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LEGAL DISCLAIMER 

This report makes no warranties or guarantees express or implied, as to            

the results provided by the strategies, techniques, and advice presented in           

this report. The publishers of this report expressly disclaim any liability           

arising from any strategies, techniques, and advice presented in this          

report. The purpose of this consumer report is to educate and guide.            

Neither the publisher nor the author warrant that the information          

contained within this consumer report is free of omissions or errors and is             

fully complete. Furthermore, neither the publisher nor the author shall          

have responsibility or liability to any entity or person as a result of any              

damage or loss alleged to be caused or caused indirectly or directly by this              

report. 
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"Honey, I never drive faster than I can see. Besides that, it's all in the 

reflexes."  

- Jack Burton, Big Trouble in Little China 
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Introduction 

I could brand the hell out of this introduction.  I really could.  In fact, 

that would be smart.  It’s 

the way I taught my 

students and it’s the way 

that most marketers 

would do it.  

 

But no. 

 

Let’s disrupt that.  The fact is you either already know who I am or you 

came here for the content of this book and I haven’t proven enough 

for you to care who I am.  That’s fair enough. 

 

My name’s Kam.  There I am... 

 

The stuff I’m getting ready to teach you, I actually do.  I feed my family 

doing it.  It works. 
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Enough for now about me. 

 

 

The Rule of Seven 

There’s this old adage in the land of marketing that says the average 

person needs to be exposed to an offer at least 7 times before he or 

she takes action. 

 

Is it true? 

 

Sometimes. 

 

One thing I have found 

about this internet 

marketing game...and maybe life in general, is that there are no 

absolutes.  If we are talking about marketing and more specifically 

affiliate marketing, then we don’t deal in absolutes.  We deal in less 

effectives and more effectives. 
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Here is what I know to be true. 

 

If I send out an email with an affiliate offer in it, I will get so many 

sales.  If I offer the same thing again but in a new way that either 

entertains and/or educates my prospects...I make more money.  

What if I do that a third time?  More money still.  

 

Each time I reposition and re-offer I generally make more money. 

 

So while we don’t deal in absolutes around here, I can safely assure 

you that the more times you can offer your email list and/or audience 

the same offer and do it without pissing them off...you're going to 

make more money. 

 

So that is why this book. 

 

Welcome to Offer Kings.  

 

I want to show you 10 ways to reposition an offer so that you can 

maximize your profits.  

Copyright 2016 by Kam Jennings and epicconversions.com 
 

8 



 
 

 

Understand you can do this through email.  You can do it with 

youtube videos, you can do it on facebook, pinterest, or twitter.  You 

can adapt this to perform for you anywhere you can build an 

audience. 

 

Wait a second...did I just write a 4 page introduction?  What a long 

winded bastard!  

 

Marcus Aurelius said it best though: 

 

“Waste no more time arguing about what a good 

man should be. Be one.“ 

 

-Marcus Aurelius 

 

Let’s get started... 
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Chapter 1 - The Sandy Koufax 

Sandy Koufax was a major league baseball player, 

arguably the best curveball pitcher of all time. 

 

We’re going to take a lesson from “The man with the 

golden arm” now and throw a curveball at our 

prospects in the shape of an FAQ email. 

 

Not the kind that you might be used to though... 

 

Here’s the thing.  

 

Every offer under the sun has something in common.  They all have 

benefit to the customer.  If the offer you are trying to promote is 

good you should be able to 

find those benefits on the 

sales page. 
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What you want to do with the Sandy Koufax is find the main benefit of 

the offer you are trying to promote. 

 

If we are talking about an email marketing product that main benefit 

would be creating deeper relationships with a larger audience at a 

fraction of the cost it would take using other forms of advertising. 

 

So simplified that means reaching and inspiring a whole bunch of 

people at a personal level and doing it really cheap. 

 

Extremely powerful. 

 

Then you want to find some frequently asked questions about 

achieving that benefit.  For our email marketing example that looks 

something like this: 

 

1. How do I reach customers effectively? 

2. How do I market products with little to no money? 
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3. How do I inspire a whole bunch of people without an advertising 

budget? 

4. How can I compete with people in my niche who are way more 

established and have more money than me? 

5. How can I build brand loyalty for my business and reach a ton of 

people on a personal level? 

 

Okay cool.  So you don’t want too many questions here.  5 to 8 

questions is fantastic.  I am only using 5 above.  Here is an example of 

what the Sandy Koufax looks like: 

 

An Example 

[Subject Line]   The puzzle that eludes you… 

[BODY] 

Starting an online business is hard.  I don’t need to tell you that.  It is said 

that more than 90% of all Internet Start-Ups fail within the first 120 days. 

And I am sure you're not surprised. 

 

So what does it take to succeed?  Let’s put it real simple.  YOu need to 

reach and inspire a whole bunch of people at a personal level and  you 

need to do it cheaply. 
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And saying that inevitably opens up more really relevant questions that 

have to be answered.  To name a few… 

1. How do I reach customers effectively? 

2. How do I market products with little to no money? 

3. How do I inspire a whole bunch of people without an advertising 

budget? 

4. How can I compete with people in my niche who are way more 

established and have more money than me? 

