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NOTICE: You Do NOT Have the Right to
Reprint or Resell this Report!

You Also MAY NOT Give Away, Sell or Share 
the Content Herein

Please print this book for easy reading.

If you obtained this report from anywhere other than from BigSellingOptins.com 
ReactorPublishing.com or ListHero.com you have a pirated copy. 

 
Please help stop Internet crime by reporting this to: help@BigSellingSupport.com

DISCLAIMER AND/OR LEGAL NOTICES:

The information presented herein represents the view of the author as of the date of publication. 
Because of the rate with which conditions change, the author reserves the right to alter and update his  
opinion based on the new conditions. The report is for informational purposes only. While every 
attempt has been made to verify the information provided in this report, neither the author nor his 
affiliates/partners assume any responsibility for errors, inaccuracies or omissions. Any slights of 
people or organizations are unintentional. If advice concerning legal or related matters is needed, the 
services of a fully qualified professional should be sought. This report is not intended for use as a 
source of legal or accounting advice. You should be aware of any laws which govern business 
transactions or other business practices in your country and state. Any reference to any person or 
business whether living or dead is purely coincidental.

Earn affiliate commissions with 
the absolute minimum amount of 
effort possible – with minutes of 

work each week.
Sign up free at www.BigSellingAffiliates.com
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Introduction
Hi, I’d like to welcome you to The Ultimate Listbuilding Machine ebook 
where you’re going to get your “31 Day Plan To A Profitable Email List.”

As you already know –

The money IS in the list.

That’s why some of the world’s best marketers focus so much of their attention 
on growing their lists. And that’s why I’ve created this ebook for you.

I’m very excited about this ebook because over the next few dozen pages you’ll 
discover some of the very best list-building tricks, strategies and secrets. And 
you’ll also learn the G.R.O.W.I.N.G. Your List™ formula for building a big 
responsive list:

G – GIVE prospects a reason to join your list.
R – REAP the benefits of JV and affiliate marketing.
O – OPTIMIZE your site for the search engines.
W – WRITE articles.
I – INVITE others to spread your marketing message.
N – NETWORK on social marketing sites.
G – GET started!

To make this formula even easier for you to follow, I’ve divided each part of the 
formula into multiple steps.

Quick Tip: You can complete one step each day – and since there 
are 31 steps in all, you’ll be well on your way to building a 
huge, responsive list after just one month!

Let’s get started…
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GIVE Prospects a Reason to
Join Your List...
Before you can actually start building your list, you need to prepare your lead-
capture page (also known as “squeeze page”) and autoresponder series.

As you’ll discover in a moment, just posting a newsletter subscription form on 
your site isn’t enough – 

You need to actually give your prospects
a REASON to join your list.

Conventional wisdom suggests that because your newsletter is free, people will 
come in droves to join your list… but that’s simply NOT true.

Indeed, now more than ever – 

People are actually somewhat afraid to
give their email address to a stranger.

And that’s because of the fear of having their address shared and spammed. As 
such, taking the time to write good sales copy will increase your conversion 
rate.

This part of the G.R.O.W.I.N.G. Your List™ formula covers four days, where 
you’ll learn:

 Day 1: How to create the squeeze page.
 Day 2: What sort of “bribe” you should offer prospects.
 Day 3: How to create an autoresponder series that builds a 

relationship with your subscribers.
 Day 4: How to avoid freebie seekers that are unwilling or 

unable to buy anything.

The Ultimate Listbuilding Machine Sponsor
Get Instant Access to 107 Essential Listbuilding 

Training Videos… For Less Than $1! Go here now
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Day 1: Create a Compelling Squeeze Page

Your first step in building a big list is creating a lead-pulling squeeze page.

To do that, you need the following elements:

1) A headline with a big benefit that also (preferably) arouses 
the reader’s curiosity.

2) Body copy and a list of benefits that gives the reader a 
strong reason why they should join your list.

