Stephen (00:00):

Okay. So I'm going to make the assumption that you've gotten your hands dirty. You dug into the design
fundamentals. You dug into tech. You've thought about how you can solve business challenges at the
very beginning and have really started to build an amazing screaming cool value exchange. But let's talk
about other ways. In addition to people coming to your website, | want to give you sort of the road
ahead, if you will, of other ways that you can build your list and other ways that you can also add
visibility to the screaming cool value exchange that you just spent a lot of time and effort making
awesome for your list. All right. So let's talk about the road ahead. Let's first. Think about how else you
can gain some visibility for the offer.

Stephen (00:49):

Yes, it should, absolutely, without a doubt reside on your website. Of course it should. Yes. Using a pop
over, like we talked about in tech, it should reside on your website, but what are some other ways that
you can gain visibility? So let's talk about the road ahead. All right. One of the other fast eights is
guessing on other people's or using leveraging other people's audiences. And here's what | mean by
that. Many years ago, like early on in predictive ROls business, Darren Hardy, who was then publisher of
SUCCESS magazine gave me this great tip. So he was on our board of advisors and one day he and | were
kind of masterminding some strategy and we were placing some ads in SUCCESS magazine. And he had
said to me, Stephen, anytime that you place an ad in media, your goal is not to make it really like direct
response, like to sell from the ad.

Stephen (01:47):

I'm like, it's not? He’s like, no, your goal is to actually scrape the audience of the media into your
audience. I'm like, oh, okay. That sounds awesome. He's like, so making sure that you go to the audience
of the magazine or whatever the media source is and providing them with something that's screaming
cool and awesome. So that a portion of that audience will say, yeah, Hey, | do want that thing. And then
they'll come over and become part of your audience. Okay. So that's why within the fast eight, we're
going to teach you how to boy, my handwriting is just awful. We're going to teach you how to leverage
others audience.

Stephen (02:40):

And because you can scrape a portion of their audience into yours by giving them the screaming cool
value exchange the offer. So whether you're guesting on somebody else's podcast, or maybe
somebody's video series, or maybe you are guest contributing on somebody's blog, whatever form of
cornerstone content you are creating, which is something we'll talk about as part of the strategic four.
But right now | want you to be thinking again, painting the, or sort of the road ahead, if you will realizing
that, okay. Creating the thing, the screaming cool value exchange, having that on your website.
Awesome. Check. That's sort of the ante that gets you in the game and making sure that you're offering
that to your existing audience, right? Your existing website, traffic, existing clients, and prospects. Great.
But now what's the road ahead. And how can you then leverage others audiences?

Stephen (03:41):

We will show you as part of the fast eight, how you can guest on other shows or other, you know, video
series, whatever, and then in a tactful helpful way, serve up your screaming cool value exchange,
because it's helpful for their audience and their business challenges. And then a portion of their
audience becomes your audience and your list grows. Right. Okay. So could you then also take, let's say
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you're creating, maybe you already have, let's say that you have a podcast of your own, or maybe it's a
video series of your own. Awesome. Right. So then we're going to suggest that you embed CTAs or calls
to action within your podcast or within your video series. Well, how would you do that? Well, let's say
that you have a podcast. Well, then | would suggest that you insert a pre-roll. So if you're not using like
Libsyn Pro, which allows you to put a pre-roll, like a dynamic ad, a pre-roll at the front end of all of your
episodes, let's say you have a hundred episodes that you can dynamically insert a pre-roll in front of all
100 episodes like that.

Stephen (04:52):

And then you can go back and update it dynamically. And now all 100 are updated. You don't have to
edit that in fantastic. Or let's say that you are using Libsyn Pro. Then if you're not taking advantage of
editing in time codes, that essentially where the breaks are going to be in inserting those into all of your
episodes so that you can dynamically add a mid-roll and it propagates across all of your episodes, you
should absolutely be taking advantage of that. And then when you have a new screaming cool value
exchange and offer, you can dynamically insert it into all of your episodes like that. And so then you can
become that much more helpful to your podcast listeners. Same thing. If you happen to have a video
series inserting into the center of that particular video episode, if you're doing full length or making sure
that you have a clickable link, or clickable call to action, right?

Stephen (05:48):

If you're advertising, excuse me, if you have like a, a golden nugget out of that full video that you're
sharing on YouTube, making sure that you have a clickable call to action, right. That will take you then to
landing page where they can get the screaming cool value exchange, right. You should absolutely be
taking advantage of that type of real estate. Okay. So let's think of other ways to build your list that
actually don't involve the screaming cool value exchange or offer, which may sound a little bit weird,
because we've just spent all this time, you know, architecting what that would look like. Okay. So let me
clear this and here's what | mean by that, and this is also one of the fast eight.

