FredOs Info Bootcamp:

A Few Notes

The bootcamp will be held at:
305 Everett Vista Ct.
Henderson, NV 89012

Lat: 36.013657

Long: -115.062087

On the day of the event, you can call Fred on his cell at

702.423.9945. Also, SabrinaOs cell is 661.755.0458. Ify ouOre
arriving by air, please call when you land so that someone can

arrange to pick you up.

EXACT START TIMES: The bootcamp starts promptly at 4pm the
first day of the event. It ends at noon on the final day of the
event.

WHAT TO DO IF YOU ARRIVE EARL Y: If you arrive early on the
day of the event, you can either stick around the airport or you

can take a cab to OGreen Valley StationO. We pick up from both
locations. Green Valley Station is in Henderson and any cab

driver will know how to get there ( itOs on Green Valley Parkway).
It has a plethora of food options and a theatre D plus plenty of
casino fun.

ABOUT AIR ARRIVALS: please do NOT arrive a day before the
even begins or plan to stay a day after the event is over. Sorry,
but we cannot accommod  ate you.

PAYMENT: If you want to attend the event, you must pay in full
at least 30 days prior to the event start date. If you sign up late,
you must pay the entire balance in full. This is mandatory.

Bring a laptop to the event. Have a digital picture or two of
yourself to use on your website.



Some other suggestions:

Try and play around with Google AdWords before you arrive so
that you can ask questions about how to use it.

Sign up for Amazon.com/advantage and Ebay accounts if you
donOt already ha ve them. Also Facebook and MySpace and
YouTube are good places to get exposure for your products.
You should have accounts for all of these.

Sign up for a Gmail account (or other web -based email
application). Sometimes it can be difficult to get other t ypes
of email apps to work in our home. You should not waste your

time trying to do so. Just get an alternate account to use for

the week that youOre here and have your mail forwarded to

this account.

Please also note that the use of cell phones during o fficial class
time will not be allowed. At other times, when you do use

your phone, you will be expected to do so either in your room

or outdoors. It can be disruptive, so please respect the others

who are working around you.

The Homework

You MUST get ALL of this done BEFORE you arrive — No
Exceptions! Do NOT wait until a week before the event to start
doing these things. This stuff takes time, so start today! We
need to have your package returned to us no later that TWO
WEEKS BEFORE THE EVENT STARTS.

€ Read the ebooks at  www.fredgleeck.com/ebooks  : The book, Selling

Information, is MANDATORY. Also, read any others that apply to
your specific situation. Digest the material b read it several times if
you have to, but get it down.

Talk To Dave Hamilton about the next few items on this list. Trust
me, if you want to save yourself LOTs of time and effort, give him a
call and say OIOm attending FredOs bootcamp and | want to use your
services.O HeOll know e xactly what you need and he is very



reasonable. He has a deal JUST for our bootcamp & he even

attends our bootcamps when he can. Also he can help you set up &
configure your WebMarketingMagic accout. Special Thank You

Pages and autoresponders (and anyth ing else you might want done
in WebMarketingMagic) are NOT included in the bootcamp. You will
either need to do it yourself or get Dave to help. | canOt say

enough about how important it is to use Dave unless you already

have a good working knowledge of WebMarketingMagic. Please
check out his special deal for our bootcamp at:

http://www.webmarketingmagician.com/bootcamp.html

Sign up for www. webmarketingmagic.com _: You will need this
software to run your backend for your website that sells your

product that we create at the bootcamp. Go to the website and

sign up for the trial version and play around with it to see what it

can do. Get famili ar with its features. If you need help, contact

Dave Hamilton. You can find his contact info at
www.webmarketingmagician.com And again, he offers a
comprehensive program specifically set up for our bo otcamp. See
the following link:

http://www.webmarketingmagician.com/bootcamp.html

Sign up for a merchant account. You can also do this as part of

the webmarketingmagic program. If you hav e a merchant account
that is separate from WebMarketingMagic, youOll need to set them

up to work together. Contact the support at WebMarketingMagic or
contact Dave Hamilton ( www.webmarketingmagician.com ) to get
help with this process. Again, you can find all you need to know

about his comprehensive services at the following address:

http://www.webmarketingmagician.com/bootcamp.html

Get a OGatewayO account. A gateway account is a necessary
component for the merchant account and WebMarketingMagic to

work together. Again | highly suggest that you consult with Dave
Hamilton, www.thewebmar _ketingmagician.com __if you canOt do this
yourself. NOTE: He has a deal with a gateway supplier that will

waive the $79 OgatewayO fee. Get in touch with him to find out

more.




