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 I want to spend some time in this issue 

“talking” about affiliate marketing, but I 

want to do so on the assumption that you 

have signed up for one or more of the pro-

grams like Amazon Affiliates, or Commis-

sion Junction, or the new ClickBank opportu-

nity about which we’ve spent so much time 

talking recently, and you’re looking to move 

on from there.  I receive queries all the time 

from people who will say that they have en-

rolled into one or more of these programs, 

but now that they have done so, aren’t sure 

about what to do next.  What I’m going to 

speak about in this article I have covered be-

fore, but I’ve done it more in the form of one 

topic at a time.  Today, I’m going to present 

all of it together, and hopefully do a good job 

of helping you to see the landscape of all of 

this. 

 

Fairly often, I will receive an email from 

someone that basically says the following: 

“I’ve joined the “XYZ” affiliate program, 

and I haven’t had any sales, and I’m very 

frustrated, and I’m ready to just give up.”  I 

receive emails like that pretty regularly, and 

what I’ll do in those cases, to sort of test the 

waters, I’ll usually reply back to a person 

like that by asking him to outline for me 

what he’s doing to promote that product.  

The reply I often get back from my initial 

response?  The member will admit that he’s 

not been doing anything, and says that he’s 

not doing anything because he doesn’t know 

what to do to promote the product.  Given 

that, I want to spend some time here going 

through a bunch of different ways that you 

can promote an affiliate product.  Again, 

whether it’s a ClickBank product, or a prod-

uct through the Amazon Associates program, 

or perhaps Commission Junction...whether 

you even have a website or not...there are 

strategies here that you can use to help along 

your affiliate promotion efforts. 

 

One thing you can do is simply pick out a 

product, and then build a website around that 

product, for the sole purpose of promoting 

that one thing.  People will literally do this—

they will pick out a product...whether it’s 

something that’s available through Click-

Bank, whether it’s something they find at 

Commission Junction or maybe through 

Amazon...and they will literally develop an 

entire website or an entire blog on that prod-

uct, and you can do that as soon as today, 

very easily, with a Website Tonight basic 

plan for just over four bucks a month.  For 

example, at Christian Money.com, we pro-

mote a product called My Porn Blocker, 

which is a porn-blocking software designed 

to keep pornographic sites off of your com-

puter; someone could develop an entire web-

site around the promotion of that product—

that person could come up with a domain 

like www.howtoblockporn.com or something 

like that (disclaimer: I’m citing that domain 

as an example, and I have no idea if it exists 

already or what it might lead to), and make 

an entire online commitment, be it a website 

or blog, to that concept, and specifically to 

that product.  Now, some of you may not 

want to go that far, and as an alternative to 

creating an entire website or blog around a 
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product, you might want to dedicate a single 

page of your website or blog to that product.  

We’ve talked before about search engine op-

timization, and while the home page of your 

site is the most important in that regard, you 

can also search engine optimize internal 

pages, as well, which means you could have 

an internal page that’s dedicated to a product.  

Along the same lines, you could write a blog 

post about the product, as well.  Also, there 

are free website and blog products you can 

utilize, and while I do not recommend those 

for the purpose of building your primary 

online presence, you can use these sort of 

“throwaway” sites to write a short article and 

gain Internet exposure for it.  The bottom 

line is that there is definitely a lot of different 

ways by which you can dedicate a single 

page, in some form or fashion, to the promo-

tion of a given product on behalf of which 

you’re acting as an affiliate salesperson. 

 

Let’s talk for a moment about classified ads.  

Honestly, I don’t really know how many 

classified ads websites there really are out 

there.  Of course, we all know about Craig’s 

List, but if you just go into Google and you 

type in the words “classified ads,” you will 

find tens of thousands of places where you 

can run classified ads for free on the Internet.  

Going the classified ad route, you’re going to 

write a short ad about your product (many of 

these products will themselves provide you 

with the text for that short ad), and you’ll 

place that online.  Simple. 

