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The great Zig Ziglar once said, "In order to get everything you want out of life, 
you have to give other people what they want.  Give other people what they want 
and they will give you what you want."  That's true.   

How To Get People To Pay You Lots 

People pay you a lot of money if you give them a lot of value.  So if you focus on 
how to give them the things that they want, then they will absolutely give you the 
money that you want.  It really starts right here.  It starts with how you attract 
them.  It's your bait.  If you're trying to fish and get some world-class fish and 
you're using crappy bait, you're going to get crappy fish, not good fish.  I'm a 
vegetarian; so I don't even know why I'd be fishing.   

You want to attract a certain kind of people that you can give the most to them of 
what they want.  And they are people who will be reciprocal.  Let's face it -- that's 
a cute phrase that Zig Ziglar has, but there's a caveat.  Some people are selfish.  
So you either have to give them a lot more than what you're asking for, or you 
simply can't do anything for them.  They'll just take, take, take, take, take, take, 
take, and they'll never give anything in return.  So you want to attract the people 
who will reciprocate with you.  It starts with how you attract them.  

Let me give you two examples here.  I have one list.  It's a list of buyers, and it's 
only 1,700 subscribers big.  It makes me a lot of money.  I have another list that I 
built up that's about 4,000 strong now.  I think it was 3,500 a week ago, and we 
just put some new ones on there.  And the way we built this was we paid people -- 
I did this with a partner of mine -- we paid people.  We said "Every person you 
send to our list who subscribes, we'll pay you a dollar for them."  We built a list of 
over 3,000 people in ten days, and now it's around 4,000 with all the other stuff 
that we're doing.   

Buyer List 

Let me show you the difference between these two here.  My list of buyers -- think 
about it.  They prove they really, really want it.  Whatever I sold them, they 
wanted it enough that they would pay for it.  Not only would they be willing to 
pay for it, they actually had the money to pay for it.  They weren't from these 
weird countries where you have to do some special thing to sell it to them.  They 
could either buy through ClickBank or PayPal or the common payment 
processors.   
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That leads us to the third point.  They are intelligent enough to know how to buy.  
Some people don't know how to check out on the internet.  They get confused.  So 
my list of buyers are great because they know the actual processes.  "This is how I 
got to enter my credit card in.  I can actually do this, and I can actually get my 
download link."   

And then a good portion of my buyers -- although I know some of them who have 
bought my stuff and never read it -- but a good portion of them consume my 
materials.  That is excellent for me because I try to put out extremely high-quality 
products with my own personal twist or slant, not recycled crap that you can get 
from anybody else.   

So certain people who consume my materials are extremely impressed with them, 
and they help them.  They either help them by giving them actual results, or at 
the very least they help give them a sense of security if they are to act on that 
information that they would give results.   

So they are impressed, and then they want more; so then I give them more.  And 
so a certain percentage buy the next thing that comes out.  And then if I wow 
them again, then they're like "Great," and they buy the next thing I come out 
with.  Usually if I wow them three times with three incredible products, I typically 
have a customer for life.  These people -- although they might not buy everything 
from me because it might not be suited to their particular needs -- they'll at least 
take a look at it, and they'll continue to take a look at all my offers.  And if they do 
meet their needs, they'll be very inclined to buy.   

That's why I can get a lot of money out of my buyer list, because I give them what 
they want, and they know it because they've consumed it.  I did it again and 
again, and so now they're like "All right.  I'm on board.  Jason's got it for me, so 
I'm willing to exchange my money for the value he's going to give me."  

Dollar Giveaway Subscribers 

Now compare that to my list of dollar giveaway subscribers.  They're not as 
serious in general.  Think about it.  In general I have no idea if they're willing to 
put money into the game to see if they can make this work.  I really don't know.  
It's a question, whereas all my list of buyers are at least serious enough to invest 
something.  My dollar giveaway subscribers -- some of them might not be able to 
afford anything.  Maybe the reason why they're signing up for my list is because it 
was free because they can't buy anything.  They're too broke right now.   

Some of these people have a mentality that all information should be free.  A lot 
of these hang out on blackhat forums, where they try to share all information 
products with each other.  They feel like they earned some sort of sense of 
entitlement.  So they won't buy anything even though they could.  They won't buy 
any information, of if they do, you really have to twist their arm and get them.  So 



it's very hard to get high conversion rates with those people.  Not all of them, but 
just some.  I'm just giving you an idea here of the difference.   

