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Introduction
Teleconferences, also known as audio conferences and teleseminars, are a hot topic 
today.

A few years ago, teleconferences were mainly used in corporations to communicate 
with team members in remote locations such as branch offices or the field.

Now teleconferences have evolved into a standard tool for education and information 
and dissemination, as well as marketing and promotion.

If you are in business, you surely get occasional if not frequent invitations to 
teleconferences on all sorts of topics – general business skills, technical topics, and 
topics related to your specialty. 

For instance, if you are a CPA, you likely get invitations to audio conferences on 
accounting-related topics.

Some of the audio conferences you are invited to charge a fee. Their promoters – 
seminar companies, specialty information publishers, entrepreneurs, and associations 
– conduct audio seminars as a profit center … a money-making enterprise. 

Other audio conferences are free. Their promoters – corporations, entrepreneurs, and 
other advertisers – use audio conferences as a marketing tool to help sell a product or 
service. 

They make money from their audio conferences too, but indirectly – through product 
sales, not directly through registration fees.

In this manual, Audio Conference Profits, you will discover:

Why audio conferences are so popular.

What topics sell best and how much you can charge.

Best format, length, day of week, and time of day for your audio  
 conference.

How to get people to register for your audio event.

How to present an audio conference that will satisfy your audience.

I do have a favor to ask. If you have a technique for creating and promoting audio 
conferences, why not send it to me so I can share it with readers of the next edition of 
this manual. 

You will receive full credit, of course. Just e-mail rwbly@bly.com.

•

•

•

•

•

mailto:rwbly@bly.com
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What is a Teleseminar?
A teleseminar is a seminar, speech, or other educational information delivered to a 
group on the phone via a shared conference line. The presenter is in what is called 
“lecture mode” and is the only one who can talk for most of the program, and the 
other people on the call, the audience, can just listen. On some calls, a moderator 
takes questions from callers who can be selected to speak by pressing a key on their 
phone as instructed by the moderator. Usually the presentation, including the 
question and answer period, is 60 to 90 minutes in length.  
 
Education has evolved over the years, and many terms have come into (and gone out 
of) vogue, including: distance learning, distance training, electronic classroom, and 
virtual instruction. 

Who Does Teleseminars – and Why?
Let’s ask the second question first – why do a teleseminar? The basic premise 
of hosting a teleseminar is that you are an expert in your field and have useful 
information to provide to your listeners. Think about it: you’re asking for people to 
commit time, and perhaps money, to hear what you have to say about the topic. 

Based on that premise, it’s easy to see who would promote and produce teleconference 
learning programs: an organization or individual who has useful, insightful 
information to share. In doing so, you wish to: 

Brand yourself as an expert

Create interest in your field

Bring in clients for your services

Increase public awareness of you, your services and your products 
Build long-standing relationships with your clients 

 

•

•

•

•

•

Step-by-Step Instructions to Create 
a Successful Teleseminar

Part 1
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Have more personal satisfaction and more free time

Make money selling your content in the teleseminar format  

There are many benefits to creating and presenting teleseminars, above and beyond 
the obvious one of making money. Consider these “hidden benefits”:  

No travel: unlike that of “in-person” presentations

Can do them from anywhere – including home

Present them to anywhere, and from anywhere, in the world

Can use free teleseminars to build your list

No need for computers, as opposed to Webinars which require Internet  
 access to view a PC presentation

Immediate recording/transcript available for sale on your Web site 

I have spoken with people in the service professions, who use a teleseminar format 
presentation, duplicated onto CDs, and then use them as a more personal means of 
contacting prospective clients. What a great idea! 

Example: Bob Bly did a teleseminar on “10 steps to selling software with direct mail” 
for the Software and Information Industry Association (SIIA). He duplicated it on 
audio cassette and offered it for free, through a blurb in his e-zine to any software 
companies interested in doing direct mail, as a means of promoting his software 
copywriting services. Within 48 hours he received 200 requests for the free tape, 
many from qualified prospects, resulting in more than $12,000 in copywriting 
assignments! His cost of duplicating and mailing 200 tapes? Only about $400.

Teleseminars are also a relatively inexpensive way to “practice” your material, 
providing you with an audience and feedback (in the form of questions and 
answers held during the teleseminar, and follow-up e-mails). If you have an idea of 
a marketable service or product, perhaps it’s time to present it to a willing audience 
– but make sure you’re ready for the response of the listeners! 

The uses of teleseminars are limited only by your imagination. Take a moment to 
brainstorm ways YOU could use teleseminars to build your business – you’ll be 
amazed at the list you can create. Here’s what I came up with: 

 

•

•

•

•

•

•

•

•
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YOU CAN USE TELESEMINARS TO:

Make money selling content delivered as a lecture over the phone

Get a transcript you can sell as PDF content

Get an MP3 you can post as content accessible on your Web site

Create a CD of the content

Generate inquiries by offering the free CD or PDF

Make money by selling CD or PDF as product

Use PDF or CD as bonus for other products you sell

Educate or train association members or company employees

Educate or train distributors or agents

Build your e-list by inviting people to listen to a free teleseminar

Generate qualified prospects you can upsell to a paid product or service  
 on the same topic

Teleseminars are used by individuals like you and me, as well as major companies and 
associations. These groups often have a series of teleseminars, which is something you 
could consider doing if your topic is too large for a one-time presentation. 

One client I’m working with has written a wonderful book on the many uses of 
common North American plants. He makes weekly phone presentations to landscape 
gardeners, nursery owners, organic farmers (both large agribusinesses and small 
home-based growers), as well as entrepreneurs interested in the marketability of 
nature-based products. Every week his calls are crowded with people fascinated by the 
subject, and you can bet he sells copies of his books because of the human connection 
he has made with the listeners.  Not to mention the excellent “deals” he makes with 
them on consulting (landscape and farming) services!

So…what’s your specialty? What do you want the world to know about you, and your 
services or products? How can you best transmit this information to your waiting 
public? 

You guessed it – through your spoken voice. Unlike the printed word, the inflections 
in your speech, your auditory emphasis on important concepts, humor and your 
experience comes through the phone lines most powerfully. 

•

•

•

•

•

•

•

•

•

•

•
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Another advantage is that it takes much less time and effort to do a teleseminar than 
write an original book or report on any topic. And, it’s easier for those people who are 
reluctant writers.

Best Topics for Teleconferences
All you have to do is complete an Internet search using the keyword “teleseminars”, 
and you’ll quickly learn that there are presentations on every topic imaginable. Just 
try it. What you’ll find is that people are thirsty for information that will help them 
solve problems in their personal life, their financial life – increase their sales, put 
money in their pocket; or find the perfect partner. I even found a teleseminar to help 
people through the emotional roller-coaster ride of Valentine’s Day! That’s right. 
Here was the listing: 

Worried about your partner’s expectations & how to meet them?

Afraid you won’t get the love you want from your mate?

Feeling awkward about this holiday in your relationship?

Out of ideas for Valentine’s Day to make it joyful?

Feeling lonely and depressed because you’re single on V Day?

Hate Valentine’s Day and want to know how to survive it?

This particular teleseminar was one in a series of presentations on “getting through 
the holidays” – each of them was 60 minutes long and free to attend. The point I’m 
making here is that people want what you have: your knowledge, your experience, and 
(most especially) your strategic solutions to their problems. 

So, remember your target market! Research their problems and offer solutions. If you 
are unclear about your target market group, take the time to define them clearly. 

I am a freelance writer and copywriter, and my field of interest is the cross-cultural 
study of death rituals. I have taken my personal interests and writing skills into 
a new arena, and write sales and informational copy for members of the funeral 
service profession. For me then, a member of my “target market” is your local funeral 
home owner. They have a major problem in educating their target market about 
their services, and part of that has to do with the stereotypic image the public has of 
members in their profession. So, my teleseminars revolve around solutions to those 
problems. 

The entrepreneurs I interviewed for this e-book all do exactly the same thing: 
offer targeted solutions to their teleseminar listeners. There is truly a formula for 
teleseminar success that each of them has followed – but their unique perspectives 

•

•

•

•

•

•



13Audio SeminAr ProfitS

SteP-by-SteP inStructionS

on backend marketing and participant follow-up, provide you with a wide range of 
potentials and possibilities. 

Always bring your true sense of self, your unique marketing plan, and your values to 
every Internet endeavor. Develop a passionate relationship with your prospects – and 
work to honor their time, energy and money. After all, a teleseminar is the perfect 
way (save face-to-face encounters) to develop a strong bond with your prospects and 
customers; build loyalty to one another and you’ve created a lifelong customer!

With that said, I’d like to offer you some time to write down what you are going to 
offer in your teleseminar, and who the “ideal” listener will be; in other words, who 
are the members of your target market, and what do you want to say to them? And … 
last, but by no means least…what will be your “call-to-action”? Use worksheet #1 in 
Appendix A for your brainstorming session. 

But first, let me say “think big”! See this first teleseminar effort as part of a larger plan 
of action. Don’t think of it as an isolated event, but part of a whole marketing plan. 

Worksheet #1 will become part of a set of planning sheets that, once completed, 
will be your teleseminar blueprint to success. With that said, grab a pencil and start 
brainstorming. 

Format and Length
Ok. You’ve decided on the target market, you know the topic of the presentation, 
and you’ve decided on the product or service you’re promoting. After all, that’s what 
it’s all about, right? Providing enough information to make it worth the participant’s 
time, exciting them about the solutions you are offering, and presenting them with a 
powerful call-to-action (buy this product, or subscribe to this service). 

Now we get to the “nuts and bolts” of the process of teleseminar creation. In a series 
of small steps, you’ll have everything ready for your first teleseminar! When you’re 
done with these steps you’ll have the teleseminar “package”, which will include: 

 1. Knowing how you’ll promote the event

 2. Having a registration system in place, including landing page  
  and autoresponder

 3. Selecting a shopping cart solution for registration and payment,  
  if you are charging

 4. Developing the e-mail invitations, confirmations and other  
  follow-up materials
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 5. Creating survey questions to solicit pre-event information  
  (if necessary)

 6. Creating the content of the presentation and handout materials

 7. Designing a “member’s area” for series participants (if applicable)

 
Step One: Decide What Type of Presentation to Make

Everyone has an opinion about what type of presentation is best for us. Some people 
are bored silly by a straight lecture format, unless the speaker is extremely engaging or 
humorous. Others are intimidated by a question and answer based event, where they 
feel crowded into the background. 

This can be especially true in a teleseminar, when you are actually sitting alone 
in your room, listening to others. I know when I first started listening in on tele-
presentations; I was extremely shy – never choosing to participate at all. By the way, 
there are tricks and strategies to use as a presenter to draw people out of their shell 
– usually they amount to being friendly, personable, and in control of the event. 

Think back for a moment about your best classroom experience. I’m a true veteran of 
the classroom, having gone to college for years and years after high school graduation. 
We’ve all had that one teacher that was wonderful and (hopefully only) one teacher 
that was the exact opposite. 

How can you emulate the wonderful teacher, and avoid the pitfalls of the poor soul 
who left such a bad impression? Easy! By good planning, and solid scripting of the 
call; but I’m getting ahead of myself, aren’t I? 

Essentially, there are three standard formats, with possible minor variations or 
combinations: 

Lecture 
Delivered mostly one-way; you speak and the audience listens. Often combined with 
a question and answer period near the end of the call, this is a standard teleseminar 
format. Sometimes, pre-event questions submitted by participants are dealt with at 
the end of the call, rather than opening up the bridge lines for audience participation. 
This is to avoid “losing control of the call” through unpredictable audience behavior. 

Pro: Ideal for large group presentations or where you need to deliver lots of 
information.
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Con: Can be boring (or frustrating) if the speaker rambles, or speaks too fast. 

Interview 
Here, someone interviews you, or you interview another expert. 

Pro: Can be good if your list in niche market has similar problems, and if the expert 
is really able to share solutions, not just grandstand about his/her achievements and 
reputation. 

Con: If questions aren’t good, the call can get boring. You must have great 
interviewing skills, and be really willing to probe and ask good questions. From a 
logistical point of view, it’s sometimes difficult to get guests to commit to a date and 
time. 

Participatory
This format is great for a small group interactive workshop, or subscription-based 
mastermind group. Here a shared phone line becomes a “round table” discussion 
between the participants, facilitated by the presenter.

Pro: Here the attendees pay attention and feel connected, getting to know one 
another and share experiences. 

Con: Such small groups offer a limited financial return to the presenter, unless the 
call is part of a series of calls. 

I think what you’re looking for as a presenter is control over the phone call – so 
make it work for YOU, and the participants will be happier. I’ve been on some 
participatory teleseminars as a listener where the presenter had no way of handling 
intrusive or overbearing listeners – and it spoiled the event for the rest of us. 
Monopolizing of the time by call participants who were asking too many questions or 
otherwise being rude made it miserable for everyone. I’ll offer suggestions on “crowd 
control” later; just be sure you are 100% comfortable with the format before you 
begin.  

Should it be a single event – or a series?

The overriding issue here is the depth and breadth of the topic you are presenting. 
Many calls I’ve been on are only designed to introduce a tele-course of 8 or more 
“classes”, and as such, are only “single event” material. 

Here is another issue: pricing. In a series, some people charge one price per call, say 
$79, but the first call, the introductory call, is at a discount price; let’s just say $29. 



Audio SeminAr ProfitS1�

PArt one

Also, in a series you typically get a discount if you buy all calls in the series versus 
buying them individually. 

Designed as a teaser to create interest in what you are offering, the consensus is that 
60 minutes is the perfect amount of time to present information, build interest and 
initiate the sales “pitch”. Anything less than that just doesn’t give you enough time to 
engage the listeners, and build the trust level required to make the sale – whether on 
the call, or later in follow-up e-mails. 

At freeteleconferencecalls.com, as at other conference call services, they offer you a 
variety of slot lengths; you can arrange for calls to last from 25 minutes to 2 hours 
and 55 minutes. Naturally, it will take planning, and rehearsal, to know exactly what 
the best length of time is for your topic and your audience – but the consensus is that 
60 – 90 minutes works well. 

For example, you could set up a “teaser” call, to recruit participants for your 
teleseminar series on a given topic. You present the “product”: the teleseminar series, 
with all its features and benefits for the attendees, and then address any questions the 
listeners may have in the last 5–10 minutes. Give them a strong “call-to-action” at the 
end of the call; something like this: “Anyone who registers in the next 30 minutes 
will receive the recordings for 50% off the list price.” 

This is how it works for one of my clients who currently provides in-person seminars 
to their prospects: the teaser calls address the concerns of the audience regarding 
price, content, and quality of presentation for what would normally be a live, in-
person seminar. The series then replicates the number of hours of live presentation, 
broken down into shorter (easier to digest) components, spaced over a number of days 
or weeks. 

Frequency is an issue when you are planning a teleseminar series. If there will 
be “homework” assigned to the participants, you need to give them adequate 
time to complete the work – without giving them so much time as to allow for 
“procrastination”. 

One series I’ve seen has a class per month, for eight months; personally, I feel this is 
too lengthy – people will lose interest, and the series will lose momentum. (And one 
entrepreneur interviewed stated that long series teleseminars increase the refund rate 
– people expect their money back when they lose momentum or desire to attend.) 
The standard is to offer weekly calls, but I have seen teleseminars series where the 
calls are monthly. 

Experiment with various schedules, query your preview call participants to see what 
they would like, and then be willing to make changes. Flexibility is important in this 
endeavor, as in any other! 

http://www.freeconferencecalls.com/
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Now is the time to use the second in the series of worksheets, found in Appendix 
A, where you can plan the presentation format, and length, for your upcoming 
teleseminar(s).

But Wait!  

Let’s just stop a minute here, and talk about what happens if you need to query the 
prospects on exactly what they want in a teleseminar on your subject. How should 
you proceed, if you’re unclear as to the nature of their “problems”? For example, 
if I wanted to do a teleseminar about “writing e-books”, how could I know what 
problems exist for people under the “umbrella” of that topic? 

It would be necessary to ask questions. But how? If you don’t have your own mailing 
list, created from e-zine sign-ups or Web site visitors, then I heartily advise checking 
out Web-based groups, forums, blogs, and bulletin boards. Doing keyword research 
can lead you in the right direction too. Let’s look at what I came up with when using 
the above example, “writing e-books”. 

First, I used that phrase in a search engine, and got over 6 million listings! Hard to 
believe, isn’t it? Certainly, reviewing the top 100 is sufficient to see what people need 
or want: e-book writing software, e-book writing tips, and e-book promotion. 

Then, I went to Yahoo! Groups, and typed in “writing e-books”. There are currently 
54 listings for groups related to that search phrase. I suggest the following when using 
groups as a research resource: 

 1. Read some of the postings before joining

 2. See how active the group is first – some are completely inactive

 3. Set up a special e-mail box for group membership e-mail delivery

 4. Select to receive daily digests of messages, as individual e-mails can 
  be overwhelming
These groups are perfect places to ask questions or post a survey link. Only use those 
groups that are most active. The questions I’d create would revolve around the major 
topics of interest noted in the search engine listings: software solutions, writing tips 
and strategies and e-book promotion. 

See how easy it can be? The good thing about joining groups is that you then have a 
group of people to invite to your presentations, or to subscribe to your e-zine. This is 
exactly how I build a strong list of subscribers to my e-zine, E-writer Bulletin. Having 
used list-building services for other e-zine projects I learned the hard way: it’s better 
not to pay for subscribers!  

http://www.ewriterbulletin.com
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Take the time you need to do the research, develop relationships with people, and 
discover exactly what they are looking for in a teleseminar. It will make the rest of 
the teleseminar development process that much easier and rewarding! Even if you 
have a “hunch”, based on experience – test your theory by asking questions. The 
relationships you develop in the process will prove to be the ones you rely on in the 
future. 

When you’re ready, get back to worksheet #2. 

Don’t Procrastinate! 
One of the people I interviewed, Matt Bacak, made it quite clear to me: set a date, 
and get started! Don’t wait for the perfect time or the perfect day … there just 
won’t be one. You’ll always have people say to you “well, I could attend if it was 
on a Tuesday”, or “afternoons aren’t good for me”. These are the folks that you can 
approach with your information products based on the teleseminar: transcripts, 
MP3 or CD recordings will provide them what they’re looking for: easily accessed 
information, delivered by you! 