 

Realize that any one of these strategies that 

we’re speaking about here could be all that 

you do.  For example, someone could just 

take an hour or two each day and place clas-

sified ads for his product...and maybe that’s 

the only thing he does on behalf of promot-

ing that particular product.  Alternatively, 

you could focus on promoting the product 

through a blog, and you could write one blog 

post each day about the product.  The point is 

that you don’t have to engage all of these 

ideas, which may be a bit overwhelming an 

idea to consider at first, especially if you’re 

just starting out and already have a commit-

ment to a full-time job (as well as to a fam-

ily).  However, the even bigger point is that 

you do have to make a regular commitment 

to doing something each day in order for this 

to work in the long run like you want it to; if 

the truth is that you’re not spending much 

time implementing any of these marketing 

mechanisms, it’s going to be unlikely that 

you will see the results you presumably de-

sire to achieve. 

 

Let’s move on to another strategy, one that 

centers around making comments on other 

people’s blogs as a means by which to pro-

mote your chosen product.  You begin this 

by going into Google and doing a search on 

your topic, and then clicking on the “Blogs” 

tab that appears on the search results page 

(which filters the results on the basis of those 
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 blogs on that topic).  One of the features 

that’s unique to blogs (as compared to a typi-

cal website) is that blogs have a comment 

area where readers may make comments 

about the blog and where the comments can 

be seen by all readers of the blog.  Therefore, 

you can, as one of your strategies, simply 

search for blogs that are related to your topic, 

and make comments on those blogs where 

your comments include a link back to your 

proprietary website.  As a matter of fact, in 

keeping with what I was speaking about just 

a minute ago with regard to dedicating your-

self to just one of these strategies, if all you 

did was to dedicate an hour each day to mak-

ing comments on other people’s blogs, you 

would likely see a substantial uptick in traffic 

in as little as 30 days...and likely in less time 

than that.   

 

Again, this takes some discipline, and devel-

oping the mechanical discipline about all of 

this is the greatest challenge at the outset.  

It’s not unlike a person who, with the best of 

intentions, declares that he is going to begin 

working out to get into better physical condi-

tion.  I can tell you that the actual “working 

out” is not nearly as challenging as incorpo-

rating the discipline required to be at the gym 

each day.  It’s the same thing here; doing 

these various tasks is generally a lot of fun, 

so it’s not the work associated with any of 

these strategies that will hold you back.  

Rather, it’s getting yourself to the point 

where you actually take time out of the rest 

of your day to sit in front of your computer 

for an hour to do these things.  Once you’ve 

conquered that obstacle, you will be sur-

prised how easily the rest of it falls into 

place. 

 

Another helpful strategy you can incorporate 

to help you market, and one that’s super-easy 

to do, is simply get yourself an email signa-

ture.  Every email program with which I’m 

familiar offers you the option of going into 

its “Help” section and typing in the word 

“signature” and it will show you how to set 

up a signature; an email signature is a “pre-

fab” type of signatory you choose to create 

that will be inserted at the bottom of every 

email you send.  In my case, I include my 

photo, an actual signature, as well as my 

printed name and links to some of my pro-

prietary websites.  You may not want to get 

as fancy as having your photo or an actual 

representation of your real signature as a part 

of your email “signature,” but clearly you 

could create one that promotes whatever the 

specific product is that you want to promote, 

and that way, everyone that receives an email 

from you would see that under your name. 

 

One of the things to remember about a strat-

egy like this is how easy it is to leverage 

yourself by doing something like this.  For 

example, even if you are no more than a cas-

ual user of the Internet, you still probably 

send out dozens of emails each week.  If each 

one of those emails has your specially-

created signature, to include a relevant link 

back to wherever you are actually facilitating 

the sale of this product, you are getting your 

product out there in a way that is difficult to 

duplicate as easily using any other strategy. 

