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Gaining the Trust of Your List Subscribers So That They Buy
From You

If you think that once you’ve built a list, the hard part is over, think again. Although a list really
is an easy and incredibly effective way to market online, the truth is that it still does require a
little bit of work.

As you’ll undoubtedly find though, a lot of this work can be automated, if you like.

Still, the problem that many people face is that they have no idea what to do or where to get
started. So they basically just try to start marketing to their list, and then find that the results
they’re getting in terms of sales aren’t really anything like what was promised.

When this happens, it’s fairly easy to feel cheated, but the truth is that there is a reason why
slipshod marketing to a list is not going to work the way you want it to.

Essentially, there is a key ingredient that many list owners tend to overlook, and yet more
simply ignore. Without this ingredient though, the chances that you’re going to get a
respectable number of sales is pretty much nonexistent.

What is this remarkable ingredient that you’re going to need? Trust.

If you can somehow get your potential customers to trust you, then you’ve just managed to do
what so many marketers try, and fail.

Of course, gaining trust isn’t as simple as telling your list, “Hey, you can trust me,” and
expecting them to believe it. No — it takes a lot more than that, and you’re going to need to
know how exactly to approach trust in just the right way.

That’s where this book comes in, naturally.

Soon, we’re going to take a step back and look at trust itself, as well as how and why it is so
crucially important. After that, we’ll get to the real treasure and start going over how you can
actually build trust with your list’s subscribers.

Sounds good to you? Don’t worry, it isn’t really very complicated at all, as you’ll soon see. With

the right approach, and the correct frame of mind, it is in fact very easy to get people to trust
you.
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Time to get started!

Trust 101: Everything You Need To Know

What do you really know about trust? Apart from, of course, that it involves putting your faith
in something, or someone.

Truth is though, that really is pretty much all that you need to know, in a nutshell, at least.

Everything that we’re going to be covering in this book stems from that one important fact.
Everything. Really. It isn’t that trust is the solution to all your problems though, but having
potential customers that really and truly trust you is going to make your marketing a whole lot
easier.

When you think about it, you’ll quickly realize that trust can come in many different forms. And
the forms that you’re interest in most are the ones that relate to your marketing efforts. As a
marketer, you hardly need your potential customers to trust that you, say, are a safe driver,
right?

But what you do need is for them to trust you — as a marketer.

So what exactly does trusting you as a marketer entail? Well, for starters, they need to trust
that you’re not just trying to rip them off completely. When marketing online, with all the
scams, tricks, and vast exaggerations of facts, this is particularly important.

If you come across as trying to push a sale too hard, or seem to be making unrealistic claims,
then you risk people automatically not trusting that you’re actually promoting a legitimate
product.

Extending this fact, you’re going to need your potential customers to trust that you’re going to
deliver on whatever you promise. For some products, this is definitely more important than
others, such as membership websites, for example.

When someone signs up for a membership website, they need to know that the marketer who
is running it is going to keep on delivering on whatever was promised initially.

Assuming you, at some point or other, are promoting someone else’s products, your

subscribers will also need to know that they can trust the recommendations that you may
make.
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For your list’s subscribers find out that you just recommended a product, without really trying
it, is possibly one of the worst things that could happen, especially if that product turns out to
not deliver any of what you promised in your recommendation.

A total loss of trust could quickly ensue.

And lastly, but certainly not least, you need your subscribers to trust in your expertise, and
know that you’re an authority within the niche that you’re promoting. Think about it: Would
you take advice or recommendations from someone who didn’t seem to know what he’s talking
about?

Well, neither will your list’s subscribers.

Now you’ve probably noticed, but everything here really does tie back to that central idea —
that you need your subscribers to put their faith in you, and by doing so, trust you.
Accomplishing that is something that some people find easier than others.

Let’s face it, some people are naturally more charismatic, and seem to inspire confidence in
others wherever they are and whatever they’re doing. These lucky few appear to be born with
a gift — the ability to make others trust them naturally.

