
Session 7 Post Launch  
 
And you probably already answered amongst yourselves, but. Seems to be protein drink 
one of my glasses. That's super fun. Hey. I just noticed this after an hour. Friendly ghost 
they had a. Now it is a call starts late. That means you're next call is going to start late 
too. So you guys are victim. Good news is today is gonna be today, probably gonna be 
our shortest session. There's there's two reasons for that. Number one, initially about 
half of what we talked about last time was planned for today. And so we're going to cut, 
we're not going to have to cover that. So that's number one. Number two, I have to be off 
in about 12:30 or 1:30. So it worked out super awesome that that's how it worked. The 
wheel stop today at a good ending point in that way we can kind of basically when we 
meet next Monday we will actually be, we will be a session ahead from the original plan.  
 
But we'll have a full session next time. I think we'll get through. I think next one might 
be our final one. I can't promise that again, like I've said about 18 times this first time 
I've ever done this. And shared all this stuff so I never know how long it's going to take. 
So that said, any questions from last time? Yeah, I do.  
 
ETM I I mean I watched the replay on 2X speed trying to find what it was and I know I 
heard you say it so I googled input my best answer but can you just tell me what that 
was again? I searched. Anybody wanna jump in? Yeah. Now. So that was over those.  
 
That was one of the it's one of those what I call quirky giraffe. Um. Quirky giraffe comes 
from a client of ours. I've also done. I've done blue buffaloes, blue buffaloes. I usually 
use buffaloes for some odd reason. I don't know why there's no particular reason for 
that, but when you. When so for instance where we have an open, we have a couple of 
open positions right now in our company and on them when you submit your cover 
letter you have to use the phrase blue Buffalo. We column quirky drafts because one of 
our clients along time ago said you gotta use the word. It was just random in the job 
application. Like in parentheses. Make sure you mention a quirky draft. And so 
immediately they would get the cover letter command F.  
 
Quirky giraffe doesn't show up or you misspelled perky giraffe. Your your letter is out 
your resumes out. Like you have 0% chance of working with company. So I'm not saying 
that this was a 0% chance one, but it's. Those make sure you're paying attention, things I 
don't think it was. I don't think I mentioned in the last lesson. 
 
 I don't think I used the phrase at all, but I've used it before and it's internally we we say 
etm all the time, you know? So just a little test there, but yeah, excuse me. 
 
So this is Cindy you you use it when you talk about the adding fast bonuses.  
 
You said it then you were answering someone question. That's when you said it. Yeah, I 
knew. I heard it. I just couldn't find it in the right place. There. No problem. Gotcha. 
Yeah, we're always looking for teams. Who is in this? Google Docs? Somebody on our 
team? OIC? Yeah, he's like copying and pasting stuff in my like I I have a, you know, an 
outline for today and it keeps moving down. It's really annoying. 'cause I'm like, I mean 



the scroll it, it's 'cause he's he's must be cutting stuff or or pasting stuff above that. So. 
Hang on, let me message him and tell him to get out for just a second. Any other 
questions? Well, not so much a question from last time, but just it's it's it has to be from 
anytime, OK with your training yesterday the the training that the hill keys did and then 
even your podcast from 17 about Thomas Jefferson. What it is is that you know we're 
talking about you brought up partners and ambassadors yesterday that he's talked about 
partners and things like that and we talked about affiliates. And I know like when when 
I was 18 and raising money we we went from corporate sponsors to corporate partners 
and that type of thing. And I didn't know like as we build the relationships and things 
like that, I mean there's nothing wrong with, I mean I know people know what affiliates 
are, but I mean you actually are part of a team, you're you're a partner with us and 
things like that. Is, is that something that that you know that we can? Use as we build 
those relationships and terminology like that or is it, I mean do you have any thoughts 
about that or you know or just sticking with affiliates and that type of thing? Yeah, it's 
something that when we're working with a client, especially if we're bringing on 
customers. We might avoid the word affiliate now for bringing on customers of Tribe. Or 
product launch formula. We use the word affiliate. They all they 99.9% know what that 
means, right? Work with the Hokies in the parenting space. I don't know what the heck. 
And affiliated. I think it has to do something, you know, radio stations or something like 
that, right? Right. So it just doesn't make a lot of logical sense to use that word. So we 
wanna use something that makes sense then with. You know, with Debbie Steinberg 
Cookson, the parenting space, we column ambassadors she to her audience at maybe 
that clear connotation. Amazon called them associates. It actually has nothing to do with 
the fact that they reversed the word affiliates 'cause. That's what they named it back in 
1998. They by the time the word affiliate became more ubiquitous, they just didn't want 
to change it. Um, But there's an interview with like the guy who rent their from back in 
like 2005 where you talked about that so? You know, find the word that makes the most 
sense with that company, and we've even. Yeah. I'll give you a good example. With Jeff 
Coins and tribe riders we we had we had affiliates. These are all the people, you know 
the Chris Ducker's of the world, the Jeff Walkers, the Michael Hyatt who weren't try 
brighter students but they wanted to promote writers to their audience. So we had an 
affiliate program but. Inside of so when we reached out to his customers, who were 
disproportionately more likely to know what affiliates are because they were bloggers, 
we still created a special program. I forget what we call that. I think it was just called like 
tribe writers. And remember, it was called something and even within that program. We 
are. We would like, I think tribe writers liked writers, a 2000 course. I don't remember. 
But we just had a flat for, for those people, he had 50% Commission. We just did a flat 
$1000 because to to them it was like, you know, if you cell two, you paid for your course. 
That was kind of how we word it. You know, it just made more sense than 50% 
Commission, which technically you can't say if you cell two, you pay for your course 
'cause there's still like $4.60 leftover you haven't accounted for. And so we wanted to 
make sure we could say. You know. You you buy, you buy or pay. What is it? Yeah, cell 
two. You pay for the course and. You know, it worked. So it just kind of depends. There's 
no hard, hard and fast rule on that, Jim. It's something that we kind of let the client 
guide us on that. How well do your, how well do your customers know affiliate 
marketing? Not at all. Cool. Let's come up with a term we've we've had. You know, we've 
had tons of different. Names that were like one off Julie Solomon. You know we we went 



with the. It was it was pitch perfect partners because, you know, made more sense than 
even though her audience knew what affiliates were, just made sense 'cause. It had that 
alliteration. You know, one of our one friend of mine. So she calls, she calls her audience 
something and it's like lovely ladies or something like that. And so it was like. It was like 
the remember we came up with something stupid and that was the name of her program 
within her customers. And so, yeah, PLF initially it was the PLF alumni partners, they 
had a special thing for PLF alumni partners until I convince them not to do that because 
it just doesn't work, but there's there's options there. Thank you. So Matt, I I had a 
question from. One of the reasons you gave us at the very beginning of the force, that 
was the paper on the 20 mistakes. And there's one of the mistakes that's mentioned is 
not having enough touch points and I I'm not sure that you covered that in the pores. So 
far. Or in the training so far. So I'm wondering is there are you, do you consciously try to 
stay within a range of certain number of touch points for all your launches? You mean 
with affiliates? Right. I mean whether it's a number of webinars or you know, different 
ways in which people get to access the promotion. So are we talking about entry points 
for perspective customers or touchpoints with affiliates? Entry points for prospective 
customers. I did a podcast episode, I think. Almost positive podcast episode I talked 
about the difference between seven figure. An 8 figure launches some research that we 
did. Sorry, I'm like a little distracted because my water bottle is just leaking all over the 
place. I think I fixed it. So the biggest difference we found in seven figure an 8 figure 
launches was injury points. So at 7 figure launch would have. PLC1PLC2PLC3A webinar 
open cart, close car, right? So there's only four entry points plus, you know, selling. We 
found the 8 figure launches. They would have you know like video one, video two, video 
three or workshop one workshop to workshop three. But before that they have a free 
CHEAT SHEET. Maybe a free guide or an assessment or a quiz you know they have. 
They have a fourth entry point that came before. During the actual workshop they'd 
have an entry point with. Maybe you know some sort of cheat cheater guide as well. That 
would would give them an entry point. So that brings us to five. Then they do a webinar. 
That would be the 6th. Then they'd have a live stream, you know, perhaps during. So 
there'd be 7-8, sometimes even nine or ten entry points into the launch. And so there's 
no hard and fast rules. You gotta hit seven, you gotta hit 8. It's there's a few different 
factors. Number one, you know what makes them most linear sense. I've also seen it 
backfire people where they had a quiz first and there's a total disconnect between the 
quiz and the workshop. That doesn't work. You might have a challenge. I've I've you 
know or something like that, and I've seen this also backfire. I won't mention Ryan 
Leveque name. Just because you know that be really bad format. I'm recording this, but 
I think it backfired on his last launch because they tried to do everything they had. I 
don't remember what they had. They had quiz and then a challenge and then a quiz and 
then a workshop. Here's the the launch was like 24 days long. I told Elliot he's feeling 
managers. One of my dear friends. I just like, dude, I can't do that. Like, we don't have to 
promote the whole thing. I'm like, yeah, but the thing that works best for my audience is 
the first thing I want to get them in on. The first thing. So basically what you're saying is 
promote that for four days, then take 2 1/2 weeks off, then come back and be like, the 
card open. I'm like, I dude, I can't do it. I just cannot make that work with our calendar. 
And um. So I felt bad because, you know, their friends and I wanted to support it, that 
launched just did not work. And it didn't work. It was less than a year before. So there is 
a, there's a line where more entry points can. Can backfire if you don't manage it right. If 



