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Tellman Knudson:  All right. Very, very good. I’m going to go ahead and mute out
the lines. Everyone here we go.

Okay. Welcome everyone. This is our first official Tellman’s List
Building Club list building Q&A call. Now, I have to tell you
something about how this call works and how we’re going to do
things. No. 1, No. 1 is you can ask any question whatsoever; any
question whatsoever. If you need to ask me how to cancel, you
can ask me how to cancel.

I’m just going to get that out there in the open. So you can ask
obnoxious questions. You can ask intelligent questions. You can
ask complete newbie beginner questions. You can ask extremely
complex, high level questions.

This call is actually very, very, very self serving and 1’m going to
explain to you why. | want to know what you want to know so |
can figure out the best information to put into Tellman’s List
Building Club. Now, I know that a lot of you have; have been
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logging in. We currently have over 2,600 members. We have over
2,600 members and that’s very, very exciting.

Right now the cream of the crop is on the line. We have 131; 135
people on the line right now so; so | can’t wait to hear what you
guys have to say. There are a couple of rules. There are a couple
of rules is | want you to have your question written down on a
piece of paper in front of you before you ask it. | want you to have
your question written down on a piece of paper in front of you
before you ask it and here’s why.

There are 100; oop, we’re up to 135 and I’m sure that number is
climbing right now. Well over 100 people are listening to you and
now we’re at 139 people are listening to you. And what we don’t
want is you to ramble on about every single thing in your life. We
want to know what your question is so we can answer it and move
onto the next question. Okay?

Now, if you’ve logged in to Tellman’s List Building Club and |
really hope that you have, you’ve seen all the articles that we have
in there. You’ve seen all the audios that we have in there; audio
clips on list building and you’ve gotten access to the step by step
list building training. You’ve probably already gone through all
the quick start videos. You’ve started seeing all the awesome stuff
that we’ve packed in there for you. There’s more stuff in there on
list building than you can get anywhere else period. We have 144
people on the line and the number is continuing to climb.

Now before we get started, how about Brian Edmondson? This
guy is absolutely fantastic. He’s been creating all the videos for
Tellman’s List Building Club. He’s a great friend of mine,
absolutely brilliant individual and a camtasia whiz. So what we’re
going to do, on the count of three, Brian is not on the line with us
right now. He’s actually in the middle of creating another video
for you guys right now.

He might be joining us later on on the call if | can get him to put;
to pull himself away from camtasia for a moment. But, what we’re
going to do is I’m going to go ahead and unmute the lines. And
when | unmute the lines, 1’d like everybody to yell and to scream
and; and; and to give a big cheer for Brian Edmondson and the
awesome work that he’s doing on all these great videos for you
guys. So on the count of three; one, two, three.

[Callers screams, cheers and whistles]
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Tellman Knudson:

All right, here we go. Awesome. Awesome. Thank you guys.
That was absolutely fantastic. That was absolutely fantastic. |
can’t wait for him to hear that.

All right so; so here’s how this works. Here’s how this works. On
a very, very cool system here that we’ve set up for you, here’s how
you ask a question. Now, it is going to be first come first serve
and we do have 153 people on the line and the number is
continuing to climb. Right now what I want you to do is if you
have a; now you can only do this if you have a question written
down on a piece of paper in front of you.

You can only do this if you have a question written down on a
piece of paper in front of you and it has to be a clear question. It
has to be clear. If it’s not, I’m going to interrupt you. 1’m going to
stop you. 1I’m either going to make you make it clear or get back in
line. Okay?

So, we are first come first serve and there’s no question too simple,
no question too complex. We can start at the very basics. We can
go very complicated. If you don’t know how to log into the site,
you can ask me and we’re going to walk you through it step by
step. All right, we can walk you through it step by step.

So, again just for anyone just joining us, we have a lot of folks on
the line. This is Tellman Knudson. This is the Tellman’s List
Building Club list building Q&A call. Okay?

You can ask questions about the site. You can ask questions about
a particular aspect of something we’re doing within the site. You
can ask questions about any of the audios, any of the articles, any
of the videos that you’ve seen. You can ask specific questions
about list building. You can; | mean but it’s all about list building
and about the site.

