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I think one of the most important things that you have to understand is the 

relationship between list building and success online. 
 
You see, when the internet first got started, and online selling began, it was 

relatively easy to make sales online. You sent someone to your web page, they 
generally bought from you or from one of a few other sales pages they looked at. 
That was the time of dial-up internet connectivity and web pages took a lot longer 
to load. A person might only look at a few sales pages for a similar product, get 
tired of searching, and make a choice.  And there were of course fewer choices. 

 
But now there are many choices, and in addition, sales pages load quickly. If 

someone is looking for something specific, they simply type it into a search 
engine, and scroll down through all the web pages they see. They click on yours, 
and if it is not exactly what they are looking for, they quickly hit the ‘back button’ 
and click another web page. They might look at 100 web pages before deciding 
that there are too many choices to make a decision today. 

 
At first glance, that seems like a really bad thing – and it is, for the person that 

wants to sell everything from a single sales page, and isn’t willing to invest in a 
relationship with the online shopper. But for the person who is willing to develop 
a relationship with that web shopper online, this is a genuine opportunity. 

 
When the web shopper has decided that there are too many choices and 

cannot make a decision today, that is actually a good thing for you, the 
relationship builder and list builder. You would rather they NOT make a decision 
today, because tonight they will read an email you sent them after they visited 
your site, and they will go back to your web site because you tell them to in the 
email.  

 
Now, you are not competing with the other 99 sales pages – you are simply 

communicating with this customer one on one. Perhaps he will send you an 
email, asking a question. Perhaps he knows he needed the product, but didn’t feel 
like making a decision today when he was presented with so many different 
choices. But now he can make an intelligent, unrushed decision to purchase your 
product. 
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Now that we have established that it is actually beneficial to create an email 
relationship with this online shopper, think about something else. 

 
We also know that this person has visited a number of sales pages and chose 

not buy while he was initially searching, and that he is more receptive to your 
unique web page when he is not being overloaded with information as he 
searches online. Can we therefore assume that because establishing a relationship 
with this online shopper is more important, even more practical than trying to 
sell him on the first glance at your web site, you may indeed gain more value out 
of your visitor by offering him some free information that will help him evaluate 
the range of products on the market, so that he no longer feels rushed to purchase 
something from one of the web sites which he is searching? And what if by 
offering him the free information that will give him more information about the 
products for which he is looking, that perhaps you will create additional loyalty 
from this customer, by offering him free information, rather than trying to ‘hard 
close’ him on your web site? 

 
That is exactly what I propose and teach in this book on list building. This is 

also the way that I run my online business. I do not try to sell anyone the first 
time they visit my website. I simply offer them a free ebook that contains 
information on the topic about which they were searching. Once they have given 
me their contact information so I can send them the ebook, I send them the 
ebook, as well as a welcome letter. I let them know that I want to help them meet 
their needs, and that they can email me anytime with questions. I send them 
regular emails with information and links to products they might be able to use, 
products that are the same as or related to the products for which they were 
initially searching. 

 
This method is extremely successful for me, and for many other online 

marketers who have discovered the value in developing a relationship with 
interested buyers online, rather than slamming them with a sales page when they 
first get to their web site. 

 
I believe that as time goes on, as the internet becomes more advanced, that 

list building and the corresponding relationship building that occurs, will be the 
primary method by which goods and services flow online. I think the days are 
nearly past of effective direct-response internet sales advertising. I believe that 
the future of internet sales is in list building and relationship building, and in this 
book I will show you exactly what to do to build those relationships via your list 
building campaign, and how to transform those relationships into long-term, 
possibly life-time customers. 

 
Join me on the journey. 
 
 

You Must Be Dedicated and Relentless 
 



The internet is a wide open place of opportunity, much like the wild, wild west 
of the 1800’s in the United States. There is untold opportunity and the 
opportunity grows every single day, as every day new people buy new computers, 
get access to the internet, or grow old enough to make purchases online. The 
internet is growing at a exponential rate, and the number of people who are 
possible purchasers expands everyday. 

