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Introduction 

Bob: Why don’t I start; Bob Bly with Terry Dean giving you a teleseminar today on five 

ways to build a big and profitable e-list. Before we start, I was going to tell you a 

little bit about Terry. He calls himself the Internet Lifestyle Mentor. And I think he is 

the guy who coined the term, the Internet marketing lifestyle. Terry, what does that 

term mean? 

Terry: Well, I originally created the term. It’s kind of funny. It came up in an article that 

came up years back. It was back before the year 2000 although mine originally came 

out in 1996. And the article is about how you could live anywhere you wanted and I 

chose to live out in the country where my nearest neighbor next door had a cow 

named Oscar who always came up to our fence and ate the grass in our yard—it 

wasn’t our cow, it was the neighbor’s cow. 

 The Internet lifestyle means you can create whatever lifestyle you want through 

marketing online and you can live wherever you want. I have clients who…One of my 

clients live in Canada and travels the world maybe six months of the year. That is the 

lifestyle that he created. For me, it is living in my country and not doing a whole lot 

of traveling—it means it is your choice to create what you want.  

Bob: Yeah and tell us a little bit about how you got started with Internet marketing. I 

don’t mean to insult you. Correct me if I am wrong but you were a pizza delivery 

guy, right?  

Terry: I was a pizza delivery guy for Little Caesar and it was back in 1996 and I heard some 

rumors online that people were making the Internet work and in the very beginning it 

was CompuServe and CompuServe was the first Internet service provider I used. I 

bought my first PC with a Pentium 75—a dinosaur. And I went online with it and 

basically what I did in the beginning I bought what I could afford—products from Gary 

Halbert and Jay Abraham about direct mail and I went through all of it and I said ok, 

what applies online? What did they teach for offline marketing that I can use online? 

Bob: And was there a lot stuff there or did you have to invent it all yourself?  

Terry: There was a lot of stuff that [unclear] but took it with direct response marketing 

online and they did it with mailing lists and I did it with primarily e-mail—the exact 

same strategy they were talking about. There were little variations and things that I 
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tested throughout the approach, but the majority of it, the main concept, worked 

online, just like they did in the offline world that they taught from.  

Bob: Various people on the Internet make money in various ways. I know a guy whose 

specialty is he finds or buys really broad, big domain names, built the site up using 

SEO—Search Engine Optimization and then sells it for a big price. You, as I 

understand it, and you just said it, you are big on e-mail marketing, is that right? Is 

that a very heavy part of what you do? 

Terry: E-mail is a very heavy part of what I do and what my clients do and I say that makes 

up, if we use the 80/20 rule, about 80 percent of our profits. 

Bob: Wow, you’re business model, if I am correct to say, is primarily e-mail driven. 

Terry: It really is. Without it, without the e-mail in the business, it would not have worked 

in the beginning for me.  

Bob: The problem with being e-mail-driven for some of our listeners is they say, that’s 

great for you Terry, but you’ve got a big list and what they want to know is how do 

Terry Dean and probably me as well—how did you build your list which is big and 

profitable and in our invitation to our teleseminar, I just put five bullets that you had 

given me in an e-mail. So I would like to start the first one. 

 The first strategy says that you have five ways that you primarily build your list, get 

new subscribers to opt in to your list and the first you said it is a crafty ad strategy 

that can get quick results in many niches. So, if you could spill the beans on that I 

would love to hear it. 

List-building method #1: Advertise in e-newsletters 

Terry: That one—the crafty ad strategy—is simply people who read e-mails read e-mails. 

So, one of my strategies in any niche at the very beginning, is to find anyone who 

has a newsletter in the market already that we can buy ads from. I want to buy small 

ads in other people’s newsletters. And that’s what they call it, a small ad and they 

send e-mails to their list. And here is the weird thing about this strategy. People 

think—some of our listeners might think that solo ads only apply in an Internet 

marketing field because in the Internet marketing field, there are all kinds of people 

that say, hey, you can buy small ads from me. 



Terry Dean’s 5 Ways to Build a Large and Profitable E-List                                        Bob Bly and Terry Dean 

 

Center for Technical Communication. © 2014                                                                               |  5  | 

 But the reality is, especially in the last 12 months, the Internet marketing field is 

a lower quality place to buy solo ads because compared to most other niches (? 

Not communications channels?) . For example, in our market, they buy a small ad 

for Internet marketing and in an Internet marketing niche, we really try to shoot 

for [unclear] even when we are building the list which means we sell more—

people say from the first seven or eight people on my list, I would like to get our 

money back. 

 I had a client who just ran a small ad last month over to a business to business niche, 

so I am talking about a real specific business niche and I don’t want to veer off 

because he is a direct 101 client, but he did eight to one profit on his solo ad. His ad 

cost him $500. He immediately brought back $4,000 during that first week, building 

an e-mail list. 

Bob: That is huge.  

Terry: And the way that you find solo ads like that. There is no big lifting or here is where 

you buy solo ads. I wish there were. But the reality is you basically end up looking for 

them on the search engine. And the type of search that you do is you will type your 

keyword in. If you were in golf, I would look for golf solo ads e-mail advertising and 

let me tell you something about that business to business niche, which is something 

ultimately our listeners can do. 

 If you he hired one of his staff members from the Philippines, one of the outsource 

staff members that had them. Go through and find him all of the e-mail newsletters 

that in his part in the market, he had to pick out a lot of associations in his business 

to business field. They went through and found all of the e-mails in the newsletter 

and gave him a spreadsheet of all the contact information, any pricing they could 

find, who the contact points were, who the lists were and all of that information that 

they provided to him and in the end they just went through and started buying his 

ads from and he spent something like $100 for his niche and they came up with a 

really nice spreadsheet for him. 