Fortunately though, that is not really a natural talent. It is a skill, and, just like any skill, it can be
learnt.

Even someone who has never had a single person trust them in their life can learn how to start

creating that trust. And right here, right now, we’re about to start getting into just how you can
get the trust that you want, and need.

Building Trust Brick by Brick

Unfortunately, this is where the good news ends, if you were expecting building trust to be a
walk in the park, that is. If you’re wondering, “Why is that?” well, the answer is simple: trust
isn’t something that is built overnight.

And the sad truth is that, even after you spend hours, days, or even years building up trust, it
can be lost with a single mistake.

Considering all that, should you even bother trying to build trust? Yes! Of course you should.
Just be extra careful not to make any mistakes (or at least, any big ones)
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Trust is something that should be built up brick by brick, and strengthens with time. We’re
going to be going over the specific ‘bricks’ that you’re going to be using to build trust in a while,
but first, do you want to know the real secret to making people trust you?

Honestly, it isn’t that big a secret, but here it is anyway: To make others trust you, you need to
be trustworthy.

That means that, if you want people to trust that you aren’t going to rip them off, then you
need to show that you aren’t going to rip them off.

It means that if you want people to trust that your recommendations are genuine, then you
need to be genuine in your recommendations.

Simple isn’t it? Really, that’s all there is to it. But there is a catch though. While you might really
be trustworthy, and you might really have others best interests at heart, you need to find some
way to show people that, so that they can recognize it in you.

Otherwise, if no one can actually see that they can trust you, well... they’re going to have a
much tougher time of it, unless they’re psychic, that is.

Okay, now that we’ve gotten that out of the way, let us really begin to get into the juicy parts.
And to get things going, we’re going to kick things off by looking at something that is so

interconnected with trust that the two are almost inseparable.

No, it isn’t profit, but it certainly will help yours.

Reputation: The Foundation of Trust

Yes, reputation. Reputation is something that goes hand in hand with trust, in most cases,
though admittedly there is a little more to it than just that. For now though, the part of
reputation that we’re interested in is the part that couples up with trust.

What is reputation though? Is it simply what you’re renowned for? Or what people say about
you?

Actually, it’s all of those things, and a lot more. Reputation is anything and everything that
you’re known for. Thus, it almost goes without saying that you want to have a good, or even

great, reputation.

If someone knows that you have a good reputation, as an exceptional person who is also
trustworthy, then half your work is already done. Basically, that reputation which you have will
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already put them at ease somewhat, and allow you to further build upon it with your own
actions.

Great brands really put this to good use, even to the extent where they rely on the fact that
people associate their brand name with excellence, to market products.

While you’re not going to be competing with Nike as a brand name anytime soon, you still can
cash in on the reputation factor. As your influence grows (in tandem with your list), and word
spreads about you, all that you need to do is make sure the right type of word is being spread.

Unless you're rolling in cash, chances are you won’t be hiring an entire Public Relations division
to help your reputation though. So the best thing that you can do to ensure that the right type
of word is spread about you is simply to do the sort of things that you want to be spread.

Seeing as you want a reputation for being trustworthy, then by being trustworthy, gradually,
you’ll build up that reputation.

Granted, we haven’t actually discussed how you can build that trustworthy image yet, but don’t
worry, we'll get to it soon enough. Right now though, all you need to be aware of is just how
important reputation can, and will, be.

Because from this point on, everything that you do, and every action that you take with your
list, is going to be focused on building that trustworthy reputation.

Once you’ve developed that, then you’ll find things are even easier. Naturally, you'll need to
maintain that image, but that isn’t really a very big problem either. Besides, by that point you'll

already know just what you need to do, and pretty much be an expert on building trust.

Anyway, enough of looking forward to the future. It’s time to begin to let others know that you
are trustworthy. And the perfect area to start is...

