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00:01 Brett Bartlett: Good morning, good morning everybody. Everybody at home thank you for 

joining us. We're gonna have a fun day today. Today is my longer day of talking so I had to 

mentally prepare myself. You get a lot of Brett today. I'm very excited to talk through what I hope 

is very actionable steps for everybody at home and for you guys who are here. Remember my goal 

is to give you something that you can literally execute after these sessions end. Just as a review 

from yesterday, and you guys already saw, Proven Audience Formula is very expansive, meaning 

it's very easy to get lost in all the different opportunities in it, and so I'm trying to give you guys, 

"Look either do this or do this and here's how to do it." 

 
00:49 BB: Quick story to kick this off, I think most people know this but I always like to revisit it, 

we didn't start off... Our business didn't start off by bringing in lots of containers and Dynasty Toys 

and everything just worked. Four or five years ago, I was the guy who had tried a lot of different 

things online and literally none of them worked. So it's really good to revisit this as we're gonna go 

into the topic for this morning. Not only was I the guy who had failed at everything, I was also... 

When I started this I accidentally bought proven Amazon course, I actually bought the wrong 

course thinking it was an eBay course. And then from there I only had $400 to make it work. It's not 

like it's been just an overnight thing; we had to build to this point. But today, what I wanna talk 

about is for those people who maybe are a little more towards starting with $400... One of the 

questions I love, different people when they're getting interviewed, when they ask the question, 

"What would you do differently?" or, "If you had to start over again, what would you do differently 

knowing what you know now?" I don't believe that I've arrived by any degree, but it's a fair 

question just from what I've seen. And I think if you asked a lot of different sellers who've done 

decent amounts of sales, they'd give you different answers. I'm gonna give you my answer today, 

which will lead into this session. 

 
02:31 BB: If I would change anything from what I did before, it would be to start growing an 

audience, day one. The reason I say that, is I love the transactional machine of Amazon. It's 

beautiful. It's not that I wouldn't do that, it's right alongside that. If I had to start today, it would be 

putting an emphasis on building an audience. Here's why, I've also felt the pain of what happens 
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when whatever you're betting on at that moment dries up, for whatever reason. It doesn't even mean 

it's a bad business move, it just means... I think you guys would all agree, especially now, online, 

things change very, very quickly. And it's like, if you don't have the audience you now have to 

almost rebuild from scratch again. Raise your guys hands in here if you've felt something like that 

before. It was so overwhelming for me at first over these last four to five years, that's why that's the 

main thing I would change because if you think about an audience, an audience is like an insurance 

policy. It's the best one. It's the ability to rebuild in whatever transition... I don't think laser tag's 

gonna sell for the next 50 years, but I love the fact we have a Dynasty audience. I know that if as 

long as we're communicating with them and having conversation with them, we'll be able to evolve 

with the times. Does that make sense? That's why retail is really struggling too right now. The retail 

brick and mortar stores. They didn't build that audience, that relationship with people. 

 
04:10 BB: The number one thing I would change, even just starting with $400, is I would think 

about how am I building an audience? And you don't have to have an audience of 100,000, a 

million, whatever. I'm talking of audience of 10, 20, 30, 40, 50. Again, those are the people that you 

can start to build around. That's what I want today's session to focus on. If this is more of a 

session... If everything rebooted today, I restarted back at $400. We're gonna talk about today 

exactly what I would do. So this will be a fun conversation. I think about this a lot. Sometimes it's 

nostalgic for me like, "Oh man, I wish I could go back to the days when I was just going garage 

selling and stuff." Anyways, it was very fun times for me. 

 
04:58 BB: What you'll need as we go through this... So I'm gonna call this... Anybody who's part of 

the Proven Audience Formula's Certification, this is gonna look somewhat familiar, but we're gonna 

talk through it in a different way. If anybody does retail arbitrage, online arbitrage. Just as a quick 

review of what that means, those are people who buy things from one place and sell it on Amazon 

most likely or eBay for more, thrifting or garage selling. In my opinion, I actually think people who 

do that using Proven Audience Formula are going to be the most effective. Here's why, you're not 

having to come up... I'm Dynasty Toys, we have to come up with a product. That's difficult. And 

then we have to get people to like our product. People who do retail arbitrage, online arbitrage, 

thrifting and garage selling, you are taking a product that already exists and exposing people to it. 

Does that make sense? Typically at a better deal than they could find elsewhere. That's why the 

arbitrage exists. I actually think that is a quicker way to build an audience and a first form of your 

business model than trying to build something like Dynasty Toys. 

 
06:17 BB: And that's when I was [06:18]  ... We're actually making moves this garage sale 

season to start to build that. So I'm actually gonna walk you guys through our plan to reinvent our 

garage selling. Okay, 'cause remember, if you remember from yesterday, if you remember 

everything that... Or the one thing I want you guys to remember if you forget everything else, build 

an audience. I'm gonna keep hammering that home. Every other thing we do is to build an audience. 

Alright, so what you need for this is you need a Facebook page, you need Mini Chat, and you need 

Ads Manager; nothing new from yesterday. What I wanna talk about is the flow of how this would 

actually work. How can you use retail arbitrage, online arbitrage, thrifting and garage selling to 

build an audience? So literally, I'm gonna tell you guys what we plan on doing this spring. So like, 

you are seeing directly into our business. But I want it to be interactive and I wanna actually hear 

you guys sitting here, I wanna hear how you would do it; everybody at home you guys can post in 

the comments as well. 
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07:28 BB: If our number... Well, let's go through the three steps real fast, 'cause it's gonna be broad. 

