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This report is about how to put together a highly successful 

product launch, selling your own product. 

How successful? My own first attempt at this netted me 

over $100,000. In this report, I’ll break down exactly how 

that came about. 

But first, I have a confession to make: 

 

I’m Shane Melaugh, a half-Irish guy from Switzerland. I’ve 

had entrepreneurial aspirations since my late teens and 

sometime a few years ago, after many failed attempts, this 

self-made business thing started to actually work for me. 

But it’s all just a farce, apparently. 

I have a site, imimpact.com, where I write about business 

models and marketing strategies that I use to get good 

results (among other things). 

When I do this, I’m thinking “here’s what I did, it worked for 

me and if you do the same, it will most likely work for you 

too.” 

But that’s not true. 

That’s what I’ve been led to believe, anyway. You see, one 

of the most common objections I hear is something along 

the lines of: 
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“Well, sure it works for you. But I’m not you, so it 

wouldn’t work for me.” 

This is usually accompanied by some additional reason like 

“because you already have a successful blog” or “because 

you have connections in the industry” or “because you’re 

talented”. 

So, here’s my confession: yes, I’m gifted with some special, 

magical talent. I was born with it. No, actually I acquired it 

from a Leprechaun riding a Unicorn. Because I’m the 

chosen one. If you aren’t me, you’re out of luck. No way 

you can do the same kind of things I do and get similar 

results. 

From Scratch 

Okay, I hope you don’t mind the sarcasm in that last 

paragraph.  

My point is simply that, let’s be honest, magical talent is out 

of the question. 

What remains is the fact that I have a blog with a decent 

readership, a sizeable mailing list, some good connections 

and years of experience. 

So obviously, when I release a product NOW, it’s bound to 

be successful. 

And that’s exactly why this report is NOT about what I’m 

doing now. 
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This report is about my first self-made product release. 

When I released this product I didn’t have a mailing list or a 

reputation or connections or anything of the kind. 

My first product is an example of what you can do from a 

standing start. And the emphasis of this report is on 

effective strategies you can employ that work well even if 

you’re starting from zero. 

By the way, the product was called Backlink Battleplan. It 

was a very detailed guide on how to build backlinks for free, 

to get higher rankings in Google. The product was available 

for about two years and went through many updates, 

before I closed it down to focus on other projects. 

The specifics of the product don’t matter, because what 

follows applies to any kind of product. 

So, without further ado, let’s get stuck in. 

Make or Break: Market Research 

Market research doesn’t sound very exciting, I know. But 

it’s important because it’s the first step in the process. If 

you get this wrong, everything else you do is going to be in 

vain. 

Here’s what it’s actually about: 

 Find out exactly what your prospects want. 

 Find out what problems they need solved. 

 Find out if and how much they are willing to pay. 

Standing Start 

The emphasis here is on 

what you can achieve from a 

standing start, with no 

existing assets to help you. 
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 Find out where you can reach your prospects. 

If you know who you’re selling to, you know where they 

hang out and you know that they are willing to pay, you 

have an almost sure-fire winner on your hands. 

If, on the other hand, you just start building a product 

because you thought it was a good idea, there’s a chance 

that none of your hard work will be rewarded. 

In practical terms, here’s how I conducted market research: 

Questions 

Here are some examples of the kinds of questions I asked, 

to get relevant answers for my product: 

 “What is the biggest obstacle to you, when 

running and building your business?” 

 “What is your business model?” 

 “Which aspect of online marketing do you struggle 

with the most?” 

 “What is one thing that you think would make the 

biggest difference to your success?” 

Before asking these questions, I simply paid a lot of 

attention to what people were discussing and writing about, 

in my target market. 
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I made notes about the most popular topics in the forums, 

the blog posts that got the most comments and social 

shares etc. 

But wait a minute… how exactly did I ask these questions? 

There are several options I made use of: 

Forums 

I posted threads with polls on all the forums in my niche 

that I was active on. 

The possible answers for the polls were based on things I’d 

already picked up while reading the forums and blogs in the 

niche. 

For example, when asking about the biggest obstacles and 

problems with the online business, I offered the following 

choices: 

 Productivity – I procrastinate too much 

 Information overload – I don’t know where to start 

 Lack of information – I need to learn more 

 Lack of a clear plan – it all seems too chaotic 

I already knew that all of these points were relevant to some 

people, I just needed to find out which problem was the 

most common one. 

