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How To Create Information Products
That People Will Pay You For.

Most people don’t know this…
If you want to create information products that people will PAY you for then
you need to tweak your mindset just a TINY amount.
Seriously - just the tiniest little change in how you think and do things
will result in you making a profit from every information product you
create.
Which means you can go full-time (if you want to) and will put the work in.
The tweak is easy. The work isn’t bad either but still needs to be done
though!
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Here’s the tweak:
And most information sellers don’t know this…

If You Want People To Pay You For The Information
Products You Create - And Pay You Willingly And
Eagerly…
…Then The Information You Provide Must Produce A
Change In The Behavior Of The Person Buying.

REAL learning only happens if you change your behavior because of
information you’ve just bought.
I’ve purchased training or coaching about selling strategies that was so good
that I thought ‘OMG I need to try this in my own business!’
That’s a successful information product.
The kind I would have paid any amount for, and the kind I will happily
recommend to my friends and readers.
If you get into the mindset of creating that type of product you’ll sell
everything you create and will earn more money than you every thought
possible.
Next, I’ll show you HOW to do it…
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But How Do You Create Products That
Will Change People’s Behavior?

Luckily this is quite easy to do also
(Even more luckily, very few people ever think about this)
Here’s the thing:
We only buy information products because they solve problems, right?
We don’t buy them because they’re pretty or as Christmas presents or
because we want yet another PDF of our hard drives.
We want a solution to a problem.
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As I’ve said in my other publications, we don’t care if that solution arrives as a
PDF, a video, a course, written on a bus ticket or stapled to a pigeon…

If it provides a solution to our problem, we’re happy!

And as a product creator it ALSO means your product will SELL like hot
cakes.
I’ve said this before in my other products but since it’s one of the main keys to
my success it’s worth repeating:
If you concentrate on solving just ONE SPECIFIC problem, you will
create a product that changes your buyer’s behavior.
OK but How?

You need to create your information product with the
end result (behavior change) in mind…
Here’s an example…
I focus one solving one ACTIONABLE problem that my readers can act on
once
they’ve
finished
reading
my report:
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Here’s another example of the same way I offer a solution to one specific
problem:

You see how I’m offering a specific solution to a specific problem?
I’m not trying to teach someone how to ‘do’ the entire internet marketing thing
or how to understand the entire theory of list-building.
I’m solving a specific problem
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But How Do You Solve A Specific
Problem AND Do It In A Way That Causes
Your Buyer’s Behavior To Change?

Ready for this?
Here’s how to do it:

You REMOVE ALL OTHER OPTIONS except the
method you’re teaching.
You reduce the possible ways they can do something so that they have to
follow your instructions to the letter
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This gives them a much higher chance of success.

Suppose you create a report about how to create a funnel that pays for itself
at point of sale.
Just give them an easy number of definite steps* to follow. Example below:
*There are four in the example below, I wouldn’t go much higher than five or six

1. Create a squeeze page and use a related affiliate offer as upsell
2. Create an eight email follow up sequence
3. Split test the front-end only
4. Buy solo ads from udimi.net in 100 click batches to send to your page
If you ONLY include the above steps (you’ll explain each one in much more
detail of course) as the method in your info product (the ONLY method) then
your reader has a far greater chance of success than if you give them more
options and alternatives.
Here’s why:
It’s like telling school children to write a story about anything they want.
Chances are they’ll sit and think about exactly WHAT to write about until the
class ends. Too many options.
But if you tell them they have to write a 400-word story about a boy called
Jack who is lost in a haunted forest with his dog, you’re going to get most, if
not ALL the kids in the class actually WRITING within 5 minutes.
Fewer option get better results.
8

Here’s why…

Is It Fair To Only Provide Some Of The
Information That Is Out There On A
Particular Subject?