3) A strong call to action.

Let’s look at each of these separately…

1) A Compelling Headline

Your headline is the most important part of your entire squeeze page. 
That’s because if the headline doesn’t do its job – which is to get the 
prospect to read the rest of your copy – then your entire squeeze page 
might as well not even exist.

Too often, marketers make the mistake of trying to sell their products, 
services and even free newsletter subscriptions in the headline. Don’t even 
attempt it… you don’t have enough room to do that anyway. 

Instead, tempt your prospects with a compelling benefit and arouse 
curiosity in an effort to make them keep reading. Grab them by the shirt 
collar and drag them into their copy. If your headline “sucks” them into the 
rest of your copy, you’ll have plenty of time to use your best persuasion 
tactics to get their subscription.

Example: “Discover FOR FREE How a 45 Year Old Waitress Lost 
30 Pounds Without Dieting… And How YOU Can Too!”

This example includes a benefit and uses the word 
“free” (which is a trigger word, and arouses curiosity).
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2) Reason-Why Copy and Benefit List

Once you’ve pulled your prospect into your copy, then you need to sell 
them on joining your list. That means giving them strong reasons why they 
should join, with a strong emphasis on a bulleted benefit list that catches 
the eye.

Think of your bulleted benefits like mini-headlines: Each of them should 
promise a benefit and, preferably, arouse curiosity.

Example: “* Turn to page 12 to discover the common herb 
that wards off the common cold!”

In this section of your squeeze page you’ll want to include proof of your 
claims as well as social proof such as testimonials from your other 
newsletter subscribers.

3) A Strong Call to Action

Finally, your squeeze page should end with a strong call to action. This is 
where you specifically tell your prospects exactly what you want them to.

Common sense suggests that if you have a strong headline and strong, 
benefit-laden copy, then prospects would be eager to join your list – and 
they’d know exactly what to do. But tests have also repeatedly proven that 
telling prospects EXACTLY what to do increases your conversion rate.

Example: “Fill in your first name and email address below 
and click “submit” to join get your free weight loss report 
now!”

Day 2: Create a Freebie to Encourage Prospects to 
Join Your List

The second thing you’ll need to create is some sort of extra incentive for people 
to join your list.

Naturally, the newsletter itself should be a big draw (and thus you should focus 
on the benefits of receiving the newsletter). However, ideally you should offer 
some sort of bonus – a freebie – to make signing up for your list a “no brainer.”

What sort of freebie might you offer?

The answer rests with your target market:

What do THEY want?
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 What sort of problem do they have that you can solve?
 What sort of information are they desperate to get their hands on?

You see, just because you’re offering a freebie doesn’t mean the value of the 
product should be low.

Quite the opposite.
Instead, you should be offering high quality content – something you could sell 
for at least $50. That way people will say, “look at what he’s offering for free – 
just imagine what his paid products must be like!”

Here a few suggestions for freebies you can deliver immediately when someone 
joins your list:

• A free ebook or report.
• A free multi-day ecourse.
• Valuable software.
• An audio interview or other audio product.
• A valuable video.
• Tools like calculators or spreadsheets.
• Useful products like blog themes, screen savers, and similar.
• A free teleseminar.
• Free access to a “private membership site.”
• A free 10 or 15 minute consultation (be careful with offering 

services, unless you have a good paid upsell in place).

There are two quick ways to put together a quality freebie:

- Brandable reports from somewhere like www.InfoProfitShare.com

- PLR content from somewhere like www.EasyPLR.com

You may also consider requesting a physical mailing address alongside the email 
address. In order to easily get a physical address, your freebie may be 
something like a CD or DVD shipped in the mail.

Insider Tip: One of the best ways to create a more responsive list is by 
knowing as much as you can about your list members. If you know, 
specifically, what each of your subscribers prefer, then you can easily 
segment your list and send out highly targeted offers.

