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Introduction	  
Having a list is essential for making hundreds of thousands of dollars online.  
However it’s not just about growing a list and sending out emails. There’s a 
specific way, almost like a formula (that could be tweaked) that works and has 
made me over a million dollars with email marketing.   

The training in this report is going to be some deep psychology stuff! It is worth 
over $2000 for this information. The best part is that I am going to show you how 
you can literally start from NOTHING and begin to sell stuff and make money!  

This is a million dollar plus business - so let’s get into it! 

 



 

What	  You	  Are	  Going	  To	  Learn	  in	  This	  Report	  

 

 

No - that’s not a typo….you can easily build a list in any niche from absolutely 
NOTHING! I am going to give you the exact formula that I use to do that.  After 
that - I am going to show you how you can effectively communicate with your list 
to get them TO LOVE YOU even though you will be promoting offers to them 
over and over again.  

I am really pumped - so let’s get started!  



 

Build	  A	  Giant	  Email	  List	  From	  Scratch	  
RCEV Method - (Pronounced “Receive”) 

 

 

This is the secret to my secret Facebook Page Empire.  I can go into any niche and 
build a giant Facebook page and list every single time. This is what myself and my 
team follow every time we go into a new niche.  

Step 1 of RCEV: Research Your Audience Correctly - this is very important!  

Our intention is to first build a Facebook page before we try building a list because 
people are skeptical and scared because they don’t know the person/company 
behind it. You need to begin to build trust!  It is 100 times easier to get people to 
optin to a list! This will “warm” our audience up. My audience lists are very 
responsive (40-50% open rate) - this is pretty amazing!  

Exercise:  

Write down the audience that you want to go after? What is your niche? Get as 
targeted as you possibly can.  

Consider 

gender 



 

age 

occupation 

business 

location / Local 

 

Next: Who are the Rock stars / Celebrities of your niche? Gossip Centers? 
(magazines, websites) Current Competition?  

For example - if you wanted to build a list in the real estate business - who are the 
rock stars in this niche? Donald Trump, local celebrities (top real estate agent in 
city).  

You can apply this to ANY niche - every niche has a rock star! 

Next: What are the Gossip Centers? 

Example - Let’s target Internet Marketers? (Very Competitive) 

Celebrities / Rockstars 

Kern 

Deiss 

Shefferin 

Fladlien 

 

Gossip Centers 

Forbes 

Warrior Forum 

Entrepreneur Magazine 

Fast Company 



 

 

Local Business Gossip Centers 

Chamber of Commerce 

Local tv station 

Local Newspaper 

Local Radio 

 

Current Competition (Who is doing what you want to do?) 

Example 1 - Target Internet Marketers (I want to target internet marketers who 
make $$ and who are Entrepreneurs)  

Head over to Google.com and write down the websites in each category.  

Find your celebrities / gossip centers and current competition. Example: Ryan 
Deiss / Forbes Magazine / Get 10,000 Fans  

Example 2: Local Business 

Target Chiropractors (or any profession) 

=> Find magazines that Chiropractors read (just google ‘Chiropractic Magazines’) 

=> Chiropractic Organizations (just google ‘Chiropractic Organizations’) 

Example 3: Chiropractic Patients 

You need to know the target audience for that profession.  Chiropractors target 
woman from the ages of 25-54 that have money to spend on chiropractic care.  

Find people who like “Chamber of Commerce” - people who like Chamber of 
Commerce tend to have money. There is one for every city.  

 

 



 

Recap:  

Target Target Customer 

Target by zip code 

Target the kind of businesses that mean they are spending money (women who like 
coach purses) 

If you are not sure of the target audience of a local business - ask the local business 
owner. If they don’t know the answer - that’s not a good sign...and you should run 
the other way! 

Fact:  

The number one mistake people make when they are growing their page is that 
they don’t target properly. Always take it one step further! Think of Dr. Ben with 
his foot behind you ready to kick you in the ass saying “TAKE THIS 
TARGETING DEEPER!” 

Don’t let this be you!  

 

 

 

 

 

 

 

 

 

 



 

Trick For Targeting:  

If there is a page where you are targeting and you think it is too big (like 
entrepreneur magazine) scroll to the bottom of the page and find “advertise”.  

Look to download their press and media kit!  This will tell you the target audience 
so that you don’t have to figure it out yourself!  They will give you the Audience 
Profile!!  

 

 

What if the site is too small for a media kit?  

Head over to http://alexa.com 

Alexa give you demographics you need to target properly.  

Ryan Deiss - males, over 45, no children $65,000 - $100,000 income 

Warrior Forum - $30,000-100k  

=> Both under the internet marketing niche / Different demographics  

This just proves that you must do complete research and don’t make assumptions.  

 

Step 2 of RCEV: Capture in a Habitat You Control - Example - A Facebook Page 

First you need to decide what kind of Facebook page to put together.  This page 
should be targeted to what you are promoting.   



 

If you are promoting a facebook product - put together a facebook page that is 
called something like “Social Media Underground” not something like “Dr. Ben 
Adkins” - You want to be specific!  

1) Set up your ad for Page Likes.  

 

 

 

2) Get an Attention Grabbing Image - Pick colors that contrast with the facebook 
blue. Pick a picture that will appeal to your target audience.  