Developing a Reputation as an Expert

Among the areas in which you can build trust, this is probably one of the more effective ones,
and it also happens to also be the easiest.

Don’t worry, you don’t have to go and get a degree in some area associated with your niche to

be an expert. That’s the beauty of it — expertise can be shown by action almost as well as it can
be by a paper qualification.
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If you do have some real qualification in the area that you’re marketing though, that’s just an
added bonus that can give you a shortcut to being recognized as an expert. Make use of it as
much as possible, but for now, let’s stick to how you can build up your reputation without one.

Just a paragraph ago, we mentioned that expertise can be shown by actions. Great, but what
actions can help show expertise exactly?

All that it comes down to really, is knowledge. If you can show your list that you really and truly
know a lot about the niche that you’re in, then you’re practically all set. How you can
accomplish this couldn’t be easier.

Firstly, you need to actually know your niche. No, you don’t need to know absolutely everything
that there is to know about it, but you need to know enough so that you don’t end up making
any obvious mistakes.

Then, you need to provide your list’s subscribers with some useful information.

How you choose to provide that information is up to you. You could write an eBook, send out a
newsletter, or even a video series. As long as it is something that has your name on it, so that
people associate it with you, well, that should be enough.

Essentially, the idea is that by providing your subscribers with useful information (that is
correct, of course), they’ll not just be grateful, but they’ll recognize the fact that you know what
you’re talking about.

Don’t rehash any old information that you find though. If you do, it will probably be found out.

Try to go for a ‘new take’ on an old issue, perhaps. Or maybe something fresh and striking that
you found out while you were researching the niche. It could be anything, so long as it is
original enough and useful enough.

If your niche has any current issues that are related to it, you could even cover those.
Customers like to be kept up-to-date with the very latest information, so this could really work
very well for you.

All things said and done though, make sure that the research is thorough, and the entire thing
(whether it is an eBook, report, or newsletter) is written clearly enough that your audience
won’t have any trouble understanding it.

Alternatively, if you're not the type that likes to write your own content, there’s absolutely

nothing wrong with outsourcing it. Just be sure that the writer you hire is able to provide what
you need.
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If you pull this off, it’s going to be helpful in a number of ways.

Because you'll be recognized as an ‘expert’, or at very least, someone who really does know
what they’re talking about, you can use that to your advantage. It’s far easier to trust someone
with a well demonstrated knowledge of the topic, don’t you think?

With that below your belt, you can then move onwards. Be warned though, you want to avoid
making any silly mistakes that might cause people to doubt your status as an expert. A mistake
or two here and there is easily forgiven, but repeat performances will probably put your
reputation at risk.

That’s why you want to know at least enough about your niche to be able to avoid those.

Further to this, there are certain ways to ‘enhance’ your reputation as an expert. One such is to
have some sort of proof that you’re good at your field.

Yes, an academic qualification is one of those — but we’re not dealing with that, remember?
Instead, you could use different types of proof, from social proof that comes most often in the
form of testimonials, right on to actual evidence (which would vary from niche to niche). Don’t

worry — proof is a topic that we’ll go over later.

Moving on to the next topic...

Giving Away Freebies

Although it may seem like giving away free stuff is really counterproductive to profiting, that
couldn’t be farther from the truth when it comes to customer lists. If you like, you could think
of it as karma of sorts.

We mentioned earlier that finding some way to freely give out useful information was good for
developing your reputation as an expert. Well, in a more general view, giving away freebies is
great for building trust as well.

When you’re trying to convince a group of people that, despite what they might think of
internet scams and marketing tricks, you’re really just trying to help them out, nothing says it

better than handing them something and expecting nothing in return.

Nothing, that is, except that they’ll end up trusting you all the more for it.
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Seeing as you already know the importance of trust, it should be easy for you to see how giving
away freebies really isn’t counterproductive at all, but rather, could help you boost your profits
handsomely once you get your subscribers to trust you more.