it's like you're trying to just stack things on top of each other for the sake of stacking 
things, you know it's it's. It's kind of like I think we would all agree that if you go to a 
fancy restaurant, a four course meal, that's better than just every, you know, then piling 
all your crap on one plate. But at what point around five courses do you just go? Good 
grief, are you still bringing me food? The same kind of thing like more for more sake is 
not the thing so. This is again one of those many things where early on as we're planning 
a launch for a client, I'll be involved. The goal is to after some number and I said before, 
I don't know if it's for some of you, might be 2. For some of you might be fine. Does it 
mean that the person who takes 5 is better than the person who takes two? It doesn't for 
some of you, after two launches sometime you know some of you after 5. The goal is to 
get it where you don't even need me. Like you may have a question every now and again, 
a weird situation that you've never handled before and you need some advice, but the 
goal is for you to not even need me. I'm reading a book right now called multipliers. If 
you're interested in probably what I think is the best leadership book out there, it's it's 
this book. And the whole idea is for for me not to be the go to guy. You know, the whole 
idea is for me not to be the smartest person in the room. And I don't mean this in the 
wrong way. Right now in terms of affiliate marketing knowledge, I'm the smartest 
person in our company. Well, how do we change that? Or at least get people where I'm 
appear not the smartest person. Like, that's the goal. That's what I want to happen 
within a few years. But initially there's because there's so much of this that is intuitive. 
I'll probably be involved. You'll see how I process through and recommend to clients 
that we do this. Instead of this we'll we'll use data. We use experiences from other 
clients. I can tell you the 24 day launches a really bad idea. But I can also tell you that if 
all you have is the workshop. You've completely ruled out people who learn better by 
reading than watching or listening. You've completely ruled out an entry point with a 
quiz. You've completely ruled out an assessment. You've completely ruled out people 
who are just attracted to, you know, 90 minute webinars versus up three or four day 
workshop that you know 2-3 hours a day. You've completely ruled those people out. So 
the question is how do we get, you know, there's the, the two types of learners, but the, 
you know, visual and auditory, right? I'm an auditory learner, for example. Visual 
learners are broken down into two groups as well. There's video, there's how to, there's 
literally, you know, here's how you lift the microphone up and down, and then there's 
me writing instructions. You grab the handle, you move it up, you know, you lift your 
arm in upper motion, you pull it down in a downer motion. Again. I know this is 
simplistic, but, you know, different people learn in different ways. Some people, you can 
show them this. And they don't learn it as well as they would reading about it. So visual 
learners are broken into two groups as well. So we want to get all three of those groups is 
ultimately what it comes down to with entry points. You can tell I've never answered 
that question before. It was it took 7 minutes when I probably could have convinced that 
into 45 seconds, but. And I have two quick questions. Yeah, right. I was just thinking 
going into the future. I want to know if this is like a personal field, you see any parts of 
it, maybe even doing emails to use artificial intelligence or do you think it's always you 
can always be writing your emails, you see any room for that? Any benefit? Two 
simplistic of a person to even comprehend that question, Cynthia. I would say. I don't 
know. That was the end of my answer. Just record I Oh no, no problem. I see where it 
works in some fields, but this is so personalized and individualized I I didn't see it, so I 
thought I would, he said. If we had a question, I want to pose it. And my second 



question was, I love the way you engage in active affiliates, but I think I'm a little 
confused because at first you said with something maybe two or three hits and then they 
would be out. For just one second, I'm so sorry. Sorry about that. OK. Inactive affiliates. 
Gotcha. I'm sorry. Yeah so you first time he said we were talking, he said he said two or 
three and then they were out hits and made him do it. And then I'm realizing from what 
you're saying how you can go to client and the client said you could say, oh, we were able 
to use through it to make this much money. Is there a certain percentage of affiliate you 
like to have in inactive affiliates? No. No, I mean I I don't want it to be high. I don't want 
it to be high because that means we're doing a bad job. But I don't, I don't look at it as if 
we have a 35% inactive rate versus a 45% activate that we're necessarily doing better on 
one or the other because there's so many other factors. How many affiliates do they have 
when we took over the program? You know, maybe they had a bunch of dead weight, 
how many affiliates they have, period. There is a there's certainly a case. That for every 
thousand affiliates you add, your activation rates probably go down a couple of percent. 
You know, I mean it it Adidas in Shutterfly, we were doing great. I mean, Adidas for 
pizza, we're doing great to have a 20% activation right in the given month. It's 100,000 
affiliates, I mean. So certainly if we had eliminated 95,000 affiliates, we had like a 90% 
activation rate, you know? So there's a lot of factors. You know that I don't. I don't look 
at it and go. I'll give you an example, you know, just just from a practical standpoint. On 
the first person I see, I'm just gonna pick on Christine, you know, Christine comes to us. 
The goal was to do a $750,000 launch with the client. We did 720 in. The activation rate 
was only 31% which would be a little bit low. I am not going to necessarily look at that 
and go. The reason why we didn't hit the goal was the activation rate might not be 
meaning to do with it. I'm going to look at and go well. The reason we have 31% 
activation rate was because you guys didn't send the next you know. You guys forgot to 
follow up. And like you didn't send any activation stuff at all. OK, that actually probably 
is the reason why we didn't hit 750, you know, mathematically, but if you did what you 
were supposed to do. And we still only ended up at 31%. There could be a lot of reasons 
for that, and there could also be a lot of reasons why we felt she would have 750, 
including just dumb luck, including that we overestimate it, you know? I mean. Even 
when we build an army, we're still, we're still our biggest deal. This thing is like I talk 
about long time, like it really sucks to lose your biggest affiliate, but it doesn't suck as 
much. When your biggest affiliate only accounts for 7% of your sales, it's still 7% of your 
sales. I don't want to diminish that 7% of a client sales. You can do the math on 
$1,000,000. Lawsuit puts us down at 9:30. That's a significant drop, you know, in actual 
revenue. So it's not, it's not nothing. So I'm not looking for a specific percentage, I'm just 
looking to Max it out, whatever that might be. In the final question is you you'd say 
yesterday, I mean Wednesday about how you like being able to go to clients and see how 
you've been able to use the inactive affiliates and you said you wanted a few, why don't 
work companies do that why don't they engaged in actively, it's more. I don't know. 
Same reason why more people don't exercise. I mean. Same, same reason why 
yesterday? And I mean, there's a million reasons literally ranging from laziness too just 
not knowing to being here. I'll give you my marketing answer, I'll give you my marketing 
answer, then I'll give you kind of the real answer because the marketing answer is not 
alive. I hope you guys understand I'm an honest person. It's just that you sometimes 
leave. Out the 44 minute version because it's terrible marketing. The marketing answers. 
They've been lied to and been told that those inactive affiliates are not worth the hassle. 



It's not going to move the needle. Focus on the ones you were active. That's the 
marketing version and that is true. Now the underlying thing there is, well, they've been, 
yeah, sure, they they they've been told or they think that it's not worth it, so they decide 
not to do it, but the real reason is laziness. Lack of know how. Other priorities? You 
know, things like that and a lot of times, especially with agencies. Alright, just gonna be 
so different from everybody else is why the reason why I haven't reason I didn't do this 
training back in 2014 and start an agency is 'cause. I didn't wanna start an agency. I 
don't know if I told you guys that, but I resisted starting an agency until earlier this year. 
Because I've seen the way they run and I hate it. And it's it's a single person running 12 
programs at a time. That at any point in time, two of them are in a major promotional 
phase. 8 hours a day. At least for me, I don't expect anybody work more than about 45 
hours in any week. That's that's a busy week for the record 4546 hours. I don't expect 
anybody work more than 40 hours. Most weeks. You do the math. Divide that by 12. 
That's three. Assuming that they spend a few minutes of their work, our doing stuff that 
ain't related to the affiliate programs. I'll admit, midday, I usually check ESPN, you 
know, not today. I'm too busy. But every now and again, I'll check you. I'm curious, you 
know what's going on. And 36 hours. You know that they spent three hours a week on an 
affiliate program that is less than an hour a day. It's like 40 minutes a day. I mean, what 
can I do in 40 minutes a day? I can't even get momentum. I can't even. I don't even have 
time to strategy. I don't have time to think deeply. What am I doing? I'm approving 
affiliate applications, I'm writing a weekly newsletter, I'm reviewing stats, and I'm 
running a contest. That's all I'm doing. In 40 minutes a day when I'm running a flipper, 
where does inactives fit in there? It doesn't. It's my time. So that's the reason I think. 
Thank you. Think they don't have time? Really isn't just made the time. Here's why. 
Instead of running in 12 programs, run 10. Get jacked the activation rate up on all of 
them. You'll make more money. That's why whatever, however many, how many, 
whatever. The number is affiliate programs you run. Yeah, we would give all of 100%. 
I'm going to have you run four at 100% versus 5 at 80. Or 500% versus 680. I don't 
know. For any individual might be 3. Yeah, good question today. Especially the one 
about a I like being asked questions where I genuinely have no clue what the answer is. 
It leads me down a rabbit trail. In the next seven books I'm gonna listen to are going to 
be all about artificial intelligence. They're gonna be just like this one book I'm listening 
to now that I've 2 hours and 14 minutes in and still don't understand anything. Those 
are fun. Any other questions? Alright, let's talk about post launch, so. This is an area. We 
sort of touched on this before. This is an area where. There's a combination of factors. 
Number one area where we stand out. You'll see why in a second. It's an area where we 
can impress clients. It's an area where we prove our worth, we keep the client. You 
know, that's a big deal contractually. I don't know if we've talked about this. I'm not a 
big believer in planning the gotcha game where it's like, oh, you want to stop paying us 
money? Got ya. You signed a contract. I don't do that. Entrepreneur and I don't believe 
that's a really great way to keep clients. Like, Nope, you still gotta pay us for two years, 
Sir. The one exception to that is if they terminate the contract early and the contract 
link. Is typically going to be through one big promotional cycle minimum of six months 
that I mean that that's not a gotcha like what can we do in four months people, we're 
just getting ramped up around day 90. So we have a six month minimum, but. If they 
turn it early, then we get paid for six months. So if they they terminate on month four, 
they owe us, you know, the retainer plus the the, you know, the bonus that we're making 