Alternatively, I asked about the biggest problem from a 

technical standpoint and offered these answers: 

Niche Forums 

There are forums on just 

about every topic you can 

imagine, online. Forums are 

a great market research tool 

and you can gain many 

insights by just listening to 

the general chatter in forums 

in your niche. 
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 Technical difficulties – setting up websites etc. 

 Traffic generation – actually getting visitors to the site 

 Conversions – turning visitors into customers 

 Content – creating videos, writing content etc. 

Using this method of observing general topics first and then 

creating the polls allowed me to drill down very specifically 

and find the “hot button” issues most people had. 

Free Products 

I created two free products as part of my market research. 

A free product is not only a good way to build a mailing list; 

it’s also great for generating feedback. 

What kind of questions do you receive from people who got 

the freebie? Is it resonating will with people or is there little 

to no interest? 

These are all indicators that help you figure out whether a 

premium product on the same topic would do well, or not. 

I gave away the products on my blog (which had almost no 

traffic at the time, but you work with what you’ve got) and 

also promoted them on forums, either in posts (if this was 

allowed on the respective forum) or in my signature. 

This helped me build a small mailing list of a few hundred 

subscribers. 

 

If you’d like to learn a very 

simple method you can use 

to quickly create a free opt-

in incentive product, there 

are some free videos on the 

topic, here. 
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I could have probably capitalized on these freebies more, 

by purchasing some traffic or doing ad-swaps and stuff like 

that. Those were some missed opportunities. 

Surveys 

As soon as I had a few subscribers, I sent out a survey. You 

can easily create free surveys using LimeSurvey or Google 

Forms. There are also various more sophisticated survey 

tools like RationalSurvey and most of them come with a 

free trial. 

One thing’s for sure: you can easily use surveys for your 

marketing, without even having to spend any money. 

A great thing about surveys is that they get very high 

response rates. Even from a very small list, you can get a 

good amount of survey responses. More importantly, you’ll 

almost certainly get more responses to a survey than if you 

asked for comments or email replies. 

To reach more people, I also got in touch with someone 

who was running a membership site in the niche, at the 

time. I contributed some content to the membership, for 

free. In return, he sent out a survey to all of his members 

and we both got to benefit from the answers we received. 

That’s just an example of how you can leverage other 

people’s efforts. Hand out a few favours and you’re likely to 

get favours in return (if you ask for them). 
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1-on-1 

I also reached out to people directly and asked them similar 

questions. Some of that was done via personal message 

discussions in the forums, via email with my subscribers 

and readers or even on skype. 

For example, I’d see someone on a forum ask about a 

problem they were having. If I felt I could help them with 

that problem, I’d reach out to them and give my skype 

details. Then, we’d have a chat, I’d help them out with their 

problem and also ask them my market research questions. 

In actual 1-on-1 discussions, you’ll often discover very 

interesting details that you can use to add new questions to 

your polls and surveys. 

Result 

In my case, the result from all the market research can be 

summarized as follows: 

 The majority of prospects struggled with traffic 

generation, more than anything else. 

 The majority of prospects had a business model 

based on SEO or named SEO as a major problem. 

 Specifically within SEO, the major problem seemed 

to be around building backlinks. 

This is how I narrowed in on the topic of backlinks. I 

discovered that there was a lot of confusion about this 

topic. Where do I get backlinks? What kinds of backlinks 
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are good or bad? What actually works and what’s a waste 

of time? These were the common questions I heard. 

 

Now that I knew who my prospects are, where they were 

(on the forums, on my mailing list, anywhere I got answers 

to my questions) and knew exactly what they needed help 

with, it was time to put together a product. 

Product Research 

I knew that the objective was to create a course on building 

backlinks. To make it even more specific and more 

A Note About Bias 

Of course, the results were already biased towards “my topics”. I didn’t set out 

to create any product on any topic in the world. I was already doing SEO myself, 

for various niche sites. I already had varying degrees of experience with 

blogging, niche sites, SEO and email marketing (and by “varying degrees” I 

mean “from very little to up to several months’ worth of”).* 

This led to a certain self-selection. I posted in forums that were related to these 

topics, I attracted subscribers interested in these topics, etc. 