 
However, much like the wild west, the internet has its problems and potholes. 

Most people who want to make money online never figure it out. Most people 
never make their first dollar online, let alone a living. 

 
Everything that you go to do online is a new experience. You have to learn 

new skills to succeed online. For some people who are not internet savvy, even 
opening a web hosting account can seem like a formidable proposition.  And then 
deciding what to sell can be frustrating. Some people find that they cannot resist 
the temptation to buy every sales offer that comes across their email, or at least it 
can seem that way. They may jump from one get-rich-quick scheme to another, 
failing, understandably and predictably, at all of them. 

 
Once you create a legitimate opportunity, you have to either learn to program 

for the web or have someone else do it for you. Sure, there are some web site 
builders out there, but the easier they are to use, the less flexibility and 
professionalism they tend to give you. 

 
Then you have to learn and master the intricacies of creating email campaigns 

and creating web pages that are designed to let people opt in to your list (squeeze 
pages). 

 
And of all this is before you learn anything about how to sell online, how to 

develop trust in buyers online so they will pay you for your products, or how to 
write emails that people read instead of delete.  

 
The list continues to go on. For some of you, this is old hat. But for many of 

you, this is daunting. And once you figure everything out I have already 
mentioned, there are always new things to learn, new ways to do things. 

 
The only way you will succeed in this environment is develop the attitude that 

nothing is going to stop you. In fact, it is so difficult to succeed in internet 
marketing, if you do not have that attitude, you will probably fail before you even 
get started.  

 
This book is packed with information. It is an in depth study and 

comprehensive manual on what to do and how to do it. It is extremely detailed. 
Why? Because it is common knowledge that so many of the products on the 
market only tell you what to do, not how to do it. They do not give you the details 
necessary to really do something the first time, without a lot of outside research. 

 



Because of that, I have put this book together with the intention that it will 
give you everything you need to know to build a profitable list building campaign. 

 
But it is in depth. It is serious stuff. Some of it will not be easy to understand, 

and will be harder to master. I challenge you to stick with it, to not quit when 
things get hard about half way through. I challenge you to have the fortitude to 
follow this entire book through to its completion, and face every obstacle you find 
in your own list building, with determination and grit. If you do not, you will fail. 
If you choose to do whatever it takes to build a list, to build relationships online, 
you cannot fail. 

 
 

Now is the Time to Start Building Your List 
 
One of the most dangerous things that happen online is that people buy a few 

books on how to do things, and they decide they are going to create something 
online – a web site, a book, a list, whatever.  

 
A few weeks pass. They have forgotten a lot of what they learned in the last 

book they read, and they aren’t sure what the next step is. So they buy another 
book. They read it, everything seems clear, but once again they take no action. 

 
The internet is ruled by people who take action. Not the best people, not the 

most qualified people, unless you use ‘taking action’ as the main qualifier – but it 
is ruled by people who take action. 

 
So the biggest question for you as you are reading this book, thinking about 

building a list – are you going to build a list? Are you going to take action? Or are 
you going to read this, think ‘wow, what wonderful concepts, this stuff might 
really work’, and then do nothing? 

 
If you have already started building a list, congratulations! You are far ahead 

of most people online, and you actually have a chance at making money online. 
Now, what are you going to do with that chance? Are you going to run with it, and 
actually make money, or are you going let your web site and your squeeze pages 
just sit there and go stale – the equivalent to opening an offline business and then 
never opening the doors or never advertising. 

 
Take the concepts in this book, and use them to build your list, grow your list, 

and make money from them. List building is an awesome way to build 
relationships and make money online – but you have to build the list first! 

 
 

You Must Control Your Time 
 
Controlling your time is another one of the most important things you can do 

online. 



 
When you are building a business online, you have access, by default, to one 

of the greatest time wasters in the world – the internet. It is perhaps behind only 
the television in its ability to drain you of your time. The internet and the 
television perhaps account for as many as 75 hours of wasted time per week in 
many people’s lives. 

