
        
            
                
            
        

    



赚到第一桶网络金

How I Made My First Million on the Internet
 And How You Can Too!
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重要概念
联盟营销（Affiliate Marketing）
联盟营销是透过网络链接代理商品，赚取佣金或介绍费的方式。它利用网络无远弗届的力量，透过利润分享的方式，与网站主建立互惠合作关系，优点在于不用成本与囤货，是网络创业或兼差的最佳模式。联盟营销涵盖了各种网络营销模式，包括博客、论坛、社群、电子报等不同网络营销工具。
联盟计划是从因特网商业化以来就存在的一种营运模式。Amazon.com可说是联盟营销之先驱者，在1995年就推出“联盟计划”（Affiliate Program），提供转介奖金给带来订单的人。Amazonaires.com也因早期就发展此一计划因此获得初期成功，接下来长年经营，被视为是联盟计划的典范。以Amazon为例，申请加入联盟计划会得到一组程序代码，将之置入于自己网站上后，当网页被浏览时会自动带出Amazon广告，读者点该广告连到Amazon下单购买，你就可得到本次消费的某个百分比作为抽成。后来更有业者将联盟营销发展为专业的“网络联盟平台”（Affiliate Network），媒合并管理广告主与转介者之间的关系与交易，例如Commission Junction和Link Share，都是全球知名的联盟营销服务商，两家公司后来分别被美国网络公司ValueClick和日本乐天以高价并购。
联盟营销与Google关键词最大的不同，是可以让会员选择刊登哪些商品广告。虽然Google AdSense可以透过搜寻达到精准的分众效果，把广告投射到真正的潜在客户，但联盟营销的推荐商品本身就受到会员喜爱，更容易达到分众与转介的效果。对会员来说，网站或博客的内容和推荐商品关系愈密切，浏览访客购买的比率就愈高。
近年来Web 2.0与长尾理论的精神不断发酵，在国内外都发展出各种类型的联盟营销，试图透过分享与推荐将网友的涓滴力量汇集成市场蓝海，以下列举国内几家已开始运用联盟营销的网站：
PChome分红网
加盟的商家只要回馈少许利润，就有成千上万的网友帮忙推广商品，包括转贴商品链接、转寄商品信息、发表商品评论，而推广商品的网友除了能获得商家提供的红利点数外，还能将红利点数兑换成现金。买家在分红网不但能经由网友的商品评论文章深入了解各式商品的特性，也能和网友交换意见并确保商品的质量。
博客来AP策略联盟
AP是Affiliate program / Associate program的简称，透过加入的合作伙伴网站协助，将商品或是活动讯息传播出去，接触到更多的消费者，在消费者完成交易后，会以回馈金的方式，提供合作伙伴网站议定的报酬。商品除了图书之外，也有杂志、CD/DVD影音商品和百货用品，其中以书籍的回馈金最高，每笔可得4％，其余商品为2％。
兴奇大联盟
兴奇大联盟是个大型购物网站，里面的商品衣食住行娱乐统统都有，搭配丰富商品的购物网，不管会员的网站和博客主要内容是什么，都很容易找到相关的商品来销售，会员不用进任何货物就可以卖商品赚佣金，对于商品售后服务也不用烦恼，全部交由兴奇大联盟的客服负责。



编辑室报告
收入真会自己来？
其实所谓“自动收入”已经不是新观念了，相关的名词还有“多重收入”、“被动收入”等。从畅销书《富爸爸，穷爸爸》中，就可以大致了解这个观念。富爸爸提出所谓的“资产”：能自己运作，会自动产生收入的方法（自动收入系统），例如创业、投资，或是可以产生版权收入的创作。
更具体来说，富爸爸认为的自动收入包括：1．不需要亲自操作，由别人经营和管理的事业；2．股票（借由涨跌、买进卖出，赚取其中的利益）；3．债券；4．共同基金；5．产生收入的房地产；6．借据（赚取利息）；7．其他有价值、可产生收入、可能增值、流动性好的东西。
但是，世界真有这么美好，自动收入真的这么容易？财经作家王志钧就认为，这听来虽然非常诱人：只要把钱摆在会创造现金的地方，收取孳息即可达到财务自主，却忽略了其中的风险，如资产折旧、市价缩水、租金或股息收益不如预期等。
回头来看，真正的自动收入，还是必须脚踏实地，透过按部就班的经营去获得，不论是投资金融商品、做房地产，还是创业，都要把它当成事业，建立健全的制度，才有可能使其顺利自动运作。即便是“富爸爸”作者清崎，也是透过丰富的创业经验，创立了销售财务课程、教材的教育事业，奠定稳定的收入来源。
至于要选择做什么事业，本期原著作者则认为，网络是比较容易起步的管道，因此网络只是途径，而不是目的。重点不在于靠网络“快速致富”，而是要透过这个强大的营销媒介，运用正确的经营模式，建立起持续成长的事业。至于自动化的收入，则是努力经营之后的结果。
网络相关软硬件普及之后，可以产生自动收入的来源愈发多样，从Homepage、博客，到现在流行的社交网站、微网志等，只要能发表内容，最起码就可以靠网络广告赚得收入。此外，B2B、B2C、网拍、网络直销等经营模式也能创造收入。



 五分钟摘要 




英文
因特网很长一段时间以来，一直被认为是“快速致富”宣传花招的温床。真是可惜，因为网络显然是商业史上威力最强大的营销媒介。如果经营模式运用得当，而不是想要快速致富，你想从无到有建立起网络事业，并使其持续成长为成功的网络企业，这是绝对做得到的。
从过去到现在，经过现实考验的经营模式一直具备5项要素：
1．找出市场
每一家企业都要服务目标市场，你必须知道有谁愿意购买你的解决方案去解决他们问题。
2．开发商品
把你的产品或服务定位成一项解决方案，然后到市场上销售。强调效用，而不是产品功能。
3．导引流量到你的商品
吸引你目标市场中的潜在顾客造访你的网站，接触你的商品。
4．善用后续商品
在顾客向你购买之后，接着就要继续销售更多商品给他们。提供顾客绝佳的后续商品。
5．复制
复制现有的经营模式到其他市场，或是在同一块市场上供应更多的产品。
想要靠网络赚到你的第1个100万，甚至希望以后还能赚到更多个，就要运用上面的蓝图。所有在非在线环境中使用的共通经营和营销原则，同样适用于网络。你会发现，比起你已习惯的方式，网络营销其实更容易、更快速，也更符合成本效益，只是有时要运用略为不同的方式去执行。此外，如果你够厉害还可以在保有自己正职工作的同时，发展网络事业当成额外的收入来源。科技使得许多网络上的作业都可以自动运作，这绝对不是坏事。



 Main Idea 




中文
For all too long now, the Internet has been perceived as the home of the "get rich quick" hucksters. That's unfortunate, because the Internet is clearly the most powerful marketing medium in the history of commerce. If you use the right business model rather than trying to get-rich-quick, it is entirely possible to build from scratch and then continue to grow a successful online enterprise.
The tried and true business model of the real world has always required five components:
1.　Find a Market
Every business serves a target market. You have to know who will pay money for your solution to their problems.
2.　Create an Offer
Position your product or service as a solution and then market that solution. Think benefits, not product features.
3.　Drive Traffic to Your Offer
Get the people who make up your target market to visit your Website and be exposed to your offers.
4.　Exploit the Back-end
Once someone buys something from you, keep selling them more. Make great follow-up offers to customers.
5.　Duplicate
Clone your existing business model into other markets or offer more products to the same market.
To make your first and hopefully subsequent millions on the Internet, use this blueprint. All of the universal business and marketing principles that apply offline are just as applicable online as well. You'll just find that Internet marketing is easier, quicker and more cost-effective than you're used to, and sometimes get executed in slightly different ways. Plus, if you're smart, you can build an online business as an additional source of income while you still hold down your day job. Technology makes lots of things happen on the Internet by autopilot — which can't be a bad thing at all.