How do you do all of this though? And what freebies work best?

Well, there really aren’t any rules about giving away freebies, and there certainly are no
particular types of freebies that seem to work better than others.

As long as it is something useful, and something that will be of value to your subscribers, that is
enough.

Perhaps you already guessed it, but by giving away free, useful information, you’d actually be
killing two birds with one stone by proving your expertise and building trust through the free
offering.

So, the same type of freebies could apply, such as the eBooks, reports, video series’ or even
newsletters that we mentioned earlier. Still, you don’t have to be limited by that, and if you
really want to you could send other things out, such as free samples of a certain product, or
links to special offers containing free samples.

Anything goes — it is the ‘free’ nature of the offering that you’re going after now really, not the
expertise, despite the fact that it does make sense to do both.

Communicating with Your Subscribers

Remember: Your subscribers are people, and you should keep that in mind always. Every time
you send out an email to your list, you’re essentially talking to them, and so your emails should
definitely be phrased as such.

Don’t address things abstractly, but rather, try to keep your tone as conversational as possible.
Feel free to inject a little personality into your emails too — people always feel more
comfortable when they can really feel that they’re being talked to, not typed to.

More than that though, there are several key rules that you could follow in terms of
communicating with your subscribers. Rules that, when followed, can help build the trust
between you and them.

Before we get to those though, it is best that you think of your communications with your list as

part of a relationship. These rules that we’re about to discuss are essentially part and parcel of
how you can communicate in such a way as you strengthen that relationship.
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Just the same way giving away freebies strengthens that relationship too, really.
Anyway, let’s look at the rules, and you’ll see how they could help as we go on, no doubt.
Make Yourself Accessible

If someone from your list wants to contact you, for whatever reason, they should be able to.
Sure, receiving emails might not be at the top of your to-do list, but the last thing you want is to
appear inaccessible.

Should the situation ever arise where the members of your list find that they need to contact
you for some reason, but can’t, you may very well end up actually losing subscribers.

But on the flipside, making yourself easily accessible will show that you’re there for your
subscribers, and that they can get in touch with you if they ever need to.

Nowadays, making yourself accessible really isn’t hard at all. No, you don’t need to give out
your mobile phone number or anything, but you could add to the options that your subscribers
have (other than your email, that is).

Twitter, Instant Messaging services such as AOL, MSN, or Yahoo Messengers respectively, as
well as other options such as Skype — all of these contact options would just serve to make it
that much more evident that you are there, and you are accessible.

Try to Answer any Questions

Occasionally, a subscriber of yours may pop up with a question that he or she would like some
help with. It could be that they’re asking for advice, or anything else. If you’ve made yourself
accessible, this is a natural side effect.

The contents of the question that you’re asked aren’t really important, but what is important is
that you make every effort possible to answer that question. That way, with that one subscriber
at least, you’d have come to his aid when he really needed it, and that would definitely boost
your relationship, and in the same breath, the trust that he or she has in you.

Not to mention, you'll also be reaffirming your position as an expert.
Performing simple acts like answering a question, no matter how inconsequential it may seem,

actually has a much deeper effect that you might think. People talk, and eventually, word will
get out about how helpful you are.
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Don’t force it — just be helpful, as much as you can be, anyway.
Ask Your Subscribers What They Want

Okay, this is a great way to get a little bit of market research done, improve your sales, and
strengthen your relationship with your customers all at the same time. How? Simply ask them
what they want.

Yes, you heard right, all you have to do is ask your customers what they’d like.

For example, “Hey, I've decided to make an amazing new product, and | have some ideas, but
am not sure what you guys would like more: Product A or Product B. If you like, you can vote
for them, so that | can give you guys exactly what you want.”

When you do that, you’re opening up the lines of communication, and actually asking your
subscribers something. In a nutshell, they’ll feel like their opinion matters to you, which it really
should considering they’re your customers.