Some are just too intimidated to really get their hands dirty.  They want to get in.  
They have the money to get in.  They know the value, but they're just too scared.  
So they're just going to watch from the sidelines.  The best way to do that is not to 
buy anything, but to keep downloading this free stuff and kidding themselves that 
they're going to take action.  Some of those people on my dollar giveaway are like 
that.   

Others are inundated with marketing communications.  Maybe they buy a lot of 
stuff, but at the same time they probably sign up for a lot of lists.  The barrier of 
entry to get into a free list is very small, so they probably sign up for a lot of them.  
So I'm competing with 50 other e-mails when I send my e-mail out.  Just the 
nature of competition is going to drive my click-through rates down lower, and 
I'm going to have less conversion rates.   

Some of them just don't trust me enough.  They haven't bought something from 
me before, so they don't know what to expect so it's going to be harder to sell 
them.  Some of them can be graduated.  You know a good percentage of them 
over time can be -- what I call -- graduated, turned from a free seeker to a buyer; 
somebody who got something for free that you eventually sold them to.  You can.  
You absolutely can.  I'm not saying you can't, because a lot of people do that.   

I'm just saying that the difference is I know my list of buyers are more serious.  I 
know that they can at least have the ability to afford it at some time.  They don't 
have the mentality that everything is free.  They're not intimidated enough to 
invest.  My marketing communication at some point in time got through to them, 
and then they trusted me enough to exchange money.  I'm just showing you the 
difference, and that's why this list is much more profitable than this list.   

So it's how you attract people, and that's my whole point -- how you get them in 
before you do anything and how you set the tone with them on what to expect.  So 
if you want to get what you want, it really starts with knowing who you're selling 
to.  Is it really as simple?   

Know Who You’re Selling To 

This leads us to the next point.  Once you get them on your list, regardless of 
whether their freebie seekers or buyers, is it really as simple as just asking them 
what they want and then just providing it to them and you'll get a ton of money?  
You know, find a want and fill it.  That's an age-old phrase.  Is it really that 
simple?  Can you just ask a group of people "Hey, guys.  What do you really 
want?"  And then they tell you, and you go out and sell it to them.  Oh, I'm sure it 
is, right?  Well, yes and no.   



Typically, it's not very reliable unless you can read between the lines.  The best 
thing that I ever seen on a test for market research was done by Ben Suarez.  
What he did is he gave people $100, a group of people.  And then he showed them 
the newest products that he was thinking about putting out there.  Then they had 
a choice of either keeping that $100 or actually buying these products.  If they 
walked away and didn't buy anything and kept that $100 instead, it showed him 
that his stuff wasn't that enticing, wasn't good enough.  People are actually 
making decisions with real-world money here.   

It's very easy to get somebody's feedback or opinion when they don't have to 
actually invest anything other than some talk.  Then they'll tell you everything 
they want, but will they want it bad enough to pay for it?  Who knows?   

So there is a caveat here.  It's not necessarily true that if they tell you what they 
want that you can just give it to them and you'll make a lot of money.   

For example, some people just don't know what they want.  They honestly have 
no idea.  They don't know what they don't know.  So how are you going to get an 
answer from them?  You're not.   

Others do know what they want.  They know it deep in their heart, and they 
struggle with it every day.  But they can't communicate it in a way that's going to 
be helpful for you to give them what they want.  So you're going to deal with that.   

Your List’s Secret Desires 

The real trick to hitting it out of the park is learning your marketplace is your 
list's secret desires.  These are the things -- they're hidden, that to the plain eye 
no one can see.  The problem is they're not going to share this with you or 
anybody.  So you have to be very astute.  Asking really attracts beginners because 
they don't know anything.  They say "I want to know this, this, this, this, and 
this."  It's harder to sell to the uneducated market than it is to sell to the educated 
market.  It's very true.   

Really, you've got to be good at reading between the lines, like I'm saying, but 
also observing what they do and figuring out from them their hidden desires; 
some of the stuff that they have that they don't necessarily want to share with 
anybody else or that they simply aren't totally aware of that's what motivates 
them.   

So it's not as simple as asking them, although when in doubt, it's better to ask 
them than to just guess.  But the best of all is to do a little research.  

The real secret here is this -- this is the equation to giving your list exactly what 
they want so you can get the money that you want:  Total marketplace immersion 
plus observation plus trial and error.   



So let's describe each of these things.  Total market immersion -- what's that?  
That's when you can just feel what the marketplace wants.  I honestly now -- I 
write for the internet marketing community, and it's not hard for me to have a 
pulse, an intuitive pulse, on what they want.  I just have a radar for it.   