导言　概述网络营销　英文
主要观念
网络作为一个商业媒介确实有其独有的特质，而这是因为网络是营销信息类产品的优越工具，不只卖东西是在在线，履行订单也是一样。人在寻求解决方案时，通常会把信息看得比实体产品更重要。如果你能帮大家达成目标，事业就会成功。



支持概念
任何经由网络提供产品或服务的事业，就可以称为“网络事业”。其中有部分产品和服务可能是以有形的方式履行，有些则是以电子的形式。其共通点就是，销售过程大部分是透过网络进行，而非其他方式。
如同实体环境，网络事业所使用的经营模式也有很多种。大体而言，所有模式都可以归类为下列2种类型之一：

 
	如果你开发并拥有产品，那么你的收入来自于销售产品所得的利润，就跟实体环境一模一样。
	如果你从事网络联盟营销，则是借着推销他人的产品赚取佣金。你会转介潜在顾客到他们网站上的销售网页，每有一位顾客购买，你就可以收取一笔酬劳。

大多数人倾向从联盟营销来展开自己的网络事业，因为这种方式比较容易，而且没有成本，因为你要使用的所有工具，费用都已经由开发产品的厂商支付了。从事联盟营销有以下优点：
 
	没有固定成本。
	不必开发产品。
	不必操心交货或退费的问题。
	不必处理付款流程。

事实上，从事联盟营销要能成功，只要当个效率高的信息提供者就行了。你要让消费者注意到那些他们自己找不到的产品，借此赚得介绍费。不需要投资大量创业资金在你的网络事业上，就表示几乎完全没有进入门槛，而且可以在许多不同的产品利基之中做联盟营销。
因此，大多数人都倾向从联盟营销做起。一旦成为能手和专家，许多人接下来就会转而开发产品。要同时游刃于这两种模式之间，也就是一边销售自己的产品，还要推销其他人的产品赚取介绍费，是绝对做得到的。接下来你还可以转型为导师的角色，把你过去的经营方法教给其他人，赚取酬劳。
一般都以为网络上所有信息都是免费的，事实上，任何你想得到的主题，都同时存在免费及需要付费的信息。人在下列状况下，会愿意付费购买信息：
没有时间去找自己需要的数据；
马上就要用到这些信息；
须付费的信息比较齐全或比较有条理；
信息和自己热衷的主题有关。
大家会谈到的另一个议题是“信息营销”，可以简单描述如下：
联盟营销＋电子邮件营销＝信息营销
信息营销就是联盟营销及电子邮件营销的结合。你扮演信息提供者和顾客之间的中间人来创造价值，然后用电子邮件来维系曾经往来过的顾客。你的老顾客数据累积下来就是网络营销人一直挂嘴边的“名单”。要渐进式地介绍新产品和服务给顾客，并按照所促成的生意来赚得佣金，为所有人带来双赢。
可以成功做好联盟营销的4项交易工具是：

 
	有独立域名的网站——让你更能掌握自己经营的事业。你的网站就等于是你推动未来所有网络营销活动的引擎。
	自动回复电子信箱——这是幕后执行程序，主机端是你自己的站台或是网络服务业者。自动回复电子信箱会以你设定的顺序寄发电子邮件，并将你和网站造访者之间的信息流自动化。自动回复电子信箱还可以让你不用自己动手，就能进行跟进联系。
	链接追踪软件——这是另外一种幕后执行的软件包。链接追踪可以记录你的网站流量来源，它能让你多去采用有效的做法，将效果不彰的广告停掉。确实了解你的顾客来源，就可以测试不同的构想，然后将最有效的方式发挥到极致。
	链接遮址与转址软件——会将冗长的网站地址（即“全球资源定位器”的缩写：URL）转换成简短好用的网址。较短的网址对使用者较为便利，因此也比较可能会被点选。让网友更方便点选你缩短后的网址，他们就更可能照你说的去做。

这4项工具的主要技术组件，普遍都可以从网络上透过许多供货商、以各种不同的价格取得。只要学会操作这4项工具，就已经足以着手进行联盟营销，或是在网络上销售你自己的产品。



关键思维
“你无法开创出根本不存在的市场。‘买气冷淡’往往是因为目标市场设定不适当所导致，不论是因为设定的市场过大或过小。如果你没有先进行研究就推出解决方案，也会冒着经营不存在市场的风险。你必须先锁定目标市场、判断市场需求，然后开发或是找出能够满足这些需求的产品。”
“你必须学习商业界获利性最高两项必要技能：撰写文案和营销。如果你具备这两项技能，再加上市场有高度需求，而你又能提供热门的产品或服务，那么这两项技巧一定会带给你梦想不到的财富。当你学会光靠所撰写的文字就赚到钱，再学习一切推广和营销你事业的方法，那么不论景气好坏，你的财务能力一定可以让你放心。”
“做生意，抱持正确心态是很重要的。那么什么是正确的心态？就是要集中注意力在成功的景象上，绝对不要容许脑中出现失败的想法。网络事业跟其他任何事业一样，都需要投入时间和金钱才能成长茁壮。或许在你赚到第1个100万之后，就可以睡晚一点，整天穿着睡衣工作，但是现在你必须开始振作、整好仪容、好好努力。要具备专业人士的心态。”
 谢裕文 



Introduction　Internet Marketing in a Nutshell　中文
Main Idea
The Internet does have some unique qualities as a business medium, but these all come down to the fact that this is a superb vehicle for marketing information products. Not only can you sell things online, you can also deliver them the same way. When people are looking for solutions, they generally value information over physical products. If you help people get things done, you can and will succeed.



Supporting Ideas
An "Internet Business" can be defined as any business that offers products and services for sale over the Internet. Some of those products and services may be delivered in physical format, whereas others are delivered electronically. The common factor is that much of the sales process happens via the Internet rather than by other means.
As in the physical world, there are a large number of business models in use by Internet businesses. By and large, all these models can be classified as being one of two options:

 
	 If you're the product creator and owner, then you make money by having a profit margin on what you sell — exactly the same as in the physical world.
	 If you're an affiliate marketer, you earn commissions by selling some-one else's product. You refer prospective customers to the sales pages on their Website and then get paid a fee for each person who buys.

Most people tend to start their online business building as affiliate marketers because this is easy to do and there are no costs involved — the product creator has already paid for all the tools you end up using. As an affiliate marketer:
 
	 You have no overheads.
	 You don't have to create the product.
	 You don't have to worry about delivery or refunds.
	 You don't have to handle payment processing.

In reality, all you have to do to succeed as an affiliate marketer is to be an efficient information deliverer. You make people aware of offers they otherwise would not have accessed themselves and get paid a finder's fee. The fact that you don't have to invest a lot of start-up capital in your online operation means the entry barriers are nonexistent and you can become an affiliate marketer in any number of different product niches.
For these reasons, most people tend to start as affiliate marketers. Once they become competent at that, many people then move on to become product creators themselves. It's entirely possible to work both sides of the street at the same time — selling your own products and earning a fee for selling other people's products as well. You then might move into a mentoring role teaching others how to do the same things you've done for a fee.
There is a perception that all information on the Internet is free. The reality is that for every subject you can think of, there is a mix of free and paid information available. People will pay for information if:
They don't have time to find what they need themselves.
They need the information immediately.
The information is more comprehensive or better organized.
The information is about a subject they are passionate about.
Another topic that everyone talks about is "information marketing." This is very simple to describe:
Affiliate Marketing + E-mail Marketing = Information Marketing
1nformation marketing is a combination of affiliate marketing and e-mail marketing. You create value by acting as a middleman between the information provider and the customer. You then use e-mail to keep in touch with those who have done business with you in the past. Your past customers make up "the list" online marketers talk about all the time. You progressively introduce people to new products and services and get paid a commission on the amount of business you generate — creating a win/win situation all round.
The four tools of the trade in becoming a successful affiliate marketer are:

 
	 A Website with your own domain name — which gives you more control over what you're doing. Your Website will in effect be the engine that powers all your future online marketing initiatives.
	 An autoresponder — which is a behind-the-scenes software program that is hosted either on your own Website or on that of a service provider. Autoresponders send e-mail messages to people in the sequence you specify and automate the flow of information between you and people who visit your Website. Autoresponders make following up with people hands-free for you.
	 Link-tracking software — another behind-the-scenes software package. Link tracking keeps track of where your Web traffic comes from. It enables you to do more of what works and to stop running ads that are ineffective. By knowing exactly where your customers come from, you can test different ideas and optimize what works best for you.
	Link-cloaking software — takes long Website addresses (which are called URLs, standing for "universal resource locators") and converts them into short and easier to use URLs. Shorter URLs are more user friendly and therefore more likely to get clicked on. By enhancing the convenience for people to click on your shortened URL, you increase the likelihood that people will do what you suggest.

All four of these key technical components are widely available on the Internet from multiple vendors and at all kinds of different price points. If you get competent in these four tools, you have everything you need to get into action as an affiliate marketer or in marketing your own products online.



