


Hi, it’s Mark Ling here again. This report is the sequel to my other report “The 5 Step 
Method for Making $10,000 Per Month Online”.

If you haven’t read that report, then I urge you to read it first. You can get it at 
http://www.affilorama.com/2reports. In it, I laid out the exact method I’ve been using 
for more than 14 years to make massive affiliate income month after month.

In this report, I’m going to take what was taught in the 5 Step Report one step further 
and show you exactly how to lay out a free autoresponder sequence so that you build 
a strong relationship with your list, while maximizing conversions.

Just to show you a little proof that my system works, here are a few screenshots from 
some of 70+ different affiliate accounts that I have:
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This is a system that works – one that works so well that I’ve duplicated it dozens of 
times in a huge number of niches. And if you’ve read anything about Internet 
marketing, you know that a sound system is the first step to success.

Notice, I said a “sound system”. This is a method that has been tested, plotted, and 
carefully implemented dozens of times to great success. So, I know for a fact that 
when you take a closer look at the 5 Steps I’ve been using to generate super affiliate 
commissions, you’ll be amazed at what’s possible. If you’re ready to get started, let’s 
dive into the system and get you started making some serious cash.

The one thing you have probably heard more than anything else since you got 
started with affiliate marketing is that you need an email list – a really freaking good 
one. Of course, the same people telling you to build a list rarely give you the actual 
strategies you need to ensure that list is successful.

Sure, you need a list. And sure, you need to provide valuable content. But how? What 
kind of formatting, what kind of messages, what kind of hard and soft sells should 
you be using to drive your point home and convert readers into cold hard sales? 
You’ve been told that you should rock conversion rates in the double digits with a 
good email list and you’re still looking at 0.3%. So, what’s the deal? What went wrong?

The basis of every good email list is value. You won’t make a single cent if you can’t 
both create and present value. Your readers are REAL PEOPLE who need REAL 
MEANINGFUL INFORMATION and they need to find something in every single one of 
your messages that they can take home, use, and remember as being useful to their 
specific problems.

Not only that, but the way you promote products needs to present additional value. 
You’re not just offering them good information. You’re offering them an opportunity 
to get more information that will even further improve their situation.

Again, if you haven’t already checked out “The 5 Step Method for Making $10,000 a 
Month”, take a look at http://www.affilorama.com/2reports. You’ll find a ton of useful 
tips for putting your marketing efforts in orbit from step one.

I want to summarize a little bit from the guide, however, just to go over the basics of 
how your list should be put together. The five steps, as simple as they sound, are 
the key to success in this business:

“The money is in the list” — But how do 
you do it?

The 5-step Formula (in brief)

How to Make Piles of Cash Giving way Free Content

Copyright 2021. Affilorama Group Ltd. No part of this book may be used or reproduced without permission from Affilorama.



I’m sure you’ve been on a few email lists in your day, and I’m sure at least one or two 
of them were...well, bad. What did those email lists do that made them so bad? To 
start with, they probably didn’t offer any value.
     
An email list loaded with hard sells and filler fluff doesn’t provide anything to your 
readers. You could have 1,000 readers on your list in three days, but if you tell them 
things they could find on Wikipedia – and poorly at that – what’s the point?
     
Your email list needs to blow those cruddy, regurgitated infomercials out of the water.

How to avoid becoming a “bad” 
newsletter

Choose a pro�table niche – First up, we have niche selection. If you 
read The 5 Step Method for Making $10,000 a Month, I give you my 
top 11 profitable niches. I recommend you choose one of these, and 
then focus in on a smaller section of it.

Create a free report of high quality – You need some “bait” to entice 
your readers to subscribe to your newsletter. A free report that solves 
a problem, makes their
life better or simply covers a topic they’ve been seeking information 
about will draw email addresses out of them like soda through a straw.

Build a website full of free content – Now, you need a website. This site 
shouldn’t promote anything other than the email list. You want to 
provide 10-20 good information rich articles. These will draw search 
traffic and convince readers that the free report and 
newsletters you offer will be valuable to them.