5. How can I build brand loyalty for my business and reach a ton of 

people on a personal level? 

 

The answer is the same for all of them.   YOu need to start practicing 

and becoming adept at email marketing immediately. 

 

It will be the core of your online business.  

  

It’s not something you’re going to become a master at overnight but you 

WILL be surprised at how fast you can get good at it when you are focused. 
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Email Marketing X  is a new reference on the subject that I own and 

absolutely love.   It has answers to ALL of the questions asked above 

and it will help you advance your email marketing at light speed! 

 

As always, email me and let me know about your success using this 

product.  I want to hear about it! 

 

[CLOSE] 

 

[END EMAIL] 
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Breaking It Down 

 

Notice in the email how I set up the FAQ?  

 

I used numbers to get attention.  Numbers are 

concrete and people relate to them.  When 

you start using staggering numbers like 90% in 120 days, that wakes 

people up.  It’s shock and awe. 

 

Notice how I asked questions about the benefit that the product will 

provide.  Also note that I put 3 links in the email.  One towards the 

beginning, one when I answer the questions, and the final towards the 

end.  

 

Lastly note that I put the links on phrases and words that I feel 

produce positive impact in some way. 

 

That is the Sandy Koufax.  
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It’s all about taking a traditional FAQ and turning it on it’s head. 

Nobody starts off caring about the FAQ for a product they have never 

heard of.  

 

They do care about benefits and the answers to those questions 

though.  

 

Many times what we do as marketers is connect the dots for people. 

You have to be able to show them why it matters to them. 
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Chapter 2 - The Vendor Case Study 

 

In my marketing efforts I like to incorporate stories.  I use them to 

build trust, to bond, and frankly to inspire my audience.   I use them 

again and again for one reason.  They work.  On so many levels, telling 

a story will help you. 

 

Okay now take that, understand it and put it on hold for a minute. 

 

Consider the word 

“case study.” 

 

 

 

I want you to understand that this word carries weight.  It has a high 

perceived value. 

 

If I say I have a case study, instantly it insinuates the promise that I am 

not going to show you how to do something, but instead I am going to 

show you how I did something or how somebody else did something. 
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So with the Vendor Case Study, we are going to combine the two 

powers of story and case study. 

 

How do you do it? 

 

You need to figure out the vendor’s story.  Most of the time it lives 

right on the sales page.  You need to know how this person went from 

failing and having a problem to fixing the problem to creating this 

awesome product that will fix it for others as well. 

 

That story is the case study. 

 

With this story and case study our objective is to humanize the vendor, 

explain the general path of what the vendor did, and connect the dots 

on why the product is important to our audience. 

 

If the vendor goes into his own story on the sales page, that’s even 

better because when we pitch the product we can say, “Learn more 

about John Doe’s story here.” 
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Remember when you do this case study you are giving a general 

account of what they did to accomplish what they are teaching in the 

product.  You’re not giving the product away...your building curiosity. 

 

It’s kind of like if I want to do tell you a quick story about how I 

changed my oil it would go kind of like this: 

 

Yesterday I changed my oil.  I struggled for a while to figure out how to do 

it myself but finally I figured it out. Basically here is what I did: 

1. I went to my local Auto Parts store 

2. I talked to the store clerk for about 

30 minutes who was an expert oil 

changer 

3. He helped me get the specific oil 

and oil filter I needed 

4. I put my Van up on ramps and I 

changed that oil! 

It was an amazing feeling and I could teach anyone else how to do it now 

too.  It’s easy when you know the steps. 
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Okay, now that is a simple little set of steps and it tells a story.  It’s 

great but it’s really general.  If someone doesn't know how to change 

oil...they are going to need a little more than this.  They are going to 

have some questions like: 

 

● What kind of oil should I use? 

● What kind of oil filter should I 

get? 

● How do you get the oil filter 

off? 

● What kind of ramps did you 

use? 

 

Now look, that’s just the way it is when you're learning something 

new.  You have a lot of questions.  

 

So with the vendor case study what you are doing is telling a story and 

giving a general overview of what the vendor accomplished.  Then you 

are sending them on to the sales page where ideally they can learn 

more about the vendor.  
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An Example 

[SUBJECT LINE]  Homeless to 6 figures [CASE STUDY] 

[BODY] 

A year ago Jerry Mcguire was living under a bridge.  Seriously.  He was 

homeless and in a really bad situation. 

 

A year later he was making 6 figures and speaking at seminars all over the 

world. 

 

How did he do it? 

 

Well it started with a flyer he found in a trash can.  A real gimmicky thing 

promising riches if only he visited a certain website.  So like most 

desperate people who still held a little hope he went for it. 

 

He marched himself right to the public library and “learned more.” 

 

The flyer was a rip off BUT that was the start of an amazing journey for 

Jerry.  He figured something out that day.  If he could use the library 

computers to access the internet… 
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What else could he do with the internet? 

 

It was sort of a eureka moment for him and started him on a wild ride 

complete with successes and failures abound… 

 

...and it ended with him learning how to build a massive email list, start a 

killer membership site, and start a consulting program.  That’s quite a 

turnaround right? 

 

Learn more about what Jerry did to accomplish his crazy success here. 