The goal is we talked about with Path, you need some form of sharable content. And one thing that 

I realize in doing the Path certification is the sharable content pretty much already exists. So, all you 

have to do is find what people want to share or what people are interested at the moment. So the 

number one, is the... We call the break through content. It could be a simple image. Okay, number 

two is we're gonna use the Facebook Messenger, that's where we're gonna gather our audience. 

Anybody who's been following Path for a while, you'll see that we're not really talking about easy 

texting as much anymore. That's not because we don't like it, it's because we've just found... To get 

them on Facebook Messenger it's quicker, it's more effective and there's less constraints. And then 

the last part of it is we're gonna walk through setting up the Facebook ad. Okay. So, let's make this 

interactive. If the goal is to build an audience, what is the first thing we should do in order to start to 

build an audience, what do you guys think? 

[background conversation] 

 
08:43 Speaker 2: Find a sharable story. 

 
08:44 BB: Find a sharable story, correct. How can we find that though? Instead of trying to think of 

how to have cute kittens roll around our product or something like that, what is one of the best ways 

now, using what I talked about yesterday, what's one of the best ways to find a sharable story? 

 
09:02 Speaker 3: Look at Facebook and see what people are already sharing there. 

 
09:04 BB: Beautiful. Running off that, Facebook for some reason, it's not the easiest to look at from 

an archiving side. So yes, I agree with that, but I think there's even simpler way running off those 

two same lanes. I think one of the simpler ways... Now, remember, I'm not talking... Most of the 

time when we talk about RA, OA, thrifting or garage selling, we're not talking about building an 

audience of 20 million, most likely this is gonna be what they call a niched out audience, someone 

who's interested in something specific. Okay. One thing I'm realizing is use the juggernauts that 

exist, the online juggernauts, which Facebook's one of them. So if you see something trending, 

perfect. But I think there's a quicker one you can almost immediately do it on. Amazon and eBay. 

Because what you're trying to do is build an audience of similar interests. One of the difficult things 

of being a toy company is it's not... We've begun to focus on talking to moms with kids, that's our 

focus, more than being a toy company. But when you exist inside niches, an example of a niche 

would be people who like vintage Tshirts, and that will even niche down even more. 

 
10:28 BB: What that means is you have an audience that is very interested in that specific product 

or that specific type of stuff. So that's what we're really talking about building with RA, OA, 

thrifting and garage selling. So, first off, what I would do, off your guys' suggestions, is I would go 

over to eBay, I'm gonna give you guys two examples, literally you can do this tomorrow, okay? 

'Cause that's my goal. Do you guys know that VCRs are one of the top selling things on eBay? 

Have you guys heard me talk about that before? [chuckle] If you guys literally just stopped now and 

are like, "Okay, I'm just gonna go source some VCRs," you'd make some money; that'd be great, 

[laughter] I'd be very happy. But yeah, we buy this stuff; this was one of our ones, we could buy 

these for anywhere from $3 to $5 at a garage sale, and then sell it on eBay for around these prices, 

depending on which one it was and what it came with. But you can see here, these are all completed 

sales on eBay. What does that tell us? And let's look at the dates. February 2nd, February 2nd, 735, 

735, 755, 818. What does that tell us about these? They're in demand. Right? 
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11:47 BB: Okay. So our goal in using Path is not to force someone to listen to us or acknowledge 

us, our job really is to find what is existing and put it into the Path machine. So the question 

becomes how many people out there do you you think are interested in VCRs? Probably a good 

amount. If you're looking at this data. I mean these things are just still selling like crazy. So what I 

like to think about, I'll give you another example real fast. I like this one 'cause it's very, very 

specific. Let's actually go through the process with VCRs right now. We'll hold questions till... I 

don't wanna roll into the questions yet. With VCRs, the real question is what type of person is 

buying VCRs? And what do you think the main thing they're gonna wanna buy after that? 

 
[background conversation] 

 

12:50 BB: Good get the mic. 

 
12:52 Speaker 4: VCR tapes. 

 
12:53 BB: Yep. They're gonna want VHS right? So what I like to do is... Well, most other people 

are gonna be interested in other VCRs. But yes I agree, you can build an audience now that you 

can... If you can source this stuff, you can build an audience that you can continually sell to. And 

that's the goal. Build an audience. So here's how we would do it. We're gonna take one of these 

VCRs. So if you actually go... These are already sold, right? What I would do, I'd go back on to 

eBay, remember 'cause the whole goal is to build an audience. I would go on here and find probably 

one of these ones right around this price range, okay. Maybe $20 to $30 maybe up to $40, okay. I 

would buy it. I would buy it and get it delivered to me. So now I've spent $30. Now what I'm gonna 

do is I'm... Actually, let's go over to our machine over here. I'm gonna do a giveaway, I'm actually 

gonna run a giveaway for that VCR. And if you guys have garage sales, or thrift stores or any, you 

can pick one of those up for 5 bucks, okay. Alright. The goal is building an audience, so now we 

have to think through what is our ad going to say? What do we want our ad to say? What do you 

guys think? 

 
14:36 S4: Win this awesome VCR. 

 
14:38 BB: There you go exactly, exactly. And another thing you guys can do if you wanna make it 

really fun... Okay, let's look at the most sold VHS tapes. 'Cause I'm trying to find different ones... 