€ Make plane reservations and send the itinerary to me asap @

’

’

’

fredgleeck@gmail.com Please cc Sabrina Brick on this as well:
sbrick@gmail.com

Domain Name Selection: Think of a few domain names that might
work for the site that will sell your audio product. Go to
www.ultracheapdomains.com and reserve at least one of these
names. If the ones you try arenOt available, keep trying until you
find one that works. Use words that are easy to spell in your

domain name(s). Remember, this site will only be selling ONE
product B the one we create for you at this event. DonOt make it a
Ocatch all®O domain name! Make it related to your product only!

When you find domain names that work, make sure the domain
nameOs nameserver points to the following:

nsl.eastmainstream.com

ns2.eastmainstream.com

Create an outline for your audio product (see specifics on enclosed
Product Outline Guidance Sheet).

Select Your Niche (see specifics on enclosed Niche Worksheet)

Fill out the Copywriting Questionnaire (encl osed)



FredOs Info Bootcamp:

Questionnaire

Please fill this out completely and return to us no later than 2 weeks
before the event.

The Food:

4 What items do you prefer for breakfast?

4 Do you need or want coffee or tea?

€ What items do you normally eat fo r lunch?

€ Do you have any food sensitivities or allergies?

4 s there anything that you absolutely wonOt eat?

4 What would you like to have available for snacks?

The Fun:

# Give us an idea of what youOd like to do for fun while in Vegas
(provided there istim  e):



€ What is your budget for fun activities? Would you be willing to
spend a bit more for seeing a show on the Strip, etc?

The Product:

€ What do you expect to learn while at this workshop?

€ What specifically about product creation would you like to know
more about?

# Do you already have any existing products? If so, what are they?
How have you been marketing them? How successful have you
been?



FredOs Info Bootcamp:

To Do Checklist

Use this checklist to be certain that youOve go tten all the
required homework done before the event! This is important!
[ ] Read ebooks

[ ] Merchant Account

[ ] Gateway

[ ] WebMarketingMagic

[ ] Travel Itinerary Sent to Fred

[ ] Fill out Food/Fun/Product Questionnaire

[ ] Preliminary Copywriting Worksheet

[ ] Niche Worksheet B (My niche is selected)

[ ] Domain Name Selection

[ ] Product Outline Completed



FredOs Info Bootcamp:

Determining Your Niche Worksheet

Please fill this out completely and return to us no later than 2
weeks before the event.

Do you already have a niche selec ted?

If so, have you researched to determine there is sufficient demand?
(Is anyone else selling something to this group? If not, be worried)

Check inventory.overture.com and see if the key words relating to
your niche are getting upwards of 5,000 searche s when you check.

If you donOt have a niche selected, ask yourself what you know more
about than 90% of the people on the planet.

Then search in overture to determine if their seems to be demand as
per above.

When you have a niche that seems to work, th en make sure it is
something that you would feel a certain amount of passion for. If not,
start over. Hard to work on things strictly as a mercenary.

If you find the niche you select is too big, OsmallO it down. In
inventory.overture.com take a look at th e words: Obody buildingO, then
look at Ofemale body buildingO.



If your selected niche returns more than 80 -100k, then you may want
to make it more specific. Your goal is to get a number somewhere
between 10k and 100k. The closer to the middle, the better.

Remember that the bootcamp is all about learning the Osystem.O Once
you know the system you can always use it for other niches you select
in the future.

FredOs Info Bootcamp:

Product Outline Guidance Sheet

In order to create an audio product with F red, youOll need to
produce an outline. This outline doesnOt have to be anything
fancy. It just needs to cover your material in a logical order b
just think about how youOd have a conversation about your
material and get it down on paper. Here are the g uidelines with
an example outline (from one of the Bob Bly audio interviews) to
follow.