You owe it to yourself to check this one out! 

 

[CLOSE] 

 

[END EMAIL] 
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Breaking It Down 

 

Notice in the email, my focus is on the vendor.  Notice I use “case 

study” in the subject line.  Notice that I focus heavily on story and walk 

people in a sort of linear fashion through the vendor's experience. 

 

At the end of the email my pitch is 

essentially a call to action that promises 

more information on the vendor’s story. 

 

This is how you use the power of 

storytelling and case study to build curiosity and interest.  This is how 

you convert.  

 

One caveat here is that the sales page needs to talk about the 

vendor's story in more detail than what you do in your email.  

 

If it doesn’t, then it’s up to you to adjust your pitch to where it will 

segue focus to the product and away from the vendor.  That’s pretty 

easy. 
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Basically that part at the end where I said: 

Learn more about what Jerry did to accomplish his crazy success here.  

 

I’ll change that to something like this instead: 

Now Jerry’s entire story is pretty mind blowing and inspiring.  The best part 

about the whole thing though, is that he is a pay it forward kind of guy. 

Jerry just published an entire walk through of what he did and how you 

can follow the same steps to get yourself to 6 figures as well. 

I don’t even know why you're still reading this.  If a homeless guy can do it 

then  what’s stopping you?  Go get it! 

 

 

That’s the Vendor Case Study.  It works.  Use it. 
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Chapter 3 - The Benefit Case Study 

With the Benefit Case Study what we are going to do is focus on the 

benefit that the product we are trying to promote is providing. 

 

We are going to connect the dots for our prospects and show them 

why this benefit is so awesome and to do it we are going to tell a story. 

 

So for our email marketing product example that benefit would be 

reaching and inspiring a whole bunch of people at a personal level and 

doing it really cheap. 

 

Alright great, now 

what we want to 

do is go find a 

company or a 

person out there 

on the internet 

that has achieved 

success and attained that benefit using email marketing. 
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We tell the success story of that 

company or person, and we're doing it 

to show how awesome that benefit is 

and how that company or person 

achieved it by getting good at this 

particular skill. 

 

The particular skill that they got good at is always the thing that is 

being taught in the product you are trying to promote. 

 

Let’s take a look at this one in action. 

 

 An Example 

[SUBJECT LINE] How Vero got a 450% increase in conversions...  

Email marketing – from newsletters to transactional messages – can be an 

amazing customer acquisition and retention tool. 

 

[John Doe’s new Email Marketing course is classic] 
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Nothing has replaced, displaced, or outpaced email as a super-effective 

medium to engage your audience – from prospects to customers – and it 

doesn’t seem likely to happen anytime soon. 

 

But how did a company like Vero take their email marketing game to a 

whole new level?  Like a “450% increase in conversion” level? 

 

 

 

They started segmenting.  They started taking their existing list and 

segmenting it down based on interests.  Then they basically only offered 

products to segments that had shown an interest in that particular kind of 

product.  They did not send less emails out.  They were just more careful 

about who was getting which emails. 

 

Now that’s a pretty  general walk through of what Vero did.   But the point 

is, times are changing.  Email marketing is changing.   This segmentation 

trick is just one thing that can skyrocket your success rate in this new world 

of email. 
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YOu want to learn this skill of email marketing.   Not only that, but you 

want the most current up to date information you can get your hands on. 

 

[Product A] is a new course that John Doe just put out and I have been 

really impressed with it.  List segmentation and how to pull that off EASILY 

is just ONE of the many tricks he will teach you. 

 

Be sure to email me if you have any questions about any of the methods 

taught within  [Product A]  because I am extremely familiar with these 

strategies and I have no problem helping you get up and running! 

[CLOSE] 

[END EMAIL] 

 

 

 

  

Copyright 2016 by Kam Jennings and epicconversions.com 
 

28 



 
 

 

 Breaking It Down 

Notice how the subject line focuses on telling a story about the 

company Vero?  Notice how I set this 

email up with education in form of a 

quick case study on Vero?  The case study 

pretty quickly turns to a lesson which 

then turns to a pitch for John Doe’s 

product. 

 

Also note that the email is a little long and so I am using 3 affiliate 

links, strategically placed in places that seem impactful to me and not 

so obvious or predictable. 

 

This is a Benefit Case Study email.  It’s really easy to do and it works 

great.  
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Chapter 4 - The Sales Page Flash 

The Sales Page Flash is cool and easy to do.  This is one of those 

techniques where if 

you’re under a time 

constriction it will bail 

you out. 

 

So with the sales page flash what you are 

going to do is pull your message from the 

sales page.  Many times all the elements for 

a good affiliate promotional email live on 

the sales page. 
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Consider this headline I took directly from a sales page:  

“Serial Money-Maker Reveals His  PROVEN  System For Generating Massive 

Cash In Record Time…With Very Little Or No Risk To You.” 

 

Well that can easily be adapted to my email subject line: 

 “PROVEN System For Generating Massive Cash In Record Time…” 

 

It doesn’t stop at the headline either.  YOu can very easily pull snippets 

from the sales page that resonate with you and will also resonate with 

your audience and create impact. 