Bob: That’s great. Another Terry had mentioned associations for B2B. Also for B2B, the 

fact that people say print is dead. There is still a whole lot of business and trade 

magazines published and 95% have weekly or monthly supplemental newsletters go 

out and advertising in those—almost all of them take ads. Advertising in those can 

also be very effective. 
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Terry: It can be very effective and for my B2B clients, it is almost always better results 

running in the e-mail version than we have in than we had in the actual magazine 

print version.  

Bob: To this day, I always have better results running the supplemental e-mails or e-mail 

versions than in the print magazine. It’s amazing. It’s a little sad for me because I 

am much older than you and I was raised on print. But that’s the way it is and you 

will have to change with the times. So, you find these newsletters that will let you 

buy ads in them. What do you say in the ad and what is the call to action? What 

are you selling? 

Terry: There are two options. The first is what we call is just a squeeze page which you’ve 

probably talked to listeners about before—just a simple squeeze page, which is just 

one page on your site that you are giving away some type of freebie—a free report, 

a free something else, just for giving an e-mail address and that is the only option on 

that page that will drive people to that page. 

 The second option that we sometimes promote and the one that I just told you 

about, the 8:1 result, was the second option and that is where we promote a 

recorded webinar and we take them to a page where they register and of course we 

ask for their e-mail address, to register and watch the recorded webinar. 

 And that what we did in that case and on that page we were actually selling a 

product, where the returns came from and we even had a list that we could follow 

up on afterwards. And with either method, let’s take the webinar one. With the 

webinar, that means with the actual solo ad, we’ll write and tell them in the ad, 

basically it is a simple pitch of what they are going to learn on the webinar. Here is 

the headline and the big promise that we’re going to make for it and we will usually 

give them a link over to where webinar registration is. Then we will have several 

bullet points. 

 I keep it rather short on that—a lot of times I will keep it at five bullet points or so. 

Then we will run the link again. Then what I will do is we will run some type of proof 

of credibility for the person and why this is someone you would want to listen to. 

And then we will run the link again. So it is not very complicated. Add the meringue, 

big promise, multiple benefits—bullet benefits. Bullet benefits to back it up. And 

then we usually leave three links throughout there.  

Bob: Do you tell them that it is a recorded seminar or does that dampen response?  
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Terry: It depends on which ones we’re running into. A lot of times, we call it recorded 

training sessions.  

Bob: I like that a lot better—recorded training sessions. I like that. So, anything else 

before we move onto our next strategy? Is there anything else that we need to 

know about using ads to build your e-list? I guess one question that I should have 

asked you and I didn’t is how expensive are these ads and how do you know how 

much to pay? 

Terry: It is tough to give you the pricing. The reason is, like that B2B ad that we just ran. In 

my mind, I talked to the client not too long about it. It cost, like I said, was $500. The 

e-mail list that he would e-mail to was only 750 people.  

Bob: Wow, it must have been highly, highly targeted.  

Terry: It was highly targeted for that value because it was a very, very high price. The big 

thing [unclear] you must register for the e-mail list first. So, take a throwaway e-mail 

address—one that is not going to bug you in spam and messages to you just in case 

you sign up for some ad work. But sign up for any e-list. If you think about any 

advertising list, because you want to look at the e-mails their sending and make sure 

that they are sending it to some kind of content—something that you can actually 

read, along with it—that there are not just sales messages. That is exactly what 

happened in the Internet marketing field and you’ve seen so many solo ads in the 

Internet market that don’t produce. It’s because all they send are ads. 

 Now, for pricing and answering the overall question, I purchase anywhere from as 

low as $30 to as high as $2,000. And the price is totally by the market; and that is 

why you want to get an overview or a spreadsheet of a variety of different markets 

so that you can see a comparison between different ones and here is the rule. 

Everyone is going to give you a higher discount for buying multiple ads—always buy 

the smallest option available every single time. 

Bob: I always say that. And that has been going on in print—I used to be an advertising 

manager for an industrial manufacturer and the director would come in and say, 

let’s give you a six times deal and I would say, I will take one ad, because if it doesn’t 

work once, it’s not going to work six times. 

Terry: Exactly, and if they offer to mail it to the entire list or for one tenth the list, take the 

one tenth of the list every time. Take the smallest ad that you can with them 

because if it doesn’t work with the smallest group—they’re going to give you the 
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best that they have first. That is the reality of it there. If it is not going to work there, 

it is not going to work with the bigger one.  

Bob: Totally agree with you. How do you deal with—obviously there is a cost per name. 

In other words, if I spend $100 on an ad and I get 100 people to go to my webinar 

page and sign up and opt in to my list, I would have paid a dollar per name. Is there 

a way to determine how much money I should pay per name to make advertising 

cost effective? 

Terry: That is all based on your return on investment. Let’s take the ad that I gave as an 

example; I am using it strongly because it kind of stands out. Here’s what you need. 

Out of the 750 people, the total number of opt ins, he got somewhere around 80 opt 

ins from that. That was an awesome list. He got something like 80 opt ins, but even 

then you are talking the opt in costs off of $500, 80 opt ins, what is that, quickly, we 

can round up the number, $6 or $7 a piece, but it was extremely profitable because 

of the product he was selling and it depends on the market. 

 In the marketing field, it is pretty common for me to be saving $1 or $2.  

Bob: I want to say, we want to get names from advertising. We’re an Internet marketing 

offline marketing and copywriting and we’re looking to spend $1 or $2 per name 

we acquire. 

Terry: Yeah and that is not what you will run in this market. A type business niche, you’re 

going to pay more. But it will be about the same.  

Bob: Yes, but it will be worth more. Before we move onto your next method, so you’re 

first method is advertising in eNewsletters to reach your target market and offering 

them, sending them a free squeeze page that offers them some free content, a free 

report or free recorded training which is a great idea. And that one is better because 

the training can upsell them on a paid product so you can pay back your investment 

pretty quickly. Anything else we need to ask you about this ad strategy before we 

move onto your next method? 

