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Ch 8. Outsourcing Life

"earn dallars, live on pesos, and compensate in rupees”

Building a systern to replace yourself

Goal is to free yourselftime to focus on bigger and better thinos

| -
WHY j Cutsourcing: pratice remote management and communication
\i Indian outzource between §4-510

[ ROLyou make $28/Mhr, pay someone $30hr === cost $40Mveek to work only 4 days a week

\_think of it as an investment, not an expense

it is a step for reduction, not as an excuse to create more moverment and add the unimportant

unless something is well-defined and important, no one should do it

_ Delegration Dangers /' payar autorate something that can be eliminated, never delegate something that can be automated or
/ . streamlined

' Each delegated task must be both time-consuming and well-defined

scheduling intervewslmeeting

[ weh reserach

| follow up an appointment, errands, tasks

[ online purchases

| website maintenance

maonitaring, editing and publizhing comments for online discussions

Wirtual Assistance Tasks (Low experience) j
. document creation

' proofreading and editing documents for spelling and formatting

' onling research for updating blogs

|, updating database for CRM

| Updating invoices and receiving payments

Yoicemail transcription




Ch 8. Outsourcing Life

Market Research

{ financial research

| business plans

| industry analysis

oo _ _ _ | market assessment reparts
b Wirtual Assistance Tasks (High experience) j-

. hrepare presentations

reporttsinewsletters

. Legal research
|\ SEOD

maintaining databases

Costi{favs $19)

languade and culture barrier

US or Abroad? | communication methad (Phone, IM, Email)

1. Wyarking Hours

Solows Support Team

Reguest someane with excellent Enalish and indicate phone calls will be required

) o : Reguest for Status update after fewe hours ofwork
Avoid communication gap -

b Setdeadling

Setorder of importance




Ch 9 — Income Autopilot |

not for people whoswant to run businesses, but for htose who want to own businesses and spend no time an
them

" will notwork well far service husinesses, need physical products

, Different Business Model ¥ Goal: create automated vehicle for generating cash without consuming time

%.
|

I, _Focus: cash flow and time

find a market === define customers === find or dvp a product for them

" be member of your target market, don't speculate what tohers need or be willing to biuy

profitable niche (f everyone is your custamer, then no one is your customer

Step 1: Pick affordably reachable niche market ;
’ Y 1.Which social, industry, and professional groups do yvou belong to, have you belonged to, or do you

I\ understand?
2. \Which ofthe groups vou identified have their own magazines?

Fick two rmarkets with own magazines with full page ad cost =$5000, =15,000 readers

[ Main benefit should be encapsulated in 1 sentence

high preceived value

| sell fewer units, fewer custamers to manage

Step 2: Brainstorm {Da not invest in Products J,II Costcustomer $50-5200 higher § attracts lower maintenance custamers (better credit, less returns, eto)
\ v higher§ -
\ % _ _ Airn for 8-10x markup
' Higher profit rmargin -
|, ' . $100 product can't cost more than $10-512.50

|\ =3-4weeks to manufacture ATy 0w inventary

' should be fully explainable in good online FAG




Ch 9 — Income Autopilot |

Qption 1: Resell a product |

purhcase an existing product atwholesale and resell

easiest route but least profitable

\ _ easiestto setup butfastestto die off due to competition with other resellers

Option 2; License a product

|
' Option 3: Create a prl:uduct)-'

Py

hire peaple to dvp prototype based on your description of its function and appearance, then take to contract
manufacturer

[ Private Lable products

[ovy cost, fastto manufacture, time consuming for competitors to duplicate

knowe more about the top than the purchaser

[ "Expert" -
— . hotnecessary to be the hest

Information Product |

create content yourself

Caontent | repurpose contentthatis in public domain

\ _ license content § rovality




Ch 10 — Income Autopilot Il

| 1. Besting the competition |-

Step 3 Micro-test your products |

\_2. Testing the Ad |-

micro-test involves using inexpensive ads to test consumer response to & product prior to manufacturing

ook at competition and create a moare-compelling offer on & basic 1-3 page wehsite

' Ilse mare crediblity indicatators

Create a better guarantee?

. Offer better selection?

k-

. Free shipping?

i, testimonials

try to sell it on ehay to test how much people are willing to pay

create real website with click to purchase button

dry testing | customer fill out contact info

—

| -

_ "Barry, backorder"

Offering Free White Paper or Tips to attract people to purchase

Goagle Adwords Campaign

\ 3 Divestorlnvest -

Cost perclick

. Comersation rate




Ch. 11 Income Autopilot Il

Most entrepreneurs don't start outwith autornation as a goal  Remave the human element

starting with the end in mind {org map ofwhat the eventual business will ook like)

Goalisntto create a business thatis as large as possihle, rather a busines that bothers us as little as
possihle

4 hour workweek virtual architecture | Rlace us out ofthe info flow instead of putting us atthe top of it

~ no phone calls to answer and no emails to respond to

et

' Bnsure that all outsourcers are willing to communicate armong themselves to solve problems

\_scalahle

arder taking

[ custormer rep

Phase | - 0to 50 total units daoitallyoursell | jnteract with customers to determine common gquestions for

i an online FAG, training phone operators and dvp sales scripts

&

Remove yourselffram the eguation f pack and ship all products to determine cheapest options
' 1 add extensive FAQ to wehsite

| Phasze Il- =10 units perweelk | wnd Mg anet.org
) . find local fulfillment companies -
) . find htoge who can respond to order status email and phone calls

Phase Il - =20 units perweek use end to end fulfillment houses that handle it all frorm arder status to returns and refunds




Ch. 11 Income Autopilot Il

~The art of undecision: Fewer Options = more revenue

] .-
|
'
%,
i

maore aptions you offer the customers, the mare indecision you cragte and feswer arders you receive

' offer one or two purchase options (basic and premium

do nat offer multiple shipping options: offer one fast method and charge a pramium

Do not offer overnight or expedited shipping

I eliminate phone orders completely and direct all to anline ardering

Ma international shipping  Shipipng forms