I'm trying to find an audience niche. You got a ton of millennials out there who grew up on this 

stuff and it's very nostalgic. So I really like this one over here, if you guys wanted to get real fancy. 

I like this Disney VHS bundle right here. So maybe the... So this is a lot of nine Disney classic VHS 

tapes. Anybody who goes garage selling or thrifting can find this stuff, no brainer. My giveaway 

would be a VHS tape, or a VHS... I'm sorry, "VCR player with these VHS Disney bundles". So it's 

a Disney... Basically, it's like a flash back to the 90s, 80s and 90s. Which is such a cool giveaway. I 

actually... Now that I'm thinking about it, I should actually do this 'cause this could totally go viral. 

Okay. Alright, so we're gonna... Sorry Chris, what was your suggestion? Win this awesome? 

 
[background conversation] 

 
15:57 S4: Win this awesome VCR. 
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16:00 BB: Perfect, okay. So, what we're gonna do over here is, we're gonna create the ad. So let's 

actually go step by step. I won't have the images, but that's okay. Alright. The objective we would 

actually use most likely because we're just gonna do an image, we'll do brand awareness. And we'll 

call it the VHS giveaway. Alrighty. And we don't have a custom audience, 'cause we're starting 

from scratch. We had talked about yesterday, really just targeting women. I do think this is one 

where we should mess around with the age demographic slightly. What do you guys think from an 

age demographic side? Who do you think's buying that? Take a guess. 

 
17:02 Speaker 5: 2535. 

 

17:05 BB: Yeah. Basically '90s kids. 

 
17:11 S2: Boomers would be buying it too because they haven't converted over and they still have 

VHS that they're wanting to watch. 

 

17:17 BB: Potentially. I mean really, this is one, depending on how strongly you felt on that, I think 

you can make an argument either way. But I think you'd test it. See 'cause here's the difference: I 

would argue that yeah, boomers are probably buying it, but are boomers gonna be on Facebook 

ready to share that information? Debatable. That's why I'm saying, think through it in the way... 

Follow your rocket ship. But if... Truly, I don't know, that's the answer. I'm just giving a 

hypothetical, if you really felt strongly what you'd wanna do is split test that, but I do think this is 

one where you'd wanna slim down the audience slightly. Just because to that point, I don't know, 

maybe it is boomers buying them. So, I'd say 20 to, let's say, 45, women. Again, I just segment 

women because it's just a better ROI on your adspend. I do think males will buy this, but they just 

don't give you the same love on your adspend. Alright, we talked about the browse yesterday; 

we're doing this together right now, so let's go through some stuff. If we're saying that in this 

targeting, we're basically targeting women 20 to 45 who potentially are gonna want to think back to 

their '80s and '90s upbringing, what is the most likely situation that's happening at that moment? 

Can you guys guess? What are they trying to replicate? 

 
19:06 S?: Their childhood. 

 
19:06 BB: Their childhood. To who though? 

 
19:08 S?: To their kids. 

 
19:09 BB: To their kids. Very good. So, what I always try to do is build this avatar, this person that 

I'm conceptualizing; it's all theoretical though. That's why you don't go like, "Okay, if this doesn't 

work, I'm out." This is all theoretical, but I'm try to build that avatar like, "Okay, what are they 

trying to accomplish in all this?" So, let's try to build these train tracks; remember, we're starting 

from zero. If Brett only had $400. So, Brett doesn't have an audience like Dynasty Toys right now, 

and so I'm gonna go, almost what we did yesterday. Parents, now the question... Did we do this do 

this yesterday? This part or no? Oh, just kidding. Alright. So, parents, okay, do we think new 

parents zero to 12 months? No, probably not. Parents all, I don't like that bucket either. Love the 

parents with preschoolers. Okay, so three to five; 18 to 26, probably not. I like six to eight, also like 
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eight to 12. Alright. That brought our audience size down to a nice little segment; 4.9 million, I 

really like that as a test. Alright. Now we're gonna edit our placements. Yeah. 

 
20:44 S4: Just in running the ads do you think that it would help? 'Cause, when we were doing ads, 

it would come back to us and say, hey, would you like to select one of these interests to kinda slim 

down your targeting, so it's not so broad? Would you do an interest of Disney? 

 

21:00 BB: You could. No, that's a good point for the... I mean, it depends on how... I can make an 

argument both ways. I can make an argument that, keep your net wide so that in starting completely 

from zero, you don't miss your target audience, because humans will naturally curate it for you. But 

then I could also make an argument that says if you're gonna do a Disney VCR bundle, most likely 

it's gonna be Disney fans that like it. My answer to it, test it. I don't have enough data to say either 

way on it, so I would just say know that you are in test phase and you don't know really how it's 

gonna work. So, be willing to test it. Alright. So, we're gonna do edit placements, device type 

mobile. And then we're gonna turn off everything there. On Instagram, I'd keep the feed and then 

turn off audience network, turn off Messenger, and we're going down; you can run this, $10 bucks. 

 
22:14 BB: And really you would test this over one day. But I always like to say "run my ad set 

continuously" in case it really kicks and you're willing to spend $10 more bucks a day, you don't 

have to reset it or keep the date going, but you do have to monitor it. Alright, next; alright, I would 

probably make a new Facebook page, but we'll just use this one right here. Maybe it'd say 

something like, "Awesome '90s stuff," something like that, that's a little more centric, but I never 

like to recommend that because people will always... I've seen it every time I say, "Well, sure, just 

go and change it," and it's like three days later they are still working on the name of their page, and 

I'm like, that is 2% of this overall strategy. 