Key Thoughts
"You cannot create markets where they don't exist. 'Cold' markets always result from improper targeting, whether too broad or too narrow. You also risk running into a nonexistent market if you launch your solution prior to doing your research. You must target the market first, determine its needs, and then either create or locate a product to address those needs."
"You must learn the two most profitable and necessary skills of all time in business: copywriting and marketing. These two skills will surely make you wealthy beyond your dreams when you combine them with a hungry market and in-demand products or services that you can offer. When you learn to move money with the written word alone, and then learn all about promoting and marketing your business, you'll always be able to depend on yourself for financial survival in a good or bad economy."
"Having the right mind-set when you go into business is crucial. So what's the right mind-set? Simply keeping your attention on the image of success, never allowing the thought of failure to enter your mind. Just like any other business, an Internet business will demand your time and financial investment in order to thrive. Maybe once you've made your first million, you can sleep in late and spend the day working in your pyjamas — but right now you need to start getting up, get-ting dressed and getting busy. Have the mind-set of a professional."
 Ewen Chia 



要素1　找出市场　英文
主要观念
简单来说，你的目标市场就是你的潜在客群，也就是市场中有发展性、有获利潜力的利基。唯有找出渴求解决方案、愿意花一部分可支配所得购买那项方案、并且容易接触得到的客群，才有市场可言。



支持概念
要了解到底有没有市场值得你付出必要的时间和努力去服务，可以运用APO公式：

A 爱好——目标市场是否和你个人有兴趣或热衷的事物相关？如果你从事的是自己非常想了解的事，就更有可能成功。如果你选择的利基市场是自己有兴趣的：
 
	你已经相当了解该利基中的客群重视什么、不重视什么；
	你很可能已经掌握了所有最新趋势和业界相关新闻；
	你应该已经在阅读并深入研究所有和你利基有关的专业信息；
	你很有可能了解、也会使用该利基市场中的专业用语；
	你大概也已经知道，和你志趣相关信息的市场需求如何。

要找出其他值得深入评估的潜在利基市场，可以问自己：
我已经在消费的产品有哪些？
最近有哪些新闻可以指出产品需求？
最近读到哪些激发构想的内容？
我的志趣可以分成哪些次市场？
如果已经有人在你的利基中销售产品或信息，形成活络的市场，你应该将他们视作正面的影响，而不是阻碍。如果已经有人在这块市场中销售，你应该也可以起而效尤。通常最好是避免和已经有一席之地的业者硬碰硬，因此你可能要找到不同的市场定位。如果竞争对手诉求的是大众市场，那么提供更优质、更高价的产品，可能就会有机会，反之亦然。
P　获利性——这向来取决于下列这些问题：
该市场中的消费者是否拥有可支配所得？
他们是否愿意花一部分可支配所得在你的商品上？
市场中是否已经有这类产品？
这类产品目前的销售状况如何？
这类产品目前的价位是多少？
如果你找到一块目前没有人服务的市场，其实应该是个警讯，表示可能存在你没注意到的因素，这是和一般人直觉相反的。此外，市场中产品的质量、套装组合等，应该要有各种等级和多样性。现有的市场愈活络，你就愈有机会推出有吸引力的商品。
具获利性的可行市场具有下列明显的迹象：
 
	现有市场中的业者会积极做广告推销他们的商品，这表示他们有赚到钱。
	这块市场上有多样商品在eBay、亚马逊等网站上都很畅销。
	这块市场符合社会的新兴趋势，可以利用trendwatching.com或pulse.ebay.com等网站来追踪这些趋势。
	可以到ezinearticles.com、goarticles.com或articlealley.com等网站，去观察有多少人发表和你目标市场相关的文章。
	可以上adwords.google.com或featuring.com/wtt，去了解和你利基相关的关键词热门的程度。

商机——基本上就是看你的目标市场有多少机会可以运用。如果已经有一席之地的业者正在销售各式各样的产品，这是好事，代表你也可以推出各种不同的套装组合。你甚至还有机会组成合资事业、和现有业者结盟，或是设法销售其他业者产品的配件。
一旦确认自己的市场构想可行，就应该选出前3大最有潜力的市场。大略估算出，适合你的目标市场、能用于你后续销售系统的产品，有多少种可供选择。如果可供选择的套装组合有很多种，那太好了，表示你不必自行开发产品。



Component 1　Find a Market　中文
Main Idea
Simply put, your target market is your potential customer base. It's a viable and potentially profitable niche of the marketplace. A market only exists when you have people who are hungry for a solution, willing to spend part of their disposable income on that solution and easy to reach.



Supporting Ideas
To figure out whether or not a market exists that will be worthy of the time and effort you will need to put in to serve it, use the APO formula:

A　Affinity — Is the target market relating to something you have a personal interest in or passion for? If you do something you personally love learning about, you're more likely to succeed. If you choose a niche market you're interested in:
 
	You'll already have a fair idea what people in that niche value and what they do not.
	You'll most likely already be up with all the latest trends and specialist news items.
	You'll probably already be reading and savoring all of the other specialized information that relates to your niche.
	More than likely, you will know and use the niche market's insider vocabulary.
	You will likely already know what kind of market exists for information about your passion.

To come up with some additional potential niche markets worth assessing in depth, ask yourself:
What products am I already consuming?
What recent news items might suggest product needs?
What have I read about recently that sparked ideas?
What submarkets does my passion break into?
The presence of a vibrant market of people already selling products or information in your niche should be viewed as a distinctly positive factor rather than as a disincentive. If there are already people selling to the marketplace, you should be able to do the same your-self. You don't generally want to go head to head against established players, so you'll probably look at a different position in the marketplace. If they are going for the mass market, there might be an opening to offer a premium product that is priced accordingly or vice versa.
P　Profitability — which is always based on these questions:
Do people in this market have disposable income?
Are they prepared to spend some of that income on this?
Are there already products in this market?
How do they appear to be selling at present?
What kind of price points seem to be used?
Counterintuitively, if you find a market nobody else is serving at present that should be something of a red flag. There may well be a reason for this that you're not aware of. You also want a market where there is a broad range and variation in product quality, pack-ages offered and so forth. The more energetic and active the current market is, the more likely it is that you can come up with some kind of offering that will appeal.
A viable and profitable market will have these telltale signs:
 
	The existing market participants will be actively advertising and promoting what they have to offer. That indicates they are making money.
	Various products from this market will be popular sellers on eBay, Amazon.com and elsewhere.
	The market will be aligned with emerging trends in society, which you can track at trendwatching.com or pulse.ebay.com.
	You can look at how many articles are being developed for your marketplace at ezinearticles.com, goarticles.com or articlealley.com.
	You can see how popular keywords relating to your niche are at adwords.Google.com or featuring.com/wtt.

Opportunity — which essentially looks at how many opportunities there are for you to capitalize on the market you're going after. If the established players sell a variety of products, that's good — it means you can come up with all kinds of different packages. There may even be potential opportunities for you to enter into joint venture deals, partnerships with existing players or to look at selling add-ons to other people's products.
Once you've validated your market ideas, you should select your top three potential markets. Come up with a rough reckoning of how many potential products are available for your market that could fill your own back-end system. If there are lots of potential packages available, that's great. It means you don't have to create your own products.



要素2　开发商品　英文
主要观念
消费者不会购买产品，只会购买解决方案。了解到所要解决的问题之后，接着就要专注于寻找或创造出合适的解决方案。能够在适当的时机、以适当的定价提供这项解决方案，就有了具吸引力的商品。



支持概念
要开发出深具吸引力的网络商品，通常包括2项步骤：

清楚了解到市场存在某种急迫需求之后，就可以着手找出你可以销售哪些其他厂商的现有解决方案（以赚取佣金），或者从头开始研发你自己的解决方案。
从事联盟营销去销售他人的产品有一项好处，就是可以混合搭配不同的产品，你可以提供顾客高阶、低阶的产品，也可以提供其他能带给你经常收入或剩余收益的产品。
寻找产品可以到下列网站：
affiliateprograms.com
associateprograms.com
affiliatefirst.com
clickbank.com
commisionjunction.com
lifetimecommissions.com
切记，要寻找或开发出市场上最适合你未来顾客的解决方案，就必须非常熟悉市面上现有的商品。研究这些产品的销售文案并特别注意以下几点：
销售文宣是否具有吸引力？
产品的效益是否明确而迷人？
是否包括有力的促销方案及行动号召？
产品是否可以方便购得？
联盟营销的佣金如何支付？
所有透过联盟营销促成的生意，是否都会计算业绩？
在投入并正式做联盟营销之前，应该先花时间确认一切都已就绪，而不是事后才做。切记，你也要设计自己的促销方案。当你研究那些产品的销售文宣时，要注意其中哪些效益特别吸引你，或许你得先买该产品作为评估的样本，看看是否有哪些明显的效益或有趣的点，在销售文宣中并没有提到。这种种的研究能够让你发现其他卖点，供你提出更完整、更聚焦的解决方案。幸运的话，你甚至可能设计出直接诉求目标市场的促销方案，效果还胜过制造商的文宣。
在寻找或是开发解决方案的同时，还应该开始吸引潜在顾客的注意，这就牵涉到建立名单，简单来说就是要建立并维系邮寄名单，记载潜在顾客的姓名和电子邮件地址。换句话说，就是要开始和未来要销售产品的对象建立关系。
有几种方式可以做到这一点，不过基本上你应该要扮演信息提供者的角色。要让名单上的人习惯于接收你提供的信息，这样你将来寄产品促销方案给他们的时候，他们就会比较愿意购买你提供的商品。
在这个建立关系的阶段，要寄发什么样的信息都可以，完全看你怎么去发挥想象力。你可以寄给名单上的成员：
 