This is a good bias, though. Obviously, I want to be making a product about 

something I can already relate to and have some experience with. The purpose 

of the market research is to drill down into the specific details and sub-niches to 

find the best product idea. 

*more on the expertise topic further down 
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interesting, I decided to focus on free backlink building 

methods only. 

Remember the general rule: the more specific your product 

and the narrower the focus, the easier it will be to sell. 

Here’s a video explaining this rule in some more detail. 

As mentioned, I did have some SEO experience at that 

point, but I did some additional research for the product. I 

started learning and reading as much as possible about 

backlinks and I tested everything I could. 

I threw all sorts of links at a few niche sites and watched 

what happened. This way, I could separate the useful from 

the useless links and distinguish myths from facts. 

I took everything I learnt about backlinks and thought of 

ways to make it better. Whenever possible, I’d find ways to 

make link building easier or less time-consuming, all using 

free tools.  

This resulted in a long list of link-building notes and 

methods. I then proceeded to shape all of the methods into 

one single step-by-step process. 

Why? 

Because the market research showed me that a major 

problem was confusion. 

About Notes 

I highly recommend you use 

Evernote for anything note-

taking related. It’s brilliant for 

compiling information for a 

product and has many other 

uses as well. And it’s free. 
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It wasn’t so much that people lacked information about 

what to do. If anything, many people had too much 

information, but no clear system. Nothing that told them: 

here’s what to do next. 

So that’s the void I wanted to fill with my product. 

Product Creation: What Really Matters 

Creating a product might seem a daunting task, but it really 

isn’t that difficult. Here are two things you need to know 

about creating a product: 

How Long Does All of This Take?! 

I’ll never pretend like creating a successful online business is something you can 

do without investing some time and effort. However, I don’t want to give you a 

wrong impression about the amount of work I invested, either. 

The product creation process itself took me six weeks (including all the 

marketing stuff). 

The entire research process from initial research to released products took 

something between two and three months. 

The entire process from not knowing anything about online marketing or SEO, to 

releasing a specialized SEO/backlinking product, including all the experience I 

had to gather took around 10 months. 

That’s 10 months of effort that fit in next to a full-time job, for a $100K+ payoff. 

Pretty decent, right? 
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Practice 

Remember how I mentioned that I created a couple of free 

products, before I ever set out to create a premium 

product? 

Apart from valuable list-building assets and market research 

tools, those products were also great product creation 

practice. The things I learnt from creating the freebies 

contributed to making the premium product better. 

Technical Stuff 

Even though I set out to create a fairly large-scale product, 

which included a member’s area, PDF documents and 

videos, I really didn’t struggle with technical stuff. 

And that’s despite the fact that I’m not a very techy guy. I 

can’t write or understand code. Nowadays, I have a decent 

grasp of some of the technical aspects of online marketing, 

but back then, I was basically clueless. 

And that didn’t stop me at all. 

You can easily use PayPal, a simple membership script and 

your word processor to create and deliver an awesome 

product. Want to add video? Here’s how to get started (for 

free). 

Whatever you want to do, from a technical standpoint 

you’re rarely more than a quick search away from finding 

an easy solution and detailed instructions. 

Technical stuff seems very 

complicated and time 

consuming… until you 

actually get started and see 

it’s not really that bad. 
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Big vs. Small Products 

Let me be clear about something: you can easily create a 

very small-scale product and do just fine with it. Even a 

simple, short, practically un-formatted PDF document can 

net you many sales, as long as the content is valuable and 

you do the marketing right. 

It’s possible to create a product in an afternoon and start 

selling it before you go to bed. 

I know that this is a very appealing notion to many people. 

Get it done quickly, start selling instantly. 

If that’s you, I don’t want to discourage you from doing just 

that. Be aware that much of this guide goes in a different 

direction, but you’ll still be able to make use of the advice in 

here. 

To me, the “quick and dirty” approach was never 

appealing. As far as I’m concerned, my product isn’t about 

me, it’s about my customers. Making a product as quickly 

as possible and avoiding any and all refinement is nice and 

convenient for me, but is it good for my customers? Is my 

product more useful or more actionable if I create it in a 

hurry? 

No. And that’s why I aimed from the very beginning to 

invest more time and create a deeper product. The scope 

or media used for your product doesn’t matter. What 

matters is this: 

Your product isn’t 
about you, it’s about 
your customers. 
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How can you make the product as useful as possible to 

your customers? 