Terry: No, I think we’ve covered the big elements—you want to go to with the cheapest ads; 

you want to look at the newsletter and make sure it is not all ads; you want to land 

them to a squeeze page. And always think about it. Here is the mistake that everybody 

makes and this applies to all of the ads. I want to bring it up from the front, that is, 

whatever it is you are giving for free, and one of the reasons we like the recorded 

training, is whatever you are giving away for free should be like a free sample of what 
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you’re selling. You think from day one that we’re selling something. And you’re trying to 

attract the people to what you are offering. It is not about building a list; it is about 

building a list of buyers. It is not even about having a huge list. It is about finding the 

people who are right for buying your products and services.  

List-Building Method #2: Advertise on Facebook 

Bob: Exactly and I think that is a great point. So, strategy number one from Terry Dean on 

how to build a list is to take ads in eNewsletters reaching your target market and in 

those ads, offer some free content that is of high value. The number two strategy 

that you told me and this is the best, because this aroused my curiosity, the best 

social media platform for building a list in passionate market, so before I ask you 

what the best social media platform is, what is a passionate market? 

Terry: A passionate market means it is something that people get excited about. This is a 

subject that they will get excited about, that they will debate. They will say this is 

awesome. For example, let’s just say guns. People will either love guns or hate guns. 

The people who love guns are passionate about it. Bodybuilding is the same way; 

they’re passionate about it. Nutrition, when some people think about nutrition that 

is something they will get passionate about. If someone is a vegetarian, they will be 

passionate about raw food. 

 This is a passion. They are not passionate about fixing the radon gas problem in their 

house. That is not a passionate market. That is something that they want to get rid 

of. So basically, the best way to think about a passionate market in this terminology 

is it something they move towards or is it something they move away from?  

Bob: So, now that we understand what a passionate market is, Gary Halbert called it the 

starving crowd. What is the best social media platform for building lists in a 

passionate market?  

Terry: It is Facebook, bar none. 

Bob: Why? 

Terry: Facebook gives us multiple options. Facebook gives us Pages. I don’t know if 

everyone’s noticed it yet but Facebook Pages ranked well on the search engine 

results. Usually you will see a Facebook page on the front of Google, for one thing 
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just for the free results. It just shows out there. Google is competitive and Google 

gives them an advantage in their own system. 

 Ok, that is one reason. Another, they allow us to do ads very cheaply and that is the 

one mistake that people make when they start going into social media. When they 

go into social media, they just share content upon content without an audience. 

With Facebook, we can spend just a little bit of money and start generating a lot of 

visitors to our content and a lot of visitors over to our ads. That is the other thing 

about ads. I am really excited about Facebook advertising. Right now, what I am 

building my list from more than anything else is from Facebook ads. 

 They allow you to specifically demographic target your audience. You can’t do that 

with Google or with Bing and some of the other systems. But if I want to sell to 45 

year-old men who are interested, who have a marketing job, I can target those on 

Facebook. I can get very specific with who I am targeting. For example, in my 

audience and in my market, my best buyers—I have buyers and buyers who are 

females, but my best buyers are men ages 40 to 65. So a lot of my ads on Facebook 

Pages are to men 40 to 65 who have precise interest that I have found for them. 

Bob: Now, you have a training program called Autoresponder Alchemy. Do you teach 

Facebook advertising? Because in this session, I don’t think you’re going to be able 

to tell us all of the how to’s of Facebook advertising.  

Terry: I teach it in detail. It is the seventh module that I teach in Facebook advertising in 

very minute detail along with cheat sheets and everything else on how to use it and 

how to best use it and as I said, it is my favorite method right now.  

Bob: So autoresponder is your training where you teach Facebook and advertising and I am 

going to mention to listeners, if you want to take a look at this, go to 

www.mymarketingcoach.com/bob and since I am completely transparent in everything 

that I do with teaching marketing, the forward slash Bob means if you sign up for Terry’s 

program, which is a paid program, I will get a commission. I want you that upfront. So, 

the best platform is Facebook. Is there anything else you do on Facebook besides 

advertising or is advertising the main way that Facebook builds your list? 

Terry: I also use Facebook Pages and Facebook Groups. There are a lot of things that you 

can do with it but I always tell people that if they are going to do it, to leave a small 

amount of advertising on Facebook and this is where people get scared. We talk 

about advertising and people will think, hey I gotta spend $1,000? Most of my ads 

http://www.mymarketingcoach.com/bob
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on Facebook right now…I have multiple campaigns. It is not uncommon for me to 

run plenty of campaigns. I have a business that is quite successful for it. But for most 

of those campaigns, I have a daily budget of only $5 on them. 

Bob: Wow, so it is very cost effective. And just like with the eNewsletter ads, for the 

Facebook ads, what is the offer? If I click on the ads, where do they go? 

Terry: For all of my ads, they specifically go over to a squeeze page; it is a landing page that I 

have done all types of different testing—I’ve tested it all types of different ways. I’ve 

given a free report about e-mail marketing. They sign up for the list and I will market the 

course you just mentioned to them. The cost there…I am paying a lot more there than I 

am paying on solo ads. I am averaging somewhere between $2 and $3. 

Bob: But it is working well for you there. That is your major targeting technique today. 

Terry: Very profitable for me and I am able to target a lot of different ads and methods and 

audiences. Let me just throw out for you people here for signing audience here. 

Facebook allows you to. You get to have the targeting method that I just mentioned. 

But you also choose precise interest and here are some quick brainstorming ideas 

for coming up with some precise interest. Think about author names in your 

category; think about guru names; think about product names; think about 

keywords that people would look for. Think about any pages. Facebook has a search 

engine where you can search for terms at the top. Think about pages in your market 

because you will often target some of those page users. 

 Think about celebrities for your market. Magazines for example, for someone like Bob 

or I. We could target things like Entrepreneur Magazine or Success Magazine. Whatever 

market you’re in, you can target magazine type names in there. If people are interested 

in that magazine, they may also be interested in your subject. Products, software tools, 

those are the things that become precise interest. I ran 20 or more campaigns because I 

ran each campaign separately with different audiences. 