 
Are you one of them? Turn off the television. Decide not to turn it back on 

until you are making your desired level of income online. Is that $1000 per 
month? $5000 per month? $50,000 per month? Turn it off until you hit your 
goal. 

 
Next, and harder to do, is to stop surfing online. You know how it is: you need 

information on something online, so you begin surfing. You justify it because you 
need to know the answer to build your business bigger. Two hours later you are 
still searching for the perfect information. You have read 10 articles, 5 sales 
pages, looked in 3 forums – and although you know more than you did when you 
started, do you really know 2 hours worth of new information? 

 
Set a time limit on surfing for new information. Decide that 10 minutes is all 

you will spend on any one search.  
 
Another time waster online is trying to learn everything you can about 

something before you actually start to do it. 
 
Just do it! What makes you more money, reading for hours about how to build 

a squeeze page, or following the directions in one source, and just doing it? Of 
course, just doing it. So take the information in this book and use it. Just do it.  

 
Same thing for anything else online. Find one source, do it the way it says to 

do it, and get it done. 
 
Which do you think will make you more money at the end of the year? 

Reading, surfing, and studying 7 hours a day and actually WORKING online 1 
hour a day, or the reverse – reading, studying, and surfing 1 hour a day, and 
working online for 7 hours a day? 

 
Of course the latter will make you more money at the end of the year. 
 
You must spend your time online productively. Do not answer your emails 

one by one as they come in, that takes too much time. Answer them once an hour 
for 5 minutes. Or once a day, depending on the volume of your email traffic. Do 
not read every sales page that comes across your inbox.  

 
 

Focus on what you can get done that is productive 
 



Just to give you an idea, I write about 7000+ words per day when I am writing 
a new book like this. Those 3 hours are the most productive time of my day, and 
yet it is easy for me to get carried away, checking all my online stats. Checking my 
articles, checking my emails, checking my traffic, checking my sales. None of that 
is productive time. The most productive time I have is writing – whether it is a 
new ebook, or an article, or copy for a web site.  

 
Determine what are the most productive things you do online. What things 

actually make you money? Is it article writing, is it driving traffic, is it writing 
books? Determine what ACTUALLY makes you money – not what you THINK 
makes you money – what actually makes you money, and spend your time there. 

 
 

How Much Money Can You Make in List Building? 
 
List building is just about the most lucrative, consistent thing you can do 

online, in my opinion. Sure, writing a sales page is lucrative, if you have a good 
product, and you write a good sales page. But there is no better traffic to send to 
your new sales page than your list traffic.  So it is your list that actually makes you 
money. Sure, some people make money selling things online and do not build a 
list – but let me ask you this, how much more money could they make if they 
built relationships with their visitors and sold them product after product for 
many years, rather than just the one product they sell the first time someone 
visits their web site? 

 
So how much money can YOU make in list building? First off, it will vary 

depending one your niche area. It will vary depending on the types of people on 
your list. It will vary depending on the financial position of the people on your 
list. And yes, all of those things are controllable by you. You can choose your 
niche. You can choose who opts in to your list. You can choose the financial 
position and propensity to spend money of the people on your list. And yes, I will 
teach you how to do that in this book. 

 
It will also vary depending on how well you relate to your list. It will vary 

based on how many people on your list open your emails. It will vary based on 
how many people like your emails. In short, it will vary based on how effective 
YOU are at converting your list members into buyers. And yes, I will teach you 
how to do that in this book. 

 
But you still really want to know how much money you can make on your list. 
 
I am going to assume that you are doing things right. You are in a good niche. 

You structure your traffic and squeeze pages in such a way that people who want 
to buy things will opt in to your list. You relate well to the people on your list, and 
can write persuasive emails and sales pages.  

 



If you do all of that correctly, you might be able to make between 50 cents and 
1 dollar per subscriber on your list per month. Many experts online believe that 
the average is somewhere between those two numbers. But keep in mind that an 
average is just that, and includes lists that perform very well, and lists that 
perform poorly. 

