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AMAZON MERCH & PAF 

 
 
 

 

00:03 Speaker 1: We're live. Hey! I gotta watch for this red light, and I saw it, so we're good. 

We're live. Alright. Hey guys, I get the honor of introducing Robert and Kyle. I always kind of like 

to give back stories here. And we do have a couple of people in the audience that were here last 

year. Do any of you guys remember Robert and Kyle from February of last year? You probably 

don't because they weren't on stage. Robert and Kyle had just joined our team actually last... You 

guys came right at the conference time last year, right? 

 
00:36 Kyle Milton: Around then. 

 
00:37 S1: So right around February time? And they were awesome, they basically got hired and we 

were like, "We don't know exactly what you're gonna do, so we have trash cans that need to be 

emptied, things that need to be moved. And they were just so willing to take on anything we threw 

at them. Well, what ended up happening in that time frame is when we learned about Facebook 

Messenger, specifically ManyChat, and I was like, "Look, I'm already swamped with 10 other 

things to do. Our entire team is swamped. Would you guys want to take on this thing called PAF? 

Specifically, would you want to take on really learning ManyChat and Messenger, and everything 

like that. Well, these guys are now on stage just as a testament to them and their hard work. And the 

fact that you guys can become experts at this. These guys started, I'd almost say from negative, 

because you weren't even really thinking of online selling stuff. And so, I threw everything I had at 

them. They literally had to learn it on their own. 'Cause remember, I didn't really know what I was 

doing. And now I come to them a lot for a lot of my mechanical questions. They actually are 

overseeing our entire international side of PAF. These guys really know what they're doing. 

 
01:50 S1: So I just kind of wanted to honor them, give them credit. Like, "Hey, there's a reason 

they're up here." And I hope that gives everybody here and at home, encouragement, that there's no 

reason you guys can't surpass what we're doing. So I'm gonna turn it over to them, they're gonna 

walk you through the Merch Marketing Machine for PAF. Give it up for Robert and Kyle. 

 

[applause] 

 
02:15 Robert Castellanos: Well thank you so very much. Thank you for everyone who's tuning in 
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via the live stream. To kind of go through what we're gonna be talking about, it is gonna be PAF. 

So, that process that Brett brought up earlier within the context of Merch. Some introductions of 

myself and Kyle. Kyle is now entering, just entered, that second year of marriage. So 

congratulations to him and his lovely bride as pictured here. My picture on the other hand tells a 

different story, and this is more of why I'm still single. 

 

[laughter] 

 
02:56 RC: And so here we are. But it also is a testament, really, to what we're about to enter in. If I 

were to kind of label what we're gonna be going into, or what this conference is all going to be 

about. It's really about talking about the least of these. Those underdogs, those who don't understand 

where they kind of fit in, in this whole entire process that we're about to break through. I spend a lot 

of time in the mornings at the gym. And there was just this thing that really hit me, of the amount of 

love and tenderness and the curation that Jim Cockrum has really been able to solidify within this 

community and alongside of Brett. And so I just wanted to honor them, about these men who've 

come together to really allow for transparency, to allow for a sense of an individual to kind of find 

their story amongst streamlines of stories. 

 
04:00 RC: And so part of our story is just one of many entering into where we are today. In the 

course of this presentation, what I really want to be able to do is show you the behind the scenes. 

The good, the bad, the ugly, the successes. I think oftentimes, a little bit of background about 

myself. If I were to kind of label myself, I would be the most outlier of all possible. Got my degree 

at Cal State Fullerton, with an English. I am the worst possible English Major that ever existed on 

the planet. 

 

[laughter] 

 
04:33 RC: I literally do not like to read. I do not like to write. I actually have horrible reading 

comprehension. And now that I look back at that I'm like, "Why did I even jump into this? This is 

so not who I am in any way shape or form." But the skills that I learned in the process of that was 

really utilizing, saying, "Hey, I might have a struggle at something, but there is something inside of 

me that's gonna find a way to overcome. I'm going to be able to find and look and see and maybe 

have to kind of alter and tweak things in order for me to take that next step." 

 
05:10 RC: So, with that being said here, we're gonna go through an overview. This right here, this 

overview, is a testament to a miracle that you are seeing right now, that I'm actually following. So, 

[chuckle] like I said, never really followed overviews before. But we're going to talk about the pull 

versus push method, and specifically tailor that to Merch. We're gonna go over Facebook pages, 

how to create one from scratch, if that's something that you've never done or if you've done it a 

thousand times, this should be a good refresher on that. We're gonna cover ManyChat, how to set 

one up if you've never done it before. And then also go into details about how to set up a specific 

sequence that Merch is going to utilize. We're gonna go into our methods of how we begin to 

process what is being successful and what is not being successful, and maybe give you some tools 

that you're gonna be able to utilize in kind of giving you a grid. And then we're also gonna talk 

about some resources that might be helpful for you guys as well. And a lot of these resources we'll 

be giving links to. 
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06:19 RC: So if we take a look at the pull versus push method, this is not keyword driven. As 

awesome as that is, and Glen's gonna be talking about PPI and finding those particular words that fit 

the right place, the right time. And it's all good but but here, PAF is not driven by PPI to a large 

extent, it's not driven by what we can... How Brett put... Pull it in, we're actually about the push. 

