone on a much smaller scale 

(currently). He learned the model largely from Grant Cardone from what 

he’s said on trainings. 

For Salesforce.com, it was innovating a way to cold email people in 

corporations to get information.  And then network to the decision maker 

to make a presentation. 

This was a HIGHLY LEVERAGED process explained in the book 

 

In those books, Aaron explains the whole system.  He doesn’t leave much to 

the imagination. 



It was a brilliant system of leverage that many people have now copied or 

modelled. 

For Clickfunnels, the leverage was running ads to a webinar. And also 

getting affiliates to promote trials. 

Walter Hailey in his book Breaking the No Barrier explains how he would 

market and get introductions through the vendors and suppliers of his 

existing customers. 

This resulted in closing 8 or 9 out of every 10 prospects.  He did this in 

MASS.  So it was extremely leveraged. He made $600 million personal 

income doing that. 

I have a friend named Virgil who became a millionaire by age 21. His big 

secret was selling his s$200 manual to libraries by sending them flyers. 

Very leveraged. 

T.J. Rohleder sends out 30,000 to 50,000 new customer-getting direct 

mail pieces a week. Then follow up with offers for higher tickets. That has 

sold $100 million for him. 

Agora has a formula for selling newsletters and making all kinds of follow 

up offers.  They simply clone the same formula over and over and over in 

different businesses, publishing something like 350 newsletters total. 

In the book Sales Reps Are Free, Bill Conifer explains how businesses 

double and triple just by adding more sales reps.  It’s an incredibly 

fascinating read. 

Most companies stall out at 10 sales reps. And simply by adding more, they 

can grow sales. 

Jon Spoelstra tells a similar story of how he grows the sales of all kinds of 

sports teams by hiring more sales reps on the theory that they’re free. 

There’s very little information about methods of leverage. 

I’ve only scratched the surface of studying it. 



For example, I learned that the largest churches in the U.S. and the world 

mostly grow by creating hundreds or thousands of “cell groups” within their 

church that keep dividing into more groups. 

Leverage. 

In San Antonio, we have a gigantic megachurch that is known for their cell 

groups program. 

Life, in fact, expands through leverage. 

Our cells divide until we reach age 25 or 30, something like that. Then we 

stop growing. 

But we reproduce.   

That’s leverage. And life continues. 

Some companies grow by adding new geographical locations. 

Some grow by going into different industries. 

Chess games are even won by understanding how to leverage the mobility 

of your chess pieces. 

A Youtube channel is a form of leverage. 

Let’s say you have 1,000 videos on your Youtube channel.  That’s 1,000 

videos going to work to bring you views, exposure and potential customers. 

The FULCRUM is the point of leverage. 

That is the key to the growth of every business. 

I know. 

I know. 

You may just be starting out. 

You say, “Marlon, I have no leverage.” 

But you can answer Quora questions. 



500 questions answered with affiliate links embedded is some list-building 

leverage. 

500 videos on Youtube that lead to your offers and lists are a form of 

leverage. 

Getting affiliates to promote your products is leverage. 

Buying ads is leverage, even if it’s just a $5 or $10 ad here or there. 

I believe ALL FORTUNES are built on LEVERAGE. 

Few people have written about it. 

Few people understand it. 

Even fewer know how to use it. 

But it’s the key to how fortunes are made. 

Grant Cardone is building a billion dollars of wealth using the leverage of 

real estate, regardless of whether you like the man or not. 

My dad serviced TV’s for 30 hotels in Oklahoma City and got $1 per set per 

month, whether any of the sets needed fixing or not.  He had quite a healthy 

income from that.  Not to mention the dish antenna installations and 

monthly fees. 

Leverage. 

Books on Amazon are a form of leverage. 

The possibilities are endless. 

Here’s the simplest example possible. 

In the 7th grade I did children’s magic parties for $10. 

I gave every child a little trick that had my name and phone on it. 

Our phone pretty much rang off the hook with people wanting parties. 

Every party resulted in more parties. 



That’s leverage. 

I’ve just taught you most of what I know about leverage.  You can create 

your OWN forms of leverage that maybe only YOU think of. 

The possibilities are endless. 

They’re the secret behind every growing company or organization. 

They’re the KEY to PROFITS. 

It’s up to you to expand your mind and thinking. 

To always be looking for examples of leverage. 

To always be thinking how you could increase your own personal leverage. 

Could you outsource some things? 

Could you hire a full or part time sales rep? 

What do you see others doing that you could model? 

What could you do no one has even thought of? 

I was in sales when I was young. 

One day a lady pulled out her address book and introduced me to all her 

friends. 

Do you think that I had asked EVERY client to pull out their address book 

and introduce me, I would have had a form of leverage? 

Walter would get vendors and suppliers and customers to send letters of 

introduction to their vendors and suppliers. 

Was that leverage? 

You bet. Big leverage. 

Could you have “bird dogs” who run across your ideal prospects all the time 

who refer them to you? 



That was the odd secret of Joe Girard, the world’s greatest car salesman.  

He had LOTS of bird dog relationships he talks about in the book. 

He also had a mailing list of his customers. 

And had a little referral or affiliate program for them. 

Leverage. 

It’s everywhere. 

And in everything. 

It’s part of all of life. 

Cell duplication. 

Replication. 

Duplication. 

That’s how everything expands. 