So, what I’d like you to do is write down your question. This is
first come first serve and I’m going to tell you how to raise your
hand right now. The way you raise your hand; the way you raise
your hand right now is you; what you do is you actually press 1, 1.
You press 1, 1 on your phone. You press the number one twice in
a row and what will happen is you will raise your hand and I will
see your hand raised.

It’s going to be first come for; whoa! All right, we’ve got some

hands raised. First come first serve and I’m going to go ahead and
I’m going to go through and answer as many of these questions as
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fast as | possibly can. Okay? It is first come first serve and I’'m
going to go for as long as my breath will take me.

So, with that said, I’m going to call out your area code. I’m going
to call out your area code and all 1’d like you to do is give me your
name and tell me what your question is. Actually your name and
where you’re calling in from and tell me what your question is.
That would be great. So 604 area code I’m putting you through
first; 604.

Tom Burlington. My question is please explain the relationship
between an opt-in page like my first; your my first list page and a
long sales page and the; my wish to have; include some giveaways
or small dollar items to encourage an outcome of the sales page
which is a large dollar item. It’s a transformational
tour worth $3,500.00.

All right. Stop. Hold on. Hold on. Hold on. Try to clarify your
question a little bit because when you say explain the relationship,
there are lots of relationships. What; what do you; what’s your;
what; what; what about the relationship are you trying to solve?

I want to know how to include the giveaways which is an article;
an audio interview with the wisdom guide or a small dollar item
which would be a video; a DVD video. | want to know —

Ah.

Or whether it should be on the -

Ah. Got it.

Sales page.

Okay. Here; here’s a great and you’re using this to build your list
oh course.

Using it; well, both to build the list and to lead to a telephone call
to close the sale.

Interesting. Well I; I thought you were going to drive them to a
long copy sales page.

Yeah. Well off the sales page, you would get the; the interview
and; and; and possibly a deposit.
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Okay. Here’s what —

I’d do, Tom. You said Tom —
Yeah.

Burlington, right?

Itis. Thank you.

Okay. No. 1 Tom is; is the main thing you need to remember; the
main thing you need to remember is nobody cares about the article.
Nobody cares about the video or whatever. People care about the
benefits that you’re giving them from the article or from the video.
Okay?

Okay.

So it almost doesn’t matter what media style you deliver it in
because hey, two or three years ago you wouldn’t have even been
able to consider using video, right?

Yep.

So; but you would have still been able to find a way to deliver
those same benefits. A couple of years from; before that you
wouldn’t have been; even been able to consider doing audio.

Yeah.

You would have strictly done it in an article or an e-course. So
people are opting in; but you could still get, you know, 50; 60
percent opt-in rates if you’re a halfway decent copywriter, right?
So the main thing, Tom, that you want to do; No. 1 is on your
sgueeze page, you want to explain the benefits of what it is that
you’re delivering to people and why it is that they want those
benefits, right?

Yep.

Now, with that said, you’re asking a more technical question and
I’m going to address that. Here’s what | would do, Tom. What |
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would do is; okay, now advanced are you? Do you want the
simple version or the complicated version?

Give me the complicated version and I’ll figure it out somehow.
Great. What autoresponder are you using, Tom?
At the moment, Get Response but I’m uncomfortable with it.

Okay. Well, whether you’re comfortable or uncomfortable, Get
Response is a reasonable solution. | have a Get Response count.
It’s not my primary autoresponder that | recommend but you can
use Get Response for sure. Okay? So here’s what —

Okay.

What you would do. People would opt-in to get your stuff, okay?
You would; you would drive them directly to what; what; probably
a double opt-in page that says hey, to confirm your subscription,
go back to your e-mail and click on the link in the e-mail with the
subject line, whatever your subject line is.

Yep.

Okay? That would be your thank you page. They click; now,
there’s a reason for this and this is actually slightly different than
what I explain in my first list and here’s why. Basically what’s
going to end up happening is people are going to go and they’re
going to double opt-into your list. So they’ll automatically get an
e-mail. So after they opt-in, they’ll go straight back to their Inbox.
They’ll go straight back to their Inbox —

Yep.

And they will look for that e-mail. They’ll click it and it says to
get your; you know your audio and your video and your list
describing all those cool things, click on; click on this link right
now. You click on the link right now and that brings them to the
long copy sales page.

Okay. Right.
Okay. In the meantime while they’re reading the long copy sales

page, their free bonuses are automatically delivered to them via e-
mail.
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Okay.