As you can see, you’'re also getting some invaluable market research. Sure, not all of your list
will reply, or vote, but a good portion might. Either way, you’ll end up releasing a product that
is probably much more ‘in tune’ with your customers needs.

And that just makes the entire prospect a little bit sweeter.

Always Be Proper and Professional

Inevitably, there are those who will criticize or try to take shots at you. It’s bound to happen
sooner or later, and when it does, you should deal with it properly and professionally.

Nothing is worse than getting into a mud-slinging match with someone else, especially a
subscriber to your list.

But at the same time, being proper and professional is not confined to just dealing with
adversity. Try to make it a habit to always adopt such an outlook when communicating with
your list. After all, the relationship that you have with them is a professional one: You're a
marketer, and they’re your customers.

Note: This doesn’t mean that you can’t be friendly.
Keeping a level head, and dealing with anything that comes your way in a polite manner, is
bound to win over some people. Or, at very least, it won’t give your detractors more fodder to

toss at you.
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Also, remember that sometimes it really isn’t worth responding at all.

With these three simple rules as far as communicating with your subscribers goes, you should
be able to present yourself as an all-round more trustworthy marketer. Not only are you
accessible, and try to help answer questions, but you also do so in a proper and professional
manner.

Really, much more than that can’t be asked from any marketer.

Naturally, it isn’t easy to reply to every question that may come your way, especially not if you
end up having a pretty large list. Still, sometimes just replying at all with whatever small help
you can offer is better than nothing.

Though, if you have such a big list, you should be profiting enough to even consider hiring
someone that could reply emails for you.

However, no matter how you end up doing it, the really important thing is that all of these
‘rules’ are going to help you with your relationship with your subscribers. As more subscribers
feel that you’re there for them, and some even get responses from you, your relationship will
strengthen.

And that, in itself, will manifest by the trust that they’ll end up showing for you.

Making Recommendations Genuinely

Even if you try really hard, you aren’t going to be able to run away from the fact that at some
point or other, you’ll probably end up wanting to make a recommendation to your list
regarding a product that isn’t your own.

Whether it is a Joint Venture or affiliate program really doesn’t matter, but what does matter is
that your recommendation is genuine.

Were you to make a recommendation that is found to be, well, anything less than completely
truthful, then you’d pretty much destroy any trust you’ve already built with your list. In short, it

is a risk that isn’t worth taking.

Each and every time that you make a recommendation, you’re putting your reputation on the
line.
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Which is why, the simplest way to avoid /losing trust, while at the same time end up building
trust, is to make recommendations that really are genuine.

Thus, whenever you’re thinking about recommending a product, as part of a Joint Venture be
sure that you’ve tried it out first. Take it on a test run, so to speak, and figure out if it is the kind
of product that is of a standard that is good enough to market on your list.

After you’ve checked it thoroughly, write a recommendation.

When you do so, remember, you’re being genuine, so don’t over-exaggerate too much. Hard
selling a recommendation can land you in a lot of trouble, but if you can do it without making
any claims that really are false, it is possible to pull it off.

Due to the fact that you’ve already tried out the product, you should be able to give your
opinion on it quite truthfully, and highlight its strong points (there should be some since you’ve
chosen to recommend it, right?).

Avoid unnecessary hype as much as possible, naturally.

If you do this, then you’re on the right track. Having given a genuine review, if your list
subscribers choose to buy the product, chances are they’ll end up being fully satisfied with it.
Then, whenever you do recommend another product, they’ll be able to think, “Well, the last
product that was recommended turned out great, so this one should too.”

Don’t take advantage of this fact though. The more you keep providing genuine
recommendations, the more trust you’ll build, and that will definitely translate into increased

profits overall.

In time, you'll see that even your own product sales benefit.

Under-promise but Over-deliver

Before you make a promise, any promise, to your list, be sure that you can definitely deliver on
it. Don’t just be ‘half-sure’. Be absolutely and completely sure.