Now, I don’t think this book “nails” the insights I have above. But it IS a 

great example of how to take a theme like LEVERAGE and write a book on 

it. Then use the book to get appointments. And use those appointments to 

sell a coaching program built around the model in the book. 

Here’s the book. 

It’s a GREAT example of how to take 1 idea and build a whole business 

around it.  Even if you’re new, you can still learn a lot from seeing how 1 

idea can become a whole business. 

Now, I want to take you behind the scenes of how I sold my products and 

really do a deep dive. 

You’ll get more insight into how I created leverage. 

A Quick Summary Of How I Got Here  

Starting From Pennies 

https://www.amazon.com/Leveraged-Business-Overwhelmed-Figures-Seven/dp/1734913711/ref=msx_wsirn_v2_23?pd_rd_w=kKeJv&pf_rd_p=a00f8d34-28d2-4de2-ac45-221da16fb58c&pf_rd_r=H0DGCYV8M9DTDZNRRX2B&pd_rd_r=9dfffa86-cc99-4d1c-b1a8-6b410fc3e7a6&pd_rd_wg=wAGeY&pd_rd_i=1734913711&psc=1&asin=1734913711&revisionId=&format=4&depth=1


One time I had to pay for deodorant with all pennies.  I had a car that 

smoked like a bomb.  Yet, I scraped together every dime and nickel I had to 

buy books and courses that would give me the secrets of selling.  I was 

determined yet disappointed by some of the things I’d tried that were real 

stinkers. 

Like my first info product How To Avoid TV Repair Ripoff.  I made the 

classic mistake in selecting that product that many newbies make.  Can you 

spot why it was a total zero? 

Anyway, I kept keeping on and sooner or later, it paid off.  And when I say 

paid off, let me give you really, hard numbers. 

Here are gross sales of the months I had back then, beginning in March of 

99. 

$23,254.99 

$47,093.18 

$49,949.95 

$42,288.42 

$45,161.60 

$32,670.86 

$19,646.07 

$23,923.07 

$23,373.40 

$25,900.62 

Not too shabby when most people at the time were still trying to figure out 

what a domain name was.  Or, you can go back to 1996.  I’m looking at my 

7-18 bank statement with deposits of $18,994.35.  Or12-17-1996 deposits of 

$12,866.38.   And so forth.  Now, back then, part of my income was also 

from speaking and writing.  But the point is, I’ve been making real money 

on the Internet for longer than most. 

And I’ve been doing numbers like those, or better, ever since.  And most of 

those years, I did it from my home office with only a few virtual staff. 



I have a long history of numbers like those or better, year after year, with 19 

breakthrough products like these:  Gimme My Money Now, How To Create 

Your Own Products In A Flash, Marketing Dashboard, Design 

Dashboard, Cash Like Clockwork, Action Grid, Automation Secrets, Web 

Site Tricks, Push Button Letters, Pr Cash, Web Site Order Taking 

Machine, Milcers, Internet Profits Explosion Club, How To Write Killer 

Copy, How to Go From Broke To Prosperity, Product Dashboard, VBlog 

Secrets, Marketing Diary, Amazing Formula, Red Factor, and that’s the 

short list.  It doesn’t include coaching programs I’ve done, participation in 

other people’s products or some of my lesser selling products. 

I’ve cranked out winner after winner for years.  It’s one thing to be a 

Johnny one-hit wonder. And quite another to do it year after year.  Most 

people would be ecstatic to have just one or two of those products on their 

resume. 

I’ve innovated a number of techniques that are now commonplace 

including the 12-step formula for writing sales letters, 2-page web site 

model, structure of modern download pages, and the list goes on and 

on.  Suffice it to say, I was a major contributor to what is just accepted 

practice in today’s Internet marketing.  The seminars I spoke at in Boulder, 

Colorado with Jonathan Mizel and Declan Dunn hold a special place in 

Internet marketing lore.  And I spoke at the first four Carl Galletti events as 

well as Yanik Silver’s amazing birthday blowout. 

In addition, I’ve spoken at over 120 seminars around the world including 

Australia, Bermuda, Kauai, London and Birmingham in the UK, and all 

over the U.S. – including Seattle, San Francisco, Las Angeles, St. Louis, 

Chicago, Nashville, Philadelphia, San Diego, Houston, Dallas, Sacramento, 

New York, and Cincinnati. 

With the help of Paul Myers and a long list of contributors, I played a 

crucial role in rallying the troops to speak out to the FTC about proposed 

legislation concerning the Can Spam law as it influenced affiliate 

marketing. 



In addition, I was a featured at the Next Internet Millionaire seminar 

produced by Joel Comm.  I’ve had the honor and pleasure of speaking at 

Big Seminar not once but twice and most recently spoke at Frank Garon’s 

event in London. 

The One Book That Changed My Life 

In 1978 I ordered a book from an ad that said, “Ohio Man Discovers 7 Step 

System To Escape The Rate Race” or something like that. 

He filled out forms in the comfort of his RV vehicle. And all this money 

came flooding in. 

I thought that sounded good! 

The book introduced me to direct response marketing and also a guy 

named Gary Halbert who Ben Suarez, the author of the book, had worked 

with. 

 

This is a picture  of the  ACTUAL book.  Remember, it was 1978 when I 

bought this.  Things were a little more basic back then! 

One of the ideas I learned out of this book was the 12-product survey.  Ben 

Suarez would do 3 sets of focus groups surveying 12 products.  So he got 36 

total responses. 

I created my scaled down online version I’ve used many times. 