	和他们所面对的问题有关的免费文章；
	实际展示解决方案的影片；
	免费的报告或白皮书等赠品。

如果你把所有寄发的信息贴到博客上，就有一个可以持续吸引新潜在顾客的地方。假以时日，你博客的贴文会成为预售过程中不可或缺的一部分。
预售之所以有效是因为：
 
	大多数人不会在首次造访某个网站时购买东西——必须造访多次之后才会愿意有所行动。
	消费者通常都不喜欢直接的推销——他们每天都会自动回绝好几百个收到的促销方案。
	在推销之前花时间建立关系，会使潜在顾客相信你在销售之后会持续提供服务——而不是收了钱之后就从此消失无踪。
	可以有较长的时间让促销方式优化并做调整——这会在往后让你的业绩大幅提升。

预售包括3项步骤：
建立许可式导入网页——也就是潜在顾客会看到的第1个网页，要以此来抓住他们的注意力。你的许可式导入网页必须让人知道，加入你的名单，人家进一步了解你之后要说明的问题与其解决方案，对他们有什么好处。
搜集你导入网页造访者的电子邮件地址——方法是在后续提供他们有吸引力又迷人的教育性内容，让造访者有充分而合理的理由加入你的名单。可以提供他们可下载的电子书、软件、某种网络课程等任何有吸引力的素材。简单来说，就是提供有价值的事物换他们的电子邮件地址，并得到未来能和他们联络的许可。
善用自动回复电子信箱——自动寄发你承诺要提供的数据给名单上的成员。自动回复电子信箱是一种管理名单的软件工具，可以让你自动寄发回复信件给名单上的成员，不需要自己一封一封发。你可以在自己的网站上安装自动回复电子信箱的软件，或是利用外部服务厂商（例如monsterresponse.com），这时软件是挂在厂商的网站上。接下来就可以定期寄发后续的文宣给名单上的成员，引导他们浏览你推销产品的促销网页。
要注意的是，你和潜在买家的关系始于你的许可式导入网页，也就是从你请他们提供姓名和电子邮件地址的地方。要成功运用许可式网页，关键就在于网页要简单明了，这样造访者才能清楚了解他们加入后会如何，从而很快决定要或不要。要设计出能有效吸收成员的许可式网页，应该纳入下列要素：
能够吸引注意力的瞩目标题。
明确的条件和说明详尽的后续利益。
行动号召，也就是要对方采取的明确步骤。
显眼的会员申请表。
隐私权及个人资料保密的相关信息。
诱饵，也就是某种有时效性的方案。
简单而吸引人的版面配置。
造访者登录加入你名单之后，接着就会被导引到感谢网页，这是一项很重要的工具，有助于克服事后反悔的情绪。利用感谢网页持续和潜在顾客建立关系。适合纳入感谢网页的元素有：
别出心裁，而不是制式的感谢标题。
更多介绍你自己的信息，也可以放上照片。
更多关于你产品的信息。
你承诺提供的赠品。
推销你的联盟营销产品的信息。
有个好方法可以吸引潜在顾客购买你提供的产品，就是把它和其他更具认知价值的赠品搭配销售。例如，如果你卖的是99美元的产品，就可以免费加赠价值197美元的网络课程。顾客购买99美元的产品又可以多得到197美元的课程，会产生非常好的效果。别忘了，这些方案要有时效性，才能给他们很吸引人的诱因立刻行动。
要建立并维系有响应的许可式电子邮件名单，有7项原则：
一定要立即跟进——立即履行你在许可式网页中承诺的事物。所有要让造访者点选的链接，都要显而易见。
经常和会员保持接触——持续寄发有价值的数据，每星期至少要一次，以维系关系。愈能持续寄发绝佳的内容，就愈容易让会员想起你，并期待再度接到你的信息。
求取适当的平衡——你提供会员的免费信息和搭售产品的宣传数据，两者的比例要适当。一开始每6封电子邮件中包含1封促销方案应该是适当的，在未来可以提高或降低这个比例。
一定要有权威性——把自己定位成相关主题的专家，成为可信赖的优质信息来源。
化解被动——让会员习惯于采取行动。你可以进行调查、寄发要给他们学习的教学影片、设立博客让他们可以和彼此互动，以及举行视频会议等。
要让促销方案热门而新颖——确实透过优质产品带给顾客极高的价值。提供他们绝无仅有、有时效性的方案。
定期整理邮寄名单——移除没有回应或被退信的电子邮件地址。你甚至可以询问比较没有响应的会员，再次确认他们是否还有兴趣接收你的信息。名单之中只留下最有响应的会员，不要让人不堪其扰。



Component 2　Create an Offer　中文
Main Idea
People don't buy products — they only buy solutions. Once you know what problem you're addressing, you then focus on finding or creating the right solution. You have a compelling offer when you can deliver that solution at the right time and priced appropriately.



Supporting Ideas
Creating a powerful online offer usually involves two steps:

Once you get a clear understanding of some pressing market need, you then go out and find someone else's existing solution to sell (for a commission), or else you start developing your own solution from scratch.
The advantage of selling someone else's products as an affiliate is that you can mix and match different products — you can offer your customers a high-end product, a low-end product and perhaps one that will generate recurring or residual income for you.
Some places to look for products are at Websites like:
affiliateprograms.com
associateprograms.com
affiliatefirst.com
clickbank.com
commisionjunction.com
lifetimecommissions.com
Bearing in mind that you're trying to source or create the absolute best solutions available for your future customers, you need to become an expert on what's available. Study the sales copy provided by these products and take careful note of the following:
Whether the sales material is compelling.
If the product's benefits are clear and enticing.
The inclusion of a powerful offer and call to action.
Whether or not the product is easy to buy.
How affiliate commissions will get paid.
Whether you will get credited for all affiliate sales generated.
The time to make sure that everything is in place is before you dive in and sign on as an affiliate, not after. Bear in mind that you'll want to write up your own version of the offer as well. As you study the provided sales materials, take careful note of the benefits that stand out to you. You may want to purchase an evaluation sample of the product yourself and see whether there are some obvious benefits or points of interest that aren't even mentioned in the sales materials provided. All of this research can provide you with additional selling points that will allow you to offer a fuller, more targeted solution. If you're lucky, you may even be able to craft an offer that speaks directly to your target market even better than the vendor's own materials.
While you're sourcing or creating your solution, you should also start capturing the attention of your prospective customers. This is referred to as building your list and it simply means that you want to create and then maintain a mailing list with people's names and e-mail addresses. Put another way, you want to start building a relationship with the people to whom you hope to sell products in the future.
There are several ways to do this, but in essence you want to act as an information provider. You want to get the people on your list to become conditioned to receiving information from you so that when you send them a product offer in the future, they are predisposed to buy what you offer them.
The kind of information you can send out in this relationship building phase is entirely open to your imagination. You can send your mailing list:
 
	Free articles that relate to the problem they are dealing with.
	Videos that show solutions in action.
	Gifts such as free reports or white papers.

If you post whatever you send out on a blog, you then have an ongoing reference point you can use for new people as well. Over time, your blog postings will become an integral part of your presales conditioning process.
Preselling works because:
 
	Most people won't purchase anything the first time they visit a Website — but require several repeat visits before they are prepared to do anything.
	People don't generally like a direct sales approach — they see hundreds of offers every day that they automatically decline.
	By taking the time to build a relationship before the sale, prospective customers are reassured that you will keep following up after the sale — that you won't take their money and then never be heard from again.
	You have the opportunity to optimize and fine-tune what you're doing over an extended period — which will boost your sales further down the track.