for those six months. So that is the one exception. Just give you guys a heads up on that. 
That's why nobody ever idiots to terminate early. But we can so we can stand out. In the 
marketplace and the German place, that's with affiliates, with perspective, clients with 
clients. We stand out, we impress the clients. We also set up the next thing. The next 
launch, the next big promo, a good 10 to 40% of the work and this is if you do yearly. 
This is like I'm using tribe as an example or five days your best you ever PLF right? For 
Tribe, tribe ends in March, in May 8th or 9th of this year. 20% of next year sales will 
come between March 8th and or May 8th and May 31st. Not the actual sales, but the 
responsibility for 20 maybe upwards of 40% of the sales in the next years launch will 
come in that way. That would be the things that we do in those two to four weeks. So this 
is a very important time. It's it's not to say that it starts the day after the launch. Just to 
be clear, you know what you do on the day after the launch rest. You do one thing. You 
run the final leaderboard. And you send out one last e-mail, talk about then second and 
then you go take a nap and then you binge on Netflix for a couple hours. You play with 
your kids. You know, we we have the tradition. Day after a big launch and you know, we 
only run a few of those in a given year. I don't, I mean, I don't wake up early for one, so I 
usually roll into bed about 8. And I don't work past noon. And I have breakfast with the 
kids, so don't even start work till 9:30 and I'm usually done by about 11:30. I do a couple 
of things, checking with the team and then I go do other stuff the rest of the day and I 
rejuvenate. Typically I want to end on Friday, so that's not that hard, but a lot of times 
only on Thursday, occasionally on a random Tuesday or something and so we we can 
take a day off. Now, what most people do after the launch, I would say 95% of the 
programs that I've been a part of, here's what they do. Alright, I'm done listing the 
things that they do. They do literally nothing. They go dark. There's no communication 
whatsoever. So you've got this like even if they follow kind of like we've noticed this that 
a lot of companies, I've noticed this in the industry. In fact, the my favorite one. It's kind 
of one of my favorite things. And importantly, like, Dang it. You stole that from me, and 
I'm kind of mad at you. My favorite thing is like the emails that I get leading up to. I like 
a big launch when I'm in affiliate and they're literally using our templates. I'm like, 
dude, that is both awesome and like I said, a little bit annoying. And I don't mean like, 
the templates that we cell. I mean like, they're copying an e-mail that I sent on behalf of 
a client two years ago and using it in their lunch now. But there's this one month, like, 
OK, over two weeks away from the launch and things, you know, blah, blah and like this 
table. Here's here's leaderboard update. Oh my God, things are going great. Here's a 
testimony on their following the things we tea That's not the kind of program that we're 
going to run. We're just simply not going to do that. 
 
Part 2 
 
What we're doing is setting up the next one. That's the big thing. So number one, we 
wanna send a, we wanna send a next day e-mail. I this next day e-mail will take on a 
couple of different forms depending upon whether or not we do know the final 
leaderboard. I haven't talked about this. But one of the things that we do during a 
launch. This is a assistant. This is a virtual assistance task. As they audit every single 
sale that doesn't have an affiliate attached to it. And see if there should be an affiliate 
attached to it. I am not going to go into how we do that. That doesn't matter right now. 
It's it's easy though, right? And RV's are trained and they all know how to do this. So 



they do a daily sales audit of the previous day sales. Well, as you guys know, 40 to 60% 
of the sales come in the last day. So the day after, there's a lot of sales on it now. If we 
look at the number in the numbers. And you have your number one affiliate at 500 sales 
and you're number two affiliate at 310 sales. No sales audit is possible and there was 
300 sales total on the last day, you know or even 1000 sales total last day, they're not 
going to make up 190 sales. We can call the winner. Right, a lot of times what we'll do is 
we'll send that a leaderboard update and say. Um. We don't know who the winner is. It's 
too close to call. We know here that we. Here's the top two, here's the number 3 affiliate 
for sure. Here's number 45 and six. Here's seven and eight years, 9:10 and 11:00. We 
don't know where you're going to finish in there, but we wanted to give you kind of a 
breakdown and we tell him why. We're doing an audit to make sure you get credit for 
every single sale that you should get credit for. So we tell them every single sale that. 
We. It is not associated with an affiliate. We are reviewing it and seeing if it should be 
associated with any affiliate. So you more than likely. Will gain an additional 3 to 6% in 
sales over the next 24 hours. Now for somebody who has four sales, what's 3 to 6%? A 
fraction of a sale. They might not gain any, you know, but for somebody with 30 or 
more, there's a pretty good chance they're going to gain a sale. In that audit, so we tell 
them that so if we do know the final leaderboard. And it kind of depends on a few 
factors. A lot of times we'll have a VA. Depends on the system, but will have the VA go in 
at like 4-5 PM on the on the last day and do us an audit for all the orders up to that 
point. And then may even have somebody go in at like 9 o'clock 10:00 o'clock and do 
another one real quick. And then that leaves only a few in the morning and we can get a 
leaderboard. It just kind of depends on what our other responsibilities are that sales 
audit is not the priority on the last day. It's just if you know, it's not that our viewers are 
sitting there twiddling their thumbs, but they don't have anything pressing, you know, 
you can ask them to do that. So we might have a final leaderboard, or like I said, we 
know who the top three are in the in order. We're not sure who's four or five. We know 
who's 6-7 and eight are. We're not sure who's 91011, you know, things like that. So we 
send that e-mail out. The the very first thing that we want to do is send is expressed a 
heartfelt message of genuine gratitude. On behalf of the client. If this e-mail doesn't pull 
at your heartstrings a little bit, you're doing it wrong. It should pull out your heartstrings 
a little bit. Um, you wanna? You know, I'm just. You wanna thank them? You want to 
tell them how much their support means to to you and to the client. You wanna express, 
like I said, genuine gratitude, excitement to serve their audience. Like, I cannot tell you 
I'm just gonna say stupid. I cannot tell you how excited Stew in the team are to serve the 
people that you've referred. They're in for an amazing 10 weeks. You know, we're going 
to take super, super good care of them. The second part is going to be the more. The less 
heartfelt heart like this is the you know. The part where, you know we're doing the 
leaderboard stuff right, we're. You know, we're talking about the numbers and the 
number of sales. We might even. Um. Including this, sometimes I do, sometimes I don't. 
Depends on how much time we have to get it out. I might include the numbers. So I 
might include like you know, as of now, before the audit you have: mail merge. 14 sales. 
For a total of: 1000 or no, you know, $10,712 in affiliate commissions, this number is 
likely to go up. Just a reminder, the return. Is 14 days, which means that it ends on, you 
know, October 22nd at midnight Pacific Yadi Yadi. Let him know this is just the factual 
stuff. We're basically reducing the number of questions we get and making them feel 
like, hey, we're really, you know? Staying on top of things. Then we finish up with, again, 



