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What is the Best List Building Web Business Model? 

 
This is one of the most hotly contested questions online today. There are a 

number of different internet business models online today, including the content 
model, the affiliate model, the single product model, the multiple product model, 
the catalogue model, the list based model, and the sales funnel model.  

 
List building can be incorporated into any of these models, and the models 

themselves can be mixed and matched to come up with your own unique model. 
What I will do now is give you a brief description of each of these models, and 
then give you some ideas on how these models can fit together, and how to 
choose the best one for your business. 

 
Content Based Web Business Model 

 
The content based web business model is a model that centers its profitability 

around web based content, or information, and primarily sells advertising on its 
web site for its monetization. By providing useful content to web users, the web 
sites build up traffic, and advertisers will generally pay to have their ads shown 
on web sites that have reasonable traffic. Over the past few years search engine 
pay-per-click companies like Overture and Adwords have made monetizing these 
web sites more popular, by making the advertising process easy. Rather than 
individually negotiate contracts with individual advertisers, web site owners can 
allow the pay-per-click companies to do that for them, and they can simply place 
the advertisers ad copy on their web sites, and are paid a specified amount by the 
pay-per-click companies when someone visits, or clicks on, the ad. 

 
This is the one model that is the least compatible with a list building structure, 

although some web business owners have built lists and sent their list traffic to 
content pages for the purpose of generating advertising revenue. My guess is that 
this would be the least – profitable monetization of a list building campaign, 
because my experience has been that the pay-per-click monetization per visitor is 
lower than a sales page monetization. Obviously, with the right list and proper 
targeting of the ads on the content pages, this could possibly be improved, but it 
would certainly not be my first recommendation. 

 
Single Product Based Web Business Model 
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With the single product web business model, basically your web site is 
dedicated to the promotion of a single product. In this case, you would want to 
structure your list building campaign in such a way that only those individuals 
who might be interested in purchasing your single product would be added to 
your list. In this way you can more effectively target your emails and advertising 
so that the only promotions you send to your list are those promoting the single 
product. 

 
Multiple Product Based Web Business Model 

 
With the multiple product based web business model, you are promoting 

more than one product. Theoretically, these products should be related in theme 
or in the demographics of your average customers.  

 
In this model as it relates to list building, you must choose between operating 

one list that is sent to prospects of all the featured products, or to create multiple 
lists, one for each product or set of related products. 

 
Catalog Product Based Web Business Model 

 
In the catalogue based web business model, you are generally selling a larger 

set of either related or unrelated products. When you build a list of subscribers 
who are interested in the types of products included in the catalogue products, 
you will generally be sending them to the catalogue for special promotions, sales, 
new products and the like.  This is probably not the best type of web based 
business to create if you are interested in building a list based business online, 
although the list building should augment your web site sales. 

 
Sales Funnel Based Web Business Model 

 
The sales funnel based web model is my favorite, and basically involves 

introducing yourself to your visitors with a low priced or free product, and 
progressively over time, introducing to them more expensive and more valuable 
products. In this web business model, you earn the trust of the customer with the 
lower priced item, and as the customers make purchases, you move them through 
your sales funnel to more expensive products. 

 
Affiliate Marketing Web Business Model 

 
The affiliate marketing web business model is based on selling or providing 

access to affiliate products. Generally an affiliate product is a product that 
someone has created and is selling, and you earn a commission when someone 
you refer to the affiliate web site makes a purchase. In this model, one of your 
primary focuses is driving traffic to the affiliate web sites. Where list building 
comes in and is very powerful is by allowing you to build a relationship with 
individuals online who might be interested in a variety of different affiliate 
products. You build the list, and send the list offers or referrals to visit the 



affiliate sites, based on the interests of your list.  The clear advantage to building 
a list and sending that list traffic to the affiliate sites rather than sending referral 
traffic directly to the affiliate sites is that you can maintain control of your 
subscribers and repeatedly, over time, recommend your list traffic to multiple 
affiliate sites and therefore maximize your income. 

 
List Based Web Business Model 

 
The list based web business model basically is a web business that is driven by 

the list element. This is in contrast to any model that is web site or web page 
driven and utilizes a list in that when it is list based, access to the web site or web 
pages is basically denied unless the visitor opts in to the list. 

 
The list based web business model basically operates like this: on the index or 

main page to the site, there is a squeeze page rather than a sales page or a 
traditional entry page. 