How do I get my product in front of someone who was not even on the radar with that? And so it's 

gonna be PAF driven. And what is that first method that, that Brett says, "Hey, this is the most 

important thing"? 

 

07:04 S?: Shareable content. 

 
07:05 RC: Shareable content. Alright. So that's gonna be something that we're gonna keep in mind. 

So, this is our journey through the particular shareable content. So Facebook. Why? Why would we 

go in this direction? And for me, what it's really about, it's about this process that there's... That it's 

not about making it complicated. And it's not about taking a look at something. And as Brett always 

said is, "Keep it simple." As we've become kind of leaders and pioneers in ManyChat sequences, I 

remember the first one that Kyle and I did for Jim Cooper's group 'Go PAF Go', we had to build out 

an entire sequence for a trivia game. And literally, I had to take a piece of paper, roll it out in front 

of me, and began to draw out the sequence, and I was just like lost in a maze of wonder and awe. 

And I was like, "Look what I've accomplished." And Brett's all like, "That's good but can we make 

it simple?" I'm like, "Huh?" And so that's what we've learned how to do, how to take something 

that's complex and drive it down to something that is replicable and something that we're able to do. 

 
08:23 RC: And then we're going to be going through the process of doing a Facebook page. So 

what Kyle's going to do right now is he's actually gonna take you step by step on how to create a 

page. The preference of a page to kind of set him up, is already creating a profile. So this is you've 

already set up your personal email, your name, your phone number, all of those things and now 

we're at your main header. And I'll let Kyle take it away. 

 
08:54 KM: Yeah. So right now, you can see on your screen, and on our screen in here, live 

audience, we have, this is my personal page that I've made. And so in the top righthand corner most 

of you guys might be familiar with how to create a page. You're just gonna go through it. You're 

gonna click the arrow, it's gonna have a down, and then you're gonna create a page right here. Once 

you create a page it's gonna have about six different options. And just for the time being, like Brett 

said, we don't wanna go into the weeds, 'cause you could get complicated and say, "Well, do I 

wanna do local business or place?" But for Merch right now, we're gonna do brand or product 

specific, and then it's gonna have a drop down menu of categories. And just for this instance, we're 

gonna go down to, it should say product in here. Where'd it go? 

 
[background conversation] 

 
09:45 KM: Right there. Thank you. Alright. I just have to be honest, this part, we talked about 

making things simple and not complicated. And when we build out ManyChat sequences, and also 

creating pages and whatnot, I tend to be the one that gets hung up on, "Well hey, what should we 

name the page?" I'm thinking long term of, "Are people gonna get sidetracked by the name of the 

page? Is this gonna cause them to not look at the ad?" And so then Robert's just like, "Hey Kyle, 

let's just keep it simple." So for this one, to create a page we're just gonna do 'awesome apparel', just 

like that. And then we're gonna click Get Started. Awesome Apparel is invalid, so let's just do lower 
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case. Any ideas? It doesn't like awesome apparel. 

 
10:36 S?: Fabulous. 

 
10:36 KM: Fabulous Apparel. 

 
10:44 S?: They might need your first word capitalized. 

 
10:46 KM: Do they? Is that what it's saying? Okay. Fab Apparel. There we go, wonderful. So it's 

gonna ask for us to upload a picture, I'm just gonna go ahead and skip that. A cover photo, we're 

gonna skip that. And now we have a Fabulous Apparel page. So in order to actually run an ad, so 

everything that Brett was doing is based off of having a page and not your personal profile. So that's 

just kind of how you create the page. And let me just bring it back here and we're gonna go into 

ManyChat. 

 
11:34 RC: So with our ManyChat, as Brett was talking about, the power of an audience is really 

captured by ManyChat. And how Facebook works, it's kind of understanding the why, to why 

everything is set up the way that it is through ManyChat. So first we... How should I say it, 

Facebook is driven by the way in which you interact with each other. It's all about conversation. 

And so, with ManyChat, it sets itself up to flow, as if a natural conversation would take place. In 

order for someone to become a subscriber, according to Facebook, and this is without using 

ManyChat, you would have to... I, a person, would have to message a page, that person or page or 

entity would then message back. Once there begins this natural flow of conversation, I have now 

become a subscriber to that particular page. 

 
12:33 RC: Now the power of the subscriber list is that as Brett mentioned, you are able to build this 

audience in this virtual tank that you're then able to sift through and to tag, and to get into specifics 

that we're going to be getting into. And then be able to put content in front of them or take them 

along the journey of whatever it is that you would have, whether it be trivia. Whether it be special 

deals that you would have. Whether it be a particular video that you would just think that your 

community would like. That's really the power of ManyChat. 

 
13:09 RC: And so, the subscriber list are the amount of people that are actually on your particular 

page that you interacted with. The function of a reference URL is to actually start the conversation. 

So, everything is driven by the shareable content, the shareable story. You have a reference URL, 

which we're gonna be getting into. When you select the reference URL, if no one has ever 

interacted with your page, that particular individual is going to get to a Get Started page that there's 

not a way to bypass using a reference URL. There are other methods that ManyChat allows you to 

get through that goes around the Get Started. But really the reference URL is the most 

recommended tool and which we use that actually has the most amount of results that have been 

beneficial for us. With a reference URL, when they select it, they get to a page that says Get 

Started. Again, they're gonna have to select that. What that does is one; hey, I'm interested, would 

you like to Get Started from the page? Yes, I would, now you've become a subscriber. 