 
23:07 BB: Don't get stuck on the name of page, it's almost irrelevant. But if it was me, I'd spend 

five minutes to change it. I don't even know if I'd put an image on it; it'd say, "Awesome '90s stuff." 

Alright. We're gonna run it with a single image, and it'd probably be something like... Well, I'd 

probably take my own image, 'cause I bought this and maybe I bought this, and then I'd take an 

image of it piled up on my kids' stuff, something like that. Now let's talk about the text right here. 

Alright. Now remember, I didn't talk about this [23:52]  a lot yesterday; I talked about it with 

you guys in the brainstorming session. The cool thing about this, the image is definitely gonna catch 

someone's attention who's interested in it. So, the image itself is going to be very powerful. Think 

about how, if someone's scrolling on their feed, and all of a sudden they see a VCR with Disney 

tapes piled around, it's just gonna be something that with the right person is going to catch your 

attention. 

 
24:18 BB: So that's the hardest thing to do in these models is catch their attention. The next thing, 

you have like 0.0001 seconds to get them to take an action and stay on your feed. So I liked Chris' 

suggestion, something very quick to the point. Something like, "Win this awesome Disney VCR 

grand prize. Enter here." Something like that. Something super fast and to the point. If you take too 

long on something like this and try to explain it in that, the tagline is never the place to try to really 

expand on something. Side note, when I see people who are like, "Hey, we'll do your Facebook 

marketing for you." And in that space they write like a sales copy that's this long, I'm like, "Don't 

ever touch my Facebook ads, ever." 
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25:29 BB: Because how many of you guys take the time to read things this long on your Facebook 

app or on your Facebook site? Never. And how many of you ever... I mean, most of you rarely 

probably press See More, right? I'm just saying, those are those things... It's not that it doesn't work 

completely. I'm just saying, I don't believe that this is the space to do that. I try to get them into a 

space that is more userfriendly with that. And we have the data to support that. Alright. So, we 

have this part setup. And what this would have here, I should've downloaded an image of the VCR 

before. Now we're going to go over to Mini Chat, 'cause we gotta set up our... Like we said 

yesterday, there's 10,000 different ways you can use Mini Chat. I'm telling you one. One actual 

way. Even if you don't even understand all the other ways, I'm telling you one way. Robert's 

smiling, 'cause he knows all the different ways you can use Mini Chat. Alright, and this is to get 

them on to your messenger list for Facebook. So we're gonna New Growth tool. I'm sorry, you go 

Growth tools, New Growth tool, and then messenger reference URL. We will name this "VCR 

giveaway." Save it. Alright, now we're gonna go to build our actual sequence. And we kinda talked 

about this yesterday. What do you guys think the sequence should be like? It doesn't have to be 

exact, but just kind of some ideas. 

 
27:14 S2: [27:14]  just this part right here? 

 
27:16 BB: Yup. 

 
27:17 S2: Woohoo, thanks for entering. 

27:18 BB: Woohoo, thanks for entering? 

27:19 S2: Yeah. 

27:19 BB: Love it. Perfect. Nice and simple. Let's do... Okay, do you guys remember what I talked 

about yesterday? And this is kind of a little bit newer with Path. I like people to press one button, 

that's something I'm falling more and more in love with now. Because it kinda gives you one layer 

of people being really interested. So maybe we change this to "woohoo, you're almost... " Oops, 

what just happened? "Click the enter button below, and you will be officially entered into our 

giveaway." And the button says "enter." And then from here, we can say something like, 

"Awesome, you are officially entered, good luck." 

 
28:38 S2: I'm in it to win it. [28:40]  90s. 

[chuckle] 

28:42 BB: That's right. In it to win it, yeah. Does that make sense? 'Cause now you have them 

clicking a button, that at least you're like, "Okay, everybody who didn't click that button doesn't 

even get to get in the giveaway." You now have... Okay, so what you're going to do from here is go 

back over here. Publish that. Go back over here. You're going to set up, copy that, throw it over 

here, and there you go. Guys, that is the exact mechanics that you can do to really grow an audience 

overnight. And I don't want people to get lost in the mechanics. I want you to understand the why 

behind it. The why behind it is that you can use things that are already trending in the world to build 

an audience. You guys don't have to like VCRs. I don't care about VCRs and VHS tapes. But I care 
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about the audience that it can build. I care that they care, right? So, let's talk through some other 

things that you guys can use. The key here is creating the shareable content. But when we say 

creating the shareable content, really all you're doing is finding the shareable content that already 

exists out there. 

 
30:05 BB: So, I'm simplifying Path even more and more down. Even during the Path certification, 

we spent a lot of time talking about how to make a viral video. I'm saying, it's even simpler than  

that. I've discovered it's even simpler. There are already these small... Now, you're not gonna 

probably get 15 million people to enter this giveaway. You're maybe gonna get a 100. But anybody 

who's entering into a giveaway to win VCR and VHS tapes, they probably really want it. Not many 

people would enter into it unless they were really excited about something like that. And the cool 

thing about it... Let's just roll through this again. But what would you do after this? So, let's say you 

get a 100 people in, what would be the next question that you could ask those 100 people? 

 
30:56 S2: What's your favourite video? 