Stephen (06:30):

So we're going to be breaking down LinkedIn events, how you could have a weekly, how you could host,
excuse me, a weekly Q and A, around a particular business challenge. So for example, in full
transparency, my business partner and | every Wednesday at noon central -- so at 12 o'clock noon or 12
o'clock <laugh> 12:00 PM, which is noon central time -- we host what we call, how to fill your sales
pipeline Q and A, which is an open mic and it has been awesome. We’ve shared that out on LinkedIn,
because it's a LinkedIn event. We're going to break that down as part of the fast eight, I'm just giving you
the high eye level right now. And every week we have dozens and dozens and dozens and dozens of
business owners where we can be helpful around this pipeline, topic, this sales funnel topic, how to
generate leads and so forth.

Stephen (07:36):

So we step into each one of those sessions with maybe five to 10 minutes around a particular insight or
experiment or result outcome, you know, again in full transparency where we've been really helpful and
we've seen this great success, the best practice that they can take and apply into the business right
away. Awesome. And then we do open mic for probably 45, maybe 50 minutes where we're just
answering questions, nonstop, answering questions nonstop, and it is awesome. And what's amazing is
that the feedback that we have received from doing these sessions is that, wow, this is some of the best

Fast8 1.8 Get Your_Eyes On_Screaming_Cool_Value Exchange Page 2 of 4



training we've received in years in the way that you're breaking this stuff down. So every single person
who registers for that becomes part of our ongoing list, nurture and so forth. And we're, we're not using
the Q and A as some sort of veiled sales pitch, not the least little bit, but you know, dozens of new
people every single week are becoming part of our community.

Stephen (08:36):

And at some point, could we be helpful to them if the opportunity was right, the timing was right. And
they thought that that could be of great value. Absolutely. Which is why we inserted LinkedIn events as
part of the fast eight, because it is an exceptional way for you to teach and share generously and build
your list. Okay. So one to point that out as well. All right. So what is maybe one more thing to consider in
addition to the LinkedIn events, in addition to, you know, being a guest on other shows and the last is,
could you do some paid social and | want to underline test. So whether that's on Facebook, whether
that is on Instagram, whether that is on LinkedIn, could you do a small paid test in order to amplify the
content further in order to maybe accelerate the content further in the distribution of the content
further?

Stephen (09:33):

Sure, of course you could, but | would suggest that you'd be very judicious of the budget and making
sure that it is highly targeted and | would not start there. | would absolutely, without a doubt, put it out
to my own list first in making sure that you got traction, like, did they actually find this asset helpful?
Then | would make sure that | posted it on the website for your website next and making sure are we
getting six to 13% of people opting in awesome. Then | would take it and go to other people's audiences
where you already know there are audiences that are aligned with your avatar and give it away and be
super helpful to them. Right? And then | would start like a weekly Q and A that you were promoting
through LinkedIn, a LinkedIn event. Awesome. And then everybody who registers also gets the thing, the
screaming cool value exchange as additional value.

Stephen (10:25):

So now what you've done is you've tested the offer multiple different ways and you haven't paid
anything for that traffic and or distribution. Then once you have the offer fully dialed in and is proven,
it's delivering six to 13%, then does it make sense to do a test budget on like paid social? Yes, of course it
does. Because now you have a tested asset that people love and have told you that it is helpful. So then
does it make sense to apply some accelerant? Yep. Because then it's pretty low risk to be able to do that
or when you do that. Okay. All right. So now in the next and final video of build your list, this first piece
of the fast eight, we're going to talk about how to get all of it done, because my guess is if you're like
most business owners, you might be thinking, well, holy banana, Steven, jeez, you talked about copy.
You've talked about design, you've talked about tech. | don't have the time space capacity to be able to
do this. So | want to map out a few resources that you could take and apply, like where you could find
some really great freelancers and so forth to be able to do this work for you and maybe want to do it
yourself. Awesome. But if not, then | want to share some resources, with you about how to get it done.
Just in full transparency. None of these resources have any sort of financial affiliation with Predictive
ROI, me, Erik, nothing.

Stephen (11:53):

So we're not suggesting anyone on this list because there's some sort of financial contribution or
attribution back to Predictive ROI, just to be a hundred percent clear and in full transparency. Okay. So
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we're suggesting them because either we've worked with them directly a time or two, or we've heard
others have had good success in working with them. Okay. So | just want to make sure to set
expectations there and also in transparency. I'll see you back for how to get all this done.
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