Yes
Because they’re simply paying you for a SOLUTION.
For something that works.
And the fewer steps there are, and the fewer option, the more chance of
success.
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Think about it…

When you achieve success in something - anything - whether it’s a diet, the
perfect golf swing, fishing for carp, writing a sales letter or something else that
you consistently succeed with…
>> You NEVER use ALL the available information out there.
>> You ONLY use the steps you need to do it RIGHT.
So, this particular formula I’m sharing with you right now in this publication
isn’t the ONLY information out there about creating information products.
It’s just one that works.
One that has worked for me for over ten years and made well over a million
dollars in sales.
It’s all I need.
It provides a solution for anyone else who wants to do the same
It removes distraction and indecision.
And it works :)
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If I Do This Will I Make Some Money
From These Information Products?

No, you won’t make some money
You’ll make a SHEDLOAD of money IF you put the work in.
Here’s a KEY part of my formula that I want to share with you:
Your buyers want a specific solution to a specific problem, right?
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Well if you can engineer a situation where the problem you solve is
worth WAY more than the money they pay you to get that problem
solved, you will make sale after sale after sale!
Here’s an example of how I do this:

Think about how many people have bought PLR at some point in their
marketing career
Think about how MUCH money people have spent on the PLR packages
that are now piled up on their hard drives, without making a penny in return
from these packages.
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Then I arrive and offer them the strategies I use both as a seller
AND buyer of PLR to add thousands of dollars a MONTH to my
income…
And they can get instant access to these strategies for around $27 so they
can use them on the PLR packages they’ve bought in the past to recoup
their losses and make a profit!

That solution is worth WAY more than the price they pay me!

So rabid buyers queue up to buy from me.
Again, and again.
This isn’t accidental by the way.
I don’t just randomly pick a subject to write about
I consistently make money from my writing because I PLAN my products in
exactly the way I’m sharing with you right now :)
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Do You Need To Be An Expert?

No!
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You simply need to focus on making sure your products cause the
behavioral change we’ve been discussing if you want to sell and make
big profits with your information products.
Because if your product gets your buyer to change their behavior when it
comes to trying out your methods, then they’ll be your best advertising ever.
If they’ve tried 50 info products about the same subject but YOURS is the one
that makes them change their behavior, then YOURS is the one that they’ll
remember because it works for them.

It’s subtle but there’s a difference.
It’s about providing information that works, sure.
But information that WORKS is only information that works BECAUSE your
readers try it out - they take action.
They change their behavior
So it doesn’t need to be the ‘best’ information out there because even the
best information is worthless unless it prompts people to act on it.
It’s about research and FRAMING the info.
Here’s what I mean:
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You Have To Put Over Your
Information As An Interesting Idea!
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Why?
Because if you present your buyer with an interesting idea, they’ll TRY IT.

And if they get an initially interesting result (doesn’t have to be anything
major) then they’ll continue to run with it

Think how many WSO’s you’ve bought that you think ‘That isn’t for me’
because the idea isn’t attractive to you for some reason or another.
Maybe it involves a method you just don’t want to try or a platform you just
don't like.
The result is you never even TRY to put it into action, and chances are you
won’t buy from that person again.
So YOUR job as an information product creator is to make that idea SIMPLE
and ATTRACTIVE.
It should solve ONE problem.
So, for example, I’ll suggest to my buyers who want to make money from the
PLR that they’ve bought that they should simply try ‘introducing’ the PLR as a
lecturer introduces a guest speaker or a webinar host introduces the main
presenter.
This isn’t difficult to do.
In fact, it’s easier to do than most techniques you’ll read about when it comes
to PLR.

17

And already I’ve had emails, income screenshots and other details from
people who bought my PLR strategies book and RAN with the idea of
introducing my PLR and have made very nice sums of money from doing so.
Simple concept, simple idea, simple to try.
An average person presented with an interesting idea that may provide a
solution to their problem will try it.

And if they get a result, even a small result, they’ll buy from you time
and time again!
They’ll trust you
AND they’ll recommend your products, as an affiliate as well as a buyer.

So How Do You Find Your Information?

18

Let’s recap.
You need to find information that produces a behavior change in your buyer.