Everything you do in the product creation process should 

serve this purpose. 

For my product, I decided that the best way to deliver the 

content was by creating detailed videos, describing and 

demonstrating every step of the process I taught in 

Backlink Battleplan. 

My second goal was to make my product significantly 

better than any competing or similar products. And with 

good reason: I was going for a wow-factor. I wanted 

customers to love my product, not just to like it a little bit. 

This was a branding decision; I wanted people to 

remember me. 

Minimum Iteration Product 

A typical beginner’s mistake is wanting to finish a product 

before selling it. 

Umm… are you suggesting we sell unfinished products? 

Yes, I am. 

I know that it seems perfectly reasonable to finish a product 

first and THEN sell it. But this approach is actually a 

dangerous trap that has been the demise of many a 

business. 

Product release in small steps. 
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The problem is that a product is never really finished. Even 

if you’re only mildly perfectionist, you’ll always think of 

something more to add, some other detail to improve, 

some bit that needs re-doing… it never ends. 

This puts you in an endless cycle of putting off the release 

of a product, because there’s just this “one last thing” to do 

before it’s ready. 

Instead of wanting to finish a product, answer this question: 

What’s the smallest possible version of this product that 

you can sell? 

Aim to release a miniature, unfinished version of the product 

at a very low price. On the one hand, this will make you 

actually release your product, but it also comes with two 

MASSIVE advantages: 

1) Customers 

You get an initial set of customers and these 

customers will provide you with feedback. This gives 

you a chance to build the rest of the product based 

on exactly what your customers need. It’s like 

extended market research. 

 

2) Commitment 

When you do your pre-launch, you tell people that 

the product is unfinished and give an estimated time 

of completion for the product. You’ve now publicly 

Perfectionism is sometimes 

just a disguise or excuse for 

procrastination. Remember: 

your product isn’t useful to 

anyone, if it’s not published. 
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committed to finishing the product on time. This 

does wonders for your productivity. 

 

For Backlink Battleplan, I released a new free product 

called “Backlinks Quick-Start” as a form of a minimum 

iteration product. It was a quick guide on the very basics of 

backlink building. This added some more people to my 

mailing list and it gave me another opportunity to test the 

market and gather feedback. 

I also pre-launched the product to my small mailing list, 

when it was about 60% done. I charged a very low price for 

it and got a good amount of sales. This was the final “proof 

of concept” that showed me beyond a shadow of a doubt 

that I was building a product that people in my target 

market wanted and were willing to pay for. 

Free Money  Adding an Upsell 

An upsell is simply a separate product, an offer for which is 

shown to everyone who makes a purchase of the initial 

product. 

Upsells are a great way to add revenue, but they need to 

be treated with care. I’ve seen far too many upsells done 

wrong. 

Your upsell product needs to be complimentary to the main 

offer, but not overlap with it. If your initial offer is for a 

product that teaches absolutely everything you need to 

know to perfect your golf swing and the upsell then states 
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“buy this to learn my top secret golf swing training method” 

people will feel ripped off. It makes it seem like you took a 

part of what was supposed to be the initial product, ripped 

it out and are now selling it separately.  

For Backlink Battleplan, there are two relevant things I did 

with the upsell: 

First, I made the content about on-page SEO, website 

setup and effective copywriting. These are all relevant 

topics for people who are interested in building backlinks, 

but they don’t directly have anything to do with building 

backlinks, themselves. That’s what a good, complimentary 

offer looks like. 

Secondly, I offered the product as a series of live webinars 

featuring various experts. I contacted various people and 

asked them if they’d be interested in presenting a webinar 

to my customers. I offered a small fee, which was rejected 

by all presenters. It wasn’t difficult to find several experts 

who were happy to present a webinar, just for the exposure 

they got from it. 

In addition, creating an upsell like this meant that I didn’t 

have to do much work in advance. Also, once the live 

webinars were through, I offered access to the recordings 

to those webinars as the upsell. 

The addition of the upsell added about 30% revenue and 

made the offer a little more interesting for affiliates to 

promote. 