 
14:18 RC: The only reason why I like to point that out now is because there have been questions in 

the past for those of you who have not done it before. "Hey, they're going to this Get Started page. I 

don't know what to do. I don't know how to get around it." It's all part of the flow of the 
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conversation, so it is completely normal. Then you go, "Well, what if they don't select the Get 

Started?" Then it's actually an awesome thing. Why? Because they're not going to be the type of 

person that you're gonna want for your audience anyway. So really it's about following this rabbit 

trail that's gonna lead you to the most qualified lead possible, and that's essentially the power of 

ManyChat. How do I get a person that's actually gonna really love what it is that I'm gonna put in 

front of them. In order for us to use ManyChat, you actually have to be an Admin of a Facebook 

page. So that Admin right has to be given. If were working with a particular client and you're trying 

to do work with them, they will need to give you Admin access level, in order for you to begin to 

engage in a ManyChat account. And so Kyle is gonna go ahead and do so, because this is his page, 

he already has Admin level. 

 
15:37 KM: Right. So now that we're on our page, I went to Settings as you can see on the screen. 

You're gonna go down to Page Roles. This is where you're gonna find the ability to actually add 

someone as an Admin. For this example, we're just gonna give all Admin access. And you can find 

anyone right here, so anyone you desire. If you hire a VA to take care of all of your posts or 

anything like that, you're just gonna type in their name and then it'll find them, and you'll just click 

Add and they'll have access to your page. We're gonna transition now over... How many of you 

guys are actually using ManyChat in the live audience, right now? So a couple of you, okay. Have 

you guys... The other ones who aren't using ManyChat, have you set up a ManyChat at all? Okay. 

So I'm just gonna go through a quick process even for you on my live audience web stream. We're 

gonna go to ManyChat, we call it ManyChat for some reason but it's manychat.com. It's gonna say 

go ahead and Get Started, we're gonna click that. It's gonna ask us to sign in with Facebook. And it 

found me, so I'm continue as myself. And we're gonna say Okay. 

 
16:52 KM: Alright, so here's the page that we just created. Now if you guys have multiple pages 

when you set up your ManyChat account, it's gonna show all the pages that you have access to as 

admin. We're gonna click connect to Fab Apparel and it's gonna load. Alright, so Michael just gave 

us a message. This is ManyChat's Growth Tool. This is to lead you through tutorials, if you ever 

need help and they're updating. Now we have our dashboard page which is gonna show us where all 

of our subscribers are. Right now, we have zero. Alright, so Brett kind of went through doing a 

ManyChat. There's multiple growth tools, but for this example, we're still gonna stick to the 

Message reference URL because it's so powerful. There's other ones that you can do that do a 

comment scraper to where if someone comments on your ad, it will scrape the ad. So if they 

comment anything, it'll send them the message and then they have to click "Get Started". For this 

one, we're gonna just stick to Messenger reference URL. The other ones, there are some weeds that 

you have to kinda get through. So click that and I'm gonna stop right here, and allow Robert to 

transition, because we'll go back into that. Alright, Robert. 

 
18:18 RC: So if you've been with us, those of you who are in our live audience, and our online 

stream through our PAF Certification process, you would have gone through a ManyChat Merch 

sequence, where Brett was sitting down and was wrestling through, "Hey what can I throw up on 

Merch that would actually probably sell?" And he used taco and yoga as the combination of Zen 

and munchies coming together in this beautiful, beautiful way. And so, Kyle and I were thinking, 

"Well, if Brett can do that, what can we do? Surely we have some good ideas." And so we came up 

with this method to the madness. And this is kind of what we've used to process through our 

journey not only through a merch, but actually utilizing this for all the different generations of 

testing. Brett said "Hey, kind of throw it up there, test it." This is something that we actually kind of 
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came up with that allow us to go in a more methodical fashion. 

 
19:25 RC: The first thing is to create, really just observing, if you've studied the scientific method, 

and it's just looking around at what's trending, what's popular, this is super easy to do, specifically 

with merch. Any idea that you have, if you go to Merch Amazon, and just select whatever it is you 

might be thinking, and you just look at the top results. Then you have all of the thinking really done 

for you. So it's just literally sitting down. 

 

19:55 RC: It's kind of funny, it's really like how anything is really discovered, how Newton 

discovered the law of gravity, what did he do? He saw an observation of an apple falling, and from 

there, math was used in order to calculate gravity, and this is exactly what it is that we're doing. 

Simple observations. Then we test our particular thought or theory and we throw it up using a 

Facebook ad. From there, we gathered the data, utilizing likes and comments, and shares, taking a 

look at what type of comments people are leaving, and then we review the data together. So, this is 

an interesting process, especially between Kyle and myself, because there's these moments in time 

to where we go, "You know, there is this idea that's so deep inside of me, that everyone, everyone is 

gonna love. Surely, this is gonna be perfect." And Kyle goes, "Maybe not." I'm like, "No, you don't 

understand, I have observed, I saw, I was inspired." And he says, "Let's test it!" I'm like, "Fine." 