Let’s take Matt’s advice to heart, and start work on worksheet #3 now. His opinion 
is that by “committing to a date” the wheel is set in motion. I have to agree with him. 
By setting the date you force the issue – and truly find the time to make the rest of 
the work happen! 

All the resources you’ll need to proceed can be found in the Resources section at the 
back of this e-book. Basically, you’ll need: 

A conference call provider: this is the company that provides the bridge 
 lines for your phone call. 

A Web site design tool (if your Web host doesn’t offer you one): to  
 build your teleseminar sign-up page on your PC.

A Web site upload tool (if needed): to move your Web site creation to  
 your remote host (Internet Service Provider).

A word processing program to create your sales and informational copy  
 (MS Word, for example).

An autoresponder to send out invitations, confirmations, and other  
 necessary communications (making follow-up a “snap”).

A forum, message board or group, for class members (if a teleseminar  
 series).

•

•

•

•

•

•
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A shopping cart tool (if charging for the presentation). 

Audio recording solution (if not offered at a reasonable price by your  
 conference call provider): This could be a digital recorder, available at  
 your local electronics store or through EBay; or recording software  
 installed on your computer. 

Worksheet #3 identifies the particulars of your presentation and the tools you’ll be 
using in the development and implementation process. Do your research with the 
resources section, and identify date and time of your presentation, as well as the 
support tools you’ll be using. 

Pricing and Offer
As you will see from most of the sample e-mails here, a lot of teleseminars are free. 
Used as a way of introducing yourself to the respondents, building rapport with 
members of your target market, and building your list of e-mail addresses – later to be 
used in marketing other (paid) teleseminars or other products and services.  

In more graphic terms, there are two ways to use teleseminars, each building on one 
another, (ideally) in a circle of growth and profit: 

Using free teleseminars to build client base and grow your business

Directly increase your income from special event teleseminars

I’ve watched my colleagues and clients start with just one preview teleseminar, and 
only three years later, they’re doing one to two teleseminars a week! Providing that 
you are giving the listeners information they want and can quickly use to solve their 
problems (whether business or personal) – they will return to listen to you again and 
again. They’ll buy your products, and they’ll pay to hear you in person. It’s just that 
simple! 

Let’s look at both aspects of the feedback “loop” separately, taking the start-up, free 
teleseminar first. 

The Free (“Get Them Into the Funnel”) Teleseminar
This is by far the most common teleseminar presentation I’ve seen. Short 
presentations – anywhere from 60 to 90 minutes, these can be the basis of products 
created for sale on your Web site. These free calls are an invaluable tool to develop 
later series seminars, build client and prospect relationships, and do further research 
on desired services and products. 

•

•

•

•
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This is a great place to start, because the development process is so much simpler. It 
will give you the practice at call presentation with an audience, without the stress of 
having charged money for the call. 

A Note from Bob Bly: From his experience, these calls are best kept at 60 minutes. 

Pricing Your Time: Do the Math (Get What You’re Worth, 
but Give the Buyer a Break)!

The prices for fee-based teleseminars I’ve seen range from $19.95 to anywhere from 
$49 to $189 per 60 to 90 minute session. The “rule of thumb” here is: the higher the 
price, the more specialized the topic, and more narrow the targeted audience. 

It’s important to think not only about the initial price of the teleseminar, but the 
entire “package” you will offer your participants – as well as the “back-end” or “after 
market” sales.  

If you are going to offer audio recordings (whether downloadable MP3 or CD 
formats), transcripts, workbooks, or other ancillary products, then offer a price break 
with “packaged” deals. 

For example, here is a model I’ve seen used over and over again; where the presenter 
puts together a package, which could include: 

Teleseminar only

Transcript only 

Teleseminar and transcript (PDF)

Teleseminar, transcript (PDF), and audio product (CD)

Teleseminar, transcript (PDF), and audio product (cassette tape)

Teleseminar, plus an additional premium information product related  
 to teleseminar content 

Be sure not to offer too many choices for your prospects – it’s important not to create 
“indecision” and “inaction”! 

Here’s where more research can be helpful. Look around for other teleseminars 
related to your topic, or those presented by people you feel are competent and 
knowledgeable. See what they are charging. Take the leap and call them – it’s those 
network connections that often manifest opportunities you never imagined! 

•

•

•

•

•

•
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Here’s a link to a sample audio presentation, courtesy of Bob Sommers and Bob Bly. 
The subject was “Becoming an Instant Guru”:  

http://www.recognizedexpert.com/golivepages/members/bobbly.html

Promotional Activities 
This is where things really get interesting, in that you’re quickly going to see the fruits 
of your labor. Up to this point you’ve been working on your own, doing research, 
designing your teleseminar presentation, setting up the logistics of date, time and 
arranging for autoresponders and Web design tools. You’re ready to present your idea 
to the Internet communities you’ve identified, and to your list or the lists of your 
joint venture partners. 

It’s here you’ll ramp up your energy and enthusiasm, because this is where you’ll start 
getting feedback – in the form of teleseminar sign-ups! 

Now you’re going to be building your Web landing page for your teleseminar sign-
up activities. This is the page you’ll drive people to with your online and offline 
promotions. 

It should include information on teleseminar content, in a features/benefits format. 
In other words: 

What is the title of the teleseminar?

What are 3 to 5 “bullet points” of content? In other words:  what are 
 the features of the event?  

How will the participants benefit? 

Credibility builders for you (and your guest speaker, if you’re having  
 one): who are you, and why should people be listening? These could be  
 testimonials from people who know you, documenting your expertise.  
 The testimonials help answer the question: what do the readers need to  
 know about me? 

If you don’t have testimonials, don’t despair. Just make the promise to yourself to 
gather testimonials from your call participants as part of the follow-up activities. 
Offer them an extra “bonus” report, consultation, or other offer in return for their 
comments. In lieu of testimonials, you could offer your “resume” of qualifications. 

It’s always nicer if the Web site visitor can see your face, so why not consider putting 
up a photo of yourself? There’s nothing like that human contact, you know. Another 
device is putting up an audio clip of your voice, inviting them to participate. Always 
include a means for them to stop/start the audio clip; no one wants to be talked at. 

•

•

•

•

http://www.recognizedexpert.com/golivepages/members/bobbly.html
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Let them choose to hear you. 

If it is a free presentation, then all that’s required of you is to create a sign up box, 
with the important contact information; name, and e-mail address being the least 
amount of information required. 

If it is a fee-based event, then you’ll be sending them to your shopping cart page, 
where they will process their credit/debit card payment. 

Either way, you’ll be putting their e-mail address into the autoresponder to broadcast 
subsequent follow-up messages to them. 

Once you have the landing page and registration process up and working properly, it’s 
time to decide where you’re going to promote your event. 

In the interviews with “the experts”, I’ve found a myriad of promotional devices used. 
If you have a strong, responsive e-mail list already, that’s the first place to promote 
your teleseminar because you already have a relationship with these prospects. Other 
Web-based promotions are: 

 1. E-mail blasts to your own list and the lists of people you know who  
  read your core market materials.

 2. Through your own e-zine.

 3. Find Web sites related to your offering and contact the owners  
  about doing an affiliate promotion to their list (where they will reap  
  some financial reward for helping you). 

 4. Your Web site’s “home” page either on the page itself or via a  
  “pop-up” ad, or banner. 

 5. Pay-per-click (Google Adwords campaign). 

 6. Banner Advertising on sites related to your core market.

 7. On your e-zine “thank you for subscribing page”.

 8. As part of your e-zine “opt-in” offer. 

 9. Through group, forum or bulletin board memberships, or via your  
  blog (or post to someone else’s with a link back to your site! This last  
  point is crucial! Always include a link back to your site!) 
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 10. Create your own group – where you are the moderator and the  
  expert! 

 11. Use your e-mail “signature” to promote your Web site and the  
  teleseminar.

 12. Search out joint venture opportunities with other individuals,  
  or join a joint venture group.  

 13. Visit Speaker Net News and submit your listing. 

 14. Article marketing – write articles about your subject matter for  
  submission to article marketing sites, or directly to e-zines in your  
  core market, which include a link to your teleseminar sign-up page. 

Article marketing is rather labor intensive, as many experts say you should write 10 to 
25 short articles, each about 500-750 words in length, and distribute them liberally 
in various places. Bob Bly believes that 2 or 3 articles are sufficient; unless you have 
plans on putting them into a compilation e-book at a later date, this strategy could be 
more work than it’s worth in terms of getting teleseminar sign-ups. Naturally, these 
articles should provide useful information on their own, but should also have a strong 
“call-to-action” (to sign up for your teleseminar)! 

I suggest using your favorite search engine to find article submission sites. Some are 
free and some require membership – it’s up to you to find the ones that work best for 
your target market. Here are a few you can start with: 

www.impactarticles.com

 They seek articles on business, marketing, and coaching; and their archived articles 
are easily retrieved through the home page. Very simple submission process, and 
“trusted author” status bestowed on those who have published online before, for pre-
approved submissions. 

www.isnare.com

Although submission of articles is free at isnare.com, they are adding yet another 
great service called Article Distribution to multiply your article marketing results by 
more than 10 times, through submission to article announcement/distribution lists. 

http://www.speakernetnews.com/
http://www.impactarticles.com
http://www.isnare.com
http://www.isnare.com
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You write the article and they distribute it to over 20,000+ publishers. This is done 
through membership, or through the purchase of article submission “credits”. Not an 
archive, but a submission service. 

www.ideamarketers.com

This is a forum for you to share your articles, and to find articles that other people 
have written. Add articles automatically to the site for exposure to 1,000’s of 
Webmasters, publishers and editors who use Idea Marketers to find fresh content. 
When they run your articles, they’ll include your brief bio and link to your Web site.

www.articlecity.com

With 29 categories for submissions, you’re sure to find the perfect niche for your 
articles. All are archived on-site and available for reprint when guidelines of author 
byline and contact information inclusion are followed. 

www.articlehub.com

Eleven categories for submission, including humanities, life style, science, and 
entertainment. Very easy submission process and unlimited submissions allowed. 

www.article-directory.net

They offer a huge archive of publishable articles; with categories on travel, writing, 
sports and recreation, and self-help. There is an easy on-line submission process, with 
unlimited submissions. 

I’ve joined article submission groups at Yahoo! Groups too – and posting your articles 
to groups in your target market is another way to promote your teleseminar. I’ve 
provided links to Web-based article presentations, with a teleseminar sign-up box 
formatted right in! 

Another way is to join the Directory of E-zines (http://www.directoryofe-zines.com), 
and find those e-zines where you can publish your articles, or take out free classified 
ads promoting your teleseminar. There are other e-zine directories, too; where you 
can list your own e-zine and search the archives for ones reaching your target market. 

http://www.ideamarketers.com
http://www.articlecity.com
http://www.articlehub.com
http://www.article-directory.net
http://www.directoryofezines.com
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I’ve subscribed to them before attempting to promote with them, just to see the 
quality of the periodical. It’s smart to get a unique e-mail address with your Web 
hosting company for these subscriptions, so you don’t clutter your personal e-mail 
inbox with e-zines. 

E-books and Special Reports
Related to article marketing is e-book/special report production. I’ve assisted clients 
in developing short (5-25 page) special reports or e-books that end in self-promotion. 
These are great vehicles, as they can be distributed in what is known as “viral 
marketing” today – the equivalent of “word-of-mouth” marketing in earlier decades. 

Make your e-book available on your Web site, through your signature line in e-mails, 
and as promotional gifts in joint venture opportunities. Distribute them with good 
will and positive intention – you’ll reap the benefits “down the line” with name 
recognition and increased teleseminar sign-ups! 

Offline promotions could include: 

 1. Using the back of your business card to promote ongoing  
  teleseminars

 2. Use speaking engagements in your community to promote your  
  online activities

 3. Write articles for your local paper and note your teleseminar  
  offerings

 4. Through your local Chamber of Commerce or Business  
  Associations

 5. Through Trade Associations and trade magazines

This last one has been a most valuable tool for me. Funeral Director Associations and 
their trade magazines have brought many listeners into my calls. If your teleseminar is 
industry-related, don’t forget about these opportunities!  

Get creative! Don’t be afraid to seize a chance for promotion – but always keep a 
record of what teleseminar (or other offer) you promoted, where you promoted it, 
what was said in the promotion, and what the result was. You can make it possible for 
your teleseminar registrants to identify how they heard about your teleseminar  
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– giving you excellent feedback on what works best for you. Worksheet #4 will help 
you get started on this essential record-keeping. 

Planning the Content and Presentation Schedule
I’ve found that the most successful teleseminars are ones where the 
presenter views the experience as being akin to true classroom based 
instruction. That is to say, they are well-prepared, with: 

An outline for their presentation: remember to stick to only one or two  
 main points. Don’t overwhelm your listeners, and don’t create stress for  
 yourself by trying to cover too much material in the allotted time. 

Handouts for participants that provide the outline, note-taking areas,  
 and resources: cited online site, recommended ancillary products, and a  
 restatement of the offer. These are usually PDF documents,  
 made available for download to your listeners through reminder and  
 confirmation e-mails that include a download link. You can create PDF  
 files online at http://www.adobe.com, or purchase the required  
 software and install it on your computer. There are other utilities you  
 can use, too; check out http://www.pdfzone.com for recommendations.  
 The software below has not been personally evaluated; I offer them as  
 alternatives you might want to check out:  

http://www.eprintdriver.com/eprintPDFconverter.html

http://www.synactis.com/products/pdf_in-the-box.htm

http://www.docudesk.com/desk_pdf_product_home.shtml

Since the presentation is made over the phone, these materials would be coupled 
with: 

Frequent e-mail call reminder messages

Recordings of the calls made available online for a short period of time  
 for those who missed it (if you choose to do this)

Follow-up e-mail messages to note when/how the call can be accessed,  
 and also to re-iterate the offer, with an urgent call-to-action

I’ve seen calls that provide one page of information and some that give six or seven 
pages, including room for notes. Some of the best have literally asked questions of 
the listeners, requiring that they listen intently for the answers. Once the “quiz” is 

•

•

•

•

•

•

•

•

http://www.adobe.com
http://www.pdfzone.com
http://www.eprintdriver.com/eprintPDFconverter.html
http://www.synactis.com/products/pdf_in-the-box.htm
http://www.docudesk.com/desk_pdf_product_home.shtml
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complete, the handout usually provides valuable information they can use in their 
business – but not all the information they would receive, if they were to enroll in the 
course or buy the information product offered. 

Helpful Hints for Bridge Line Use 
When you scheduled your teleseminar call, you committed to the use of a “bridge 
line” – a rather picturesque term, don’t you think? After all, the call is “bridging” you 
and your listeners – removing obstacles of distance, if not time! (I’ve had some people 
in other countries get up at 3:00am their time, just to listen in on calls! Now, that’s 
an obstacle to hurdle!) 

Many presenters include these tips and instructions in the handouts created for 
participants. You can then go over the rules briefly on the call, if you feel the need to 
do so. 

The following are some tips for making your bridge calls the very best possible, 
but not the only ones. The goal is to have the clearest audio possible on the call, for 
your listeners, and for the recording of the call for your information products. Any 
distracting noises, static or unruly participants (and I’ve heard only a few) must be 
eliminated. 

Before getting on the call, any person who has “call waiting” on their  
 phone should disable the service.  

Have people start calling into the bridge at about 2 minutes till  
 the hour. They will dial the phone number you provided in your e-mail  
 confirmation, and follow the recorded instructions to input their  
 “passcode, followed by the # sign”. Often a “chime” marks their  
 entrance into the call. 

Ask your participants to say their first name (and offer their city of  
 residence if you like) before asking a question, since you will not be able  
 to see one another. 

You will want to use the mute feature on your call, so listeners cannot  
 be heard, whenever he/she is not speaking. Background noise is a huge  
 distraction. 

Encourage participants to get headsets, if they are going to be on the  
 phone for long periods of time as it is much more comfortable.  
 Plantronics (http://www.plantronics.com) is the brand of headset that  
 comes highly recommended. And, of course you will want a headset  
 – to keep your hands free, and your neck from growing tired.  

•

•

•

•

•

http://www.plantronics.com
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Ask people to refrain from using cell phones, speaker phones or  
 cordless phones as these can cause static on the line. This is also true for  
 you – don’t rely on anything but a “land line” for your calls. 

Make sure that you have arranged for “extra time” from your call  
 provider, if it is allowed. Sometimes, on the “free conference call”  
 companies this isn’t possible. In that case, try to end the call so that  
 the line is free by 2 minutes till the next hour, so that if another group  
 is following you, they will be able to get on the line. 

Ask people to be on time and also to stay until the end of the scheduled  
 time. It’s often useful to provide an incentive for staying: a discount on  
 products or services, for example. 

And one from personal experience: arrange for someone you know and  
 trust to do a “backup” recording of the call! If your equipment fails,   
 you’ll be covered. 

Let’s talk for a minute about presentation length and agenda. If your presentation 
is 70 minutes long (average length of many I’ve listened to), then you should have a 
format that looks like this. 

5 Minutes Prior to Call: Get online, to welcome people as they arrive 

First 5 Minutes of the Call: Introduction and offer of stay-on-the-line 
 incentive (special gift, special discount to be offered at the end of the  
 call) 

45 Minutes: Main Presentation

     Opening Remarks: Focus on only one or two issues or problems/ 
             solutions (follow along with handouts)   

     Introduce Offer at 10 minutes into the call

     Continue with Presentation offering viable solutions to these one  
             or two pressing issues

5-10 Minutes: Questions and Answers

Final 5 Minutes: Thank You, Announcement of Incentive, or  
 Reiteration of Offer

Remember! Teach your listeners something they can take away with them; don’t sell 
them a product. The selling of products (your own or affiliate products) can take 
place in the “Thank You for Attending” e-mails, or subsequent follow-up e-mails. 

•

•

•

•

•

•

•

•

•
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Offer them proof of your expertise through examples, case studies, stories from your 
experience. When they brand you as an expert (something that takes time), they will 
be more willing to buy from you!

With that agenda in mind, you can see that you really only have 40-45 minutes of 
time to fill with content. That’s important to consider if you’re feeling overwhelmed 
by the job of content development! As you sit down to draft your content and 
handout materials, you’ll naturally start with an outline. 

