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Module 1.

Why Live Stream 



LIVE STREAMIG
Don’t & Don’ts

This list of “Do’s and Don’ts” Is designed to give you a quick lesson in live streaming 
etiquette.  Practicing the do’s and avoiding the don’ts will quickly help you gain friends 
and followers on your desired live streaming platform. 

• Do greet the broadcaster

• Do remind the audience to 

give hearts

• Do remind the audience to 

give heart resets

• Do join in the conversation 

• Do take notes for the room

• Do exercise your right to 

block people

• Do give hearts during 

replays

• Do communicate outside of 

Periscope if there is a 

connection

• Don’t promote yourself in 

another broadcaster’s scope 

unless it is Promote Your 

Scope 

• Don’t be rude to other 

audience members

• Don’t be rude to the 

broadcaster

• Don’t get drunk and 

Periscope 

• Don’t publicly bash another 

broadcaster 

• Don’t belittle your audience 

members



Ready. Set. Stream
G e t t i n g  O v e r  T h e  F e a r  O f  L i v e  S t r e a m i n g



mobile video 
consumption 

rises 100% every 
year.

I know that pushing that little red button can seem like a 

daunting task.  But let’s face it, live streaming is not just the 

wave of the feature it the wave of right now. With this guide we 

are going to help you feel a little more comfortable with live 

streaming. 

Benefits

Reduces costs    Increases revenues     Quickly increase a brands 
know like and trust factor     Improve customer service

In 2016 video ad 
spending reached 
somewhere in the 

neighborhood 
of $5.4 

Billion according 
to Break Media

80% of online 
shoppers would 

rather watch live 
video from a brand 
than read a blog, 

LOOK AT THE NUMBERS

Before you go live the first 
thing you want to do is pick 
a topic. When there are a 
million and one things 
under the sun narrowing 
down a live streaming topic 
may seem next to 
impossible. But I promise 
it’s not. Before you push 
that red button take a little 
time to answer the 
questions in step 1.

Step 1. Answer these quick questions to 

help you narrow down your topic. 
1. What is the reason you want to 

livestream. 
1. Professional: I want to bring 

visibility to my company, trade or 
brand

2. Informative: I want to bring 
awareness to a cause 

3. Personal: I want to make friends 
and be popular in hopes to 
become a influencer

2. What type of brand/business do you 
have or who/ what type of person are 
you?

3. What is it that you like about your 
brand, cause or you?

4. How does it (your answer to number 3.) 
benefit the people?

5. What do you want people to know your 
brand, cause or you?

P r o  T i p :   Pick a topic 

and stick to it. Once you start 
to create your content it will be 
tempting to switch topics right 
in the middle. Trust me 
bouncing around from topic to 
topic will only stress you out!!

http://www.insivia.com/50-must-know-stats-about-video-marketing-2016/
http://www.insivia.com/50-must-know-stats-about-video-marketing-2016/


Now take the answers from question 5 and use it as your topic

Step 3. Do a little bit 

of light research on 
your topic.  A bit of 
light research has never 
hurt anybody.  The 
purpose of doing a 
little research is to 
make sure that your 
information is up to 
date and accurate.  You 
definitely don’t want to 
give out any 
information that’s not 
true or out of date.  
Researching a topic 
that you’re already 
versed in will not take 
long at all and you will 
probably enjoy it.  

used to hearing your voice. You also want to 
get use to feeling like you are talking to 
yourself.  

Step 2. Now that you know your topic write down 5 key points

1.____________________________________________
2.____________________________________________
3.____________________________________________
4.____________________________________________
5.____________________________________________ 
Get familiar with these points and feel comfortable talking about 
them.  

Now take the answers from question 5 and use it as your topic.

Step 4. Get use to talking with out hearing 

a response. At first it may feel like you’re talking 
to yourself, but trust me, you wont come off 
that way while your stream. 
Pro Tip: A quick way to get over the awkward feeling of talking 

to yourself is by reading the comments aloud before your respond 
to them. 

Step 5. It’s time to set the scene. Your back grown 
is not the most important thing when it comes to 
live streaming whoever it still matters.  A cluttered 
or junky back ground may be a distraction to your 
viewers and it will hurt your credibility. There is no 
need to turn into Mr. Clean and spend 3 hours 
cleaning you house. Lol. However you should take 
a second to make sure that there’s not a huge pile 
of laundry or a sink full of dirty dishes behind you.   