You need to find a simple, interesting idea for them to try that is a solution to
their problem.
There are only three things you need to know to be able to create these
products:

1. The purpose. Specifically, the purpose of EXACTLY what you’re
telling them.

You must tell them EXACTLY what the purpose of
your information product is
Here are a few of examples of mine:
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‘Replace your salary from your online income’
‘How to make actual, spendable, countable money from PLR’
‘What to actually DO to start making money from your online business’
‘Build a super-responsive mailing list from scratch’

Most info product creators just DON’T SPECIFY A PURPOSE FOR THEIR
PRODUCT!
If yours does, you’re instantly ahead of the competition. Don’t under-estimate
how powerful this is when it comes to attracting buyers.

2. Tell them what their problem is AND offer the solution within the
headline of your product.
So, for example my headline:
‘What to actually DO to start making money from your online business’
It tells them that I understand they’ve never really made any money from
their online business (the problem) and offers the solution (‘what to
actually DO’)
It’s SO simple but it’s been keeping me in a lifestyle I LOVE for over ten
years!!
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Read that again:
It’s SO simple but it’s been keeping me in a lifestyle I LOVE for over ten
years.
You seeing the importance and effectiveness of what I’m teaching here yet?
You should have a tingle up your spine right now because this JUST
WORKS! :)

3. Focus on the handful of SPECIFIC things that create the results for
your buyers.
To achieve the result you’re selling there will always be just a handful of
elements that create that success.
The rest will be fluff.

So, if I’m creating an information product about affiliate marketing, I need to
focus on the MAIN four or five elements that make my buyers into a
successful affiliate marketer.
So, for example building a list is VITAL.
Having a good domain name is NOT.
Finding the right products to promote is VITAL
Which link cloaking software you use is NOT.
You see the difference?
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If you focus on the main elements that make your method WORK and leave
out the fluff, the ONLY action your buyer can take is the CORRECT action the one that works.
Because they won’t be distracted by fluff, unnecessary tasks or playing pretty.
Another example…
Having the correct disclaimers on your website will be important at some
point, but if you introduce that as part of your core method, you’re just
giving your reader something else to so that will distract them from
taking action.
Do it at a later date.
Focus on the core thing - usually there are just four to six - that the buyer can
actively follow - to change their behavior to start DOING - and leave
everything else out.
That’s the secret of getting your buyer to take action.

Make it simple for them to follow. Take out EVERYTHING that isn’t vital.

Important: The big mistake that most new product creators make is
that they include EVERY LAST MORSEL of information they’ve ever
learned or can find on their subject.
They think that’s a good thing.
It’s NOT.
It just creates more confusion and overwhelm.
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It creates more problems than it solves and since you’re supposed to be in
the business of creating problems that’s NOT a good thing.
Ask yourself: If you were only allowed to share SIX things that you KNOW
would be enough for your reader to be able to start taking action as soon as
they’ve gone through your product, what would they be?
Because THAT is your content!
Simplify it for them.
Give them ACTION STEPS.
Hardly any product creators do this.
I do, and that’s why I’ve been around for over ten years and earning
consistently while CHOOSING to live a gentle, laid back lifestyle.
And that’s what you need to do if you want the same (or to earn more money
than me)

4. Reduce those core, specific elements to a step by step plan
Baby-walk them through what they need to do.
Make it easy
Use letters or numbers (like I’ve just done) to lead them through the process
and show them exactly what they need to do.
Take the fear and overwhelm away and show them how easy it is to get
started.
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Because once they get started - once they change their behavior - they’ll
instantly LOVE your product because it’s one of the FEW they’ve bought that
they’ve EVER put into action!