One way to segment your list is to make a short checklist as part of the 
newsletter sign up. Simply ask your subscribers to check their interests from a 
list. 

Example: Let’s suppose you run a travel site. Your instructions 
might say, “What type of vacations interest you most? Please 
select all that apply from the following list:”
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• Beach vacations
• Mountain vacations
• Ski vacations
• Luxury vacations
• European vacations
• US vacations
• Asian vacations
• Volunteer vacations
• Green vacations
• Cruise vacations

…and so on.

Now you have the ability to write highly targeted emails. For example, if you’re 
offering a discount vacation package on a choice of ski vacations or cruise 
vacations, you can use your segmented list to speak directly to your ski fans 
and your cruise fans. 

You send one email to ski fans offering them a discounted ski vacation and you 
send another email to the cruise fans offering them a discounted cruise. Then 
you send a general offer to the rest of your list.

End result?

Higher conversion rates!

Test it for yourself and see how segmenting your list can boost your profits.

The Ultimate Listbuilding Machine Sponsor
Get Instant Access to 107 Essential Listbuilding 

Training Videos… For Less Than $1! Go here now
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Day 3: Create Your Autoresponder Series

If the freebie that goes along with your newsletter is a multi-part (multi-day) 
ecourse, then you already have this step covered. If not, then you’ll need to 
create a series of at least 7-12 autoresponder messages for starters.

The reason for creating a series of messages is twofold:

1) It helps you start building trust and a relationship 
(automatically) with your subscribers. People buy from those 
they know, like, and trust.

2) It also creates a stream of income for you, as you can start 
pitching products immediately in your autoresponder series.

As mentioned, you’ll want to start with at least 7-12 messages. However, each 
week you should commit to adding a few more messages to your series.

If you need some help with this, you might check out 
www.MostlySanePLR.com for ecourses that you can purchase with PLR 
rights.

That way you can have months of content – or even a year or more of content – 
all sent out AUTOMATICALLY to your subscribers.

Indeed, you can get to the point of having a nearly hands-free list (save for a 
live broadcasts that you send from time to time).

Because you are sending out content that may not be seen by your subscribers 
for months or even a year or more from now, your content needs to be 
“evergreen.”

That means – 

It needs to be just as relevant a year from now as it is right this month.

Example: Talking about the latest “fad diet” or about specific 
diet pills are NOT evergreen topics. However, talking in 
general terms about fad diets and diet pills – without 
mentioning any specific fads by name – would qualify as 
evergreen content.

Of course you can mention specific products (and link to them using your 
affiliate link) if they’re time tested and likely to be around for a while. In other 
words, if the product themselves are evergreen.
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Example: A good example of that is a copywriting book that goes 
over the basics of how to write a sales letter. While 
copywriters are always coming up with new ideas and spins on 
old ideas, the basics have stood the test of time and will be 
evergreen for as far into the future as you can see.

What Should You Include in Your Series?

The first thing you should include in your series is whatever you promised 
subscribers on your squeeze page.

That’s your most important consideration initially – because if your 
subscribers don’t get what they expect and what they were promised, they 
won’t be subscribers for long.

Beyond that, your autoresponder series should be used to solve your 
market’s most pressing problems.

1) Some of the problems you can solve for free via the content in your 
newsletter.

2) Other problems you can solve by recommending paid products.

In many cases you’ll do both right in the same article.
Example #1: Let’s suppose you have an article about how to 
correctly use diet pills to lose weight. The article itself 
is informational and in-demand by your market. But the 
article could also pitch a specific brand of diet pills, 
vitamins, or supplements through your affiliate link.

Example #2: Let’s suppose you’re writing an article on how 
to optimize a website for the search engines. The article 
could go through the basics of how to do it and yet it 
could include links to SEO (search engine optimization) 
tools like a paid subscription to WordTracker.

Here’s the take away point:

You don’t have to “hard sell” in every email. Instead, weave 
recommendations and links for paid products into some of your free 
content.