 
This squeeze page basically requires any visitor to opt in to the list before they 

are permitted to visit any of the pages in the site, including all sales pages. 
 
If you have never used this model, it is natural to assume or to wonder how 

this model can actually increase sales, as you are basically barring access to 
anyone who is not willing to part with their name and email address in exchange 
for a gift of some kind and access to your website. 

 
One thing to understand is that those visitors who are denied access to your 

web site due to their reluctance to give you their name and email address are 
basically the same individuals who will click out of your web site or sales page 
without making a purchase. You see, if someone does not trust you enough to 
give you their name and email address, they generally will not trust you enough 
to give you their home address and credit card number either. So generally 
anyone who might have bought from you if they were to have gone directly to 
your website given the chance, are the same individuals who would give you their 
name and email address, then go to your web site and make a purchase. So by 
using a squeeze-page only access to your web site, you are really screening out the 
people who do not trust you, who do not trust online, and the bulk of people who 
complain and ask for refunds. 

 
Direct New Subscribers to Your Web Site Immediately 

 
Immediately after a subscriber has opted in to your email list, redirect them to 

your web site’s highest converting page. I use my autoresponders’ immediate 
redirect service (I use Aweber as my autoresponder, but my guess is that most 
autoresponders offer that option). 

 



I will generally add the following information to the beginning of that redirect 
web page, so that no one opting in will feel that I have misled them by not giving 
them their free download item immediately: 

 
Thanks for accepting my free gift to you, the (Your Free Gift’s Name). A 

confirmation email will be sent to your email shortly.  
 
In the meantime, please take a look at one of my newest products, the (Insert 

Name of Product): 
 
At this point, simply place the code to your sales page. Now the new 

subscriber will be exposed to the same sales page he would have encountered had 
he not been opted in via your list building campaign, but he does not feel he has 
been duped in any way. 

 
In the confirmation email, there is of course a link the subscriber can use to 

opt in to your email list, and then I place the download link or page on the 
redirect page that the subscriber sees after he clicks the confirmation link. I also 
send an immediate email to the subscriber containing the link, in case he is 
unable to download the product immediately or save the download page.  

 
I also like to give the new subscriber an ‘unannounced bonus’ gift in addition 

to the free gift he has been promised. I believe that if I consistently over deliver, 
my customers will develop the feeling that I always over deliver, and will feel 
most comfortable in making future purchases from me. I believe very strongly in 
the idea of over delivering. Just about everything I sell includes more than the 
subscriber or purchaser initially was expecting, and I believe this adds high value 
to my products. 

 
 

How the Various Models Interact 
 
Any of these web business models can be mixed and matched to provide you 

with the best possible web business model of your own. 
 
Obviously, I am a rabid proponent of the list based system, and I incorporate 

it into all of my web businesses, regardless of the rest of the structure, and of 
course I advise you to do the same. 

 
I think that using a squeeze page as the initial entry point to your web site is 

the ultimate screening device, and helps maximize profits and sales, and 
minimize losses and dead weight in your web business. 

 
For some examples of how the various web business models can be mixed and 

matched, think about how any two can be combined. For these examples, I am 
going to assume that a squeeze page is used as the primary entry point for all the 



business models, which enhances the long term value of all visitors to your web 
site. 

 
If I were combining the single product with the multiple product web business 

model, I would probably choose a lower-priced entry level product as the single 
product, and focus on opting people into a list that primarily promotes that 
product. Once someone purchases that product, or has been on my list for more 
than perhaps 15 days, I would opt them into another list which would begin to 
promote my range of multiple products, preferably one at a time.  

 
Note that the single product web business model can serve as a stepping stone 

to any of the other models. I simply choose my highest converting product and 
promote that product until the subscriber buys it. Once they have bought it, they 
are no longer just a subscriber, but they are a buyer. Now I can begin to offer the 
larger range of my products and my more expensive products to these buyers, 
and generally my conversion rates are much higher. 

 
One particular note about the content based model: I do not believe that the 

content based model continues to have relevance to any but a few of the larger 
and more established web sites online. The continuing changing nature of the 
search landscape makes it increasing more difficult for a new entrant in the 
content based arena to become successful. 

 
On the contrary, I think that the list building model, combined with a sales 

funnel approach that incorporates any of the other models (excluding of course 
the content model) can be manipulated to create profits.  