Every promise that you make represents a bond of trust. So, going around making promises
without thinking them through, and then being forced to break them, is eventually going to

make your subscribers feel that you’re unreliable.

Or worse yet, untrustworthy.
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One simple way to ensure that you always keep to your promises is to under-promise. When
you’re going to make a promise, spare a moment to think about it, and revise it into something
that is just a slight bit less than what you were originally going to promise.

That way, you end up with a promise that is easier for you to keep, and if you can actually keep
the original version of the promise, well, you're over-delivering.

Take this for example: Let’s just say that you want to promise your list that you’ll have a freebie
for them by your regular Friday post. Instead, promise them that the freebie will be in their
Sunday post.

Thus, when Friday comes around and the freebie is ready, you can say, “Well, | was just so
excited about this freebie that | had to send it out to you guys the minute | got it, ahead of
schedule.”

Of course, this applies to any promise, and not just deadlines.

End of the day, when your subscribers feel that you’re constantly over-delivering, they’ll almost
automatically hold you in higher regard, and feel that they can trust you more.

By under-promising and over-delivering, you lose nothing, but stand to gain a lot more in
exchange for just spending a minute thinking about the promises that you make. One minute,

and you could find yourself facing a world of difference in terms of the reaction that you get.

As opposed to people being annoyed that you didn’t keep to your word, you’d have people
pleased that you did more than keep to your word.

Pleased potential customers are, without a doubt, a good thing.

Using Different Types of Proof

Commonly, marketers use proof as part of a sales pitch, and when it is used, the primary goal is
slightly different from establishing ‘trust’. Essentially, it is something like saying: “Well, don’t
just take my word for it, see the proof for yourself.”

Thus, by frog-leaping the issue of trust entirely, you can give a potential customer direct
evidence that the product you’re offering actually does work.

At least, that’s how it is in a sales pitch. But does proof have any place at all in establishing the
trust between you and your list?
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Well, for starters, it sort of does to the extent that you definitely don’t want to be found faking
proof in any of your marketing efforts, as that would just blow your reputation sky high. Apart
from that though, using some types of proof could be beneficial in very specific situations.

When you’re first starting out, you could use all the help that you can get, and so it seems that
during this time, it would be the best time to use ample proof — especially when making your
first recommendation.

Showing some sort of benefit of the product during your first recommendation would show
your subscribers that you’re actually trying out the products, and not just blindly

recommending random products to them.

In effect, this will make them a lot more confident with any of your subsequent
recommendations.

If you like, you could keep this up for longer, but after a certain point, your subscribers will trust
you enough that it becomes largely unnecessary.

See — proof can help!

Warning: Don’t Over-Do Anything

One of the common mistakes that is really counterproductive to building trust is over-doing it.

Take communication for example. Good communication is great, but trying to email your list
constantly to keep the lines of communication open, well, that’s just spam.

Similarly, constantly marketing products without lacing your emails with informative advice,
tips, and even freebies is equally a recipe for disaster.

Set up a schedule for your marketing, if you can. Don’t email too often, but once or twice a
week should suffice (except in really special circumstances). Also, never, ever, send two emails
in a row that both contain promotions of any product.

Space out your promotional emails, and your informative ones.

If you end up keeping on sending email after email promoting this product, or that product,

then eventually the subscribers on your list are going to feel as though you’re really just there
to make money off them.
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But, when you space things out, they’ll feel more as though you just want to help them out,
which is why you’re willing to give away free tips, advice, and so on.

Ensuring that your subscribers keep on thinking of you as a helpful, genuine, and all-round
trustworthy person is the best thing that could possibly happen to you. In fact, your list will be a
much more profitable one as a result.

Finally, by keeping your marketing efforts to your list in moderation, and not going overboard,
you’ll find that you’ll be better able to establish the sort of long-lasting relationships that you're
aiming for.