Through another e-mail that gives them a link to their download
page. Okay?

Okay. Yep.

Now here’s what | would do if | were you, Tom. | would not give
them to them all at once. 1’d spread —

Yes.

If you have three bonuses, | would give those bonuses to them over
three days.

Yep.

And now it gives you an easy excuse for automated follow up.
Excellent.

Now what are your three bonuses again?

A; an article describing; an article. Let’s leave it that —

Yes.

An audio interview with the wisdom guide.
Yep.

And a video; a nice video of Trail.

Fantastic. And what happens at the end of the audio and what
happens at the end of the video and what happens at the end of the
article?

(Laughter) That’s; that’s what we have to do. (Laughter)

Yeah. Well, what do you think happens?

Well what I think happens is; is we do a; an irresistible offer.
(Laughter)
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Exact; okay, good. You’ve; good, good; good. So, exactly, right?
Now you said that you’re doing one-on-one phone sales, right, to
close a sale?

| think that’s the best way in this case or to offer; to schedule one-
on-one phone sales with the people —

Yep.

Who are really interested.

Great. Great. So here’s what you do. What you do is you get a
toll free phone that people that can call for the free; for their free
whatever it is.

Yep.

Is it a; is it a spiritual getaway? Is it a vacation?

Yeah. It’s a spiritual guided tour. Yeah. It’s a personal, spiritual
transformational tour.

Great. So; so what you do is you; you give them the 800 number
to call in order to schedule their appointment for their; for their; for
their 30 minute free spiritual development consultation.

Yep.

Right?

Yep.

I learned that one from Matt Bacak, brilliant guy by the way.

Yeah. That’s where | got this from too.

From the formula.

Yeah.

Yeah. Well, hey, Matt’s absolutely great. He; he’s one of my

mentors. |; he’s a fantastic guy. Looks like you’re applying itin a
great way but you’ve got it nailed, right? So you want people to
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opt-in. I mean what | would do, honestly, is | would have people
opt-in initially for a teleseminar, right?

Okay. We could do that.
I mean you could have them opt-in for all sorts of stuff, right?
Yeah.

And then; but the point is at the end of the article, the call to action
is to call that 1-800 number to schedule their appointment.

Yep.
Let me give you a little hint.
Yeah.

One way that you can do that, if you don’t have live schedulers
lined up yet.

Yep.

You can use a service called Freedom Voice; freedomvoice.com.

Okay.

And Freedom Voice will allow you to; it’s just a voice mailbox.
Yep.

So you can say hey, go ahead and leave your name, your phone
number, your e-mail address and the best time to give you a call
back. We’ll call you back and get your appointment scheduled.

Okay.

Right? That way people can call 24/7 and knowing your
schedulers —

Yep.

Can call out and maybe that’s you to start, right?
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I don't know how big your company is yet and —

And from there, you can turn around and then do your; your one-
on-one phone consults and sale people on the package.

Right. Actually I’m doing this for a friend because he’s been very
supportive of me. So really, my own business is in environmental
matters so.

Cool.

But -

But it seems workable.

But this is a

I mean regardless of what you’re doing, right?
Yeah. Yeah. Yeah. This is wonderful.

Does that make sense?

Yeah. This is; thank you so much.

Great. So that will give you the double opt-in and then when they
click on the double opt-in link, you want to bring them straight to
the long copy sales page. And whether the sales pages is to get a

deposit or whether the sales page is to have them make the phone

call or whether the sales page is to buy a front end product —

Yeah.
They do all those things. And then; and they; and then you’ll
automatically e-mail them, you know, with the double opt-in either

the first message that they’re going to get would, you know, bring
them to a download page for maybe the article.
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Yeah.

The second one would be for the audio. Third one would be for
the video. But be sure to check your e-mail tomorrow for the
video, right? Be sure to check your e-mail —

Yeah.

Tomorrow for the audio.

Yeah.

Right?

Perfect. Yep.

Cool.

You’re really brilliant. (Laughter)

| —

Thank you.

I’m really good at applying strategies that work. I don’t know
about brilliance.

Yes. (Laughter)
But; but; but that’s the name of the game. Thank you Tom.
Thank you.

All right. Okay. Next person up 781 area code; 781 area code.
I’m going to go ahead and put you through right now.

