
Section #3:

Searching For Target Offers.
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"The man who moves a mountain begins by carrying
away small stones."

Confucius.



Small Launches First.
In section #2, we learned how to structure an offer. We also discussed the types of product
launches you could initially target, considering:

 The Niche.
 A bonus you can offer that is as interesting or more interesting than the product
being launched.
 The average historical sales range that the seller's launches should have.

In this section, I will show you how to search for these types of launches and also how to
scale the system to other horizons.

Keep in mind that (as we discussed in the previous section), it's better to try to target
offers from vendors who have historically had between 50 and 250 sales before
attempting to approach vendors with sales exceeding that number.

This is important for the following reasons:

- It will be easier for you to start by targeting these types of offers.

- You will gain experience in negotiations that will help you go after larger launches.

- You will gain experience in building sales funnels, which will allow you to achieve
better conversions (which will be of great use when dealing with larger vendors).

- It will allow you to build your list and increase your reputation as an affiliate, which
will undoubtedly be an important negotiating factor when going after larger launches.

BeforeWe Start...

Before starting your search, it's important to keep a record of what you're doing, who
you're contacting, the negotiations you're obtaining, and the results produced by each
agreement.

I've included a spreadsheet that can be useful to you. Feel free to customize it to your
needs or use whatever you prefer, but the key is to keep a record that helps you organize
your negotiations.



Searching For Offers (Muncheye).
I will show you how to search for "target offers" on Muncheye.

As an example, I will focus on launches that will take place on WarriorPlus, but you can
also choose launches happening on other platforms, obtaining the data those platforms
provide you.

Step 1: Go to Muncheye.com and click an upcoming w+ launch of your interest.

Step 2: Go to the JV page and then go to the affiliate signup link. You’ll see something
like this...



Step 3: Click the vendor’s profile link and you’ll see his/her previous launches under the
platform with their sales...

Comment: You can use this approach for product launches of all sizes.

If you want to consider Bigger Launches, please remember consider the first 2 items
(questions) that you’ll find inside the mindmap...

If your answer is “yes”, then it’s a good idea to try to target bigger launches.

Tip: Try to Target “Solo” Launches.

Some launches are conducted by two or more individuals. Proposing a bonus

that includes a share in the backend sales can be problematic in such cases

because you would need to negotiate with all the parties involved.

In these situations, it's best to offer a 'bonus' only (without offering 50%

in backend funnel sales), and the group could probably accept the offer if

A) the bonus is enticing and B) if you can contribute to additional sales

for the launch.



Making a Proposal.
I'm going to give you some tips for sending a proposal to a vendor. Of course, feel free to
add your own touch and tailor everything to your vision and your proposal.

Email Template

Here's an email template that you can use as a reference to structure your
communications. Once again, I recommend that you use your own style and adjust
everything to your own vision, style, and offer.

Hi,

I see that you're launching a new product and wanted to see if you'd like to offer a Bonus Product to
your customers.

The Product is called '[Bonus Name]' and it contains a [Bonus Description].

Here you can learn more about it:

[Link to the bonus sales page]

// Comment: If it's software, you can provide a screen capture of it (it’s better).

If you want to use the bonus, I can provide you a short "Call to Action" image (not that long sales page)
to include it on your website.

On my end, I plan to create an offer on W+ for those who access the download, with different options,
and create a JV contract between both of us with a 50% share in each sale.

Here's the funnel I would set up on my end:

FE (Front-End): The product that users can access for free with a free W+ button.

// Put your Funnel structure here

Upsell 1 (Description): $14.

Upsell 2 (Description): $28.

Upsell 3 (Description): $28.

This wouldn't require any major changes to your download pages. You might need to make minimal
modifications to ensure everything works seamlessly.



If you're interested, please let me know, and within 24 hours, I'll send you an image that you can use on
the sales page. Then I'll take care of creating the funnel, the JV contract, and provide you with a code to
add to the download page.

Best Regards,

[Your Name]

Remember: Once again, please remember that the goal of this strategy is not to try to
manipulate other vendors but to create mutually beneficial business agreements.

In fact, I believe that most vendors would welcome more people approaching them to
offer proposals of this kind and under these conditions.

Bonus Marketing Material

Here's a bonus presentation template example (you can find a copy of it inside the
package in .psd / .png format) that you could send to the seller once the negotiation
is in progress:

Feel free to use it and adjust it to your needs (you can also use canva.com or other tools to
make your own designs).

Once it’s ready you need to send it to seller so he can add it to the sales page.



Looking For More Opportunities.
In addition to the MunchEye.com calendar, you can also look for evergreen products
(that could give you leads and sales for years to come) on different affiliate platforms
like ClickBank.com (in addition to WarriorPlus and JVZoo of course).

Doing this has certain advantages:

1) Receptivity: If vendors have experienced a certain decline in their sales (but are still at
good levels), they might be more open to certain agreements that could be really
interesting.

2) Getting a Promo from the Vendor: In addition to the new subscribers and sales you
obtain, you could (after some time) suggest to the vendor that he sends a promo to his
list, offering his subscribers the opportunity to download the bonus that he added to the
sales page.

This could bring you tons of new subscribers and sales.

A website where you can analyze statistics for ClickBank products is CBSnooper.com.

https://cbsnooper.com/reports/top-clickbank-products



CBSnooper offers different useful filters in its top menu (e.g., "Reports" -> "Rising
Products"), and when you go to the individual view of each product, you can see
interesting data about each of them.

https://cbsnooper.com/reports/rising-clickbank-products



Looking For Even More Opportunities.
In addition to product or service vendors, there are thousands of partnerships you can
create with content creators such as:

 YouTube Content Creators
 Facebook Group Owners
 Blog Owners etc.

The opportunities are UNLIMITED.

In these cases, it is advisable to try to approach the content creators with an offer that
suits THEIR audience.

You can formulate your proposal following the framework of ideas we discussed in the
previous section (section #2) , and in this way, both parties can benefit from good
agreements.



Final Words.

The key to this strategy lies in understanding its potential and the importance of
breaking free from the mental structure of "I am an affiliate" or "I am a seller" in
order to create joint ventures that can allow us to generate more results in much less time.

Of course, not everything will always work perfectly, but most of the time it will (it's all a
matter of numbers).

Once you understand the potential of the strategy, the rest is simple.

So simple that you can coordinate multiple agreements per month with less effort than it
would take to launch a single product.

A bonus, a backend funnel, a proposal... endless opportunities.

I wish you all the best.

Diego.

End of Section