Upsell Danger 

Upsells are a great way to 

increase your revenue, but 

don’t forget that your 

ultimate goal should be to 

serve your customers. Don’t 

create money-grabbing 

upsells just for the sake of it. 

http://twitter.com/shanerqr
http://imimpact.com/fb
http://imimpact.com/


6-Figure Business in 6 Weeks   by Shane Melaugh 

 

    

Marketing  Key to Traffic and Sales 

Now, let’s get into how the product was marketed. If 

there’s nothing else in this guide you remember, remember 

this: 

Marketing is more important than your product. 

Don’t make the mistake of focusing all your efforts on the 

product and none on the marketing. 

A great product without marketing is worth almost nothing. 

But great marketing can sell almost anything. 

It’s possible to sell complete drivel, if you get the marketing 

right. But you shouldn’t sell drivel. You shouldn’t sell drivel 

because A) it’s an unethical thing to do and B) it’s terrible 

busiess strategy, for the long term. You can sell crap with 

good marketing, but no one will come back for more crap. 

In addition, the better your product is, the easier it is to sell. 

In fact, having a really kick-ass product makes marketing 

rather easy (you still need to do it, but it won’t be hard 

work). 

My strategy is to combine excellent products with good 

marketing and that’s worked very well for me. 

Here’s how I approached my successful newbie marketing 

campaign. 
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Launch Sequence and Squeeze Pages 

Once I’d sold the initial “beta version” of the product to my 

list and made a bit of money, I completed the rest of the 

product and then set out to launch it publicly. 

For the public launch, I created four main videos. Three of 

them contained free information about SEO and backlinks 

and the fourth was a sales-pitch for the product. 

Where did I get the content from? I mainly recycled content 

that I’d gathered during research and product creation. I 

gave away two of the 21 steps in the Backlink Battleplan 

system, along with some explanations and background 

info. I also explained some of the things I’d discovered 

while doing all the testing during research. 

In each video, I asked people to share and comment, which 

drove some extra traffic to the videos. 

You can buy something like OptimizePress to create fancy 

launch pages, but it’s not strictly necessary. I simply set up 

a WordPress blog and used a simple, free theme to publish 

the launch videos. 

I also created a squeeze page for each of the three free-

content videos. Each squeeze page advertised the benefit 

of learning the information from the respective free video 

and asked for a name and email address, to access it. 

Again, you can use OptimizePress to create squeeze pages 

and that’s a pretty good way of doing it. But you can also 

Squeeze Page 

A squeeze page is a page 

designed to “squeeze” a 

visitor for their contact 

information. It’s a page that 

has only a small amount of 

content to describe the 

benefit of signing up and 

only two possible options: a 

visitor can either sign up, or 

leave the page. No 

distractions. 
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find very cheap landing page templates on Themeforest or 

even search for free ones that will do just fine. A template 

and a free WYSIWYG editor are all you need. 

The point of doing the launch with several free-content 

videos is that you can build trust, by giving something of 

value, before you make your offer. It can also help build 

momentum through social sharing and comments received. 

A less obvious, but additional advantage is that it makes 

your launch look more official and more professional. First 

impressions count, even online. 

The Sales Page 

What’s the secret to creating highly compelling sales pages 

that get fantastic conversion rates? 

I’m not sure. Please let me know if you ever find out. 

I’m only half joking with that, too. I don’t consider myself a 

particularly brilliant copywriter. At the time I was working on 

my first product, I had virtually no clue about copywriting. 

All I knew was: 

 You should always focus on the benefit your product 

provides, rather than just listing features. 

 You should break your content into chunks, by using 

big, bold headlines. 

 You should add testimonials and other forms of 

proof, if possible. 
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That’s it. 

On my sales-page, I simply described my product and 

made sure to mention benefits whenever possible, added a 

couple of testimonials that I got from the pre-launch 

customers (always ask for testimonials, otherwise you won’t 

get many) and then added an FAQ section. 

I tried to think of some of the most important questions and 

objections (reasons they would NOT buy the product) the 

visitors might have and answered those questions right 

there, on the sales page. 

For both the FAQ and the sales copy in general, all the 

survey results and market research data I had was 

invaluable. Look at the answers to the questions. Look at 

the kind of words people use to describe their problems. 

With this data, you can not only talk about the things that 

matter the most to you prospects, you can also do what 

looks like a mind reading trick and talk about them the 

exact same way they do! 

The copy wasn’t great and the design wasn’t particularly 

inspired, but the page performed quite well, especially 

because it was preceded by three videos providing some 

valuable information. 

