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I've been asked on a number of occasions what I would have done differently if I 

lost everything and had to start over from scratch. 

Would I follow the same path, would I change my 

methodology? What lessons have I learned about 

how to do things, and how not to? 

 

It's a good question – a really good question – and 

it's the focus of this report. Because yeah, I've made 

a lot of mistakes in my path to success. I've done a lot of things right, too. 

Hopefully you'll be able to imitate the right steps and avoid the wrong ones. 

 

So let's start at the beginning... 

 

Back when I first started in Internet Marketing I was focused on building sites and 

generating traffic only from search engines. That was a mistake, and it was a 

stupid mistake. I say it was stupid because I had a site dedicated to Old Time 

Radio that got a lot of traffic from just one link posted on a popular page of 

another popular site. 

 

I knew I could get traffic from links placed on other sites like that, and yet I had 

this vision of search engine traffic as the holy grail of success. That's a lesson you 

need to learn, and learn early: focus on what works, not just on what you thought 

would work. Be willing to change and adapt when success starts coming from a 

direction other than the one you hoped. 

 

I have no doubt that I missed out on a huge source of additional traffic by not 

finding other sites to get well-placed links from. Keep in mind that this was before 



4 © Copyright 2015 

 

the days where Google scared people into never wanting to trade links or treat 

links like they were gold. This was back when people would gladly trade links with 

other sites for the traffic benefit it gave. 

 

It took me a long time to realize that I needed to diversify my traffic sources. It's 

like investing, you hedge your bets. That way if one (or more) of them fail you're 

not left flat broke. 

 

Now I get traffic from search engines, affiliates, social media, paid ads, links, 

articles, word of mouth, etc. If I had to start over again I would definitely begin 

with diversity rather than learning its importance the hard way. 

 

I did something right, though. I followed my passion. I love old time radio shows, 

and so I created a website on that subject. It did very well because it was obvious 

to other enthusiasts that I loved the shows, and because I loved the shows I built 

a web site that I would find useful.  

 

That meant other enthusiasts found it useful, too, and so it got a lot of traffic. I 

made my first real money online through AdSense. It was only a few hundred 

dollars a month (with some months as high as a thousand), but it was a huge 

success after a string of failures. 

 

Why did the other sites fail? Because I wasn't passionate about them. I created 

sites on subjects I thought would be profitable rather than subjects I was really 

interested in. Those sites never really caught on because I didn't care about them 

like I cared about my old time radio site. 
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I had one other successful site that was a Sherlock Holmes fan site. I am a big fan 

of Sherlock Holmes in all its incarnations, and again, that came through loud and 

clear. It was my second successful site, built after the old time radio site. It, too, 

made hundreds of dollars a month from AdSense. 

 

The lesson in that is to follow your passion. It just makes sense that you'll work 

much harder on something you love than something you don't. You'll connect 

better with your audience who is also interested in the subject matter. Your 

passion and enthusiasm will shine through, and people will keep coming back for 

more. You can't fake that. You just can't. 

 

“Do what you love and you'll never work a day in your life,” goes the saying. You'll 

be better off for it – both financially and from a much more important metric: 

happiness. 

 

So if I had to start all over again, I would begin by pursuing my passions. My 

passions still lie with automating search engine optimization and Internet 

Marketing processes. I love to make things that are difficult to do manually easy 

to do through software and software-supported services. That's my passion, and 

I'm good at it. So I would start there. 

 

Yeah, I had two somewhat successful websites earning me in the low 4 figures 

every month, but that wasn't enough to let me quit my day job as a software 

developer. I had another lesson to learn, and it was a big one. 

 

I was pursuing my passions, but I wasn't looking for ways to solve problems for 

people. I was doing what I loved but not in a way that was focused on how I could 
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increase revenue from those passions. That changed with my first successful 

product, which I stumbled into by accident. 

 

Like I said, I monetized the two sites with Google AdSense ads. This was back 

when AdSense was brand new. Google's reporting back then was horrible. They 

didn't tell you what pages people were clicking ads on, they didn't tell you what 

ads got clicked. They didn't tell you where the traffic came from that was resulting 

in the most revenue – they gave you next to no information at all. They didn't 

even tell you which ad formats generated the best click-through rates (CTR). 