Create a strong follow-up newsletter sequence – Keep reading. This is 
exactly what we’re going to cover in this free report. The idea is simple 
– offer huge value in 2 - 3 emails per week that will build trust and 
allow you to promote the products that make you money.

Drive tra�c to your website – Finally, you need people on your site to 
sign up for your newsletter. You’ll be using search engines like Google, 
Bing and Yahoo!, social media, paid advertising and much more to get 
eyeballs on your site.
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That’s my 5-Step Formula in a nutshell. For more detail make sure you’ve checked 
out the full 5-Step Formula eBook.

Now, let’s take a much closer look at exactly how that all powerful free content in 
your newsletter list is going to make sales.
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If you’re a newcomer to Internet Marketing, or if you’ve never before built an email 
list, don’t leave just yet. This stu� may seem a little complicated, but in a few short 
pages I will lay bare exactly what you need to build the perfect email list – the kind 
that warm leads buzz to like bees to honeycomb.

The idea is simple enough – it’s the execution we’re going to master.

Okay, so we know a lot of lists do it wrong, but it’s surprising just how wrong they are 
sometimes. A great example is the number of emails sent out and the order in which 
they are sent out – the sequence.

Many marketers try to do this on the cheap – cutting down the number of emails to as 
little as 5 or 7, all of them filled with hard-sell promotions. Then, they get annoyed 
when those hard sells fail to convert more than 1 in 200 readers.

A good newsletter sequence needs not only to be longer – I’m talking months here – 
but also full of more free and valuable information to provide tangible value to your 
readers.
The key here is value.

This is what is going to make your email list different from all the “bad” lists you’ve 
seen. I won’t go through the entire email sequence (for reasons you’ll soon see), but 
here is an outline of what you’ll need:

 Day one email – Give away your free report and introduce soft sell.

 Information emails – Your first content rich email, complete with soft   
 sells.

 Quick-�re promotion emails – Every few emails you’ll send a shorter   
 email with a strong call-to-action (CTA) for an affiliate product.

There are a lot of moving parts here, so I want to break down each of these in slightly 
more detail. Right now, you’re probably wondering where all that content is going to 
come from, but first, let’s go through exactly what these emails should be doing.

Anatomy of the Perfect List
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This is the first message your prospect gets and it’s probably the easiest to write, but 
don’t fall into the common trap so many marketers are stuck in. Here’s a rough 
outline of a message I got the other day when I signed up for a free report:

Hi Mark,

Thanks for signing up. You can download your free report at the following link: 
http://www.URL.com/free-report

I look forward to sharing many new inside secrets in the next few days.

Talk to You Soon!
NAME

Email type #1: The “day one” email

There are about a dozen things wrong with this email.

It doesn’t tell me why I should read the ebook: Most people have short attention 
spans, and shorter memories. Remind people of the value you’ve packed into 
your book to help encourage them to click through and read it. If you’ve got 
them this far, you’ve probably done a good job of selling them your ebook 
already. Don’t drop the ball now.

It’s forgettable:  By the time your next email arrives in their inbox, they 
probably won’t even remember who you are.

It misses a valuable opportunity to promote something: You’ve got your 
subscriber’s email, so now you’re free to start promoting things. If you’re not 
adding a quick promotion to the end of this email, you’re leaving money on the 
table. This also sets up the expectation with your reader that they will be seeing 
promotions in your emails, so they’re not annoyed when they see one in your 
next email.
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Here is a better example of a Day One email:

Name, Your XYZ Report Is Here! Hi NAME,

Thanks for subscribing to the XYZ report and newsletter series. If you missed your 
download link, here it is again:

==> http://www.URL.com/REPORT

I also wanted to let you know about a site that I feel is quickly becoming one of the 
premiere places to help solve XYZ problems fast.

It’s called ABC and you can get more details about it by visiting: ==> 
http://www.URL.com/REPORT
ABC will teach you how to once and for all solve your problems with X, Y, Z, A, B, and C.