anything else they need to know. So what? What do they need to know? Return. You 
know, if there are any things like like the court, you know if it is alive. Not like a live 
course, you know. Module one opens on Monday, October 11th. So they can let their 
audience know we're thinking of what are the questions they're gonna get from their 
buyers. We we remind them, like if you have bonuses, make sure you deliver them after 
the refund. Which again is October 22nd, blah, blah, blah. If you have any customer 
support questions, direct them to. Support at you know, yeah, well every doing that so 
that they don't e-mail me. E-mail you with customer support question like where we're 
going ahead and giving them this information. Even then, you know, it's just so they 
don't e-mail us asking what's the best e-mail we're giving him to the events, and then we 
finish up with, you know, another kind of. A few you know, few sentence, heartfelt 
message, right? Before that heart, that last heartfelt message somewhere in there, and 
there's no exact template for this, we kind of figure out where it goes if we know the next 
years dates like we do with most of our clients 'cause, we force them to, you know, 
schedule this. We we go ahead and put that, put that in there. End the call to action on 
this emails, hit reply and let me know if you're in. We should get between eight and 25% 
of the Affiliates on this one e-mail. Go ahead and recommit to the next launch. The next 
big promotion, if it's one of those things where it's like a big, you know, just making this 
up, it's a big back to school promotion and then your next big thing is Black Friday. Go 
back to school, we'll just call that mid August right now or it's probably going to be like 
June before we know it. But whatever, you know, mid August is big bags of school time 
and we're sending out a promotion, say post Labor Day saying here's how the back to 
school promo went. You know, reminder, Black Friday is you know, Thursday or Friday, 
November, whatever it is, is your 27th ish. You know. Add more detail soon. Make sure 
you put it on your calendar. That's all I hit. Reply. Let us know if you're in for that. It's 
just it's very quick thing, you know? It's not like we're giving her all the details in the 
world. Maybe we're not sure France is one of our clients. They just finished their lunch. 
All we know is that their launch is going to be next September. They're nailing down the 
dates. Right now and we said, you know, we, we, we know that it's going to kick off 
either the week, the week of Labor Day. No, it's the week after Labor Day or two weeks 
after Labor Day. We're just not sure. And I I went and just told him that it's a pretty 
narrow range that you can kind of grayed out on your calendar. Like, hey, how about you 
just put this on your calendar from September 10 through 30, I think, call it a day. You 
know, and so we let them know as much as we possibly can with that. All the details 
about when they're going to be paid. And going back to like the boring details version, 
payments will be sent out on, you know, Monday, November 1st. If you're under 
$10,000, will send. And again, this is not. This is different for every client. I'm just 
giving you an example. So as much detail as possible if you're under $10,000 will be 
sending him out via PayPal. If you're over $10,000, I'll be reaching out here in the next 
week or two to get your direct deposit information. We'll send those via bank transfer. 
There's 50 different ways that clients could process. Sometimes it's just all PayPal, 
sometimes they use the thing, you know, there's Pluto and like 14 other things, so. We 
let them know this is another thing that we typically will do in this e-mail. It is. Remind 
them of all the contest winners. So we congratulate them on all the different contest 
winners that we do know. Alright, so that's that e-mail that's literally just put all the time 
on that one e-mail. It doesn't. Take it's not. It's not like it's not as long as it might seem. 
It doesn't take as long to ride it, depending upon how. You know. Um. How much 



information you actually have that you can share i.e., leaderboards and things like that. 
It might get a little bit longer. But then, OK, so let's say we didn't have the final 
leaderboard or we didn't have pieces to the final leaderboard. Now we're going to share 
that. That'll be another communication. I've done this in about 85 different ways. That's 
not riding in like 4 different ways. I've done it only as a Facebook post. I've done it only 
as an e-mail. I've done it as both. I've done it as a Facebook live. Here's something that I 
learn. We had a really close battle in the tribe launch of this past year. Stu and I went on 
Facebook. Refers the next day or the day after. I think it was the next day. Yeah, 'cause, 
it was late in the day. We got that. We finished the leaderboard. I said here, we got it, 
we're done. We know the leaderboard. We went live and we had about 50 people on. If I 
had it to do all over again, I would have brought the top three on.'cause. It was really 
close and they knew it. None of them knew who was gonna win. And. Mainly I would 
have just loved to have seen Sarah's face when she found out that she won. Like instead 
it was like, hey can, I was just typing in the chat like congratulations. And then like 5 
minutes later after she got up off the floor, she was like, OMG I'm so excited. It's like. 
We. You know, how cool would it have been to be like the Miss America thing where you 
know, it's like. I don't know. I've never watched it, but there's a really bad impersonation 
and probably offensive to numerous people. But whatever, you get the idea, right? Like 
it's no, I'm not stopping the recording again, 'cause. That just is too hard for me to 
remember. And I'm already passed like the point where he would have to edit and then 
now he's gotta take the last the end of the first video and then combine it with the 
second so it's more editing at this point. But yeah, that's something I would have done. 
You know, if you got a really tight battle. Bring them on. Have them bring on, have them 
come on. Maybe they even share like a little tip or strategy, you know, and you kind of 
make it into a it's a kickoff event. We're kicking off the next launch 11 1/2 months in 
advance, maybe, like, that's really cool. Alright, when the refund. Is over. These are 
etm's Casey. These are idioms. Like we're just thinking how can we stay in touch? We 
had you know, the final thing we had like delete you know the final leaderboard we have 
maybe you know again we we're going to share test you know anytime we get 
Testimonials II tell the team this is one of the things they will message us anytime a 
testimonial company, anytime a cool story comes in. We take 20 seconds. We go look 
that person up in their system. Up. There's no affiliate. I don't care. Then you know, 
because we have enough with most of our clients that we can only share we we're able to 
only share the ones that have an affiliate attached. If it doesn't have an affiliate attached, 
that's fine, 'cause. Then you can be like, posting to Facebook. Look at this amazing story. 
Yeah, this is so cool, right? We talked about that before. But if it's attached to an 
affiliate, I'm not only going to post it. I'm going to send it to them and their team 
privately. Like this is the impact you're having, how cool is that, right? So after the 
refund. We need to have another e-mail. This is the final e-mail. You had 100 sales. 
Three of them were refunded. You earned. $100,000. Plus. $10,000 for third place in 
the sales contest. $2500 for second place in the webinar contest and $5000 for the 
overall. Like, you know, here's how much you made, basically. Um. It's just giving him 
the stats. You know, and then you learn what their commissions are going to be and you 
tell them we'll be paying again. Remind them we're gonna be paying on Monday, 
November 1st, you know? And then if probably we usually will have a column where it's 
like. Payment information yes or no? So we will typically have 4 batches for this e-mail. 
If there's multiple payment methods. Usually, to be clear, we're not paying any given 



clients paying twenty different ways. There's just twenty different ways to pay people. As 
I'm saying, we don't think, I don't think we've ever had a client we never will 'cause that 
would just say that was dumb, but they have more than two. You basically can either get 
paid via PayPal or the other thing that we offer. The one caveat to this is if you get 
somebody who earned like over $100,000 in their international, there might be some 
restrictions with that, like international, meaning not even like UK or Canada, but like 
international, like they're they're in Greece. And I mean, I don't know that we're ever 
going to have that happen, but if we do, there might be something where we have to 
have add a third way to pay them. So there's four batches to this e-mail. Just like there's 
four batches to the other one, we asked for the payment information. No, there's people 
who we do have payment information for. Actually, there's three batches people that we 
do have payment information for. So we don't need to ask them. This might be that we 
already have their payment information from the last launch. This might be that they 
already gave it to us, you know, 10% of the people and just give us their payment 
information to be like, hey, I signed up. And by the way, my PayPal e-mail is such and 
such and such.com. Um. And there's people that we don't have payment information for 
that are under the threshold or over the threshold. If there's a threshold, again, some 
clients will have like A at around $10,000. If it's over 10 or 20, they'll pay via one way. If 
it's under a certain level, they'll pay via PayPal. So. Group number one, it's going to 
mention nothing about we need your payment information. I got it, group #2, it's gonna 
say and just to reminder, if you want to get paid on that date. I need your blank and your 
blank would be your PayPal e-mail. So hit reply and give me your PayPal e-mail if 
they're under the threshold or I need your such and such. I've attached the form that has 
you know that you need to fill out and send back to you know, admin@suchassuch.com 
or whatever billing its.com, right? So we're giving them payment instructions, right? Big 
thing here. With payment. We pay as soon as possible. Practically possible. So typically 
it's gonna be the first week day of the following month. If it's a 30 day refund. In a 
launch ends on October. 27. Or 25th, 26 somewhere late in the month will pay on the 
first week. Day of the following month with be December. Actually 'cause. It's a 30 day 
refund. If the launch falls middle or sooner. So let's say cart closes on October 9th. I will 
typically recommend to the client they go ahead and pay on like November 10th or 15th. 
You know somewhere in that range. So then it's not almost 60 days between cart close 
and when they get paid. That's just something we talked to in advance with the client. If 
you wanna go put that way back in there like pre launch meetings with clients. When 
does a car close? June 23rd when do you guys normally do payments? First of the month 
add just do it the 1st of August, it's fine. Um. Like I said, I think so. Especially if it's like 
June 2nd, they're getting paid till August 3rd, potentially 'cause. That's the first Monday 
in the month. I mean, that's 60 days. There's a long freaking time. So we want to pay 
them as soon as possible. We do as much work as the client wants us to do to do 
payments. If they want to give us access to their PayPal, I'd say 25% of them do. We will. 
We will do the whole thing, will process the entire payment. We will download the 
reports, double check them. Do all of the payments through PayPal. Alright. Um. If they 
want us to just download the spreadsheet and give it to them and they do the payments, 
cool. If they want us to do the PayPal ones, but not the bank transfers, 'cause nobody's 
ever asked to the bank transfers. That's weird. They're giving us access to their bank 
account. It's usually not something clients provide. Then that's cool. You know, I don't 
really care. And you shouldn't either. We will do the service as a service to the client if 



they want us to do the whole thing. But if they don't also cool, we'll give him the sheet. 
But then. You guys should know this. Here's an etm, right? 
 
