
PAF Session 5 Training – RA & OA Arbitrage + Easy Audience building w/Amazon Giveaways 

(Live Session 5 Nov.15_55.28) 

 

Come on down. What is up everybody. Welcome to Proven Audience Formula session number five. We 

decided to do a special display in the back for session number five. Actually, this is from a whole other 

thing that we do. We just didn't take it down. So, I did not try to get fancy with the session. Excited to 

have you guys here. I don't want to waste a lot of time I have a quick kind of overview of what we're 

trying to do here. 

Brett 00:57 

So, let's do a quick review of what we've done in the previous half sessions. We've talked about how you 

can build the machine to get a product going on Amazon. We've talked about how you can work with 

Facebook groups. We've talked about how you can do it with Amazon Merch. OK. What I really want to 

continue doing and we did this on purpose in this way is continue to give you what we call the lowest 

hanging fruit or the things that are the easiest to implement right after this session that you should see 

traction with right away. We've got a lot of really good feedback from last week's session. A lot of you 

guys went out and implemented the strategies with Proven Audience Formula Merch and you guys 

already saw some success in building audiences. 

Brett 01:50 

That is awesome. So, we're going to continue on that vein. This is very very very doable stuff that we're 

going to talk about tonight. It's not going to wow you from a technical side. My hope is that wows you 

from an effectiveness side. Okay so that's kind of the review. I've got to give you a little bit of a 

backstory on Dynasty it'll make Dynasty Toys which will make sense for you guys on why I think this 

model really works. Ok so tonight's session is going to talk about how you can use retail arbitrage and 

online arbitrage to build an audience. But what a lot of people don't know about dynasty toys is the core 

the who we call the evangelists like the diehard dynasty toy fans. They were built off of what I'm going 

to show you guys tonight. Basically, the ability to do giveaways with physical products. Now what I'm 

going to tell you tonight is a much more refined version of what we once did. 

Brett 02:43 

But basically, it is important to understand this so, uh remember Dynasty Toys didn't exist there was no 

Dynasty Toys there was no vision of what we're going to do with Dynasty Toys. We started with you 

know doing giveaways and we've started to build this audience in a really herky jerky way. But then you 

fast forward a year and a half and now Dynasty Toys is a multi-8 figure business. And I'm not saying 

that's the exact pattern but the giveaways, this low hanging fruit that I'm showing you is the foundation 

of what dynasty toys was built off of. OK, so it's really important to understand that as we're moving 

through this that it's the it's the small start to a much bigger story. All right. 

Brett 03:24 

I also just read an article and I don't know the guy, so I can't speak for its validity, but you know let's just 

use some round numbers here. There is a guy basically writing about how he uses the same -- I don't 

know him I don't know anything about him, but he uses the same strategy I'm about to talk about 

tonight. He uses it in two ways. In Facebook groups and he uses that in sponsored Facebook ads. And 

he's done that to build millions of people onto multiple Messenger lists. So, millions of people in an 

audience. And this is just one guy doing this over and over again. So, I know this is a very very effective 

model. But here's the thing you have to understand. You have to understand that number one the more 

specific you get the better. OK. And let me give you an example right now. 



Brett 04:15 

The giveaways that we did for Dynasty toys and even the giveaway I'm going to show you tonight is not 

that specific. So, let me talk about specifics. OK. I like to golf on Thursdays. I would consider myself like a 

golf enthusiast. Right. If someone was giving away something very specific like a certain type of ball or a 

certain type of a glove or a certain type of shoes it would appeal to me as a golf enthusiast ok, the more 

specific you get when we start to dial into these giveaways the better the more effective because we 

talk about a shareable story the more specific. And people use different words for this niche. But let's 

just use the word specific the more specific your type of product is towards a certain audience right the 

better off you will be OK in this method. 

Brett 05:05 

All right. So, I'm going to show you one that is pretty simple. But again, if you guys have different 

audiences that you've been thinking about are wanting to reach out to you. This is a great method the 

more specific your give away the more specific the product type the better off you will be. All right. The 

whole goal of this everything that I'm trying to teach you in path is this. Build an audience first. And 

when you have an audience OK. You now have the gold to continually sell over time. In spending a good 

amount of time in the PAF Facebook group, now I'm noticing this is what I call the seller paradigm shift. 