Example: 
1. The reason I want to scope it to (b) inform. I want to bring awareness 

to International Carrot day. 
2. International Carrot day is a day for everyone to get together and 

celebrate the health benefits of eating carrots
3. I love carrots because they are delicious, good for you and come in 

several verities
4. Will add color and variety to your meal by making it healthy and can 

be used as a replacement for some ingredients in many recipes 
5. How and why they should eat carrots  

“The only cure for Self-
consciousness is experience
– unknown 



Step 6. Hit the red button. Its go time baby! Before you 

officially start streaming it’s a good idea to read over your key 
points and then take a glance over the “Live streaming do’s and 
don’ts”. The most important thing to remember about live 
streaming is to relax and be yourself. Stay calm and don’t rush. 
Remember your viewers are tuning in to see you. It’s your show, 
and your content so take your time. Once you are live and 
people start to roll in say hi and keep calm. If you feel yourself 
getting lost take a look at your key points. They are there as a 
guide to keep you on track. If you mess up laugh it off and keep 
going. A mistake here and there will help to make you and your 
band seem more human.  

How to deal with tolls 

Before you go…
“If You A’int

Got No 
Haters You 

A’int
Poppin“ 

– Rick Richie

When someone trolls you try to look at it 
in a positive way. An active troll equals 
engagement, and that means someone is 
watching and listening. So don’t let those 
haters stop you. Here are a few options 
that may come in handy when a troll 
rears it’s ugly little head. 

When it comes to dealing with trolls you can:
1. Ignore them. Their whole goal is to take you off your game or 

take over your live stream don’t let them win.  I think of trolls 
like bad children.  If you ignore them when they throw a fit 
they’ll stop.

2. Laugh at them. Noting disarms anger faster than joy.  Give 
them a little laugh and keep on giving your content. 

3. Block them. Most live streaming apps give you the option to 
block trolls.  It’s always a good idea to use that feature. 
Understand you don’t have to tolerate disrespect from anyone. 

4. Respond.  I only recommend responding to a troll if you have a 
thick skin.  Most of the time responding to them will only give 
them energy and they will keep going for sure.  If I respond 
most of the time it’s followed by a membership to the



TOOLS
Tools Of The Trade 

Branded/ Custom link creator 
Bitly – watch this video on how to use them. You can use the free version for now
Payment Processor : I recommend  stripe and paypal. People are familiar with them and the cost of doing 
business is less with them. 
Stripe 
Paypal
Square 
Cash

Digital Content Distributor: I use All of These 
Gumroad
Viemo
Eggdrp
Dropbox
Google Drive

Landing Pages: Choose any of the following  Softwares. These will help you sale products, services, and 
bookings much faster than a traditional website. Also If you don’t have a website this is a less expensive 
alternative.  *LeadPages is My Favorite or Store.
Leadpages ( use my affiliate link please: 
Instapage
Thrivepage ( only works with wordpress)
Sendlane
Shopify
Amazon
Bigcommerce
Etsy

Choose any of the auto responder/ CRM systems. I think Mail Chimp & Convert Kit are the easiest to use and 
get started with. 
Mail Chimp
Aweber
Infusion Soft
Converter Kit 
Constant Contact 
Mailer Lite 

You do not have to use any of these tools at all. If you over tools and apps you enjoy more please utilize those. 
Graphic & Design Tools 

Canva
Word Swag 
Pic Monkey 
Power Point & Adobe 
VideoShoppe
Any Basic Movie Maker or Editor for Video



Module 2 
Building A Targeted Audience



Archetype Guide
Who Is My Ideal Customer 

What's your person’s name ?  (Imagine a potential client in front of you, what is their name? )

__________________________________________________________________________________

What is the age range of your potential clients ? (18-23) (28-59)

__________________________________________________________________________________

What is their marital status ? 

__________________________________________________________________________________

What’s their education level? 
__________________________________________________________________________________

What are their hobbies & Favorite TV shows? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

What music do they listen to?  (genre, band, artist, etc..)

__________________________________________________________________________________

__________________________________________________________________________________

What do they do for a living? 
__________________________________________________________________________________

Archetypes are 1-person samples (real or fictitious) of the “typical” 
customer. Answering these questions will help you discover who your 
Archetype customer is. 



Target Market is a group of customers a business has decided to aim 

its marketing efforts and ultimately its merchandise towards.

How old is your average 
audience member ? 
(choose an age range)

________________
________________

Are they Single , 
Married, or Divorced? 

________________
________________

Male or Female? (can be 
a combination of both ?

________________
________________

Targeting 101
Who Am I Talking To?

What is their household income? 
______________________________________________________________________

What do they do in their spare time? 
______________________________________________________________________

What are their goals and values ?  