Remember to use the PSA formula: problem, solution, and action. Answer these 
questions: 

What is the problem they are experiencing? (Paint vivid pictures of situations, 
problems, experiences – get them emotionally involved, and identifying with it.)

What is your solution to the problem? (Give them your unique solution, and the 
results they can expect when they apply it. Be sure to provide success stories!)

What action should they take? (Here’s where you make them an “offer” and give 
them incentive to accept it.)

So, grab your pencil and a pad of paper – it’s time to show the world what you have to 
offer! Always remember that you have but 45 minutes, at the most, to present content 
– so keep it simple. You’ll offer them a question and answer period, and … what if no 
one asks questions? How will you fill in that time? 

It’s easy! Think of one final story, one more example of the solution you’re offering 
and the success it brought. Everyone loves a story with a happy ending! 

It’s Show Time! 
So, today’s the day. You’ve got listeners waiting to hear you. You’ve done your 
homework; you’re ready. Now what? 

Relax. Just like your mother would tell you: eat well, get enough rest the night 
before, and do what you do when you want to feel your best. Quite often teleseminar 
production classes are sold on the basis that you can “do the presentations in your 
pajamas” which is true. But … are you at your best in your pajamas? Maybe you are, 
but I’m not. So, I do everything I do if I’m going out to meet people: shower, wear 
clean clothes, and comb my hair. 

Don’t drink too much coffee. Have water or juice on hand in case you  
 get thirsty. 
•
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Use the bathroom before the call starts.

Take 30 minutes or so before calling in as presenter to focus your  
 energies. 

Hang the “Do Not Disturb” sign on your door (see page 81) 

Get a comfortable chair, and surround yourself with what you’ll need  
 to present your material. 

Check your recording equipment if you’re doing it yourself. 

Take a deep breath, and make that call! 

Here’s a sample agenda provided by Bob Bly:
_____________________________________________________
INSTRUCTIONS/AGENDA for Bob Bly 1-Hour E-zine Teleseminar 
Thursday 11 March 2004 1-2 PM Eastern 
 DIAL-IN INSTRUCTIONS 
 
Call in at 12:55 PM sharp  (I use www.time.gov )

Dial 512-225-3519

At the prompt, enter 111566 and the # sign 
 
You’ll hear me and the guy who is recording; we’ll do a quick sound check to make 
sure your voice level and mine are nice and clear…

At 1 PM or a minute or two after, I’ll start with an official “Welcome everyone” and 
brief introduction. 
 
Then we’ll jump into the session.

INTRO 
 
I’ll start with an intro recapping highlights of survey I did. Over 250 responses  
on e-zine vs. e-newsletter and also on how long people are taking to prepare their 
e-newsletter.

We’ll go from there…

•

•

•

•

•

•

http://www.time.gov
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QUESTION PERIOD 
 
About 30 minutes into it… will open the phones for about 5 minutes of questions. 
Then we’ll continue… Then, in the last 5 minutes or so will take more questions. 

ENDING

I try and end at the top of the hour (i.e. 2 PM). If there are a ton of questions or it 
seems appropriate we’ll go 5 or maximum 10 minutes beyond that.

_____________________________________________________

Thanks Bob! You can see that there is flexibility built into things. After all, we’re not 
in control of everything! All the presenters I spoke with had wonderful stories of 
“things gone wrong” – so be ready for anything. 

When you’re done, and the spotlight is no longer on you, take some time to relax 
again. 

You’ve done a great job, I know, and deserve the rest. When you’re ready to reflect on 
the event, jot down the things that went well, as well as the things that could have 
gone better. 

Send out your first follow-up e-mail, thanking the listener for joining  
 in. This is also the first opportunity to increase gross sales after the  
 event is over by sending basically the same e-mail promo to your e-list  
 but saying “if you forgot to register for the call, it’s not too late, and you  
 can still listen” When they pay they get a CD or link to MP3 file! 

Check the quality of your recording, and edit if need be. Send to  
 duplication and transcription provider, unless you are doing it yourself. 

When the quality is good, then make a sales landing page for your Web  
 site: you now have back-end products to sell! Don’t be afraid to start  
 selling the products immediately – you can have downloadable MP3  
 format recordings for sale almost immediately, and offer the transcripts  
 and CDs later. 

Start planning your next event!

•

•

•

•
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Calculating Your ROI
The return-on-investment analysis, commonly called ROI, is one of the more 
popularly used financial measures. It simply states the return on the teleseminar 
“investment” in percentage terms. 

Return-on-Investment (ROI) Ratio: 
(Total Sales - Total Costs) divided by Total Costs x 100 = ROI

 
Always keep track of expenses, including the time it took you to develop the event. 
Set an hourly rate for yourself in dollars, and calculate your development expenses. 
Any advertising or other promotional costs, recording and duplication costs 
– everything should be noted. See worksheet #5 in Appendix A. 

This worksheet includes an area for “returns on investment” that cannot necessarily 
be immediately calculated by dollars and cents; that is to say, the number of new 
clients, or the growth of your list. The positive returns on these calls can be a long-
time in coming to fruition. 
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On the Web site for his Teleseminars Kit, Tom Antion writes “It’s the easiest money 
I ever made. No airplanes, no three days out of the office to do one speech, no power 
suit, no schlepping props and handouts, and no great risk and expense like a public 
seminar incurs.” 

The people I spoke with all echoed the same sentiments. Now, I’m not saying it’s 
“easy money”, but if you design your presentation program, handouts, promotion 
and follow-up system thoroughly – and accept customer feedback to “tweak” your 
program into perfection, it can truly be a money-generating machine. 

I’ve had the pleasure of learning from the masters – six Web-based entrepreneurs 
who’ve developed their highly-successful online presence with the use of teleseminars. 
Each has done things just a bit differently, based on different goals, but all agree on 
one thing: don’t wait to start doing these calls! 

Teleseminars provide the essential element often missing in Internet-based businesses: 
the human connection. There’s nothing like dialogue and what feels like one-on-one 
instruction to demonstrate expertise and value. 

With that said, let’s take a look at what they had to say and how they said it.  

I submitted a survey to most of the respondents, and they either completed it on their 
own, or we used it as a template for our phone conversations. 

It was serendipitous that each interview participant used teleseminars differently, 
as it will give you a well rounded view of how to apply what you learn here to your 
teleseminar design. There’s a breakdown of their various approaches on the following 
page.  You’ll see that almost “anything goes” – so don’t lock yourself into a set “game 
plan”. Be flexible; be willing to learn as you go along. Always keep an eye to creating 
products you can use later – either to sell, or as self-promotional tools. 

And, if you grow weary of the process, take a break. You certainly can’t attract 
listeners, build rapport, or sell your products or services if you’re tired and 
unenthusiastic!

 

Six Internet Entrepreneurs Share Their 
Secrets 

Part 2
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Contributor Uses Free 
Preview  
Calls

Uses  
Teleseminar 
Series as  
Product

Creates 
Information  
Products for 
Sale or Lead 
Generation

Uses Fee-
Based 
“Special  
Event”  
Teleseminars

1. 
Matt Bacak

yes no yes no

2.  
Michael Port

yes yes no no

3.  
Karen Capello

yes yes no no

4. 
Lou D’alo

yes yes in 
development

no

5. 
Bob Bly

no no yes yes

1. http://www.powerfulpromoter.com

2. http://www.michaelport.com

3. http://www.karencappello.com

4. http://www.powerupcoaching.com

5. http://www.bly.com

Matt Bacak
Known as the Powerful Promoter, Matt doesn’t market ancillary products either. He 
concentrates his efforts on “big ticket” programs. The smallest program he sells is 
$2,000, and the highest carries a $25,000 price tag. His goal in each and every call he 
makes is to generate $20,000! 

It wasn’t always that way. Matt started out just like you and me. But he now has 
three different lists that he markets to, and does 1 to 2 teleseminars a week – and has 
been for three years!  He does not make recordings of the calls available, except as a 
“surprise” promotional tool. Matt’s argument is to “train your list to get on the call” 
– so why would you routinely offer a recording? 

Matt only makes presentation calls, whether they are interview format or straight 
lecture. He doesn’t want to engage the listeners in a dialogue, as that means a “loss of 
control”. He wants to have ample time to present his offer, and build rapport. 

http://www.powerfulpromoter.com
http://www.michaelport.com
http://www.karencappello.com
http://www.powerupcoaching.com
http://www.bly.com
http://www.powerfulpromoter.com
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His first call had only three people on it – while the most recent call had over 1200 
listeners. He heartily suggests “overfilling” the call, because of three reasons: 

 1.) It guarantees the lines are all full 

 2.) It creates urgency and desire in the listeners 
 
 3.) And it guarantees higher response rates for the next offer (no one wants to be  
   left out!)

He doesn’t do teleseminar series, as I’ve mentioned before, because the “refund rates 
go through the roof ” since people lose interest or no longer have time, and they 
expect a refund based on those factors. 

Michael Port
The rest of our participants have a different take on the uses of teleseminars in 
growing their businesses. Michael Port has been so successful with his teleseminars 
– his first call had only 6 people on it; his most recent had over 1,300 bridge lines! He 
markets his two hallmark programs: Book Yourself Solid and The Product Factory, 
and he limits his calls to promoting those two series. There is no back-end marketing 
of ancillary products: no tapes, transcripts or recordings. He candidly told me that 
90% of his income comes directly from the sign-ups generated by his preview calls. 

Michael does something that the others did not: he does weekly calls for his Think 
Big Revolution list members, and provides recordings of those calls for people who 
couldn’t attend. In fact there’s an archive of calls you can download to your IPod, and 
listen whenever you wish – for free! 

His goal, and the one he advocates for you: “deliver so much value you think you’ve 
gone too far, and then go further!”

Karen Cappello
Both Karen Cappello and Lou D’Alo are life coaches, and their approach to 
teleseminar presentations is based on the “inspired learning” model. This requires 
that there be conversation and relationship- building in each and every call. They 
both provide recordings of calls as promotional audios on their Web sites, because 
listeners can easily see the quality of their coaching and experience their respective 
coaching styles. The calls are preview calls for their Inspired Entrepreneurs coaching 
program. 

Karen has done well over 300 hours of teleseminar presentations in the last three 
years, for her personal coaching business, which you can experience at karencappello.

http://www.bookyourselfsolid.com
http://www.90dayproduct.com/
http://www.thinkbigrevolution.com/
http://www.thinkbigrevolution.com/
http://www.inspiredentrepreneurs.com
http://www.karencappello.com
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com, as well as the Inspired Entrepreneurs program. The smallest group was made up 
of 6 participants, and her largest was 50 listeners. Naturally, because of the coaching 
model, the groups would be smaller than those of other entrepreneurs interviewed. 

Lou D’Alo
I have to tell you, Lou is one organized entrepreneur. The handouts and group 
facilitation materials he provides for his Teleseminar Fortunes Intensive course are 
phenomenal. His primary goal is to support his students well, and he does just that. 
I also recommend that you view his teleseminar fortunes Web site, because it’s an 
excellent presentation of content, and format – all in all, a winning site. 

His goal is to develop information products: CDs and workbooks that will be sold on 
his Web site and through his e-mail list. He concentrates, therefore, on audio quality 
and rich content – to greatly increase the value of his products. 

In conclusion, I advise you to take the time to check out the Web sites of these 
people. See how they do what they do so well; learn from them. And, by all mean, 
listen in on their calls. I have, and every call is a learning experience. 

I want to thank all of those who graciously gave me their time. You’re all wonderfully 
inspirational role models. As Michael Port might say to everyone…. 

“Start small, but think BIG!” 

Bob Bly 
“When I’m involved as a guest speaker, I split the revenues 50/50 with the host, and 
we use one another’s lists to promote the event so there’s no cost incurred. Usually, 
the call takes me about an hour, and I do the call in my most comfortable clothes 
– often an old flannel shirt and blue jeans. The most recent call I was involved in 
made me $12,000 – for one hour’s work! And in this case the cost of the event was 
$59.00 per seat – that’s on the low-end of the scale (high end being $149.00). That’s 
why I love the teleconference business!” 

Bob is, of course, a highly sought-after expert, so his returns are commensurate with 
his experience. He limits himself today to the fee-based “special event” teleseminars, 
primarily because he’s so busy as a copywriter and book author. He has, in the past, 
used free calls to build his list – but that’s no longer an issue for him. 

http://www.karencappello.com
http://www.karencappello.com
http://www.karencappello.com
http://www.karencappello.com
http://www.karencappello.com
http://www.teleseminarfortunes.com
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One thing that truly turns me “off” is when I get an e-mail invitation for a 
teleseminar that has typographical or usage errors. A well-written, compelling, 
persuasive e-mail, with a glaring error of this type tells me that the sender is not 
paying attention to details – can they be “trusted” to put on a powerful audio 
presentation? 

With that said, I suggest that you have someone read, and re-read your e-mail message 
before it is sent. Use spell checker, of course – but even the grammar check often 
misses mistakes of usage, so rely on some human being you can trust. One trick I’ve 
used is to read the text backwards, from last word to first. This defeats the brain’s 
ability to pre-cognate the sentence you’re reading: filling-in gaps, correcting spelling 
mistakes, and otherwise creatively “reading” the text. 

This section is divided into a number of parts: invitations, confirmations, pre-event 
questionnaires, thank you e-mails, and post-event evaluations. Each is an important 
part of the recruitment and fulfillment process. All are examples taken from “real 
life”, generously provided by our contributors, and are unedited. For the ease of 
reading, I’m using separate pages for each entry. I include the To/From/Subject Line 
sections, as they offer insight into “subject line” psychology – both to motivate the 
reader and outwit the spam filters! 

Invitations

The first one is from Matt Bacak, written to promote a free teleseminar designed to 
market his promotional expertise. (Note Matt’s use of urgency in the subject line, and 
the “Fr*ee” to outwit the spam filter.)

Date: Thu, 22 Sep 2005 15:21:12 -0400 (EDT)

From: “Matt Bacak” <powerhour1@frontiermarketingintl.com>   

To: kimstacey

Subject: Kim,, Fr*ee Internet Marketing Teleclass (A few lines still available)

Sample Promotional and Follow-Up 
Materials

Part 3
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Hello Kim,

Please read this e-mail right now – it’s very short as you see. 
Tonight Sept 22 @ 9:00 PM ET I’m offering a FR*EE teleclass 
called “The Insider’s Guide To Creative Internet Marketing”.

I’ll tell you more about the content of it later - but it’s 
safe to say that you DEFINITELY want to be involved.

(A teleclass is a teaching session held by telephone.)

**************************************************************

How To Register

All you’ve got to do is click “Reply” right now on your e-mail program and

then immediately click “Send”. This will send an e-mail back to me, and when

I get your e-mail I’ll send you the telephone # and PIN code you’ll need for

tonight’s call.

***************************************************************

There are only 200 lines available for the teleclass. 
This notice is only being sent to about 12,000 people, so you’ve 
got a good shot of getting registered if you respond NOW...but... 
...in 3 hours, I’m sending an invitation to another 20,000 people 
(you get first “dibs” as an enrollee of Promoting Tips) – and all 
of the lines will be filled, no doubt about it...

...you want to be sure to get registered, so do it now!

Warmest regards,

Matt Bacak

P.S.

To register for Thursday (tonight’s) FR*EE teleclass, just follow 
the instructions above where it says “How To Register” – Thanks!

The next two e-mails are part of a special event presentation, where there is 
information on the guest speaker, a thorough detailing of teleseminar content, and 
ancillary product availability. These examples did not include the From/To/Subject 
lines. 
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Sample Invitation e-mail – Sent 30 Days Prior to Event

Dear XXX:  
 
Last week you received the Agenda for our industry leading 
60-minute audio conference. Today, we would like to share with you 
why Wendy Weiss was selected as the exceptional presenter for: 
 
“Cold Calling: What Is and Isn’t Working” 
Wednesday, March 17, 2004 1:00 - 2:00 P.M. ET 
http://www.pbconferences.com/cc3?ID=-1955597150 
 
Wendy Weiss, “The Queen of Cold Calling” is a sales trainer, sales 
coach and author.  Her background includes: 
 
  ** Her clients include Sprint, ADP, Avon Products, Newmark Real 
      Estate and thousands of entrepreneurs throughout the country 
  ** Featured in BusinessWeek, Entrpreneur, Selling Power, Target 
      Marketing and her columns are syndicated to 127 print and  
      online publications 
  ** Her keynotes and workshops are substantive, specific, down-to- 
       earth, results-oriented and inspirational 
 
In just 60 minutes, you and an unlimited number of your staff members 
will learn to: 
 
  ** Increase sales with this industry-proven “Script Formula” 
  ** Get past the toughest gatekeepers 
  ** Overcome objections with these time-tested rebuttals 
  ** Close more sales by positioning yourself as an expert 
  
Hosted by Progressive Business Publications, a leader in fast-read  
actionable advice on workplace issues, the audio conference gives you  
the opportunity to add immediate impact to your sales efforts in a  
manner that is: 
 
FAST - No wasted time here. Get right to the heart of the matter in a  
1-hour block designed to easily fit into your busy schedule. 
 
CONVENIENT – No airlines. No travel. No time out of the office.  
Listen from the comfort and convenience of your desk. 
 

http://www.pbconferences.com/cc3?ID=-1955597150
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EASY – A telephone is all the equipment you need. Just dial in, punch  
in your access code, and you’re in. That’s it. Follow along with the  
audio conference handouts provided in advance. 
 
ACTIONABLE – Our audio conferences provide money-saving tactics you  
can start using right when you hang up then phone. 
 
IDEAL FOR MULTIPLE LISTENERS – Use a speakerphone and as many people  
as you want can listen in - at no extra cost to you. Many  
professionals use these sessions as a cost-efficient, time-efficient  
means of training supervisors, managers, and staff and reinforcing  
key marketing issues in a fresh new manner that they will remember  
and act on. 
 
AFFORDABLE – Priced at $199, it is a fraction of the cost of travel  
and attendance fees for other high-priced conferences or seminars. 
 