I fell in love with a thing called “direct response marketing.”   

I piddled around and did my best to sell products through little $5 and $10 

ads. 

Here’s one of my awesome productions: 

 

Yeah, I know. 

It’s a beauty, isn’t it? 

Here’s an ad I ran in a TV guide to sell a booklet on how to avoid TV Repair 

Ripoff: 



 

Why anyone would be reading a TV guide if their TV was broken is beyond 

me! 

Needless to say, I had a LOT to learn. 

Fast forward a number of years and the Internet came along. I began 

marketing on AOL and Compuserve. 



 

This was me back then. 

I had hair back then!   

Anyway, eventually I stumbled across a FORMULA for selling ebooks 

online.  I contend I was the first person to sell 100% digitally delivered 

ebooks online via an affiliate program. 

Certainly, I was one of the first. 

Here’s a bit of proof: 

 



Ebooks + 100% digital delivery + 12-step sales page + online 

order form + affiliate program 

Here was my “beautiful” sales page at the time: 

 

 

 
 

Here’s what happened when I discovered this formula: 



 

The money poured in: 

 

My affiliates did pretty well: 



 



Here’s the bottom line blown up for you: 

 

Sales from a few products: 

 

To get to the total number of products I’ve sold isn’t easy.  You have to add 

numbers from multiple accounts. 

But here’s one of them: 

 



Here’s some more: 

 

I’m NOT showing you ANY of this to brag. 

There are so many people today claiming to be experts, I just wanted to 

show you I know a thing or two about selling online. 

Here’s the current version of the product. 

 

Actually, I have a new cover and the product has been updated several 

times since the above.  I just don’t have it handy. 

So Marlon, How Did You Sell Those Products? 

As I said, I had a formula as I said: 

Ebooks + 100% digital delivery + 12-step sales page + online 

order form + affiliate program 

1.  Ebooks – When I started out, everyone was shipping printed 

books.   



The common thinking at the time was if you sold a digital-only product, 

your refunds would be through the roof. 

I’ve heard of people selling ebooks back on the bulletin board systems.  So I 

can’t say I had the first ebooks. But far as I know, no one or almost no one 

as doing it at the time on the WWW. 

In any event, this formula STILL works, but things have evolved. 

I STILL sell ebooks for up to $100. 

But what works better is to COMBINE elements. 

Combine a PDF with some videos and other doodads. 

Maybe you have templates, checklists or other items. 

This makes it impossible to compare your value with all video products 

being sold on Udemy for 10 bucks or Kindle books being sold for $2. 

I didn’t think of this idea. 

Dan Kennedy originally came up with the idea pre-www. 

He would ship you this ugly notebook with cassette tapes stuffed in the 

front, certificates for consultations and other stuff. 

It was a monstrosity! 

But you sure as heck couldn’t compare the value to a “book.” 

The enemy of profits is commoditization.  

In other words, having your products relegated to the status of a 

commodity like apples or oranges. 

Everyone knows how much an apple or an orange is worth.  Not much. 

This is the HUGE problem of platforms like Udemy and Amazon Kindle. 

They turn your intellectual property into a commodity. 

There ARE ways to break out of this trap. 



And those platforms have their uses. 

But, in general, today you sell a collection of value, NOT just an ebook.  

Although you can sell just ebooks. 

I do it by having extremely strong sales copy with big promises. 

Here’s an example: 



 

Or here’s one for an ebook that sells for $65.  I’ve sold $55,000 of it or 

something like this: 

https://marlonsanders.com/secrets/


 

On this one, you can order the digital only book. 

Or pay more, and I’ll ship you a print copy. 

2.  100% digital delivery 

That was element two. 

https://marlonsanders.com/secrets/


Back then, it was a big deal. Today, it isn’t.  All these people today get 

excited about selling and shipping ecomm products out of their garage.  

What a nightmare! 

I’ve been there and did that with CD’s and manuals. Hated it. 

So we’ll move on. 

3. 12-step sales page 

This is a critical part of the puzzle. 

I was a copywriter for Phil Kratzer (a guru of the day) at National Response 

Corporation in Dallas, TX in Inwood Drive. 

Gary Halbert used to fly in weekly to meet with Phil. 

Remember that I had read about Gary Halbert in the 1978 book.  So when I 

had a chance to write for a guy who knew Gary Halbert, I jumped at that 

opportunity! 

Phil sold a book on copywriting by a fellow named Bob Serling. Bob had 

this 16-step (or more) copywriting formula. 

It was the FIRST time I saw anyone codify a sales letter into a step-by-step 

formula. 

This changed my life. 

I took Bob’s lengthy formula, extracted the elements that were most 

important to me and created a 12-step formula. 

It takes a whole PDF to explain the formula, so I won’t cover it here.  You 

can read about it here. 

https://salescopy.com/
https://salescopy.com/


 

Before I developed this formula, the best thing you had to go on was AIDA 

which stands for attention, interest, desire action. 

Boiled down, that means you have a headline, then talk about a problem 

you solve or opportunity you have for the reader, you present the solution 

and then have a call to action, often with bonuses and a deadline. 

The problem is, it’s hard to conceptualize a whole sales letter that really 

works based on that formula. 

You can do it. 

But it’s not easy. 

My formula broke things down a lot more. 

A lot of people write sales copy based on what other people do. But they 

don’t really understand the PSYCHOLOGY behind it. 