I fully recommend that you check out ABC today. You won’t just solve your XYZ prob-
lems, you’ll learn a great deal more about DEF to help you for years to come.

==> http://www.URL.com/REPORT Enjoy! Kind regards,

YOURNAME
Founder, http://www.YourSite.com

Once you’ve got your readers into the system, given them that free report, and showed 
them that you will be presenting soft sells with every message, it’s time to dive into the 
heavy duty content – the stuff that is going to build up your credibility and show them 
that you are someone they can trust.

That trust is golden. Without it, sales will be flukes more than a steady stream of 
income. People don’t naturally trust a faceless guy on the Internet. They do, however, 
trust people who give them information for free. That’s what your emails will do.

So, forget the quick and easy messages you’ve been writing thus far. Avoid the stuff that 
skims over a few vague topics halfheartedly before diving into the sales pitch. Your 
readers want the free information – the sales pitch is a bonus that they need to be 
prepped to hear.

For information to be truly valuable, it needs to do a few things:

Solve a speci�c problem – A message describing how a dog might wet the carpet 
helps no one. Yours should provide valuable, tangible tips on how to stop the 
dog from doing so.

Email type #2: The information emails
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If your content emails can improve on these two points, you’ll increase the number 
of messages each subscriber reads, and thus increase the number of sales you 
make to those very subscribers.

Avoid �u� and �ller – Don’t make a message longer for the sake of length. If a 
paragraph doesn’t add specific value with at least one tip or perspective, it 
doesn’t need to be there.

Get to the point – Dive right into the content of your message. People are 
usually in a hurry when reading email – often times on their phone or laptop. 
You need to make your point and provide that valuable content quickly so they 
can see your soft sell before logging off.

Be conversational – Don’t try to “teach” your readers. Imagine how you would 
describe the same topic to your mother or a good friend. Use that same laid 
back, but authoritative tone. Make personal references and if you’re able to, 
use jokes.

Contain a strong hook and guide readers down the page – Start your mes-
sages
with a bang. This includes the subject line, which will determine if your reader 
opens that message. If you write “Day 2 Newsletter”, you not only does it fail to 
grab their attention, it fails to describe what’s in the message. Also, personalize 
your subject line and introduction using the subscriber’s first name. Your 
autoresponder tool will have a personalization option for this.

The most important part of your information email for the reader may be the content, but 
for you it will be one or two short paragraphs designed to “soft sell” your readers.

Every information-type email should contain one 
short paragraph at the top and bottom of the email 
to soft sell a product related to that day’s message. 
In some instances, I’ll only place a soft sell at the 
end of the email, but about 66% of the time, the 
soft sell goes at both the top and bottom of the 
message.

For example, this is the end of quite a long email 
that discusses what a woman should do if she feels 
like a man doesn’t notice her anymore.

The information email “sell”
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See how it barely even feels like you’re being promoted to? The video sounds like it’ll 
be interesting and informative, and for a woman who is worried that her man doesn’t 
notice her anymore, the idea of making a man think she is “the one” woman who truly 
“gets” him is quite enticing.

Right now, you’re probably wondering how successful constant selling messages can 
be. The truth is that most readers are already conditioned to hear a sales pitch when-
ever they get something valuable for free. Just look at the TV. Sure, those sitcoms may 
be free, but for every 5 minutes of hijinks on The Big Bang Theory, you’re forced to sit 
through 1-2 minutes of advertisements.

Those ads are there to support the free content. The exact same thing is true for your 
readers. By placing a soft sell in your message on day one when you hand out the 
free report, you’re training them to accept that they’ll need to read your sales pitches 
when they get the high quality content in each message. It’s important you ensure 
they get that high quality content.

Anyone that has a problem with this will unsubscribe. Trust me, not many people will 
walk away.

A lot of people wonder what to sell and how often to sell it. In truth, a good newsletter 
sequence, over the course of a year, will focus on between 12-20 products. That is, of 
course, if you can come up with 12-20 good products to promote.