 
31:00 BB: Perfect. What's the next video you wanna add to your collection? And the other cool 

thing... For people who have merch, the immediate thing that pops into my mind if you don't wanna 

go out and find hard goods, these guys are gonna eat up any type of nostalgic throwback '80s and 

'90s tshirts or merch. You're building an audience that has a very specific niche or want or need. 

But I love asking basically, what's the next video you would add to your collection? 'Cause they're 

already basically saying, "Hey, we'll buy it if you find it." Then your job becomes, "Can I find this 

somewhere at a decent price?" But I love that. Reversing it. That's the whole point of the audience. 

You can reverse that process. So, let's go through another exercise. Let's not focus on VHS. Let's 

focus on maybe something a little more new. Let's say, you're going into retail arbitrage and online 

arbitrage. Guys, people love deals. I'm telling you, after doing our first big Christmas with Dynasty 

Toys, man, people just to save $3, they will wait days for that sale. And it was kinda shocking to 

me. 

 

32:18 BB: I'm a very convenient shopper, so to me I'm like, "Just get it, and let's move on with our 

life." But man, people are like, "I want to save that extra $5, so I'm gonna wait till Friday at 12 

o'clock midnight, and I'm gonna buy then." So, it was really impactful to me how much the deal is 

enticing to people. So when you think of retail arbitrage and online arbitrage, don't think about it as 

much as what's the deal you're getting on the widget, think of it as building an audience that 

appreciate your service. Your service of finding great deals. Does that make sense? It's a big 

difference. It's a tectonic shift in the brain. You have to think about it like, if you wanted to build an 

audience that looks at you and says, "Hey, I trust that you are getting me the best deals in this area," 

they're going to consistently come to you and trust you and know that they're getting the best deal 

ever. You can still sell it on Amazon. You can still sell it on eBay, wherever else you wanna sell it, 

but now you're building an audience that wants that deal. So, let's run through some hypotheticals. 

What is an area that you guys think would be great to start to build a deal focused niche? What type 

of product? What do you guys think? 

 
[pause] 

 
34:00 S5: Kitchen. Home goods. 
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34:00 BB: I love that. I love kitchen, I love home goods. One of the biggest one is what we call 

replenishables. Or things that people have to reorder. I know you know that a little bit. Yeah. 

Mainly, because those are the things that people are having to continually purchase, and they're 

looking for the best deal on them. So, the way I would build this is something like, well, let's just 

use one that's pretty simple. Let's do Starbucks KCups. Alright. So, I love this one. This variety 

pack. So you can literally purchase this variety pack from Amazon for $24.95. I'm not exactly sure 

what it's made out of, but you can do a giveaway with this. Or you can put it on sale for $19.99. 

Yeah, you're gonna lose $5. But you're gonna build an audience using these same mechanisms right 

here. 

 

[background conversation] 

 
35:15 BB: People who like coffee, people who you know are buying their coffee online. Do you see 

what I'm saying? So everybody who thinks maybe they wanna private label their own coffee in the 

future. What I think about... I'll just go over here right now. I used to do this all the time. This is 

what I'm saying, I'm more well versed in this world than I am of even bringing in containers. You 

go over to Gift Card Granny, Starbucks, you can get 12% off these gift cards over here. And if you 

did that and you walked into Starbucks, Starbucks, a lot of times has their own special things they 

sell in the store they don't sell online, you can actually... Because you have your own audience, and 

Amazon's not gonna eat 30% of the transaction, you can just ship it direct to them. Or heck, if you 

build your audience right, you can walk into the store, go live, ask them what they want from you. 

Like, "Hey, I can get this one 30% off." Get it for them, ship it to them. There's so many different 

ways that you can do this using your own audience. The key is you gotta build the audience. It's just 

a whole different strategy to approaching online sales. Meaning, there's no reason... This is not 

where you're gonna make the money on this thing. This is like a piece of cheese that you're putting 

out to attract them, and you're eventually going to convert on that. But I think this is one of the 

lowest hanging fruit opportunities. 

 
37:00 BB: Literally with Starbucks, everybody has a Starbucks by them. If you walk into that store 

and you have the 12% off and you use this to do a giveaway to attract them, you know these people 

want coffee, you have the ability to talk to them again. And my Starbucks right now is doing their 

50% off holiday stuff. Did you guys see that? I go to Starbucks a lot for my wife, so I see a lot of 

their sales. And I'm telling you, they were basically clearancing the entire store, especially with 

holiday stuff. I'm like, "You guys, what a beautiful way to build an audience." You don't have to 

come up with the next Hatchimals type of idea or video. People already love and trust these brands; 

you don't have to deal with the Amazon site as much, 'cause Amazon's put some barriers or hoops 

you have to jump through with that. Use this stuff on Facebook to do a giveaway or put it on sale. 

Get that audience in and then start having a conversation with them. 

 
38:15 BB: You gotta understand the why, if you understand the why we're doing this, you'll 

understand that people will look to you. My wife, she does most of her shopping by people she 

trusts. Does that make sense? Meaning, she sees someone who she trusts, and they recommend 

something, she buys it. That's what I'm saying, you have to understand this is a tectonic shift in the 

way people do their purchasing. Your job is not to get them to fall in love with these KCups. Your 

job is to get them to fall in love with your service, or your brand, or your offer. Does that make 

sense? What you are doing for them, what you're delivering to them. If you don't make that shift, I 

promise you, it will not be a fun next three years for you guys. Okay. That's what I'm saying. If I 
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had to restart today with $400, this is exactly what I would do, while still selling things on eBay, 

while still selling things on Amazon. But, I would be focused on building the audience, building the 

audience, building the audience, building the audience. Do you guys have any questions as far as 

the mechanics go? 