Developing a Plan to Gain Your List Subscriber’s Trust

Congratulations, you know pretty much every aspect that there is to know about how you can
gain your subscribers trust. Before we leave you to go out there and convincingly show your
subscribers that you’re the kind of marketer that they can count on — there’s just one last thing
of note that we have to cover.

And that is: Developing a plan.
Considering you may have some experience marketing already, you probably know that
everything tends to work better when you actually have a plan to follow. It doesn’t need to be

too specific, even a very general plan can work wonders.

Knowing that, it makes sense that the first thing you want to do is start developing your own
plan.

Because it is primarily list marketing that we’re dealing with, and email is the main tool used to
communicate with your customers, this is really a lot easier than you might think.

Why? Well, for the most part due to autoresponders and the huge variety of features that
come packed into them. This means that what you really need to develop is a strong starting
autoresponder campaign to kick off your trust-building efforts.

Fortunately, that really is pretty simple when you think about it.

When someone first joins your list, after having bought a product of yours, or simply joined
through some of your other list building efforts, you want to immediately start to impress

them.

Why wait, after all.
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But your first email shouldn’t be a marketing pitch. Nor should it be a lengthy informative
email. Instead, all that you should do in your very first email to your newfound subscriber is
thank them for joining, and invite them to contact you if they have any questions.

Sure, you could even throw in a little ‘teaser’ about all the goodies they’re going to be
receiving.

After that, your next few emails should be purely freebies or informative articles. Depending on
your choice, you could either make that last for 3 or so emails. Only after that should you
actually start marketing anything at all.

Just remember, or re-read, everything that is contained in this book, and you’ll be absolutely
fine. Sketch out at least about 10 emails or so, and you’ll find that everything seems to fall into
place quite nicely.

Be sure to leave yourself some time to answer any emails that may be coming from your list
too.

Once you have an autoresponder series planned out, try to think how you would improve it, or
expand it. Always make sure that by the time one autoresponder series runs out, you have
another one up and ready to go.

Planning all of this will not only ensure that you slowly but surely build up the trust that your
subscriber’s have in you, but also will prevent there from ever being a point where you fall out

of touch with your list because of insufficient autoresponder messages.

The sooner you start to accomplish this, the faster you’ll get your list off the ground and be able
to start to profit from the results of your actions.

Final Words on Gaining the Trust of Your List Subscribers

That’s it! We're at the finish line, and you should be able to take care of things on your own
from here on out.

Over the course of this book, we’ve gone from talking about trust as a whole, to tackling the

larger issue of how exactly you can build trust from the ground up. As far as the theory goes,
there isn’t much that you don’t know now, if anything at all.

Click here to start building your own list today with everything given to you on a plate



http://william737.gdbluprint.hop.clickbank.net/

Of course, knowing all the theory in the world would amount to absolutely nothing if you don’t
actually apply it.

And that’s what you need to go out now and do. You do remember the first step that you
should take right? Well, if you don’t just scroll up a little and you’ll see the section about
developing a plan to gain your list subscriber’s trust.

There, that’s your starting point.

At various points over the course of your planning, you might want to refer back to specific
parts of this book for more advice. After all, unless you have really, really good memory, you

probably don’t remember everything that we discussed.

To help you with this, what I'd recommend is that you read over the main sections about how
to build trust once again, just before you sit down and start planning.

Or alternatively, you could just go and start planning right now, while everything is still fresh in
your mind.

Either way, good luck gaining the trust of your list subscribers, and all the best in successfully
marketing your products to your list.
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Would you would like to promote other products similar to this to starting making real money
now?

Were you are given all the products, squeeze page, email follow up including ebooks and other
promotions?

Takes minutes to set up and all you have to do is drive traffic to your pages and build your own
targeted money making list.

Click the link for more information (Includes Free Insider Report which Reveals How | Swiped
The Inner Circles Deepest, Darkest Secrets & Began Generating 5 Figures Per Month, just for
looking):

Click here to start building your own list today with everything given to you on a plate
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