“Cold Calling: What Is and Isn’t Working” 
** Live, 60-Minute Audio Conference ** 
** Wednesday, March 17, 2004 1:00 - 2:00 P.M. ET ** 
 
Register now for this exciting event by clicking the following link  
http://www.pbconferences.com/cc3?ID=-1955597150 
or calling 800-964-6033. If registering by phone, please refer to  
your priority code: 97150 
 
We hope you’ll join us. 
 
Sincerely,  
 
Progressive Business Audio Conferences 
370 Technology Drive 
Malvern, PA 19355 
 
P.S. As usual we offer a full refund if not satisfied from now until  
7 days after the event. 
 
If you do not wish to receive further notices about this conference,  
please click here  
http://www.pbconferences.com/cc3?ID=-1955597150&OO=1&CG=Sales&DV=1 
 

http://www.pbconferences.com/cc3?ID=-1955597150
http://www.pbconferences.com/cc3?ID=-1955597150&OO=1&CG=Sales&DV=1
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Please do not reply directly to this e-mail, as we are unable to process it. We sent this 
to you from a “send only” mailbox. 
 _________________________________________________________ 
_________________________________________________________

Second e-mail – Sent One Week Later

Dear XXX:  
 
Last week you received the Agenda for our industry leading 60-minute audio 
conference. Today, we would like to share with you why Wendy Weiss was selected as 
the exceptional presenter for: 
 
“Cold Calling: What Is and Isn’t Working” 
Wednesday, March 17, 2004 1:00 - 2:00 P.M. ET 
http://www.pbconferences.com/cc3?ID=-1955597150 
 
Wendy Weiss, “The Queen of Cold Calling” is a sales trainer, sales 
coach and author.  Her background includes: 
 
  ** Her clients include Sprint, ADP, Avon Products, Newmark Real 
       Estate and thousands of entrepreneurs throughout the country 
  ** Featured in BusinessWeek, Entrpreneur, Selling Power, Target 
       Marketing and her columns are syndicated to 127 print and  
       online publications 
  ** Her keynotes and workshops are substantive, specific, down-to- 
       earth, results-oriented and inspirational 
  
In just 60 minutes, you and an unlimited number of your staff members will learn to: 
 
  ** Increase sales with this industry-proven “Script Formula” 
  ** Get past the toughest gatekeepers 
  ** Overcome objections with these time-tested rebuttals 
  ** Close more sales by positioning yourself as an expert 
  
Hosted by Progressive Business Publications, a leader in fast-read actionable advice on 
workplace issues, the audio conference gives you the opportunity to add immediate 
impact to your sales efforts in a manner that is: 
FAST - No wasted time here. Get right to the heart of the matter in a 1-hour block 
designed to easily fit into your busy schedule. 
 

http://www.pbconferences.com/cc3?ID=-1955597150
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CONVENIENT - No airlines. No travel. No time out of the office.  Listen from the 
comfort and convenience of your desk. 
 
EASY - A telephone is all the equipment you need. Just dial in, punch in your access 
code, and you’re in. That’s it. Follow along with the audio conference handouts 
provided in advance. 
 
ACTIONABLE - Our audio conferences provide money-saving tactics you can start 
using right when you hang up then phone. 
 
IDEAL FOR MULTIPLE LISTENERS - Use a speakerphone and as many people  
as you want can listen in - at no extra cost to you. Many professionals use these 
sessions as a cost-efficient, time-efficient means of training supervisors, managers, 
and staff and reinforcing key marketing issues in a fresh new manner that they will 
remember and act on. 
 
AFFORDABLE - Priced at $199, it is a fraction of the cost of travel and attendance 
fees for other high-priced conferences or seminars. 
 
“Cold Calling: What Is and Isn’t Working” 
** Live, 60-Minute Audio Conference ** 
** Wednesday, March 17, 2004 1:00 - 2:00 P.M. ET ** 
 
Register now for this exciting event by clicking the following link  
http://www.pbconferences.com/cc3?ID=-1955597150 
or calling 800-964-6033. If registering by phone, please refer to your priority code: 
97150 
 
We hope you’ll join us. 
 
 
Sincerely,  
 
Progressive Business Audio Conferences 
370 Technology Drive 
Malvern, PA 19355 
 
P.S. As usual we offer a full refund if not satisfied from now until  
7 days after the event. 
 
If you do not wish to receive further notices about this conference, please click here  
http://www.pbconferences.com/cc3?ID=-1955597150&OO=1&CG=Sales&DV=1 
 

http://www.pbconferences.com/cc3?ID=-1955597150
http://www.pbconferences.com/cc3?ID=-1955597150&OO=1&CG=Sales&DV=1
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Please do not reply directly to this e-mail, as we are unable to process it. We sent this 
to you from a “send only” mailbox. 
 _________________________________________________________ 
_________________________________________________________

This next e-mail was provided by Lou D’Alo and Karen Cappello, who use “special 
event” guest speaker free teleseminar classes as part of their promotional strategy for 
Inspired Entrepreneurs.

These presentations are content-rich, and wonderful. Naturally, the teleseminar works 
for the guest speaker too, often marketing their personal services and products, in 
addition to the coaching program of the hosts. A win-win joint venture opportunity!

To: “Kim Stacey” 

From: “Inspired Entrepreneurs” <inbox@inspiredentrepreneurs.com>   

Date: Mon, 17 Oct 2005 12:58:03 -0400

Subject: Kim, learn about the MARKETING MASTERS series 

Dear Kim,

 I’d like you to take a look at a special program that I believe you will want to 
participate in.  It is the Master’s Marketing Teleseminar Series, and it begins tonight 
as Lou interviews Mike Filsaime, an ordinary guy who makes extraordinary income 
on the internet. 

For details and registration, go to:  
www.inspiredentrepreneurs.com/tsfmasters1.html

There are more masters being interviewed both this week and next, and there is too 
much for me to go into detail about right now – just check out the page above if you 
would like to know more!

 Love and Great Joy,

 Karen 
10 Arlstan Drive, North York, Ontario M3H4V8, CANADA 

To unsubscribe or change subscriber options visit: 
http://www.aweber.com/z/r/?TMxsnOystCwMTByMrExs

__________________________________________________________
_________________________________________________________

http://www.inspiredentrepreneurs.com
http://www.inspiredentrepreneurs.com/tsfmasters1.html
http://www.aweber.com/z/r/?TMxsnOystCwMTByMrExs
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Here’s an example of an invitation to a preview call, imbedded in a newsletter, or 
e-zine. In this case, it is the e-zine for Inspired Entrepreneurs. Within this same 
newsletter, there is mention of a special event guest presentation as well. 

To: “Kim Stacey” <kimstacey@sbcglobal.net>

From: “Inspired Entrepreneurs” <inbox@inspiredentrepreneurs.com>  Add to 

Address Book  Add Mobile Alert 

Date: Wed, 23 Nov 2005 07:51:08 -0500

Subject: The Inspired Entrepreneurs Newsletter

July 5, 2005

Inspired Entrepreneurs Newsletter 
November 2005

In this issue you will find

1.  Depending on Your Inner Self 
2.  Guest Call:  Brad Yates, EFT Wizard 
3.  Inspired Entrepreneurs Preview Call

----------------------------------------- 
1. Depending on Your Inner Self 
----------------------------------------- 
by Karen Cappello

“The hardest work you have to do is learn to depend on your innerself because you have 
been taught to look always to someone else.” 
–Venice Bloodworth

This year, I have decided to celebrate the Thanksgiving holiday in a way that I have 
never done before.  I am taking a PersonalRetreat Day.  

It all started when my parents decided to leave town for a trip to Florida.  I usually 
spend the holidays with them.  I could have called some friends.  In fact, any of my 
friends who knew I was in town on my own would be on the phone in seconds to 
invite me to join them for the traditional dinner. 

My 83 year old aunt sent me a card saying that she hoped I would not be ‘alone’ for 
the holiday. (In her world, being alone for the holidays would be akin to being chosen 
last for the baseball team or being stood up for a blind date).

file:///D:/My%20Documents/1-AWAI-Copy-Writing-Stuff/Bob-Bly-Work/2nd-Series-of-eBooks-Oct-2005/Teleseminars-e-book-5/javascript:document.frmAddAddrs.submit()
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Yet, being alone for the holiday gives me an opportunity to take some time and 
re-connect with my inner self.  With all the input in my life from family, friends 
and experts, I find that even hearing my inner self, let alone depending on myself, is 
sometimes a challenge.  

So, tomorrow, during my Personal Retreat Day, I will turn off the phones, lock the 
doors, and take that time to be grateful for my own inner wisdom and knowing.  
Some of the possible activities I have lined up for the day include listening to self-
development CD’s, inspirational reading, journaling, taking a walk in the canyon, 
taking a nap, and generally quieting the background noise in my mind.

The last time I took a retreat day like this, I found a new profession and got a much 
more inspired life.  Let’s see what my inner self has to say this time.

What supports you to depend on your inner self?  Why not design your own Personal 
Retreat Day?  What activities would you include?  I would love to hear your ideas and 
experiences.  If you would like to share, send them to karen@inspiredentrepreneurs.com.  

------------------------------------------------- 
2. Guest Call:  Brad Yates, EFT Wizard 
-------------------------------------------------

Are you ready to clear out the thoughts, beliefs and feelings that have stopped you 
from the abundant success that you desire?  Join us for a teleseminar on Tuesday, 
November 29th at 9am PST / noon EST with Brad Yates that will transform you 
and your business!

Limiting beliefs about yourself and that you can accomplish can hold you back 
– no matter how much training or inspiration you might get along the way.  Join us 
and learn a simple yet powerful tool for clearing out those limiting beliefs, and give 
yourself the freedom to succeed.  

Brad Yates has been called the “EFT Wizard.”  He is known around the world not 
only for his effective and intuitive work, but also the humor he brings to it.  

Click on this link and you will be taken to the registration page:

http://www.inspiredentrepreneurs.com/brad 

------------------------------------------------- 
3. Inspired Entrepreneurs Preview Call 
-------------------------------------------------

On November 29th at 4pm PST / 7pm EST, Karen Cappello and Lou 
D’Alo, Inspired Entrepreneurs’ founders, will host a teleconference 

http://www.inspiredentrepreneurs.com/brad
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call where you will have an opportunity to preview both the vibrant 
energy and practical business wisdom that is the hallmark of this 
community.  There will be time for you to ask any questions you may 
have about this unique group.

The Inspired Entrepreneurs community is made up of coaches, 
consultants, and small business owners who are developing 
businesses using holistic and spiritual principles.  The leading 
edge concepts of the inner game are merged with proven business 
building strategies to create a strong foundation for solo 
entrepreneurs.  

If you are wondering how it works to build your business around 
your life, instead of building your life around your business; if 
you want to depend on your inner self to make decisions; if you 
want to express your unique gifts and talents to the world in a 
profitable business, then you will want to find out more about this 
highly supportive community.

To register for the call and get the dial-in number, go to  
www.inspiredentrepreneurs.com/ie05/teleforum.htm  
and scroll down to the middle of the page to the box that says 
“You’re Invited.”

------------------------------------------------------------- 
Are you new to Inspired Entrepreneurs?  Check out our special offer:

http://www.inspiredentrepreneurs.com/vipspecial 

10 Arlstan Drive, North York, Ontario M3H4V8, CANADA 

To unsubscribe or change subscriber options visit: 
http://www.aweber.com/z/r/?TMxsnOystCwMTByMrExs 

http://www.inspiredentrepreneurs.com/ie05/teleforum.htm
http://www.inspiredentrepreneurs.com/vipspecial
http://www.aweber.com/z/r/?TMxsnOystCwMTByMrExs
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This next e-mail invitation is from Lou D’Alo. It is for a preview call for his 
Teleseminar Fortunes Intensive series. I’ d like you to take special note of the fact that he 
includes information on the Inspired Entrepreneurs special event call (from the earlier 
invitation) recordings. A high-quality “teaser” keeps the reader looking for further 
information on availability of “ bundled information products”. 

To: “Kim Stacey” 

From: “LouD’Alo-TeleseminarFortunes” <teleseminars@powerupcoaching.com>   

Date: Mon, 31 Oct 2005 03:43:12 -0400

Subject: Kim,A few important updates/announcements for you...

Hi Kim,

A few important announcements for you:

-------------------------------------------------------------------- 
Free Teleseminar Fortunes Preview Call THIS WEEK 
--------------------------------------------------------------------

This week I’ll be scheduling a Teleseminar Fortunes Preview  call (as described at 
www.TeleseminarFortunes.com).  

On these calls I share the proven teleseminar marketing system that has made 
millions of dollars in sales, which is simple enough for any of us to use.

I’ll also answer the most important questions from the almost 200 questions 
submitted by you and other subscribers.  These will be questions about using 
teleseminars to create revenue streams and instant information products for your 
business. 

I’ll give you more details tomorrow about the call, and the specific dates/times this 
week that the calls will be held.

If you haven’t already registered to be notified, you can do it now at: 
http://www.teleseminarfortunes.com

------------------------------------------- 
Marketing Master Series 1 Online 
-------------------------------------------

http://www.teleseminarfortunes.com
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The audio for the Marketing Master Series with:

    Mike Filsaime

    Russell Brunson and

    Joe Nunziata 

is now online at: 
http://teleseminarfortunes.com/masterseries1

The audio for the Mark Joyner call will be up in a few days - watch for that.   

If you were one of the people that was on the call and hung up before we were able to 
get the problems sorted out and get Mark on the call, we did do the call after all,  
a half hour later than planned.  Apologies for that mix-up, but we did record the call 
for you, and it will be online in a day or two - do keep your eye out for that.

----------------------------------- 
Audio/Transcript Purchases 
-----------------------------------

If you ordered the audio of any of these teleseminars, I need to ask you to bear with 
me while I have the audio conditioned for better listening. The hotel phone I was 
calling in from was noisy and the recording wasn’t great.  I’m having the audio 
professionally conditioned so it’s as easy to listen to as possible.

If you purchased transcripts of any of the events, you’ll get an e-mail with 
instructions for downloading them sometime near the end of this week, or beginning 
of next week.

------------------------------------------- 
Audio/Transcripts Special Package 
-------------------------------------------

Also – in response to your requests, I’ll be bundling a special package on the audio 
and transcripts for all the teleseminars - but it will only be available for a few 
days,and I’ll only offer it once! Watch your inbox carefully in the next day or two  
for that.

That’s it for now - have an amazing day!

Wishing you success with fulfillment always,

Lou D’Alo 

http://teleseminarfortunes.com/masterseries1
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www.TeleseminarFortunes.com

www.PowerUpCoaching.com

www.InspiredEntrepreneurs.com/vipspecial

 _________________________________________________________ 
_________________________________________________________

Here’s a great example of a joint venture call invitation, where Lou D’Alo joins forces 
with Michael Port to market his Teleseminar Fortunes Intensive series. Using Michael 
Port’s e-mail list in addition to his own, Lou works to build the participation on his 
TFI series. What I like most about this e-mail is its brevity. 

From: “Michael Port” <team@bookyourselfsolid.com>   

To: “Kim Stacey” 

Subject: Late notice: Tele-class on tele-classes at 3pm EDT

Date: Fri, 11 Nov 2005 13:26:33 -0500

Kim,

I’m being interviewed for the Teleseminar Fortunes series at 3pm Eastern today.  

Lou D’Alo will be interviewing me on how I use teleseminars to generate 90% of my 
total income.  

This should be good :) 

To sign up for the call go to: 

http://teleseminarfortunes.com/mysteryman 

I hope this helps you. 

It’s my privilege and honor to have the opportunity to serve you.  

- Michael Port

http://www.InspiredEntrepreneurs.com/vipspecial
http://teleseminarfortunes.com/mysteryman
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http://www.MichaelPort.com   

-------------------------- 

 Michael Port & Associates LLC 

3842 Mechanicsville Road, 

Mechanicsville, PA 18934 

 

Privacy Policy: You have received this e-mail because you purchased a product or 
service or subscribed to our Web site. I never rent or sell your e-mail information. 

If you’ve received this in error, I’m incredibly sorry, and I hope you’ll take a moment 
to unsubscribe by following the links at the bottom of the page.  

If you no longer wish to receive communication from us:

http://autocontactor.com/app/r.asp?ID=26855617&ARID=0

To update your contact information:

http://autocontactor.com/app/r.asp?c=1&ID=26855617

 _________________________________________________________ 
_________________________________________________________

This e-mail was sent by Michael Port to his private list, inviting readers to join him in a 
preview call for his Book Yourself Solid program. I’ d like to have you notice the “special 
incentive” he offers – a free download of his e-book. He also works in testimonials – a powerful 
way to build credibility. 

From: “[From Michael Port]” <team@bookyourselfsolid.com>  

To: “Kim Stacey” 

Subject: [Book Yourself Solid] As requested - we’re doing it again

Date: Thu, 20 Oct 2005 20:05:44 -0400

Re: As requested – another bonus comp teleseminar on how to get clients 
 – first one sold out

http://www.MichaelPort.com
http://autocontactor.com/app/r.asp?ID=26855617&ARID=0
http://autocontactor.com/app/r.asp?c=1&ID=26855617
http://www.bookyourselfsolid.com
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Kim, my monthly newsletter will “hit” the first week of  November, but I had to 
shoot you an extra e-mail this month because I don’t want you to miss out on the 
25% discount I’m offering on the last Book Yourself Solid 15-week Intensive of 2005, 
starting on November 9th.  

Learn more at:  
http://www.bookyourselfsolid.com/intensive.htm 

If you have all the clients your heart desires, then disregard this e-mail… but if you 
don’t I’d like to invite you to join me for one of two (additional) fr.ee. introductory 
calls where I’ll share quick and easy step-by-step Book-Yourself-Solid-with-all-the-
clients-your-heart-desires client-generating, profit-producing, strategies.  

The 25% early bird offer ends at midnight on Tuesday, Nov. 1st, so I’ve scheduled two 
more calls for you to choose from: Thursday, Oct. 27th at 3pm ET or Tuesday, Nov. 
1st at 3pm ET.  

To register for either call go to:  
http://www.bookyourselfsolid.com/BYS_preview_call.htm

 

After you’ve registered for the call, be sure to download my free 27-page Book 
Yourself Solid Special Report. And… if you can’t make either call, register anyway to 
receive a replay link following the call so that you can listen to, and benefit from, all 
the valuable content at your convenience.  