And so we go through this process of revising. And it's taking that initial, like, "This was my child 

that I bore inside of me!" But it's just like, "Woah, settle down, friend, you had a 30second thought, 

as you were looking at a website." And the important part of this is what? Not to get emotionally 

attached to any one particular... Any one particular thing that you're gonna set out there. 

 

21:36 RC: And so really why I say that, and I do it in a humorous manner, is because there's so 

many times when you're invested in a particular project that goes from setting to revision, to 

revision, to revision, and you really have to get to the point of, "Hey, does anyone even like this 

shirt? And do I need to kind of go into a different direction?" And then it's kind of to Brett's point, 

"If you're able to go and give yourself to the process, then what you're able to do is take away that 

emotional sting, and actually set you up for greater success as you continue on this journey." 

 
22:13 RC: And so, really, when it came to Kyle and I doing this presentation, I thought to myself, 

"You know, what we could do is we could do the taco ad, right? It's proven, it has great numbers, 

it's excellent." I go, "But what if we began to start a project from scratch to really test to see if PAF 

is something that's gonna be able to be replicated and utilized again?" And do you know what we 

found out? We failed. And we failed time, and we failed time, and we failed time again. And I was 

just literally like, "So, our conference is in a couple of days, we wanted to do something that was 

extraordinary, and here I am failing. I feel like this is counterproductive." And then I began to think 

about it. I go, "No, what this really shows is how fast you're able to move in PAF, with one idea, 

dropping it, and picking up something else." 

 
23:09 RC: So what I would like to share with you today is actually our failure and how that failure 

potentially turned into a success. So, these are the concepts of our designs that we have come up 

with. We, first, I just wanna say in this whole entire process, that we're gonna get to this in a little 

bit in regards to the resources, but really, what we found is that one, people like sloths. Why did we 

even begin to go in that direction? Because Kyle likes sloths. [laughter] And so I was just like, 

"That's such a natural way of doing it." And if you were to kind of sit us down and be like, "Okay, 

between you and Kyle, which one is the better artist, right?" That would clearly be none of us, and 
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so we're going, "How do we get this?" And this is a testament to the power of community, and 

really what it means to work together. 

 
24:08 RC: And so one of our sound engineers here, his name is Josh, he has an amazing artistic 

ability, able to look at something and recreate it. And so we just went to Josh and we said, "Hey, I 

have an idea and a concept of a sloth, what can you do?" He's all, "Let me get some time." I'm 

thinking, "Well, you need a day." And then he's all back in 30 minutes, he goes, "Will this work?" 

I'm like, "Dude, that was so fast." And so we took this initial picture, and Kyle and I sat with it and 

we'd be like, "Okay, there has to be something that we can do to kind of bring out this particular 

thing." I was just like, "What if we added, 'This is my spirit animal'?" I'm just like, "I connect with 

this. This is lovely. I can relate. And I'll have to move fast." And then Kyle was just like, "It's better 

than yours." And so a marriage came into existence, utilizing Josh's artistic expression, my thought 

and concept of, "Hey, this is my spirit animal." And then Kyle's competitive nature is better than 

yours. All coming together to create this fantastic wonderful shirt. 

 
25:23 RC: And we think, "Surely people are going to love this shirt." Who wouldn't? I would buy 

it, probably not at that price point that we put it at at first, but nonetheless, it's there, right? And so 

these are the variations of the particular shirt. Now it came into this time of testing. So we observed, 

we came up with something, and now we have to go through the process of testing. And how are we 

gonna test it? We're gonna utilize Facebook ads, and begin to put something up there, and begin to 

see, "Okay hey, is this gonna work? Or is that gonna work? Do people like phrases like this?" And 

so all of those concepts of the exercise that Brett just took you on, are the exact same exercises that 

Kyle and I go through together. It's, what should we phrase this to be? "Hey, buy this now." Or, 

"You need to have this." Or, "If your spirit animal is this, you've gotta love it." Right? We've chosen 

like maybe four or five different phrases in the context of trying to come up with an ad, and every 

single one of them we looked at the data, we threw it out there, and I'm like, "Yes, this is the one." 

And we got back and it was like zeros all around. 

 
26:39 RC: No one liked it, no one shared it, and no one commented on anything that we put up. So 

we were like, "Huh, what can we do?" So then we were like, "Well, maybe if we take it and we go, 

'Hey, if it's not my spirit animal that works, let's do a front and back picture.' Surely, if they 

understand now it's a competition, we're gonna get things going." We put it up on Facebook, 

Facebook flags us back and says, "Hey, we don't like your ad because there's too much text on it." 

And I was just like, "Ugh, bananas!" So now we're back at the drawing board. And so I'm just like, 

"You know what? We've tried it a couple of phrases, we've thrown the shirt up one time, it didn't 

work out. And I was just like, "Well, what if people just don't like sloths? What if our concept is all 

wrong?" And then we were kind of thinking of like, "Well, what if we made a video? Surely people 

like videos." Kyle did something really cool, to where he took our shirt, and he's gonna play it right 

now for you. And was just like going, rotating it, based on the colors. And it was just like, "Woah, 

it'll grab people's attention. Surely this one has to be the one that works. Facebook is not gonna flag 

it in regards to too much text, it's gonna be a video. So we have a potential of it going viral." 