HINT: There’s Another Very Good
Reason For Getting Very Specific With
The Problem You’re Solving…
And that’s because it makes finding your audience a LOT easier.
Look at my headline:
‘How to make actual, spendable, countable money from PLR’
Who is this product aimed at?
Not affiliate marketers.
Not Forex dealers
Not Coders
Not YouTube marketers
But certainly people who have bought PLR in the past.
And ALSO, newbie marketers because they’ve not made any money from the
PLR they’ve bought (if they HAVE made money they won’t want or need my
info product) …
…and ALSO probably people who haven’t created a product of their own yet
(would they buy PLR if they had their own products? Hmmmm maybe)
24

When you create headlines in this way, you’ll find your results are also
AMAZING because they use repulsion marketing.
Because you’re offering a solution AND mentioning the problem in your
headline your readers know exactly what it’s about so will know whether or
not it’s their thing.
You’ll only attract those people who are very interested so if your results are
anything like mine your conversions will go up.
Specific problems attract those people who want solutions to those problems.
Which means you can use cheap, mass advertising methods such as banner
advertising where you put your advert in front of a LOT of people, many of
whom will be unsuitable for your product, right?
True, but because you’re targeting a specific product, when those people who
REALLY want a solution to that problem see it, it will flash up at them like a
pervert on the underground.
They won’t be able to take their eyes off it.
And as I said, your conversions will go up dramatically.

And because you’ll change their behavior and they’ll love it for you, they’ll buy
from you again and again.
Your job is to give them MORE from the first product they buy from you than
everything they’ve ever bought while they’ve been involved in their niche.
And that’s easier than it sounds, especially in niches like internet marketing
and make money online where most marketers waste a lot of time and money
creating products that the ‘hope’ will appeal to someone
But once you’ve created a product that someone loves you’ll have a
customer for life.
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This is what I do.
The VAST majority of my customers have bought at least three products from
me, at various price points.
More actually
Much more
That’s SO powerful.
That’s SO profitable.

But What If I Don’t Know What Problem I
Could Solve For Anyone?
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Where you can find a problem that someone will PAY to have you solve?
(Well this is where many people groan and exit because it takes RESEARCH)
But I’ve been doing research since I started online, and it’s been KEY to my
success. It’s also nowhere near as hard as you might think when you do it my
way…
The Warrior Forum is a great place to find out what problems people have
because they’re actively ASKING for help on there.
(You might also find some good links to solutions too in the form of websites,
blogs, pdf’s etc.)

But Amazon is a good one too.
If you go to a top selling book and look at the reviews, you can find
NEGATIVE reviews that mention what they reviewer thought the book was
missing or didn’t cover
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So for an example a ‘get out of debt’ book might get good reviews but than
15% of the buyers might think it doesn’t mention enough about to build an
emergency find.
Or a weight loss book gets negative reviews because it doesn’t go into
enough detail about what to do if you have a mental relapse and eat six
cream buns in a moment of weakness
You have to look at this and decide if it’s worth creating a product called:
‘Easy & Effective Weight Loss Strategies For Weak-Willed Snack Fiends’
or
‘Get out of debt by building an emergency fund FIRST before you pay your
debts down’
You just need to find that problem to help people with.
The good news is that most of your competitors NEVER put in the time and
effort to find the right problem to write about.
You think my publications are written because when I randomly choose a
problem to solve?
Nope - I tried that years ago and it didn’t work.
Now I pay attention to what products are being launched that sell well, to
questions asked in forums, to the emails that arrive from my subscribers and
to what other marketers are doing that SELL well.
I usually spend an entire DAY (I call it a power day) doing nothing else but
coming up with ideas for products that solve problems. I’ll often end up with
three or four in my ideas book, most, if not all of which will work very well.
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It’s CRAZY not to spend a full day doing this, because you’re creating
products that people will PAY YOU FOR :)
What better reason eh?
Here’s another way of finding a way to find problems to solve for your
products:
Reddit List
You know the story sharing site Reddit
Go to the site and in the search box start searching for terms related to your
niche
Here’s one of my results below:
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I searched ‘Acne Help’ and some of the sub-reddits and info that came back
could form the basis of an information product easily.
(The page scrolls down a lot more!)
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From these reddits alone you can compile enough information to create
multiple info products (AND all the best material is always at the top)
I tried the same approach as if I was going to create an info product on
Kindle publishing and got similar results:
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Again, don’t make the rookie mistake of thinking no one will PAY for this
information because you found it for free on the internet.
Look at the prices these Kindle Publishing courses are selling for on Udemy

There is a HUGE amount of information just waiting to be compiled and sol by
you for a huge profit.
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But Why Would Anyone Buy From
Me?
( I Don’t Have Anything To Share And They
Can Get It For Free On The Internet Anyway?)