1. Organize Your Material : The best way to do this is to write
down all of the points you want to cover on index cards. Then
put them into categories. For instance, if you were covering
copywriting, you might have a category dealing with long sales
letters on the internet and one for writing Google ads. Your
categories should be evident from the material. If you have a




few things that donOt fit anywhere, just make aniscellaneous
category.

2. Write Your Outline _: Now that youOve got your categories (and
the material that falls underneath them), you can create an
outline. Start by deciding the order in which the categories
should go. Again, think about a conversation. If one topic
should be covered first, then put it first. If it doesnOt matter,
then donOt sweat it. Just decide. Make the categories the main
[, I, Ill, etc. And then put the other material as subcategories
(A. B. C. and then either a. b. ¢ --- doesnOt matter what system
you use, just pick one and use it).

3. Now Comes the Fun Part : The work is just about done! All
you need to do now is play Jeopardy! Just think about turning
your material into questions! Think about the best question that
could be asked to Oshine the most lightO on your materi& donOt
script it though. 1t wonOt sound natural. Just put a basic idea
and Fred will get the point.

4. Some other points :

| This doesnOt have to be perfect! Just get it done! Take
a look at Bob BlyOs ouithe (see attached). [tOs not neat.
It just has the material in a good order with all of the
points that need to be made. He doesnOt even write
what heOs going to say dowrthereOs no need.

I If you feel the need to write every word down, then by
all means, feel free to do so. Just donOt expect Fred to
read from a script on his end. It just doesnOt sound
natural. YouOll get a better product if you *donOt* do
this!!!



FredOs Info Bootcamp:
Preliminary Copywriting Worksheet

1. Do you have products already created that are similar to this
one? If so, send along any brochures, catalogs, articles, press

Kits, etc. that are associated with these products.

2. If the product youOre creating at the Bootcamp is the only one of
its kind, then please send any of the following that you might
have: internal memos, letters with technical information,
product specs, business and marketing plans, reports,

proposals.

3. Questions about the product:
a. What are its features and benefits (make a complete list &

attach)?

b. Which benefit is most important?

c. How is this product different from those of your

competitors?



. If it isnOt different, what attributes can be stressed that

havenOt been stressed by the competition?

. What technologies does the product compete against?

. What are the applications of the product?

. What industries can use the product?

. What problems does the problem solve in the

marketplace?

How economical is the product?



j. What service and support will you offer with the product, if

any?

k. Is the product guaranteed?

l. Who will buy the product?

m. What is the customerOs main concern? (price, delivery,

performance, reliability, quality, etc.)

n. What is the character of the buyer?

0. What motivates the buyer?



p. Which of the following is the copyOgrimary concern?

I. To generate inquiries
ii. To generate sales
lii. To answer inquiries
Iv. To qualify prospects
v. To transmit product information
vi. To build brand recognition and preference
vii. To build company image






FredOs Info Bootcamp:
Bob’s Outline (an example)

As an example of an outline, here is one that Bob Bly handed to
Fred on the morning of one of their products. This is what Fred
expects. Thisis EXACTLY the outline. It has not been changed
at all. PLEASE NOTE: Your outline should NOT be this long.
This program was around 4 hours in length, so yours should be
around ! this length or less b depending on your material.

OUTLINE:

Topic: How to Become a Millionaire Writer or Information Marketer
-- and Enjoy the Most Enviable Lifestyle on the Planet

FRED ASKS BOB:

1-Why did you select How to Become a Self-Made Millionaire
Writer or Information Marketer as the topic for our new program?

2-Let's break that down. How do you define "millionaire" and
what does that mean today . in other words, does that still
make you wealthy?

3-How about "self made" . why is that important?

4-What is a "writer"? | write books, but | do not consider
myself a writer? What makes someone a writer?

5-1 consider myself an information marketer . and Bob,
we basically do many of the same things - give seminars,
sell information products online, write books . don't you
also consider yourself an information marketer?

6-OK. What do you mean by "the most enviable lifestyle
on the planet?"