39:24 Speaker 6: So, let me just get this clear, like, when you have the ad and have that URL that 

leads to the menu chats, as soon as they click on that that automatically subscribes them to your... 

 

39:37 BB: Yes. 

 
39:38 S6: So they don't have to do anything else? 

39:40 BB: Correct, they're automatically subscribed. 

39:42 S6: But, you can have that extra button? 

39:44 BB: I have the extra button because I like to see the real people who went one more step. 

'Cause some people will press that link and then be like, "Oh nevermind, I don't wanna do this." 

Now they're on my subscriber list. 

 

39:54 S6: Right. 

 
39:54 BB: But, I like them to press that one more button, so that I go, okay, those are the people 

who really read through the thing and are going the full step. 

 

40:01 S6: Okay. 

 
40:01 BB: Yeah. 

 
40:02 S6: Cool. 

 
40:03 BB: Were you gonna add something to that, Robert? 

 
40:04 Robert: Yeah, you just want to keep in mind, if they've never been to that particular page, 

they're always gonna get to that get started button, and then they have to push that. So, just not to 

confuse it, this is just one extra button there. 

 
40:17 BB: Yeah, it's a default; we can't change it for Facebook. But yeah, I agree, I agree with that. 

Anything else on the mechanics? Do you guys have any questions on that? 

 

40:28 S2: I don't know about questions per se, but also, and you didn't go into it 'cause I know you 

don't wanna go into the weeds, but that we can add tags to those people; so that one where you said 

they pushed the button, you could easily tag them as engaged. 

 

40:39 BB: Exactly. 

 
40:39 S2: Or VCR. So that as you're using the same page for different things, then you could do, 
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tag them as coffee if they entered a coffee one, so you can send them segmented messages. 

 

40:46 BB: Exactly. There's so many ways you can use it. That's why I've fallen in love with the one 

more button. Because I think that that creates a situation where you know these people showed a 

high level of interest. And a lot of our stuff, especially with what Robert and Kyle are working on, 

is they're trying to understand how to build a funnel, so you don't lose them, but at the same time 

you're able to filter all the way through. So that by the time they get to the end of it, that's a super 

qualified person that you need to pay special attention to, a different type of attention to. 

 
41:16 S2: And just to confirm what you were saying before, how often do you need a service? Or 

you need something, you go on Facebook and just put a message to the people, "Hey do you know 

this?" 

 
41:25 BB: Right. 

 
41:26 S2: And then, they'll share that. So, if you're already on Facebook, then it's easy for them to 

share you. 

 

41:30 BB: Yep, exactly. And remember, a lot of people go on Facebook. It's important if you guys 

have done any research on why people go on the newsfeed of Facebook. It's very specific why I 

click all those other things off. When you're clicking on the newsfeed... And I'm not making this 

stuff up, just Google it. The mind of a person on Facebook, when they click on the newsfeed, is 

they are asking Facebook, "Show me something, I'm bored." I mean, it's essentially your mindset. 

Yeah, you might have some things that you're kind of on the lookout for, but if you had something 

specific you were looking for, you'd be typing that into Google, you'd be going onto Amazon, you'd 

be very specific on where you were gonna search, right? The reason you go on a newsfeed is you're 

like, "I don't know what I wanna look at right now, why don't you show me something interesting?" 

Right? And that's why you're scrolling through your newsfeed. 

 
42:17 BB: Well, if you understand that mentality, the more you make your stuff interesting or 

different, the more you're gonna catch that person's attention because they're essentially asking 

Facebook to tell them something because they're bored. You gotta understand that mentality. 

Nobody cares about your product, okay? They don't. They don't care about my Dynasty Toys. They 

care about themselves and at that moment they are bored. So cater to that. Use that to your 

advantage. That's what I was saying, it'd be really fun to do a picture of the VCR covered in VHS 

tapes. It'd be very interesting to someone. Someone would probably go, "That's interesting, what is 

that?" You've now caught their interest in their moment of scrolling on the newsfeed. It's important 

to understand that mentality. Any other questions? You guys good? Good? Awesome! 

 
43:13 S3: A question about mechanics... 

 
43:15 BB: About anything on this one. I'll give you guys kind of an open platform on this. 

 
43:21 S3: Can you talk a little more... So you're talking the top of the funnel here in getting this 

audience. Can you talk down the road of someone who's like, "Okay, I wanna build a system around 

this and make a couple thousand bucks a month with this audience that I'm building," what does 
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that look like? 

43:36 BB: Yeah, that's a really fair question. So, there's not a one bucket answer. Give me 

something specific that you would wanna apply this towards. 

 

43:49 S3: Okay, let's take the VCR one. 

 
43:52 BB: Okay. The reason I say that is some of the mechanics are the same, some of them depend 

on the original offering and where they're at. Okay. So, how would I build a funnel, 'cause really 

that's what you're talking about, or a level of engagement consistently with these people so that I 

can, for lack of a better word, convert on them later? Right, consistently? If I had a graph that I 

could just magically pop up and it'd be a Brett's graph, what it would look like is: Where's the trust 

at? So let's say, over here it's at max trust, and over here it's like, "I don't know if you're gonna... I'm 

gonna send you money and it's gonna go to Nigeria and I'm never gonna see it again." Most people 

on the first part, remember, 'cause you're getting a cold audience, so in this example, they're starting 

here. You have to get them to here, and then hopefully all the way over to here. So, do you guys 

know the most popular app in the world right now? Does anybody know? Did anybody watch the 

ball drop on New Year's Eve? Did anybody watch that? Okay. 'Cause they were featured on it. It's 

called HQ. And, has anybody heard of that app? 

