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How I made $15,599.24 in sales in two days because people trust me. 

 

 

Trust is a very powerful thing. We need it for society to function. We trust that 

people will stop at the light when theirs turns red and ours turns green. We trust 

that the surgeon about to perform a medical procedure knows what he's doing 

and cares about our well-being. We trust that the sun will rise in the east and go 

down in the west. Without trust we would be paralyzed with fear. 

 

Some people are a bit more suspicious than others, but everybody trusts 

somebody. I'll even go further and say that everybody trusts almost everybody 

else, at least to a degree. 
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But that doesn't mean that we don't need to build trust with our customers (and 

potential customers). Just because they trust you a little doesn't mean that they 

trust you enough to buy from you or take your recommendation to buy from 

somebody else. 

 

I trust the guy I don't know driving on the same road will stop at the red light, but 

if he told me I should buy this or that service from him without offering any 

reason for me to trust him—forget it. I need proof, evidence of his 

trustworthiness. 

 

So it goes with our contacts and customers, especially those on our email list. We 

need to provide them with continual reassurance that they can trust us and that 

we know what we're talking about. 

 

How do we accomplish that? There are a couple of ways: 

 

1. Free Information 

Look, we're all in this business to make money. Everybody knows that. Nobody 

expects to continually get something with no expectation of something in return. 

But sending free, valuable information in advance of asking for somebody's 

money improves the odds that they will buy from you. 

 

That's because that information helps establish you as an authority. You know 

your stuff, and they should trust you. Hopefully you're providing evidence inside 

that information that what you're saying is true. A steady stream of quality, 

actionable information in advance of a sales promotion does wonders. 
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2. Personal Experience 

When it does come time to ask your contacts and customers to open up their 

wallets, nothing works better than demonstrating your own personal success with 

a product.  

 

A lot of affiliates make the mistake of only citing other people's success. I see a lot 

of affiliates email their lists talking about how the product owner had this or that 

success. Yeah, right. And we all know that all product owners are open and honest 

about that kind of thing, right? Umm... no. 

 

Besides, even if the product owner is 100% trustworthy and telling the truth (and 

many of them do share real proven results), your contacts don't trust them, they 

trust you. So if you can demonstrate your own success with a product you're 

much more likely to land a sale. 

 

I do both of these things regularly. This short report is an example of free 

information that I'm providing you. Even if you never buy anything from me or 

through me, I hope it helps you. But of course in the end I hope you will buy 

something from me. And I know that helping you with quality information 

improves the odds of you doing so. 

 

I know you're probably curious about where the $15,599.24 in sales comes in to 

play. Well turn the page and we'll get to that. 
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A PERSONAL EXAMPLE OF TRUST MAKING 

SALES 

 

In December of 2014, Dan Anton (a colleague and person I've transacted much 

business with) told me about a new product of his: CrowdSearch.me. Here's the 

link to his site (if it's opened back up for new clients yet): 

 

Visit The CrowdSearch.me Website 

 

This tool is designed to help increase your ranking in Google by improving the 

click-through rate of your website in Google's search results. It works well. I know 

this because of, here we go, personal experience. 

 

Dan gave me a free account and some credits and asked me to give it a try and let 

him know what I thought. At first I was skeptical and didn't think it would work, 

but I trust him (there's that word again) and so I gave it a shot. 

 

I put one of my sites, RankCrew.com, into his system and set it up to improve the 

search rankings of the site for the keywords “link building company”. At the time 

of my adding it, the site ranked #48 (on page 5) for the keywords. 

 

But after setting it up, I logged out of the tool and forgot all about it. 

 

http://learnfromjon.com/r/crowdsearch.php
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Until a few weeks later in early January of 2015, when I started seeing all of the 

promotional emails for the tool going around. I'll be honest—I wasn't going to 

promote the tool. I just wasn't. I had too many doubts about its real benefit. 

 

But my General Manager, Amin Motin, and my Affiliate Manager, Josh Spaulding, 

both started talking about the tool and how cool it looked, etc. In fact, they were 

both going to buy an account to give it a try. 

 

I told them not to bother, that I had a free account Dan had given me and to just 

use that one. Since they seemed excited about it, I went ahead and logged in to 

see what the results of my forgotten test were. 

 

I was stunned. 

 

The site that was ranking #48 for “link building company”, RankCrew.com, was 

now #9! 

 

Yup, I was on page one of Google with no work on my part. So I started to 

reconsider promoting the tool. By this time the promotion of CrowdSearch.me 

had been going on for 3 days (Monday through Wednesday). Affiliates from all 

over the place were promoting it, and I hadn't sent a single email. 

 

What were my chances of placing well and earning bonuses in the affiliate 

contest? It may seem like they were slim to none, but read on... 
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I wrote up a promotional email to send out to my list the next morning, Thursday. 

In it I explained my own success with the tool and that I thought everyone else 

should at least give it a try (since there was a money-back guarantee—another 

trust promoter). 

 

One email. One day.   

 

Dan sent out an email to all of the affiliates the following day. Here's the part 

where he shows the leaderboard for the most sales: 
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A huge number of other affiliates promoting this tool for 3 days in advance of me, 

and I end up at #7 on the leaderboard after one email. 

 

How was that possible? Trust. The people on my email list trust me. I've earned 

that trust over the time that they've been with me through free information and 

standing behind what I offer by showing personal success and experience. 

 

But it didn't stop there. 

 

The next day I sent out three more emails. Yes, three emails in one day. Seem like 

a lot? It can be, but it's not if what you have to say is valuable. 

 

The first two emails reminded my list of my own success and the fact that the 

doors were closing on the offer at the end of that day. That got a lot of attention 

and brought in a lot more sales. 

 

But after I had already sent out the second email I got a short note from one of 

the people who bought from me. She told me how she'd only used 

CrowdSearch.me for 24 hours and it had already improved her rankings for two of 

her keywords. 

 

“Shoot!” I thought. “I wish she would have sent that earlier in the day!” 

 

I mulled it over for a while and decided that even though I'd already emailed the 

list twice that day, they needed to see this. 
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So I sent out a third and final email a couple of hours before the doors closed. 

 

Again, a huge number of affiliates had a 3 day head start on me to promote this 

tool. I only jumped in during the last two days. You would think #7 on the 

leaderboard would be all I could expect. I should be thrilled to be on it at all (and I 

was quite happy about it). 

 

But the next day Dan sent out the final leaderboard…take a look. 
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I came in at number two. And Dan said that if the promotion had stayed available 

for a few more hours I probably would have been at number one. 

 

How did I do better in two days than so many others did in 5? Trust. 

 

I know many marketers with much larger email lists than I have that never 

outrank me when it comes to promotions. Never. 

 

In fact, I have been floored at how poorly some of the “big” marketers' lists 

convert when they go to sell my products and services. 

 

Why? Well, they obviously have trust issues with their list. Too many sales pitches 

and not enough valuable information and personal evidence that what they say is 

really beneficial. 

 

Coming in at number two on the CrowdSearch.me leaderboard got me a $1,500 

cash bonus. But I did a little better than that. Check it out on the next page: 
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A nice little $300 bonus for the most sales in the last two days of the promotion. 

So $1,800 in bonuses on top of the commission from $15,559.24 in sales. In two 

days. 

 

So believe me when I tell you that the money is in the list. But not just in having a 

big email list. No, what's much more important is that the people who are on your 

list trust you. 

 

Build that trust with valuable information and personal evidence that what you 

promote really works and you'll be ranking on the leaderboards in no time, too. 

 

Here's to your success! 

 

Jonathan Leger 
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