There's a million times, like in various places. Biggest mistake a lot of affiliate programs 
make is they rely on that PayPal e-mail thinking that anybody actually reads it and says 
congratulations, here's your Commission, we have a launch coming up. Do you wanna 
promote it? No. That's great. Put all that in there. We do write a message in there, but 
send them a separate e-mail. Staying? Hey, just wanted to let you know we just sent you 
$4382.14. Thanks again for promoting reminder. If you haven't yet let us know you're in 
for the 2022 launch. Let us know. Hit reply, say I'm in and will get you added to the list. 
I mean, what better time to ask somebody to do something than when you just give 
them money? That's why I actually I've. I'm experimenting with that. Habit of tipping 
head of time. Restaurants sign up. Little thing I learned. Kind of cool verdict still have 
works or not? Alright. So I mentioned that e-mail. Let's see what we got next. Any 
questions so far guys? I remember where the heck I am. Yeah, I have a question. Don't 
let me forget that's my next topic, payment plan. Sorry, go ahead. Do you ever use 
softwares like? Crap. First promoter or anything like that to process payments or any 
type of software to do it? Or do you do it all? Kind of like what it sounded like one-on-
one? Yeah. So just for the record, those emails are mass emails. We just sent you 
$4312.14 as a merge field. Um, that's all it is, you know? I mean that it doesn't take 
anymore time to send one e-mail and it does, you know, 300. Just sent 300 that has 
one. It's just a merge field, you know it's you download the sheet. Most systems, because 
a lot of times they're PayPal e-mail and they're in their regular e-mail will be different. 
I'm in case in point, I'm not gonna tell you what my PayPal e-mail is, but it is different 
from I don't use that e-mail. If you e-mail my PayPal e-mail, I don't know where to even 
go. I go start support team. You know, it's not like a real e-mail address. And so. Um. We 
want to download the sheet. The sheet will typically have ping pong the system. It will 
have their you know their first name, their last name, their their e-mail, their PayPal e-
mail, and you know their affiliate ID. All that stuff. You know, and then it'll have the 
amount, so it's just to merge field the actual payments. We know we use PayPal mass 
pay. So again, it's that it's it's downloaded upload. that's all it is i mean it's yeah it's we 
download 
 
I do is write that e-mail which I pretty template eisd. Philly payments in total. I mean, 
Tara does them every month for our stuff. Fixer 6 minutes, maybe 7. She's on slow 
Internet. The thing is look for ATMs most of our clients. They will have. Is there 
Evergreen? So we're literally paying affiliates every month? If it was a launch, they have 
a three pay, a four player six pay. You know, payment plan. That is 3/4 or six ATMs right 
there, because every time we send them a Commission. We get to remind them we get to 
send this same e-mail. We just sent you $914. Thanks for promoting you know this is for 
your second round of you know payment plans. Thank you so much for reminder. The 
next launches Yadi, Yadi, Yadi, right like these are these ATMs. Occasionally in those 
emails will even pop in some additional information like, you know? You know, by the 
way, I posted it, you know, Stewart live on the Facebook group and shared an exciting 
update about the upcoming launch. You know, things like that. So these are the the 
emails. Where it's like if you if you really don't feel like it's something or it's it's either 
you don't really have anything that's like soup so exciting you're going to send the 



dedicated e-mail, or you did send an e-mail but you're just gonna remind them. I mean. 
You know, I did a training for the PLF affiliates or PLF owners to get them to become 
affiliates and. Chris, who's the fleet manager for PLF share pretty cool story out. 
Matthew Kelly who, who and I'm gonna butcher this, but basically said, you know 
people here at once they they really don't pay attention. Um, people hear something 
twice and they still don't, you know, pay attention, basically. People here at a third time. 
And it's kind of like it, you know, it starts to. Jog their memory a little bit and bring a 
little bit of a bell. People here. Let me see if I can pull this up. Matthew Kelly, it's in the 
slides. Oh yeah. Here we go, people. Here. This is my favorite part. People hear 
something a fourth time and they go, this must be important. It's the second time I've 
heard it. People here at the 5th and it starts to sink in. Six times they start to think about 
it. In 7th time they remember it. So that's why we are going to be super persistent in 
every communication, reminding them of the dates, reminding them updates, 
reminding them of what they need to know. If there's a you know, for instance, this is 
about to become public. So please don't share this with my the name tribe is going away, 
it's going, there's going to be a new name. And so that's going to be a pretty big update 
when we make it. You know how long we're going to talk about that afterwards through 
the end of the year. Every communication. PS If you didn't catch the new big 
announcement from's to check it out. You know that's important, right? 7th. Build those 
relationships. Uh. 40 to 75% of the affiliates you'll work with. You'll work with again. 
Um. There will be some that are very specific to specific clients. There will be some that 
promote client A and never do an affiliate promotion again. 40 to 75% of them will be 
people you work with. So build relationships. Keep in touch, right? Be there, Facebook 
friend. All of them on social media engaged with their stuff, like for me. It's 10 minutes a 
day. This is not a full time job. Tim, it's not even, it's 45 minutes a week, really. Stu is 
phenomenal at this. I I noticed with like developing those relationships and and here's 
what he does. He looks for the he's, you know he looks for the meaningful posts. In 
Peoples lives, any comments on them? If he wanted his friends has an anniversary of 
any sort, you can bet that Stew is going to comment on it. And. You know you've got 
these affiliates that you've now befriended. Coming on a post. Congratulate them. You've 
heard me talk about this before, but for the love of God, don't like a post and then not 
comment? It's a fear. There's a video, a few if you guys ever saw it. I think it was 
tripping, Tyler, that did it. It was like Facebook in real life. And this guy just like came 
into a conversation and went. And then walked away. That's what you're doing? I mean, 
no, I'm getting on a soapbox here, but, like, seriously, leave a leave a comment. It 
doesn't take 30 seconds. Just, Oh my gosh. Congratulate. You know, congratulations on 
your anniversary. So excited for you, too. That's amazing. You guys are such an 
inspiration! :). Done. I'm out. Um. It's intentional though. So for 'cause, I'm not, I'm not 
naturally drawn to social media I don't like. I truly thought, I really kind of hate it. 
That's just me. But I I know that it's a tool. Every now and again I have a fifty thought 
and I feel like the need that I need to go put. I don't. I don't feel the need to post, but I 
go, you know what? I gotta like kind of keep some engagement up, so I'll go share this 
random thought about how I intentionally played Tom thumping by Chumbawamba 
recently. You know? And, um, catchy song. Don't judge me. And, uh, you know, that's 
something that's not natural for me, just for the record. It's not. It's also not natural. 
Like I read through and I my my natural default. I did. I actually caught myself doing 
this yesterday. I saw somebody posting, I went, that's interesting. And then I kept going. 



And I was like, wait, that's it. I just said that's interesting. I should comment on that. I 
should, you know. Show that I give a flying crap about this person's life, you know? So, 
you know, I left a comment and said that's awesome, mom, you know, and. It's a joke. I 
didn't really plan that joke 'cause I was setting it up as. It's pretty funny alright, so, but 
it's like the people that I least engage with on social media or my family 'cause. Can talk 
to them on the phone. But just reach out, you know, check in with them. Find ways to 
keep in touch. You know if. I know for me, you know, like things like birthdays, it's just a 
little thing. Don't be the person, don't be the 83rd person on somebody all to wish him a 
happy birthday. Send him a text. I don't know. I don't know about you guys on my 
birthday. Actually, truth be told, my Facebook birthday is actually not my birthday. A 
couple days off intentionally. I don't, you know, just a little freaky about privacy. So 
whatever. That's just me that's saying I'm right or wrong. But so it is kind of funny that I 
get a bunch of, like, messages couple days before my actual birthday wishing me a happy 
birthday. And then, like, on my birthday, people like, oh, happy belated birthday. I'm so 
sorry I missed it. I'm like, you did it. It's running a party tonight, actually, when I come. 
And so. What I love though, is when people pick up the phone and I get a voicemail from 
somebody that you know, they're a friend, but not all you got super duper friend. If you 
think about your super duper friend, they text you or they call you on your birthday, you 
know so. Send him a you know, a text. Here's another one posted in the affiliate 
Facebook group. You see a message. This one is blown people away. Go post it in the 
affiliate. Now there's. They're in four different affiliate Facebook groups you need to be 
judicious about. That may be posted in one. Maybe the one that's coming up nearest 
might be the best choice of that or something. I don't know. There's like a formula for 
that, by the way. But. We're going out going and wish him a happy birthday in the in the 
partner group. Blows people away. Just absolutely blows people away. So just trying to 
do things that are going to build. You know. Like build relationships, right? Don't be the 
person who leaves the comment like their entire comment is just the praying emoji. 
Really? You have not like you have other keys on your keyboard. You could use them to 
put together like a couple of coherent words. And I get that it's 2021 and. That's just how 
people communicate, but I want to be memorable. I want people to remember my 
comment. I want them to remember that I said something useful. So maybe praying 
hands is an acceptable response when you're texting back and forth with your friend, but 
like, it doesn't stand out. I couldn't tell you. The last person you sent me. Praying hand 
emojis and nothing else. 'cause I don't remember them. You know so. Animated GIFs 
are acceptable, though maybe that's just a personal thing. You know, there's nothing 
wrong with a good animated GIF reply, especially if it's sarcastic. And that's just me 
though. But you'll use your personality. Build those relationships. Um. 
 