 

Since I was a software developer, I decided I would create my own set of scripts 

that did all of that for me. I called it “AdSense Tracker”. At first I just used it for 

myself, but when I mentioned it to other webmasters who were using AdSense it 

became clear that there was a market for it. So I sold the scripts for $97 an install. 

 

And let me tell you, those scripts sold like crazy! It was my first truly successful 

product that brought me well into the upper four figures per month. The lesson I 

learned was that you need to find problems in the market you're in and create 

solutions to those problems. People will buy a solution to a problem before just 

about anything else, and they'll pay handsomely for it if you have a good solution. 

I refer to the process as “filling holes”. You look for holes in the market and you 

create the shovel that can fill those holes. 

 

The great majority of the money I've made in my business has been from 

following that process. You see people doing something good and you find a way 

to make it easier for them to do it. I don't create markets, though I know that 

many businesses attempt to do that. I prefer to find markets that already exist 



7 © Copyright 2015 

 

and make tools that make it easier for people to accomplish what they've already 

shown they want to accomplish. 

 

A great way to find out what problems people in your market have is to hang out 

at forums dedicated to that market. Listen to what people complain about, what 

they wished they could do (or do better). Especially if doing that thing better 

would either save or make the people involved money, you've got a winner. 

People will pay all day long for tools or services that save them or make them 

money. That's not required for your product to be successful, but it certainly 

makes success easier. 

 

So if I had to start over again, I would pursue my passions, but I would find 

problems that people are having in those markets that I'm passionate about and 

create products and services that solve those problems. Rather than 

accidentally falling into that like I did with AdSense Tracker, I would pursue it. It 

took years for me to accidentally stumble into creating a successful product – 

but I guarantee you it wouldn't take me years again if I had to start over. 

 

After creating my first successful product, I learned another important lesson. 

There was a methodology back then called “Blog and Ping” that generated huge 

amounts of traffic from Google. The concept was simple: you made a post to a 

blogger.com blog that had a link in it pointing to a page on your site. Back then 

Google made crawling Blogger a top priority, and having a link to another page on 

a Blogger blog guaranteed that your page would get indexed quickly and generate 

traffic. (All that has changed, so don't bother trying it now.) 

 

There was a guy named Rick Butts (may he rest in peace) who was a motivational 

speaker that was dabbling in Internet Marketing. He figured out how to make the 
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Blog and Ping system work  and wrote a report about it. He sold the report for 

$37 and was doing well with it. I bought the report, read it, and immediately 

realized that I could create software to do the same thing he was teaching to do 

manually – only it would be automated. 

 

I created the software and emailed Rick, telling him that I would split the profits 

with him 50/50 if he was willing to sell it to his 

customer list. He agreed, and BlogBurner.com was 

born. 

 

It was a massive success! In the first month my part 

of the revenue was $20,000. The second month was 

double that. That year was my first six-figure year – 

and it was in the mid six figures. Within six months of quitting my day job I had 

earned more than five times my annual salary from before. 

 

The powerful lesson I learned here was that it pays to partner with people. Put 

your strengths together. Rick had a good idea and a list of people who bought into 

it. I had the software skills to automate his process. Separately we were doing 

okay, but when we put our strengths together we crushed it in sales! 

 

So if I had to start over again I wouldn't wait years to partner with people. I would 

pursue my passions, find problems to fix in those markets and seek to partner 

with people who had the strengths I lacked to help me reach customers in those 

markets. I wouldn't wait for it to happen accidentally. I would pursue it. 
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So I had a couple of very successful products at this point, and I would apply the 

lessons I learned to create more successful products. I was making fantastic 

money, but I was stressed and unhappy. 

 

“What?” you ask. “Why on earth would you be stressed and unhappy if you 

were so successful?!?” 

 

Because I was trying to do everything myself. I created the products, I marketed 

the products and I was doing all of the support for the products. I had quickly 

made a name for myself in the Internet Marketing industry, but I was living on 

caffeine and too little sleep. 

 

I told a colleague of mine about my troubles. His name was Mike Filsaime (you 

may have heard of him). He couldn't believe I was trying to do everything myself! 