 
45:17 BB: You heard of it? Sometimes I'm just pained on like, I'm like, "I had the right idea, I just 

didn't execute it fast enough." Alright. If you do any research on HQ, what they do is, I think it's 

every night, it's from the cofounders of Vine, if you guys are familiar with Vine, and what they do 

is every night they host a live trivia show. So, if you download their app, you'll actually get a 

notification either in the morning or at night. I don't know the exact ones. And a host comes on, 

live, and he's basically like, "Hey, are you ready for trivia?" And it's about 20 minutes long and the 

whole concept is they actually give away a grand prize. They have a grand prize of anywhere from 

$10,000 to $20,000 in cash, and everybody who gets the answer right all the way through, it's like 

10 or 15 questions, they all get a piece of that grand prize. Does that make sense? So, if a thousand 

people win, they divide it by a thousand people. Do you guys know... On Sunday night I was on it 

'cause I wanted to see how it worked. Do you guys know how many people were viewing that, live? 

1.6 million people were on it answering trivia. 1.6 million people! If you would've watched, that's 

why it's just fun to watch it. 

 
46:46 BB: You would've watched... It's all mobile based. You would've watched the number start 

from zero, and my jaw dropped, 'cause it was like, you just watched it go "boom," all the way up. 

And, Chris, I'm getting to the answer to your question on this. That is data that shows. People like to 

be entertained. People like to play games, right? I don't agree with their business model, because I 

think it's very broad. They're giving away these cash prizes, so I think they're bringing in a lot of 

"ehh." Like, it's not a super relevant audience. A lot of them like to... They're basically like, once 

they can't win... So the way it works is, you answer the questions, if you stop, if you get any of the 

questions wrong, you're out. You can't win the prize. You can still keep kinda trying to answer it in 

your head, kinda like if you watch Jeopardy, but you can't win anymore. But you'll watch, their 

viewership will drop the harder their questions get. Their first question to get everybody going is, 

"What sound does a cow make?" It's not complicated. But it's a really interesting business model. 

 
48:00 BB: So to answer your question, you have to warm these people up, and people really do 

love games. And I think it's one of the easier way, games, contests, activities, interaction. You have 
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the opportunity because of what we have access to now. I think it's very difficult to build it around 

content. Let's take this coffee one as an example or even the VCR. I think the VCR would be 

extremely hard to build a relationship through content marketing, meaning there's only so much you 

can talk about between that. But using the VCRs as an example, I would go live once a week, 

maybe twice a week. I'd actually probably go live twice a week, and I would do '80s and '90s trivia. 

And I would run an ad saying... And I'll show you guys later today how to do the targeted audience, 

but let's say you get a hundred people into that giveaway. I would retarget those hundred people 

with an ad saying, "Hey, every Tuesday and Thursday we are going live, giving away more '80s and 

'90s stuff." Does that make sense? "And we'll be doing '80s and '90s trivia live. Come hang out to 

win." 

 
49:27 S5: So, what you basically just did is you broadened the category as opposed to the trivia 

being about Disney or about Shrek? 

 

49:35 BB: Exactly. Yeah, and I'd refine it. That's what I'm saying. But my goal is to now get them 

to go from here to here on the trust level. Then when people actually hear that you'll maybe deliver 

it, you're actually sending this stuff you win, you're gonna watch this thing go all the way over here. 

So I think consistent live broadcasts are one of the best ways to build trust. It doesn't have to be you 

on the camera, but think about what that does to someone. It goes from, "I saw your Facebook ad," 

to "Now, I am seeing you live." So there's really nowhere to hide, that trust level skyrockets. And 

you don't have to do something over complicated; you just have to make it fun. 'Cause remember, 

why are people on there in the first place? They're bored, right? They're bored. 

 
50:30 BB: Now that could change a little bit in areas, like Chris I know you're in one that's 

potentially heavy around education. You can make it education based, but I would still recommend, 

make it fun. I mean, the fact HQ is one of the leading apps and they just ask general trivia, right? I 

mean, guys, follow the bouncing ball. People have loved game shows their entire life. Now, we live 

in a time where they could be in the game show. It doesn't have to be something over complicated, 

but that builds trust. And what I would do at the end of each one of those game shows, what we've 

gotten into habit of, we use those game shows to buzz the next sale that's coming up. 

 
51:12 BB: So it's like, we almost use it as an insider scoop. So it's like, "Hey guys, look, we haven't 

told everybody in our audience, but since you guys come to our lives all the time, September 18th, 

we're gonna be doing a sale. Can't tell you what it is yet, but just so you know, there's gonna be 

sale." Those are where those evangelists are hanging out; those are the most powerful people in 

your community. The more you do that, the more you're building that strong, strong core. Those are 

gonna be the loudest people and their trust level's gonna go through the roof, and if their trust level 

is through the roof, other people will follow. Does that make sense? That's why I say, "Start with 

10, 20, 30, 40, 50 people. It's not gonna be a million." 

 
51:58 S5: So after each giveaway or after each trivia game, would you follow that up with some 

form of discount? So let's just say, you're giving away some '90s deal and you had 20 of them; you 

gave away one, would you follow up or... 