 
Session 7 Post Launch Part 3 
 
 
8 mentioned this before. Share the stories with them. Keep reminding him of the date. 
Ask them talked about this before. Remember the whole warm ups? So this is the cool 
thing. This is the launch calendar ready. It's like this and like this and like this. If you're 
not looking at your screen, you're like, what's. Should be watching her scream. It's it's 
just an endless loop because the post launch is the beginning of the warm up. That's all 



it is. So we keep reminding him the dates. We keep doing that. We asked for more 
people what better time to ask for referrals to the next launch when they just had an 
amazing launch. Hopefully they had an amazing lunch. Um, sharing things? You know 
that that it worked. We're doing this. This is something that I've never done before and I 
think he's gonna work on amazing. But we're creating a course for tribal affiliates. That 
course has nothing but me interviewing. Um affiliates from the last promotion, now I'm 
in there is a cool thing that we get to do. As a side benefit, we actually initially 
interviewed them for aim. Perfectly inside or monthly. And I went, wait a minute, we 
could just take all those and create those as like a tribe course so we have a duplicate. 
Purpose for those. So if it's somebody that's really cool, you think they have a great 
story? It doesn't have to be that they did $100,000. Some of the best stories are small 
list and they made 10,000 bucks, 5000 bucks. They made five sales from. Their goal is 
to make 2. Who's some of the best stories? But it could be somebody who maybe their 
goal was 25 and they made 75. You know, they made a lot of money and they have a 
pretty good sized list that could be A and they have really cool strategies. So in those 
particular cases, that might be an instance where I interviewed them. We could still use 
it in the course, the mini course, you know, four or five interviews where we share them 
with other affiliates, but we also get to use that inside of him. Because it's a cool story 
that we want to share with people, so. The overall point here is like. The launch is 
finished. Look at those. Those next, you know that next 30 days, especially the next 60 
days in the next six months, look at that is again the beginning of the warm up for the 
next launch. We're not trying to get him scorching hot nine months in advance. We're 
just trying to keep them warm. They're already hot. So it's like taking a pot of boiling 
water and putting it on that back burner and putting it on low. It keeps it the same 
temperature it already was. Doesn't get any hotter. We're just keeping it the same 
temperature, so don't be lazy, you know? That's one of the big things, you just want to 
keep them. Keep them engaged. Alright. Any questions on that so far? Pretty darn close 
to being done, I think. May I just like piggyback on relationships and and what you you 
and Alan talked about yesterday in the training and it it clicked with me 'cause, I'm like 
you as far as social media and things like that. But when you went to Firehouse Subs and 
you have just a few minutes and just shooting off a few texts and you know and and 
'cause, I'm I'm guilty sometimes. I'm just getting through there and scrolling. Instead of 
doing what you did. So that really spoke to me yesterday, I'm gonna start doing that. I 
mean, you know, 235 minutes you can you can do it quite a bit. Think. Yeah, just for the 
record, it doesn't have to be affiliate. It doesn't have to be business, right, right. Family. 
You know, it could be actual like friends that don't serve a business purpose. Sometimes 
when I'm at Firehouse Subs, what I'll type up actually is a message to the parents of, you 
know, the soccer team. I coach that that's usually I'm because I don't instinctively. You 
know, games are Saturday mornings, Saturday afternoon, let me send a recap and what 
to work on, you know, Sunday and Monday. I don't, I don't instinctively do that, but. 
Then Sunday afternoon, I'm. You know, whenever Saturday afternoon I'm sitting there 
waiting to get the oil changed and I got nothing else to do for 20 minutes. So you know 
what? I'll send a recap. That's why. My recaps? I only sent one about every other game 
'cause I forget to send him the other times 'cause I don't have that time. So there's all 
kinds of things you can do with that downtime that are much more useful if you're 
intentional. And the intention is you don't. I've got 15 minutes. I'm gonna go comment 
on some Facebook posts and build a relationship. That's fine. It's totally fine. And I'm 



not suggesting you never have any time where you just veg out like. I remember last 
night. I finished kind of doing all my daily planning and. You know, I I do the dishes and 
the family. It's like my thing, I put on audiobook and zone out and. Listeners, I did 
ironically listen this audio book talked about mindfully doing the dishes, feeling the 
warm water, really thinking about each stroke of the brush. And I'm like, I don't wanna 
do. I want to be doing the dishes and not know I'm doing the dishes, you know? Like I 
wanna be in a completely different don't care if it's fiction or nonfiction, I wanna be not 
thinking about doing this. It's best just me. So I finished doing all that and I had about. 
20 minutes before bed and you know what I was like? I look at my wife, I go, I wanna 
watch something and just fetch out. Like, can we please put on chip and join a game and 
just do like, have my mind just be like for 20 minutes out of the day? That's fine. I don't 
think that's sitting there waiting for your order for 8 minutes. Is that time 'cause, you're 
not really going to veg out if people watch. So sometimes I'm using, but that's just like 
getting in that habit. When you have that downtime, I'm just going to send five texts. I 
must, I must do something like that. If I would be lying if I didn't say I think it's made 
me millions over the past decade or so. I really do. Um. Actually, there's one example in 
particular. We got a big author. Pretty well known author. Well now. It recently came 
from one of those texts. I don't know. It's gonna be worth couple $100,000. It's gonna 
be a pretty big deal there company. And I know exactly. I know exactly where I was 
sitting when I sent the text message. Wait, I have gotten them otherwise maybe say 
5050 chance, but I know I got him because of that text. So. Um. Any other questions 
that I'm trying to think talked about payment recording off that and then reset. I'm not 
going to. I mentioned earlier why I'm not going to. Yeah, sorry. Here's the other thing is, 
like, think about this is just a mentality that I have. Think about your Affiliates like 
you're like if you have your own list or you know, you know people have their own list, 
right? We wouldn't finish a big promotion. And then. Just go dark for a month 
afterwards. Because the message that says to them is probably really wanted was your 
money. There's an e-mail that we send we we got this from Stu about four V 45 years 
ago. Other people have done that, but it's the one that we really like is the one that's too, 
as usual, we copied it, used it for own purposes and recommend that our clients and it's 
basically a thank you e-mail. It says, hey, you didn't buy, you chose not to buy my course 
basically. But I just wanna thank you for just putting in the workshop, for turning the 
webinar or whatever it was and I want to let you know. Here's some other great places to 
connect to. My free content will open up such and such a year from now. We hope you 
join us. But in the meantime, why don't you follow me on social media? Why don't you 
go download this free thing? Make sure you subscribe to the podcast. You know and and 
then hit reply and let me know how I can serve you would what kind of content would 
you like me to create? OK, hey, I win 'cause. I get more social media followers and 
podcast listeners and all that. That's great. They also let me know when we send out that 
e-mail. I don't have to worry about content for six months. I just answered those 
questions. That's kind of cool. But it's just it's a very heartfelt e-mail I get. I understand 
I've bombarded you with stuff, and I tried my darndest to get you to buy and you didn't, 
but here, blah blah blah. That we do the kind of the same thing with affiliates. We don't 
want them to feel like we just use them. I know I was in communication with you every 
single day, sometimes multiple times a day and all that, but now that the launch is over. 
Peace out. Like I don't give a flying crap about you for another six points, you know? No, 
we don't want them to feel that way. So we want to think of it like that. One other little 



thing, just from a practical he's found a note on this. If an affiliate does something cool. 
You know one of the partners? I don't know, they release a cool podcast episode. They 
they win award. Doesn't even have to be like related to business. Something cool that 
you go, you know, to be a really cool thing to share in the Facebook group. Asking 
permission. Usually if it's like a cool podcast episode, they really genuinely don't care, 
but in the fact they're like, hey, cool, thanks. Periodically once a month. So you can't do 
everybody but share something cool from that affiliate did in the partner group 
Facebook Group. It shows to others, you know, it's a subliminal message. It's obviously 
really cool for the person who got featured, but it's also a message to others that oh wow. 
Jim's following these people and. Gyms, you know, cares about them and wants to share 
their success stories, not just. You know, I just don't know. It's just that simple message, 
right? It's really effective. If there are any opportunities. So even with a big launch. If 
there are opportunities for ongoing content, so. An example with tribe is they have cerci. 
They have. That's the other thing that you can promote if you're a tribe affiliate. With us, 
you know, we have multiple different courses. For example. Is there something where, 
you know, maybe they have a a big launch but there's a two, you know, it's 2000 hour 
course, but they also have this, you know, Evergreen mini course? That launches once a 
quarter. I don't know, you know, are there ways for them to continually promote? 
Maybe they do it once a year spring launch, but they there's a black, you know, a little bit 
of a Black Friday promotion or Cyber Monday promotion. What are there? Order like 
the Sprint promos or the Evergreen promos that you can. You can have right? You know, 
giving them those again. After lunch time is really the beginning of the warm up. So. You 
think about this, it could be nine months in advance they're reshooting the course. 
When we talked about for getting to do a little stuffy video from on the set. Is there any 
big news in the company that? You want to share? Like I said, changing the name of the 
flagship course, that's a big deal, you know? You know, those are those are kind of cool. 
Even things like we're hiring. Do you know anyone? It's not necessarily that you're 
looking to get people. That's that. That's great. I mean, probably get a couple of qualified 
applicants. But that's company news. I want to share that with our Affiliates because it 
makes him feel like they're part of the team. Any product updates? We talk about 
lessons that you learn. So. Four months after the launch. This is one of the things that 
we ask our clients for, so write this one down. This is super important. I want to know 
what our clients are promoting. We are typically not involved in that. We're not an in-
house company that runs their JV promotions both ways. OK. We've never been asked 
to do that. We may get asked to do that. If that situation arises, we'll discuss it. I don't 
really know what our answer is right now. It kind of the answer is it depends. But I want 
to know what they're promoting. So that. Let's just say stews promoting PLF in 
November. Set a reminder November 15th. Hey, Stu, any cool lessons you learn 
promoting PLF this year? Nope. OK, cool. Yeah, as a matter of fact, we did this and it 
really worked. Hey. Could you record a quick 5 minute video or go go live in the 
Facebook group and share that real quick? Or do we want to hop on zoom and talk about 
it? And um. You know. It could be a. You know, cool video to share with the with the 
affiliate. That's a cool lesson. You know, we're sharing that kind of lesson. Um. The key 
really here is just to. Plan, plan, plan as far in advance as possible. It just thinking 
through like water, all the things we need to do. Nine months out now, 'cause typically 
will take over client in the four to six month range. You know, that's just I wish that 
wasn't really, I wish we were taking over eight months in advance, nine months in 