You can START with understanding that almost all sales offers are simply 

presenting an idea on how to solve a problem or take advantage of an 

opportunity. 

That’s all you’re doing in sales. 

You’re presenting ideas to people that help them solve a problem or take 

advantage of an opportunity. 

https://salescopy.com/


People have a lot of misconceptions about sales.  You start with this 

fundamental. 

You’re NOT shoving stuff at people.  You’re helping people solve problems 

or capitalize on opportunities they’re interested in. 

4.  Online Order Form 

I use several systems today to take orders. 

Thrivecart 

Warriorplus.com 

Those are the main 2. 

Automateyourwebsite.com is my private label and has a shopping cart built 

into it also. It’s an all-in-1 system that has a lot of great features at a very 

reasonable price. 

There are a million and one shopping carts.  The most popular one works 

with wordpress and is called Woocommerce.   I’m not that big a fan of it but 

a lot of people love it. 

5.  Affiliate Program 

You need traffic. 

That is, visitors to your sales page.  Eyeballs on your offer. 

Today, there are MANY options like Youtube videos, Quora, Facebook 

organic posts or paid ads and many more, including an affiliate program. 

I write a weekly newsletter to help affiliates make sales and money. 

This is also one way I attract affiliates to promote my offers. 

The great thing about an affiliate program is just 1 affiliate who promotes 

your offer can send you a lot of sales. 

You don’t pay until AFTER the sales.   

And it’s all AUTOMATED. 

http://attractsalesnow.com/thrivecart
https://automateyourwebsite.com/


For example, one time on a Friday night, someone decided to promote an 

offer of mine. 

And that weekend something on the order of $90,000 in sales came in. 

That’s quite unusual, of course.  But you never know. 

Here’s a big tip:  Put your link to your affiliate info page at the bottom of 

your sales pages where affiliates can see it. 

You’ll have affiliates click that link and sign up if they like your product. 

Deep Diving Further Into The Secrets 

Here are things I didn’t teach in the MMM and don’t generally teach except 

in a high-end product. 

The Secret Power of 2-Tier Programs 

When Amazing Formula launched Rick Beneteau offered to 

promote it. 

He had a large following for his mirror ezine.  He asked if he could recruit 

others to promote it and get a percent. 

I let him structure his own deal. This was an informal TWO LEVEL affiliate 

deal. 

He recruited Allan Gardyne who had a huge site called 

associateprograms.com. 

He listed Amazing Formula in his top 5 for 3 years or so.  This recruited 

thousands of affiliates for me.  I didn’t even make Allan a 2-level promoter, 

although I should have. 

The TAKE AWAY from this is simple:  If someone can recruit affiliates for 

you, it’s very powerful. 

And if you have an evergreen product with good earnings per click, it’s very 

viable.  You just have to seek out the right people. 



I don’t recommend a true 2-level program where EVERYONE is 2-level and 

can recruit others. I believe it violates Paypal’s terms of service. And it’s 

legally dicey as it’s technically multi-level. 

Russell Brunson had a setup like this for Clickfunnels but as I understand 

it, he abolished it.  The reason was, people got a bit over zealous promoting, 

which has legal implications. 

But what you CAN do is make specific affiliates a 2-tier deal where you pay 

them say 10% on the sales of any affiliates they recruit. 

It’s just that those affiliates don’t get the same deal.  It’s NOT a 2-tier 

program. 

Back when Lee McIntyre was an info product marketer, he made a small 

handful of affiliates 2-tier. And they did a bang-up job of recruiting other 

affiliates for him. 

But Marlon, I Sell Services Locally. 

What Does This Have To Do WITH ME? 

Here’s the interesting thing: 

You can use similar ideas in about ANY field where you’re selling 

something. 

One of my favorite sales books is by Les Dane and it’s called 



 

It’s the only book in existence I know of that teaches how to recruit, train 

and uses “bird dogs.” 

Bird dogs are people who refer potential customers for a commission. 

It’s a super fascinating book as he explains how he set up bird dogs in all 

kinds of different sales jobs.  I mean, this guy was the maestro of bird dogs! 

Extremely clever. 

Now, you could actually have a bird dog who recruits bird dogs. I can’t 

remember off the top of my head if he ever did that or not. It certainly 

wouldn’t surprise me. 

One of the HUGE differences in marketers is that your average person has 

zero ability to take a marketing method and think “laterally” to apply it to 

their situation. 

Let’s say they’re selling coaching, NOT info products. NOT a local service 

business. 

They read this and say, “Well, this doesn’t apply to ME. I sell X.” 

I have friends like that.  They really struggle to make even the most obvious 

application of a principle. 



For example, if you sell coaching, you could set up 10 bird dogs who are 

employees of related businesses and refer potential clients to you. 

They do NOT need to be an “affiliate.”  That’s such limited thinking. 

Let’s say you meet someone who works for an autoresponder company in 

customer support.   And they talk to people who NEED what you coach 

people on. 

So you set up a referral deal with them. 

Give ‘em an affiliate link that goes to a little free training course you set up 

on Wordpress with Wishlist member or Learndash (or however). 

Now they funnel people to you on the side. And listen, people in customer 

support aren’t on commission. So every $50 or $100 will mean a LOT to 

them. 

But to take things 1 step further, Les Dane shows you how to put your bird 

dogs ON SALARY! 

That’s right. 

He put his bird dogs on a monthly salary. And would call them every week 

for referrals. 

I mean, what he did was a total different level. 