How do I do that?  Well, I interact with them every single day.  Somebody's e-
mailing me from the marketplace, communicating with me about something.  I'm 
on the forums occasionally from time to time.  I have membership sites; I have 
coaching clients.  I'm on the phone at least once a day or on Skype with one of my 
clients coaching them or trying to help them.  Or I'm with another partner master 
minding, too -- one of my business partners or a potential affiliate or a potential 
JV.   

I work very closely with my customers.  I do two-hour webinars at least once a 
week, and lately I've been averaging three or four a week.  So I get to see people; I 
get to talk to them; I get to see what their questions are when I'm presenting 
content; I get to see their sticking points after I present it.  And they go out and 
do it and come back next week; I see their results.  I really get a feel that way.  I 
get tons of e-mail feedback, most of it unsolicited.   

So I've got a very good pulse, and at the same time, I have an eye on trends.  I 
watch the market and see what's going on now.  Then in two months I say "Huh, 
this is now going on, and it previously wasn't."  Or I notice things that people 
start talking about now that they previously weren't talking about.   

Getting The Pulse 

So that's a great filter.  So when they tell me stuff if I ask them, I can run that 
through the filter of seeing "Okay.  He's the only person saying this when 
everybody else seems to be talking about something else."  I'm just totally 
surrounded by my market day and night.  I go to sleep thinking about my market.  
I wake up thinking about how to serve my market.  I'm taking a shower thinking 
about what I can do to provide value.  I'm thinking and thinking and thinking.  
All day long I'm interacting, getting feedback, thinking, getting feedback, acting, 
doing, putting stuff out there, seeing what happens, trying stuff again -- 
whatever.   

I'm just totally immersed.  It's all around me, and when it's all around you, it 
becomes part of you.  And then you can just have that intuition to really know 
what they want without even having to ask them.  It's kind of like that lover "If 
you have to ask, you don't know."  When your wife -- "What's wrong, honey?"  "As 
if you don't know.  You can't tell what's wrong?"  Or husband -- ladies listening, 
I'm not being gender-biased here.  I'm just saying that total market immersion is 
when you don't have to ask.  You know.  And that's the best place to be.   

The other real secret here to knowing what to give them to get the money you 
want is observation -- what they do versus what they say.  This is so cool.   



The Art of Observation 

People, for example, and I don't want to single out religion, but I guess I'm going 
to.  Certain religious groups, they have these tenets that they live by, or certain 
religious principles.  And they'll go on Sunday and they'll say all these things that 
they believe in this, they believe in that.  And then they'll go about their daily 
lives, and you'll say "Hmm, interesting."  What they do and what they say are two 
different things.  So they'll talk about Jesus is my savior or that God is my savior -
- whatever.  It's not restricted to any one religion.  It's in almost every single 
religion.  They'll say "I fear nothing because I'm with God.  I believe in God, and I 
know he has my best interests in mind.  I know there's heaven up above."  But yet 
then they act scared all the time.  It doesn't make sense.  There's a little bit of in- 
congruency there.   

So you've got to observe more of how they react and how they respond and the 
actions that they take in the marketplace, observant of those more than what they 
say.  Like they say, communication is 90 percent nonverbal anyway.  So that's 
where you're going to get your clues on what they want, not necessarily what 
they're telling but what they're doing.  Observe what they're doing and figure out 
ways to leverage that to provide them solutions.  That'll give you the money you 
want.   

Also, understanding psychology and sociology is very important.  For example, 
here's an interesting titbit on scarcity.   

The Insights to Scarcity 

Say you took two groups.  The first group you put ten cookies in front of them.  
You gave them one cookie and you had them rate how tasty it was.  Then you take 
a second group, and you take two cookies and give them to them.  It's absolutely 
out of the same batch.  You just take the leftover cookies from the people that ate 
the first one.  It doesn't matter.  Basically you get the same cookies made from the 
same batch.  You give one group ten; give this other group just two cookies.  Have 
them eat one cookie, and then ask them how tasty it is.  What you will find is that 
the group that only had to eat one cookie and there was one left, they rated that 
cookie tastier than the group that had ten cookies and ate one.  Interesting.   

Could you use that in marketing?  Well, yeah, you can.  That's the power of 
scarcity.  When there was less there, when they saw there was only one cookie 
left, they really liked that cookie even more.  They felt like if they ate that second 
one, it was going to be completely gone; whereas the ones that when there was 
ten, it was like "It didn't taste that good because I can eat all these other ones."  
So they valued it.  They devalued it.   

So knowing that psychological principle, do you think that would help you in 
giving your list exactly what they want?  The answer is yes it will.  You should 
know several different psychological principles that govern human behavior.  So 



that way you can help provide the specific solution that they're seeking with that 
psychology, that underlying psychology that'll motivate them to take action.   