advance, but it's typically in the four to six month branch now we have a year. So let's 
rest for a little bit. Maybe they're delivering their cores for eight weeks, so we give them 
two months, but let's start planning. That next launch. 8 to 10 months in advance. And 
we have to kind of harp on them about that like we might, they might not be like us. I'm 
not naturally a person who plans 10 months in advance just through record. It's not, it's 
an acquired taste. It's kind of like coffee, you know? But now I'm addicted to planning 
that Parliament, just like I'm addicted to coffee. Also heroin. So matter of fact, I'm just 
kidding. Alright, so. We want to plan these things as much as pass. So we have that final 
or kind of that what we call an AR after action review if Stacy was on should be like, Yep, 
we do those in the Air Force 'cause this came from the military. We go through a very 
simple process with our clients. What were your goals? What were our goals? We're 
recapping the goals. How did we perform against the goals? What do we wanna keep 
doing? So what worked well? What do we want to improve? Very simple one there. What 
do we wanna stop doing? So this is the stuff that we don't want to improve it, we just 
wanna not do it. I don't know what those things might be. I don't even. I don't even 
know when example from any recent launch fact matter is. We. It kind of stopped doing 
so many things prior to the last few years. It's been a long time since we did one of these 
and we don't wanna do that anymore. One example that comes to mind. Um. Because 
we realize it's just. The ROI. It just wasn't there was we really, really, really stopped 
doing individual webinars. For most of our clients affiliates. Instead, we had the one big 
webinar. What we realized was. Yes, the individuality of having affiliate a bring will just 
space to bring Stew on and say. Oh my gosh. I'm doing this private webinar and stews 
on there going yeah you know Tom's audience, yadi yadi and we're gonna give you this 
special bonus what you gain from that you lose from not you lose from not having any 
past students on. Especially if that private webinars with a new affiliate.'cause when 
using student example when he does his webinar, there's two to 3000 drivers on there. 2 
to 3000 people on there and who do you think comes? Is that the person who bought 
tribe two years ago and gets on there and goes I bought tribe two years ago. It sucks. I 
just wanted to be on this webinar to be an idiot. No, it's the person who's like. Comment 
after comment, Yep. But tribe two years ago changed my life. Uh, I did $50,000 in my 
first launch. I make $5000 a month as a stay at home Mom. I mean, it's like. Why would 
I want to do a private webinar where there's none of those? So that, I mean that was 
years ago that we figured that one out, but my point is. There's not very many there, but 
we do want what do we want to just stop doing and then what do we want to start doing? 
Alright, So what do we want to start doing? What are what is something that, you know, 
oops, we didn't do that. We need to add that. We did this with. Member what launch was 
back in like 2015 and I'm like next launch. We are starting a live leaderboard. You know, 
we're going to have a live leaderboard and we added it, you know, since then it's kind of 
been a staple of what we do. What are the, what are the biggest improvements we can 
make? You know, kind of like narrowing down these things like what are the three or 
four biggest improvements we can make? What are our goals for next time? So we'll go 
ahead and say, OK, so we set a goal this time of 700,000, we did 800, alright, let's go 
ahead and set a goal 1.2 million for the next one. You know, so that's kind of the format 
we have a uh. Google Sheet that you can kind of copy. Every now and again we'll do one 
of these. Um, so this is when we did for for tribe? And we actually walked through the 
the statistics. We we met and talked about this, but this actually walked through the 
actual statistics. We had an analysis of the statistics, the biggest areas for growth. Are 



those who made their first sales this year and made less than 10. Um, and then we had 
the lead statistics, more statistics than we had our five improvements. We actually, with 
this one, with tribe we didn't have a stop doing. We didn't. We kind of lumped in start 
doing into the improvements. This was the just to be clear, this was the final report, so 
this is actually actually after the meeting. Um. We discussed through this we had five 
things. These are the five things we're going to focus on for this launch. And if you look 
at what we've done, how far are we past May? So June, July, August, you know, four 
months, last four months, all of these things have pretty much been focused on these 
five. That's where we've been, you know, putting our focus. And so this is a template of 
what you might put together. It's both for the client, but it's also for us. You know, we we 
use this that that's our playbook for this next launch. Um. If you if you look at what 
we're going to do for 2022, we're going to literally do the exact same thing we did in 
2021, plus these five things. Or with these five tweets. That's it. That's all we have to do 
in 2021. Or 2022. So what that allows us to do is really hone in on those things. Put 
thirty 4050% of our mental energy into those five things. We Fast forward to 2022. I'll 
still run that with some help from some of you, but. So now if I ran it by myself again, 
'cause, I didn't row by myself. We had our team. But I'm saying if I was still the lead on 
it, collectively we would spend 40% less time and get 40% better results. Because most 
of the stuff is done. The e-mail I'm going to send the day before cart close. Guess what? 
It's pretty much going to be the same e-mail I sent last year before close, but accounting 
for these five tweets. So you know what? That might be an area where I don't send this 
e-mail and I do something a little bit different. But otherwise, pretty much the whole 
sequence is going to look identical. But one thing is we are gonna move everything up 
two weeks. We, we we innovated. This time we did the you guys saw them, we did those 
strategy calls. I've never done those before. I came up with that was a. Left field random 
idea. That I didn't know if it was gonna work. I was 5050. I was like, this could be a 
colossal waste of my time. It's been an hour and a half. Gosh, why don't have an hour 
and a half? So I'll do it anyway. Turn out to be a huge investment. Like, I mean 
colossally massive investment of my time. Also a very massive return. So we're going to 
keep that. Bring that week them because because I made it up this time, it wasn't his 
organized as I wanted. They started about two weeks later. Then they they should have 
not because I screwed it up, because I didn't think of the idea until about two weeks 
after I should have. And so we're going to, we're going to tweak those for next time, but 
that's what that process looks like again. Like I said before what we did. What we do for 
clients or what we what we do here is both for us so that we learn we get better. We can 
focus on those five improvements or two improvements or seven improvements 
whatever it is. But it's also there is a like a better term. I've said this before, it's kind of 
like the communication calendar a little bit of a little bit of it is for show like we're 
showing the. The client, I mean the thing that's to set when we came on that after action 
meeting and just jumped right in and started asking questions and dialoguing we had an 
agenda and we had a three page. Three page, OK, we had a three page. You know, 
document that look at gender for this thing. They couldn't freaking believe it. Like they 
were like they're an organized, you know, eight figure company and they were like, holy 
crap. These guys got their act together. All I had was a really pretty sheet, you know, I 
don't even know what I'm doing half these meetings, but the sheet tells me what to do. 
When we gave them and submitted that report, he's like, I shared this with the whole 
team. They were blown away. He said everybody on the team right down, like our 



customer service reps, have a better understanding of, of what's going on now because of 
this. So we really want to focus on wins, stats and improvements. That's the big thing we 
want to acknowledge. We don't want to, we don't want to say we mess something up. We 
just want to acknowledge where the improvement is. And so we don't want to avoid 
elephants in the room either, so we can talk about that later. So I'm gonna actually ask 
you to create an agenda. So. Once you if you need to, you can watch that last part again. 
Basically, I just want you to put together a post launch agenda and let me pull that up. I 
think I say just agenda. I might want that to say recap. You should do quiz. Let me see 
what it says real quick. Create a meeting agenda. So just a meeting agenda, that's all. No, 
no recap. Just so, you know, I put in there. And if you guys go to give you the link, you 
guys can just see it. So whoever is watching the replay, it's at your affiliate launch 
coach.com/agency quiz the number 6. So your affiliate launch codes.com./ agency quiz 
#6. And it said, you know, make up stats, make up details. So you can literally make up 
things like. The point is, is to create an agenda, right? So if you need to make up stats 
and say you know. Sales were up 27% year over year. Cool or 34%. You get to choose. 
Doesn't really matter. I would definitely, you know, have some positive elements, some 
elements and some negative elements just so like you know can see how you would 
process those, but it's the agenda, but with the the notes, so kind of like what you say it's 
a combination of just up your meeting agenda and what you saw on those. With the term 
I'm looking for. Um. I'm going to drop a link because I can't think of what I'm looking 
for on the recap. Let me drop this link. Right, that's the tribe recap 1. And let me 
message Kevin real quick and tell him to put that link below the last video. Stacy can 
grab it. Real quick while I'm messaging him. Actually. So the timing of the recap real 
quick, the timing of the AR 7 to 10 days after launch, I think we talked about that last 
time. Simple reason for that is we wanted there to be a little bit of space. Rest being the 
big one a lot of times, you know, like for instance with tribe, they're gonna be doing. You 
know, they're gonna be delivering the course, delivering the content. Once they get into 
like the second or third week of it, it tends to the chaos, tends to die down. But the first 
week there's, you know, their teams dealing with login issues and complaints and you 
know all these things, right? There's tech issues galore. So we get about a week, week to 
10 days. It's kind of like we're still close to it. We don't want to do it four weeks later. 
That's too far. We don't wanna do it right after either. Lastly. From a client perspective, 
our results in the launch. Last lunch they did 200,000. We helped him do 700. That 
should shut up any talk of not working with us again. But I had a guy yesterday that kind 
of changed my thoughts on that 'cause it's so true. My name is Dale, the guys name is 
Dale Hen. If you've ever seen a fitness product. Weight loss product. Health related 
product on television. There's about a 40% chance he was behind the marketing guys. A 
freaking genius. And he said um. He said what's the number one reason why client 
leaves you? He said I'm going to write down my answer. I'm curious what you think and 
I'm like. Given a lot of clients leave us, we only had four and two of them came back so. 
Um. I said I think probably the the four that I've ever left us, it's about, I know for a fact 
the two that came back, the reason they left us, that they thought they could do it 
themselves. And he held up a piece of paper and he said it's pretty much exactly what I 
wrote, he said. The grass is always greener. So the client sees how they helped us go 
from 200,000 to 700,000. Sometimes, not always. Most of the time they think like crap. 
We don't ever want to lose these people. Sometimes they think now that they've built the 
base force, we can take over. That wasn't so hard. I saw what they did. They sent those 