A “Common Sense” Tip: NEVER recommend a product or service 
that you wouldn’t recommend to your mother or your best friend.

It doesn’t matter how high the commission rate is, how amazing the 
conversion rate is, or how much money you can stuff in your pockets 
recommending it.
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If the product stinks, do NOT recommend it. Your reputation – and 
your future sales and income – depends on this.

Day 4: How to Avoid Freebie Seekers

So far you’ve learned how to set up your squeeze page to ensure the highest 
conversion rate possible. And in the coming pages you’ll discover how to send 
hordes of eager subscribers to your newsletter.

All of that results in you having a BIG LIST.

But just as important as the size of your list is the RESPONSIVENESS of your 
list.

After all, a list of 100,000 people doesn’t mean a thing if no one ever responds 
to your offers. On the flip side, you can lead a decent living simply from the 
income coming from a small, highly responsive list. (Just imagine the kind of life 
you’ll lead with a big, responsive list!)

The responsiveness of your list is dependent on a combination of several 
factors, including but not necessarily limited to:

 How well you’ve attracted a niche market (rather than a general 
mass market group of subscribers). The more focused your niche, the 
better your response. 

Example: If you’re running a dog training site, then you 
need to attract dog owners (whose dogs need training) to 
your site. Simply attracting “pet lovers” won’t do. Nor 
will attracting dog lovers who don’t have dogs that need 
training.

 How targeted your mailings are. If you’ve attracted a niche market 
and you’re sending out niche-oriented offers and emails, then you can 
expect a good response.

 How well you’ve built a relationship with your readers. People buy 
from those they know, like and trust.

 How well you write your offers (e.g., your copywriting skills). If you 
write good copy, you can expect a better response.

There is one important (yet sometimes overlooked) subcategory that’s related 
to focusing on your target market.

Namely...
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You need to be sure that you’re attracting
 actual buyers as opposed to freebie seekers.

Think of it this way:

When you’re targeting your market, part of your pre-qualification should be that 
your buyers are able, willing and even eager to buy products that solve their 
problems. 

Otherwise you’ll have a list of freebie seekers who drag down your conversion 
rate. And the true freebie seekers (those who want something for nothing) will 
even waste your time peppering you with questions (though they don’t intend 
to buy) or they’ll buy with the full intention of refunding instantly.

So how do you avoid freebie seekers?

Here are a few suggestions:

 PULL in buyers, not tire-kickers. If you’re pulling in search engine 
traffic based on search terms with the word “free” in them, and if it 
seems like the whole focus of your site revolves around “free stuff,” then 
your visitors will expect freebies. 

While it’s OK to offer freebies for your prospects, just make sure the 
emphasis of your site is on the solutions you offer, rather than just the 
FREE solutions.

• PUT the emphasis of your squeeze page on your newsletter and 
less so on the freebie. If your emphasis is on the freebie itself, the 
freebie seekers may be tempted to give a “throw away” or temporary 
email address just to get the freebie.

Instead, put the focus of your squeeze page on the benefits they’ll 
receive from the newsletter. That way your subscribers will actually be 
eager to open and read each issue – and of course that increases your 
conversion rate.

• PREPARE your prospects and set expectations. Let potential 
subscribers know that your newsletter offers things like product reviews 
and comparisons, discounts coupons on products and similar. That gives 
potential subscribers a “heads up” that your newsletter isn’t all about 
the freebies – and it gives buyers a huge incentive (benefit) to join your 
list!

• PITCH paid products in the very first email you send out. You 
don’t have to hard sell in your emails. Instead, weave product 
recommendations into your content as described previously.
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Bottom line: You don’t have to “fear” freebie seekers as most of them are 
harmless. But neither should you go out of your way to attract them – 
especially if you’re doing any postal mailings (which of course require a cash 
outlay in order to contact your prospects).