7-You say there are 10 specific advantage of the millionaire



writer's lifestyle - let's go through them:
A-Freedom

B-Money

C-Hours

D-Mobility

E-You can make a living writing

F-No boss

G-No commute

H-No neck tie

I-Intellectual engagement

J-Variety [Random Lengths story]
8-Are there any disadvantages?

9-Do they advantages outweigh the disadvantages?

10-You also say there are only two methods to
becoming a millionaire writer. Can you describe them?

A-Lottery Method [Stephen king, grisham]
B-Business Plan Method [100K a year, 2K week, 400 a day]

11-Do | have to be a great writer to make a million
dollars writing?

12-If 1 don't have to be a great writer, why not? And what
do | have to be instead?

13-What other skills, credentials, and experience do | need
to succeed as a millionaire freelance writer or info marketer?

A-Marketing



B-Sales

C-Speed

D-Efficiency

E-Organization

F-Customer service [attitude]

G -- Financial

H-Reputation management
14-What about health?

15-What about money in the bank?

16-What about other sources of income like a spouse
or trust fund?

17 -- Now let's talk about the different kinds of writing
people do to achieve the millionaire writer's lifestyle..

MAGAZINE ARTICLES:
1-Who writes magazine articles - staffers or freelancers?

2-How do you know which magazines hire writers and
what they pay? [Writers Market]

3-How do you get ideas for articles?

4-How do you approach editors?

5-How do articles get assigned?

6-How do you research and write articles? [sources]
7-How do you learn article writing and marketing?
8-How do you charge?

9-How much money can you make?



10-What about reprints and resales?
COLUMNS:

1-Who should write a column?

2-Who should you approach and how?
3-What about syndication?

4-How much do columnists get paid?

5-Why do people write columns? How can it enhance
your writing career? [jerry baker]

NONFICTION BOOKS:
1-Can you make money with nonfiction books?

2-What are the two sources of income from
books? [direct/indirect]

3-Can having a book published really boost
\your business? [IBM story/Lant quote]

4-Can having a book published establish your
credibility - more so than self publishing?

5-Why do you publish only with traditional publishing
houses? [TTT/prestige/catalano/Poynter nobody
cares about publisher wrong]

6-How do you sell a nonfiction book to a publisher?

7-Do you need an agent and if so, how do you
find one?

8-What are the financial terms of a book contract?

9-What's the best strategy for making serious money
writing nonfiction books? {Rachel ray/multiples]

10-Where can someone learn the details of writing a



nonfiction book and more important selling itto a
publishing house?

NOVELS:
1-Can you make a lot of money writing novels?
[you can make a fortune but you can't make a living-

examples here]

2-How do you get a novel published?
[write whole book vs. outline; agent]

3-What about self publishing your novel?

4-What should I do if | really want to write a novel?

[do other writing to generate income and subsidize -

3K advance, 12 months, = $1.50 an hour, less than a third of min wage]
GHOSTWRITING:

1-What is ghostwriting?

2-What projects need ghostwriters? [books, articles]

3-Who are the clients? [individuals, businesses, celebrities]

4-How do you hook up with clients?

5-What is the ghostwriting deal for traditionally
published books? [numbers]

6-What is the deal for self published? [explain]

7-Ifyou charge a fee, what should it be? [$ per book page]
8-Can ghost writers make a lot of money and if so how?
[corp/celebrity good, individual bad - henry werewolf
movie elevator operator]

CORPORATE WRITING ASSIGNMENTS:

1-What is "corporate writing"?

2-What are the assignments? [speeches, annual



reports, company newsletters]
3-Who is your prospect? [listtenumerate them]
4-How do you get work?

5-What do you charge for an annual report,
speech, company newsletter?

6-How much money can you make as a
corporate writer?

7-Why is corporate writing more lucrative than
editorial writing? [article example]

DIRECT RESPONSE COPYWRITING:

1-What is direct response marketing vs.
general marketing?

2-Why does direct response pay so much more
than general advertising?

3-What if | want to write more creative stuff like burge
king commercials vs. junk mail? [agency staff or freelance]

4-You seem not to be a fan of ad agencies, why not?
5-What else is better about writing direct response?
6-What are the tasks and what do you charge for each?
7-Who are the clients and where do you find them?
8-How do you get hired for freelance assignments?