 

Next, I want to talk about the use of some-

thing called EzineArticles, which is a site 

that can be found at www.ezinearticles.com.  

As with the other strategies we’re mention-

ing, we’ve spoken about EzineArticles be-

fore, but it’s a good idea to mention it again 

here as one of our strategies.  Beyond Ezine 

itself, there are hundreds of article aggregat-

ing websites out there, and you could take 

the same article and reconfigure it enough for 
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 use with each of the ones (aggregators) you 

want to utilize (it’s considered bad form to 

use the exact same article repeatedly with 

different aggregators, and, in some cases, 

doing so is an over violation of terms of ser-

vice).  As with the other strategies we’re dis-

cussing, this could be the only thing you 

do...posting articles to Ezine as well as to 

other online article aggregators.  On that 

note, let me tell you briefly about a guy 

named Sean Mize.  Sean Mize is an Internet 

marketing entrepreneur himself who is Ezi-

neArticle’s number one article poster, in 

terms of sheer number of published articles.  

At this writing, he has over 23,000 articles 

that he’s written and published through 

Ezine.  Yes, you read that write; 23,000.  

Think that guy gets any traffic?   

 

Keep in that we’re not talking about writing 

pieces that are thousands of words in length.  

Sean Mize, the guy I just mentioned?  Many 

of his articles are barely over 250 words, 

which is about the length of a solid para-

graph.  You can write an article that talks 

about something related to the product 

you’re pitching (don’t use the article to pitch 

the product directly; the article should be 

used to talk about an aspect of the product’s 

general realm that provides objective infor-

mation—for example, if you want to pitch 

porn blocking software, you might write an 

article about the growth of the online porn 

industry), and at the end of the article, you’re 

permitted to publish an author’s box that de-

scribes who you are, what you’re selling, and 

details your online address.   

 

The use of YouTube, the well-known video-

sharing website, as a mechanism by which to 

market can be a terrific idea.  The truth is 

that we are highly-visual beings, and our 

world, with all of the advances that have 

been made in terms of video production and 

reproduction, has become a far more graphi-

cally-centered place.  The reality of that 

means that as many people as there are who 

might prefer to read a blog or article, there 

are a bunch more who would prefer to re-

ceive their information via visual media.  

YouTube may be the best resource for the 

average person to reach out to the masses via 

the mechanism of video, and it’s something 

you would do well to incorporate in your af-

filiate marketing efforts. 

 

If you’re not terribly familiar with the whole 

idea of creating quality videos and putting 

them online, you might think that you need 

to spend a lot of time and money creating an 

in-house studio or something like that in or-

der to achieve any worthwhile results.  

That’s just not the case.  You can take a little 

$20 camera that clips to the top of your com-

puter screen and is connected to your actual 

computer, and you can just look at the screen 

and talk about whatever your topic of interest 

might be.  I find that very few of our students 

are using YouTube as a means by which to 

promote their websites, blogs, or affiliate 

products, and I think that’s a big mistake.  



5 

You’re an Affiliate; Now What? 

(cont. from Page 4) 

 The thirst for online video is only growing, 

and it would be a shame for you to miss out 

on a whole wave of access you might not 

heretofore have considered engaging.  It’s 

important to recognize that people have dif-

ferent preferences regarding how they con-

sume information.  Although I am a reader, 

by nature, and I come from a generation 

where there was still a high priority put on 

reading, as an entrepreneur who is trying to 

engender sales, you have to be astute enough 

to recognize that a large number of people 

may not be readers, by nature, either because 

that’s just not an activity of preference for 

them, and/or because they are from a more 

recent generation in which learning and gain-

ing information from graphical representa-

tions is more in vogue and has become more 

acceptable.  Remember to cater to different 

audiences. 