Hi Tellman.
Hi.
This is Paul in the Boston area. My question is and it’s going to be

a little unusual for the rest of the things that are happening here.
But, do you ever consider multi-level marketing programs?
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Interesting question. Well are you saying do | consider them
personally or are you; are you saying as a list builder would;
should one consider them?

Well, both. But how do you; how do you feel about them
especially if you think that they’re; if you feel that there’s an
excellent one available?

As a general rule for me personally, where; where I’'m at I; | have
joined a few in the past couple of years and because | focus all of
my attention on list building, I immediately went up to be, you
know, one of the top guys in whatever multi-level marketing
program I; I’ve been involved with.

All right.

I personally; I’'m not really that social of a guy. I; I live in Roe,
Vermont for a reason and what I’ve found is that multi-level
marketing, in my experience, maybe this isn’t the experience for
everyone. But, for example, I; like I; Success University for
example is set up a little bit differently but I’ve had great
experiences with Success University and Matt Morris. But they’re
the only multi-level marketing company that actually continually
sends me checks and; and actually gives me that residual income
through; that; that many multi-level marketing companies promise.

I’ve; I’ve put an extraordinary amount of time, effort and energy
and force behind promoting other multi-level marketing companies
in the past and got a big blast of money up front and; and then
basically their systems weren’t effective enough to create; create
duplication. And I personally don’t have that much interest in
learning multi-level marketing though; though it certainly is a
viable way to; to earn an extraordinary amount of money. I; | have
many friends and colleagues who have done it. I’ve found that my
efforts personally are; are better served focusing on building my
list, building my relationship and my connection with my list and
then | can promote whatever it is | decide to promote whether it’s
my own product, an affiliate product or; or; or anything along
those lines. And I’m able to do it with a lot less red tape and a lot
less hassle than a lot of multi-level marketing companies have
shown me in the past.

| found one that offers a VYP and cell phone and Z-card on the cell
phone. And, I’m able to call all over the country and fact; in fact
all over the world for $39.95 a month. And it’s helped out quite a
bit in practically everything that I’m doing. It; if I’d been able to
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bring people on board into the program. And so it’s; it looks to me
like it’s a great assist or dup or program that can run along easily
with whatever else I’m doing.

Okay.

So, I've ____like I say; what; well, like I was saying, if you find
one that’s what you think is a good one to go with and when you
have a list, to promote to your list along, you know and even on
your Web site. Do you have any qualms about doing that?

Qualms. Certainly not.
Well -

| mean hey, building a list that that the; see here’s where a lot of
multi-level; I know there are probably a lot of people involved in at
least one multi-level marketing program on the call right now.
And one of the biggest things that multi-level marketers and
network marketers aren’t taught is to build a list of people that are
connected to them as an individual and then promote a product or
service that’s right for that list to them. Whether it’s a multi-level
marketing company or an e-book or an audio course or whatever it
is or a home study course or a seminar, whatever it is. And the
great thing about that is you can, you know if; if you have a great
list that you’ve taken the time to build and connect with, you can;
you can then simply turn around and you can; you can
immediately; you know if you have 10,000 or 20,000 or 50,000 or
100,000 people on your list that hear from you on a daily or a
weekly basis.

And then you promote a multi-level marketing opportunity that’s
positioned properly to them to help them achieve their goals, you
can; you can immediately have extraordinary status in a multi-level
marketing company which is great. And you can also make an
extraordinary amount of money and you can also turn around and
promote from there in the future without having to worry about
stepping on anybody’s toes because you’re not reliant on the MLM
list that you’ve built to promote. You rely on your e-mail list that
you’ve built. Does that make sense?

Yes. Yes. But what I’m trying to do is, with my Web site, is
promoting various products, affiliations and; in the multi-level. So
it’s kind of like I have an opportunity fight where people can get
involved in various things and take advantage of various
opportunities.
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Yeah. That’s; that’s probably going to lead you down the path of
destruction, right? What you probably want to focus on is one
really great opportunity that’s really focused on your list. Then
focus on building your list; really building your list. Every day
you should be focusing on building your list, getting people to your
squeeze page, having them opt-in and then over time turn around
and tell them why this is the; the best, the coolest, the effective, the
most wonderful thing for them.