List-Building Method #3: Pay Per View 

Bob: Great, so strategy number two for Terry for list building is advertising on Facebook. 

There is other things that are on Facebook, but is mainly Facebook advertising and 

the best way to learn about that is to take a look at the Autoresponder Alchemy 
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Training Program. The third technique that you promise me, you said the underused 

technique for pulling subscribers directly from your competitors’ Web pages. Is this 

something like auto harvesting, which I have heard doesn’t work? Or, what is it? 

Terry: This method is…There are two terms for it: Cost of view or Pay per view advertising. 

Ok? And this one is really beneficial because you can often run those ads for two 

cents per visitor per page. Now, don’t get too excited about that. That two cents per 

visitor often comes with a very limited response. For visitors on Facebook ads or solo 

ads, I will often get a 30 to 60 percent conversion of visitors and two subscribers. 

This type of ad, I am usually ranging somewhere between 6 and 4 percent turning a 

visitor into a subscriber. But, most of my subscribers are costing me about a buck a 

piece per subscriber. 

 And what you’re doing here. This is what comes with what you would call Adware. 

People go onsite and play games on game such as Game Vance. And what they do 

there, they would have to agree to see ads. So, someone would actually agree to sit 

at their computer and go play ads. They agree that they are going to see ads. 

Bob: Why do they do this? Are they interested in ads? Or is this some bribe offered to them? 

Terry: They just play the game. If you don’t play the game, you don’t agree to get the 

advertising. It is a tradeoff option. It doesn’t sound too much of a prospect. But what 

we get to do is we get to choose which one of these people we want to advertise to. 

We could do it based off what we call keyword advertising. We can do it based off of 

URL advertising. I don’t do almost any keyword advertising; I do all URL advertising. 

That means that I get to choose specific Websites to advertise over. You might be 

mad at me or not but one of my targets is a Website called Bly.com. 

Bob: I’m not mad but I am interested to know that.  

Terry: What happens is that there is a small portion of people who will go to Bly.com and 

play those games that have that software installed and my little ad will pop up 

behind your Web page and so whenever they are on your Web page, they will see 

this ad that pops up on your Web page offering my freebie to them. And if they are 

interested in copywriting and they’re at your site, they might really be interested 

more in e-mail marketing. Look at the chance of that, if they are interested in 

bly.com. They end up subscribing to my list and I am picking up people who are 

interested in your subject and I do this with thousands of Web pages specifically 

targeting…one site in which they are going to be directly interested in what I offer. 
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 And let me tell you how…We cannot even get to our customers. You are allowed to 

advertise even on shopping cart pages if you want or on membership type pages. 

You can advertise on those types of pages or thank you pages. Like, for example, I 

could sign up for your e-mail list, look at the thank you pages you sent me to, and 

choose that as my target page—just your thank you page. The people who just 

subscribed to your list; I could just target them. 

 For a small site, even like yours or mine, I would still consider that a small site. 

You’re not going to get a lot of traffic targeting that tightly. But sometimes I like to 

target, and this really can get you some nice customers, is I like to target Internet 

marketing membership sites. Because it is a membership site that people keep going 

back to and that is really the type of customer that I would like to pull in. Another 

little dirty trick is, look for people’s support address is, so a lot of Internet marketing 

businesses actually have a separate address that they go to for a support ticket 

request. And you know that most support ticket requests are customers. 

 They are having trouble getting their download or whatever else and you can 

advertise on those pages as your choice. It doesn’t actually appear on their page like, 

you know, no one would go to your site and be mad sitting at your site—it’s a pop 

up that appears for people who agreed to see those ads. The two best companies to 

start for this are leadimpact.com and trafficvance.com. 

Bob: Can you spell that? I am not sure I am getting the second word. 

Terry: Ok, trafficvance.com. For most people starting out, I would tell you to start with 

leadimpact.com Bob. The reason is they have a $200 deposit to get started. Traffic 

Vance requires $1,000 deposit to get started. Traffic Vance, the campaigns are on a 

bigger site, so what I tell people to do is start with Lead Impact, get those campaigns 

running there and do some testing for different Websites and ads. And I didn’t 

mention on solo ads or Facebook so I need to be flat for mentioning then, but I will 

mention it here, so everyone can forgive me and that is any advertising that you do, 

always track.  

 There should always, always be tracking in place. It is required to do your tracking. 

Facebook ads give you a tracking method. Lead Impact and traffic vance, they give 

you a tracking code that you can use. You have to use your tracking code. Because, 

let’s suppose that I choose 1,000 sites to target, just to give you an idea of the 

numbers, maybe 50 to 100 of them generate good traffic out of the 1,000 I choose. 

50 to 100 of them have generated good traffic for me. Out of that 50 to 100, maybe 



Terry Dean’s 5 Ways to Build a Large and Profitable E-List                                        Bob Bly and Terry Dean 

 

Center for Technical Communication. © 2014                                                                               |  14  | 

only 20 to 30 are actually profitable for me. They have given me a good opt in rate 

and we’re making sales from those. And so that is the reason why you have to track. 

 I might choose 1,000 Websites, but only 20 or 30 of them are actually profitable. So, 

if you came and looked at my campaign later, all the ones that don’t generate 

enough traffic, I still would probably have running. But the ones that don’t generate 

a lot of traffic; for people who were subscribing but not buying, I turned off in my 

campaign. That is the mistake that people make with online marketing is that they 

do not track and they do not know what is working and what is not.  

Bob: And you’re saying these two services do have tracking built into them? 

Terry: They have tracking codes that you can install on your thank you pages and you can 

use those to start with. For me personally, I use an additional solution called 

cpvlab.com that allows you to do more advanced tracking. The nice thing about their 

tracking or the additional system that I use—for anyone starting—I always tell 

people to use their software because you get it free to use them. Use the more 

advanced tracking like cpvlab.com later on after you know what you’re doing and 

you want to track more things like you want to track multiple things and the sign on 

things and things like that. So, that is why I use other software in addition. 