_____________________________________________________________
_____________________________________________________________

What TV shows do they watch? 
______________________________________________________________________

What do they read? 
______________________________________________________________________

What type of music do they listen to? 
______________________________________________________________________

Do They work  our?  If so, what fitness activities do they participate in? 
______________________________________________________________________



Power Bio



Keys to a Power Photo

Start with a quality 

photo.
Make Sure the Photos isn’t blurry, 
dark, or low resolution.
Believe me when I say there are not 
any apps or tools than can save you 
from a bad photo.  Therefore if you 

don’t have one on hand take one. 

Pro Tip: Shoot in Continuous mode 

and use a cool editor like VSCO CAM. 
You can get it in the App store or Play 
store for the Free99 

Be Consistent
Make sure your Profile Pic is 
consistent across your 
platforms. Once you find a 
photo that   works try to stick 
with it. Sometimes this is tough 
to do, If you can’t find the same 
photos try to make sure you 
keep the same hair color/style, 
possibly lip color, scenery, etc.. 
Don’t change the photo every 
few days or even every month. 
Try to make it as easy as 
possible for people to find you.

Be Conscious of Formats and Dimension
Resize your image for the different social media platforms. 
Instagram profile pics are 110x110

Good examples 

Bad Examples 



Keys to a Power Bio 

Tell us who you are? 
What do you do? How Do You Offer Value To Others? What are your special 
skills? Are you an expert at something? Are you a mom or dad? Tell us who you 
are 

Pro Tip: Do you have a hashtag 

that is used specifically for your 

website, movement, cause, or 

company? If so add it here. This will 

make it easier for your audience to 

identify you as well. If you have a # 

tell people to use it when they want 

to grab your attention 

Tell Us How to Contact You

Add your text or email to your bio 

Add an offer or link to a lead magnet to 
your bio 

Click the box that allows your profile to 
show up under “suggested similar 
profiles”

So Lets Create a Power Bio! You Need These on 
Every Single Social Media Profiles

Here is a guide to 

creating your Power Bio.
It's Braggadocios . At least one 
amazing feat in your personal or 
professional life
It’s Informative. One professional 
description or description of special 
skill
It’s Exciting. One word that is not 
boring.
It’s Targeted. One niche descriptor.
It’s Connective. One hobby, something 
you love
It’s Intriguing. One interesting fact or 
feature about yourself.
It’s Integrated. Connects to your 
website, landing page, affiliate link. 
etc..



What platforms do you plan to live stream on
__________________________________________________________

How many times per week do I want to broadcast? (List 3 if Applicable )
1.________________________________________________________________
__________________________________________________

What times of the day are my audience  these platforms? 
1.________________________________________________________________
2.________________________________________________________________
3.________________________________________________________________

Can I find a 30-60 min block of time  in my day during any of the times my 
audience members are online? 
_________________________________________________________________
_________________________________________________________________

Are there any broadcasters that I can Network with that would be on during a 
competing time? (who are they , what day & time do they broadcast?) 
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

What day or days of the week can I for sure make it online to broadcast?   
._________________________________________________________________
_________________________________________________________________
_________________________________________________.________________

Write down the days of the week and times of day you will broadcast. This is 
your schedule
._________________________________________________________________
_________________________________________________________________
_________________________________________________.________________
_________________________________________________________________
_________________________________________________________________

PRESS PLAY
Broad Casting Schedule



MODULE 3
FINDING AND CREATING CONTENT
AND PRODUCTS OUR AUDIENCE WILL BY 



Click the Link to launch the Content Creation 101 video 

Content Ideas
•

• Behind the Scenes 
• Before and After
• Tutorials 
• Thoughts and Insights
• Step by Step Instructions 
• Fun at Work 
• Get to Know Me
• Life Experience
• Hot Topics
• Current Events 
• Educational 
• Beauty & Hair 
• Surveys
• Pre-release
• Q&As 
• Games
• Shopping Trips
• Sunrise and Sunsets
• Meet My Family 
• Get to know you More 
• Ask Me Anything 
• Cooking
• Single Life
• Married Life
• Mom Life

• Dad Life
• Previews & Sneak peaks 
• Product Demo 
• Product Tour/Showcase
• Charity
• Interviews
• Fitness
• Free Advice 
• Travel
• Daily or Weekly Show
• Dance Party
• Tour ( of venue, area, city, building ) 
• Quote of the day 
• Motivation & Inspiration
• Politics & Religion
• Sports
• Biz & Technology
• Reviews ( product, service, books, movies) 
• Celebration (anniversaries, episodes 

milestones, birthdays, etc...)
• Creative Stuff (drawing, art, singing, music) 
• Ask the Audience for Help Selecting, Creating, 

or Deciding

Click this link to go to the Content is Cash video

https://dl.dropboxusercontent.com/u/92565745/Content%20101/C

ontent%3DCash...%20Lets%20Make%20Some%20Money.m4v

https://dl.dropboxusercontent.com/u/92565745/Content%20101/Steps%20to%20Devel
oping%20a%20Large%20Amount%20of%20Original%20Content.m4v

#1: Google Alerts
Use Google Alerts to get notifications of your important keywords. Mari also explains 
how to use Google Alerts for reputation management with vanity searches.