And if you get 1 percent of them or 2 percent; you know if you get
10,000 people, right? Or if you get; let’s say you get 100 people.
You get 100 people to join your list. Get one of them to say okay,
I want to see what your MLM or whatever is all about, great. Or
you get a thousand people, again you say; let’s say you still stay
with that 1 percent. Well now you have 10 people.

You get 10,000 people and now you have 100 people, if you have
100,000 people, you have 1,000 people in your MLM program
and; and by that time you’ll probably have more like 2, 3, 4, 5,000
people in your down line for that one focused thing that you’re
focusing all your time, effort and energy on. I; I wouldn’t have a
site where they can do all sorts of stuff. That’s; that’s; I’ve never
seen that be an effective method in order to get anybody to do
anything.

Okay.

But what | would do is go through, start with the quick start
program. It sounds like you are a really smart guy and one of the;
one of the biggest and most difficult, most challenging and
probably one of the most important things for really intelligent
people to do is to act like you’re really stupid for a while. And just
follow the instructions exactly as they’re laid out inside the List
Building Club until you understand how and why they work. And
then you can start getting creative and trying to out smart them, out
do them or customize them more specifically to exactly what
you’re trying to accomplish. But until you understand like the; the
basic skills at their core level, it becomes very hard to be
successful unless you are; unless you’re skilled in; in using those.

Okay.
Does that make sense?

You’'re a; yes, I’ll take your advice.
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Fantastic. Cool.

Well thanks so much.

You’re the guy who’s successful so I’ve got to follow the
successful people.

Beautiful. Just; just follow the instructions step by step by step
and; and; and your list will be built in no time.

Okay.

Fantastic.

Thank you.

Cool. You’ve got it. Okay. Next person up is 727 area code; 727.
I’m pretty sure that’s Florida. 1’m going to go ahead and this page
is taking a long time to load. Here we are, 727 area code putting
you through right now.
Hey Tellman.

Hey.

Yeah. This is in Florida?

Are you in Florida? What’s your name?

In St. Petersburg, Florida. Yes.

Oh. You’re in St. Pete. That’s hilarious. My mom is in St. Pete.
My sister is in St. Pete. She runs all of my customers for; Sara.
Donna is in St. Pete. There’s a whole overcome everything posse
in St. Pete so welcome,
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Welcome to the everything team.

Thank you. Thank you.

What’s your name?

Matthew Keys.

Cool. All right, Matthew, what’s your question?

My question is about; about the relationship between like building
trust and the one time offer. 1’ve always heard that you; you don’t
want to put any product in front of somebody until you get their
trust; until you build their trust. What; what’s your take on a one
time offer? | mean to do with that. Do you think that effects that
atall or -?

Well you know there are a lot of different schools of thought on
this issue and here’s what it comes down to. You know the one
time offers are extraordinarily effective. (Laughter) | mean you
can double, triple or quadruple the effectiveness of a given sales
letter with a good one time offer. And —

Okay.

Here’s my point. Have you ever gone to a restaurant for the first
time?

Yes.

Oh course. Right?

Yes.

Did they give you a menu?

Yes.

Did they tell you what the specials were?

Um-hum.
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Were the specials a one time offer? Yes, they were.
Yeah. Yeah. | guess so.

Nine times out of 10, unless they’re the same specials every night,
right?

Right. Right. Right.
So my point is you went in there looking for food.
Exactly.

They gave you a menu of things you could buy and then they said

You could also get this and; and a lot of times you might notice
that the specials are more expensive, right? They; they’re a higher
grade.

Or sometimes they’re way less expensive and you’re getting a
discount. It sounds to me —

Right.
Like a one time offer.
Yeah. All right.

So the; the main point is that you know people treat trust and
rapport as if you can’t build trust and rapport and create a customer
client relationship at the same time and | think that’s the furthest
possible thing from the truth. Okay? | think it’s the furthest
possible thing from the truth and here’s why. When you are
offering someone something that they already want, they think
you’re pretty cool. (Laughter) I’m not suggesting —
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Exactly.

I’m; I’m not suggesting you’re going to sell 100 percent of the
people on your list.

Right.

But hey, if you can get, you know, 100 people to your Web site
and you can get 50 percent of them to opt-in to your list and you
can get 5 percent of them to buy something for $97.00, all you
need to do is focus on getting more people to your Web site.
Right. And since that’s already what they’re there for, that’s what

they opted in for then they probably wouldn’t see that as a pitch or
anything like that. Just

Well they probably will see it as a; most of them will see it as a
pitch.