Bob: If you’re doing 1,000 Website, that sounds like an awful lot of data to analyze. Do 

you have an assistant you can outsource this to? Or, do you spend hours of yourself 

everyday doing this?  

Terry: It doesn’t take hours. I do this myself. Whenever I do any type of paid advertising, I 

do this myself. But the nice thing about this is that you can reorganize them. And like 

I said, out of 1,000, there is a whole bunch of them, but you can scan them real 

quick. When you organize it you can see how much you paid for each site. 

 So you just look at the listings and say I paid this much for this site and this much for 

this site—you will get down to about 50 or 100, and under there, I am not really 

paying anything so I am not even worried about it. They are not generated, but 

when I look at the ones up here, and when I look at the traffic based on what we are 

writing, this site gives me a 6 percent opt in rate. This site gives me a .5 percent. I 

will have my numbers ready, but for that campaign that I am thinking about right 

now, I really would have a break off point of a 3 percent opt in rate. 

Bob: And again, the proper term for this generic type of list building is cost per view or 

pay per view? 
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Terry: Yes.  

Bob: And you, I am hoping you do, do you cover this in Autoresponder Alchemy? 

Terry: I cover it somewhat. I don’t cover it as deeply as I do Facebook because I really in the 

course, I talk a lot about Facebook because as I said that is my favorite method right 

now. Facebook and I will show you all different ways that I am using Facebook. This, 

I only cover in a minor way. 

List-building method #4: Advertising on Bing 

Bob: Ok. So that is the third technique—ccv or ppv. The fourth technique, which I think I 

can guess, but I won’t, I will let you say, is a cost-effective, pay per click advertising 

alternative to Google AdWords and what is that? 

Terry: The alternative is Bing. 

Bob: I knew you were going to say that. 

Terry: It’s got to be Bing. The reason is, and there is multiple reasons for this, probably 

everyone here has heard of Google Flaps. 

Bob: Explain what that is. I think a lot of people know, but some of them don’t. Explain 

what that is please. 

Terry: Google Flap means that you are advertising in Google’s pay per click engine; you are 

sending them money and they are sending you leads; we all are happy and then all 

of a sudden, for whatever reason they will say, we don’t want your money anymore. 

We’re not going to let you advertise your site anymore. No warning; they don’t even 

tell you. I had a client that was running Google AdWords and they just stopped his 

campaign. They didn’t even tell him. 

Bob: And you have no recourse; they totally have a right to do this legally, right? 

Terry: Yes. They can do whatever they want. It’s all in their agreement. They can choose 

who they want to advertise and who they don’t want to advertise.  

Bob: Yep.  
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Terry: Here is the problem with Google Flap. They will do this and not even tell you what is 

wrong and not even give you another opportunity to fix it. So, the number one 

reason I don’t like Bing is that Bing will turn you off if they see something that they 

don’t like in your site. They will turn you off. Recently, several of my clients have 

been writing with them and one of them got turned off not too long ago. Bing 

turned off their traffic. They also, at the same time, e-mailed them and told them 

that there was a mistake in their privacy policy and once they got it fixed, they 

contacted them.  

Bob: Really? 

Terry: That is, when you’ve dealt with Google before, that is nice. They run it and if they 

are having a problem with their privacy policy and get this: They stopped letting 

them advertise because the privacy policy had the wrong business name because 

they had copied it from one of their own other Websites. So the business name was 

wrong and Bing I guess went through it and said you can’t do it because the privacy 

policy is wrong. They fixed it, contacted Bing and the traffic is back up. So that is the 

difference between Google and Bing. If you screw up in Google, they will kick you 

out and they might not let you back in. Bing, you screw up in Bing, they let you know 

what you did and then they will let you fix it. So, which one would I rather start with, 

the one that is going to tell me the problems? Because they also look for the same 

things that Google does and let me tell you one of the good flaps that people get hit 

for: Building a list with both of them [unclear] and that is if they are building a list, 

they want you to stay on the Website and this is not just the privacy policy, but they 

want you to stay on the Website. 

 Why do you want their e-mail address and what you’re going to do with it? So, if you 

haven’t signed up for your list or your free report, they also want you to say on the 

page that we’re going to also want you to send you daily tips.  

Bob: I discovered this myself on my page, squeeze page bly.com/reports, we offer four 

reports, but we say, and you will also get our twice-weekly e-mails with tips. 

Terry: That pretty much requires that and if you don’t do that for either one of them, they 

are going to complain about it. They’re going to tell you there is a problem. With 

Google, they will just kick you out, with Bing; they will tell you there is a problem 

with it. Some people will tell you out there that Google and Bing do not want you to 

build a list. That is completely and totally wrong. They want you to be totally 



Terry Dean’s 5 Ways to Build a Large and Profitable E-List                                        Bob Bly and Terry Dean 

 

Center for Technical Communication. © 2014                                                                               |  17  | 

authentic and they want everything that you’re doing upfront about it. They want 

you to be upfront and not in unauthentic with it.  

 And with Bing, the other thing that you’re going to find and the reason why I like 

them also to start with, is that they have less traffic than Google. It’s improved 

though. In the last year, most of the reports I am getting some clients, and the 

numbers I am seeing with my clients is that they get about 30 percent of my traffic 

that Google does, and I hope it keeps increasing. But they have increased in the last 

year because if you asked me in the last year we had about 15 percent. 

Bob: That is significant.  

Terry: Well part of it is the deal that they have with Yahoo, which brings it in also, but I am 

not sure where the additional is. They have 30 percent of it, but in general, you’re 

gonna pay even less here because there are less competitors. You’re going to pay 

less per click and the conversions are a little bit higher on the opt ins and the sales. 

So, you pay less and you convert more; that is a good deal to start with. 

Bob: Oh yeah. What about good tips on writing an effective paper? Click ads for Bing? 