emails. They they made I I can hire somebody for $80,000 a year. Full time. He'll get 
better results. The grass is always greener, right? They think they can do it themselves. 
Um. So we want to continue to show our value. That time right after the launch is the 
time where they look at the numbers and go and they got a $700,000, but we spent. We 
paid them 84. Yeah, I mean, there's a half a million more, but paying 84. And I think we 
can. I think we can do this next one ourselves. I will tell you there's only two clients. Like 
we only have four clients ever. Leave the two that I know. They're the two that hired us 
back after the next line. I won't say who they are, but the first one we help them go from 
300,000 who launches later. We did 1.6 million. There next lunch without us did about 
500,000 again, so they went they almost all the way down to where they were before. 
The other client when we took over. They're already north of a million. I wanna say 
they're around 1 1/2 million. Was there previous launch we help take him to almost 5. 
We then did another launch with them for a different product that ended up being a 
little bit of a disaster, a lot of unmitigated or circumstances that we could not account 
for. And the truth is that if you that if if you'd asked us for a projection six months out, 
we were projecting 1,000,000 bucks. But as we got closer I was projecting more like. 
1.75 and it being about 1.2. So I'll .75 to 1.2 disaster 1 to 1.2 is a unmitigated success. So 
you tell me, right. And so they were like, well, that didn't work and we're gonna try it on 
our own. There, next launch of the first product, the one that we took from about 1 1/2 
to just South of five, ended up doing worse than the one that before we took over. Did 
about 1.4 million. Um. So Needless to say, when they came crawling back, you know, I 
charged him more. But. That's. It's it's it's one of those things. It's not. None of what we 
like I've showed you is like. I don't think. I don't think I've showed you anything. I 
probably showed you a few things. You're like, oh, that's kind of a cool ninja tactic, 
right? You know, that's. Everything is based on sound psychological principles. It's 
based on sound management principles. It's based on sound and proven principles. And 
if you if you take a freshman introductory you know college class in psychology, you 
could figure out half this stuff if you read. If you read a couple books from Robert 
Cialdini, you'll understand this stuff. Which this item you should read all of our shield, 
any stuff. You know, before you work with us. It's not a requirement, I just think it'll 
make you better and you'll make a crap ton more money understanding those principles. 
These are all principle based. Are there a few things that we do where it's like, it's kind of 
cool thing that we did, like the fake book checks? You know, I think I mentioned those. 
Resend him the check and it looks like it's an actual check, but it's really just telling 
them, you know, we'll give you $1000 advance on your commissions if you want to run 
Facebook ads. That's pretty cool. That's something that nobody would think of on their 
own, but the reality is we do it once. They can't copy that. Totally got that. But they can't. 
They can't copy is what they don't see. And we try to make it visible that we're doing it 
without telling them, you know exactly how. But they can't copy is the fact that I had a 
strategy call with an affiliate whose goal was five sales. She made 42. There's a few 
things I taught her on that call. You can go watch all the replays client of all the strategy 
calls we did all the training. You can't duplicate. There's just stuff that they can't say. 
That they don't know, they don't know how to deal with situations in those situations are 
important. They don't have the relationships in many cases. So we want to continue to 
show our value, especially at 30 to 90 day range after the launch when while they're 
super excited, they're also most likely we found. Ask statically to kind of say, you know 
what? I can do this on my own and we want to avoid that. So I've got 5 minutes any any 



last questions, but you got the link for the quiz, so I won't. I won't be sending an e-mail 
with that now that I gave it to you. Met with all the reaching out to clients and trying to. 
Keep track of them. In the past I've used systems that you can kind of, you know, I last 
emailed this person On this date and then stay remind me in two weeks to touch base 
with him again on whatever. Do you use anything like that or are you doing this all 
manually? We have a couple things that we use the master spreadsheet. We use not the 
master spreadsheet that has kind of the master place for everyone at a glance. So we do 
that. We also use a sauna. It's just tasks, you know, like I said before. You know, I try. 
When we lead up, you know, those final like three months or so. I want, I just want to 
send a message, you know, three times a week like I told you before, collectively it takes 
6 minutes to send those messages. Not huge things. Um. They just Monday, Wednesday, 
Friday I have tasks in Asana. They go off and remind me to. To do them actually I 
usually I think I put it everyday and then just some days I just ignore it, you know, I just 
check it out. I'm like, I don't have anything to say. I'm just not ignore it, you know, I'm 
really busy today. I will signoret. That's how I manage it. I don't. I the truth is I don't 
particularly care how you manage it. Everything points back to a sauna. So for me, we 
have the digital stuff I go through. I look at my task. I have. I have four, I have six tasks 
for today. I have my big three, and then I have three others that are pretty small. So I 
wrote them down. I. I put him in my planner. So I operate off of here. At the end of the 
day, I'll go go over. Go over to US honor real quick. Go check. Check, check, check. Or, 
you know, check, check, check, check reassign for. Next Tuesday 'cause, I'm not doing it 
today and that's how I do. I do take a quick look right now, 'cause. I'm serving as project 
manager. I take a quick look at everybody else is usually end of day and where we need 
to, you know? Oops, you know, Jim forgot to provide the graphic for next week's 
Facebook live by today when it was due. So. Hey Jim, reminder if you, you know you 
need to get that Allen by Monday at noon or now so, but I don't really care how you 
manage it. Personally. Any other questions? Cool, so. The only thing remaining just to 
give you guys kind of a a very quick overview. We're gonna talk about some specific time 
types of launches, so. There are two types of big, you know, things that have a little bit of 
nuans or book launches and summits. We're going to talk about those next time. We'll 
talk maybe a little bit more about client stuff that honestly I've kind of covered about 
95% of it just in in talking through all this stuff. So specific. Specific stuff related to 
specific types of launches and then we'll cover. A few specific things about kind of 
working with us that I haven't talked about yet. That you'll want to know. And then. 
That'll be next Wednesday, sometime within a pretty short period of time. After that, 
that's when I'll start kind of picking some people that we want to work with and we'll 
have a little bit more in depth conversation, you know, privately we'll talk. Feel like 
you're a good fit. And again, as you know, this has been an extended job interview 
essentially. So I have a pretty good idea kind of of that direction. I think I'll put it this 
way, everybody who's on is in the running. I didn't just leave people on. If you, if you've 
noticed it's gotten smaller, you know about every other time. That's 'cause. We invited 
people not to come back, you know, for various reasons. So that's it. That would be the 
next step. The timeline is probably roughly first part of the following week. So 
Wednesday will be our last training. I will reach out as soon as next Thursday. And as 
late as the following Wednesday. So just know there's there's it just kind of depends you 
know reach out, schedule A. A call, you know, a zoom call with potentially with just me, 
potentially with me and Tara, who's my wife. Slash business partner, Slash CFO. And 



we're not sure yet. We're gonna kind of play that one by ear. So we'll schedule that call 
and then if we bring you on like you said, you know, we'll have some tasks for you, some 
terminology in the world, spec tasks. I believe those are paid just for the record. So you'll 
be paid at a rate that would be commensurate with what you would be paid if you were 
working for us. You know. But it'll be, you know, this should take two hours and you're 
going to get paid, you know, whatever. You know what we would expect you to make in 
two hours of work, basically. You do those. Some of you will suck at those and you know, 
I don't know, we'll just see right about some of you will, you know, probably rocker 
world and impress us. So that's the point of those. And then hopefully, I mean just 
looking at the calendar, I think we're going to be able to. I know we originally said it 
would probably be right before Thanksgiving. I think we're probably looking. Little bit 
sooner, you know, probably the first week of November at bringing on somebody to be 
somebody or somebodies to be kind of what we call like Junior associate affiliate 
managers. Assistant to the district manager. This is the signer if you don't get that 
reference. I don't know if you can work here. You have to Google it anyway, so. Cool 
guys. Yeah. Watch the office. That's your homework. You two questions on the quiz, 
there's two quiz questions, and you need to go watch the you know. If you've never 
watched the office, I expect you to watch the first four episodes just so. I need you to at 
least understand some of it. Alright guys, I'm gonna run and I'll see you next 
Wednesday. Thanks, man. Yeah. Thank you. 