He one time turned taxi cab drivers into bird dogs. 

Les was aggressive. 

CREATIVITY in thinking makes a massive difference. 

If you’re NOT a creative person, then read some books on creativity.  I 

recommend Doug Hall and Edward DeBono to start with. 

People don’t think. 

That’s why we’re in business. 



Most people are about as creative as a pet rock.  No disrespect.  But the 

good news is if you use a FRACTION of your brainpower, pretty much the 

sky is the limit. 

Now, people today have all kinds of fancy names for stuff. They might call 

these bird dogs “centers of influence” or “influencers.” 

The problem is, then their thinking gets limited to how you’re “supposed” 

to get business from influencers. 

Most people are so influenced by crowd think that they can’t have their own 

ideas. They need their ideas to be “approved” by others because they have 

no confidence in their own ideas. 

I’m a fan of a series of books about Neo-Think by Mark Hamilton.  Much of 

what he writes about is abstract.  But some of it is extremely practical. 

 

His books are gigantic and most people will never read even 20 pages. 

But one of his main ideas is based on the theory of the bicameral brain: 



 

Julian Jaynes had this theory that in ancient times the brain heard voices 

and depended on perceived outside guidance. 

And his theory is that as a factor of evolution, people still rely on outside 

guidance vs. their own internal guidance. 

This is one of the main themes of Neotech ™ and Neoththink ™. Both are 

trademarks, by the way. 

Marlon, What In The HAY Does The Bicameral Brain Have To Do 

With Me Recruiting Affiliates Or Making Money? 

Actually, it has everything to do with it. 

The reason you’re in business is because MOST PEOPLE seek an expert to 

get them a result that they don’t want to get themselves or don’t trust 

themselves to get. 

They want to outsource their thinking, their effort and their results to a 

perceived EXPERT. 

Notice I said PERCEIVED. 

The bar to become perceived as an expert is extremely low. 

If you write a book or two, you’re an expert.  Heck, even a podcast or blog 

today makes you an expert. 



Which ALSO means that most people won’t try out new ideas because no 

“expert” approved or blessed the ideas for them. 

THAT is your opportunity. 

Most people can’t think creatively because they’re boxed inside the ideas 

officially approved by other perceived experts. 

And they don’t trust their own ideas nor their own thinking. 

Most people fall apart if others disagree with their ideas. 

So when it comes to books like the one by Les Dane, most people will read it 

and say, “Good gosh, I wasted my money on THIS!  It has no application to 

MY xyz business.” 

When just the slightest dose of creativity would open massive doors of 

opportunity that no one else sees AT ALL. 

I’ll give you a simple example of this:  Les Dane sold cars once. 

So you know how he got his leads? 

There were 16 mechanics working in the service department, 2 servicemen 

and a porter who washed the cars.  That was a total of 21 bird dogs talking 

to people who had problems with their cars. 

He talked to each one, asked for help and promised to pay a referral fee the 

day after the sale. 

He got an average of 5 to 8 sales a month from those referrals. 

LOL. 

None of the other sales people thought of that. 

Now, it was against the rules for the receptionist at the front desk to funnel 

walk-ins or phone calls to a particular sales person. 

But what about her friends?  He made a referral deal with her.  You can 

read the story on page 67 of the paperback edition. 



He would also give his bird dogs unexpected gifts each month. 

It’s a fascinating book with many examples. 

In any event, Allan Gardyne referred me an awful lot of affiliates. 

But I had other ways of getting affiliates. 

I created howtoresell.com to train affiliates and recruit them. 

I posted listings on affiliate program directories and such.  This was before 

the days of JVZoo, Warriorplus, Clickbank and other affiliate networks. 

There’s a LOT of room to think outside the box. 

Adeel Chowdhry is hitting a home run this way. 

 

https://www.facebook.com/adeel.chowdhry.3/posts/10157757249936433


 

I don’t even use Playstation. 

But apparently a lot of affiliates do!  It’s a brilliant promotion. 

Originally, no one did contests. 

I studied how Mary Kay cosmetics ran contests. 

I ran a contest for affiliates and published my top 10. Those are the 

affiliates Mike Flisaime recruited for his original Butterfly Marketing 

launch. 

And he’ll tell you I was the first person in the industry to run contests. 

But my ideas were based on the Mary Kay idea of RECOGNITION more 

than tangible value. 

Things have progressed today to where it’s all about the money. 



Anyway, Adeel added a dose of CREATIVITY and innovation and he’s 

crushing it. 

NO ONE else to my knowledge is doing what Adeel does. 

I understand you read what I write for TACTICAL IDEAS. 

But what you may or may not realize is that the MENTAL side beats the 

tactical side. 

It’s not even strategy. 

It’s about your overall attitude towards the business, towards creativity, 

towards self belief, towards listening to your own inner counsel. 

It’s about having a little mojo, self belief, self confidence.  Even a little 

cockiness.  Just a small dose of cockiness is a good thing. 

NOT arrogance.  But a little edge of self confidence and self belief.  That 

way when things don’t go your way, you don’t get discouraged. 

That’s the thing. 

And people with self belief maintain a higher ACTIVITY LEVEL. 

Most people take a small amount of action and then spend the next 90 days 

bitching and moaning on FB groups about they’ve tried everything and 

nothing has worked. 

Yet if you ask, they have NO ebooks they’ve created, NO blog, NO products, 

NO youtube channel to speak of (maybe just a couple videos). They’ve not 

launched anything. 