More realistically, if you can get 7 solid products you’re pretty much set. Some niches 
don’t even provide that many products, and while it may result in repetitive selling 
points in your messages, it really doesn’t hurt conversions all that much.

Think of it this way. How many times during one evening of television do you see the 
same ad for a product or service? Companies will repeat ads over and over again 
because they know the results don’t depend on originality – just consistency and the 
value of the free content offered around them.

Of course, if you feel that you’re presenting too many selling points, or if you just have 
something else you’d like your prospects to do, the floor is open. That content is 
creating a powerful level of trust that many affiliate marketers could only wish for. You 
can cash it in any way you like – with a Twitter feed, a Facebook Fan page, a product of 
your own, a new website to check out.

Rather than a soft sell, you’ll be using a “call to action” (CTA) – a specific message that 
drives your reader to perform an action supported by the content. If you told them 
how to stop their dog from peeing on the carpet, your call to action should relate to 
that in some way, but doesn’t necessarily need to be “buy this guide”. The only rule 
with CTAs is that they must appear in every single email.

What should you sell in your emails?

How to Make Piles of Cash Giving way Free Content

Copyright 2021. Affilorama Group Ltd. No part of this book may be used or reproduced without permission from Affilorama.



Another thing you should consider with every message is the fact that not everyone 
will read every message. I don’t have an actual statistic for this, but I estimate that the 
average reader might open 1 in every 3-5 messages you send out. They skip some, 
delete others, and forget about others still.

So, by promoting the same 7 products in multiple messages, you’re just making sure 
that they eventually see each pitch. And for the people who read every message? They 
clearly enjoy your content and likely won’t have a problem with multiple similar soft 
pitches between messages.

The other type of email is the quick-fire promo. This is a much shorter email designed 
to simply get the subscriber to click through to product you’re promoting. It doesn’t 
contain as much information as the information-style email, but because your readers 
are conditioned to expect quality information from you, they assume that the quality 
information will be found by clicking on the link in the email. And for the most part it’s 
true.

How things have changed in the past 5 years
It used to be that the job of these types of emails was to do some really heavy selling 
of the product you were promoting. These were the “hard sell” emails. It was essential 
to warm your readers up to the idea of a product before sending them to the product 
itself because sales pages were... well... BORING.

These days most good affiliate products have a 
video sales letter which actually starts off by 
giving the viewer some really good insights and 
information. You can learn a lot from video 
sales letters, even if you never buy the product.

And they do an EXCELLENT job of selling their 
products. So you can usually just send your 
subscriber to the video telling them they are 
going to learn X, Y and Z, and then let the video 
do all the teaching and all the selling.

So these days I don’t do all that many “hard 
sell” emails. I just do quick-fire promo emails 
designed to get my subscribers clicking 
through to watch a video, or learn a special 
trick. They’ll learn something new, and there’s a 
good chance they’ll end up buying the product.

Here’s an example of a quick-fire promo:

Email type #3: The quick-fire promo
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This last part of the process is a tough one for a lot of marketers to swallow. When 
they hear “one year of messages” they immediately see the dent in their bottom line, 
but for just a second, I want you to focus not on the cost of the messages, but on the 
value they offer.

By writing the full list of messages for the next year (around 100-120 emails), you’ll 
create a sequence that never again needs to be touched. You’ll build your squeeze 
page, build your email list, and focus solely on getting traffic to your site. Everything 
else is on autopilot.

Once you’ve limited your tasks strictly to gaining traffic, the profit potential explodes 
and for good reason. There are millions of readers out there interested in learning 
more about your niche – I can guarantee that. Many of the email lists around now 
offer two or three good messages up front and then die off. Readers become cynical 
and start deleting messages fast.

Yours will never do that. You’ll have a full year’s worth of messages preloaded, ready 
to hit your prospect in the right mood tomorrow, next week, or 9 months from now. 
Someone might completely forget they signed up for your list and see a message next 
Spring that hits a nerve. The upfront investment may seem substantial, but with solid 
traffic and the right value in your content, you’ll start flipping a profit before you know 
it.