When I am doing this method I am looking for a few things in 

particular.  I am looking for the product vendor’s story, I am looking 

for major benefits of the product, and I am looking for results based 

numbers and time to goal figures. 
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So how do you do this by the numbers? 

 

Step 1. Go to the sales page for the product you 

are getting ready to promote 

Step 2. Use the headline or a variation of the 

headline for a subject line 

Step 3. Pull parts from the sales page that 

resonate with you and have a high probability to 

create impact and get points across. 

Step 4. Pay special attention to focus on benefits 

Step 5. Pitch the product 

  

Copyright 2016 by Kam Jennings and epicconversions.com 
 

32 



 
 

An Example 

The Following email I wrote using the sales page flash method.  I 

pulled the content for it from this sales page: 

https://beandbe.clickfunnels.com/utm-letter9593664 

 

SUBJECT LINE: 10 Minute System that instantly stuffs $99.92 into your 

pocket daily… 

 

It’s true man.  Billy Darr just put out  a new traffic generating strategy  that 

can put about a 100 bucks a day into your pocket effortlessly.  It’s pretty 

awesome and stupid simple.  Also 100% newbie friendly. 

  

So what specifically is Billy talking about here? 

 

He’s talking about something that is going to be up and running in 10 

minutes.  He’s talking about getting results in just a few short hours. 

● He’s talking UNLIMITED TRAFFIC to ANY offer. 

● He’s talking hundreds and even thousands of dollars in return. 

● Getting paid instantly. 
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● And to top all that off he’s talking about an easy cut and paste 

formula 

 

Billy Darr has a simple little trick. 

 

...and if you play very close attention to what he reveals in this training: 

You won’t need a product, domains, list, experience...or anything 

complicated to do it. 

 

It’s as simple as this… 

 

1. Set up your unlimited traffic machine 

2. Use that little rare trick to unlock instant automated profits 

 

BOOM!  You’re done. 

100% unique, 100% unusual, and 100% scalable. 

 

Billy has tried, tested and used this solution to generate passive income 

without any risk… 
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There is nothing stopping you from doing the same thing.  I don’t know 

how long he is going to keep this one on the market.  What I do know is 

that he has it listed extremely cheap for launch week.  Right now you can 

pick this thing up for like 5 bucks. 

 

No reason not to  take your shot on this one  and start making things 

happen for you! 

 

As always, email me with any questions you might have on Darr’s 

strategies, as I have used them myself and am very familiar with them.  I’m 

happy to help and also love to hear your success stories. 

 

[CLOSE]  

[END EMAIL] 
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Breaking It Down 

Okay so why does this work?  

It’s important to remember that the sales page has been written with 

purpose.  It’s sole mission is to convert prospects into buyers.  The 

words chosen are there for a reason. 

Leveraging the copy of the sales page will allow you to borrow some of 

that copyrighting power and garner the conversion.  

This is one of the fastest and easiest offer emails to put together and 

like I said earlier it works great if you are under the gun with time. 

Again, affiliate links are placed strategically in points of impact. 
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Chapter 5 - The Insult 

With the insult we are going to be taking the traditional pros and cons 

approach and turn it on it’s head. 

 

Pros and Cons are extremely useful in helping 

people make buying decisions.  It’s important to 

remember though, that they are not weighed 

equally.  One pro could be worth a thousand 

cons...if that pro is relevant and good enough. 
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So how does this thing work? 

 

Step 1. Go through the product and make sure you are familiar with 

the main benefit the product provides 

Step 2.  Generally, there are a few things that you don’t like about a 

product.  Get nitpicky with it. Bad video narration, ugly sales page, 

clumsy download page navigation, crappy PLR bonuses… 

Step 3. Now when you write the email you are really going to be hard 

on the product creator about the negatives, although you take care to 

point out that the product provides the benefit, you focus heavily on 

the negatives. 

Step 4.  Pitch product  
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An Example 

[SUBJECT LINE] John Smith sucks at spelling… 

 

[BODY] 

I’m serious.  

I just reviewed his new  CPA Affiliate marketing course , which in all fairness, 

teaches some really cool stuff.  I cannot deny that.  However… 

 

The grammar was awefull.  I mean come on dude...how many times are 

you going to spell “the” with “t e h.” 

 

I got a hot tip on this one.  Anytime that you get that little red line popping 

up under a word...that means you need to spell check that, boss! 

 

Fortunately for John, he doesn’t need to be good at spelling.  Not only does 

he not need to be good at it, I’m pretty sure that he doesn’t give a crap 

about it. 
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Why?  Because John is like...REALLY good at CPA affiliate marketing.  I’m 

talking like  300 bucks a day good .  I’m talking pay for your cars in cash 

good...  

 

Yeah, that’s John.  He’s good at what he does and he just doesn’t care 

about the spelling stuff. 

 

So while I complain about the grammar and spelling, this is a course by a 

master of CPA and I can’t deny that.  Get it.  Use it.  Dominate with it. 

 

Just don’t say I didn’t warn you about the spelling! 

 

[CLOSE] 

 

END EMAIL 
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Breaking It Down 

Why does this work?  

 

The insult positions the product creator 

as the underdog and you as the jerk for 

complaining about things that aren’t 

really a big deal. 