 

Let’s talk now about Facebook.  Some of my 

friends who are not Internet “people,” if you 

will...they don’t have a website, they’re not 

people who are involved with Internet mar-

keting at all, they’re just regular people who 

have Facebook accounts...have well over 

1,000 Facebook “friends.”  That’s a great 

base of people from a marketing standpoint, 

but then when you consider all of the people 

they know, and you realize there’s a huge 

number of people from which you are essen-

tially just one degree removed, then the con-

sideration of Facebook as a marketing tool 

takes on even greater significance.  Think 

about that; let’s say each one of the 1,000 

friends has even as few as 100 friends of 

their own….that means that you are basically 

one step away from a potential audience of 

100,000 or so people.  As for the actual use 

of Facebook, you can, of course, make posts 

to your Facebook account about the product 

you’re desiring to market; talk about how 

you’re benefitting from it, encourage people 

to take a look at it, put a link in your post(s), 

etc.  This is, again, an example of something 

that is very easy and can be very effective, 

and yet I don’t hear much about people in 

our training actually doing it. 

 

Twitter is another place where people are, 

with much greater frequency these days, now 

using the Twitter search tool, and Google has 

really integrated in full with Twitter, so peo-

ple are searching Google and finding Twitter 

posts.  This means that if you take your key-

word phrase…”how to block porn,” for ex-

ample...you could make several posts each 

day about the product that you’re promoting.  

You could write the words, “How to block 

porn” as the beginning of your post, and in-

clude a link to your site or to the sales page.   

 

It’s important that you recognize as an affili-

ate that you have to do more than merely 

“have” the product.  Too many people are 

under the impression that all they need to do 

is simply make the purchase of the affiliate 

product rights, and money will simply flow 

in from that.  It doesn’t work that way.  All 

you have really purchased at that point is the 

right to sell the product as an affiliate.  You 

absolutely have to do more.  I can tell you 

that we have students who’ve been very suc-

cessful in their Internet marketing efforts, but 

each of those folks has been very dedicated 

to making this work.  The most successful of 

those are the ones who spend multiple hours 

each day really working at these different 

strategies and incorporating all of them.  

Again, you don’t necessarily have to do that 

if you’re seeking just a modest amount of 

money from all of this, but if you really want 

to one day make a full-time living from 

Internet marketing, you must dedicate your-

self to these things.        
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 Let’s spend some time talking about inbound 

links and how to get them.  Inbound links, 

also known as backlinks, are incoming links 

to a website or page.  Their significance 

these days lies chiefly in the realm of search 

engine optimization, where the various 

search engines will look to the number of 

inbound links a given site has as one of the 

determinants for establishing how highly that  

website should rank.  One resource of which 

to make note is www.backlinkwatch.com.  

This site will let you know how many links 

you have currently, and also provide some 

idea as to their quality.   

 

Let’s talk about how to gain inbound links by 

posting to blogs.  As we know, just about 

every blog to which you go (as well as your 

own) will give the reader the opportunity to 

leave comments.  When you leave a com-

ment, you can also insert a link back to your 

own proprietary website or blog.  For exam-

ple, recently I did a Google search under 

“taxes,” and filtered the results on the basis 

of blogs.  The very first blog that came up 

was entitled, “Reduce Your Income Taxes 

with These Common Loans,” which is a blog 

about the tax deductibility of certain loans.  

Anyway, given that I am the Editor-In-Chief 

of Christian Money.com, you know that my 

realm is personal finance.  Accordingly, it is 

perfectly natural and appropriate for me to 

think that any blog that deals with any given 

topic of personal/consumer finance is going 

to have relevance, in some form or fashion, 

to much of what is contained at Christian 

Money.com.  So, if I make a comment, to 

include an inbound link, on a blog about 

taxes, it is reasonable for me to assume that 

readers of a blog about taxes will be inter-

ested in heading over to my website.  Note 

that your comments that serve as the 

“platform” for leaving behind your link need 

not be substantial.  For example, here is the 

comment, in full, that I left behind on the 

blog I just mentioned: “A very good article.  