While the emails and their content are vital to a successful list, so too is the order in 
which you send them out.

To help you out, here is a complete list guiding you from Day 1 to Day 365 of your 
newsletter list.

Note that I have assumed that you have found 11 good products to promote in your 
sequence here. Sometimes you’ll find that you have 20 good products to promote, 
other times there are only 5. You can tweak the sequence below to suit, but this is a 
very good guideline as it has been hugely effective for me:

How many emails do you need?

For the first 16 days it follows a special pattern:

Day 1: Receive free report + product recommendation Day 2: Nothing
Day 3: Information newsletter (+ soft sell of product #1) Day 4: Nothing
Day 5: Information newsletter (+ soft sell of product #1) Day 6: Nothing
Day 7: Nothing
Day 8: Information newsletter (+ soft sell of product #2) Day 9: Nothing
Day 10: Quick-fire promo of a video sales letter (product #2)
Day 11: Nothing
Day 12: Nothing
Day 13: Information newsletter (+ soft sell of product #2) Day 14: Nothing
Day 15: Nothing
Day 16: Nothing
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And from day 17 onwards it repeats this pattern every 14 days, 
over and over.

Day 1: Quick-fire promo of a video sales letter (product #3) Day 2: Nothing
Day 3: Quick-fire promo of a video sales letter (product #3) Day 4: Nothing
Day 5: Nothing
Day 6: Information newsletter (+ soft sell of product #3) Day 7: Nothing
Day 8: Quick-fire promo of a video sales letter (product #4) Day 9: Nothing
Day 10: Information newsletter (+ soft sell of product #4) Day 11: Nothing
Day 12: Nothing
Day 13: Information newsletter (+ soft sell of product #4) Day 14: Nothing

With your newsletter sequence set, the content laid out and your clear line of sight 
towards big profits finally in motion, it’s time to jump to the next step – writing the sales 
messages to ensure your promotions maximize conversions with every broadcast.

In every content-based email that you send out to your list in your autoresponder, 
you really should promote something in the way of a soft sell.

By a “soft sell”, I mean that the whole email is mostly a content based email that is an 
interesting read for the reader, however at the start of the email there is a small 2 or 
3 line recommendation that the reader should go check out a certain product, and at 
the end of the email there is a one or 2 paragraph promotion of the same product.

95%+ of the content of a soft sell 
email is pure content for the 
reader’s information and 
enjoyment, however you still have 
a small promotion in there as you 
are in this business to make 
money and some people won’t 
read your emails very often, so 
you want a chance of making a 
sale whenever they do read what 
you have to say.

Here’s an example of a “soft sell” 
at the end of an information 
email:

An example of a ‘Soft Sell’ Email
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One of the hardest parts about email marketing is taking everything you’ve learned 
and putting it to good use. I’m talking about writing emails that actually make sales. 
What good does having a couple thousand subscribers do if none of them actually 
buy the products you’re marketing?

That’s why I want to wrap up this report with some specific details on how to write 
your sales messages to optimize conversions. And it starts and ends with one word: 
Benefits. If you haven’t already heard the maxim of marketers everywhere, it’s “sell the 
benefits, not the features”.

Most people start out by writing sales pitches using a “look at the pretty lights!” 
approach that focuses on a product’s features and functionality. But it doesn’t really 
work.

People may ooh and ahh, but when it comes right down to it, they don’t care how 
many bells and whistles a product has. All they really care about is what’s in it for 
them. What will that eBook or membership offer them that will solve a problem or 
make them happier in life?

That’s where your sales pitch comes in. Your sales pitch needs to tap into the specific 
benefits that your prospects are most likely to relate with, and drive them home as 
fully as possible.