 
Take my own list, for example. My first 2 months online I averaged about 50 

cents per month per subscriber. By the 3rd month, I was up to about 1 dollar per 
month. Did my list just start getting more responsive on its own, or did I make 
changes that influenced their purchases? Of course it was because of changes I 
made. The 4th month I was around $1.50 per month per subscriber. Now I am 
consistently above $2 per month per subscriber. By the way, that is not normal, I 
am told. But why does my list perform that way? It is because of the way I run it, 
the way I treat it, the way I manage it. 

 
And your list will be much the same. 
 
Set an income goal for your list. Start low. Hit that number. Then raise the 

bar. Make the necessary changes to get your list members to buy more. Test, test, 
and test some more. Then make changes. Do it again, and again – your list can 
make you as much money as you desire, a long as you nurture and grow it 
properly. 

 
 

You Must Have Perseverance 
 
List building takes time to learn to do effectively. You will be learning a brand 

new method of building relationships, and the optimal ways to do that are not the 
same as many offline relationship building techniques. 

 
When you first get started, you will build a squeeze page or two. They will not 

be the best squeeze pages you could possibly create. Through testing and making 
changes, your squeeze pages will improve over time. Your email writing skills will 
improve over time. And over time, your squeeze pages and emails will begin to 
convert at a higher and higher rate. 

 
Depending on how you drive traffic to your web site and the price which you 

pay for that traffic, you may not make a profit the first month with your list. You 
might actually lose money. 

 
The following month, as you become better at targeting the correct traffic to 

your web site, and you develop squeeze pages that convert at higher rates, and as 
you learn to write emails that are more effective, you will increase your 
profitability. And as you continue to learn, test, and make changes, you should 
make increases in profitability each and every month. 

 



List building is probably the most lucrative single action you can take online, 
but you have to have the perseverance to make it through the beginning phases. 

 
Just like you weren’t born walking and talking, you weren’t born list building. 

List building is a skill, and will take time to learn. As you take the steps in this 
book, you will not only be learning the skills necessary for profitable list building, 
but you will also be actively improving your application of those skills. 

 
 

You Must Have and Use Multiple Lists 
 
Each of your online lists should be tightly targeted to the demographic of the 

person on the list. The tighter you target your lists, the more money you will 
make. 

 
There is, of course, a trade off involved in segmenting your lists. For an 

extreme example, if you build 100 lists, you have to write 100 email campaigns, 
and perhaps develop a number of different products for each of those lists. 

 
On the other hand, if you only have one list, and you have several 

demographics on your list, you will be unable to effectively target the subscribers 
on your list. 

 
For example, imagine that your niche area online is pet supplies. Let’s assume 

that you provide a wide variety of pet supplies, including toys, food, and 
medicine. 

 
Let’s also assume that you provide pet supplies for a number of different pets, 

including dogs, cats, birds, and hamsters. 
 
If you have only one list, you will be sending out a wide range of offers to your 

entire list. You will be sending dog product emails to people who have cats, you 
will be sending toy emails to people who are looking for food – the list is 
practically inexhaustible. Many times the dog owner, after receiving emails from 
you about cats and toys and birds will unsubscribe from your list, or they will 
simply stop opening your emails. 

 
However, if you were to segment your lists by type of pet, for example, and 

only send dog people dog emails and cat people cat emails, the loyalty level on 
your email campaign will go way up. Your retention rates will be a lot higher, and 
you will have a higher open rate and click through rate on your emails, because 
your emails are more accurately targeted to your subscribers. 

 
The drawback to this is that for each additional list you create, you have to 

create an additional email campaign. So you have to come up with a balance 
between over-segmenting your lists and having too many types of subscribers on 
one list. 



 
In theory, you should have as many different lists as the demographics of your 

list mandates. The most important thing is that you at least separate lists by 
major differences in subscribers, such as dog or cat ownership. 

 
For the most part, the more tightly you target your lists, you will make more 

money per month per list.  
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