The three steps involved in preselling are:
Build your own opt-in landing page — the first page your prospect sees and that you want to capture their attention. Your opt-in landing page needs to sell the benefits of joining your list to learn more about the solution to the problem you will be offering later on.
Collect e-mail addresses of the people who visit your landing page — by offering them follow-up educational materials that are alluring and enticing. Give people very solid and credible reasons to join your mailing list. Offer them an e-book download, a piece of software, some kind of e-course or anything else that would be appealing. In short, offer something of value in exchange for their e-mail addresses and permission to contact them in the future.
Take advantage of autoresponders — to automate the sending out of the promised materials to your list. An autoresponder is a list-management software tool. It allows you to send automatic replies to the people on your list without manually having to send each message. You can install an autoresponder as software on your own site or use an external service that hosts the software on their Website (such as monsterresponse.com). You then send out regular follow-up material to the people on your list, and direct them to your offer page where you sell products.
Note that your relationship with potential buyers starts with your opt-in landing page, where you ask them for their name and e-mail address. The key to making these opt-in pages work is to keep them simple so that people clearly see what they're signing up for and can make a quick yes/no decision. To craft an effective opt-in page, include these elements:
A compelling headline to grab attention.
A clear offer and well explained flow-on benefits.
A call to action — exact steps to take.
A prominent subscription form.
Information about privacy and information confidentiality.
Bait — some kind of time-sensitive offer.
A simple and appealing layout.
Once people sign up to join your subscriber list, they are then directed to a thank-you page. This is an important tool in helping overcome buyer's remorse. Use the thank-you page to continue building your relationship with the prospective purchaser. Good elements to include on thank-you pages:
A specific rather than generic thank-you headline.
More information about yourself, perhaps including pictures.
More background information about your product.
The bonuses you promised.
Information that promotes your affiliate offers.
A good way to get people to buy the product you offer is to bundle it with a bonus that has an even higher perceived value. For example, if you want to sell a $99 product, you could offer a teleclass worth $197 that gets thrown in for free. The fact that they get a $197 product thrown in if they buy a $99 product will work extremely well. Don't forget to also make the offer time sensitive so they become highly motivated to act now.
The seven rules for building and maintaining a responsive opt-in e-mail list are:
Always follow up immediately — deliver whatever you've promised on your opt-in page right away. Make any links they need to click on prominent and obvious.
Follow up with your subscribers frequently — keep sending them valuable stuff at least weekly to build rapport. The more consistently great material you send out, the easier it becomes to stay at the front of their mind and make people look forward to hearing from you.
Hit a good balance — between information you give subscribers for free and sales pitches for paid add-on products. One offer every six e-mails is probably about right as a starting point. You can then adjust this higher or lower as you go along.
Always be authoritative — position yourself as an expert on what you're talking about. Become a trusted source of high quality information.
Eliminate passivity — get your subscribers into the habit of doing things. You can run surveys, send out video tutorials they need to watch, set up a blog and get them to interact with each other, hold teleconferences, etc.
Keep your offers hot and fresh — make sure you're offering incredible value on superior products. Give them time sensitive offers that are not available anywhere else.
Clean up you mailing list regularly — remove dead and bouncing e-mail addresses. You may even ask your less active subscribers to reconfirm that they are still interested in hearing from you. Limit your list to your most responsive people rather than being a nuisance.



要素3　导引流量到你的商品　英文
主要观念
找出对你商品最感兴趣的市场区隔，然后吸引他们造访你的网站，就有机会将他们从访客转为顾客。幸运的是，网络可以让你很方便地做市调。潜在顾客会透过他们搜寻的关键词，自己找上你。



支持概念
在网络界大家都很注重流量，这是因为流量是任何网络事业的生命泉源。一般来说，有愈多人接触到你的商品，销售量应该就会愈高。要创造流量，你只需要了解3项原则：

1．网网相连——所有网站都会和其他网站相连结，形成小型的网络。网友通常会使用下列3种主要方法的其中一种，来找出自己有兴趣的网站：
在搜索引擎输入关键词；
点选文章中的链接或是其他网站上的广告；
口碑推荐。
2．链接会带动流量——所以要吸引更高的流量，就要建立更多链接。可以利用下列方法：
知名网站上的付费广告；
其他网站或拥有名单者的背书；
和新闻组、产品评论及博客等链接。
3．每个市场都有聚集点和次要聚集点——也就是当消费者想到和你相关的主题时，通常会造访的特定市场入口网站。找出你的潜在顾客常造访哪些网站，并善用其中各种广告机会，你就能自然而然创造源源不绝的流量。事实上，和你所能想到的每一个特定市场入口或网站建立连结，是非常理想的方式。每天设法找到一两个可以连结的新网站，你的网站流量就会稳定成长。
和一般人观念相左的是，并非所有网络流量都一样有价值。要做成生意，必须吸引积极寻找你解决方案的人，让他们造访你的网站。你要吸引的是会购买的顾客，不是闲逛的访客。要做到这点，可以到Google等搜索引擎购买按次计费的关键词广告。当有网友键入关键词，显示他在寻找你这类产品时，你的广告就会实时出现在他们面前。然而这并不是创造出目标流量的唯一方法，你还可以：
写文章投稿到产业杂志或工商名录；
发新闻稿说明自己经营的事业；
撰写并发送免费的报告等资料；
参与网络论坛、布告栏等；
成立并经营特定市场的社群；利用社交网站的商机；
发布内含链接的文章。
更具体而言，有14种战术可以用来提升网站流量：
关键词广告——购买曝光机会，当网友在Google、Yahoo！、MSN等搜索引擎搜寻特定关键词时，就会看到你。关键词广告可以让网友看见你的简短广告，有点类似分类广告，就显示在搜寻结果旁边。只有在网友点选广告并连到你的网站时，才需要付费。
横幅或文字链接广告——到已经有高流量的特定市场网站购买广告空间。横幅广告是均一价，你花钱买的是广告时间，而不是广告成效。
电子杂志广告——在网络杂志刊登广告。这时关键就在于要找到和你目标市场密切相关的杂志。
文章营销——你可以写文章交给其他人发表。提供优质而有用的信息，可以让你提升自己的品牌知名度，并让人认识你的商品。发表的文章愈多，你的专家形象就愈鲜明。
市场论坛及社群——找到和你目标市场或利基直接相关的网络讨论区，并积极参与目前的讨论。然后你可以在每一篇贴文下方的签名文件中，放上你的网站等详细信息。
发新闻稿——发给联合供稿服务商。这些内容接着会传送到订阅各种新闻的网络。
刊登分类广告——在craigslist.org、www.sell.com或www.usfreeads.com等网站刊登广告。
利用社交网站的科技——建立你自己和你的事业简介。如果你能制作出吸引人的内容，大家就会上你的网站去进一步了解。
善用有病毒传播效果的影片和播客——用声音或影像格式提供有用的信息来吸引网友注意，接着再鼓励这些人造访你的网站以进一步了解。
借用热门博客的流量——意思是针对某些贴文发表响应或评论，借此吸引读者也上到你的网站看看。
借用亚马逊等知名网站的流量——透过张贴评论、撰写产品评鉴及回答问题等方式。帮大家解决问题，顺带告诉他们可以上哪个网站进一步了解你的相关信息。
利用内容联合供稿技术将博客贴文散播给更多人——利用简易联合供稿系统（RSS），让其他网站可以直接引用你的内容。
撰写免费报告，以期发挥病毒传播的效果——能够在特定社群中一传十、十传百。如果网友读了这份报告也喜欢内容，他们就会登录加入你的邮寄订阅名单，取得往后的更新数据和其他内容。
善用搜索引擎优化——尽可能在搜索引擎的搜寻结果中得到最高排名，又不要对此过于执著。做好所有基本事项以得到较高排名，但如果搜索引擎算法的改变把你从最高排名踢下来，也不必感到烦恼，这是常有的事。
实务上来说，要为网站创造流量，其实只有3种方法：

 
	购买流量指的是利用关键词广告、购买网络杂志广告、在其他知名网站刊登横幅广告，或是付费购买分类广告。
	吸引流量则是指制作内容供他人使用、发新闻稿、参加论坛，以及运用有病毒传播效果的报告和影片。
	借用流量则是指善用其他网站已经创造的流量。方法有：和其他拥有名单者组成合资事业、在流量高的博客张贴评论，或是提供产品给其他业者，让他们在推出重要产品时整合进你的产品。