 
28:03 RC: We put it up and again, all goose eggs across the board. And so I'm just like, "Okay, 

videos are not working, front and back is not working." And this is that point of frustration, and the 

reason why I share that in a very transparent and candid manner, is because I feel like those are the 

elements that we as a community, kind of face, and we're just like, "Well, how do we get through 

this together?" And if it wasn't for the team that was around me, that began to look at things from 



ProvenAudienceFormula.com 

 

 

 Page 8 of 14 

 

 

different perspectives, we never would have taken that next test. We never would have said, "Hey, 

but have you tried this?" And so what we did is we looked at the taco ad, and we were just like, 

"What about this taco ad is so brilliant?" And then it's just like, "It's just so basic." And then we 

began to really process it, I go, "But there's something unique." In the taco ad, it didn't display the 

full shirt, and in fact it was just a small image of the particular shirt. And so that began to have, 

Kyle and I begin to process that. 

 
29:15 RC: I was just like, "Well, what if we changed the image? We know this image type won't 

work, and that image type won't work, and this image type won't work. What if we begin to crop 

it?" So that's our next step that we ended up doing. And then began after the cropping it, we've tried 

different tags and different phrases as nothing was working. So we went back to the taco ad and we 

go, "What phrase seemed to drive people?" And so we began to just copy exactly what we've done 

before. And so really, what I share that with it, is as we begin to go through this process, and we're 

actually gonna build an ad together, and we're gonna begin to show you what we did and how we 

overcame a lot of Facebook obstacles, a lot of sharing obstacles, and we actually revised a particular 

ad from, "Hey, every sloth needs... Every sloth lover needs this. Enter your chance to win." We ran 

it with a giveaway. We go, "Surely someone would want it right?" 

 
30:18 RC: And again, this particular ad, goose eggs all around. No one clicked our ManyChat link, 

no one liked it, no one commented on it. And I was just like "Oh, what next?" And so that's the 

process that we're going to take you on through now, is those small alterations that worked. And 

again, it's that community think. So what I wanna do to is give the permission to unashamedly take 

screenshots and use the same verbiage that we've used, take what it is that's been successful and use 

it to your advantage. Because that's really what the concept that I feel like Jim Cockrum and Brett 

has really laid a foundation for. What works in one level of avenue of success, let's partner together. 

I was just listening to one of Jim Cockrum's podcasts, and on it, he said, "We are not competitors, 

but we are a group of partners working together for a common goal." And that's exactly what it is 

that we would like to do here today, is in our transparency and authenticity, showed you what 

worked for us. And perhaps it might work for you. So, Kyle, go ahead and take them through that 

process. 

 
31:30 KM: One of my favorite things that Brett says is, "Look, why are you guys asking me? What 

does it matter, my opinion doesn't really count. The data is what counts. So for me that's hard 

because sometimes you're just like "Hey, what do you think? Would this work? Would this work?" 

And really the only way to get it is to test it and get data. So, we're gonna run over here, we're 

actually gonna go to the dropdown. I'm gonna bring you guys to ads manager, which should be able 

to have... I'm gonna do create ads. Alright, perfect, so we have a plethora of different areas that we 

can use, as far as options for this specific example. For using Merch, we like to use Reach. It's just 

the most simplest form of reaching out to people. And we've seen that sometimes the cost per 

clicks, if it gains traction because look, we're looking for something that's going to gain traction and 

is going to get momentum and actually gain an audience and ultimately subscribers in our 

ManyChat link. So we're gonna go down here and we're just gonna name it... We'll do sloths so we 

know what it is. Set Up Ad. Okay, here we go. It's not gonna give me all of the advanced options 

because I don't have... Let's see this... Here we go, okay. 

 
33:02 KM: So our Facebook page is Fab page, Fab Apparel. And we're gonna stick to the United 

States. Like Brett said women seem to be the most susceptible to sharing ads that we're running, so 
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we're going to select women. And down here we're gonna do Interests. What are some common 

interests you think people would have with sloths? Anyone in the audience? 

 

[background conversation] 

 

33:32 KM: Rainforests? Okay. So when we did this ad we we were just like, "Okay, what are some 

basic things?" Well, for one we just said sloth, for two we just said, "Well typically the population 

that would wear a shirt that says 'my spirit animal' were people who are interested in spirituality." 

So there's one for spirituality. Now once you start plugging those in, Facebook actually does this 

amazing thing where they actually give you suggestions to where now we have animal lovers, 

mindfulness, personal development, Amazon rainforests. So Facebook does like 80% of the work 

for you. You just type in one thing and it'll find everyone that's already in those categories that 

relate to sloths. So we'll just do ground sloth. And we'll leave it at that. Okay and it'll find those 

people. Alright, so you're gonna go down to edit placements. Like Brett said, we only like to do 

mobile only, and we're gonna... For us, we don't have an an Instagram, if you have an Instagram, 

you can use it. But we're gonna turn that off. I like to turn off Instream because when we use this 

particular model as a giveaway and oftentimes if people are in stream videos they're just scrolling 

and they only see the videos that are there. 

 
34:54 KM: They don't see the text that you actually put in, like, "Enter giveaway, tap here." They 

only see the video. So most people won't click text. So we like to opt out of doing instream videos, 

and we'll turn off Audience Network and Messenger. And we're gonna go down... Our daily budget, 

now, this one's... It's plug and play, you can do it for us. We do a runon ad, so we don't do a set 

date or an end date, and we'll typically put the ad about $50. 'Cause when you show Facebook, you 

wanna get an ad out there. They'll actually take that ad and they'll start to put it out in front of 

people. It doesn't mean they're gonna take the ad and just spend your $50 right away. So you have 

the option to watch your ad to see if it gains traction, 'cause that's what you're trying to do anyways. 