Don’t miss this last opportunity in 2005 to join the program that is transforming 
lives and businesses. 

To register for either call go to:  
http://www.bookyourselfsolid.com/BYS_preview_call.htm

To get a 25% OFF discount:  
http://www.bookyourselfsolid.com/intensive.htm 

 

I hope you take my word for it but if you don’t, read what participants of the current 
program are saying:  

------------------------------------------------------------------------

http://www.bookyourselfsolid.com/intensive.htm
http://www.bookyourselfsolid.com/BYS_preview_call.htm
http://www.bookyourselfsolid.com/BYS_preview_call.htm
http://www.bookyourselfsolid.com/intensive.htm
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I have attended hundreds of personal development workshops and trainings in North 
America, Europe and India over the last twenty years.  

Michael Port’s Book Yourself Solid is only one of a rare handful which I can 
recommend without reservations. It deserves extraordinary praise.  

Michael is clearly an expert in his chosen field and he has the wonderful ability to 
present his material with passion and heart. He is extraordinarily committed to 
providing astonishing value and delivers the material in ways that make the program 
educational, doable, practical and fun. The outstanding support of his Assistant 
Coach, Lisa Wilder, adds so much to an already top notch program.  

Any participant who applies him or herself will make tremendous and guaranteed 
progress to becoming booked solid. If you’d like to be booked solid and have a sincere 
desire to participate with what I consider the world’s top training on this topic, your 
business is sure to expand tremendously.  Michael offers so much value that he could 
charge many times the tuition fee and still be known for offering tremendous return 
on investment.  Many thanks Michael for your fantastic contribution to my business 
expansion, 

Ron Wypkema 

Founder and Director of The Clarity Institute 

www.NowTeachings.com 

------------------------------------------------------------------------

Michael Port’s ‘Book Yourself Solid’ program to date has been one of the BEST 
things I have EVER done for my business! My Certified Energy Coach Program 
AND my private coaching practice BOOKED SOLID in two months, with the 
help of Michael’s coaching and the FANTASTIC support and mastermind network 
created by all of the participants. I’ve made friends and business associates in this 
program that are going to be with me for life, and the great generosity shown by every 
person involved has been astounding. The entire BYS group’s continuous upward 
momentum created a positive attraction field that virtually ensured my success. And 
the small tweaks I needed to make to my online offer and networking strategies were 
both easy and fun to implement. If you are seeking top level business strategies (and 
a network of amazing people doing awesome things in the world), do yourself a favor 
and get involved with Michael and Book Yourself Solid – you’ll be glad you did!

Maryam Webster 
Director The Certified Energy Coach Program  
www.certifiedenergycoach.org  
------------------------------------------------------------------------
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I’m now in week 12 of the 15-week online Book Yourself Solid intensive. While 
I’ve kept up with the weekly calls and readings, I haven’t had time to submit my 
homework since week 8, because I’ve been so booked solid since then!  Michael’s 
program helped me implement the many things I knew I should be doing in an 
improved systematic method, and gave me more ideas for other things to do. For 
example, I’ve published a monthly e-newsletter for years. Michael spent one call 
emphasizing the importance of including an offer in e-newsletters. After making a 
special offer in my last issue, that immediately generated two new consulting clients. 
The blend of intensive homework, 1 on 1 coaching, group calls and forum discussions 
work effectively in booking yourself solid. I’m living proof! 

Chris Vasiliadis 
President Signature Faces, Inc.   
www.signaturefaces.com 

------------------------------------------------------------------------

I have never met anyone who makes strangers feel like family as fast as you. You 
are an amazing gift.  I have to thank you for your BYS principles. Before you, I was 
lucky to sign up a client per month and then I’d struggle my way through a training 
program.  Since taking the BYS program, my confidence is through the roof, my 
client training is focused and they are seeing huge results, and I am passionate about 
how On-Air Publicity is helping thousands of clients become great radio guests. I’m 
happy to say in the last 2 weeks I’ve booked 4 new clients and my in-box is flooded 
with leads.  I am now booked solid and it’s only going to get better. Next for my On-
Air Publicity System it’s group programs and live seminars!  You showed me how to 
believe. I can’t thank you enough my friend! 

Wayne Kelly  
On Air Publicity  
http://www.onairpublicity.com 

------------------------------------------------------------------------

Much love, 

Michael Port 

The guy to call when you’re tired of thinking small  
http://www.MichaelPort.com  

Have questions Kim?  
Visit: http://www.MichaelPortSupport.com 

http://www.onairpublicity.com
http://www.MichaelPort.com
http://www.MichaelPortSupport.com
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You are receiving this e-mail because you subscribed to the Think Big Revolution, 
The Product Factory, Free Agent Advice or Book Yourself Solid, all companies owned 
by Michael Port & Associates LLC. 

We are proud to comply with all e-mail and anti spam regulations. If you wish to 
cancel your subscription, simply click once on the link below. 

Your information is never shared or sold.  

3842 Mechanicsville Road 
Mechanicsville, PA 18934

Confirmations and Reminders
These two sample signup confirmation e-mails were provided by Bob Bly. Essentially, 
the confirmation e-mail should provide everything the event participant needs to know; 
date, time, dial-in information (if available at that time), and download links related 
to promotional material provided or teleseminar content. It should also identify for the 
participant the cost of the event, and how it was paid for, in case there are questions or 
problems. 

Dear  XXX XXX, 
 
Thank you for your purchase from Progressive Business Conferences 
 
If you purchased an Audio Conference – You will receive an e-mail before the audio 
conference with  the DIAL IN INSTRUCTIONS AND WEB LINK to download 
the conference materials. 
 
This e-mail serves as your order receipt. Please print it out for your records. 
 
Sincerely, 
 
Administrative Manager 
Progressive Business Audio Conferences 
 
Products: 
202 - High Performance Marketing Copy: Guaranteed: Conference Registration  @ 
0.00 Starts On: 03/17/2004 
Purchase Date: 03/03/2004 
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First Name: bob 
Last Name: bly 
Company:  
Title:  
City:  
State/Province:  
Zip:  
Phone:  
E-mail: rwbly@bly.com 
Credit Card: Check 
Credit Card Number: comp 
Expiration Date:  
Payment Amount: 0.0

Sample Signup Confirmation E-mail 2
***IMPORTANT AUDIO CONFERENCE INFORMATION***  
***DO NOT DISCARD*** 
 
Dear  Bob Bly, 
 
You are registered to attend, “High Performance Marketing 
Copy. Guaranteed” March 17, 2004 
Please note the time and **your specific time zone**  
The conference will begin at 1:00 pm Eastern Time 
 
INSTRUCTIONS: 
1. Download the Conference Materials 
2. Send Your Questions Now 
3. Dial-in Instructions 
 
-------------------------------------------------------------------- 
1.   ***Conference Materials*** 
 
Please be sure to download your conference materials including 
detailed instructions, presentation materials, and information at 
the Web site address below at least one hour before the audio 
conference begins. 
The conference materials are accessible at: 
http://www.pbconferences.com/copy/pdf 
-------------------------------------------------------------------- 

mailto:rwbly@bly.com
http://www.pbconferences.com/copy/pdf
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2.    ***Please send your Questions Now*** 
 
If you send us your specific question regarding this topic and  
presentation beforehand we can try to make certain it is covered 
during the audio conference. Send your question to 
MarketingQuestions@pbconferences.com today. 
 
-------------------------------------------------------------------- 
 
3.     ***Audio Conference Telephone Instructions*** 
 
DIAL-IN NUMBER: 877-454-9202 
CUSTOMER PIN CODE: 15686 
CONFERENCE PIN CODE: 8526 
 
INSTRUCTIONS:  
1. Please dial in no sooner than 15 minutes before the  
     audio conference is scheduled to begin. The five-digit  
     Customer PIN Code will not function until  
     15 minutes prior to the conference start time.  
 
2. You will be prompted by the automated attendant to first enter  
     your  five-digit “Customer PIN Code.” Do Not Press  
     the # key after entering this code. 
 
3. You will next be prompted for the four-digit “Conference PIN  
     Code.” Press the # key after entering this code. 
 
4. After you have completed this process, you will then be placed  
     on hold until the audio conference begins. You do not need to  
     perform any additional functions; the audio conference will  
     simply begin at the appointed time and last for 60 minutes. At  
     the conclusion of the audio conference, simply hang up. 
 
>---------------------------------------------------------------------------< 
 
Thank you for your registration. If you are unable to access the 
conference materials or require customer support call 800-964-6033. 
We look forward to sharing this valuable program with you. 
 
Sincerely, 
Mike Brown, Conference Manager 

mailto:MarketingQuestions@pbconferences.com
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Matt Bacak’s e-mails are usually “short and sweet”; this one is no exception! 

Date: Tue, 8 Nov 2005 16:15:38 UT

From: “Matt Bacak” <matt@powerfulpromoter.com>   

To: “Kim Stacey” 

Subject: Kim, here’s your private call confirmation...

Are you ready for this, Kim?

You are confirmed to attend Matt Bacak’s private call!

On Thursday, Nov. 10th, 2005 at 9:00 PM Eastern Time, Matt Bacak is grilling Alex 
Mandossian on his Teleseminar Secrets...

“Tested Tactics To Sell From Your Seat”

You can’t afford to miss this hour!

VERY IMPORTANT:  Print This Page RIGHT NOW! 

**********************************************************

To join the Teleseminar call (212) 990-8000

Your PIN code is 5008

Date:  Thursday, Nov. 10th, 2005

Time:  9:00 PM Eastern

**********************************************************

Sincerely,

Matt Bacak 
1-866-MATT-123
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Another short and to-the-point confirmation e-mail, this time from Lou D’Alo. 

To: “kim “ 
From: “PowerUP! Teleseminars” <teleseminars@powerupcoaching.com>   
Date: Mon, 17 Oct 2005 19:01:18 -0400
Subject: [TeleseminarFortunes] Dial-in numbers for tonight...

10/17/2005

Hi Kim,

Just confirming the call-in details of tonight’s call with Mike Filsaime are:

     Event: Mike Filsaime – “How an Ordinary Guy Makes Millions on the ‘Net’”

       Date: Mon, October 17, 2005

       Time: 08:00 Eastern Standard Time

             According to www.time.gov

   Duration: At least 90 minutes.

    Phone #: 641-297-7200

Access Code: 992773#

“See you” on the call soon!

Lou

5562 Camino Arenosa, Tucson, AZ 85718, USA
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I like the tone of this next e-mail from Michael Port. The “team” approach makes the 
recipient feel like there’s a group of people with his best interests at heart!

From: “The Book Yourself Solid Team” <bookedsolid@michaelportsupport.com>   

To: “Kim Stacey” 

Subject: Phone number for the Book Yourself Solid intro call

Date: Fri, 21 Oct 2005 15:20:58 -0400

Thanks for registering for the Book Yourself Solid introductory call – we’ll have a 
blast, and you’ll get great value from the time we spend together. 

That is a promise!

Here are the details for the call (I’ll also send you a reminder a few days before the 
call): 

Date: Tuesday, November 1, 2005 
Start Time: 3:00 p.m. Eastern Standard Time 
End Time: 4:00 p.m. Eastern Standard Time 
Dial-in Number:  1-323-785-4156 
Participant Access Code: 86656#

After the call is over (at 4 p.m. ET) I will stay on the line to answer any question you 
have about the Book Yourself Solid 15-Week Intensive. 

For more information go to:  
http://www.bookyourselfsolid.com/intensive.htm 

Think BIG, 

Michael  
http://www.BookYourselfSolid.com 

http://www.bookyourselfsolid.com/intensive.htm
http://www.BookYourselfSolid.com
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This is Michael’s confirmation reminder e-mail, sent on the day of the event – six hours 
before it’s to begin. 

From: “Michael Port” <team@bookyourselfsolid.com>   

To: “Kim Stacey” 

Subject: [Book Yourself Solid] your registration for today’s call...

Date: Thu, 27 Oct 2005 09:01:29 -0400

Really quick reminder Kim,

Our Book Yourself Solid intro call happens today at 3pm Eastern and I hope you’re 
still planning on attending. 

* * * Today’s Teleseminar Details * * *

Topic: Quick And Easy Step-By-Step Book Yourself Solid Client-Generating, Profit-
Producing Strategies. Plus I’ll introduce you to the Book Yourself Solid 15-Week 
Intensive starting Nov. 9th 

Date: Thursday, Oct. 27, 2005 

Start Time: 3:00 p.m. Eastern Time  
End Time: 4:00 p.m. Eastern Time 

Dial-in Number: 1-323-785-4156  
Your Access Code: 86656# 

Come early. The call is completely booked. Late comers may not get in. Replay 
recording will be sent out and posted online by 9pm Eastern. We start according to 

http://www.Time.gov.   

Speak then,

Michael Port  
Author of Book Yourself Solid

http://www.BookYourselfSolid.com/intensive.htm  

= = = = = = = = = = = = = = = = = = = = = = 

http://www.Time.gov
http://www.BookYourselfSolid.com/intensive.htm
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You are receiving this e-mail because you registered online for a teleseminar with 
Michael Port. 

Your information is never shared or sold.  

Michael Port & Associates LLC  
3842 Mechanicsville Road  
Mechanicsville, PA 18934

 _________________________________________________________ 
_________________________________________________________

Lou D’Alo again proves himself the master of the reminder e-mail message. Note 
the inclusion of a factor of “curiosity” – the recipient wonders just who the “mystery 
guest” will be, and is more likely not to forget to call in at the right time. For those who 
haven’t yet signed up for the call, it drives them to the registration page, if only to see 
the identity of the guest. 

 

To: “Kim Stacey” 

From: “Lou D’Alo [PowerUpCoaching]” <powerupclub@powerupcoaching.com   

Date: Thu, 10 Nov 2005 19:33:08 -0500

Subject: Kim,Important Announcement

Hi Kim,

A few short but important announcements:

1. I’ve had a few people e-mail to tell me the registration link for tonight’s 
TeleseminarFortunes Intensive preview call wasn’t working.

The link’s working now, and you can still register for the call (it starts in about 30 
minutes):

http://www.TeleseminarFortunes.com/regpreview

2. I managed to trap an ever-busy, ever-in-demand friend of mine into letting me 
interview (that is, GRILL him) into revealing all his secrets for making six-figure+ 
annual incomes for his coaching business from teleseminars alone.  The only catch is 
– he’s only available tomorrow afternoon at 3:00pm EST.

http://www.TeleseminarFortunes.com/regpreview
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If you want to hear a step-by-step case study that will prove to you once-and-for-all 
that YOU CAN earn hundreds of thousands of dollars with teleseminars,  
DO WHAT IT TAKES to be on this call. 

To see who this mystery man is, and to register for the call, visit:

http://teleseminarfortunes.com/mysteryman

Go for it!

“See you” on the call tonight,

Lou D’Alo 
www.TeleseminarFortunes.com 
www.PowerUpCoaching.com 
www.InspiredEntrepreneurs.com/vipspecial

10 Arlstan Drive, North York, Ontario M3H4V8, CANADA

To unsubscribe or change subscriber options visit: 
http://www.aweber.com/z/r/?TKxsjGxMtMyszIxMnGyc

Pre-event Questionnaires

A valuable tool that helps you know who is attending and what they want you to 
focus on. It heads off any unrealistic expectations on the part of participants, and 
allows you to refund the fees to those who will be dissatisfied with your presentation. 

Use an autoresponder to send out surveys to participants upon registration. You 
can ask the questions in the e-mail itself, requesting that the participant “reply” to 
the e-mail – or you can create a survey on one of the survey design sites noted in the 
resources section. (In that case you’d provide a link to the survey in your e-mail.) I 
only have one sample of this type of e-mail – but it’s a highly-effective one.

Sample Thank You and Survey E-mail
 
Debbie, 
 
Thanks so much for registering for today’s teleseminar with Bob Bly. 
 
 

http://teleseminarfortunes.com/mysteryman
http://www.aweber.com/z/r/?TKxsjGxMtMyszIxMnGyc
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I’d be hugely grateful if you’d take 3 minutes to answer 5 quick questions about 
today’s event: 
http://www.surveymonkey.com/s.asp?u=82757414060 
 
As promised, here are a few useful links: 
 
– Bob’s article about growing your e-mail list with safelists: 
http://www.bly.com/Pages/DMNCOL2e.htm 
 
– His updated PowerPoint presentation. Worth downloading to see the new page 33, 
showing the e-mail promotion he sent out to grow his list: 
http://www.wordbizstore.com/bob_bly_downloads.html 
 
– Complete report on choosing & evaluating e-mail service providers (I recommend 
this highly): 
http://www.wordbiz.com/buyersguide 
 
As a quick reminder, you can save $48 if you order my complete e-newsletter 
publishing package today. Bob recommends it highly! 

See what he says and learn more: 
http://www.wordbizstore.com/insider2.html#learn 
 
If you order it today, you’ll receive the 3-ring binder and Audio CD in the mail next 
week. You can download the PDF instantly. 
 
Oh, and do take a couple of minutes (or less) to offer your feedback. 
http://www.surveymonkey.com/s.asp?u=82757414060 
 
It’s tremendously helpful as I plan future events. 
 
Best regards, 
 
Debbie 
 
============ 
Debbie Weil 
Publisher of WordBiz Report 
 
http://www.wordbizstore.com 
e-mail: dweil@wordbiz.com 
tel: +1 202.364.5705 (U.S. Eastern) 

http://www.surveymonkey.com/s.asp?u=82757414060
http://www.bly.com/Pages/DMNCOL2e.htm
http://www.wordbizstore.com/bob_bly_downloads.html
http://www.wordbiz.com/buyersguide
http://www.surveymonkey.com/s.asp?u=82757414060
http://www.wordbizstore.com
mailto:dweil@wordbiz.com
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WordBiz.com, Inc. 
3601 Newark St. NW 
Washington DC 20016

 _________________________________________________________ 
_________________________________________________________

Thank You and Other Follow-Up Messages

Lou’s marketing strategy is certainly one to emulate. He’s got “urgency” about the 
Mark Joyner recording, he’s got information on another entrepreneur’s bootcamp, with 
details on the bonuses he’s provided (including enrollment in his own Teleseminar 
Fortunes Intensive classes. This is a brilliant example of how to use partnerships, 
affiliate marketing and joint ventures to increase your income. 