9-What about writing press releases and other public
relations materials? [PR firm, or direct client]

10-how do you learn direct response copywriting?
\[books-ogilvy, caples, Robert collier, vic schwab]

SELF PUBLISHING, INFORMATION PRODUCTS,
INTERNET MARKETING BUSINESS:



1-Bob why have you never self published any of
your books?

2-Have you self published anything? [recession booklet
ebooks, audios with fred]

3-When should you self publish? When should you go
to a regular publisher? [don't self publish books . . ]

4-What resources can you recommend to learn more
about self publishing? [list the people]

5-How about selling information products on the Internet?
What's the key? [conversion and list]

6-How do you convert traffic? [landing pages]
7-What conversion rates do you get? [our numbers]
8-How about driving traffic to site? [email, seo, ppc, print dm]

9-How about building your elist? [fredgleeck.com/ebooks, fred car]

10-How do you make sure you capture email addresses
from visitors?

11-Where can | learn more?

SEMINARS, SPEECHES, TRAINING:

1-What are the different ways a writer can make
money by talking instead of writing and why should

he or she do it?

2-Where can a writer give speeches? What does it pay?
How do you get gigs? [speaker bureau, meeting planner]

3-What is training? What does it pay? How do you get hired?
4-How about public seminars, conferences, and boot camps?

5-What resources can you recommend to learn more
about the speaking seminar consulting training business? [bob fred]



and book getting started in speaking training and seminar consulting
CONSULTING:

1-Our mutual mentor Howard shenson once said,

"writing and publishing should be every consultant's

second business. So where does consulting fit in for writers?

2-Why is a writer qualified to be a consultant . and when?

3-What do writers consult on? [writing/their writing topic]

4-What are the advantages of consulting for the writer?

[pay very high, books generate requests for consulting

so do not have to market]

5-What do consultants charge and how do they charge?

6-What about a specialized type of consulting,
expert witness work?

7-Where can our listeners learn about the consulting
business in depth?

(http://www.consultingexpert.com)
COACHING:

1-What is the difference between coaching and consulting?
2-What is the going rate for coaching?

3-What qualifications do you need to offer coaching services?
4-How does a coach work with clients?

5-How can you differentiate yourself as a coach? [niche, guru]

6-How can you get coaching clients? [web site, ezine,
reports, networking, referrals]

7-What's the best resource to learn more about coaching?
Coachville.com

8-BOB ASKS FRED: Didn't you just publish a book on



coaching? Where can we get it
BOB INTERVIEWS FRED:

1-Why do you call yourself an information marketer,
not a writer?

2-You often hire writers to take your ideas and content

and write the actual book or report you sell? Do you

recommend that to all information marketers who want

to make productive use of their time and earn maximum profits?

FRED ASKS BOB: Why do YOU hire writers to
ghostwrite ebooks? After all, you consider yourself a writer.

3-Tell us about the first level of success, which |
think you define as earning enough

4-What about your business goal as stated in a sign
that hangs in your office? [your goal numbers]

5-Tell us about the OTHER sign that hangs in
your office. [Measurement eliminates argument]

6-As an information marketer, what tasks give
you the most pleasure?

7-How do you come up with ideas for products?
From your own interests and passions?

8-What is a probe campaign? Where can | find
an example?

9-1f you do not write your own books and information
products, how do you get them written - what is your process?

10-What does it cost to hire a writer, and where
can | find one?

11-How about editors, proofreaders, indexers?

12-You sell a lot of audio products, tell your unique
method for creating audio products like this one?

13-Most writers aim for broad markets and topics



(e.g., better sex). Tell me about your micro niching
strategy, which seems to be the opposite of that.
Why do you use that strategy?

14-Why do you sell your information on the Internet only?
Why not ads . direct mail . retail etc.?

15-You also sell information in seminars. Is that a
good forum for a writer, or do you have to be a
professional speaker?

16-What are your best web sites, products, events,
and resources for our listeners to learn your information
marketing methods and systems?

17-Any closing thoughts on being an information
marketer in an information age?

8-FRED ASKS BOB: Any closing thoughts on being
a writer in the Internet age?