They don’t have an email list. Or if they have one it’s built from solo ads and 

consists of people who click but don’t buy. 

But “they’ve tried everything.” 

So while I realize how important a dose of tactics are, the DOMINANT 

thing is your attitude, your self belief, your CREATIVITY and your activity 

level. 



Creativity is a double edged sword. 

I think you need creativity to tests new things while majoring in the tested, 

proven methods. 

So say 80% is tested and proven things.  And 20% is testing or creativity. 

You don’t want 80% creativity and blazing new trails as you’re too far on 

the side of reinventing the wheel. 

But you DO need to be adding in some innovation and creativity in doses 

here and there, trying new ideas, new things. 

This is how you LEARN. 

What I’ve Done 

I don’t speak from empty air. 

In my business, we innovated affiliate contests, dashboards, a method for 

getting hoards of testimonials and literally dozens of ideas over the years. 

We innovated a very unusual  form of html emails back when you didn’t get 

penalized for sending html emails. 

If I were to list our innovations over the years, it’d be a very long list. 

But Marlon, What Do You Have To Say  

To Make Me Money NOW? 

Yeah, I get it. 

So this is an ADVANCED training. 

I know what you and most people WANT to hear.  See, we ALL get 

incredibly excited by NEW things. 

Our brain actually releases ENDORPHINS when we learn something NEW! 

But that things that make us money are usually less sexy and exciting. Don’t 

get me wrong. I LOVE to learn new stuff. Do it all the time. 



But neither do I confuse it with the most important things that make me 

money. 

A friend sent me this message this morning: 

 

That’s a simple message. 

But there’s a huge marketing lesson in it. 

See, I was after this friend for the past 1 ½ weeks to MAIL their email list. 

That didn’t happen. 

Then finally this message. 

See, the MONEY IS IN THE LIST. 

Yeah, I know. To old-timers on my list, that’s an old message. But you’d be 

amazed at how many highly experienced marketers forget it. 

Go back to the early 1900’s. 

The money was in the list. 



 

This is an excerpt from an ad back then. 

Even back then, mailing your list was of prime importance. 

And here’s the chapter out of a book from way back then: 



 

They didn’t have computers back then, so that was a 40,000 MANUAL 

mailing list with crude automation. 



 

Here’s one example of how they kept track of people: 



 

And here’s how they sent mailings to them: 



 

They had massive filing cabinets for customers: 



 

And a complete layout for the database and typists: 



 

Data was recorded like this: 



 

Marlon, Why In The World Do I Care  

What Ancient, Dead People Did? 

Yeah, I hear you. 

And remember all those people I spoke about with no creativity or ability 

for “lateral” thinking? 

They’ll never get it. 

But you are different. 

Here’s what I want you to begin to realize:  What worked THEN still works 

now. 

It really IS evergreen just like the card above. 



In other words, way the heck back then, business was simple.  You had lists 

of people and you sent them direct mail letters. Not many businesses used 

phones. It was too costly. 

The Internet didn’t exist. 

Email didn’t exist. 

But what did exist was magazines for ads, direct mail and sales people. 

So companies: 

1.  Ran ads in magazines offering a freebie 

2.  Built a mailing list from that 

3.  Sent out direct mail letters and catalogs 

4.  Sometimes had a sales person do in person sales calls 

In other words, in almost 100 years, nothing has changed. 

1.  We run online ads or promotions 

2.  We get people on a list (email) 

3.  We send letters (emails) 

4.  We use catalogs (web pages, blogs) 

5.  We sometimes use sales people (webinars, phone appointments, text 

messaging) 

These are the things that are TIMELESS. 

And it’s so easy to lost track of the fact that it ALL STARTS with building 

that LIST. 

Sometimes a little CLARITY is everything. 

Here Are Key Points To Keep You CLEAR 

Whether You’re Selling Affiliate Products 

Or Your Own 



1.  Always have a “front end” 

Now if you’re an AFFILIATE, this is your front-end offer that brings in new 

people to your world. 

Remember my trainings on how Hassan runs his H-Educate.com business?  

He has supertools.com as one of his front ends. 

This brings in new customers. 

He got 10,000 opt ins during a 30-day period by answering Quora 

questions and linking to his H-Supertools website. 

TJ Rohleder mails 30,000 to 50,000 pieces of direct mail every week for a 

“front end” to bring in new customers. 

New videos on Youtube can promote your front end. 

Quora answers you write can promote your front end. 

Affiliates can promote your front end. 

Bird dogs could give away your front end.  Or find people for you who can. 

2.  Mail your list daily 

The lifeblood of your business is your list. 

We don’t have the cost of printing. 

We don’t have the cost of filing. 

We don’t have the cost of stenographers. 

We don’t have the cost of ink. 

All we have to do is sit down for 10 minutes and type out an email. 

3.  Ascend your buyers 

This is where SKILL comes in. 

The principle is that a buyer will spend more with you after they know, like 

and trust you. 



4.  Be aggressive 

By this I mean always be promoting. 

Don’t sit around for 3 weeks and not do anything then wonder where your 

money is. 

Every day is a promo day. 

5.  Be a little cocky in your attitude 

Be self confident. 

Don’t let little setbacks blow you out of the water. Have faith in your ability 

and your ideas. 

6.  Remember, the money is in the list 

Thus rule 1. Always have a front end. 