So you would do $50, run my ad set. We're gonna leave all this, we're gonna leave that impression. 

We'll go 'Continue.' And this is your page. If you have multiple pages, make sure you're running off 

the page you want to use, that's very important. So you have the option of carousel. We're gonna do 

single image. You can do a video. 

 
36:00 KM: Now look, like Robert said, we've tested a video, we've tested images. We haven't been 

able to test people, actual people wearing the shirts, 'cause we just don't have the shirts. For this 

purpose, if you're just building an audience using Merch, there are so many shirts that are popular, 

that people will just see the image of it, it's easy, it's a done deal, they're gonna enter. So we'll do 

single image. Now, for the purpose of this, I want to use the image that we tried to use. So you guys 

can see Facebook flag us, 'cause I think that that's huge to see. Let's wait for it to upload. This will 

be the picture of the front of the shirt and the back of the shirt. Let's see if they'll flag it. Sometimes 

it takes a long time. 

 
[pause] 

 
36:49 KM: All right, so they're not flagging, but typically, they'll say... Oh, there it is. All right, so 

it showed up. It says, "Your ad's reach may be lower." It says that there's too much text. So we sat 

there and we're just like, "Man, how does that happen?" Because in the past, Facebook... Facebook 

is constantly evolving. They're trying to make people's Facebook experience to be nice and not 
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spammy. They don't want people to just keep sending spammy ads. And so for them, they have a 

filter that says, "Well, look, there's too much text," which means it's probably some sort of spam to 

them. It's just for them to filter out for the audience. 'Cause they wanna protect Facebook users. 

 

37:33 KM: So we're gonna go ahead, and what we did now, and that's what we wanted to share is, 

we said, "Okay, how can we revise everything we did?" We went back to the basics and we said, 

"What is it that we did for PAF for the taco yoga shirt?" So we said, "Well, it was a basic photo and 

just a little bit of a shirt." So what we did is we did a screenshot of the shirt, and I should have that... 

Should be on here. 

 
38:06 KM: Alright, it's not on here, but we took just the Sloth, I don't have that exact shirt. But it'll 

be on our next slide. And right here, we just said, "Best shirt ever!" Then we just double space, and 

we said, "Want to win this shirt?" And then we just said, "Okay, then enter to win right here." Very, 

very basic and simple, which is very good in their eyes. And then we went ahead and did this. And 

in ManyChat, as we saw in Brett's last session, right here, if you go to setup, you have your message 

reference URL, and that's where you're gonna place so people can enter your ManyChat. What we 

like to do, just for us so we know, 'cause we have so many sequences, well, you can change the 

parameters of the link for the end of it. So we just say, 'Sloth,' save. So now, it changed our 

reference URL, not by much, but it just helps for the viewers' eyes, I think, it's an opinion. 

 
39:19 KM: So copy to clipboard, go back to the ad, and we're gonna go ahead and paste that in 

there. Now, this is what our ad looks like. So this is what we actually did to revise our ad, and I'm 

gonna go ahead and pull that up so that we can give you guys the stats. 'Cause everything else we 

tested was zero, no traction. One of them had one like, and was just like, "We don't wanna waste 

money on this." So let's check it out. Go ahead, Robert. 

 
39:50 RC: So we took a look at the cropped image. We looked at the words and the phrases, "Best 

shirt ever! Want to win this shirt?" And, "Tap here to enter." What we're gonna do is we're also 

gonna provide you with the reference URL link that we used, and post that in the comments, so that 

you would be able to see the exact sequence set we used, the exact verbiage. But it's essentially 

really basic. All we did was we used a particular phrase that says, "Congratulations, you are 

entered! While you're waiting, why don't you take a look at the colours we offer? Shop." And that's 

all we did, is inside of our ManyChat sequence, what we set up inside was just a way for people to 

view that particular shirt. How we began to set up and began to brainstorm is, "What are we gonna 

want to do to kind of prep the audience for a particular hard sale that we're gonna be getting into?" 

 
40:47 RC: So on Friday, what we're gonna talk about is broadcast and broadcast is a way of 

pushing out a large mass message to everyone on your subscriber list, letting them know pieces of 

information. And we'll get into that more on Friday, but first, we gotta set them up. So on our 

Merch account, what we did is we highered the price for our particular price point to be about $10 

more than what we wanted. So that when everyone is viewing it now, all they're really looking at is 

a high price point, and they're saying, "Hey, this is something I might be interested. I like this 

particular color." What we're gonna wanna do is once we've turned off everything and we send out a 

broadcast, is go into our Merch site, lower the price and say, "Hey, you didn't win? You can 

actually buy it." And something as simple and basic as that. 

 
41:44 RC: And what we're going to do is we're gonna actually run that particular sequence that we 
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just went through, and actually take you through the broadcast that kinda lead us there, and then 

we're gonna share with you our results. Because honestly, it's like, "Okay great, everyone wants to 

win something free." Let me ask you this: How many of you like to win free things? Raise you 

hand. Alright... Wait, wait, wait, no, no, no. So my question is, no wait, how many of you in our 

live audience here really like to win free things? Okay, can I get like a clap? 