Affiliate Program 

So much for the launch and sales content. The other part of 

the equation is getting traffic to that content. 

Adding Proof 

Ask for testimonials, so you 

can add some social proof 

elements to your sales page. 

In addition, create some case 

studies, so you can show 

some results as proof, as 

well. Good case studies 

aren’t about bragging how 

great the result is; they’re 

about showing that there’s a 

real, plausible way to get the 

results. 
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Your main and most valuable traffic source for a product 

release is usually going to be affiliate traffic. For this, you 

need an affiliate program and thanks to the wondrous age 

we live in, even that is no problem to set up. 

In fact, there are so many options available that it would 

take far too much time trying to describe them all here. Let 

me just point you in the direction of DigiResults and JVzoo. 

Both are affiliate marketplaces that you can join for free and 

through which you can offer your products with an affiliate 

program, for a small percentage cut in each transaction. 

Both are very easy to use, quick and free to get started 

with. 

Affiliate Traffic 

With an affiliate program in place, you now need to find 

suitable affiliates and convince them to promote your 

product. 

Doing a “proper” launch with some free content up front 

and nicely made videos can be helpful. Many affiliates will 

be more willing to promote a somewhat professional 

looking launch than something that looks like it was hastily 

cobbled together. 

Actually finding affiliates isn’t very difficult. Look for blogs 

and forums in your niche, look for newsletters, product 

vendors and membership site owners. Even twitterers and 

Facebook pages with many followers are potential 
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candidates. Anyone who has a traffic asset in your niche is 

a potential affiliate. 

The tricky part is getting the potential affiliates’ attentions 

and getting them to agree to a promotion. 

There are three factors that will help a great deal, in getting 

the “yes” from your potential affiliates: 

1) Sell a Great Product 

This is already taken care of, if you follow the rest of 

this guide. Yay! 

 

2) Sell a Highly Specific Product 

Take the fitness niche: if you sell a very general 

product like “how to build muscle”, you’re 

unremarkable and you’re every other vendor’s 

competition. They all sell something that’s at least 

peripheral to that topic, so why would they promote 

you? However, if you sell something specific like “the 

six-pack ab program for men over 40”, you’re 

instantly remarkable and you aren’t competing with 

anyone. Your product is unique and worth 

promoting. This is also taken care of, if you follow this 

guide. Double yay! 

 

3) Contact as Many People as Possible 

Many people you contact will ignore you (they’re 

probably too busy and too flooded with various 

requests). Some will reply, but decline to promote. 

Mostly, it has nothing to do with you or your offer. It 
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just doesn’t fit their schedule, they’re too busy, they 

have other commitments etc. 

It’s a numbers game. You’ll get a certain percentage 

of yeses. The more people you contact, the more 

promotions you’ll end up getting. It’s that simple. 

Solo Ad Traffic 

Because I had almost nothing in the way of traffic resources 

myself, I paid for some additional traffic by purchasing a few 

solo ads. A solo ad is essentially a paid email sent to 

someone else’s list. 

Solo ad traffic is generally low quality, simply because 

people who have highly engaged “buyer” email lists won’t 

be selling you the opportunity to mail to their list for a fistful 

of Dollars. They make far more by promoting something 

themselves. 

Having said that, it can still be a decent source of traffic, as 

long as you link to a squeeze page with a free offer. Direct 

links to paid offers tend not to do great with solo ad traffic. 

Since I had the free videos going for the launch, it gave me 

an opportunity to get some signups from solo ads and then 

build some trust with the free videos, before the pitch came 

around. 

This is a form of paid traffic, but you don’t have to spend 

more than you made with your pre-release, to get a good 

return. 
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Viral Traffic  Competition 

In the third free video, I announced a little competition: I 

asked the viewers to send out a specific tweet, with a link 

to the launch blog. 

The competition was very simple: I would do a twitter 

search for the defined tweet and use a random number 

generator to pick a winner from the list of results. The 

winner would receive a free copy of my product. 

This made the competition appealing (everyone has equal 

chances), easy (all you need is click and confirm on a 

“tweet this” button) and free for me to run (no expensive 

prizes, no competition software/service). 

There was also a viral effect, because the tweet advertised 

the fact that there was a competition happening and linked 

to the page with the video announcement of the 

competition. 