The same thing is true with sociology.  For example -- this is not the greatest 
example, but it is because it's sad.  It's very poignant with the point that it's 
making.  When Kitty Genovese -- I'm not sure of the exact name -- but she got 
stabbed and murdered right in front of 26 people in New York, screamed.  This 
went on for ten minutes where this guy attacked her.  All these people just stood 
around and watched.  You wonder "What the hell?  How could people do that?"   

Social Proof 

And really, it's a sociological aspect of social proof.  In this case, most people -- 
the average person -- looks around to see what other people are doing and uses 
that as information to decide on what they should do.   

So let me say that again.  People will say -- let me give you a great example.  I was 
coming home from the airport one time from an internet marketing seminar, and 
I saw this straight pathway to pick up my luggage.  There was kind of this little 
gate in front of it, and you didn't know if you could walk through or not.  It looked 
like you could, but you weren't sure.  Everybody was walking around it, and I'm 
thinking -- and I knew this principle -- I'm thinking "What do I do?  Obviously 
walking right through it would be way quicker and it looks like I can, but 
everybody else is walking around.  So maybe they know something I don't."  So I 
walked around it too, and then a minute later I was looking back and I saw this 
Chinese dude walk straight through.  I'm like "Man, that dude is a stud.  He is 
impervious to social proof."   

So knowing stuff like that, sociology of how people react in crowds and why they 
behave the way that they do based on sociological influence is very much going to 
help you give your list what they want so you can make the money that you want.   

So understand psychological and sociological motivators.  Combine them with 
giving them and fulfilling their wants, and you are just unstoppable.  

The other thing is -- and we talked about this with trends -- is desires change over 
time.  So be aware that what worked yesterday might not necessarily work 
tomorrow.  So you've got to continually be observant.   

And like I said -- finally just to close this out -- analyze their behavior more than 
their words.   

So trial and error is the last thing.  The more stuff you do, the more feedback you 
get, the more information you'll be able to get from the marketplace.  And you 
simply drop the stuff that doesn't work, and you do more of the stuff that does 
work.   



Never Stop Trying 

So you try ten things; three things work, seven things don't work.  Eliminate 
those seven things; now you've got three good working things.  Try then more 
things.  Three of those work; seven of those don't work.  Drop those seven, keep 
the three.  Now you have six working things.   

Then eventually you're going to have all these working things that are totally 
going to outnumber all those things that don't work.  And that's how you're going 
to give people what they want, by giving them a lot of potential options to satisfy 
their desires and keeping the ones that work and discarding the ones that don't 
work.   

It really is that simple.  I don't know why people make it more complex than that.  
Never think in terms of success and failure.  Always think in terms of feedback.  
I'm trying this, going to see what happens.  If it works, keep it.  If it doesn't work, 
get rid of it or modify it and try it again.  

Finally, really, just knowing some overall keys of what everybody wants.  So 
everybody wants a confidant.  They want somebody they can confide in.  If you 
can present yourself as that person, you're going to be able to sell them more 
stuff.  Everybody wants to be able to sit at the foot of the king.  They want to tug 
at the coat of the hero.  They want to pull on Superman's cape.  They want to be 
in that insider circle; so if you can give them that feeling, they'll respond.  That's 
just another incentive besides giving them exactly what they want as far as the 
solution to their problems.  You also give them this feeling that they're sitting at 
the foot of a king.  That's great.   

Be The Leader 

They also want a leader.  They want somebody to give them guidance so that's 
great.  Do that for them.   

They want an advocate, somebody who's looking out for their best interests.  So 
position yourself so you can show them that you can do that.   

They want excitement.  Most people lead boring, mundane lives.  So if you can be 
that one thing in their day that really gets them excited and happy and gets their 
blood moving, they will love you and keep coming back to you and be very 
interested in your offers.  

Finally, people just want honesty and transparency.  They don't want to be 
dealing with somebody who's duplicitous, and they're not sure if there's a hidden 
agenda being pulled over them.  So give them all these things in addition to a 
viable solution to their problems, and they will keep coming back to you time and 
time again.   



The biggest takeaway here is this:  Your customer's appetite for consumption of 
information is far greater than your ability to feed them that information.  You 
will never be able to release enough products and sell them enough stuff to really 
give them everything they want.  So you've got to just keep providing solution 
after solution after solution after solution after solution for them.  That's 
continual value that you're providing to the marketplace.   

If you do that, you're going to make a ton of money.   
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