Yeah.

But you don’t really care about most of them. You care about the
ones that want to buy something from you.

Right. Right.

And the ones that don’t buy from you right off the bat, guess what,
that’s what your follow up e-mail autoresponder series is for to
build that trust. So you can have —

Right.

The best of both worlds all at once.

Yeah. | see.

Does that make sense?

That does.

Awesome.

Thank you.
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Hey, just out of curiosity; what; what niche or industry are you
working in?

It’s; it’s the marketing niche.

You are. Cool. Yeah. I mean hey, one time offers work like crazy
for me.

Yeah.

I mean (Laughter) you’re not going to see me; I’m; I’m trying to
find new and innovative ways to doing one time offers that no
one’s ever seen before to increase the effectiveness even more.
You know that’s —

Yeah.

That’s one of the things where | focus my time.

Yeah. And you haven’t seen any; any change in; with the amount
of people that opt out or anything like that when you’re doing;

when doing one time offers, offers and approaching that, right?

I don’t look at opt outs.

I; 1 don’t look at them.

Yeah.

No. No. I’m very serious. The; when; like notifications if
someone’s opt out; opted out of my list goes straight into my
deleted items folder.

Right.

I don’t look at them. It’s way too depressing.

yeah.

You can never look at that. You have to focus on incomings not
outgoings.

Page 21 of 103



Matthew Keys:

Tellman Knudson:

Matthew Keys:

Tellman Knudson:

Ron Matthews:

Tellman Knudson:

Ron Matthews:

Tellman Knudson:

Ron Matthews:

Tellman Knudson:

Ron Matthews:

Tellman Knudson:

Ron Matthews:

Tellman Knudson:

[Crosstalk]

Ron Matthews:

Tellman Knudson:

Ron Matthews:

Tellman Knudson:

Right.

Make sense?

Okay Tellman. Thank you. That sure does.

Cool. Beautiful. Beautiful. All right, next person up. We’ve got
978 area code, 978. Let’s see. Is Pat with us on the line? 1 think
Pat has joined us on the phone. Are you here? Pat? Maybe not.
Okay. Let’s; I guess Pat isn’t here. Okay. We’ll do 978 area
code; 978.

Hi Tellman. This is Ron Matthews from Marlboro, Massachusetts.
Hey Ron.

How are you doing?

Good. How are you?

I’m wonderful. Hey, my question is this. How can | ensure that
the largest percentage of my e-mails possible get delivered to their
intended recipient?

Ah. Great question. Deliverability question. What; well the; the
easiest; well, okay, I’m going to ask you two questions, okay?
Currently how big is your list?

21,154.

Fan (Laughter) Wow. Awesome. You’ve got it nailed. Cool.
And what’s your -?

It took me six months to get there.

Cool.

Well six months isn’t bad for 21,000.
| know and my opt; my opt out rate’s only 15 percent.

Cool.
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But -

What’s your niche? What area are you in?
Alternative health.

Awesome! Congratulations.

Thanks.

Any specific area of alternative health?
Yeah. Energy medicine.

Awesome. Hey, maybe we should do some some time
with; with one of my ADD sites.

Oh, absol; oh, my God.

Yeah. We should talk. Yeah.

Great. Do this. Email Kyle at overcomeeverything.com. K-Y-L-
E.

K-Y-L-E. Yeah.

Yeah. And just let him know you were; you were on the Tellman
List Building Club call and you have a list of 21,000 and; and we’ll
do a cross

Kyle@overcomeevery —

Overcomeeverything.com. Yeah.

Got it.
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So, by the way, here’s the deal guys. You’re all customers of
mine. All right and if you’re in the List Building Club and granted
the Tellman’s List Building Club is probably the least expensive of
all of my different programs (Laughter) that that are out there. But
the; the main thing is that when there is an appropriate match, |
opt-in like to do deals with my customers and my clients whether
than just random people who are contacting me.

So the; the kind of thing you just experienced is something that
happens all the time on my calls and even more so in my high level

coaching programs and that kind of stuff. So; so with that said,
what; what autoresponder are you using?

Arp3.