Most people don’t realize all of the deduc-

tions they can benefit from when borrowing 

money.  I teach on this in some of my own 

articles at http://www.christianmoney.com.”  

That’s it; your comment need not be any-

thing more involved than a couple of sen-

tences.  All you’re trying to do, in this case, 

is simply find an inoffensive way to leave 

your link behind.  That said, let me reiterate 

that while your comment need not be sub-

stantial in length or particularly profound, it 

should still be a quality comment.  For exam-

ple, I would never leave the following as a 

comment to a blog: “Come check out my site 

at http://www.christianmoney.com.”  Not 

only would I not do it because it’s poor form 

to comment on someone else’s blog solely in 

the fashion of marketing oneself, but it will 

be of little use to you as a marketing effort; 

those who are reading the blog to which you 

are commenting will simply dismiss such a 

note out of hand as being pure advertising, 

and it will have been a wasted effort. 

 

This simple activity can drive a lot of traffic 

to your site.  If you did only this quick exer-

cise five times each day, you would end the 

year with almost 2,000 inbound links.   

 

OK, let’s talk a bit about directories.  Go to 

Google, type in your keyword, and then ei-

ther the words “directory” or “directories.”  

If your website is about gardening, for exam-

ple, I would go into Google and type in ei-

ther “gardening directory” or “gardening di-

rectories.”  Doing this will take you to web-

sites that are directories on which you can 

almost always list yourself for free.  This is a 

very easy thing to do, and what makes it es-

pecially easy is the fact that, unlike blogs, 



7 

Inbound Links  
(cont. from Page 6) 

 there is no post you have to read and to 

which you have to formulate a response in 

order to establish a basis for providing your 

link.  You don’t have to come up with some-

thing pithy to say or otherwise try to be at all 

clever, so posting to directories may be about 

the easiest way in the world to lay down 

some inbound links. 

 

Forums can be another good place at which 

you can leave your link(s) behind.  In order 

to find appropriate forums, you will search 

for those in much the same way that you 

search for directories.  Let’s say that your 

website or blog is about dog training; you 

will do a search for “dog training forum” 

and/or “dog training forums,” and you’ll find 

hundreds, if not thousands, of places where 

you can gain an inbound link.  Again, this is 

very easy to do, so there’s really no legiti-

mate excuse for not doing it.   

 

OK...now, let’s talk about that I think is per-

haps the best way of getting links: giving 

something away.  I can tell you that this 

method of gaining links is very powerful.  

You can do something like write a little 

ebook, or come up with a calculator of some 

kind, or a worksheet, or something else entic-

ing as a free giveaway.  You might be 

shocked at how many people contact me 

every day for a copy of my “cease communi-

cation” letter for use with debt collection 

agencies; I’ve been thinking about making 

that a free download and mentioning its 

availability when I leave links behind at dif-

ferent places.  There’s a lot you can do in this 

regard to attract attention.  I think the calcu-

lator idea is especially good.  Some of you 

might hear that and be thinking, “Great idea, 

but how do I come to possess a free digital 

calculator of some sort that I can use in this 

way?”  Well, one thing you can do is to head 

on over to Elance (www.elance.com) and 

hire a programmer to make it for you for less 

than 100 bucks.  You could create something 

like a Stay at Home with My Kids Calculator, 

wherein people put in all of their personal 

information and the calculator could deter-

mine if it’s financially possible presently for 

one spouse to stay home with the kids.  Al-

ternatively, you could offer a budget calcula-

tor, something that tells people how much 

they can save if they cut out this or that ex-

pense.  Now, there wouldn’t be much point 

to offering a regular calculator mechanism 

like the kind that everyone already has at 

their fingertips these days via their cell 

phones and other portable electronic devices, 

but a calculator that is designed to have a 

clever, consumer-oriented theme to it will 

absolutely garner some interest.   

 

By the way, if you do give something away, 

issue a press release with a link to that page.  