You’ve got to get over this mindset…
I’ve heard the above statement from countless people and it’s prevented
them from even trying.
Why would you (or I) be arrogant enough to assume we know our customer’s
minds?
You don’t know what problems they have that they would pay for.
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They might be so desperate that they’ll pay ANY amount.

Here’s the thing:
They’re paying for the work YOU put in.
If you spend 12 hours researching and compiling everything you can find on
curing restless leg syndrome - checking your sources, finding the most up to
date studies and compiling it all up into a concise, easy to digest information
product…
…then while it MAY be true that anyone could have done this, your customer
is happy to pay for the TIME and EFFORT that YOU put in.
If you asked them would they rather just pay the $10 (or whatever) you
charge for your product or spend 12 hours finding it all themselves what
would they say?
What would YOU say?
Of course it’s worth it, especially for a problem that they’ve been suffering
from for some time.
Is that a good deal for them?
Of COURSE, it is.
The difference is that once you’ve DONE the research you can sell the info
product over and over again to more than make up for your research and
creation time :)
Get it?
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It’s true it’s simply not worth it for you to spend 12 hours on researching and
creating an info product if you just sold it to ONE person for $10
But you sell it to just 300 people and suddenly that 12 hours has resulted in
$3,000 profit.
You worked those 12 hours for $250 an hour.
And you can continue to sell your info product for as long as you like,
while you sleep!
Better than that - even if you decide you don’t want to do this full time and
only create a one info product every three months, that’s still $12,000 a year
That can buy you a new car, or take you on three VERY nice holidays, pay a
year off your mortgage, or help put your kids through University.
Seriously think about how hard you work at your current job or
business.
Then think about how you can work your arse off for 12 hours, once a month
and make an extra $36,000 a year.
AND THAT’S NOT COUNTING RESIDUAL SALES AS EACH PRODUCT’S
SALES PILES ON TOP OF THE LAST!!
This is life-changing stuff.
Create a product once a week and you could make $156,000 a year from
product sales.
BUT speaking from experience - as each one continues to sell you could
make at LEAST a quarter of a million dollars from residual sales.
Add to that selling white label or PLR licenses, continuity, newsletters,
teaching OTHER people how to do it and personal coaching…
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…well I think you can do the math, right?
Let’s just say you probably won’t EVER go back to doing anything else.
And YOU can choose how often you do this AND every time you do it you get
better and faster at it!

A Quick Traffic Method If You’re Not
Yet Buying Your Traffic…
…Ok So I’m Really Excited To Get Moving On
This, How Do I Get Traffic?

My usual response to traffic is to go out there and buy it.
Don’t waste your time trying to find free traffic because that’s a full-time job in
itself and you’ll never have time for anything else.
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But this particular product is slightly different.
Here’s a strategy I used to use and would STILL be using if I couldn’t make
paid traffic convert for me.

It’s simple and usually effective but it takes some work.
Create your product and launch it on BOTH Warrior Plus and JVZoo
Announce it to your list if you have one or buy 600 clicks and send 300 to the
JVZoo product and 300 to the Warrior Plus product.
Use any notifications you have on JVZoo
Get some sales in. Your aim is to get some stats on the two platforms, so
your product doesn’t look like a new launch that’s sold nothing.
Once you’ve got some stats through and affiliates can see your conversion
rate and (more importantly) you EPC, contact affiliate you know can sell, tell
them your product has done well in your in-house testing (you don’t have
to mention it was paid traffic) …
…and tell them if they’ll mail out for you, you’ll put a link to whatever offer
they wish on your download page AND you’ll also mail out for it to your new
buyers list in the week following your launch.
This should get you some good affiliates on board.
They WON’T do it if you just ask them to promote and you’ve no rep and
anything to give in return. You have to offer them THE FARM!
Why?
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Because all you need to do is get ONE half-decent launch under your belt
and you’ve something to work from. You can name drop when you launch
your next product and tell them that ‘XXXXX affiliate promoted my last
product’ and so on.
Now I stress I don’t use this model myself anymore because my paid traffic
converts, and I don’t currently use affiliates, but it still works.