Ah-ha. The culprit. (Laughter) Okay. So here’s the first thing
you need to do. Okay? The first thing you need to do is remember
that six months isn’t that long. Okay?

Right.

And in that six months, not only have you built that 21,000 person
list but you’ve also learned how to build a 21,000 person list.

Yeah.

Immediately switch to AWeber. In terms of your —
Okay.

New people that are coming in.

Why?

Why? Because —

Yeah.

They will take care of all your deliverability issues.

Oh. They will. How do they; how do they compare with
something like iContact?

Interesting question. iContact has pluses and minuses. Here’s how

you measure. Okay? What I’ve; what I’ve found is that there are a
lot of factors. Your from e-mail address is a factor.
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Ron Matthews: Okay.

Tellman Knudson: ~ The IP address attached to your from e-mail address is a factor.
Ron Matthews: Okay.

Tellman Knudson:  The IP address of the server sending your e-mail is a factor. Okay?
Ron Matthews: Okay.

Tellman Knudson:  And it; it’s a complicated mess. Honestly, deliverability is a
complicated mess.

Ron Matthews: Yeah.

Tellman Knudson: ~ However, what you want to do is you want to go and; and
subscribe to deliverymonitor.com. Deliverymonitor.com which is
an AWeber service. Okay? | want to say it’s $50.00 a month but
don’t quote me on that. All right?

And what Delivery Monitor will do is it will give you a bunch of
seed e-mail addresses that you can; you can dump into your
Autoresponse Plus account. And if you’re going to use iContact
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and do something with; iContact is what IntelliContact used to be,
right?

I don't know. Actually one of my mentors who is working for
Kelly told me about iContact.

Yeah. Recently?

Yeah. Like in the last -

So -

Week.

So iContact is super expensive but you know what?
Yeah. | know it is.

It might be worth it to you. The issue is AWeber will get you kick
butt delivery and it’s real cheap. iContact —

I love you. (Laughter)
What?
I love you.

Well yeah, you love me except for the fact that you can’t import
people in.

Oh. You can’t?
Now, you don’t love me quite as much anymore, do you?
No. Idon’t. No. (Laughter)

But; but here’s the thing. With; with; with I; with iContact or
IntelliContact you can.

Yeah.
I’ve heard mixed results on Get Response.
Okay.

Which -
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Get Response is what now?
Get Response is another autoresponder.
Okay. Okay. Good.

Yeah. So here’s what you do. You get Delivery Monitor, okay?
And then —

Okay.

You try out the different services that are out there. But believe
me when | tell you that if your focus is deliverability —

Yeah.

And by the way, in like; in my first list and even in Tellman’s List
Building Club, I don’t recommend AWeber.

Okay.

Why? AWeber doesn’t allow co-reg. And a lot of people —

And a lot of people who are just getting started with building their
list are very focused on co-reg because it’s a way that they can pay
for subscribers.

Right. That’s what I’m doing.

But then you don’t want AWeber.

Right.

If that’s; if that’s your primary list building strategy, you don’t
want AWeber.

For right now it is. For right now itis. That’s changing but it; for
right now —
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Okay. So Get Response allows co-reg and actually not only do
they; do they allow co-reg, they have their own co-registration
service as well.

Okay.

And -

Do they have a lot of import?

It; you’re going to have to talk to them.

Okay.

I; I; there are going to be little changed rules at different points in
time.

Yeah.

Okay. So here’s the main point. No. 1 is with IntelliContact, it’s
expensive but it will give you good deliverability.

Yeah.

With; with Autoresponse Plus you’re basically; you basically have
to monitor the deliverability yourself.

Okay.

And if you’re not very advanced or you don’t have a huge staff or
whatever who knows all that kind of stuff then you’re going to
have a hard time.

Right.

And, I mean it’s a whole nether area of study. It’s like —

Oh yeah.

It’s like you being a ballet professor and then trying to study
quantum physics or something, it; they’re that far apart.

Well you’re definitely right.

Right?
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You reverse that and you’ve got it right. (Laughter)

Got you. Got you. (Laughter) So; so but the main point is you
probably want to try IntelliContact. You probably want to try Get
Response. And then you know there; there aren’t too many people
writing e-books or courses on how to incre; improve or increase
your deliverability because there aren’t enough people who are
advanced enough for it to matter.

Okay.