To: “Kim Stacey” 

From: “PowerUP! Teleseminars” <teleseminars@powerupcoaching.com

Date: Sun, 6 Nov 2005 01:58:14 -0500

Subject: Kim,Here’s the info you are waiting for...

Hi Kim,

The audio for the teleseminar with Mark Joyner is online and I invite you to listen to 
Mark talk about his new book “The Irresistible Offer: How to Sell Any Product in 
Three Seconds or Less”.

Fascinating discussion about a return to grass roots ethics-based marketing based on 
delivering real value and creating a memorable touchstone phrase - more than just a 
USP - that can take your business to the top!

I’ll have the audio up for about a week and then it will be moved offline in 
preparation for conversion to a multimedia e-book – so listen at your earliest 
convenience please:

http://clicks.aweber.com/z/ct/?zKV3PjxeVp6PdoKPfBJ5bw

http://clicks.aweber.com/z/ct/?zKV3PjxeVp6PdoKPfBJ5bw
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**************************************************

CAN YOU IMAGINE MAKING AT LEAST $10,000.00/mo ONLINE?  
Let me bribe you to learn how...

**************************************************

Have you heard about Russell Brunson’s Affiliate Bootcamp program?

It’s a content-rich “how to” teleseries program designed to teach you how to earn 
$10,000.00/month in affiliate and/or online income.

Russell is teaching a lot of it himself, and he’s got some unbelievable expert guests 
joining in on the conversation.

I’m enrolled and can’t say enough great things about it. Which is why I just COULD 
NOT stand by and not have you on the course too.  That is, of course, only if you are 
someone who could use an extra $10,000.00/month.

I contacted Russell and got his permission to allow you, as one of my subscribers, to 
join the bootcamp – even though it’s underway and the admission is officially closed 
to the public.

(Don’t worry, all the sessions have been recorded – you won’t miss a thing)

The deal Russell’s making on the bootcamp is already sweet, no doubt...

But, I SO want you to attend and learn the secrets of earning $10,000/mo online, that 
I’m going to make you a “gone crazy” offer - for a very limited time.

Here’s the deal...

Besides Russell’s Bootcamp offer, there are two other offers on the Master Series 
Teleseminar page:

 – $1,818 of bonuses when you enroll in Teleseminar Fortunes Intensive  
 teleseminar marketing and infoproduct creation program for $297; and

 – Over $500 worth of products and programs from Joe Nunziata for $95.

(Details at: http://clicks.aweber.com/z/ct/?faNETIE6b38fzQkAmEi6kQ)

Until this Wednesday night, at exactly 11:59pm PST ONLY:

http://clicks.aweber.com/z/ct/?faNETIE6b38fzQkAmEi6kQ
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 – I WILL PAY your $297 tuition to the Teleseminar Fortunes Intensive and  
 still give you the $1,818 of bonus gifts; 

 AND

 – I WILL BUY Joe Nunziata’s entire $500+ package for you;

 AND

 – I WILL COMP you and a friend or family member into T. Harv Eker’s  
 life-changing Millionaire Mind Intensive Weekend Seminar 
 (a $2,590.00 value) More info at  
 http://clicks.aweber.com/z/ct/?1t._B_DnkVnMtvOy.gJa3Q

In other words, I so want you in Russell’s Affiliate Bootcamp that I’m going to give 
you over $5,300.00 of the best products, services and education available today.  As 
long as your enroll by Wednesday, November 9th at 11:59pm PST.

In order to qualify, you MUST enroll in the bootcamp using this process:

 – clear your browser cache 
 – clear your browser cookies 
 – enroll in the Affiliate Bootcamp USING THIS LINK:

  http://clicks.aweber.com/z/ct/?KAoG.ncwmadns3zm5tLUAw  

 – send me your receipt/proof of purchase

 – wait eagerly to receive all this stash

 – when Russell confirms/approves your enrollment and verifies to me that you’re  
 enrolled under this promotion, I’ll send you the rest of the products.

That’s the deal. But remember, the offer page disappears at 11:59 pm PST on 
Wednesday November 9th. So, don’t hesitate...

Go for it!

To your success and fulfillment,

Lou D’Alo 
www.TeleseminarFortunes.com 
www.PowerUpCoaching.com 
www.InspiredEntrepreneurs.com/vipspecial

5562 Camino Arenosa, Tucson, AZ 85718, USA

http://clicks.aweber.com/z/ct/?1t._B_DnkVnMtvOy.gJa3Q
http://clicks.aweber.com/z/ct/?KAoG.ncwmadns3zm5tLUAw
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Here’s Matt Bacak’s event follow-up e-mail. Over the phone he told me he doesn’t 
provide recordings of calls often – but this e-mail creates urgency and value to the offer 
of a free recording of the call (where he promotes his business). 

Date: Fri, 23 Sep 2005 12:08:37 -0400 (EDT)

From: “Matt Bacak” <matt@powerfulpromoter.com>   

To:

Subject: Last Night’s Training Call Recording...(Plus more)

Hi Kim,

Last night, someone e-mailed me and said,

“I believe this was a $1000.00 call. Matt, you have given me more information on this 
call, than I have learned in 4 years. These are key nuggets, Matt. Thank you.”

Just imagine what you will receive from my seminars!

But guess what, you can do both!

We’ve setup a page that allows you to get the MP3’s of last night’s call and listen to it 
over and over again.

Just go to the page below and you will be able to listen to the replay at your 
convenience.

http://www.promotingtips.com/recording.htm

The recording will stay up until Monday. We will then remove this call to make space

available on my server.

In the meantime, I spoke to about 3 people last night that have really been a huge 
asset to my business. They have made such a huge impact in my life that I asked them 
all to speak to you.

Click hear now and discover all the details... 

http://www.marketingmadness2005.com

Best of Success,

Matt Bacak

http://www.promotingtips.com/recording.htm
http://www.marketingmadness2005.com
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This follow-up e-mail from Lou actually markets his Teleseminar Fortunes Intensive 
classes, but provides additional value through the Marketing Masters teleseminars 
opener. You can see that it’s long; and length is an often-disputed element in e-mail 
marketing. It’s up to you to test your e-mails and see what length works best for your 
lists. 

To: “kim “ 

From: “LouD’Alo-TeleseminarFortunes” <teleseminars@powerupcoaching.com>   

Date: Mon, 17 Oct 2005 01:37:06 -0400

Subject: Kim,”Marketing Masters” starts **TONIGHT**...

10/16/2005

To:     Kim 

From:   Lou D’Alo

Subj:   Your access to last week’s audio, this week’s three “Marketing Masters” 
Teleseminars, and answering a common subscriber question...

 Hi Kim,

I found it interesting this week to have a few different people ask:

“How can you afford to make money giving away free 90-120 minute teleseminars 
chock full of content from big name experts? I appreciate the value, but that sure 
doesn’t seem like a viable business model!”

GREAT question. In the answer lies a powerful system for creating information 
products instantly, and more affordably then you ever imagined.

Before I answer it, I’ve got some *important* announcements...

-------------------------------------------

* Robert Middleton Teleseminar Audio Online

-------------------------------------------

The live teleseminar with Robert Middleton turned into a two-hour marathon of 
useful, practical tips and ideas.  If you left before the end, or didn’t have a chance to  
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join us, you can now listen to the entire live teleseminar until the end of the week 
only, at:

http://clicks.aweber.com/z/ct/?6Jk0pg1IT3duOZvm5Ru7Mw  <---------

Robert also made a very generous offer that I give my absolute highest 
recommendation.  If this isn’t the most useful information marketing and website 
design information and resource kit – I’m a monkey’s uncle. See for yourself:

http://clicks.aweber.com/z/ct/?Qgq1nX16JVLK7Xu4FyXztQ

------------------------------------------------------------------

***STARTING TONIGHT***: The “Marketing Masters” Teleseminar Series

   http://clicks.aweber.com/z/ct/?xTvWzGutglI7QB6cSZ8epA

------------------------------------------------------------------

This week, you have a very special opportunity to listen to three more teleseminar 
and information marketing masters:

- Mike Filsaime - The ordinary guy who makes millions on the ‘net is going to tell you 
how he does it, and how you can too. Mike owns Paydotcom.com and InstantBuzz.
com – two of the hottest internet services to recently be introduced.

- Russell Brunson - The college “kid” who made $500,000 part time on the ‘net is 
going to reveal his most secret viral marketing, list building and teleseminar secrets 
(yes, this is the guy who routinely has 1,500-2000 people on his teleseminars)

- Joe Nunziata - The Predator-turned-Attractor that will show you how to double 
your income using spiritual selling principles. Tired of working hard to make sales? 
Joe will tell you how to how to remove your mental barriers to success, and create a 
lot more wealth with ease and flow.

If you can’t get a few million-dollar ideas this week, hang up your business license and 
take up fly-fishing! :)

As my client or subscriber, you can attend all events free.  All you need to do is 
register here:

http://clicks.aweber.com/z/ct/?xTvWzGutglI7QB6cSZ8epA 

(Register even if you can’t make the live call - I’ll be making replays available after the 
event for you to listen to.)

http://clicks.aweber.com/z/ct/?6Jk0pg1IT3duOZvm5Ru7Mw
http://clicks.aweber.com/z/ct/?Qgq1nX16JVLK7Xu4FyXztQ
http://clicks.aweber.com/z/ct/?xTvWzGutglI7QB6cSZ8epA
http://clicks.aweber.com/z/ct/?xTvWzGutglI7QB6cSZ8epA
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And remember - the first call, with Mike Filsaime - is TONIGHT, MONDAY 
OCTOBER 17th - so register now, while you’re thinking of it!

-----------------------------------------------------------------

Now back to the question...

I gladly provide so many valuable tips, strategies and content for free for two main 
reasons:

1. Teleseminars provide the fastest, easiest and affordable way to create information 
products.

On the surface, the teleseminars you’re listening to are themselves the product.  
But dig deeper and you’ll see that they are actually PRODUCT CREATION 
SESSIONS.

Once upon a time, to create a product you’d have to spend a lot of time and money to:

- test the market

- create content that the market considered valuable

- research and write the product

- go into the studio to record the audio

- hire writers, editors, and graphic artists to produce the product

- buy an initial run inventory in enough volume to make your costs reasonable 
enough to make it profitable for you  
 
Even then, you could fall flat on your face if you missed the mark during the market 
testing phase of product development.  In fact, many infopreneurs miss this step 
altogether.  There are countless garages full of unsold inventory of books, tapes, CDs, 
that were sure fire winners.

Using the system and templates taught in the Teleseminar Fortunes Six-week 
Intensive, I use teleseminars exclusively to carry out each of the essential steps in 
product creation, without any of the cost or risk. For example:

- Response to a teleseminar validates the market for the product. If the response is 
high and immediate, I know I have a winner.
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- I can get paid to create the content through pre-publication sales of the audio and 
transcripts.  The volume of sales also indicates the demand for the information, and 
thus the likelihood of success of the final infoproduct.

- If the demand is good but not overwhelming, I can still offer it as a bonus gift or 
lead-generator.

- The cost to deliver a teleseminar is almost zero, so if the market response isn’t there, 
I didn’t lose much and can try again easily.

- The questions submitted by attendees makes it crystal clear what information the 
market’s most hungry for, and is used to generate an outline of content that’s sure to 
satisfy.

- Speaking, especially interviewing, removes “writer’s block” and results in a lot of 
content being produced easily, naturally and instantly.

- Once the audio is recorded, it can be transcribed and edited into a good-looking 
e-book or multimedia product for about $200.

- I can then send the electronic versions of the audio and document to a “publish 
on demand” supplier, and not carry any inventory at all - whether the product is 
delivered digitally or physically as a home study course.

- This entire process can be completed in mere weeks and costs less than $200 for 
basic quality, and less than $500 for very good quality (unique graphics, tightly edited 
documentation) products.

In today’s market, an hour long multimedia product can sell for $27-$67.  Two hours 
will command $67-97, and three hours+ is valued at $97-147.

And, a collection of these products could fetch $197-$497 depending on the type of 
content, the packaging, the delivery method, and the marketing.

What does this mean? Instead of earning $37-97 once for the teleseminar itself, I can 
earn income - often passive - from the products forever.

2. The second reason I gladly do this is because as I’m creating products, I’m also 
building relationships.  I’m adding value to my clients and subscribers by giving them 
a chance to get great information free, and even pick up all the audio and transcripts 
at “pre-publication” prices as a thanks for participating and making my product 
better.

Also, new prospects have a chance to have a live experience of me, and have a more 
complete sense of whether I’m the right coach for them.  In fact, 2 out of every 3 new 
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coaching clients now find me through these teleseminars.  Because they are drawn to 
the content and energy of my teleseminars, they’re also generally my ideal clients.

It’s a win-win-win situation, wouldn’t you say? 

ACTION STEP: Want to fill your service business to the brim with great new 
clients? Or, Do you want to write an e-book, a book, a workshop, a home study course 
... or produce an audio CD series? 

Then consider this: STOP writing and researching and START giving more 
teleseminars, using the instant product creation strategies of Teleseminar Fortunes 
Six Week Intensive.  (Be on an upcoming teleseminar for a very special, very limited 
time invitation to the Six-Week Intensive).

Wishing you success and fulfillment always, 

Lou D’Alo 
www.TeleseminarFortunes.com 
www.PowerUpCoaching.com 
www.InspiredEntrepreneurs.com

5562 Camino Arenosa, Tucson, AZ 85718, USA

To unsubscribe or change subscriber options visit:

http://www.aweber.com/z/r/?TCwMLCzMtMysbCwsHMzs

Matt Bacak is a firm believer in not providing free replays of preview calls, as his 
overwhelming goal is to “ drive ears to the phone”. If people know beforehand that a call 
recording will be made available, then they don’t get on the call. But, if done well, as 
in the following e-mail from Michael Port and coupled with an offer they can’t refuse 
(like 25% off the price of the program!), then it is truly a rewarding effort for everyone 
involved! 

From: “Michael Port” <team@bookyourselfsolid.com>   

To: “Kim Stacey” 

Subject: [Book Yourself Solid] REPLAY recording of today’s tele-seminar

Date: Thu, 27 Oct 2005 16:58:32 -0400

http://www.aweber.com/z/r/?TCwMLCzMtMysbCwsHMzs
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Hi Kim, it’s me, Michael, and boy did I have fun on today’s call because... 

I have the greatest job in the world serving people who serve others for a living.  And 
I’d like to thank you for giving me the opportunity to serve you.   

As promised, here is the replay recording of our call on how to book yourself solid.  

http://www.michaelport.com/recommends/replay10.27

And that’s not all! I’ve also made a lesson on the Book Yourself Solid Web Strategy 
available to you if you click on the link above.   

Plus! If you enroll in the Book Yourself Solid 15-Week Intensive by midnight tonight, 
you’ll get a fully downloadable copy of my bestselling 3CD audio program chock-full 
of Book Yourself Solid promotional strategies.  

And of course, you’ll get the 61 minutes of inspiration and education that made up 
our call.  

If you have any questions about the Book Yourself Solid 15-Week Intensive, starting 
Nov. 9th, please shoot me an e-mail at questions@bookyourselfsolid.com 

= = = = = = = = = = = = = = = = = = = = = = = = 

But remember, the 25% OFF discount is only available until Nov. 1, 2005. And the 
FREE 3 hour CD program is only available until tonight at midnight.  

http://www.michaelport.com/recommends/replay10.27 

= = = = = = = = = = = = = = = = = = = = = = = = 

Much love and success to you and yours. 

Think BIG, 

Michael Port 
Author of Book Yourself Solid

http://www.BookYourselfSolid.com/intensive.htm  

= = = = = = = = = = = = = = = = = = = = = = 

You are receiving this e-mail because you registered online for a teleseminar with 
Michael Port. 

Your information is never shared or sold.  

http://www.michaelport.com/recommends/replay10.27
http://us.f808.mail.yahoo.com/ym/Compose?To=questions@bookyourselfsolid.com&YY=90055&order=down&sort=date&pos=0&view=a&head=b
http://www.michaelport.com/recommends/replay10.27
http://www.BookYourselfSolid.com/intensive.htm
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Michael Port & Associates LLC  
3842 Mechanicsville Road  
Mechanicsville, PA 18934

Post-event Evaluations 

It’s important to know what your audience thought, and you can handle post-event 
evaluations in a number of ways: e-mail being the most common. One person I spoke 
with used personal phone calls early in his teleseminar career – his initial calls were 
small enough to allow such a connection. It’s interesting to note that many of his 
conversations resulted in contracts for client services – so it might be worth the effort 
to you. 

If you would rather use an e-mail survey or evaluation form, or a survey company, 
then you could use one of these as a template for your efforts. Always allow for open-
ended comments in addition to multiple-choice questions, because that’s often where 
you get your best feedback. 

The surveys in this section range from the very simple, to the more elaborate online 
surveys. Using surveymonkey.com, I surveyed a group of people who attended a 
teleseminar I gave on copywriting for their business – a lead-generation event I held 
early in 2005. I had 52 people on the 55 minute call. The e-mail followed the model 
of a thank you e-mail, and included the survey link, with the offer of a “special gift” as 
an incentive. This gift was a copy of a recently published article, “To Write or Not to 
Write: Are You the Best Writer for Your Business?” Out of 52 listeners, only 43 
chose to complete the survey – and three of those people became clients later in the 
year! 

It could be useful for you to offer an incentive for respondents, such as my free article, 
but it could also be a discount coupon for your back-end product(s) or upcoming 
teleseminar. Reward the efforts of your respondents, and be sure to thank them for 
attending your teleseminar – and invite them to your next event! 

The next two samples are evaluation forms. The first is a “simple” form, with only 
four questions; two multiple-choice and two open-ended questions. The second is 
much more complex, and will give you much more detailed information. Naturally, 
for such an effort on the part of your participants, you should reward them well!  

http://www.surveymonkey.com
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Simple Evaluation Form 
 1. Please rate the seminar:

   Excellent

   Very Good

   Good

   Fair

   Poor

  2. Please rate the instructors:

   Excellent

   Very Good

   Good

   Fair

   Poor

  3. What did you find most useful in the seminar? What did you 
  like best?

 4. What could be improved or added to make the program more 
  useful to you?
   
 NOTE:  Your comments may be excerpted in our seminar 
    announcement mailings. 
  