Writing to ensure promotions convert to sales

The vast majority of benefits come in one of two forms:
 
 Pain Resolving

 Pleasure Giving

That means you need to frame your arguments in exactly that way. You cannot make 
a sale to someone by saying, “This product has X, Y, and Z.” You need to tell them how 
X, Y, and Z will help alleviate a pain causing a problem, or add pleasure to their life 
that they may not have realized they were missing.

To drive this point home, here are three examples of the same product being sold in 
different ways:

 No bene�ts, just features: “With XYZ Dog Training, your dog will learn how to sit, 
stay, fetch and more!” – This shows features, but doesn’t show the benefits to 
the dog owner (and remember ... it is the owner who is going to be paying for 
this product!)

Pain-resolving bene�ts: “With XYZ Dog Training, you’ll finally put an end to all 
your frustrating dog problems, including aggression, barking, digging, 
jumping up on people, chewing your furniture and more!”

Understanding benefits
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Pleasure-inducing bene�ts: “Imagine how much fun it is going to be being able 
to go down to the park with your dog and know that he will not chase other 
dogs, knowing that he’ll be obey you wherever you go, and that he’ll have lots of 
fun knowing how to play new games like fetching the mail, retrieving tennis 
balls and more. Life with your dog is about to reach a whole new level of fun!”

The idea is simple. You need to tap into a specific need, fear, or desire that your 
audience has and show them how the product you’re promoting can fulfill or alleviate 
it.

Simply telling them what the product has won’t do any of those things. They might 
think “that sounds like a nice product”, but they won’t connect how the product can 
help them live a happier life. That’s what pain and pleasure related benefits do. They 
help join the dots.

This is an issue that every marketer goes through at one point in their fledgling career. 
Even I did at one point, realizing that the site I was sending huge volumes of paid 
traffic to was stumbling along with a 1 in 600 conversion rate because I wasn’t focus-
ing on specific pain resolving or pleasure inducing benefits.

What happened after I fixed the problem? My conversions increased 10 times, drop-
ping to 1 in 70. That was the day I learned something very important about this busi-
ness. I haven’t looked back.

In order for your pleasure-inducing benefits to work, they need to appeal to as much of 
your audience as possible.

Not everyone gets pleasure from the same things, but here are four main motivators 
that are pretty universal. If you can find a benefit to a product that gives pleasure for 
any of these reasons, chances are it will appeal to most people.

Increased power and freedom – Any product that can open new doors and pro-
vide opportunities for someone to excel or move around more freely, like a travel 
or language product, will bring them pleasure.

Better interpersonal relationships – A product that helps someone interact more 
successfully with people will bring pleasure. The obvious example here is a prod-
uct that improves your dating success.

Personal achievement and challenging goals – Bettering yourself and obtaining 
long out of reach goals will bring anyone pleasure. This is where things like 
gaming, music, language, or other achievement products excel.

Selfe-steem boost – Selfe-steem fits in with almost any product, and encom-
passes all three previous points. If you can offer them a chance to feel better 
about themselves, they will almost always jump on it.

Pleasure works with four motivators
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Pleasure-inducing benefits are often overlooked in favor of crisis and pain alleviating 
benefits. While it is true that crisis terms work well when optimizing a website (it’s what 
people search for), you’re writing email newsletters, which means you have warm leads 
on the hook.

In this case, you don’t necessarily need to drive the pain related benefits all the time to 
be successful. Sometimes, simply reminding someone that they will come away from 
the purchase happier in life will result in greater success for your messages.

Everything we do is about selling. Thus far, you’ve set up your prospects, enticed them 
to keep reading, and even offered solutions to problems, and routes to further 
happiness. But, when a prospect is on the verge of buying something and needs one 
last push, these four ingredients will almost always get the job done:

 Write to stir people’s emotions with colorful language – Using colorful, 
engaging language will drive readers to take action. Buzz words, lists of 
ideas, and anything else that creates a mental image of 
superiority for the product will help increase its standing.

Build value in the product by really pushing the numerous bene�ts – 
We’ve covered this in some depth thus far. The idea is simple. Tell them 
why the product will make their life better and you’ll trade in the trust 
you’ve built for a greater sense of value in the product.