拟定一份你自己的流量计划，说明要如何吸引访客到你的网站，就是个明智的做法。有些流量是短期的（着眼于立刻带动业绩），而有些流量则是属于比较长期的（为了将来的生意建立关系）。如果你想要一次运用所有战术，可能会落得一事无成，因此在一开始就要谨慎选择。
要拟出真正适合自己的流量计划，先拿张白纸记下以下问题的答案：
我想先运用哪3种免费的方法创造流量？
我想先运用哪一种需付费的方法创造流量？
要实行前4种方法创造流量，要花多少时间？
要实行我所选择的需付费方式创造流量，要花多少钱？
我自己每天可以投入多少时间去创造流量？
我用来创造流量的预算总共有多少？
回答完上述问题之后，接着就可以静下心来，好好拟定务实而可长期运用的计划，吸引访客造访你的网站。先从自己擅长的方式起步，然后再以此为基础逐步扩大。显然，如果资金不充裕，你大概会想先着重在免费的流量创造方法；反之，如果你预算充足，你很可能就会运用需付费的广告快速冲流量。
创造流量的真正关键，常常是少做一点，而不是多做一点。挑选出3到4种看来有效的方式，然后彻底实行，并持续密切观察你的投资报酬率。在做任何新的尝试之前，要先学会熟练运用你一开始选出的这3到4种战术。密切注意购买你商品的顾客是被哪些战术吸引过来，然后多加应用有效的战术。无论如何都不要被冲昏头，以为自己应该多实行几种战术，结果使自己根本无力应付。展开行动，一次只学会熟练运用少数几种战术，追踪并了解其成效优劣，之后再陆续加进更好的新方法。另外别忘了要随时注意你的竞争对手，注意他们采取哪些方式搜集潜在顾客名单，这或许可以提供你一些值得实行的想法。



Component 3　Drive Traffic to Your Offer　中文
Main Idea
Identify the segment of the market that will be most interested in your offer and then get them to visit your Website, where you have the opportunity to convert them from visitors into customers. Fortunately, the Internet makes it easy for you to conduct market research. Potential customers will virtually target themselves for you via the keywords they use for Web searches.



Supporting Ideas
Everyone obsesses over traffic in the online world simply because it's the lifeblood of any online enterprise. The more people who are exposed to your offer, the more sales you should make, all other things being equal. When it comes to generating traffic, there are just three rules you need to know:

1.　Everything is connected — all Websites link to others to form miniature nets. People tend to find Websites they're interested in in one of three main ways:
By entering keywords into a search engine.
By clicking on links in articles or ads on other sites.
By word of mouth referrals.
2.　Links drive traffic — so to get more traffic, create more links. You do this by using:
Paid advertising on well-known sites.
Endorsements from other site and list owners.
Links to newsgroups, product reviews, blogs, etc.
3　Every market has a hub and a minihub — a market-specific portal where people generally go when they think about your subject. Figure out which Websites your prospective customers would typically go to and take advantage of any advertising opportunities that exist there, and you will automatically create a steady stream of traffic. In fact, it's a great idea to form links to every available market-specific portal or Website you can think of. Try to find one or two new sites each day you can add links to, and your own site's traffic will steadily increase.
Contrary to popular wisdom, not all Internet traffic is created equal. In order to make sales, you want people who are actively searching for the solution you offer to come visit your Website. You want buyers, not tire-kickers. This can be achieved by purchasing pay-per-click keywords on search engines like Google. When someone types in a keyword that indicates they're looking for your kind of product, your ad will be presented to them at this very opportune moment. But this isn't the only way to generate targeted traffic. You can also:
Write and submit articles to trade magazines and directories.
Send out press releases talking about what you're doing.
Write and distribute free reports and other materials.
Participate in online forums, bulletin boards, etc.
Make use of social networking opportunities.
Distribute articles with embedded links.
More specifically, there are fourteen tactics you can choose from to boost traffic to your Website:
Pay-Per-Click (PPC) advertising — buy exposure when people search for specific keywords on search engines like Google, Yahoo!, MSN or other places. PPC allows you to present people with short classified-style ads that appear next to their search results. You only get charged when they click on those ads and go to your Website.
Banner or text-link ads — where you buy advertising space on market-specific Websites that already generate lots of traffic. With banner ads, you pay a flat fee for placement of your ad rather than on its performance.
E-zine advertising — place an ad in an online magazine. The key here is to find a magazine that relates closely to your target market.
Article marketing — you can write articles for others to publish. By providing high-quality and useful information, you can enhance your own brand name and generate awareness of what you have to offer. The more articles that get published, the brighter your status as an expert becomes.
Market forums and groups — you find online discussions that pertain directly to your market or niche and become an active participant in the discussions taking place. You can then include details of your own Website in your signature file that appears with each posting.
Send out press releases — to syndication services. These materials then get distributed to the network of Websites that subscribe to the various news feeds.
Run classified advertising campaigns — and place those ads on Websites like craigslist.org, www.sell.com or www.usfreeads.com.
Use social networking technologies — to build a profile for yourself and your business. If you create compelling content, people will then come to your Website for more.
Harness viral video and podcasting — present useful information in audio or video format to draw people's attention. You then encourage those people to visit your Website to learn more.
Ethically steal traffic from popular blogs — meaning you post responses or comments to entries in an attempt to get the readers to also come and visit your Website.
Steal traffic from the big-name sites like amazon.com — by posting comments, writing product reviews and answering questions. Help people out and at the same time mention where they can come visit to learn more about you.
Use content syndication to disseminate your blog postings to a wider audience — take advantage of technology like real simple syndication (RSS) feeds, which allow other sites to pull content directly from yours.
Write free reports that hopefully go viral — that get passed from person to person within a specific community. When people read the report and like it, they sign up to be on your mailing list for future updates and other materials.
Harness search engine optimization — get as high as possible in the search engine rankings without becoming overly obsessed about it. Do all the basic things right in order to get ranked highly, but don't worry if changes to the search engine algorithms knock you from the top spots. That happens all the time.
In practical terms, when it comes to generating traffic for your Website, there are really only three ways to do it:

 
	You buy traffic when you use pay-per-click, buy advertising space in e-zines, run banner ads on other well known Websites or pay for classified advertisements.
	You attract traffic when you generate content others use, send out press releases, participate in forums and use viral reports and videos.
	You ethically steal traffic by leveraging the traffic other sites are already generating. You do this by joint venturing with list owners, by posting comments on high-traffic blogs or by giving other marketers your products to incorporate into their own big product launches.

With this in mind, it makes good sense for you to develop a customized traffic plan to describe how you will drive visitors to your Website. Some traffic will be short-term (focused on driving immediate sales) while other traffic will be more long-term (relationship building in anticipation of future business). If you try to utilize all available tactics at once, you'll likely end up getting nowhere useful at all, so be selective at first.
To come up with your own personalized traffic plan, take a blank sheet of paper and write down the answers to these questions:
What are the top three free traffic methods I want to utilize first?
What one paid traffic method do I want to use first?
How much time will it take to implement these first four methods for generating traffic?
How much money will it take to implement the paid traffic method I've chosen?
How much time can I personally devote each day to generating traffic?
What is my total budget for generating traffic?
Once you've answered these questions, you can sit down and develop a realistic and sustainable plan for getting visitors to come to your Website. Start with what you're already good at and expand from there. Obviously, if your funds are low, you'll probably want to focus on the free traffic methods first. On the other hand, if you have a reasonable budget available, you'll likely use paid advertising to build momentum quickly.
The real key to generating traffic is often to do less, not more. Pick three or four methods that look promising and implement them thoroughly. Keep a close watch on your return on investment. Master those initial three or four tactics before you try anything new. Pay close attention to where the people who buy from you come from and do more of what works. Don't get overwhelmed and think you've got to be doing more than you can handle at any time. Get into action, master a few tactics at a time, monitor and understand your results and then keep on adding new and better methods as you go along. And don't forget to keep an eye on your competition and what they're doing to generate leads. That may provide some very worthwhile hints and clues.