7.  A few 2-tier affiliates can do a lot for you 

If they recruit affiliates for you, this can be huge. 

The best people to ask are your successful affiliates who are already 

promoting you. 

8.  Always deliver a baker’s dozen 

Try your darndest to always deliver a baker’s dozen to customers and 

affiliates. 

9.  Remember the power of bird dogs 

It’s a method hardly anyone uses. Keep in mind that in insurance, real 

estate, legal and some other industries, there are laws surrounding the use 

of referrals. So abide by the laws. 

10.  Add 10% or 20% innovation and creativity to what you do 

Major in what is already proven to work. But add your own flair and 

touches. And test new, bold ideas. 



11. Add in showmanship 

Here’s a book about this by a magician who had a premium-priced weekly 

magic show in New York. 

 

But Marlon, My Problem Is I Ain’t Got No List 

Cause I Ain’t Got No Traffic. Can You Hep me? 

No doubt about it. 

Building your list is key. 

We talk about this all the time in Fast Track.  There are 1,001 ways to do it.  

But if you’re starting out and have no list, I think the seminar on Internet 

Marketing Dreams Fulfilled and the H-Educate Youtube channel have some 

of the most practical advice. 

But you know I also talk a lot about Coach Burt and his Youtube channel. 

He does showcase events to build his list. 

These are basically webinars or seminars he does in conjunction with one 

or more other people. 

That’s a great method. 



You have to find what works for YOU. 

What’s amazing is a lot of people have a list but don’t email it. 

Amazon SES charges only .10 per 1,000 emails sent. It’s a pretty darned 

inexpensive way to mail your list. 

All The REALLY Important Stuff 

I Saved The Best For Last 

1.  Promote HARD – Go all in  

A lot of people don’t believe in their promotions or products. Or they don’t 

believe in what they’re doing. 

So they give it lip service or a half-hearted effort. 

This won’t cut it. 

 

Go all in. 

2.  Give first 

The way to get anyone to talk to you just about is to PROMOTE THEM 

FIRST. 

That could just be posting info about them in your FB group with 10 people. 

They don’t know how many people you have. 

 

Usually it’s buying or promoting their product. 

Sometimes it’s hooking them up with someone who CAN sell their stuff. 

 

The book Networking With The Affluent by Thomas Stanley will show you 

how to do this at a very high level. 

3.  Give sincere compliments 

It actually works if you mean it.  Don’t gush but give a good compliment. 

4.  Monthly launches 



If you can get in a cycle of monthly launches, it helps you get momentum. 

Not easy to do but very powerful. 

5.  Webinar back ends 

Doesn’t have to be YOUR webinar. 

But this is where a lot of people make the money in the follow up is inviting 

NEW customers to webinars. 

6.  First 10 days of new buyer’s is CRUCIAL 

They may only follow you 6 to 10 days. 

Promote that big ticket or webinar FAST! 

Don’t dilly dally. 

7.  One time design 

Kevin Fahey hires a designer once a year to design his sales page. Then he 

re-uses that design over and over for a year. 

8.  Cookie Cutter OTO’s 

Having basically the same script for OTO’s or upsells that you record over 

and over just customized to the new product is a HUGE time saver. 

9.  Get People On An Email, Phone or Direct Mail List 

Obviously after people opt in to your list, or buy your “front-end” product 

(which in some businesses is $7 or $10 and in other businesses the “front 

end” might be $5000.  It just depends on the business). 

Now, you can also use other types of follow up like text messages or 

retargeting ads.  And even direct mail still works, believe it or not. 

Emails aren’t an after thought.  You need to make them engaging.  There’s a 

bit of an ART to writing emails.  It’s a learned skill. 



Here’s one of the best videos you’ll ever see about follow up. It’s “old 

school.”  Gary Keller founded one of the largest real estate companies in the 

U.S.  I think it’s 2nd largest now. 

https://youtu.be/ktfSmLegfFs 

Watch that video. 

Wait. 

Did I tell you to watch that video? 

No really.  Watch it. 

A better term than list is DATABASE because it implies having all kinds of 

information about the potential buyer vs. ONLY having an email and name. 

10. Sales letters, video sales letters, over-the-phone and 

webinars that communicate and persuade 

(This applies to selling art, business opportunities, network 

marketing, business to business, chiropractors, sales people – 

and anyone else I can think of – NOT just info products.) 

You have to make sales, right? 

Or get people to take action or commit. 

You do that by making offers. 

You can use long-form sales letters. 

You can use video sales letters. 

You can use webinars. 

Now, there is a level of skill here.  

Most people today seem to be doing the best with live or automated 

webinars.  I think this is because they’re a lot easier for most people to learn 

to do than writing. 

https://youtu.be/ktfSmLegfFs


Also, as a society, people are more and more oriented to watching vs. 

reading. 

There’s a PSYCHOLOGY to getting someone to BUY. 

You’ve gotta get REALLYL good at this.  Now, you don’t have to be good at 

sales letters, webinars, video sales letters and phone sales.  But you need to 

be really good at ONE of them! 

The largest sales by far come over the phone. 

The most automated sales come from webinars, vsl’s and sales letters. 

The easiest methods are webinars or vsl’s. 

This is NOT really about vsl’s, webinars or the phone. 

It’s about COMMUNICATION and PERSUASION, regardless of the 

medium. 

It’s so easy to focus on the technology.  But the focus is on communication 

and persuasion. 

That’s where the magic lies. 