Terry: Well, it’s going to be the same exact thing for Bing or for Google. [unclear] It is very 

similar to Google also. What I like to use a lot for my ads for Bing, Google or 

Facebook is my headline, for that first little section, so that first little ad section, 25 

characters, is a question. So, they will pull you in with a lot of questions or 

something like that. We will take a local business. One, A Greener Lawn? Or, 

something along that line with a question mark with it. 

 That is the type of ad I’d like to run with a subject line. I am basically hitting what 

they problem is and I am basically trying to call out my audience with the headline. 

And with the ad text, you can’t do this in Google; you can’t…You basically want to 

tell people what your promise is and be as specific as you can. Avoid words like best, 

which is like a bad copywriting word anyway. Be specific and pack a lot of different 

things in the ad text. It’s kind of funny, I will put up one ad with the text one way and 

I will take the exact same text and just flip the two lines for the next ad and they will 

perform totally different. 

Bob: Yes, there is a significant difference, if not a minor difference in click rates.  

Terry: We’re talking like double sometimes, just for something like that. That is not 

something that I could have ever predicted.  
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Bob: No, I don’t think that anyone would have predicted that.  

Terry: You want to think about what are all of the different concepts that I could test? So 

this is something [unclear] with Facebook also. Use your front end ads—the ads that 

you’re actually writing on Google, Bing, or wherever else as your testing mechanism 

for everything else in your funnel, because this is the perfect place to test totally 

different concepts. 

 For example, let’s say you sell a product. Let’s take a nice, big general product like 

weight loss. You sell weight loss, ok? Is it specific pounds that they’re going to lose 

that we’re going to talk about, which I will give a clue what market it is. Or was it the 

struggle that they went through or was it the fact that they’ve failed as a diet and 

they need a new aspect? Test totally different concepts. Don’t just think about the 

words, but test totally different concepts, because you will find the concepts that 

works best and you can work on your landing page, your e-mails and everything else 

you do based on whatever concept wins. And that is having congruity in everything 

that you are doing in advertising, but you start with the ads, because that is where 

you will have the most visitors looking at it. 

 And you take everything else in your system and then line them up to see if it works. 

I have all these great methods to sit here and write ads. It’s almost like I come up 

with every concept that I have, put them in a bunch of ads and then let them duke it 

out; find the winner and take whoever is winning and then take it through the rest 

of the methods. 

Bob: Do you use any particular software for managing the testing in your pay per click 

ad campaigns? 

Terry: I probably could say yes here but the truth is, I just use their built-in software 

pieces for my…Again, for simplicity, I don’t want people to go out there use a 

whole bunch of advance tools to get started. Think simplicity. And one other thing 

that I am going to add and this is both true for Bing and Google, is keep ad groups 

small. And what I mean by that is don’t choose a hundred keywords and put them 

all in the same ad group. 

 Always err on the side of having multiple ad groups with ads that are just specific for 

that group and a lot of times, if I have a high-traffic keyword, I can look it up and 

confirm that it is a high traffic keyword. They call it peel and stick in pay per click 
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marketing. We will actually take that keyword and put it in a group all by itself, just 

so we can create ads just for that keyword. 

 We can track it all by itself, so always heir with having a smaller keyword group and 

you’re going to spend more here than like I said with Facebook. But you can follow 

the same models and actually have a low, daily budget. You can set up a Bing 

account and set up a budget of $10 a day if you want to. You’re not going to get a 

whole lot of traffic if you start there, but I know a lot of people are concerned about 

risks and I am concerned about risks starting out. So, that is something that 

someone can start out with—$10 a day or $20 a day on their ads to start with and 

they roll it up as they see it working for them. 

List-building method #5: Blogging 

Bob: So your fourth way to build a big and profitable e-list is Bing pay per click ads as an 

alternative to Google AdWords. Now the fifth item you gave me was how to build 

your e-list fast and free with blogging. So, how does having a blog build your list? 

Terry: Well, first for blogging, we don’t want to go into all of the details of blogging 

because that would be too in depth to cover everything with blogging. And just as a 

note in Autoresponder Alchemy, I do cover a lot about blogging in that also. The two 

methods that I promote in that course are Facebook and blogging. 

Bob: So I will just mention since you do cover blogging in Autoresponder Alchemy, again, 

the Website to take a look at this is mymarketingcoach.com/Bob. So, again, I know 

that you cannot cover all of it but can you give us some of the highlights of blogging 

as a list-building tool? 

Terry: Ok. The first one is, a lot of people are like whom am I going to write for? Well, I use 

multipurpose for my concept. What that means is a lot of the same e-mails that I 

write also get published on my blog as the content on the blog. So, there is a mixture 

there—well not all of the e-mails I write—I send out an e-mail with a different 

promotion for a product.  

 I do a content piece where I do a lot of stories in my teaching. I do a lot of e-mails 

that build strong relationships with my list and those end up as blog posts also, so I 

multipurpose that content. And what happens is, you end up creating all of these e-
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mails and for a business like mine, I have all types of e-mails and all of these 

autoresponder frequencies, which means I have a lot of content. And I end up 

putting all of this on a blog and basically you end up getting free search engine 

searches, because a lot of these terms…The one difference between what is in my e-

mail and what is in my blog is sometimes I will change the title of the post of the 

subject line so that is based off my principles of benefit plus curiosity. 

 I want to have a benefit and a curiosity in my subject line. For my blog, I might take 

that same article and I might change it and base it off of that keyword phrase that 

people are searching for on the blog, because I want to be able to pull search engine 

results from the blog. That is the goal there. I will also use the blog, combined with 

my Facebook page, which means I am hearing some of the content from my blog 

over to the Facebook page, bringing them over to the blog and anyone who goes to 

my blog is going to see that there are opt in forms all over the blog. 

Bob: But that is the secret though, you bring the content to search a blog, and you were 

saying if I were to look at your blog, and maybe you can give the URL for that that 

you could look at, there are a lot of opt in forms prominent on your blog, correct? 