#2: Mobile
Flipboard and Pulse are two mobile apps Mari mentions in this video. And she explains 
why using mobile apps makes it easy for you to curate content on social media.

#4: Twitter Lists
You can create Twitter Lists to curate information from people who consistently share 
great content on Twitter.

Here are 3 great places to locate 
industry specific content 

https://dl.dropboxusercontent.com/u/92565745/Content 101/Content%3DCash... Lets Make Some Money.m4v
https://dl.dropboxusercontent.com/u/92565745/Content 101/Steps to Developing a Large Amount of Original Content.m4v


BRAIN STORM
P r o d u c t  I d e a s  

What is your Industry? 
______________________________________________________________________________________________

What products or services are the most popular in your industry? 
______________________________________________________________________________________________
______________________________________________________________________________________________

What is your product or program? 
._____________________________________________________________________________________________
__

Top 10 - Are these products that already exist? Are they ideas? 

1._____________________________________________________________________________________________

2._____________________________________________________________________________________________

3._____________________________________________________________________________________________

4._____________________________________________________________________________________________

5.______________________________________________________________________________________________

6._____________________________________________________________________________________________

7._____________________________________________________________________________________________

8._____________________________________________________________________________________________

9._____________________________________________________________________________________________

10.____________________________________________________________________________________________

What is your hobby or what do you have fun doing? 
._____________________________________________________________________________________________

Product Ideas 

Click this link to launch the Product Creation video

https://dl.dropboxusercontent.com/u/92565745/Product%20Creation%20Video

%20from%207%20Day%20Product/Welcome%20Video%20%26%20Assignme

nt%201.MOV

https://dl.dropboxusercontent.com/u/92565745/Product Creation Video from 7 Day Product/Welcome Video %26 Assignment 1.MOV


Module 4
Lead magnet Ideas and landing page ideas 



11 Top Tips for Creating Better 

Converting Landing Pages

1) Include All Critical Elements of an Effective Landing Page
Landing pages, sometimes also called “lead-capture pages,” are used to convert visitors 
into leads by completing a transaction or by collecting contact information from them. In 
order to make these transactions happen, it’s critically important that your landing pages 
consist of the following components:
• A headline and (optional) sub-headline
• A brief description of the offer that clearly emphasizes its value
• At least one supporting image
• (Optional) supporting elements such as testimonials or security badges
• And most importantly, a form to capture visitors information

2) Remove the Main Navigation
Once a visitor arrives on a landing page, 
it’s your job to keep them there. So if there 
are links on the page that enable visitors to 
move about your website, you run the risk 
of distracting them, which creates lead 
generation friction and increases the 
chance they'll abandon the page before 
even converting. And, let's face it: No 
respectable marketer wants that. One of 
the best ways to reduce this friction and 
increase your landing page conversion 
rates is to simply remove the main 
navigation from the page. Simple as that!

3) Match the Headline of the Landing Page to its Corresponding CTA
Keep your messaging consistent in both your call-to-action (CTA) and the headline of the 
landing page. If people click on a CTA for a free offer only to find out there’s a catch on the 
landing page, you’ll instantly lose their trust. Similarly, if the headline reads differently than 
the CTA, it might lead to confusion, and the visitor might wonder if the CTA is linked to the 
wrong page. Eliminate any and all confusion, and make sure your landing page consistently 
reflects what you promised in your call-to-action -- and vice versa.

http://blog.hubspot.com/Portals/249/images/landing-page-elements.png
http://blog.hubspot.com/Portals/249/images/landing-page-elements.png
http://www.hubspot.com/marketing-ebook/intro-to-building-landing-pages/
http://blog.hubspot.com/blog/tabid/6307/bid/29396/Master-Online-Lead-Generation-by-Reducing-Friction.aspx
http://blog.hubspot.com/blog/tabid/6307/bid/29314/5-Foolproof-Ways-to-Prevent-Landing-Page-Abandonment.aspx
http://www.hubspot.com/how-to-create-effective-calls-to-action/


4) Remember: Less Is More
Many of you are probably aware of 
the phrase “keep it simple, stupid.” 
Apply that same philosophy to your 
landing pages. A cluttered page 
usually results in a distracted, 
confused, and/or overwhelmed 
visitor. Talk about landing page 
friction! Instead, embrace white 
space, and keep the text and images 
on the page simple and to-the-point.