We as sellers myself included I'm guilty of this. We love the transaction. We want to see like 

immediately when someone finds out about us or our product we want to see them purchase in that 

transaction to happen. 

Brett 06:01 

Yes, Amazon has conditioned us to think like that's the model. But, in reality the long-term goal, is in 

building an audience case so it's a it's a longer term play but I promise you it is much more valuable so 

my encouragement to you guys tonight is try to quiet that voice right now a little bit. That is the kind of 

like that seller mindset right. And think about what it's like to serve an audience. Because when you're 

there and you're serving an audience. You have someone who could be a customer for life. And that's 

what we want and that is literally how Dynasty was built. OK so let's get into the meat of this. All right? 

Brett 06:46 

I'm going to now go over to our Retail Arbitrage online arbitrage marketing machine. The reason I 

choose retail arbitrage and online arbitrage -- all that means is these are all products that are available 

in stores or online shopping. Okay. And now going into this Christmas season that as of this recording 

this is a very very powerful machine. OK so like we've said before each time we do one of these the 

marketing machine slightly adapts okay. And for this one this is only three steps. This is actually probably 

one of the most simple models to set up. If you follow it. Step by step and the coolest thing is it's really 

not a lot of work on your end. If you value getting/building an audience if you want an immediate 

transaction? Not my favorite model but if you want an audience that will buy from you for life and that 

you can begin to nurture? Perfect. 

Brett 07:45 

OK. All right. So, let's talk through what you need from a prep site. This is changing very much to actually 

take some stuff away. You need a Facebook page. You need a Manychat, you need Ads Manager and 

you need Amazon access to Amazon giveaways which you guys all have. You don't even need an Amazon 

Seller Account, you actually just need an Amazon buyer account. So, I'm assuming most of you guys have 

an amazon buyer account. All right. So, here's the three steps. We have our breakthrough content or 

image that is very very simple. It'll actually be the image of the product you're giving away. So there's 

not a lot you have to do you know to construct a shareable story. 



Brett 08:26 

But we're still looking for that engagement we want the right people. The second step is the Facebook 

Ad and building the Facebook ad a very very simple ad to build and then the last part, is using Facebook 

Messenger. That's where you're going to build the relationship. OK. All roads lead to Facebook 

Messenger just completely cuts out Easy Texting and some of these other bridges that we've used. This 

is a very very very straightforward model. OK. All right. So. Let's go ahead and talk through the 

breakthrough content or images. What are we trying to accomplish? The giveaway in and of itself is a 

shareable story. So, for tonight's example in my life, my house is beginning to get surrounded by 

Hatchimals. 

Brett 09:19 

OK so if you're not familiar with it right now, Hatchimals is a little kids toy that is extremely addicting for 

my two daughters and so all around my house I have little sharp feeling things on my foot and they're 

scattered everywhere, and I step on them all day long. OK. But I know that that is a product that is in 

high demand right now amongst the U.S. nation. Every kid wants him right now. OK so we're going to 

build a shareable story through a giveaway right. And that is not like it is not going to be complicated. 

Every single one of you could copy exactly what I'm doing tonight if you want to. But the question is are 

you building an audience. Are you building the right audience? See the Hatchimals audience for me is 

the right audience. That's an audience who has young kids and who wants toys. 

Brett 10:13 

OK so what's the goal of the breakthrough content? I'll show you the ad in a second here guys the goal is 

to build an audience. That's the end goal of this breakthrough content. The ways that we're going to 

kind of gauge how the ad is doing is through comments right, we always want those good comments or 

the comments that show people are in the right mindset. And then it's not as much, I mean share's is a 

part of it but it's not as heavy on the share side because what we really care about is entries into the 

giveaway. Typically, you want to pay less than 50 cents per entry so if you guys kind of want a 

benchmark it's 50 cents per entry into the giveaway. Not a standard but it's a good one to kind of start 

to work with. OK so let's go ahead and jump into building the Facebook ad right now. OK. All right. 

Brett 11:08 

So, the way this Facebook ad works. Is you're going to do traffic. OK. And I already have this built out for 

you guys. This is a really really simple ad. All right. You're going to choose Web site. All of this will stay as 

the default. We're pretending you're starting from zero. So, no custom audience. We're going to choose 

women. Mainly because, it's a Hatchimal and most moms are the ones buying these right now for their 

kids. I don't have a target audience I just put stay at home moms. Mainly because I know that they're a 

mom I could have done something like moms with young kids. I mean it really doesn't matter. This gives 

me a nice wide net. My potential reach at that point is 15 million. All right. So, continuing down. We're 

going to edit our placements like always with the mobile only. You can see here is on the Facebook feed. 