REAP the Benefits of JV Marketing
Now it’s time to discover how to start driving potential subscribers to your site. 
There are plenty of ways to do this, and you’ll learn all about these over the rest 
of this ebook.  For starters, however, you’ll discover the secrets of using JV 
(joint venture) and affiliate marketing to drive hordes of prospects to your site.

DEFINED: “JV Partner” and “Affiliate Partner”

Although some people use the terms “JV partner” and “affiliate partner” 
interchangeably, there are differences.

An affiliate partner promotes your product for a commission.

A JV partner works with you on product creation, promotion, or other aspects 
of your business for mutual benefit. It may be for a commission… or it could 
be for some other benefit such as publicity and exposure, backlinks, and 
similar.

While an affiliate can be a JV partner, not every JV partner is an affiliate.

The reason we’re starting here is because there are no up front out-of-pocket 
costs (only commissions on sales) and the traffic tends to be highly targeted 
and VERY responsive.

Now you’ll notice we’re including “affiliate marketing” as part of this strategy, 
which of course involves affiliates recommending your paid product.

Maybe you’re wondering how that works since you’re offering a free newsletter, 
right?

Think about this for a moment: The point of your free 
newsletter is to build a list of likely buyers, right? So if 
someone comes to your site to view a paid product – even an 
inexpensive one – and they then join your newsletter, chances 
are they’re interested in being buyers.
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As such, some of the most responsive newsletter subscribers you can get are 
those that come from affiliates or JV partners pitching your paid products.

Indeed, you may even want to give your partners 100% commissions just so 
you can enjoy building a big, responsive list from these likely buyers!

This second part of the G.R.O.W.I.N.G. Your List™ formula covers five days, 
where you’ll learn:

 Day 5: Where to find potential JV partners?
 Day 6: How to approach potential partners with an 

irresistible offer.
 Day 7: How to create an affiliate program that attracts super 

affiliates.
 Day 8: Where to find super affiliates?
 Day 9: How to approach affiliates.

Follow along on days five through nine as we go step by step through finding 
and approaching JV partners and affiliates…

Day 5: Where to Find Potential JV Partners

There are a variety of places to seek out potential JV partners, which we’ll list in 
just a moment. But no matter where you’re looking, keep in mind what it is, 
exactly, what you’re looking for in a JV partner.

Example #1: If you’re looking for product creation help, then a 
JV partner with name recognition in the niche would serve you 
well. You can borrow that person’s credibility through 
association.

Example #2: On the other hand, if you’re looking for marketing 
help, then you’ll want to seek out partners that obviously know 
what they’re doing in the market. Perhaps they control the 
search engine traffic, perhaps they have a high-ranking 
product, or perhaps they have a busy forum.

Here’s where to find these potential partners:

SEARCH for partners:

• Search for your niche keywords in the search engines. Who 
controls the organic search engine traffic for the most competitive 
words?
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• While you’re searching the organic results, look at the sponsored pay 
per click listing to see who’s paying top dollar for top spots on 
competitive words.

• Search in niche publications to see who’s consistently paying for 
advertising. If they keep paying, they must be doing well.

• Search Amazon.com for your keywords to find expert authors in 
your niche.

• Search ClickBank.com and look at the top products in each 
category – those are the best sellers.

• Search for your main niche keywords along with the word 
“forum” to discover how has busy forum in your niche. The busier 
and bigger the forum, the bigger the owner’s “platform” or audience.

• Likewise, search for your niche keywords followed by “blog” to 
find busy blogs (check the comments to see if they are, indeed, 
interactive and busy).

• Search for those who have newsletters in your niche too. When 
you find them, join them so you can see what sort of content they 
provide.

ASK for partners:

• Ask your existing partners if they can recommend other partners to 
you.

• Ask your customers and subscribers about other experts and 
marketers in your niche.

Example: Ask them what other newsletters they subscribe 
to, what blogs they read, what forums they visit, and 
what sorts of products they buy. Ask them, in particular, 
who they trust.