There’s another way…
Be prepared to hand over 50% or more of your profit to ANYONE who
can get exposure to your sales page.
You might even have to take on a partner
I’m talking anyone who can get you even 200 clicks or more.
List owners, bloggers, people with YouTube channels, affiliates, website
owners, marketers on the same level as yourself (although higher if you can
do it) and get them to get the message out for you.
This will require you contacting people personally, but that’s no bad thing in
terms of gaining experience AND Facebook has made it easy to PM anyone
who is your FB friend.
The hard part is getting them to say ‘yes’, which is why I recommend working
with people on your level initially.
Because ‘name’ marketers can be arrogant arseholes who won’t even reply
to your polite contact or message - because they don’t need to.
Until you have your own way of getting traffic to your product such as
your own list or having the budget to pay for it, you’re going to need
help.
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And you won’t get it for free. You’ll have to give something in return.
With name marketers you usually won’t enough to offer, but with your
marketing peers you can help each other with exposure, profits and expert

Summary: Making A Living From
Selling Information Products…
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As I hinted at earlier, the secret to making real money - or even just replacing
your salary - when selling information products is VOLUME.
Creating one report might send you to Hawaii for two weeks.
But creating one report a MONTH can compound your income so fast you’ll
have paid your mortgage off within 18 months.
If you’ve bought and of my products, read my emails or know anything about
me you’ll probably know that I have multiple products.

I’m not talking hundreds, because I retire my products when they become out
of date if I decide NOT to update them.
I might have a dozen product at most that are currently active, which is not a
lot compared to many marketers.
But the important part is that they’re at different price points, some are lower
ticket, some are recurring monthly billing and others are high ticket items.
But what’s to stop you teaching the method in your $10 eBook in MUCH
greater depth on a 121 basis and charging your coaching client $1,000 a
month?
They get great value because you show them exactly how your system fits
into their business, and you get $12,000 per client per year.
Two clients a month brings you $24,000 a year NOT including any other
income.
Or what about going deeper into that $17 eBook method and making it into a
monthly newsletter or course for $27 per month?
Two hundred members would bring you $64,800 a year again NOT including
any other income.
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You’ve just got to DO it.
You’ve just got to TRY it
There’s very little to lose.
If you only follow my magic formula below you should see things
happening faster than they’ve ever done before for you!

Here’s my magic formula:

You can structure your business any way you wish as long as you stick to the
following formula which has worked for me for ten years or more.
1. Spend one third of your time creating products
2. Spend one third of your time marketing and selling them.
3. Spend one third of your time building your list

The more products you have, the more money you will make.
If you have ten products and you promote two of them to your list every
month, you can go for five months before you have to start again.
>> If you’re getting new people into your list, you’ll continue to make
ongoing sales every time you promote.
>> If you create more products you’ll make more sales (in large sums)
every time you launch something new.
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The takeaway is simply this:
You just follow my set formula of creating products and selling them. The
more you create, the more money you’ll make as long as you also spend a
third of your time marketing them and a third of your time building your list.
This is where a lot of launch monkeys go wrong - they create a new product
every month but don’t spend any time marketing the previous ones.

The reality is you need to keep selling your earlier products while creating
new ones.
It’s not hard work - how much work is 12 hours a month to create one product
and a few days list-building and marketing?
That’s all I do.
Stop being the person who wants instant gratification. Start being the person
who SELLS it instead.
That’s it
and finally…
Best of luck :)

42

43