 Name:         

 Title:         

 Company:        

 City:         

 State:         
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Complex Evaluation Form  

Please provide the following information:

Seminar Name/Number:         

Start Time:         

Date:         

Presenter:         

1. What were your reasons for enrolling in the teleseminar?  
 (Check all that apply)
                  

Wanted to learn more about the material

Personal enrichment

Improve work abilities and output

Required by my employer

Other (please complete):

2.  How did this teleseminar compare with others you have attended?   
 (Check one)

Among the best

Better than average

Average

Below average

One of the worst

Only teleseminar I’ve taken
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3.  Please rate the speaker’s abilities on a scale of 1 through 5, (1 being the  
 best, 5 being the worst). 

Enthusiasm in the material

Understanding of the material

Approachability

Interest in the progress of the attendees

Respect for the viewpoints of the attendees

Ability to deal with difficult subject matter

Ability to keep attendees interested in the subject matter

Overall

4.  How challenging was the speaker’s presentation? (Check one)

Too challenging

Appropriately challenging

Not challenging enough

5.  Would you enroll in another presentation by this speaker? (Check one)

Yes

No

Maybe

6.  What would make you more likely to enroll in another teleseminar  
 by the speaker? 
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7.  Would you recommend this teleseminar to others? (Check one)

Yes

No

Only if they were interested in 
the subject matter

8.  In what ways are you better equipped to complete the task or achieve  
 your goal, after listening to the presentation? 

9.  Did this teleseminar meet with your expectations? (Check one)

This event exceeded my 
expectations
Met my expectations

Failed to meet my expectations

10. In what ways did it fail to meet your expectations?  
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11.  What were the strongest features of this teleseminar?  
 

12.  What were the weakest features of this event?  

13.  How would you like this teleseminar to change in the future?  

Please provide the following demographic information:  

14. What is your gender? (Check one)

Female

Male

15.  What is your age group? (Check one) 

Under 20 years 35-39 55-59
20-24 40-44 60-64
25-29 45-49 65+
30-34 50-54 Unwilling to state
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16. Which represents the highest level of education you’ve received?  
 (Check one) 

Some High School
Finished High School 
Attended some college
Associates degree holder
Bachelors degree holder
Graduate degree holder

17.  Are you currently employed? (Check one) 

Yes, full-time (40+ hours per week)
Yes, part-time (30 hours a week, or less)
No

18.  Contact Information: This section is optional. Complete if you wish  
 us to be able to contact you regarding questions, concerns or upcoming  
 events. 

Full Name: 
Address 1: 
Address 2: 
City:
State/Province/Region:
Zip or Postal Code: 
Home Phone:
Work Phone:
Fax:
E-mail:

Thank you for taking the time to complete this evaluation. Your comments will be 
useful in developing better, more targeted teleseminar presentations. 

Wishing you success,  
 
Provide your Personal/Business  
Contact Information here
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Sign for Your Work Space: print and hang on the 
day of your presentation.

Please!
Do not disturb!

 Thanks!
 I’ll be available again at: 
 ____________ a.m.
 ____________ p.m.

Tele-Conference
or

Webinar
in

Progress!
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Resources 

Teleseminar Hosting Services
All these services are comparable, and I suggest you take a close look at each one for 
the availability of teleseminar recording, format, and pricing of operator services. 

Free Conference Calls
http://www.freeconference.com
http://www.conferenceuk.com (For those in the U.K.) 
http://www.freiekonferenz.com (For those in Germany)

Meeting Bridge
http://www.meetingbridge.com

ConferTel
http://www.confertel.net/

Infinite Conferencing
http://www.infiniteconferencing.com

Teleconferencing Solutions
http://www.teleconferencing-solutions.com/

Eagle Conferencing
http://www.eagleconf.com/

Conference Call
http://www.conferencecall.com/

All Conferencing
http://www.allconferencing.com/
http://www.greatteleseminars.com/

http://www.freeconference.com/
http://www.conferenceuk.com
http://www.freiekonferenz.com
http://www.meetingbridge.com
http://www.confertel.net/
http://www.infiniteconferencing.com
http://www.teleconferencing-solutions.com/
http://www.eagleconf.com/
http://www.conferencecall.com/
http://www.allconferencing.com/
http://www.greatteleseminars.com/
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Event Registration and Payment Services  

Acteva: Online Event Registration and Payment Service
http://www.acteva.com/
With Acteva you get professional quality Web pages with built in event registration, 
questionnaires and payment processing; real-time data collection and sorting; instant 
e-mail ticketing and live event phone support. 

SignUp4
http://www.signup4.com
Allows meeting planners to manage their Web site information, registration, and 
payment for multiple events online.

RegOnline
http://www.regonline.com/
RegOnline enables you to process event registrations and credit card payments online 
for your meetings and events. 

Recording and Duplication Services  

Affordable Sound
http://www.affordablesound.com/
Provides CD duplication and DVD authoring services with low-cost package rates. 

WTS Duplication
http://www.wtsduplication.com/
Twenty-seven years of experience in audio, VHS, CD and DVD duplication makes 
this company a leader. Provides graphic design, packaging and fulfillment services. 

Discs 4 Less
http://www.disc4less.com/
Low-cost provider of blank CDs, DVDs, sleeves, and jewel cases. Also provides low-
cost replication services.

http://www.acteva.com/
http://www.signup4.com
http://www.regonline.com/
http://www.affordablesound.com/
http://www.wtsduplication.com/
http://www.disc4less.com/
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Duplication Depot
http://www.duplicationdepot.com/index.htm
A wide-scale operation providing duplication equipment for sale, as well as complete 
information product duplication, packaging and fulfillment services. 

Save Your Seminars
http://www.saveyourseminars.com/
http://www.theteleseminarexpert.com
http://www.hotconference.com/members/drkeith/onedollar.php
A long conversation with Keith Schaffer of saveyourseminars.com brought with it a 
special promotional price from hotconference.com. In the 45-minute chat, I found 
Keith to be a true professional, with years of experience. 

Record Your Event
http://www.recordyourevent.com/
Excellent, professional recording services – using state of the art equipment.  

 
VW Tapes
http://www.vwtapes.com/
Patrick von Wiegandt offers recording and duplicating services, for both online and 
offline events. 

 
Audio Acrobat
http://www.audioacrobat.com/
Enables you to create audio clips for your website, as well as record presentations for 
product development. 

Prime Time Duplication
http://www.primetimeduplication.com
Provides designing, recording, editing, and duplicating services. 

Back of the Room
An information product marketing and fulfillment company. 
http://www.backoftheroom.com/

http://www.duplicationdepot.com/index.htm
http://www.saveyourseminars.com/
http://www.theteleseminarexpert.com/
http://www.hotconference.com/members/drkeith/onedollar.php
http://www.hotconference.com
http://www.recordyourevent.com/
http://www.vwtapes.com/
http://www.audioacrobat.com/
http://www.primetimeduplication.com/
http://www.backoftheroom.com/
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Survey Sites
These sites offer free membership, which allows you to create surveys and engage 
participants through your list, group membership, or joint venture activities. Often 
complimentary membership has it’s limitations on survey participation, so they are 
good only when querying smaller groups, let’s say less than 100 respondents. All are 
excellent in the back-end data analysis of respondent data. 

http://www.surveymonkey.com
http://www.keysurvey.com
http://express.perseus.com/perseus/asp/login.aspx

Survey Site with Search Engine Services
http://www.askdatabase.com

Message Board/ Forum Sites
There are a multitude of free forum and bulletin board sites available. It is often 
recommended that if you have a web host that provides it, you have phpbb installed 
into your site for free. Check your Web host, or look on your site control panel to 
see if it’s available to you. I found it on my site control panel, and installed it within 
minutes. If it’s not available through your host, see their site for a free download: 
http://www.phpbb.com/

Other Free Message Board Sites: 
http://www.xsorbit.com/
http://www.topbb.com/
http://excoboard.com/
www.forumforfree.com

Don’t forget about the Yahoo! Groups solution – which is also free. 

Audio Seminar Training 
Teleseminar Fortunes Intensive 
http://teleseminarfortunes.com/
Lou D’Alo offers this 4-week program, which takes you through the process of 
creating teleseminars; from the inception to the delivery, Lou offers his expertise and 
experience, in a coaching-based model. Go to his site and see how he effectively uses 
preview calls to bring in students. 

http://www.surveymonkey.com
http://www.keysurvey.com
http://express.perseus.com/perseus/asp/login.aspx
http://www.askdatabase.com/
http://www.phpbb.com/
http://www.xsorbit.com/
http://www.topbb.com/
http://excoboard.com/
http://www.forumforfree.com
http://teleseminarfortunes.com/
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Tom Antion’s Teleseminar Kit 
http://www.antion.com/teleseminarkit.htm
Tom brings his expertise to you through cassettes and a CD – enjoyable to listen to, 
and information packed. 

Alex Mandossian’s Teleseminar Secrets Course 
http://www.makemoneywithteleseminars.com/
An 8-week program offered by a marketing master, Alex Mandossian, this course 
could be just what you’re looking for if you want long-term mentoring.  

Shopping Carts
Entrepreneur.com Article: Evaluating Shopping Cart Services 
http://www.entrepreneur.com/article/0,4621,295541,00.html 
Great place to start in your search for merchant solutions to fit your business needs. 

Kick Start Cart
http://www.kickstartcart.com/
All in one shopping cart, affiliate processing and marketing tool.

PayPal 
http://www.paypal.com
Offers low-cost online payment processing and merchant tools, great for the 
beginning entrepreneur. 

King Cart Solutions
http://www.king-cart.com/
Offers low-cost shopping cart services. 

My Easy Online Store
http://www.myeasyonlinestore.com
A shopping cart, digital products download service, multiple autoresponders and 
affiliate tracking service. 

http://www.antion.com/teleseminarkit.htm
http://www.makemoneywithteleseminars.com/
http://www.entrepreneur.com/article/0,4621,295541,00.html
http://www.kickstartcart.com/
http://www.paypal.com
http://www.king-cart.com/
http://www.myeasyonlineStore.com
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Web Page Design and Upload Tools 

Nvu
http://www.nvu.com/
A complete Web authoring tool for Windows, Mac and Linux, with no cost to you, 
and easy to use. 

BlueVoda 
http://www.bluevoda.com
Another free Web site builder – very easy to use, and great support.  

BulletProof FTP Upload Tool 
http://www.bpftp.com/
Once you build your Web page, this let’s you upload your site to the server. Again, no 
cost to you, and very easy. 

Get Response Autoresponder
http://www.getresponse.com/
An excellent autoresponder service with great customer support. 

Aweber Autoresponder
http://www.aweber.com/
Used by many of the people I spoke with – a leader in e-mail contact tools. 

(There are many “free autoresponders”; just type in that phrase to your search engine 
for listings. What I would caution you about is this: find one that doesn’t deliver third-
party ads in your e-mail messages.) 

http://www.nvu.com/
http://www.bluevoda.com
http://www.bpftp.com/
http://www.getresponse.com/
http://www.aweber.com/
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Teleseminar Design and Planning Worksheet #1

Target Market (describe in detail who the listeners will be):

Problem(s) They Experience: 

Solutions I’ll Present: 

Products/Services to Promote: 

Ways I will recycle/reuse this content after the live teleseminar (for example, 
audio information products for sale or promotion):

Worksheets
Appendix A
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Teleseminar Design and Planning Worksheet #2

Check the type of call: 

A regular prospecting call 
Promote a product or service as an affiliate
A preview call for an upcoming series of presentations
A call where you are being interviewed as an expert
A call where you are interviewing someone else
A “makeover” consultation call: Web site design or web copy 

List building

Sales presentation

Education

Research or concept testing for teleseminar or information product 
development
Training or motivation

Product creation through recording the call

Presentation Format: 

 Lecture

  With “Q and A” period 
  Without “Q and A” period

 Interview

 Who will be the guest(s)?  (Brainstorm more than one in case of schedule  
 conflicts!)    

Name                                                                                Contact Information
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 Participatory (Limits the size, so determine how many bridge lines you can  
 allow now!)

Number of lines: 

  Length of Call: 

  Single Event:

  Series:

 How many calls in the series? 

 Frequency? 

 List the Topics for each call: 
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Teleseminar Design and Planning Worksheet #3

Pick a date and time for your event: 

Date: 

Time: 

 
Select your conference call provider and note the details: 

Provider: 

Call-in number and pin code for participants: 

Phone number: 

Pin: 

Organizer Access Number: 

Notes: 

Additional Resources Needed: 

Web Page Design Tool: 

FTP Uploader: 

Autoresponder:  

Shopping Cart: 

Audio Recording Solution: 
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Teleseminar Design and Planning Worksheet #4

Online Promotional Activities Directed at My Own List: 

Be sure to schedule when you will run ads and do “solo” (event promotion 
only) e-mails to your list. You should run ads in every issue of your e-zine 
prior to the event, and at least 3 e-mail blasts to your list, especially one 48 
hours prior to pick up stragglers!

 Activity                                               Schedule                                           Completed
1.)

2.)

3.)

4.)

5.)

6.)

7.)

Online Promotional Activities Not Related to My Own List: 

 Activity                                               Schedule                                           Completed
1.)

2.)

3.)

4.)

5.)

6.)

7.)
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E-zine Submissions 

 E-zine Name                                       Article/Date Submitted               Completed
1.)

2.)

3.)

4.)

5.)

6.)

7.)
 

Sites Used in Promotions: 

 Site Name                                           Date Contacted                                 Results
1.)

2.)

3.)

4.)

5.)

6.)

7.)
 

Groups/Forums/Blogs Used in Promotions:
 
 Name                                                   Date Posted                                        Results

1.)

2.)

3.)

4.)

5.)

6.)

7.)
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Offline Promotional Activities: 

 Activity/ Place                                    Schedule                                        Completed
1.)

2.)

3.)

4.)

5.)

6.)

7.)

Notes:
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Teleseminar Design and Planning Worksheet #5

EXPENSES

Hours of Time Spent in Development and Promotion:  
Hourly Rate:  
Total: 

Promotional Expenses: 

Online Expenses:  

Offline Expenses:  

Product Development Costs:  

RETURNS

Product Sales:  

Growth of List Members:  

New Clients (if appropriate): 
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Special Bonus Report

Webinar Profits:  
How to Target a More Visual Audience

 
Webinars, often called web casts or web conferences, are increasing in popularity. 

A Webinar is a “live” (real-time) event, delivered via Internet and telephone.  In order 
to connect to a Webinar, participants need only an Internet-connected computer and 
a speakerphone, in the same room.  

Participants are connected with their colleagues from around the nation (or even 
around the world), while participating in these fully-interactive online educational 
experience. Invitees can listen to the speakers, follow a live PowerPoint presentation, 
and ask questions through e-mail or by phone.

How Does It Work?
The visual portion of the seminar (slides, graphs, photos, etc.) is delivered in real 
time, via a specially designed Website.  The audio portion of the seminar is delivered 
simultaneously via the telephone.  Voice-Over-IP (VOIP) – in which the audio is 
delivered over the Internet – is also available, but increases bandwidth requirements.  
Participants sometimes experience distorted audio with VOIP (depending on their 
connection speed and sound card quality), so we recommend conventional voice-over-
telephone-lines for consistent audio quality.

 How Do Participants Get Connected?
Registrants are notified by e-mail in advance of each program, with access 
instructions included in the e-mail.  A few minutes before the program begins, 
participants point their Internet browser to the conference Web site.  After 
entering their password, they are connected to the visual portion of the conference.  
Participants then dial their speakerphone into the teleconferencing bridge, and enter 
a passcode on the telephone keypad.  This connects them to the audio portion of the 
conference.

Each registration allows access for one phone line to the conference call (for the 
audio), and one Internet access to the Website (for the program visuals).  Multiple 
participants may be included in a conference room setting at no additional charge.  
There is no limit on the number of participants per connection.
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Web cast participants may gather around a desktop PC and speakerphone.  For more 
formal sessions, participants may schedule a conference room equipped with the 
following:

A video projector connected to an Internet-connected computer

A speakerphone on a separate line (verify that long distance dialing is  
 not blocked)

The Foundation: PowerPoint
The foundation of most webinars is your PowerPoint presentation.  PowerPoint is the 
de facto standard among presentation applications, and over 95% of presenters use 
PowerPoint for their existing programs. Many Webinar providers request that you 
e-mail the program to them so they can add appropriate introductory and concluding 
slides, and prepare the program for online delivery.

Professional Moderation
I recommend that you have “professional” moderation for all your programs. The 
moderator acts as “the man behind the curtain”, ensuring that your programs run 
smoothly.  It’s also the moderator’s job to work with you, ensuring that you are 
comfortable. All the technical aspects of the program (even the advancement of slides 
and slide annotation) are handled by the professional moderator, so that you are 
free to relax, focusing on instruction and responding to audience questions. When 
selecting a Webinar host company, ask about the moderator’s qualifications and tasks. 

Web Tours
A Web tour occurs when the instructor breaks away from the slide presentation and 
takes the audience to the Internet for a look at some live Websites. It’s important 
to show participants how to find these Websites, and how to navigate once they get 
there. If this is a part of your presentation, provide the moderator with a list of sites 
you’ll be visiting.   

Audience Polling
Webinars often allow you to conduct audience polling.  A slide with a polling 
question is inserted into the presentation, and participants can electronically submit 
their responses with a click of a mouse.  The results of the poll are instantly displayed, 
graphically and dynamically, to the entire audience.

•

•



Audio SeminAr ProfitS��

SPeciAl bonuS rePort

Sharing Features
Application sharing, view sharing, and desktop sharing features allow you to share 
anything on the computer desktop, including mouse movements and keyboard 
inputs.  This is ideal for live demonstrations of product features. Control can also 
be shared with participants, so they can “try their hand at it” while their actions are 
viewed in real time by all participants.

Multiple Instructors
More than one presenter can lead a training program or sales presentation.  You may 
even assemble a panel of experts to lead the Webcast, relying on your moderator to 
smoothly coordinate the program.