5) Emphasize the Offer's Value
Highlight the benefits of the offer with a brief paragraph or a few bullet points. The 
best landing page description offers more than just a list what comprises the offer; it 
also clearly highlights the value of the offer and gives visitors a compelling incentive 
to download. For example, instead of “Includes specifications of product XYZ,” say 
something along the lines of, “Find out how XYZ can increase productivity by 50%.” 
In other words, emphasize how the offer addresses a specific problem, need, or 
interest your target audience cares about.

http://www.hubspot.com/how-to-master-the-design-and-copy-of-calls-to-action/


6) Encourage Social Sharing

Don’t forget to include social media sharing buttons that enable your prospects to 
evangelize your content and offers. To limit cluttering, just be sure to only include buttons 
for the social platforms your audience uses. And don't forget to add an email forwarding 
option, since people have different sharing preferences. Keep in mind that even if your 
social media contacts never buy from you, there's always a possibility that someone in 
their personal network will!

7) Create More Landing Pages to Generate More Leads
According to HubSpot's 2012 Marketing Benchmarks Report,companies see a 55% increase 
in leads when increasing their number of landing pages from 10 to 15. The takeaway is 
simple: The more content, offers, and landing pages you create, the more opportunities you 
have to generate leads for your business. More landing pages also usually means more 
targeted content that better appeals to your various buyer personas, which can help to 
increase your conversion rates. To increase the number of landing pages you have on your 
site, invest in an easy-to-use landing page creation tool, create more offers, tweak the offers 
you already have to cater to individual personas, and repurpose content you already have. 
In fact, we elaborate on all of the above in this blog post about why you (yes, you) need to 
create more landing pages

8) Only Ask for the Information You 
Really Need
You might be wondering how much or how little 
information you should require in your forms. 
There is no magic answer to this, but the best 
balance is to collect only the information you really 
need to qualify leads. In general, the fewer fields 
you have on a form, the higher the conversion 
rate. This is because, with each new field you add 
to a form, it creates more work for the visitor, and 
thus fewer conversions. A longer form looks like 
more work and will often be avoided altogether. 
On the other hand, the more fields you require, 
the better quality those leads will likely be, 
because they thought your offer was valuable 
enough to warrant a form completion. Essentially, 
the best way to determine what form length works 
best for your business is to test it for yourself.

http://blog.hubspot.com/blog/tabid/6307/bid/31146/Why-You-Need-Social-Media-Followers-Who-Won-t-Ever-Buy.aspx
http://offers.hubspot.com/marketing-benchmarks-from-7000-businesses
http://blog.hubspot.com/blog/tabid/6307/bid/33756/Why-You-Yes-You-Need-to-Create-More-Landing-Pages.aspx
http://blog.hubspot.com/blog/tabid/6307/bid/32079/How-Long-Should-Your-Landing-Page-Forms-Be.aspx


9) Consider Whether "To 
Submit, or Not to Submit?"
That is the question most of your visitors 
are probably asking. That's why one simple 
yet effective way to increase form 
conversion rates is to avoid using the default 
word "Submit" on your form button. If you 
think about it, no one wants to “submit” to 
anything. Instead, turn the statement into a 
benefit that relates to what prospects will 
be getting in return. For example, if the 
form is to download a brochure kit, the 
submit button should say, “Get Your 
Brochure Kit.” Other examples include 
“Download Whitepaper,” “Get Your Free 
Ebook,” or “Subscribe to Our Newsletter.” 
Here's another helpful tip: Make the button 
big, bold, and colorful, and make sure it 
looks like a button, which is usually beveled 
and appears “clickable.”

10) Reduce Anxiety with Proof Elements
People are even more resistant to give up their personal information now than ever before. 
It's understandable, considering all the spam out there. Luckily, there are a few different 
features you can add to your landing pages to help reduce visitors' form completion 
anxiety:
Add a privacy message (or a link to your privacy policy) that indicates visitors' email 
addresses will not be shared or sold.
If your form requires sensitive information, include security seals, a BBB rating, or 
certifications so visitors know their information is safe and secure.
Add testimonials or customer logos. It's a great way to leverage social proof. For example, if 
your offer is for a free trial of your product or service, you might want to include a few 
customer testimonials about that particular product or service.

11) Make the Form 
Appear Shorter
Sometimes people won’t fill out a 
form just because it looks long and 
time-consuming. If your form 
requires a lot of fields, try making 
the form appear shorter by adjusting 
its styling. For example, reduce the 
spacing in between fields or align 
the titles to the left of each field 
instead of above it so that the form 
appears shorter. If the form covers 
less space on the page, it may seem 
as if you’re asking for less. And 
whenever possible, 
implement Smart Fields -- dynamic 
form fields that automatically adjust 
to a shortened version if a visitor has 
already been entered into your 
marketing database.