 

[applause] 

 
42:18 RC: Alright, my friend, what I'm gonna give you here is I'm gonna toss you this dice, if you 

wouldn't mind rolling that out. And on it, you have several items. You have a shirt that you can win 

from Dynasty Toys. You actually have an opportunity of winning one of our Laser Tag sets, and 

that's something that we're gonna give for you. So since you love winning free things, roll your 

dice, and let's see what you got. We rolled it, boom! It's a shirt! So you're gonna see me after this, 

we're gonna be giving you a Dynasty Toys shirt. In fact, I have one right here. So for all of you at 

home, we're gonna be giving you more giveaway options throughout our presentations today, and 

then tomorrow as well. So stay tuned for that, they're gonna be awesome. So I'll go ahead and give 

you that for that. 

 
43:12 RC: Yeah, so that's the beauty of merch, everyone loves giveaways, everyone loves 

engagement, everyone loves winning free things. But the question is, will people buy it? And that's 

what we really wanna be able to test as well. But part of it is setting up the height of community; is 

setting up this level of engagement around a particular product, and giveaways is one of those 

amazing ways that you can get excitement right away. And really, what we're taking a look, and it's 

about the hours that we've invested in a particular ad, about 36 hours. 

 
43:48 RC: Now, it didn't take 36 hours for us to realize that we were trending in a great direction. It 

actually only took us about maybe four or five hours to realize that we were headed in a good way. 

Because in all of those other failures that we've had, if we went back and showed you our ad spend, 

it's $2, $3, $4, because we put that $50 ad spend up there, and we began to just watch the data. Are 

people liking it? Are people connecting with it? And as soon as we saw no engagement after a 

couple hours, we pulled it down and go, "Let's go to the think tank again. Let's throw something 

out, $2, $1." So the beauty of Merch and testing is it doesn't take a large amount of initial money to 

be put into the system in order for you, really, to understand the results that you have. Then once 

when we began to realize, "Hey, this thing is actually taking out traction," we began to go ahead 

and put a little bit more to the ad spend. And what do we find out? That we had 230 link clicks, 

$0.22 cost per click, 125 subscribers on our ManyChat list, 20 comments. 

 
45:00 RC: And part of something that Brett really taught us to do is, don't just look at the number 

of comments, but actually read them, engage with them. What's actually being said? How do you 

know people aren't like, "That sucks!" Or, "Pfft! Who would buy this?" Those type of comments. 

People are like, "I want this. I need this. I want to win this. This is totally me." And all of those 

particular comments all coming through, to where we were like, "Yes, we're exactly headed in the 

right direction." So this is what it becomes in regards to analyzing your data, these aren't the parts of 

the times to when you go, "Hey, I've invested in time in coming up with a concept. I invested in 

time and money in regards to putting something up. What am I gonna do?" And so, what we really 

have here is those end results, so at the end of the day, we can say, "Hey, did we accomplish what it 

is that we were set out for?" And it's really analyzing that goal. Why am I doing this? Why am I 
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moving forward? Why am I setting up a particular ad and running a particular giveaway? And it 

goes all the way back to what Brett originally said: It's about creating an audience and priming them 

for something that they're going to want on a future date. 

 
46:23 RC: So this is not like one of those you know, "Get rich quick. Go ahead and do this." And 

then all of a sudden, you'll see fast results. This is about an investment in people, an investment in 

relationship, an investment in community. And as we began to think in the context of community, 

and in the context of relationship, and in the context of being able to share, it actually shifts us from 

actually saying, "Hey, I wanna sell, sell, sell, sell, sell," to, "I wanna connect, connect, connect, 

connect, connect." And as we began to shift our way of thinking, what that really does is begins to 

process inside of us different ways of thinking about going about doing things. So now, you can ask 

the question, "Where is the shareable story in this particular Merch shirt that I have? Where is the 

emotional connection that I have within it?" 

 
47:17 RC: And so, Kyle and I didn't have the shirt. And that's the beauty of merch, you do not need 

to physically have your product in order to run an ad. And that's the beautiful thing about it, it's 

already there. And in fact, if you don't have a Merch account, you don't need your own Merch 

account to run an ad. Why? Because you're able to say, "I'm gonna put up the money to give away 

this particular shirt." Why? "Because the audience that I'm trying to curate is going to be grandpas. I 

wanna get grandparents. I wanna get moms. I wanna get dads. I wanna get grads." Why? Because 

what you're gonna began to realize is if I build a system of grads, then come May and come June, 

what am I going to have? A primed, readytogo audience to, "Hey, you just graduated? 

Congratulations! What about a picture frame? What about this shirt? What about this? What about 

this? Have you considered to take those shareable memories and put 'em together?" And so these 

things, it's all about the creativity. 