 
52:18 BB: In my opinion, yes, that'd be beautiful. I mean, Robert can speak more into that. I'm 

stealing from their model. I literally saw their model, I was like, "That is beautiful." Go ahead, 



ProvenAudienceFormula.com 

 Page 14 of 15 

 

 

Robert. Speak into that. 

 
52:30 Robert: Yeah. So essentially, what we like to do is, one, we start off with a giveaway and 

that's the sharable story. So within our merch example, and something that we're gonna be getting 

into in our next session is, "What does that follow through look like?" As far as now, "Hey, I got 

your attention, but are you gonna be willing to buy?" And then that's what the next step is. So, "I'm 

gonna do a shameless plug, stay tuned for our group and we're gonna actually close the loop on that 

particular." 

 
53:03 BB: Yeah. So I think that's a great idea. That's why I don't like HQ's model of using cash, I 

think they'd be better off using things like, "Tonight, we're giving away 20 Kindles," or something 

like that, 'cause then every marketer would be interested in, "Okay, the follow up then is I'll give 

them a 20% promo code and now they're gonna come by my stuff in waves, because every person 

on there is still gonna stay on to get that promo code." Does that make sense? 

 
53:37 S2: When you were doing the research on eBay, you did just the sold listings. Would you 

also look at completed listings to see what the ratio of things are selling? Like, how many are 

selling versus how many aren't? 

 

53:50 BB: You could. I mean, I think it'd be worth it, but again, it's one of those ones where if it's 

selling at that consistent of a rate, there's some demand there. But yes, you can get as complicated 

or simple as you would like in that process? 

 

54:08 S5: So, if I have baby trivia night, can I be an affiliate to you guys? [laughter] 

 
54:15 BB: Yeah, exactly. Yeah, that's what I'm saying, that's the way you wanna think through it is, 

it's all about keeping someone's attention. It's really not that different than how sales has existed for 

a very long time. We just get the comfort of doing it from our computer. Does that help answer your 

question a little bit, Chris? It'd be once or twice a week live, with running ads alerting them that 

they're live. What you would do then is assess how many people are showing up to your live versus 

how many people opted in, and then starting to buzz your next sales behind that. That is actually 

exactly what we do on Dynasty. What we've noticed, we do a Monday... I can't remember. Fridays 

we do parent encouragement, so it's like a quote or some form of like, "Hey, you're doing awesome 

moms," 'cause that's our audience. We do, Mondays are something like "motivational Mondays"; 

these are messages that go out. But those don't have the same impact as being live. They just don't. 

The level of trust that comes when people see you live, or see you making the effort to be live, it's 

just unmatched. 

 
55:37 S?: [55:37]  there time to be live? 

 
55:39 BB: Yeah, the best times of live are usually around six o'clock pacific standard time. One of 

the fun feedbacks we got, we used to think that our lives were impactful... Yes, parents and kids 

watch our live, but we got feedback actually from moms that are on the East Coast, when we go live 

at 6:00, all their kids are in bed, and they're like... Because we asked, we're like, "Hey, do you want 

us to move it up?" And they're like, "Nope, I love playing trivia with you guys with my kids 
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asleep." So, they're like, "I don't want my kids to play, I don't even want my kids here, I want them 

asleep 'cause I enjoy playing trivia with you guys," which is super powerful. Think about it. We're a 

toy company that makes toys for kids, but the parents who we really care about the most, as far as 

like the ones doing the buying, they're the ones who are excited to stay on the trivia. So we've seen 

about 6:00 PM Pacific Standard Time being the sweet spot that you can consistently replicate. 

 
56:38 BB: So anywhere between 5:00 and 6:00 I would say is pretty powerful. Mainly because, 

depending on your demographic, your guys' demographic would be the same, the kid is potentially 

asleep. You guys know as parents that it's much easier to do something at that moment and engage 

than when my daughter Willow is spilling muffin everywhere, and now I can't watch what's going 

on anymore. Do you have something? 

 
57:05 S3: Can I kinda push one more question down the road with that last one? I'm taking your 

VCR example, I'm kinda doing this for the benefit of the people watching this who want to build a 

business and don't really have it yet. So, that's awesome stuff there about the trust and live and all 

that, and for the person watching this who's like, "Okay, I can do the VCR, a million different 

things, I can build the audience, I can build the trust," if you were doing that example, what's the 

actual... If you're looking like, "Okay, we wanna do this for the next few years with this audience," 

what are the products you'd really be looking to... 

 
57:40 BB: I would do merch. 

 
57:40 S3: Merch, okay. 

 
57:41 BB: Yeah, I would do merch. 

 
57:42 S3: Anything else or just merch, pretty much? 

 
57:45 BB: Probably merch. That would be my main thing. And it doesn't even necessarily have to 

be Amazon merch, it can be any print on demand. Because if I'm building through the same... When 

we talked about this yesterday, the same constraints. I'm constrained by my cash flow at that point, 

I'm at $400, and now I have an audience that I just spent money building, that's why I would use 

merch. Literally, I would know, they would be interested in a certain style of merch and I can use 

that along with the things that I'm giving away to actually make money. That's what I would do. 

Yeah. Awesome. Well, we're down to one minute. Anything else on your guys' side? Cool. Alright. 

Everybody at home, thank you. We will be back on at 10:30. Okay, cool, got it, 10:30. 

 

[applause] 

 
58:32 BB: Alright, everybody, we'll see you in a little bit. 10:30. Robert and Kyle. 