It also does a good job of highlighting the main benefit by putting it in 

stark contrast with a bunch of petty negatives. 

Thirdly, the subject line has a negative connotation which invokes 

curiosity. 
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Chapter 6 - The 4 plus 1 

With the 4 plus 1 method we are going to use education to sell the 

product. 

 

 

Alright so let’s talk about how to pull off the 4 plus 1 method. 

Essentially we are going to be giving 4 valuable pieces of information 

in our email and then funneling to an offer with the 5th. 
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Let’s look at it by the numbers: 

 

Step  1.  First define the main benefit 

that the product you are going to be 

promoting provides. 

Step 2.  List four ways of 

accomplishing that goal.  Generally 

here.  Not detailed specifics but a 

few sentences teaching them the basic idea. 

Step 3.  The fifth way will be a pitch for the affiliate offer. 

 

Alright, now that you know the basic steps, let’s look at this thing in 

action. 
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An Example 

[SUBJECT LINE] 5 ways to make REAL money with affiliate marketing 

[BODY] 

 I have tried to make money in a lot of different ways online.  Everything 

from selling on Amazon to running a membership site.  However if 

someone were to ask me today what I think was  the best way to get started 

making money online , I would tell them affiliate marketing. 

  

Why? 

  

In my opinion it’s the cheapest, easiest, and fastest way to start making 

sustainable income online that you can measure and scale infinitely. 

  

That being said, there is still a learning curve to it.  After all there is a 

reason why people fail all the time. 

  

I want to give you 5 ways to get started with affiliate marketing today that 

are proven over and over again to work for people.  Let’s do this! 
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1. Youtube  – You can start a youtube channel for free and build 

authority on there while you promote affiliate products.  This will cost you 

NOTHING to get started. 

2. Review Blog  – there are a ton of review blogs out there right now 

making hundreds of thousands of dollars every month from affiliate 

marketing.  Again the key here is building some degree of authority and 

being consistent. 

3. List Masters  – Create a simple lead magnet and build an email list 

with paid traffic.  Set up your autoresponder for good will emails every 3 

or 4 days and send broadcast emails with offers several times a week. 

4. Amazon niche site  – A lot of people are making great money 

building simple little niche sites that are devoted to just one product like 

electric razors.   These sites talk about that one subject and do reviews on 

the different models of the product. 

5. The Launch Model  – John Smith actually just released a great action 

plan teaching this fast acting method of affiliate marketing.  If you save 

your pennies I believe you can pick this one up for about 5 bucks showing 

you a step by step clear and precise way to launch an info product and 

then build a list to promote affiliate products to.  Ingenious method and 

proven over and over again. 
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 Alright there are my top 5 ways to make money doing this stuff.  I have 

tried them all and the launch model is the fastest but I also like using 

youtube and a blog as well.  I combine them. 

  

The launch Model is  a great place to start  though so check out what John 

has to say about it first and then as always hit me up by email if you have 

any questions.  I don’t mind helping at all! 

  

That’s all I got!  I’ll see you in the next one! 

  

[CLOSE] 

[END EMAIL] 
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 Breaking It Down 

Okay so that’s the 4 plus 1.  Why does this thing work? 

 

The 4 plus 1 works because it is using 

the power of education to teach 

before you pitch.  It teaches, builds 

trust, bonds with your audience and 

promotes good will, which all inspire 

conversions. 

 

The subject line insinuates education which inspires the open. 

ANd rightfully so, this email provides value and will actually help 

your audience. 

 

Now it’s your turn.  Get out there and write a few of these. They 

can be adapted for facebook posts, or adapted for blogs as well.  
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Chapter 7 - The Amplified Bonus 

With The Amplified Bonus we are going offer something to people 

that is equal to or surpassing the product we are promoting.  YOu are 

creating a no brainer situation for your prospects. 
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Alright so how does the Amplified Bonus work?  Let’s 

take it by the numbers: 

Step 1: Create a bonus that is highly related to the offer 

you are promoting 

Step 2: This bonus should be equal to in value or 

surpassing the actual product you are promoting 

Step 3: IN your message you talk exclusively about this 

product that you have, you are essentially promoting it. 

Step 4:  When you pitch you talk about the fact that this awesome 

product is actually a bonus that you are offering for the action takers 

who pick up [product a] 

 

 

Those are the steps to this one.  Let’s take a look at an example.  
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An Example 

 

 

[END EMAIL] 
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Ok so that is a simple example of an amplified bonus.  It’s a 30 minute 

coaching call.  YOu have to be careful with that one and limit how 

many people can get it because if you don’t you will be swamped with 

coaching calls. 

 

So what else could you use?  I have had great results with all of the 

following: 
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On another note, I like to use a website called Big Product Store for all 

my PLR.  In the spirit of full disclosure that is an affiliate link and if you 

get a subscription with BPS I will make a small commission.  Thanks 

for your support. 

 

They have so much stuff, I can always  find something relevant like 

swipe files or ad templates.  YOu can even get software and license 

free music in there.  It’s pretty sweet.  

 

Also I have had great luck taking PLR courses and repurposing them 

with my brand.  My membership has paid for itself 10 times over.  Best 

deal is the lifetime membership. 
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 Breaking It Down 

Okay so let’s break down the Amplified Bonus.  Why does this 

work? 