 
48:23 RC: And so, what we really talked about as well is we talked about our resources. And our 

resources that you have is with Merch by Amazon. Just straight out, getting the Merch account. If 

you don't have a Merch account, getting the Shopify account. That does take a little bit of money to 

go ahead and have that done. You have to have a paid account to do so. But it kind of essentially 

works in the same way to where you have a Printful, and combined, and drop shipping, the same 

exact methods that you would have. And then you can pay for designs if you're not a designer. We 

happen to have Mark Collett who've... They actually given us a lot of designs and ideas, that we've 

partnered with him. And he's actually gonna be coming out with some new designs, and coming out 

with a new wave of things. So as soon as he gets that all in focus, we're gonna be sending you out a 

link to get connected to him. Because if you're in the same situation as Kyle and I, we're not artists. 

We're not necessarily these visionaries and these pioneers in these particular things, but what we are 

really good at is testing data. We are really good at is taking away that emotional connection to 

something, to say, "Is there something here that other people would be able to connect with?" 

 
49:40 RC: And that really, it's the community. If I take a look at the power of community, it is the 

most greatest resource and the most valuable sense that you can ever get. Why? Because what does 

a community do? The community takes people like Kyle and I, really, into a company and say, "We 

don't know what to do with you guys yet, but we're going to invest in you, and what... We're gonna 

nurture you. And what is gonna happen is that you guys are going to learn a system that's gonna 

drive then revenue within our company, our business." That's the beauty of community. And so, as 

we began to think, and then especially you guys who are live here at our venue, we're gonna be able 
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to do that together. And that's really what my thing is, is what does it look like to dream together? 

What does it look like to take the projects that we have, and instead of just holding them so tightly 

close to us, what if we began to ask for input? What if we began to say, "You know what? I'm not 

so good at... And then... But I'm really excellent at doing this over here"? 

 
50:43 RC: I'm gonna tell you this: When it comes to ManyChat sequences, I can come up with 

words and verbiage, and all sorts of different things to throw in there, and I'm just like, "But I don't 

know how it's gonna all fit." And Kyle's all clicking all the buttons. Then all of a sudden, 

everything's all done. I'm like, "Perfect!" Why? 'Cause if it was up to me, I'd have my piece of paper 

out and I'm writing everything down. So it's excellent in regards to where Kyle's skills are able to 

come in, actually doing the mechanical aspects of things. And then, what I would spend some time 

wrestling with is, "What particular word is gonna fit in this particular sentence that's gonna drive 

people to this?" And so, that's where I spend a lot of my time in. But Kyle's all, "Will you just hurry 

up and just throw something down?" But what Kyle really does is he goes, "Should I put an emoji 

here?" I'm like, "What?" And so, it's this combination of personalities that actually are able to be 

married together that produces something that would not have taken place if we weren't working 

together, and if we weren't really seeing the value and the skills that are inside of others. And so that 

really... 

 
51:56 KM: I just wanna... I just wanna add on to that. Even for our web stream audience; you have 

friends, you have family that are all around you that you have relationships with already, and it 

doesn't hurt to ask questions and to ask for their opinions. And even for you guys, the value of being 

here, of being able to collaborate and brainstorm in the Breakout Sessions of, "Hey, this is what I'm 

thinking. This is... " Maybe this is the product or the Merch shirts you have, or you're just ground 

zero; either way, you get to brainstorm and actually come up with new ideas. But I just wanted go 

over the results of us revising, real quick. Because I forgot to mention that when we built out the ad, 

we added the Amazon link for the sloth shirt. 

 
52:41 KM: So we used the Merch account, Amazon Merch account, and we added the link in there. 

So I went back right here, and on the ad, you can see, Amazon.com. And what we slipped in there 

was 'sloth shirt giveaway, limited quantity.' And this is the crazy thing is: These 230 link clicks, 

these aren't the clicks on our link that we provided for Messenger; these are the link clicks to go to 

Amazon. So we've 230 warm leads going to our Amazon, which not only drives up our ranking in 

Amazon for our keywords, if you have a Merch account for shirts, that also translates to $0.22 cost 

per click, which is huge, because if you have a shirt ranging about $19, that's a royalty of $8 to $9, 

which if you only sell about five, six shirts, that's $40 of ad spend, and you already broke even. 

Nonetheless, you have 230 warm leads that already went to your shirt. So out of that, 125 of those 

people actually clicked our link that are now in our subscription database for ManyChat, which 

means we get to keep them warm and continue to engage them with content of our discretion. 

 
53:55 KM: So I just wanted to reiterate that of... The huge aspect of finding something that works... 

I'm just brainstorming. Okay, failed. This ad doesn't work, let's run another one, let's run another 

one. 'Cause when you find one that gets traction, you begin to build your audience, to where now, 

you have an audience where you can filter anything you want. And that's the beauty of, even 

tomorrow when we go into Facebookers, there are uncharted niches that no one has even gotten. 

And they're all centered around one product, or multiple products of one topic, if you will. 
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54:28 RC: So with the community idea, we're gonna be having Glen come up, and she's gonna be 

sharing PPI. And if we were to kinda say is, "Hey, what is PAF?" It's kind of like the muscles and 

the movement to the body. And PPI is actually the skeleton that kind of is the backbone that really 

drives things. And so, when we come back after our break, for those of you who are live there, 

we're gonna be taking a break, and then we're gonna be coming back with some PPI. So right now, 

we're gonna say goodbye, farewell, my friends. We're coming back at what time? 

 
55:04 KM: Three o'clock, three o'clock. 

 
55:05 RC: Three o'clock. So be sure to come back here. And so, thank you so very much to our live 

stream audience on that. And then... 

 