Image Credit: DarrelBirkett

http://blog.hubspot.com/blog/tabid/6307/bid/32418/10-Ways-to-Instantly-Amplify-the-Social-Proof-of-Your-Marketing.aspx
http://www.hubspot.com/products/landing-pages/
http://www.flickr.com/photos/darrelbirkett/7519616902/sizes/m/in/photostream/


Module 5





All The Winners Are 
Doing It

Live stream is the wave of 

the future and it is here to 

stay. Companies like 

Facebook, Instagram 

Live, Snapchat, 

Periscope, You Now, 

Live.me and more are 

investing a lot of money 

to provide live streaming 

abilities.

As a business owner I

have never seen an 

easier or faster way to 

convert or and build your 

know like and trust 

factors from home. It’s 

the next best thing to 

being one on one and is 

great for any business 

owner and any 

profession. If you are a 

person who excels face 

to face when it comes to 

sales or services or just 

dealing with people 

you’re going to adapt 

amazingly to live 

streaming.

Be an informer 

To get your audience prepped start 

by focusing on your content. 85% of 

the population are meformer. This 

means that they are people who 

talk about how great they are or 

how great their products are and 

how they want you to buy buy buy. 

Your goal should be establish 

yourself as an informer instead of 

being  meformer. 

As an informer, your job is to add 

value to your audience or 

community. Ask yourself the 

following questions about your 

target audience.

1. What Problems do they have?

2. What can I help them with?

3. What kind of solution can I offer 

them?

If you don’t have an answer to these 

questions take a little time to think 

about it. Use your answers to these 

questions to create your content.

Where Is The Value ?
Remember, if your audience or 
community  can’t see the value in your 
product they’re not going to buy it. 80% 
of your content should add value to 
people’s lives. Your live stream should 
never sound like a sales pitch. Do not 
make the common mistake of over 
selling, instead focus on creating interest. 
If you can create interest and establish 
yourself as an expert, enthusiast, or 
curator you will become a resource for 
your industry. As a result you’ll never 
have to chase customers down.  
If you do this well customers are going to 
ask you how they can sign up, work with 
you or buy something from you. So, if you 
sale tiddlywinks then your goal should be 
to establish yourself as the number one 
expert on tiddlywinks. 

Live video is more 
appealing to brand 
audiences: 80%
would rather watch 
live video from a 
brand than read a 
blog, 
and 82% prefer live 
video from a brand 
to social posts.

67% of live 

video 

viewers are 

more likely 

to buy a 

ticket to a 

concert or 

event after 

watching a 

live video of 

that event or 

a similar 
one.

Live video is 
outpacing the 
growth of other 
types of online 
video, with a 113% 
increase in ad 
growth yearly.

Retail sites 
with video 
increase conver
sion by 30%



CONSISTENCY IS KEY 
If  the product you sell is tiddlywinks you 
should do a broad cast at least 3 times 
per week about topics pertaining to 
tiddlywinks. KEEP THIS IN MIND: I 
broadcasted consistently for 27 days 

before I made my first dollar on 
periscope. So be patient. Remember, you 
must be consistent on the live streaming 
platforms you choose, because once you 
lose an audience it’s hard to get them 
back. My audiences see me about 3 times 
per week, so it’s like we friends.  

KEPPING YOUR AUDIENCE
You have to know where your audience is 
at. I know your audience is everywhere, 
but you need to choose an app/platform 
that you like. If you choose more than 
one, you should consider dual streaming. 
Why platform hop when you can stream 
to both platforms at the same time? 
Choosing one you like is important. 
Instagram has over 6 million users and 
there’s over 250 million users on 
periscope. 
If you want convert .5% of them to fans or 
people who want to buy from you then 
you really need to like the app/ platform 
you choose for your live streaming. Mainly 
because you must be consistent. 
If you are not laying down consistent 
content while letting people get to know 
you by interacting with them you won’t be 
able to make any money from your live 
stream. I’m just saying live streaming can 
be converted into a source of income, but 
you must put in work and time.  

CHOOSING THE RIGHT PRODUCT
80% of the battle is being consistent and is 
20% is choosing the correct product to sale. 
Don’t reinvent the wheel. Instead find the 
mega niches pain, pleasure, problem and 
prevention areas. Speaking to and about 
these areas will create a sense of urgency 
inside of people and causes them to 
automatically see the value in your product. 
The goal here is to make your product fit and 
relate to one of the following areas:
 Pain- make it go away
 Problem- provide solution
 Pleasure- make people feel good
 Prevention- a little harder but can be 

done (ex: doomsday preppers)

CHOOSING THE RIGHT AUDIENCE
Keep in mind, it’s about the quality not the quantity. To find a quality audience you will 
need to ask yourself the following questions :

• How old are they? 
• What do they do 

for fun?