3) Simple Copy - Click “Like” to get daily tips on building your social media page 

4) Pick Your audience: Follow the research you’ve already done.  

You can put the competition / Rock stars in the interests 

 



 

 

But it doesn't stop there… 

You then need to add age, gender, and other behaviors.  

This brings us to an audience size of 12,600 - this is very targeted!  

 

 

Every interest targeted should be on a separate campaign because there are 
different demographics for each! Don’t generalize!  

 

Step 3 of RCEV: Engage Them in a Meaningful way 

This won’t take long at all! 

 

 



 

Picture based post 3-5 times a day! These pics must fit your audience!  

What times should you post? (all in eastern time) 

Start at 9am 

2-3pm 

8:30 and 9pm 

Post these times for about a month.  Next we will see when the best posting 
schedule is for your pages. All pages will be different.  

Make it easier - Schedule Posts! You can schedule an entire month at once! 

 

 

 

 

How to know what times to stick to when posting?  

Go to page insights (when you are an admin of your site, you will see this info) => 
posts => this tells you when your people on online the most 

 



 

Step 4 of RCEV: Viral “Traps” 

Viral Traps is a call to action that gets you a benefit.  

 

 

 

 

Click Like & Comment - that is the “Viral Trap” - getting people to share, like and 
comment - that is always a good thing when it comes to Facebook! Facebook puts 
weight on that and shows the post to more people.  

We are also building a list because it is linked to an optin page.   

Tip for Link Testing: Instead of changing your posts, 

simply change your links if you want to test out different pages and offers. Use a 
plugin called Pretty Links and you can change redirect links whenever you want.  

 



 

The	  “Trust	  Building	  Offer”	  	  
You don’t have to build up and bond before you promote something. It doesn’t 
hurt, but you don’t have to overdo it. You are doing this whole process because 
you want to MAKE MONEY! Don’t be afraid of unsubscribes - who cares! You 
want people on your list because you want them to BUY STUFF!   

You need to figure out what the breaking point is for your list. How many times 
can you mail a day?  Rule of thumb - email them more than you think you should! 
Mix it up - offers and great content. Add value to people’s lives.  

When you email, have the intention to educate while you sell.  Give people tricks, 
tips, and stuff that changes their lives….but then make them an offer that makes 
their lives easier!  

Example: Organic Dog food selling to a dog page 

Don’t just sell them to buy the food! Imagine an email that taught you how to 
make organic food for your dog at home for free!   

And then say….By the way, if you don’t feel like going through the hassle of 
making the food all on your own, here is a great solution that people are loving 
[insert offer].  

By doing it this way, you build up trust very quickly.  This system will change the 
way you write emails for the rest of your life!  

If you are not adding value, you will soon be forgotten.  

 

Tip for Your Offers: Does the offer Automate Simplify or 

Scale? If it does then you will know that your offer is good!  

 



Email	  Sequences	  and	  Timing	  
By this time I have showed you everything you need to drive targeted traffic to 
your offers.  I showed you how to literally start from nothing and get target the 
people who will be MOST INTERESTED in what you have to say.  

Here is where the rubber meets the road! This is where it all counts the most.  
What you are saying and when you are saying it --- and how you are saying it! 

I have a specific sequence of emails that has made my company millions! 
Remember I said in the beginning of this report that it’s not about just sending 
emails and calling it a day?  There is a whole psychology of how to write 
emails, when to send them, what to say, in what order to say them, and even the 
tone of how you write the emails - hint - very important - you need to be very 
excited about what you are emailing!  You need to be on the MOON about what 
you are promoting!  

I Call my Special Email Sequence: "List Breakthrough".

http://fearlessprofit.com/listbreakthrough

Here’s what you will get: 

● My exact, 8 email, sequence I use on almost every promotion to my lists (it 
works every time in any niche).

● My Secret to Using Simple Stories to Sell in Emails.

● The Powerful Closing Methods that I use inside of all my emails to 
get people off the fence and get them to start buying.

● A Full case Study where I break down exactly how I used this 8 part email 
sequence to generate over 22k in less than 72 hours. (I do this almost every 
promotion but I'll show you the specifics of how one promotion worked.)

http://www.fearlessprofit.com/listbreakthrough


● A Breakdown of each email in the 8 part sequence and a behind the 
scenes explanation of what's going on in each email.

● How to take the listbuilding techniques from this report and monetize those optins.

No one is doing what we are teaching here and you want to take advantage of these 
strategies RIGHT NOW to gain an advantage over other marketers who are “just 
sending emails” with no real effective strategies to speak of.    

Grab My "List Breakthrough System" at the link below! 

To Get My List Breakthrough System Click Below

P.S. If you grab List Building Advanced (the more expensive version) you'll also
get access to 12 closing techniques that you can incorporate into the 8 part 
email sequence that make it even more powerful.

http://fearlessprofit.com/listbreakthrough

http://www.fearlessprofit.com/listbreakthrough


 

Conclusion	  	  
Thanks for reading this report.  Remember the more you test and tweak and get to 
know your list and subscribers, you are going to get VERY GOOD at email 
marketing and growing lists from scratch in general. Follow this formula and you 
should be good to go!  