Interactivity
Your Webinar participants can ask questions and receive answers in real time.  
Questions are submitted by telephone during designated Q & A portions of the 
program, or by e-mail at any time during the program. Some providers facilitate 
on-line questioning by the audience, through use of the keyboard.  Your moderator 
coordinates the questions, presenting them to your speakers in an orderly fashion.

One drawback to these events is that they require the participants to have “high-
tech” capabilities – unlike the teleseminar which needs only a phone, and a pad of 
paper to take notes. I have yet to speak with a major teleseminar producer who uses 
Webinar presentations, but that doesn’t mean we won’t be seeing more of them in the 
future. 

Perhaps this means of communication is more suited to your needs, or you want to 
part of the “wave of the future” as a cutting-edge presenter. Let’s face it: lots of people 
aren’t “auditory” – they just don’t learn from the spoken word as well as they do from 
a visual presentation. Reaching these visually-motivated prospects through Webinars 
can mean so much to building your client list. 

Just remember, you may want to offer both Webinars and teleseminars; after all, you 
don’t want to leave anyone out of the great opportunity to do business with you.  
 
Earlier we’ve seen how teleseminars can be a powerful and relatively inexpensive 
way to generate quality sales leads or get closer to partners or customers through 
educational events. However, as I said before, many believe Webinars are the most 
underutilized marketing technique for today’s small entrepreneurs. Often this is 
because they are intimidated by the technology, or have seen presentations that were 
badly managed.
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Perhaps your seminar lends itself much better to an online presentation – this would 
be true, for example, for a Web design consultant.  With that said, don’t hesitate to 
take advantage of this newest form of distance education, lead-generation and sales 
presentation. 

Here are some strategies to help you avoid the most common mistakes made in 
Webinar presentation. These can also apply to teleseminar development, of course; 
they are basically errors in judgment, lack of technological expertise. I stress these 
points again here because usually Webinar presentations are more expensive, and 
therefore the mistakes can be more costly. 

Don’t Underestimate the Effort Needed to Recruit Your 
Audience 
Many people assume that just because they are spending a lot of time and effort to 
put on an educational webinar, and perhaps even offer it for free, that the target 
audience will appreciate this and show up in droves. This is true for teleseminar 
presenters too, of course; we all assume that people are just waiting with bated breath 
to hear what we have to say. 

The fact is, people are very busy. They are also bombarded with marketing and sales 
messages morning, noon, and night; thousands of marketing messages a day, every 
day. 

Even if yours is the most compelling program of the year for your target audience, you 
will need to go through significant effort to get your prospects’ attention, get them to 
sign up for your event, and prompt their attendance. 

Don’t Think Rehearsal or Troubleshooting is Unnecessary
 A lot of speakers think ‘rehearsal’ is a dirty word. They avidly avoid taking the time, 
and as a result they often miss some of the important points of the Webinar, such as 
topic transitions or polling questions. This devalues the quality of your presentation 
and in some cases can completely sabotage its success. You may be thinking a ‘walk-
through’ is an unnecessary step, but taking the time to rehearse is far better than 
appearing unprepared, which is perhaps the quickest way to lose your audience. 
Especially with Webinar presentations: failing “log on” links can create havoc before 
the presentation gets rolling!

Use Webinar Technology to the Fullest
Many presenters simply load up their normal product slides and execute their in-
person talk using a Web platform. This is a common mistake and one that causes 
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many Webinars to miss many of the benefits of today’s leading collaboration 
platforms. A Webinar can feel like an intimate gathering between you and your 
prospects. Use capabilities like chat, polling questions, question and answer forums 
(both written and verbal), and lead-capture forms at the end of the Webinar to 
promote interaction and participation. Make a uniquely human connection – and 
you’ll easily turn prospects into paying clients. 

(It’s advised to create a “welcome message” so that attendees can see that they are 
in the right place, and let them know what to expect. You can also use this as the 
point to “lay the ground rules” on chat and polling features. This gets a head start on 
things!)

Use Proven Direct Response Marketing  
Many audience recruitment initiatives make one or more of the following mistakes: 

They don’t grab the attention of the prospect. 

They fail to build interest and desire for the event features and benefits. 

They don’t make use of a strong “call to action”, or offer significant  
 incentives to buy (such as bonuses or discounts).  

Build your visual Webinar presentation like a high-quality sales letter, including all 
the elements that lead to closing a sale. 

Design the Sales Follow-Up Plan Before the Event 
Too often you’ll see a lot of work and money wasted on a great Webinar or 
teleseminar because leads are not followed-up quickly. Don’t make this mistake; 
it’s better to over-prepare for follow-up by automating as much as possible and run 
reports to inspect the process and track results. After all, the key Webinar metric is 
most often the sales attributed to the event! 

What 7 Things Can You Do to Ensure the Success of Your 
Webinar?  

#1

Simple! Use a topic that attracts attendees. I have a question for you. Which topic 
will likely pull in more attendees? 

 

•

•

•
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 1) The Webinar that promotes your agenda, something like ‘How to Buy Our  
  Product Now’

 2) An event promising what your prospect wants, ‘Making Your Business Life  
  Easier through New Strategies.’ 

It’s obvious. If you test different topics, you’ll find that promising an interesting, 
timely, and educational webinar will pull best. As in teleseminars, your presentation 
should be “solution-oriented”; give the participants practical ways to solve problems 
they are experiencing. This topic of interest should, of course, tie in with the goal of 
your presentation: education, lead generation, or product launching. 

#2

It’s also important to spend the time you need in market research in order to target 
the right group of people. It would be inappropriate for me to market a teleseminar 
on “breaking into the e-book writing business” to people who were already successful 
e-authors. I would need to search out those Web meeting areas (forums, chat rooms, 
mail groups) or e-zine lists that cater to the beginning e-writer. 

Once you find a topic of interest, create a Webinar sales follow-up plan, and then 
build your event marketing plan from there. (Again, this is true of teleseminars, too!) 

#3

It is said by all I spoke to: you should expect a show-rate of roughly 50% of those 
registered for a free event, and about 90% of those registered for a paid event. If 
your numbers are significantly lower, make sure you are doing day-of and 24-hour 
reminders via e-mail, and also consider a voice broadcast reminder. A three-point 
strategy can be summed up easily: 

Invite more prospects to your event, invite prospects multiple times 

Get a higher response rate from your ad/invitation 

Get a higher “show-rate” from your registrants 

Of course it goes without saying that overall webinar attendance during a given 
period can also be enhanced by doing more events or repeating the successful ones.

 

•

•

•
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#4

The capability to pre-load interactive polling questions into the presentation exists 
in most of today’s leading Webinar platforms. You can capture attendee-specific data 
which may help you tailor this webinar, as well as the next one. You can ask things 
like:

 What interests you most about this Webinar? 

What is your biggest challenge today? 

Where are you in the buying process?

Would you like more information on my product or services?  

#5

Always make use of the many ways to use Webinars – don’t rely on just one format or 
agenda. Here are just some of the ways to use Webinars:

Educational Marketing Events

List or Database Building Events

One-to-Many Sales Pitches

Thought-Leadership Events

Client Training

Survey

Up-sell or Resell Events

Thank-You or Loyalty Events 

For example, consider database-building Webinars to restock the top of your 
marketing funnel. Different types of Webinars help educate your prospects and 
clients over time, which in turn, help you to achieve your marketing, sales, and 
organizational objectives over the long run. 

Choose your technology wisely, with your overall goal in mind. You’ll want a reliable 
Web conferencing solution that is compatible with a variety of personal computer 
operating systems. It should be scalable to the size of your audience, and have the 
features you are looking for: polling, Q & A, and recording. 

•

•

•

•

•

•

•

•

•

•

•
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Let your event determine the technology, and not the other way around. 
Examine exactly what it is you want to do with your audience, and streamline the 
technological end of things by cutting out extraneous services. And, by all means, get 
comfortable with the technology before the call. 

#6

Focus on live events first and foremost. Archives should be an ancillary vehicle. 
There are many reasons for this, including: use of polling questions, the chance to 
answer live questions, and the immediacy and excitement created by a live event for 
participants. 

You can always use a recording of a presentation-only Webinar as a sales tool on your 
Web site, but it’s said the live events truly create relationships and quickly build your 
business. 

#7

Think of the end of your event; whether teleseminar or Webinar, it should inspire 
and motivate your prospects to action. Have your attendees try, buy, or contact you 
for more information. 

Or, if you are doing an educational Webinar followed by a sales presentation, 
tell them to stay on for “more information on how they can put the information 
presented into action with your product or service.” 

Also consider a limited-time offer for Webinar attendees, to add extra incentive and 
urgency to the call to action. This can be a simple but effective way of getting more 
results from your webinars.

Oh! There’s one more… 

#8

Always remember to be enthusiastic! It is your energy, your exuberance, your 
accessibility that will engage, inspire and motivate your participants. Engage them 
in conversation and make them feel comfortable enough to ask questions, if you’ve 
incorporated the chat or Question and Answer features into your presentation. Have 
fun with your presentations! 
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Resources
Here’s a list of some of the major webinar solution companies, as well as educational 
sites or programs. Webinar technology is rapidly growing and changing – so keep 
informed of the newest developments. As PowerPoint is most often used, I’m 
including resources specific to that presentation platform. 

Microsoft PowerPoint
http://office.microsoft.com/en-us/FX010857971033.aspx

Microsoft PowerPoint Training
http://office.microsoft.com/en-us/training/default.aspx

Webinar Resources 
http://www.riceresources.com

Webinar Resources Blog: Webinar Cafe
http://www.riceresources.com/webinars/webinarcafe.html

Webinar for One
http://www.riceresources.com/staged/webinarforone.html

WebEx
http://www.webex.com/

Communiqué Conferencing
http://www.communiqueconferencing.com/
http://www.communiqueconferencing.com/web-conferencing.asp

Bulldog Solutions: Lead-Generation Webinars
http://www.bulldogsolutions.com/

Meeting Bridge
http://www.meetingbridge.com/

http://office.microsoft.com/en-us/FX010857971033.aspx
http://office.microsoft.com/en-us/training/default.aspx
http://www.riceresources.com
http://www.riceresources.com/webinars/webinarcafe.html
http://www.riceresources.com/staged/webinarforone.html
http://www.webex.com/
http://www.communiqueconferencing.com/
http://www.communiqueconferencing.com/web-conferencing.asp
http://www.bulldogsolutions.com/
http://www.meetingbridge.com/
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Microsoft Live Meeting
http://www.microsoft.com/office/rtc/livemeeting/default.mspx

Infinite Conferencing
http://www.infiniteconferencing.com/
http://www.infiniteconferencing.com/webinar.asp

Host Presentation
http://www.hostpresentation.com/

Brain Shark Rich Media Presentations
http://www.brainshark.com

Ultimate Web Conferencing
http://theultimatewebconference.com

Wired Red Web Conferencing Software and Solutions
http://www.wiredred.com/web-conferencing-download/

Pro Vision
http://www.goprovision.com/

Webinar University
http://www.webinaru.com

http://www.microsoft.com/office/rtc/livemeeting/default.mspx
http://www.infiniteconferencing.com/
http://www.infiniteconferencing.com/webinar.asp
http://www.hostpresentation.com/
http://www.brainshark.com
http://theultimatewebconference.com
http://www.wiredred.com/web-conferencing-download/
http://www.goprovision.com/
http://www.webinaru.com
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Get PDF Layouts Designed for Your e-books 
 Want to turn your Word manuscript into a professional-looking,  
 downloadable PDF e-book like this one at an affordable price?  

 Contact:

 Dennis M. Rome 
 Rome Graphics Design 
 225.253.1720 
 dmrome@romegraphics.com 
 www.romegraphics.com

mailto:dmrome@romegraphics.com
http://www.romegraphics.com


APPENDIX B 
 

AUDIO SEMINAR PROFITS 107

APPENDIX B  

Turn Your Tele-Seminars into Audio CDs Used 
for Freemiums and Premiums 

 
 
Direct marketers expend a lot of creative thought and effort trying to find the ideal gimmick to 
make their mailings stand out from the crowd and increase response rates. But one such 
attention-getter is a familiar, everyday object: the audio CD. 
 
Audio CDs can be enclosed with a direct mail package – called a “freemium.” Or the  audio CD 
can be offered as an incentive to reply and send only to those who request it – a “premium.” 
 
In the old days, this meant getting into a recording studio to record, edit, and produce a spoken-
word CD. Now, it is much easier to produce audio CDs. When you conduct a tele-seminar, 
almost all audio conference services record it for you.  
 
You can give the audio file (MP3) of the tele-seminar to a CD duplicator. They can duplicate the 
audio as a CD and give it a nice label and case, making it a nice item to use as a freemium or 
premium. 
 
By adding an audio CD to your outgoing direct mail (freemium) or inquiry fulfillment packages 
(premium), you can dramatically increase readership, response, and the time people spend with 
your message. 
 
There are several reasons for the effectiveness of audio CDs. 

• They are bulky. “One of the major challenges of designing direct mail packages is to 
get them opened,” says Paul Cook, advertising manager of Eva Tone, a large audio 
duplicator. “The audio CD is dimensional, so the package gets opened.” 

• They are tangible. Your prospect is flooded with paper mailings. An audio CD stands 
out from the rest of the package. Prospects notice it. 

• They are not overused. Personalized sales letter, laser-addressed envelopes, yes-no-
maybe stickers. 800 numbers, buck slips, lift letters and other attention and 
involvement devices are all overused to some degree. But not one Direct mail or 
inquiry fulfillment package in a thousand contains an audio CD. This uniqueness adds 
to the audio CD’s attention grabbing powers.  



APPENDIX B 
 

                                                                                                                                              AUDIO SEMINAR PROFITS 108 

• They have high perceived value. The retail price of a CD ranges from $10 to $29. 
Because their perceived value is higher than a paper brochure or sales letter, 
secretaries are less likely to screen mail containing audio CDs, and prospects are not 
likely to throw them away. 

• They address the time problem. Business prospects complain of over flowing in-
baskets and having too much to read. But an audio CD can be listened to while the 
prospect is driving home from work.  

• They address the reading problem. We’re told that the young entrepreneurs and 
executives of today’s generation, brought up on TV, YouTube, and the Internet, don’t 
like to read long copy. But they do listen to audio CDs. By including a tape with your 
letter and brochure, you can reach those prospects who don’t read direct mail as well 
as those who do.  

 
Audio CDs can be used by business-to-business mailers in two types of mailings: (a) outgoing 
direct mail and (b) inquiry fulfillment.  
 
Sending an audio CD in cold direct mail is expensive, adding about $2 per package to the cost of 
the mailing. In a promotional mailing of 50,000 pieces, that means sending 50,000 CDs at an 
added cost to the mail campaign of $100,000.  
 
Because of the postage costs involved, some business mailers prefer to use audio CDs in inquiry 
fulfillment packages rather than cold prospecting mail. The audio CDs still adds a cost of $2 or 
more per package. But a mailer who gets a 1% response from a 50,000-piece mailing generates 
500 leads requesting a free CD. At $2 per CD, that adds a cost of only $1,000 to the campaign.  
 
Another advantage of mailing audio CDs is their low production costs.  
 
One small; independent video producer in New York quoted a package price of $12,000 to produce a 
professional quality eight-minute promotional video. Many video producers charge similar or higher 
fees, with the cost of producing a finished video ranging from $1,000 to $3,000 per minute.  
 
An audio CD can be produced on an extremely low budget. Professional studio recording and 
editing isn’t as necessary with audio as it is with video; excellent results can be achieved by 
renting a good quality tape recorder and narrating your own program in your office, or recording 
a live presentation at a meeting or seminar, or duplicating the recording of a tele-seminar on CD. 
 
Purists in the audio business will argue that such a method is amateurish and produces low-
quality tapes that present a poor image of the advertiser I disagree. There is something vibrant 
and energetic about most live recordings of seminars and speeches that is a pleasant contrast with 
the stilted dullness and lack of enthusiasm found in many professional, “slick” audio 
productions. I have gotten excellent sales results using live recordings of presentations, seminars, 
demos and similar events as inserts.  
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Audio CDs are also less expensive to duplicate. They have a lower cost per unit than videos and, 
unlike printed materials, can be duplicated economically in small quantities.  
 
Formats that work 
 
• Message form the CEO. One way to gain the prospect’s attention is to have someone 

important talk to him or her on the tape. Have the message narrated by your CEO or other 
executive at an equal or higher level than the prospect.  

 
If you’re selling a technical product to a technical buyer, have the message presented by a 
credible technical expert who the listener will respect.  
 
• Commercials. A number of direct marketers use audio CDs to present short commercials. 

Essentially, they take the promotional copy from their letter or brochure, condense it and 
present it as a sales pitch on tape. 

• Explanation. When the message is complex, it can sometimes be made more palatable if 
presented on tape. People who are intimidated by a prospectus or detailed to the same 
material if clearly explained by a narrator. 

• Demonstration. An audio tape can be used to demonstrate products, especially those with an 
audio component. For instance, if you sell enclosures designed to dampen the clatter of noisy 
computer printer on your tape can present the sound of a printer before and after. 

 
One music publisher selling musical arrangements includes a demo audio CD in his mailings. 
School and church music directors can hear the arrangements played with full orchestra or sung 
by full choir before they buy. 
 
• Dramatization Audio CDs, like radio, are much overlooked as a dramatic medium. Instead of 

a monologue, a dialogue between two actors, or a complete scenario with multiple characters 
and sound effects, can add drama, interest and entertainment value otherwise may be a dull 
presentation.  

 
• Information tapes. An overlooked approach-and perhaps the easiest to implement-is to send 

the prospect a tape whose content is informational rather than promotional. This works well 
for service firms, manufacturers and any other business-to-business marketer selling to an 
audience that seeks solutions to problems, answers to questions, or just more information. 
Recorded tele-seminars make great information CDs. 

 
Audio CDs can be your secret weapon in boosting direct response rates. U.S. West, in a mail 
campaign to sell disaster recovery services, used an audio tape to dramatize what would happen to 
the prospect’s company if they were unprepared for a communications disaster. The mailing series 
pulled a 50 percent response, generated millions in sales, and won the DMA’s Gold Echo Award. 
 
Audio CDs do work. They have worked for others; they can work for you. 