 

First, the bonus meets or exceeds the 

value of the product you are 

promoting.  That is very important. 

YOU create a no brainer situation for 

the prospects. 

 

Many times the amplified bonus will inspire your audience to buy the 

product just to get to the bonus.  When they do this, they stay very 

much interested in what you are doing.  

 

You essentially dilute the effectiveness of your competition in your 

prospects inbox. 

 

It’s damage control for affiliate marketing.  

 

Next we are going to talk about the blog post shuffle.  Wait until you 

get a load of this... 
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Chapter 8 - The Blog Post Shuffle 

With The Blog Post Shuffle we are going to be taking information 

from a blog post or youtube video and summarizing it into a story by 

email that ends in a pitch.  

 

Maybe that sounds a little confusing or shady but it’s not.  Let’s take 

this by the numbers and I’ll show you what you need to do. 
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Step 1:  Find an interesting blog post on the subject that the product 

you are going to promote deals with. 

Make sure the post is cool.  Something 

that actually interests you. 

Step 2:  Summarize this story in the form 

of an email.  

Step 3:  Tell your audience this is a story 

about [the person who wrote the post] 

Step 4:  Lead the story into a lesson 

Step 5:  Lead the lesson into a pitch 

 

Simple 5 steps.  It’s always a little easier though when you get to see 

an example and THEN you can compare it to the steps.  So let’s look at 

an example of this one. 
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An Example 

This is an email that I wrote to demonstrate the Blog Post 

Shuffle and to do it I pulled directly from this article on 

EpicConversions.com 

 

[SUBJECT LINE] 5 Ways to get more views on YouTube! 

  

I was reading a really cool article the other day by Kam Jennings from Epic 

Conversions about how to get more views on youtube.  It was really 

interesting because Kam was talking about not really focusing on SEO that 

much at all. 

  

[If you want a really great course on youtube check this out.  Classic!] 

  

You might think, “What?  That guy is a fool!” but you can’t really ignore him 

because he has almost 13k subscribers on his channel.  The dude knows 

what he’s talking about. 
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Anyways, he was saying there were 5 critical things that you need to 

master to really produce more engagement and get more views and 

subscribers on your channel. 

  

He puts it like this: 

1.   A great title.   Never underestimate the power of a great title.  Good 

titles earn more clicks.  Kam says that titles with negative connotations are 

very popular.  Stuff like “MY most terrible coaching student in the world.” 

2.   The video thumbnail  is the titles brother. Kam says he wants it to 

stand out. 

3.   Don’t focus so heavily on SEO.   Instead focus more on optimizing for 

humans. 

4.   Play to your strengths.   Whatever feels the most comfortable to you 

and gets you closer to your natural self, use it. 

5.    Change it up.   Don’t be predictable with your videos.  Never let them 

know quite what to expect. 

  

I think the really cool thing about what Kam was saying in this article was 

that at the end of the day we need to be focused on  what matters to 

people when we are trying to do youtube.   You will see far more success 

focusing on titles, and thumbnails that attract people and creating content 
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that attracts the right people, than you will trying to game search engines 

all day long. 

  

I agree. 

  

That being said, it’s shift in mentality to start doing it like this.  You don’t go 

from trying to be a paint by the numbers scientist to being an artist over 

night. 

  

So where do you get started with this strategy?  Well, a great place to start 

would be  the new course by John Smith called Youtubing for Affiliate Idiots! 

It’s current, relevant to what is happening on youtube in 2016 and it will 

help you start on your journey to knocking it out of the park with youtube. 

  

Go check it out and as always, don’t hesitate to email me with any 

questions you might have on the subject.  I love youtube! 

  

[CLOSE] 

[END EMAIL] 
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Breaking It Down 

Ok so why does the blog post shuffle work so well?  A few reasons. 

First , story driven content that leads to a message and focuses on the 

lesson is pure education at it’s finest 

and captures attention. 

Second, if you notice, the email does 

not focus who the story is about as 

much.  I mention “Kam” a few times 

but I never really make him a focus.  I 

don’t even link to his site.  I only want 

one kind of link in the email and 

that’s an affiliate link that goes to the product I am promoting. 

 

Third, if you notice that my story leads to a lesson and my lesson leads 

to a pitch.  It’s a really natural progression and it ends with buying that 

product as the next thing to do. 

 

And lastly, notice that my pitch asks the critical question, “Where do I 

start?”  It’s important because that is a really common question with 
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anyone who just learned something new and is thinking about giving it 

a shot. 

 

They want to know where to start first and where to get more answers 

to any questions they might have. 

 

The blog post shuffle is a great way to promote products. 

 

Next we are going to talk about what I consider to be probably the 

hardest thing I am going to teach you in this ebook, The Flash Fiction 

Method.  If you can master it, then you can master anything else fairly 

easily. 
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Chapter 9 - Flash Fiction Method 

With Flash Fiction Method we are going to be creating a story.  A 

simple 200 to 300 word story that builds curiosity and interest around 

the product.  