Terry: An insane number of opt in forms. It’s at mymarketingcoach.com, so it is the same 

address without the Bob. And what you will see is that I have a short video with an 

opt in form at the top—on the top of the blog is an opt in form. On the right side 

bar, there is an opt in for the same three or four opt in and that side bar runs across 

every page. There is also a pop over that appears 15 seconds after you land on the 

blog, that asks for your e-mail address.  

Bob: Did they make an offer? 

Terry: They made an offer asking for the free report. So, I am going to nag you to sign up 

for the free report on that blog if you show up there. Now, that is the big thing for 

the opt in but the other thing I want to get is this is the one that everyone misses. 

People are not aggressive enough to get an e-mail like I am. But the other thing that 

they make a mistake with is they set up a blog, they stop putting content on it, they 

do what I just said here, but they miss the next piece. Blogs—it is very, very 

important to connect with other bloggers. 

 It is downright required to connect with other bloggers. So a strategy that needs to 

be done is you will need to find the most popular blogs in your market. And this can 

be done over Technorati. You can go into Technorati and go into any category and 



Terry Dean’s 5 Ways to Build a Large and Profitable E-List                                        Bob Bly and Terry Dean 

 

Center for Technical Communication. © 2014                                                                               |  21  | 

find the top 100 blogs in any category. Or, you can go to Google blog search and 

search for top blogs. It’s a little bit easier on Technorati. You find the top blogs and I 

would go over to them and again, you will take an e-mail address that you’re not 

using all of the time and I would subscribe to a list if they have a list. If you use an 

RSS reader, there is a lot out there—I don’t want to go into all of the details.  

 But you want to subscribe to their blogs that you get their content for and what 

you’re going to want to do is do a little search on the blog and sometimes they will 

have a little blog search feature and you can look for the term guest post. We’re 

looking to see which blogger allows you to see guest posts on their blogs. Because 

what they really want—you see, the mistake the everyone makes with blogs is that 

they go and set up a blog in the middle of the desert and they don’t get search 

engine traffic and they don’t have visitors and they want to know what is happening. 

 Well, Google wants to see links from relevant Websites. It has to be relevant 

Websites and some of the best of those are other blogs in your specific market. The 

best links to get from them is you go over there and write a guest post for them, and 

that is why you are search for the term, guest post. That just means that you can 

write articles that use you and are exclusive to them for their audience and that will 

give you better search engine results and even more important, they won’t send you 

a lot of visitors today from their blog that ends up opting into your list. 

 When you do a guest post for a high-traffic blog, you might see 300, 400, 500 

subscribers come in immediately for free, because you did the guest post. Now, I am 

going to give you the trick to getting them to pay attention to you. First, do a search 

for guest posts, see if there is anything on their site that says rules for guest 

posting—how do they want to submit it? Are there specific things that they want to 

see? If you have all of that, then you want to follow whatever rules they have. 

 If they don’t have that and most of them won’t, you want to first of all, reply to the 

e-mails that they send you. Remember how I said that we were going to subscriber 

to their list? The best way to get the attention of busy people is to reply to their e-

mail. So, you grab one of the newsletters that they send to you and you reply to it. 

 That is like the quickest way to get through to them. And when you reply to it, make 

a suggestion. Tell them that you have this blog over here and that they can see your 

blog—you have to have content on it and say that you have an idea on several 

different guest posts that you can do for them and give them like three great titles 

that match up to their blog subject. 
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 And here is the little trick to it. Make sure that at least one of those guest posts, one 

of those titles, matches up with something that they specifically teach. And the best 

case scenario is a case study for something they teach. For example, I go over and I 

go to Bob Bly’s blog and on Bob Bly’s blog, I can see that he constantly talks about—

pick a subject that you talk about all the time. What’s a subject that you talk about 

on your blog? 

Bob: Let’s just say for simplicity, copywriting.  

Terry: Ok, you talk a lot about copywriting. And let’s say that one of your posts was about 

five methods about writing better copy that has specific tips in it. 

Bob: Yup. 

Terry: And so one of the articles that I suggest that I write for you will be how the five tips 

change my results. And that means that I would make sure that I did exactly as 

you’ve said in the post. And I am going to do a case study in that article of exactly 

what Bob had said to do in his article and how it worked for me and I will give exact 

numbers. So, in other words, I had a 2 percent conversion; I did exactly what Bob 

told me after this part. Here is what I did wrong. I did this right after reading this 

article and now we have a 3 percent conversion—the exact number that you did 

that was in it and you’re going to find that if you do that, the majority is going to say, 

yes, yes please I want to publish that article. 

Bob: Again, can you go over…the article is published on their blog. How do you get their 

subscribers to come back to you? 

Terry: Because of an agreement part of it, they are required to link back to your blog with a 

guest post. 

Bob: Ok.  

Terry: They will link back to your blog. They will have all of those subscribe posts to your 

blog like I do. That’s one of the reasons you want to make sure that they are a 

popular blog. But you’re going to generate…When I’ve done it, I would generate 

somewhere between one and 400 subscribers and on average, I’ve seen it higher for 

a very specific blog. That benefit number one is a whole bunch of new subscribers at 

the very beginning.  
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 And benefit number two is that Google loves that link to your Website so now all of 

the articles in your Website now has a better chance at showing up as search engine 

results, the long term results. 

Bob: So the fifth and final technique that Terry is giving for building an e-list is blogging. 

And he has explained how and it is covered in a lot of detail that he says in his 

Autoresponder Alchemy course which we’ve talked about. I promised two of my list 

building techniques and I will give them to you guys quickly. One is simply—and I’ve 

done with Terry and with other people—is what I call a list swap. That is, I find a 

marketer like Terry who has an audience similar to mine and I say to them, look, I 

will send an e-mail to my list, recommending that they subscribe to your newsletter 

or get your report or otherwise, opt into your list. 