NOT in technology. 

Now, persuasion and communication are ART FORMS.  Yes, there’s a 

science. But there is also an art. 

THIS explains WHY all the “get-rich-quick” pitches with products that “sell 

themselves” are BOGUS. 

Products don’t sell themselves, unless you’ve got something that sits on a 

shelf or sells the moment someone sees  a picture of it. 

Products have to be SOLD. 

11. The World Is Your Oyster 

I’ll boil this down. 



When you know how to find potential buyers, get ‘em on a list and 

communicate with them and persuade them to spend money, you have the 

MAGIC ELIXER. 

You have the HOLY GRAIL. 

You have MONEY ON DEMAND. 

There are a billion methods, tricks, secrets and systems to HELP you 

accomplish the above. 

But being a somewhat simple-minded person, I feel we get lost in details 

and lose the big picture. 

Listen. 

Right now, today, do you know who would be potential buyers for your 

product or responders to your offer or cause? 

Do you know WHERE to find them online?   

Do you have an idea of something really appealing that might get them to 

join your email list or give you their skype or cell phone number? 

Do you know how to do a webinar, video sales letter or sales letter to extend 

an offer and give them REASONS to buy from YOU instead of someone 

else? 

If you do, then you right now, today, are right on the cusp of discovering 

THE HOLY GRAIL. 

The IRONIC Thing About Why 90% Of People  

Will NEVER Get This Right 

Chances are, 90% of the people who read this newsletter will never get this 

right. 

If you do, props to you.  I congratulate you. 

We all want this incredibly romantic DREAM of what our life will be like if 

we can only find the Holy Grail. 



OMG  it’s so amazing. 

You just work 15 minutes a day, screw off and make a million dollars. 

You don’t have to be the sharpest tool in the shed to guess that’s a little off. 

Communication.  Persuasion.  Developing freebie or low-priced intro offers.  

Creating webinars, sales letters or phone sales scripts. 

None of that matches up to this incredible picture we often paint in our 

minds. 

Now, personally, I find communication and persuasion to be incredibly 

fascinating. 

I personally find webinars that sell to be very fascinating. 

I’m STILL fascinated by the art of writing letters. 

There’s so much to be learned. 

Like did you know that you’re perceived as more “credible” if you’re known 

to give to charitable causes or support them? 

Most people don’t. 

Did you know that you’ll remember the FIRST thing I said in this 

newsletter and the LAST.  And very little in between? 

This isn’t a complicated business. 

We find potential buyers. 

We make intro offers of some sort. 

We build lists or databases (Again, watch “the box” video). 

We make offers. 

We communicate. 

We persuade. 

People give us money. 



We deliver products or services. 

It’s the Holy Grail when you learn to do the above.  AND when you’re able 

to do it for stuff that isn’t cheap. 

The guy down at my pizza shop kinda struggles.  His profit on those turkey 

subs I buy isn’t all that much. 

And there IS no big ticket.  Unless he caters. Which I don’t think he does. 

Beyond that, you need to know how to communicate and persuade and get 

people to buy.  I cover that a million different ways in my different 

products.  From all kinds of angles. 

There is no ONE product that teaches you everything. 

The HOLY GRAIL is learning marketing.  Not some magical business, 

process or product. 

There IS a Holy Grail. It’s just NOT at all what the vast majority of people 

THINK it is! 

What I mean is, there IS a formula for building an online business that 
works and almost can’t fail. 
 

You can use this for almost ANY business.  A wedding photograpy or video 

business?  Check. 

An antiques business?  Check. 

An info product business?  Check. 

This truly is the Holy Grail of building an online business. 

Let’s say you want to build an art business. 

You find your people who are likely to buy your art.  You get them on a list.  

You send them emails with links to articles on your blog, or Facebook posts, 

or podcasts, or Youtube videos. 

Then you make a sale using a long-form sales letter, video sales letter or 

webinar. 



You track your marketing until you know how much a customer is worth to 

you after 30 days. 

You spend 1/3 to ½ that to get new customers. 

If you use paid advertising, you gotta be pretty scientific about it. 

If you’re an affiliate marketer, you can be less scientific.  You launch 

products via your affiliates.  And all new customers go into your 

autoresponder sequence of emails.   If it’s a lot of money, you probably 

don’t bother to look at the 30-day value because you’re busy on your next 

To Sum Up The Secret Of 70,000 Sales 

In short, I had 30,000 affiliates who promoted my offers. 

The key to THAT was someone recruiting affiliates for me. 

You can replicate this idea by very selectively choosing 2-tier partners. 

But as I pointed out above, you can also buy advertising. 

There are many roads to Rome. 

Best wishes, 

Marlon 

 

 

 



 

The Road Not Taken 

Two roads diverged in a yellow wood,  

And sorry I could not travel both  

And be one traveler, long I stood  

And looked down one as far as I could  

To where it bent in the undergrowth;  

 

Then took the other, as just as fair,  

And having perhaps the better claim  

Because it was grassy and wanted wear,  

Though as for that the passing there  

Had worn them really about the same,  

 

And both that morning equally lay  

In leaves no step had trodden black.  

Oh, I marked the first for another day!  

Yet knowing how way leads on to way  

I doubted if I should ever come back.  

 

I shall be telling this with a sigh  

Somewhere ages and ages hence:  

Two roads diverged in a wood, and I,  

I took the one less traveled by,  

And that has made all the difference. 

Robert Frost 