He told me I had to stop that immediately because I was throwing money away. 

 

Throwing money away? Wasn't I saving money by not hiring people? Mike got 

that stupid idea out of my head immediately. It was a phone call that changed my 

life. He explained that my skills at product creation were far more valuable than 

answering support questions. For every dollar I was “saving” by answering 

support emails I was wasting ten or twenty or maybe even a hundred dollars by 

not working on the next project. 

 

I took his advice and hired Amin Motin – a customer and active support forum 

member at the time. He has been with me for many years now and is now my 

General Manager. With a technical background and a great teaching style Amin 

was a perfect fit to run the help desk. Having him took an enormous load off my 
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shoulders, allowing me to focus on what would make my business more money 

rather than just on the day-to-day mechanics. 

 

The lesson here is to outsource as soon as you can afford to. Hire people to do 

support, good people. Amin was a much better support person than I could ever 

be. He was more patient with customers, he was better at explaining things to 

them in simple terms. I got irritable and impatient with people when they 

couldn't understand my technical explanations. That's no way to help customers! 

 

Like with partnering, you need to hire people who have strengths that you don't. 

Let people who are good at support answer questions. Let people who are good 

at graphic design create killer site designs for you. Let people who are good at 

managing other people do the managing of your employees! 

 

When you first start out, sure, you can't afford to do that. But as soon as you can, 

DO IT! Your profits will be much higher with those people than without them. You 

can't do everything yourself, and even if you could, you can't do everything as 

good as other people can. You're hindering your own success by trying to. 

 

So if I had to start all over again, I would get a great team together as soon as 

possible. I have a fantastic team now. Amin is still with me, and a few years 

later Josh Spaulding joined up. His title is “Affiliate Manager”, but he's so much 

more than that! I would not have the success I have now were it not for Amin, 

Josh and the people who work for me (including my Help Desk Manager, Daniel 

Walls). They've helped me come up with new products, better products and 

better ways to do everything that we do. I owe much of my success to my team. 
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So don't go it alone. Build a team. “Two heads are better than one”, but five 

heads that understand each other and their role in the 

business are even better than that! 

 

I had one more big lesson to learn that I want to share 

with you before this report is done. For a long time I 

sold mostly products that had a one-time payment. The 

customer paid once for a piece of software or a set of 

scripts, and that was it. I made good money, but I kept having to find new 

customers! 

 

It took a long time for me to realize that I could provide tools and services on a 

recurring subscription basis, and that it made sense to do so. Of course, the 

services and tools had to be worth paying for every month or every year, and that 

meant I had to take my game to the next level – which I did.  

 

Now most of my products and services are sold on a subscription basis. I 

continually try to improve them and make them more valuable and beneficial to 

the customers, and the customers continue to pay for them month after month or 

year after year. That keeps me from continually having to chase after new 

customers. Once I had a real solid base of people willing to continually pay me for 

the services, I could focus on making the products better because I knew the bills 

would be paid without a lot of extra marketing. 

 

I'm taking that to the next level yet with LearnFromJon.com. My goal with that 

membership is to give people everything they need to succeed in a business 

online – all from one place for one fixed, low monthly cost.  
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And it's working. In the first three months we already have 600 active subscribers. 

Why? Because we provide continually growing value. And we're just getting 

started! I have plans to add many, many powerful tools and services to that 

membership this year – all for the same price. 

 

So if I lost it all and had to start over, I would pursue my passions, create products 

and services that solve problems in those markets, partner with (and hire) people 

who have strengths that I lack and a that a good organization needs, and I would 

sell everything on a subscription basis while constantly improving and increasing 

the value that each customer gets from every payment they make. And I would be 

sure that I'm driving traffic to those products and services from everywhere: 

search engines, affiliates, paid ads, social media, etc. 

 

I'm doing all of those things now, but it took me many years to realize how 

important all of those things were. Hopefully you won't make the same mistakes I 

did. Hopefully you can see the value of doing everything right from the beginning. 

It will save you a lot of headache and make you a lot more money much faster. 

 

Here's to YOUR success! 

 

Jonathan Leger 
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