Tap into scarcity to drive immediate action – Convince them that they 
will gain something through buying the product now rather than later. 
This is done with bonuses, discounts, and time related benefits for the 
product. If they can improve their life now rather than later, why wait?

Build and spend credibility to maintain trust – The ultimate tool in 
making a sale is credibility.

Your readers are used to being sold things. Most of them will only respond to 
messages directed toward them, with clear benefits embedded in the message and a 
reason to act right away. If you can offer that, you’ll improve your conversions many 
times over.

4 ingredients to push people over the edge
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Creating your first newsletter sequence can be daunting, with all the different types of 
emails and different types of promotions.

Not to mention it can be time-consuming and expensive to develop the content for a 
year-long, high-performing newsletter sequence. I would normally expect to pay at 
least $2000 for a full sequence of 90+ emails.

Plus you have to find the affiliate products to promote, work out what their main 
benefits are, and then word this into your sequence.

Then build yourself a website and create a top-quality free report (or some other bait) 
to entice subscribers.

If all this seems a little daunting for you, I have a solution: You can just let me create 
your entire newsletter + ebook bait + website for you.

Does all this sound too hard?

How to Make Piles of Cash Giving way Free Content
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INTRODUCING AFFILOJETPACK

How to Make Piles of Cash Giving way Free Content

My team and I have spent the better part of the past 18 months developing a system 
that drastically reduces that time and money cost of putting together your 
money-making machine, for both newbie and veteran marketers alike.

It takes all the guesswork out of the process because it just GIVES you the content 
you need for your newsletter, GIVES you the bait you need to attract subscribers, 
and GIVES you a website all set up and ready to start customizing.

(These are the steps where people who try to do my system from scratch often get 
stuck.)
It’s not a PLR package. And I’m not offering you a cloned “turnkey” website with no 
originality (and no chance of succeeding). It is a LOT better than that.

I’ve created AffiloJetPack so that you never again need to worry about all the 
problems that can crop up when building a new site, and you can get to the “good 
part” much sooner.

90+ top quality newsletters
We’ve produced more than 90 newsletters for each niche containing valuable, 
problem solving content. We can even upload them to an autoresponder at the 
push of a button so you don’t even have to copy/paste.

What you’ll get in AffiloJetpack
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Hard and soft-sells of affiliate products built in
Every email in the sequence contains contextually relevant promotions of affiliate 
products. We’ve shaped the content of the newsletters to be highly relevant to the 
products they promote so that readers will be eager to check them out.

Each sequence also includes shorter, harder sells designed to drive click-throughs, 
and these are followed up by reminders in subsequent emails to really drive it home.

Hand-picked affiliate products
For each niche I’ve identified a wide range of quality affiliate products for you to 
promote, so you don’t have to dig around trying to figure out what looks promising. 
For many niches I’ve also found some hard-to-find inhouse affiliate programs that 
aren’t available through affiliate networks. (And I’ve already built these all into your 
newsletter series.)

3 mini-eBooks
For each niche, you’ll receive three mini-ebooks to use as “bait” for your list. The 
books are designed to appeal to a broad audience, and focus on common problems 
and popular interests in the niche.
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eBook graphics and sales pitch
To make your “bait” more enticing, we give you a range of eBook graphics that you 
can use, as well as the exciting bulletpoints you can use in your signup box to “sell” 
your bait, so you don’t even need to write this.

Premium Wordpress theme
We’ve developed a special Wordpress theme called AffiloTheme that comes ready- 
installed on your website. AffiloTheme is the most newbie-friendly theme online 
today, providing easy access changes to your layout, color scheme, fonts, and much 
more without ever having to understand or touch a single line of code.

High-converting squeeze pages
AffiloTheme allows you to generate your own high quality squeeze pages quickly and 
easily with pre-built squeeze page templates. These templates are based on my best 
converting squeeze pages, so if you’ve ever found squeeze pages difficult to make, 
this makes it push button simple!