LOOK for partners:

• Look for partners at niche specific trade shows, seminars, 
conferences, and similar.

• Finally, don’t forget to look for potential partners offline at your 
local businesses. You can do in-store promotions together, physical 
mailings, seminars and more.
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Here’s what else to expect in the full version of “The Ultimate 
Listbuilding Machine”...

Day 6: How to Approach Potential Partners With an Irresistible Offer 

Day 7: How to Create an Affiliate Program that Attracts Super Affiliates 

Day 8: Where to Find Super Affiliates 

Day 9: How to Approach Affiliates 2 

OPTIMIZE Your Site for the Search Engines 

Day 10: Using On-Page Optimization to Pull in Search Engine Traffic 

Day 11: Using Off-Page Optimization Tactics to Boost Your Rankings 

Day 12: Pay Per Click Search Engine Marketing 

WRITE Articles 

Day 13: How to Write a Good Article 

Day 14: How to Write a Resource Box That Gets Clicks 

Day 15: Submit Your Articles to Article Directories 

Day 16: Grow Your List with Blogging 

Day 17: Post Articles on Web 2.0 Content Sites 

Day 18: How to Get Traffic Using Articles and Yahoo! Answers 

Day 19: How to Build Your List Using Articles and Forum Marketing 

Day 20: How to Use Video Marketing to Grow Your List 

INVITE Others to Spread Your Marketing Messages 

Day 21: How to Kick Start Your Viral Marketing 

Day 22: Using Contest Giveaways to Grow Your List 

Day 23: How to Use JV Giveaways to Grow Your List Fast 

Day 24: How to Use Quizzes to Build Your List 
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Day 25: Using Petitions to Create Viral Traffic and Build Your List 

Day 26: How to Create Ebooks and Reports That Go Viral 

Day 27: How to Create Videos that Go Viral 

Day 28: How to Create Tools and Other Content that Goes Viral 

NETWORK on Social Marketing Sites 

Day 29: Using Social Networking Sites to Build Your List 

Day 30: Driving Traffic Using Social Bookmarking Sites 

Here's What You'll Also Learn From the Ultimate 
Listbuilding Machine...

•  Brand your mailings to stand out from other messages 
•  Use “encouraged filtering” techniques
•  Approve your mailings through challenge/response systems 
•  Convince your subscribers to approve you 
•  Educate your subscribers on how to receive email messages from you 
•  Use double-optin to create ultra-responsive lists 
•  Send a “chaser” for all of your list mailings
•  Pick up your “content report card” before sending any mailing 
•  Monitor blacklists and take action when possible
•  Train your subscribers by CONSISTENTLY delivering 
•  Follow the age-old “80/20” rule 
•  Use "alternate delivery methods" 
•  Build smaller, more personal POWER lists 
•  Encourage your subscribers to pass on your mailings to their contacts 
•  Create “downloadable email messages”
•  Let subscribers update their contact information at your site 
•  Use “simplified” audio and video messages 
•  Be original in how you nurture your list
•  Strike the mother lode by obtaining a PHYSICAL mailing address
•  Build OTHER kinds of lists
•  Build your own browser toolbar for instant marketing messages 
•  Create "dynamic start pages" that you update regularly 
•  Use RSS and Blog technology
•  Don't rely SOLELY on “email” for your marketing 
•  And much, much more

Sounds like a plan, huh?
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But, you say... I Can't Write a Lick

Well, guess what?

You don't have to be Shakespeare to write effectively.

In fact, if a ten-year-old can't read your stuff for meaning, you're not 
doing it right. 

Relax, it's all covered in The Ultimate Listbuilding Machine.

But, I already have 30 list building ebooks on my hard drive.

That's nice.

Do you have an ultra-responsive list of customers who want to buy 
from you?

If not, you need The Ultimate Listbuilding Machine.
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