OK. Here it's on the Instagram feed. And that's it. That's all that's on here. OK. So let's continue down. 

Brett 12:23 

This is all default. You can spend whatever amount you want daily right now. Just an FYI, as of this 

recording, I just got off the phone with our Facebook rep today. You guys do need to know this. It's the 

high time for Facebook ads. It's high time for all you know basically online commerce. So you know it is a 

time where it's just, it's... You might know a $10 dollar ad spend might act a little bit different than it 

than it normally would. So I'm not telling you to do anything different. I'm just letting you know that if 



you're testing this out right now it might just function a little bit differently. So it's nothing to be 

concerned about it's just something that I want I'd want to be aware of too. All right. 

Brett 13:12 

Run my ads set continuously starting today. You could turn it off whenever you want. All of this is 

default. All right. Let's continue. 

Brett 13:27 

All right. So the Facebook page we are using - the default one we had before We Love Moms. One thing I 

should point out here. This is when, whatever Facebook page you're using is important because you are 

trying to build an audience in this type of give away. So if I had more time on something like this and I 

was really trying to build this give away out you know it's almost like picture your pages as your brand. 

So do select your Facebook page or come up with a name that is more representative of what you're 

doing. OK so here would be an example let's say with your retail arbitrage online arbitrage you wanted 

to build an audience that really liked... Well let's stick with golf. OK. Let's say you're really good at 

sourcing different golf products through different online channels or even walking into stores well, 

you're at your Facebook page should be named something similar to that. 

Brett 14:29 

So it would be an example of like Brett's Great Golf Deals. OK. That's what my Facebook page would be 

called. So this is one where I actually say the Facebook page does matter because you're trying to marry 

an audience to the types of products that you typically get via retail arbitrage or online arbitrage. And it 

can be lots it is not one specific one if you get lots of different products. But for the most part a lot of 

you guys you know kind of know your little niches. 

Brett 14:54 

So definitely you know sticking with a certain Facebook page is helpful. All right format is single image. 

Going down. This is my image right here of the Hatchimals. Ok so I added that image. Because that's 

actually what I'm giving away. OK is the Hatchimals and I'm going to get to this website URL in one 

second. OK. So you will put a Web site URL, I'll explain what that is and once again here's the text. OK. 

And you guys can copy this verbatim. Obviously, you can change it up a little bit. We Love Moms is doing 

a special Hatchimals Christmas giveaway on Amazon. I'll explain why it's on Amazon in a second. Simply 

click this link to enter. OK this is a Messenger reference URL link. We'll talk about that in one second too. 

Brett 15:45 

And you guys actually brought this up and I looked into it. This is a great way we're going to adopt this 

when we're doing giveaways. This is to Facebook's standards. So this does need to be almost giveaways 

when you're running the ads: FYI this promotion is no way sponsored endorsed or administered by or 

associated with Facebook. You understand that you are providing your information to the owner of this 

Facebook page and not to Facebook. Again, that's just more of a formality. So you guys can copy this 

exact text and I want to talk about the link on Amazon and the Messenger reference URL in one second. 

OK so call to action -- we do no button. OK, because we still really want them to share this and buttons 

tend to take away from that and what we really want them to do is click this link. OK. All right. So in the 

news feed linked description I write 'Limited Time'. Up here, headline you see it says Hatchimals give 

away. All right. So, let's talk about the other components of this real fast and this will make sense to you. 

Brett 16:54 

What I am doing is I'm going to run a Facebook ad. And then I'm going to get them to come into our 

Messenger. OK but then I'm going to send them to Amazon for the giveaway. So like basically what I'm 



doing is I'm leveraging two multibillion dollar platforms. So I don't have to do anything. That's my goal. 

OK I really in this format this is like a set it and forget it meaning this is not one that you should be 

spending 15 hours a day doing. This is like super, super simple so let me show you what I did over here 

prior to setting up this ad. OK. I set up a giveaway right here. So what I did is I went and everybody can 

do this. If you have a buying account on Amazon. I set up a Hatchimal give away which I'll walk you guys 

through exactly how I did it. 