Build your website in minutes
It doesn’t matter if you’ve never built a website before. You can do it right from inside 
AffiloJetpack, and it just takes a few minutes. You can even purchase a domain name 
from inside AffiloJetpack and we’ll automatically set it up so that it just works. If you 
just want to get  started fast without jumping through hoops and getting things con-
nected, this makes it phenomenally easy.
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Free web hosting for 1 year
Not only can you build your website in just a few clicks, but we’ll take care of the 
hosting for you too. When you use AffiloJetpack hosting you’ll also get all your affiliate 
redirects created automatically, and a custom email address for your domain (e.g, 
info@yourdomain.com).

20 “content cheat sheets”
If you need articles for your website, you really need unique articles for your website. 
So we won’t give you a whole bunch of pre-written articles which you’ll have to 
re-write anyway. Instead we’ll give you “content cheat sheets”, which contain a huge 
amount of research and ideas for creating unique articles.
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These are better than pre-written articles because...

 You can easily shape them to your desired keyword or topic

 They contain so much useful information that even a low-quality writer can  
 make a top-quality article using them. (So it costs you less to get articles 
 written.)

 You can give the same cheat sheet to two different writers and get two 
 completely unique, high-quality articles. This is how I create a lot of content  
 for my authority sites.

 They give the structure for a high-quality article, so that even if you’re not the  
 best writer in the world, you can easily paraphrase your way to a great article.

 You don’t have to worry about duplicate content penalties. Your article will  
 always be 100% unique.

Marketing ideas for each niche
Every niche has it’s own little tricks that work particularly well for driving traffic and 
building links. Inside each niche I give you a bunch of promotion ideas that are 
hugely effective in that niche.

Keyword research for each niche
Whether you’re thinking of promoting your website through free traffic or paid traffic, 
keyword data is an important thing to look at. I’ve got my developers to run a special 
algorithm that finds THOUSANDS of keywords in each niche, and pulls all the impor-
tant data for them, and just downloads it all to a list. This dramatically speeds up 
your keyword research because you can just scan the list to find the best keywords 
for you, rather than running search after search after search in a keyword tool.

¢

¢

¢

¢

¢
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5 niches
You don’t just get one niche to build one of these money-making websites. I’ll give you 
FIVE niches so you can build FIVE websites. Choose from 18 hugely profitable topics, 
including my top 11 niches from earlier in this report.

Can you imagine having FIVE money-making websites just sitting there making you 
money on auto-pilot?
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Newbies
If you’ve never built a website before this is a fantastic solu-
tion for you. AffiloJetpack makes it push-button simple to get 
your website online, and you don’t need to worry about 
making rookie mistakes.

If you want to get it right �rst time, you need A�loJetpack.

Who will get the most out of 
AffiloJetpack?

Intermediate and advanced marketers
You’ll find AffiloJetpack valuable because you already 
know what it costs to develop quality content for your 
websites.

You’re going to be absolutely gobsmacked at how much 
top quality material you get with AffiloJetpack.

It shaves more than 90% o� your start-up costs for a new web-
site.

You’ve tried and failed before
If you’ve tried making money online before but you’ve gotten 
bogged down by the steep learning curve, AffiloJetpack com-
pletely cuts out that learning curve.

You don’t need to learn market research, or how to build a 
website, or how to develop content. And you don’t need to 
risk thousands of dollars creating a newsletter sequence.

I’ll do it all for you, and it’ll cost you much, much, MUCH less.
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See how you can save 90% off the time and 
money involved in creating a new website 
with AffiloJetpack
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The 5 Step Formula for Earning $10,000 Per Month Online

If you’re keen to get a copy of Affilojetpack and start applying these strategies, go here:
http://www.affilorama.com/redirect/ajp

All the best to your success!

P.S. Don’t forget to grab my second free report “How to Make Piles of Cash by Giving Away 
Free Content”. You can download it here.
http://www.affilorama.com/2reports
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