要素4　善用后续商品　英文
主要观念
成功做到第1笔生意之后，就要设法说服顾客购买更多商品。你的带路商品可以吸引顾客上门，但是后续商品才能让你赚得更多。所有成功的经营模式都必须长期持续提供顾客更多后续商品，将顾客的终身价值发挥到最大。



支持概念
如果从来没有见过面，要消费者透过网络和你往来并不容易。假使你能做到这点，实在是相当大的成就。所以如果你不把握机会，继续销售更多商品给现有顾客，就等于白白错过商机。为你的网络事业建立坚实的后续商品，意义就在这里。
要开发出有获利潜力的后续商品，应该：
找出并寻求其他可以提供给顾客的联盟营销方案——也就是你认为他们可能会有兴趣的相关产品。通常你可以每个月向名单上所有成员推销1到2项额外的联盟营销产品，这样不至于会让他们对你们的互动产生反感。
推出可以产生剩余收益的方案——让顾客付月费取得更多优惠方案及资料。如果这项剩余收益方案和他们有兴趣的领域直接相关，就会使你和顾客的关系更具价值。
尝试不同的价位——推出向上销售的选项，搭配比原本方案还更多的独家品项，提供高价产品。你可以视顾客对原有产品的接受程度，考虑提供较低阶的阳春产品，而定价也较低。至于卖得最好的产品，则可以用类似的价格，提供更多后续商品。
大多数网络业者发现，推出后续商品方案的最佳时机，是在初次交易之后不久，也就是大约1个星期左右。看来，要推出后续商品方案，最好是趁他们还注意你的时候。这样你也会有机会顺利将顾客从一项产品转到下一项产品。
如果你的第1个产品促销活动重点，是要让潜在顾客认识你，那么你在销售附加产品时，重点就摆在加强彼此的关系。每一项促销活动都必须考虑再三，并且要互相整合。至于后续产品，则应该带给顾客更高的信息价值。别忘了，你还可以应用多媒体，如果你原来的产品只有单一形式，后续产品则可以用完全不同的形式。有非常多种可能性值得你好好考虑。



关键思维
“要勇于投入资金在自己的事业上！许多新手的共通毛病是，在营销上没有尽心。他们在见到具体成效之前，并不愿意投资任何经营工具。问题是，除非你认真经营自己的事业，否则你永远无法得知目标市场真正的获利潜力。每个月花个40到50美元，就可以取得一切所需的工具。”
 谢裕文 



Component 4　Exploit the Back-end　中文
Main Idea
Once you succeed in making an initial sale, you then try to persuade the customer to buy more. Your lead offer gets them in the door, but the back-end is where you stand to make much more. All successful business models require that you maximize the lifetime value of customers by continuing to give them more back-end offers over time.



Supporting Ideas
It's hard to get people to do business with you online if they've never met you in person. That's quite an accomplishment if you can pull it off, so you're leaving money on the table if you don't take advantage of this opportunity to sell your existing customers more stuff as you go along. This is what it means to build a good solid back-end for your online business.
To create a profitable back-end:
Identify and source additional affiliate programs you can offer your customers — related products you believe they might be interested in. You can usually offer everyone on your list one or two additional affiliate products each month without them feeling bad about the interactions.
Set up a residual program — where customers pay a monthly membership fee to be provided with more programs and materials in the future. If the residual program is directly related to their field of interest, this will add value to your association with your customers.
Try different price points — offer an upsell option for a higher-priced product that has more exclusive components than your original offer. Depending on how those original products are received, you might then offer a low-end bare bones product that is priced accordingly. Depending on which products sell best, you can then target more follow-on offers at comparable price points.
Most online marketers have found that it's best to make follow-up offers reasonably soon after the initial sale — within a week or so. It seems best to make the offer for follow up products while you still have their attention. You also then have the opportunity to smoothly help customers make the transition from one product to the next.
If the emphasis of your first product campaign was to help prospective customers get to know you, then when you sell add-on products you're attempting to deepen the relationship. Each campaign needs to be well thought out and integrate together. For subsequent products, you might want to deliver even more informational value. Bear in mind that you can also introduce a multimedia factor — if your original product was in one format, follow-on products might be in entirely different formats. There genuinely are lots of possibilities to consider.



Key Thoughts
"Don't be afraid to spend some money on your business! One common thing a lot of newbies do is play for a while at marketing. They don't want to invest in any business tools until they think they've got a sure thing. The problem is that you'll never know the real profit potential of your market until you're taking your business seriously. You can grab all the tools you need for $40-$50 a month."
 Ewen Chia 



要素5　复制　英文
主要观念
在目前的事业稳定了之后，就要运用网络上现有的工具让它自动运作。接着针对全新的潜在客群，寻找有待解决的新问题。这样一来，你就可以涉足更多市场，开辟多重收入来源，这些来源一结合，有可能达到营业额数百万美元的水平。



支持概念
成功建立起网络事业并展开营运之后，接下来就该开始复制你自己的成功模式。让既有的业务自动运作，然后一再重复以下1到4的步骤：
寻找新的市场利基；
密切锁定该利基开发商品及解决方案；
把市场上的流量引导到你的商品；
开发后续商品，让你从现有的业务中创造额外收入。
在你思考这些事情时，必须回答几个台面上的问题：
 
	是要进入密切相关但区隔不同的市场，还是应该从已经熟悉的市场，转换到完全不同的市场？
	未来可以锁定哪些最具获利潜力的市场？
	是要在新市场销售同类型的产品（或许是电子书），还是要尝试销售完全不同的商品（例如软件、影片或实体产品）？
	在第一次经营时曾碰到哪些障碍是这次要排除的？
	自己曾获得哪些专业知识和能力，有助于使新事业发展更顺利？
	我愿意从现有获利中拿出多少比例做投资，创造第2个收入来源？

如果你的第1个事业是从事联盟营销，那么你很可能会想转向开发产品，开辟你的第2个收入来源。这样做至少有2大好处：其一，你可以把新产品作为现有业务的后续商品；另一个好处则是，你可以透过现有顾客的反应，了解到他们会愿意购买什么样的产品。从现有顾客身上寻求新构想，有机会使你开发出获利潜力高的商品。除此之外，你的现有顾客还会在你提供他们新产品之前，有意愿购买。
只要结合3项基本要素，要开发新产品应该不难，这3项要素分别是：

在每一个领域内，都有各式各样的内容可以整合，例如：
Acrobat文件格式的文件；
访问录音；
播客订阅服务；
教学影片；
软件（通常是供在线下载的程序）；
自创内容的转售权及自有品牌商标权；
报告或白皮书；
在线课程、视讯或网络研讨会；
免费或需付费的会员网页；
免费或需付费的博客。
你可以独力开发自己的网络产品，或是和合资事业伙伴合力开发。结合多种产品组合会是不错的方法，这样就能视情况混合搭配3项要素。如果你还能灵活搭配各种媒体，同时以书籍、CD和影片的格式推出产品，就可以提升整体的认知价值。
要真正加速成功，还必须建立属于自己的联盟营销方案，让其他人为你销售产品。或者也可以在现有的销售管道中，放上加入联盟营销的选项，将现有顾客转变成联盟营销的一员。要建立属于自己的联盟营销方案，必须准备好以下事项：
新的域名——特别为你的新网络产品所设立。
现成的新产品促销网页——趁着新联盟成员热度还很高的时候，让他们输入个人资料并立即开始行动。
许可式网页——联盟成员可以借此获得潜在顾客名单，并建立自己后续要跟进的名单。
独立的联盟成员申请网页——让成员可以从这里起步，打好基础。
促销方案的所有要素——你的主要产品、后续商品方案、用以获得潜在顾客名单的免费赠品、仅此一次的方案、向上销售商品等。在开始吸收联盟成员之前，必须先决定好完整的产品结构。
提供联盟成员激励奖金的相关细节——说明初次销售、后续销售、向上销售等销售业绩的计算方式。你提供的佣金架构愈大方，当然就会给联盟成员愈高的诱因。根据经验法则，大多数联盟成员会希望所促成的每一笔销售，至少能有50％的佣金。
追踪及处理付款流程的方法——包括付给联盟成员的佣金在内。Clickbank（www.clickbank.com）已经建置一套联盟营销方案，很适合用在这方面。另外还有几家服务供货商，值得你研究和尝试。
既然你的联盟成员都有自己的事要忙，那么就有必要提供他们联盟营销的工具组，纳入推销你产品所需的工具。在这个工具组里可以加入各式各样的内容，例如：
横幅广告样本，让他们可以直接剪贴使用；
可供他们使用的电子邮件模板；
专门用来刊登在网络杂志的广告；
现成的分类广告；
建议用在关键词广告的关键词；
可以改名称再寄给他们名单成员的报告；
他们可能会用到的图标及图片；
建议用于Google关键词广告等处的文字链接。
如果你把各种用来宣传自己网站的文宣，原封不动提供给联盟成员，就可以让他们轻松起步。你可以把所有文宣都放在自己的网站上供人下载，让他们可以在需要的时候取用。你也可以加上一些链接，连往他们会用上的其他资源。
目前市面上有各种各样的工具，可以让你的网络事业完全自动运作。你所要进行的一切事务，都可以自动运作，例如：
 