Because it was a small-scale launch, I didn’t get a million 

tweets or anything like that. But I did get far more tweets 

than I’d ever gotten before and the tweets brought in some 

extra traffic. 

This is just an example of what you can do completely for 

free, without needing any special software. 

Viral Traffic  Price 

As an additional traffic catalyst, I made the following special 

offer for the first week after release of the product: the 

http://twitter.com/shanerqr
http://imimpact.com/fb
http://imimpact.com/


6-Figure Business in 6 Weeks   by Shane Melaugh 

 

    

regular price of the product was $67 and it was available for 

that price, immediately. 

But there was also an option to reduce the price to only 

$47 by either sending a tweet or sharing the link to the 

sales-page on Facebook. 

I used a script to make this happen, that’s no longer 

available. However, you can find a similar one here. 

Not surprisingly, the majority of visitors tweeted and shared, 

to get the lower price and this led to yet more exposure and 

additional traffic. 

The point of these viral traffic examples isn’t so much to say 

“do the same thing” as it is to show that with a little bit of 

creativity, you can make your own traffic. 

Marathon vs. Sprint 

In the online marketing space, everyone likes to talk about 

product launches in terms of short-term events. You build 

up loads of hype, you launch and then you close the 

product down again. 

This is certainly a viable model, but keep in mind that it’s 

not the only way to sell online. In my estimation, more than 

half of the people following the launch model are doing so 

only because they see everyone else doing it and not 

because they’ve actually thought it through and concluded 

that the launch model is right for their business. 

With a little bit of 
creativity, you can 
make your own traffic. 
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In the case of Backlink Battleplan, I did create a launch, but 

I didn’t stop there. 

I kept updating the product and I kept approaching 

potential affiliate partners for a long time after the launch. 

The product made many sales during the launch, but it also 

kept on selling, on a daily basis, for more than two years. 

The Three Critical Elements 

You now have a detailed outline of what a successful 

product launch can look like, even if you’ve never done one 

before. 

But what are the most important factors for actually making 

this work? Apart from all the “here’s how to do it” advice, 

what really makes the difference failure and success? 

Aim First 

I’ve already stated how important market research is and I’ll 

repeat this here, because I know that this is one of the most 

common mistakes. 

Aim before you shoot. 

You need to be able to point out, very specifically, who the 

people are who will buy your product, what exactly they 

want, why they want it and where you can reach them. 

The clearer those things are to you, the more likely your 

product will be a success. 
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See it Through 

Was creating my first product the easiest thing I ever did? 

No. 

It wasn’t an incredible struggle, but it wasn’t all smooth 

sailing, either. Whenever you tackle a project, things tend to 

go wrong from time to time. During the research, 

development and marketing for Backlink Battleplan, there 

were many discouraging moments. 

Many times, there were difficulties that could have served 

as reasons to give up. But I didn’t give up. 

When you set out to create your product, your service, your 

future Internet empire or whatever you have in mind, be 

stubborn. See it through. 

Adapt and change, if the feedback from the market tells 

you to do so, but don’t give up. 

 

The biggest mistake you can make is look at this report and 

look at the accompanying video and think to yourself: 

Yeah, Shane could do that, but I couldn’t. 

There is nothing super-human about any of the steps 

outlined here. As stated in the opening of this document, I 

was not granted special gifts by a Unicorn riding 

http://twitter.com/shanerqr
http://imimpact.com/fb
http://imimpact.com/


6-Figure Business in 6 Weeks   by Shane Melaugh 

 

    

Leprechaun; I simply followed a process that got me from 

point A to point B. 

If we wound back time to the point before I started work on 

my first product and swapped places, you could have 

gotten the exact same result by doing the exact same 

things I did. 

As long as you hold on to a belief that there’s something 

special that successful entrepreneurs have, but you don’t, 

you’ll always be standing in your own way.  

All the best, 

 

If you want to create an information product of your own 

and you want complete, step-by-step instructions for every 

single step of the way, Product Bootcamp is for you. 

Product Bootcamp covers all the technical stuff, product 

creation, marketing, copywriting, affiliate recruitment and 

much more in detailed instruction videos and documents. 

But be warned: Product Bootcamp is a BIG product and 

only for those who are really serious about building a 

product-based business! 

Click here to learn more about Product Bootcamp! 
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