Brett 17:48 

But basically what that provided was this giveaway link right here. OK. So that when someone clicks on 

it? Okay we'll actually go through this. When someone clicks on this link. They'll be taken, to the 

giveaway. OK. So right here you can see Amazon is going to administer this giveaway. So I don't have to 

do anything like naming them or figuring out the winner or keeping track we'll let Amazon do all of this 

and I'll show you the exact one I set up but this makes it so easy for me. 

Brett 18:25 

Remember, all I'm trying to do is build an audience and I'll show you how that's done. OK. And also 

every person who comes in to enter the giveaway is going to watch whatever video I want here. OK so 

you can see here Brett's Best Deals giving away the Hatchimal... you guys can write anything you want in 

these sections. You can put a video up. It could talk about how you guys go sourcing all the time and you 

find the best deals. There's a lot of flexibility in this. I can't enter my own giveaway, but you'd press 

enter and then you'd be done. So again remember I'm leveraging Amazon's platform so that I don't have 

to worry about the giveaway itself. 

Brett 19:04 

OK so let's talk about how I built that give away real quick. All right. So all I did is I went onto Amazon. 

Typed in Hatchimals. Found this product and at the bottom of the page of that product they have little 

button and it's called Set up a Giveaway. OK. I click that button. And then it takes me to this page. OK. 

Let's go ahead. And so right now it's saying OK you're going to give away this product -- number of prizes 

I'm going to give one of these away. OK. I want it to be a sweepstakes meaning Amazon is going to pick 

who wins. 

Brett 19:49 

Again, I don't I don't want to have to worry about this. Like you know I don't want to spend time 

structuring it. The way that they're going to enter is I want them to watch the YouTube video. The 

reason is it gives me another moment to kind of introduce myself to them. And what I'm doing OK. So I 

just grabbed my Youtube link right here put it in for that video. The giveaway on the expiration, I would 

only run these for 1 or 2 days. So we'll put 2... This is up to you guys on what you want to do. But for me 

on the first go around I would actually leave this as private. Because your goal right now is to honor the 

people who came in through your Facebook giveaway. Normally I make it public. 

Brett 20:34 

But right now this is just to work out the people who came through on the Facebook side. Go and click 

next. All right. And then this is where you would kind of write in the different text. I'm not going to go 

through all of that right now. This gives you a lot of different possible options right here. You can add 

your image. This is pretty straightforward guys on what you can put in. You put it this way you can't go 

wrong with what you put into that into those fields. And then you would proceed to check out what 

would happen at the end of this is you are going to have a giveaway go live. When your giveaway goes 

live, that's where you grab this link. And that is the link in this ad. 



Brett 21:19 

OK so technically you're doing the giveaway first. You have to set up the giveaway first before you 

before you set up your sponsored ad. Your Facebook ad. OK. So that's the Web site URL. That is what 

people, that’s where they're going to actually go through the giveaway process. But what we really want 

them to do the way they become a subscriber to us is we really want them to click this Messenger 

reference URL. So if you kind of break this down in different components we have the Facebook ad 

itself. We have the messenger reference URL that we build in Manychat and I'll show you in a second. 

And then we have the Amazon giveaway component. Ok so I hope you guys are tracking with me right 

now. The reason I say retail arbitrage and online arbitrage is if you use these three components, the 

Facebook ad, the Messenger reference URL and the Amazon give away. You can build an audience with 

any product. 

Brett 22:17 

Here's an example. If I'm constantly finding great deals at Wal-Mart and you are giving a product away 

that is typically sold at Wal-Mart or maybe is a popular Wal-Mart item and you build an audience that 

would be interested in your deals. You have now relieved yourself of the grasp of Amazon. Okay that's 

what I'm trying to make really clear here is if you use these mechanical components you don't have to 

rely on Amazon for the eventual transaction. 

Brett 22:51 

OK so Facebook ad, Messenger reference URL and Amazon giveaway. You can do it with any product. 

The key is you're going to gather people into one hub in this Messenger reference URL. OK so here's the 

We Love Moms page that we threw up last week. Let's go into growth tools. OK, we have our Hatchimal 

give away Messenger reference URL. I built this out prior. It's going to click into that and again you guys 

can copy this exact text. It's very very simple. So excited for you. You're almost entered - simply click this 

link to officially enter the Hatchimal give away on Amazon. I'm using that Amazon link. I am leveraging 

two multibillion dollar platforms so that I don't have to do anything in this. They're going to click that 

link and go into Amazon but because they went from our Facebook ad to the Messenger reference URL 

and then to Amazon they are now subscribed to us. We now have them as a subscriber on our page. OK 

so now you're building your audience. 