	你可以把取得潜在顾客、销售、后续跟进、交货以及联盟成员登录等事务，完全交由自动回复电子信箱负责。
	只要运用Clickbank等服务商，联盟的付款流程和管理都不需要你亲自处理就可以完成。
	你可以建立好联盟营销的连结，自动导引潜在顾客，从初次销售、仅此一次的方案、后续升级商品销售，一路到搭售产品的销售。只要一次设计好所有文宣，再让各种文宣一个接一个发送出去，不需要你亲自操作，就能持续带来源源不绝的新顾客。
	如果你拥有产品，就可以将你的顾客变为联盟营销成员，不需要你花力气去经营，就可以让他们创造大量流量。

不可否认地，这种种工具多少都会出现一些毛病，你必须做好管理，让它们运作顺畅，但是你大多数的时间还是可以用来开发更多收入来源。你会接触到各式各样的可能性，也会有许多机会可以将获利转投资于其他网络事业。这是非常美好的境界，因为有了多重来源带来的稳定收入，你将能掌握自己的命运，人生充满无尽的可能。



关键思维
“在网络上要真正赚到钱，不能只靠一项业务。那么你听说过的那些大师和联盟营销超级业务又是如何？他们赚大钱都不是只靠一项产品或一种经营模式。丰硕的利润来自于多重收入来源。现在，到处都有赚钱的机会，只要你发挥想象力就可以赚到钱。任何东西几乎都可以用来赚钱。你可以从现有流量中挤出的收入，绝对超过你的想象。”
“经营网络事业要能成功，必须要专注、投入以及持续行动，还要有周全的规划。你需要有市场、商品促销方案、目标流量，以及有获利潜力的后续销售系统。你还必须学会测试各种方案，并追踪其成效。你必须愿意去了解哪些方式有效、哪些无效，才有办法提升获利。即便只是在文案、促销方案或是流量来源上的些微调整，都可能大大影响你的获利。只要你提供的是大家真正想要、并且愿意付费的产品或服务，你就能赚到最多财富。因此，要去找出消费者真正想要什么，以及他们愿意付钱购买什么，而答案俯拾皆是，不论在网络上还是在现实环境中都一样。”
 谢裕文 



Component 5　Duplicate　中文
Main Idea
After you've established your current business, you then put it on autopilot using the technologies available on the Internet. You then hunt down new problems to solve for a fresh group of potential customers. In this way, you enter more and more markets and set up multiple streams of income that, when combined, can result in multi-million-dollar turnover levels.



Supporting Ideas
Once you get one successful online business up and operating, it's then time to start cloning yourself. Put your existing business on autopilot and repeat steps 1-4 over and over:
Look for new market niches.
Create an offer and solution that is targeted precisely to that niche.
Drive market traffic to your offer.
Build a back-end that will generate additional revenue from the business that you do.
As you think about this, some obvious questions will need to be answered:
 
	Do I want to move into a closely related but separate market, or should I go after a radically different market from the one I already know?
	What would be the most profitable markets for me to target in the future?
	Do I want to sell the same type of products in this new market (perhaps e-books) or do I now want to try selling something entirely different (like software, videos or physical goods)?
	What specific obstacles did I encounter the first time around that I'd like to eliminate this time?
	What know-how and expertise have I gained that can help me make my new business do even better?
	What proportion of my current profits am I willing to invest in getting a second income stream flowing?

If your first business was set up on the basis of acting as an affiliate, more than likely you will look at moving into product creation as the way to develop a second income stream. This will have at least two big advantages. For one, you will be able to offer your new product to the back-end of your existing business. The other advantage is that you can use feedback from your existing customers to help you find out what products they would be willing to buy. By surveying your existing customer base for ideas, you'll hopefully develop something that will be highly profitable. In addition, your existing customers will be presold on your product even before you offer it to them.
Creating your new product shouldn't be hard. It's just a matter of putting together three basic components:

In each of these areas, there are all kinds of materials you can incorporate:
Printed materials in Acrobat format;
Audio interviews;
Podcast feeds;
Video tutorials;
Software (usually online script programs);
Resale rights and private-label rights for your materials;
Reports or white papers;
E-classes, teleseminars, webinars;
Membership sites — free or paid;
Blogs — free or paid;
You can create your online products by yourself or in association with joint venture partners. It makes sense to put together modules that can then be mixed and matched to make up your three components as required. If you mix your media astutely and offer your product as a book, as a CD and as a video, you enhance the overall perception of value.
To really supercharge your success, you also want to set up your own affiliate program and get other people selling your products for you. Or you may be able to turn your existing customers into affiliates by integrating a sign-up option right into your existing sales funnel. In order for you to set up your own affiliate program, you'll need to have in place:
A new domain name — set up specifically for your new online product.
A ready made sales page for your product — so new affiliates can plug in their details and get into action immediately while their enthusiasm is high.
An opt-in page — which affiliates can use to capture leads and build their own lists for future follow up.
A separate sign-up page for your affiliates — which lets them get started and properly set up.
All the components of your offer — your main product, back-end offers, free bonuses that can be used to generate leads, one time offers, upsells and so forth. You'll need to decide on your complete product architecture in advance of getting affiliates.
Details about the incentive commissions you're offering your affiliates — for all levels of sales: front-end, back-end, upsells, etc. Naturally, the more generous your commission structure, the greater the motivation you create for your affiliates. As a rule of thumb, most affiliates will be looking for at least 50 percent com-missions on any sales generated.
Some way to track and handle payment processing — including paying your affiliates their commission. Clickbank (www.click-bank.com) has a ready made affiliate program that is ideal for this purpose. There are also several other services you should research and try.
Since your affiliates will be busy doing their own thing, it makes good sense to provide them with an affiliate toolkit that includes everything they will require to promote your product. Into that toolkit you can put all kinds of materials:
Sample banner ads they can cut and paste;
Templates of e-mails they can use;
Standalone ads they can run in e-zines;
Classified ads ready to go;
Suggested keywords for pay-per-click ads;
Reports they can rebrand and give away to their lists;
Graphics and images they might require;
Text-link ad suggestions for Google AdWords and such;
If you give affiliates all the same kinds of promotional materials you would use to promote your own site, you make it easy for them to get started. You can make all these materials available for download from your Website so they can access them as required. You can also include links to other resources that they will find useful.
A wide variety of tools are readily available that will allow you to completely automate your online business. Everything you want to do can be automated:
 
	You can use autoresponders to completely run your lead capture, sales, follow-up, product delivery and affiliate sign-up business functions.
	By utilizing a service provider like Clickbank, affiliate payment processing and management can be handled without any hands-on involvement from you.
	Your affiliate links can be in place, automatically driving potential customers through your front-end, one time offers, back-end upgrades and add-on product sales funnel. This will be a case of developing these materials once and then letting them be delivered seamlessly to an ongoing stream of new customers without you needing to be involved.
	As a product owner, you can turn your customers into affiliates and let them generate massive amounts of traffic hands-free from your perspective.

Admittedly, glitches will crop up from time to time with all these tools and you'll need to manage these tools and keep them operating smoothly, but the majority of your time can be dedicated to developing still more additional revenue streams. All kinds of possibilities will come into focus, and there will be lots of opportunities to reinvest in additional online businesses. This is a great position to be in because with a steady income derived from multiple sources, you become captain of your own ship. The sky is the limit.



Key Thoughts
"When it comes to making real money online, there's no such thing as a one-trick pony. The gurus and super affiliates you hear about? They aren't raking in that money off of just one product or one sales model. The big profits come from having multiple revenue streams. Now, money-making opportunities are everywhere, and all you have to do is use your imagination. Almost anything can be monetized. You can squeeze way more revenue out of your existing traffic than you realize."
"Running your own successful Internet business requires focus, commitment, and consistent action. It requires having a solid plan. You need a market, an offer, targeted traffic, and a profitable back-end sys-tem. You must also learn to test your offers and track your results. Improvements to your bottom line will be made only inasmuch as you are willing to learn what works and what doesn't. Even small changes in your copy, your offer, or your sources of traffic can have significant impact on your profits. You'll make the most money when you pro-vide a product or service that people truly want and are willing to pay for. So find out what people want and what they're willing to pay for — the answers are everywhere, online and offline."
 Ewen Chia 
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