We’re going to talk more about press re-

leases here shortly, but here’s specifically 

why I mention this now: website developers, 

bloggers...people, in general, I guess...are 

lazy, and they like to sort of “co-opt” what 

you’re offering as their own, so if you are 

offering a free ebook, many will very possi-

bly (and likely) link to you, because it sort of 

looks to their own followers like they’re the 

ones giving the free item away.  Of course, 

they’re really not, and the bottom line is that 

the traffic still flows to you in those circum-

stances, but the point is that by issuing a 

press release as a way to announce a free 

giveaway can result in a lot of traffic on a  

variety of bases. 

 

OK...EzineArticles; we’ve discussed Ezi-

neArticles (www.ezinearticles.com) earlier in 

this issue, and many of you will be familiar 

with this article aggregator from your own 



8 

Inbound Links                                                                                                                                        

(cont. from Page 7)  

 efforts at posting articles through it.   

 

Hub Pages (www.hubpages.com) and Squi-

doo (www.squidoo.com) are places where 

users can create simple (and free) web pages 

about anything that interests them.  I have 

spoken for a long time about the benefits of 

having a large presence on sites like these.  

The relevance of these sites to what we’re 

speaking about here is that you can deposit 

links throughout your sites that you create.   

 

Let’s talk now about social bookmarking.  

First of all, what is social bookmarking?  In 

its simplest form, social bookmarking is just 

a way for people to save their favorite web 

pages online.  You can then access your 

bookmarks from any computer, and you can 

share them with others.  In terms of building 

traffic to your own site, social bookmarking 

can be very useful.  You could submit your 

articles one at a time to these various sites, 

but that can take a lot of time (plus, submit-

ting your own content directly is considered 

poor form).  Examples of popular (and use-

ful) social bookmarking sites include Deli-

cious (www.delicious.com), Digg 

(www.digg.com),  and Technorat i 

(www.technorati.com). 

 

The way to best use social bookmarking sites 

is to add social bookmark buttons to each 

article you write.  A good idea is to add the 

buttons to your site that will submit it to the 

various bookmarking sites, and there are sev-

eral scripts to which you can subscribe that 

will handle that for you.  There is one called 

Add This (www.addthis.com), which I espe-

cially like because it offers an analytics tab 

that allows you to track how many people are 

linking to you from social sites. 

 

Let’s talk briefly about the issue of purchas-

ing links.  The purchasing of links is gener-

ally frowned upon by the search engines, be-

cause it’s viewed as an exercise in cheating 

in order to get yourself moved up, but there 

are three sites from which the search engines 

don’t mind if you buy: Yahoo Directory, 

Best of the Web Directory, and Busi-

ness.com directory, and it should cost you no 

more than about $300 per year if you want to 

get in on all three of these (if you had to pick 

one, I would absolutely get in on the Yahoo 

Directory).  Three others that are effective, 

but not necessarily OK with the search en-

gines, are textlinkbrokers.com, text-link-

ads.com, and purchase-links.com. 

 

You can also look to press releases as a way 

to gain inbound links.  We like Christian 

Newswire (www.christiannewswire.com); 

the press releases are about $65 each, and 

you get very good coverage.  Remember that 

when you’re submitting your press release, 

you want to be sure to get an actual link in 

the release, one on which a reader can di-

rectly click and be sent to your site.  That 

does two things: first, it sends people straight 

to your site, but also, that link will stay with 

that press release website for months or 

years, and that press release site is a highly-

ranked site that’s going to be carrying a link 

to your web page for a long time.  Note, too, 

that this is sort of another way of getting a 

paid link that’s not frowned on by the search 

engines, because while you’re technically 

paying for the link, you’re not doing so in the 

explicit fashion the search engines dislike. 

 

If you create a systematic approach to using 

some or all of these different methods in de-

veloping a wealth of inbound links, you’ll be 

astounded at the increase in traffic you real-

ize over the course of a few short 

months...but you have to do the work.      