• What’s their 
gender?

• Where do 
they live? 

• What do they 
work on? 

• What is their 
education level? 

• What type of 
vernacular do they use? 

• What TV shows do they 
watch?

The more you learn about your audience the easier it is to speak to them in a language they can 
understand. For example lets say you’re planning for a big launch and planning to make $25,000 
you need to be planning and promoting for at least 21 days prior. In the days leading up to your 
launch you should broadcast about things specifically pertaining to what you are launching to 
help people, and get them to the point where they are ready to consume your product. If you 
are adding value and establishing yourself as an expert correctly you well pick up new followers 
and audience members every time you broadcast live. You want to make sure these are quality 
members so you have to be strategic about the content that you put out.  



Module 6
Conversion methods



• Webinar

• Workshop

• Live Training

• Q & A

• Behind The Scenes Setup

• Beta Testers

• Giving the Product to Influencers for them 

to Review prior to

• Pre-Order & Flash Sales

• Custom Hashtag

• Contest

• Unboxing

• Conference Call



Creating A Series

Content is King and 
Series Creation Converts

This is going to be one of your favorite conversion 
tactics. Content is King and the King has Cash!!! A series leads your 

audience to give you their cash! Creating a series can be one of the most 
effective ways to convert your audience to buyers.
When you develop a series you see what audience members are truly interested 
in that topic. They are generally interested in the product or service you will 
offer that enhances their lives to some capacity.
It is important you wait until the 5th and final day to make your offer. You will be 
tempted to make your offer before because you will be so exited, but don't!! 
Wait until the 5th day. The audience members that hang out with you for the 
entire 5 days are ready to consume your offer.

Watch to see who views your 
story everyday. Pay attention 
to those viewers , the active 
viewers. Pay attention to 
what questions they ask. You 
may want to modify your 
content or title of your topic 
(hint hint ) on day two or 
three to fit the questions of 
your audience. This connects 
you with the audience and 
they will continue to join in 
the conversation due to the 
fact you are now snapping 
about something they 
specifically want to know 
about ( you just basically 
converted your audience 
member, if you deliver the 
content well) . On the 5th 

day make your offer. Put a 
time limit on the offer. 
Products move faster and in 
greater quantity when there 
is scarcity. So only offer the 
product, service, or 
opportunity for a limited 
amount of time. for example: 
give them 12 or 24 hours to 
convert. Send a message to 
those who watched or you 
can tell them to DM you for 
the special code or deal.
When the deal is over let it 
be over. Do not extend the 
offer. This destroys trust and 
also people will not take you 
seriously the next time you 
make an offer.



Assignment : Pick a Conversion Tactic and try it continuously 

for 14 days.

The 48 Hour Rule -- Offer a 

deal and make it available for 
only 48 hours. Make sure to 
count down every 12 hours.

Graduated /Gradually 
Increasing Prices-- This one is fun 

because as the hours increase you 
increase prices. For example $5.00 for 
the first 24 hours, $10, for the next 48 
hours, and $15 for the last 72 hours. 
Regular Price is $20. It rewards your 
regular viewers. This also works because 
people don't want to pay the increasing 
price, so even if someone sees you 
during the sale they still get a deal and 
because it's on a time limit it increases 

the sense of urgency.

Flash Sale -- These are 
sales that are out of the 
blue and typically are only 
for a few hours, no more 
than 24 hours. They 
happen out of the blue 
and the deal has to be to 
good to refuse. This is a 
great way to get new 
customers.

Exclusive Deal -- This can be a sale 

or coupon that you use and offer it only 
to your Snapchat audience. This again 
shows appreciate for the loyal audience 
members. It also encourages them to 
buy and spread the word because 
Snapchat is the only place you offer 

these types of deals.

Exclusive Deal -- This can be a 

sale or coupon that you use and 
offer it only to your Snapchat 
audience. This again shows 
appreciate for the loyal audience 
members. It also encourages 
them to buy and spread the word 
because Snapchat is the only 
place you offer these types of 
deals

Free Webinar, Training, or 
Live Event--. You can invite 
your viewers that are 
interested in a specific 
subject to come over to the 
free course or event. At the 
end of the even make them 
an offer for your 
product/service

Limited Space --Offer a course, 

class, product, service, coupon, 
sample, etc... But only offer it to a 
limited amount of people. ( maybe 

the first 20, 50, 100 )

U Pick-- You pick is fun because people will tell you what they want to buy. 