 And all I ask is that you do the same to your list—send an e-mail saying you 

recommend Bob Bly’s newsletter and go to his squeeze page and get his free 

reports. And I’ve gotten great results from this. I recently did this, Terry, with 

someone I am sure you know, Wendy Weiss, the queen of cold calling and she sent 

an e-mail to her list saying that people should subscribe to my newsletter and get 

the reports that I offer on my squeeze page and within 24 hours, we got 463 new 

subscribers. So, list swaps are one technique I recommend. 

 The other one we don’t have time to get into is called the Internet Lost Leader 

Strategy. And I once used it to get 1,000 new subscribers in a day or two, in 

partnership with someone who has a very large list. But to give you that, I could give 

you a free report for your guys. If you go to the internetlossleaderstrategy.com, you 

can download the report; you do not have to give me your e-mail address and it will 

tell you all about it. 

 So Terry, you’ve given us five e-list building techniques that you use. Is there 

anything else that you would like to add about any of these techniques or other 

ways to build your e-list? Is there any final advice for us on building our e-list?  

Terry: I tell people not to…Most of these are paid advertising methods and I know a lot of 

people get concerned about paid advertising, but if you notice, going through it all, I 

don’t like to lose money. There is no one here who would like to lose money, so 

even worse than I would be for it. For all of these, they allow you to set a daily 

budget low and I set my daily budget to start with low and that is even with having…I 

have a pretty nice sized advertising budget, but I am still cheap in the beginning. Be 

cheap in the beginning with whatever you do. Only be willing to spend money when 
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it is proven to work and let it start growing for their—and that is like the big rule for 

all of these. 

 And then, what would happen is, if you do some of those paid advertising methods, 

the free methods get easier. Like the list swaps you’ve just mentioned, the one 

negative of list swaps is that you need to have a list already build up before you 

decide to make a fair trade with someone.  

Bob: That’s right, it only works if you have a list. 

Terry: Correct. What is really nice here is that there is a lot of leverage. So, you do some of 

these paid methods and you do something like what Bob and I were saying, and you 

may be spending anywhere between $1 and $3 like I am on Facebook for 

subscribers. You are building up subscribers. You are immediately making sales to 

them and that is the big [unclear] of all of this—is that you build a list so that you 

can make sales and you can get the money back. And then you get to leverage that 

list by doing list swaps. I’m doing an affiliate promotion. There are a lot of different 

methods that we didn’t mention. 

 I participated in book promotion where people are doing Amazon best seller 

campaigns and things like that where you sell the book and get a lot of subscribers 

from it. Because you’ve built the list, you leverage the list that you’ve built. And so 

the big key principle of all of this is you learn how to write e-mails and I know that 

you talk about that a lot Bob as a copywriter, that it is not about the size of the list, it 

is about learning how to write to them, to persuade them, to communicate with 

them and that is one of the reasons I do want people to go check out Autoresponder 

Alchemy, because we talked about list building here but we didn’t talk about how to 

communicate with your list and the entire course—if you look at it, 

mymarketingcourse.com/bob, it will show you step-by-step how to build your e-mail 

sequences and not even that, I take one of my major e-mail sequences and the 

actual high frequency that is actually running right now and is making me a lot of 

money. I give you 80 of my e-mails from that sequence from my templates, 

explaining exactly why those e-mails work. 

 And you get to go through those e-mails and basically use them as models because 

one of the issues is when I first learned copywriting, I learned by modeling. I found 

great writers like Gary Halbert and John Carlton and they were some of the 

beginning ones for me. I got courses from them and some of their sales copy swipe 

files and would write some of their headlines by hand and come up with ideas for 
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my own headlines based off of that. And that is what I did with these. And I went 

through some of my bestselling e-mails, the ones that build relationships and 

everything else and turned them into templates explaining exactly why they 

worked so that you can model them and use them—the concepts from them and 

use them as models for whatever you’re writing to create your own sequences 

that will sell more. 

 Because if you can sell more to your list, the reality is, everyone out there is looking 

for traffic, so if you can sell the list numbers, they’re really almost unlimited traffic 

out there for you. It is just a question of whether you can afford the traffic. 

Bob: And I would say today that there are some good Internet marketers out there. I 

think there are maybe seven or eight who are really exemplary in good, 

conversational, engaging, relationship-building, interesting and informative e-mails 

and Terry is at the top of the list. There are a few others that I like—I like Matt 

Fury, I like Fred Gleeck, but Terry is tops at this so you should get on his list and 

read his e-mails. Terry, I want to thank you for being with us today and I know that 

everyone on our lists appreciates the call and again, one more time, the best place 

to find you online? 

Terry: It is mymarketingcoach.com/bob.  

Bob: Ok, well thank you everyone and we’re glad to have you. Bye bye.  
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Amtrak Express and New Jersey Monthly. 

Bob’s writing awards include a Gold Echo from the Direct Marketing Association, an IMMY from 

the Information Industry Association, two Southstar Awards, an American Corporate Identity 

Award of Excellence, and the Standard of Excellence award from the Web Marketing 

Association. He has also taught marketing at New York University. 

Mr. Bly has appeared as a guest on dozens of TV and radio shows including The Advertising Show, 

Bernard Meltzer, CNBC, and CBS Hard Copy. He has been featured in major media ranging from 

the LA Times and Nation’s Business to the New York Post and the National Enquirer. He was a 

featured speaker at the annual conference of the National Speakers Association. 

Terry Dean 

Terry Dean started his online business from scratch in 1996. He went from delivering pizzas for 

a living to building a million dollar Internet business promoted primarily through the Internet. 

Within a few years he was also consulting with home based businesses, local companies, and 

million dollar corporations. His original company and Websites were sold in 2004, and he 

founded MyMarketingCoach, LLC. which is dedicated to coaching entrepreneurs in the 10 key 

principles of success in business and life. 

Terry Dean is available for speaking engagements and interviews across the US and around the 

world. He speaks on building a successful business and life, Internet marketing secrets, and 

online copywriting. Please call 352-505-4479 to request more information about speaking 

engagements or scheduling an interview. 
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