 

 

So if this sounds a little hard, like you are going to have to wake your 

brain up and get a little creative...then your spider senses are right on 

target.  This is probably the hardest thing I am going to teach you in 

this book.  However, master it and you will have honed your email 

marketing skills 10 fold. 
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Alright let’s take this by the numbers: 

 

Step 1: Your going to write a very short 

story.  It won’t be fictional. Easiest way 

to do it? Write the story of why are you 

promoting this offer. 

Step 2: When I do flash fiction method I 

try to follow the following cheat sheet.  Keep in mind we are in art 

territory here, you left the science and paint by numbers shit at the 

door when you got to Chapter 9. 

● Start in the middle. This story starts at a point of action, not 

“once upon a time.”  We are telling a fast one here.  No time for 

long beginings. We jump right into it 

● Don't use too many characters. If you start throwing around a 

bunch of characters you are going to have to explain too much. 

One or two characters in this story is optimal. 

● Make sure the ending isn't at the end.  The final outcome will 

not be at the end.  It will most likely be right before your pitch in 

the middle or ¾ of the way down.  

● Killer subject line that invokes curiosity. This one is going to 

be about invoking curiosity not spelling out what the email is 

about. 
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● Make your last line ring like a bell.  That last line of the email 

is going to resonate with your prospects.  It almost needs to be 

poetic or final in nature. 

● Write long, then go short.  I often have good luck with these 

kinds of emails when I just focus on capturing the story and not 

worrying about the length.  Then I start shaving it down and 

cutting out big sections to get it down to 200 to 300 words. 

 

Alright then.  Now that we are all plenty freaked out and feeling like 

we can’t do this one...relax. 

 

YOu can do this one. 

I’m not asking you to 

be Stephen King here. 

YOu just need to tell a 

story, like you would 

to a friend or your 

wife.  At the end of the day, the cool thing about art is that there is no 

wrong or right.  It is all subjective. 

 

That parallels email marketing quite a bit believe it or not.  Because in 

email marketing there is no wrong or right either.   Only less effective 

and more effective. 
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Let’s look at an example of Flash Fiction Method. 
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An Example 

[SUBJECT LINE] What the heck is an affiliate rising? 

[ALTERNATIVE SUBJECT LINE] Your first thousand with affiliate 

marketing… 

  

“How to get to your first $1,000 bucks with affiliate marketing” is what the 

sales page said.  You can’t get more specific than that.  I was sitting there 

looking at it and thinking…who is this guy and what the hell is an  “Affiliate 

Rising?” 

  

Most people promise you the world.  Easy work, fast money, laptop 

lifestyle.  Not this dude. 

  

He is telling you it’s going to be hard work but his course is going to help 

you get to your first thousand. Lol 

  

It wasn’t exactly the most exciting proposition.  So then…why did I decide 

to promote it? 
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Easy.  I looked inside. 

  

The fact is it’s real.   This Affiliate Rising thing actually does what it says it 

will do.   As I skimmed the videos and listened to Kam tell his stories and 

teach the beginners I started to get it. 

  

Here is somebody who really just wanted to help the new people come up 

and make their first thousand bucks with affiliate marketing. 

  

For a change it wasn’t JUST about the money. 

  

Kind of left me feeling good about life.  And now I know what he means. 

It’s about new Affiliates…Rising. 

  

[CLOSE] 

P.S. You can pick up Kam’s course for a whopping 7 bucks all this 

week.  Now’s your chance if you really want to start learning 

affiliate marketing 

 

[END EMAIL] 
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Breaking It Down 

Okay so why does this work? 

First, pure story builds curiosity and 

peaks interest.  Is that hard to do 

sometimes?  It takes practice. 

Secondly, it’s not an obvious sales 

pitch.  This email is about pulling 

your reader into a story.  The sales 

pitch is not in their face. 

Thirdly, this type of email is hard for a lot of people to write.  Because 

it’s hard that makes it less seen.  Different than what people are used 

to.  And that creates somewhat of a pattern interrupt. 

 

One of my favorite emails to write but one of the ones that requires 

the most creativity. 

 

Next and finally I want to talk to you about an easy yet very effective 

one.  This is known as the “What to do When.” 
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Chapter 10 - The What to do When 

With The What to Do When we are going to identify a scenario that is 

highly related to the benefit of the product we are promoting, and 

then we are going to give a solution. 
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So How Does This Work? 

Step 1.  Consider the benefits of 

the product you are going to be 

promoting 

Step 2.  Find a problem that is 

highly related to things solved 

within the product. 

Step 3.  Solve that problem for 

the prospect right there in the email or on your blog 

Step 4.  Pitch the product as the thing that will provide the next step 

OR even more options for that problem 

 

 

So that’s it by the steps.  Let’s take a look at what this looks like in 

action... 
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An Example 

[SUBJECT LINE] What to do when you need to start making money online 

fast? 

[BODY] 

Well the answer is you need to  build a list of targeted emails really fast  that 

you can promote products to.  But how do you do that? 

  

Well, in my experience the fastest way to do that is with solo ads.  The 

thing about solo ads is that your leads don't really know you when they join 

your list so you need to have a good framework in place that warms them 

up. 

  

The other thing about solo ads is that you need to find a reputable vendor 

because there are a lot of scammers out there.  