When you do "U Pick" you actually ask your viewers what they want to buy. 
Whoever gets the most votes is what you put on sale or offer. It is really 
awesome because people literally are telling you what they will spend their 
money on.



Upside Down Landing 
Page-- This increasing's opt-ins 

when you are list building 
because upside landing pages 
force the page visitor to actually 
read the offer. due to the fact 
they can't immediately exit by 
clicking a "close" or "x" in the top 
right side of the screen. Snapchat 
visitors will visit your page from 
their phone. Make sure the offer 
takes up the appropriate space 
and the "close" or "x" is at the 
bottom left or bottom center of 

the page.

Free Download/ Trial/ 
or Sample -- This is a great 

way to get your clients to get 
hooked on your product or 
services. If you know what 
you offer is amazing and once 
people are integrated into the 
system they will love it then 
this is the offer for you. Make 
sure the freebie doesn't cost 
you too much money. Also 
make sure there is a distinct 
offer at the end of the trail 
and you have a plan for 
encouraging your free trial 
users to buy, enter, or re-
order, or re-new at the end of 
the trial, sample, or 
download.

Cut the Jargon--
When you use terminology 

that is specific to your 

industry or expertise 

everyone may not 

understand. The majority of 

your viewers will not 

understand. They will be 

frustrated or bored and stop 

watching your snaps. If you 

want to make sales talk to 

people in terms and 

phrases they can 
understand.

Clear Return/ Refund 
policy-- Make sure policies are 

clear on the page or at 
checkout. Many people will 
purchase from you if you are 
direct about what they can 
expect after or giving them an 
option of what to do if they are 
unhappy with the products and 
services. This helps take away a 
buyer objection because you 
have clearly defined and 
addressed a FAQ. You are also 
taking away the worry or 
anxiety of if they try your 
product or service and are un-
happy with it.

Secret Sales-- Secret sales are an amazing way to increase your sales on 

Snapchat. People love being a part of anything that is top secret. They 
gravitate towards it. With a secret sale you tease the product or service. 
You don't let people know exactly what the deal is, but you do let them 
know there is an awesome deal. This helps create buzz and curiosity. Once 
you actually release the page information or sale information people check 
out the sale/ deal. It drives a ton of traffic to the site/pages due to the fact 
that people are so curious about what the secret sale is.



Bonus
List Building 101



“Action Always Beats 
intention

-Unknown 

1.Intentional social media networking

Periscope and other social media platforms are the easiest way to meet 
new people. You can connect with a random person in the same 
broadcast because you all share a common interest. These people are 
going to become valuable contacts. You want to make sure that there is 
always a pop over, or a direct link to your list in your bio. So when you 
broadcast or when people click on your bio, they can go to your website 
or directly to your page and add themselves to the list.
Also when you broadcast remember to ask people to get on your list 
every time you tell time you reset yourself.

2. Ask your 

colleagues

I’m sure you know other 
business owners and 
broadcasters. Ask them to 
cross promote with one 
another through Blab’s, 
shout-outs, and mentions. 
This will help you gain 
exposure & your list will grow 
as well.
“Hey, I want to build my list 
and am wanting to trade my 
XYZ service/product in 
exchange for other list owners 
plugging me to their list. Do 
you know someone who 
needs an XYX 
service/product?”

4. Text Opt-Ins & Lead 

Digits

Asking your audience to opt in 
by text is brilliant. This typically 
produces 30% more 
conversions. This is due to the 
fact that while you stream your 
viewers are already on their 
phones. They simply can send a 
text and opt in to your list.

5. Be The Best at What 

You Do

The more effective you are, 
they more likely people are to 
return to your broadcast. When 
people show up to your 
broadcast they are being 
exposed to you several times. 
Eventually they will want to 
chat with you offline and they 
join your list.

List Building Methods
Here is the link to the List Building video 

dl.dropboxusercontent.com/u/92565745/List%20Building%20101/List%20Building%20is%20a%20
Key%20to%20Long%20Term%20Revenue.m4v

https://

https://dl.dropboxusercontent.com/u/92565745/List Building 101/List Building is a Key to Long Term Revenue.m4v
https://dl.dropboxusercontent.com/u/92565745/List Building 101/List Building is a Key to Long Term Revenue.m4v


How Many People Want to Talk to Me? 

List Building 

How many people are you currently adding on your list per week? 
________________________________________________________________________

Choose 2 Techniques to add to your list building efforts this week
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________

Which Technique is giving you the most people added to your list? 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________

How many People Would I like to add to my List Per Week? 
________________________________________________________________________

How many people are added to your list after each broadcast ? 
_______________________________________________________________________

How many times per week will you ask people to join your list? 
_______________________________________________________________________