 
What are some possibilities for this list building/sales funnel model? 
 
Assuming that you have a multiple product model currently, you would 

simply add the squeeze page step, possibly choosing your highest converting 
product as your first promotion to your list, and then introduce the new 
subscriber to your additional products over time, or after they have purchased 
your primary lead product.  

 
Assuming that you have a catalogue model, and you choose to add the list 

building element, you would opt subscribers into your list, then direct them to 
your catalogue. You can use the opt in email list to keep potential buyers aware of 
your catalogue by regularly sending good content and information to them, 
constantly giving them a new reason to visit your catalogue. You can send your 
subscribers promotions and new product announcements, in addition to coupons 
and access to special ‘subscriber-only’ sales and product promotions. 

 
 
 
 



The Sales Funnel/List Building Model (My Favorite) 
 
Although I have discussed both the sales funnel and the list building model, I 

want to reiterate what a powerful combination this is. 
 
As an example of a sales funnel that begins with the entry into the list via a 

squeeze page, this is what my sales funnel resembles: 
 
1)  A free gift  
 
2)  An immediate redirect to my highest – converting low ticket item (~ $10) 
 
3)  Once they have purchased the low ticket item, they are quickly (generally 

within one day) presented a sales page for a $47 product. 
 
4)  Once they have purchased the $47 product, they are presented with an 

offer for a $97 product. 
 
5)  Continuing in this fashion, I would progressively introduce a $497 product 

and a ~$5000 product. 
 
One thing to note is that if someone is on one of the lower priced items list 

and has not yet purchased the expected upgrade, I will occasionally offer them 
one or several of the higher-priced items. Sometimes they will purchase the 
higher priced item, skipping one of the earlier steps, or the higher priced 
promotion can give an illusion of higher value to the lower priced product when it 
is reintroduced to the subscriber. 

 
There are several reasons why this strategy can be effective. 
 
Some people are not inclined to see value in a product that is priced too low 

for their buying patterns. They simply assume that a lower priced product has 
less value and will be more likely to purchase a higher priced product than an 
entry – level lower priced product. 

 
The other mechanism by which this method works is that often when a 

subscriber reads a sales page for a much more expensive product, when they 
subsequently view a sales page for a lower-priced item, the lower priced item 
appears to have more value than if it were presented first. 

 
However, once someone has purchased a higher priced product, I will 

generally attempt to not present products that are of a lower price than the one 
which they have purchased. Because they have made a more expensive purchase, 
for example $100 +, I make the assumption that they are comfortable making 
purchases of at least that price, and will therefore attempt to maximize the 
possible value from that subscriber. 

 



So how do you structure your email campaigns so that the subscriber is 
progressively being given higher priced promotions without receiving lower 
priced promotions? 

 
Probably the easiest way to do this is to set up your autoresponder in such a 

way that when someone purchases a higher priced products, they also opt into an 
autoresponder associated with the higher priced product, and they are 
automatically opted out of the lower priced autoresponder, and will therefore 
stop receiving emails promoting the lower priced products. 

 
To make this easiest, I use my autoresponder for the automatic delivery of all 

the products that someone purchases. In this way, in order for them to accept 
delivery of the product they have purchased, they are opted in to the new list, and 
my autoresponder service automatically opts them out of the list to which they 
currently belong. 

 
 

Selecting a Business Model 
 
The next obvious question for you might be, what is the best business model 

for you? 
 
Because I believe that the list building model is the most lucrative, I am 

simply going to recommend that regardless of your product or products, you 
should be using the list building model for your entry point. 

 
After that, unless you already have a catalogue based model set up, or have a 

specific desire to sell a selection of products that are best geared towards a 
catalogue setting, I believe that you should set up your entire line of products as a 
sales funnel. 

 
Use a free product as your squeeze page entry, and then a low priced product 

as the entry point into the sales funnel itself. If you already have a selection of low 
priced products, consider promoting a rotating selection of the low priced 
products. Once your subscriber has purchased one of the lower priced products, 
opt him out of the low priced email list, and only send him higher priced 
products. 

 
If you do not have a higher priced product, you need to create one. Once 

someone has made a single purchase with you, they have much more value to you 
as a customer purchasing higher priced products than they do purchasing 
additional lower priced products. 
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