Right? So it’s not a big market. So you can learn stuff but it’s
going to take you some time.

| understand that. Sure.

Right. So, that’s where | would start. That’s where | would begin.
And -

Oh good. That’s good advice.

But you can use Delivery Monitor to monitor your deliverability as
you test these different things and you can get —

Okay. Good.

Some real; real time numbers.
Excellent.

Great.

Hey, thank you sir.

Hey, you got it. Beautiful.
Talk; talk to you.

All right, I’ll talk to you soon. Okay. | know you’re on the line.
Can you say something? We can see if we can hear you.

Hi Tellman.
Okay. We can hear you. Can you hear everybody?

Sorry about that. (Laughter)
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It’s okay. It’s okay. Hey everybody, Pat Marcello is on the line,
by the way. She is one of our overcome everything traffic ninjas.
She is a search engine optimization genius and if you guys want to
learn some cool things about search engine optimization and; and;
and writing articles; are we sending people to Pat’s Seven Secrets?

Yes. Please.

You want to go to Pat’s P-A-T-S, numeral seven, secrets.com.
Pat’s, the numeral seven, secrets.com. Pat actually makes all of
the articles that you see in Tellman’s List Building Club
phenomenally easy to read. She; she takes a lot of the; the
trainings, the teachings, the; the; the other; other ways and places
that we teach list building to you guys and turns them into easy to
read articles that you can absorb, assimilate and then and process
and do something with.

So you’ve seen a lot of her work inside Tellman’s List Building
Club. If any of you end up with SEO questions, you’re going to
want to be sure to say hey, Pat, this one’s for you. So, with that
said, Pat welcome and you are officially being introduced to all the
Tellman’s List Building Club Members.

Well hi everybody. It’s nice to be with you. Thank you.

Awesome. Awesome. Okay. Cool. So, all right, next. Hey, you
know we have a bunch of new people on the line. This is the first;
well not the first but this is your; your official last chance, your
official last chance to raise your hand. If you haven’t done so
already, this is your last chance to raise your hand to ask a question
by press; by pressing 1, 1. We’re here to answer your simple or
your complicated questions about list building. All you need to do
ispress 1, 1. I’m going to go ahead and put 954 area code through;
954,

Tellman, it’s Sharon O’Day in Hallandale, Florida.
Hi Sharon.

Hi. 1’m on your black diamond line.

I know.

And I’m working my way through my first listen. | had a couple
of quick questions.
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Go for it.

One of them follows up on the co-reg issue. You have us going to
Third Sphere on hosting.

Yes.

And they have you check something off saying you won’t use co-
reg.

Ah. I’ve good news. Do you want the good news?
Oh course.

The good news is that Third; Third Sphere is worried about their
autoresponder.

I’m sure. And we’re not —
And you’re not —
Using their auto responder.

And I’m not advising that you use their auto responder because it
stinks.

Right.

So solution No. 1 is use One Shopping Cart, Get Response.

I’m using that anyway.

Right.

Yeah.

So problem solved.

Okay.

There itis. No. 2, if; if that doesn’t solve it enough for you then
you can go with something like Host Gator which is a similar price
point. Hostgator.com which you’ll actually see in the List

Building Club. We’ve updated what we’re recommending people
go with for hosting.
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Okay.

Now if you just got Third Sphere up and running then I know that
hearing oh, it’s time to switch hosting companies is probably a big
pain in the butt.

(Laughter) No. Actually that’s my next question.

Okay.

I; 1 have a site up and it’s on; it’s hosted on Go Daddy.

Yep.

And | was about to move it to Third Sphere.

Yep.

The question | have, as I’m going through all of my first lists, there
are all of these things that I’m adding on like; like autoresponders
and so forth. Does it make the shift away from another; from one
hosting company to the other more difficult the more complex your
site is or does it not have any relation? The whole thing just moves

from one DNS group to the other.

Basically it has no relation. | mean there can be complicated
issues. But if you’re just using basic HTML pages or —

Right.

Or PHP pages then you shouldn’t have much of an issue. If you do
have an issue, it’s the kind of thing where; what it comes down to
is how it has; how good the customer support is with; with the
people that you’re using.

So I’m probably better off making the conversion to the host
before | load it with everything.

If it were a choice, one or the other, sure.
Yeah.

Yeah.
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