  

Let’s take this by the numbers: 

1.     Do a little research and find yourself a reputable solo ad vendor 

2.     Buy a small amount at first to test (50 to 200 clicks or so) 

3.     Make sure you have a lead magnet in place that provides a specific 

solution to a specific problem that targets a specific group of people. 
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4.     Make sure you are featured in that lead magnet.  Seriously, you want 

these people to start getting to know you. 

5.     Make sure you have a thank you page setup that offers a related product 

(this will pay for your solo ad expense) 

6.     Make sure you have a 5 email sequence set up for your leads.  This 

sequence should provide true actionable value and also it should continue 

to brand you and tell your story. 

7.     Make sure you are pitching that related offer in your P.S. and in some of 

your emails. 

  

Okay so now you know  how to build an email list really fast with solo ads 

BUT…(there is always a but) 

  

What if you need more details?  Or better yet what if you are looking for a 

free option on this because let’s face it solo ads cost money up front. 

  

Well I have good news for you.  You next step to solve both of those 

problems is  John Smith’s new course on Solo Ad List Building.   It is new, it 

is relevant to what is going on in today’s market and it will help you build a 

warm list with lightning speed. 
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As always, hit me up by email and let me know how it’s going.  I love to 

hear success stories. 

  

That’s all I got!  I’ll see you in the next one… 

  

  

[CLOSE] 

[END EMAIL] 
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Breaking It Down 

Why does this one work?  

 

The “what to do when” statement is 

simple and powerful.  It can take a 

very seemingly complex problem and 

make it appear simple. 

 

Giving answers to specific problems helps your prospects but also 

builds your authority and trust.  It really comes back to education 

before pitch. 
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Conclusion 

So that is the story.  10 big ways to re-frame your affiliate offers to 

maximize profits.  With this guide you can essentially promote the 

same product for 10 days straight and none of your audience is going 

to get really pissed with you because you're actually providing 

education and entertainment in your emails. 

 

In this guide we have covered: 

1.     The Sandy Koufax - Taking that traditional FAQ email and 

flipping it on it’s head by focusing on FAQ of benefits 

2.      The Vendor Case Study - Focusing on the origin story of the 

product creator 

3.      The Benefit Case Study - Focusing on someone’s origin story 

who has achieved success using strategies similar to those 

taught in the course you're promoting. 

4.      The Sales Page Flash - Pulling the majority of your email 

content directly from sections of the sales page. 

5.      The Insult - Taking the traditional pro’s and cons email and 

flipping it on it’s head by nitpicking on con’s that are not as 

important as the main benefit of the product.  

6.      The 4 plus 1 - Giving your audience 4 great tips that are highly 

related to the benefit that the product you are promoting 

provides and then pitching with the 5th. 
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7.      The Amplified Bonus - Focus on your bonus which should be 

equal to or surpass the value of the product you are promoting. 

8.      The Blog Post Shuffle - Find content from a relevant blog 

post or youtube video and convey that story, pitching at the end. 

9.      Flash Fiction Method - Writing a story that features the 

product you are promoting. 

10. The What to do When - Focus on a problem highly related to 

the product you are promoting and solve that product before 

pitching the product which will give more options or the next 

step. 

 

 

Okay...so I think that officially makes you a black belt...or at the very 

least a black belt in training? 
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Recommended Resources 

 

EpicConversions.com - my blog where I talk about how to get more 

traffic, get more customers, get more leads, and just generally do 

MORE with your online business. 

Emails that Convert - Another course I did on email marketing 

teaching you how to get the open, how to get the click through and 

how to get the conversion.  It will only help make you more skillful at 

this essential skill of email marketing. 

Big Product Store - This is an invaluable resource that has thousands 

and thousands of PLR content that I use all the time to create amazing 

bonuses, to use as a base for new products, and even learn cool new 

things from.  There is crappy plr in there and there is great plr in there. 

But all in all this has paid for itself 10 times over for me. 

Flash FIction Online - A great resource that I use when I am trying to 

draw inspiration for flash fiction style emails. 

750Words - This is a free resource that will let you write 750 words a 

day.  The whole goal is to improve your writing and to jump start 

creativity.  YOu will be surprised at how many cool ideas will start 

flying out of your head when you do this daily for about a week. 
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ZeroFatzReturns - This is my youtube channel where I put out weekly 

videos about internet marketing.  There is a ton of valuable 

information to be had for free on this channel. 

Kam Fatz - On facebook people know me as Kam Fatz.  I’m on 

facebook every single day.  DO NOT hesitate to reach out to me if you 

have any questions on Offer Kings. 

Epic Conversions Private Mastermind - You are invited to join our 

Private Mastermind on facebook, free to all of my customers!  

 

Lastly here is my personal email.  I answer all my emails.  Don’t 

hesitate to reach out if you have a question.  I’m here to help. 

kamjenningspro@gmail.com  
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Thank You 

I want to take minute and thank you for picking up my report. 

Although I have tried to make this entertaining for you, remember, at 

the end of the day, this is about putting more money in your bank 

account. 

 

So, please take action on these strategies.  They work.  They will make 

you a better affiliate marketer.  However, only if you take action.  Take 

relentless imperfect action.  

Now is your time. 
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