Brett 24:00 

It's very seamless for them. It actually looks very professional to them and you know it looks like they 

feel very comfortable you know in those areas. And here's the other thing I like about it. If they're going 

into the Amazon give away page and they enter into it on the Amazon give away page and they're a part 

of your audience that is a very very very valuable customer because you know there they are a buyer on 

Amazon. OK. So I like it as a qualifier as well. That is a very valuable audience member now for our 

community. OK. 

Brett 24:34 

So here's the Messenger reference URL. Again, you guys are more than welcome to follow the exact 

copy. What I do is I grab the set-up over here. Copy it and then that's where you see this populate, right 

here. OK. So I would have this ad go live. OK. And what's going to happen again as a review. Let's go 

ahead and go over to our machine over here. OK. They're going to Step 1. They're going to see the ad. 

OK. Step two or I'm sorry. Step one... the ad is the breakthrough content. Step 2 is they're going to see 

the ad and then click the Messenger reference URL. When they click the messenger reference URL they 

are now part of our audience. Step 3 for us is they are going to then enter the giveaway which is great. 

Hopefully they win or whatever. But really what I care about is I now have an audience member. 



Brett 25:34 

I want you guys to imagine this. You can build an audience with anyone now. Think about it. Amazon is 

an endless catalog. Think about it as a catalog filled with enticing giveaway products for specific 

audiences. Again, if you do retail arbitrage and online arbitrage don't cut yourself short. If you find great 

deals on certain things there is an audience that is interested in it. If you dominate at finding awesome 

deals at Target? I promise you my wife wants to follow you. OK. 

Brett 26:12 

So this whole idea that online arbitrage and retail arbitrage is dead or garage sales or thrift stores? Yeah 

maybe Amazon's clamping down in a different way on that now or in case by case studies -- but I think it 

is like bigger than ever. If you're able to start to build your own audience, you guys just by yourselves 

you guys can have 20 different types of pages focusing on different things that you can source at retail 

arbitrage spots and online arbitrage spots and service them. But again, you've got to follow these 

mechanics. It's very, very important to understand these are the mechanics I'm showing you guys so 

that it's very plug and play and you should see some immediate traction right away. 

Brett 26:58 

Okay. And I know one of the questions that's reoccurring is Brett how do you follow up with these 

audiences afterwards? That will be one of the videos we make for next week we won't have a live 

session next week because it's the day before Thanksgiving. But me, Robert and Kyle are meeting about 

some things and I think that's a video that needs to be made. We'll go more step by step on how we 

follow up with an audience. But right now if your problem is hey I'm getting an audience I don't know 

what to do. That is a great problem. Okay. So just so you know, do this first, do these mechanics first - 

be in the situation where you're gathering an audience and you need an answer of like how do I follow 

up with them. Don't worry about following up with them if you don't have anybody coming in the door 

yet, okay. 

Brett 27:44 

So literally what I removed for you guys is don't focus on I'm got to create this viral video. I'm going to 

do all this stuff. This is like. You know super super easy stuff. There's already products people want. 

Identify those people do a giveaway. Get them in your Messenger sequence OK, and then all you have to 

do is start to create a conversation with them at that point. They are yours for a very very long time. All 

right. That's all I actually have on the mechanics. I'm ready to roll into questions if there's questions. 

Robert 28:24 

Yeah there are a couple questions here. So, Brad asks - How many tacos shirts did you sell from last 

week? 

Brett 28:37 

We have not gone back to that audience yet. We are in just FYI for everybody. We are in our craziest 

time of year right now. So but we do plan on hitting up our taco yoga audience and all the other Merch 

shirts that we're going to get going. But right now we're just letting the audience build up. That's 

something like I've done this with dynasty before. You to remember we had we had over 1000 people a 

day coming into our giveaways. With no plan of what to do with them. OK. So I'm very comfortable. If 

your problem is you know an audience coming in. It's a good problem that audience isn't going to like 

you know hate you for it type of thing. So right now we're letting that kind of buildup and we'll probably 

get to them sometime next week. 

 



Robert 29:28 

There's been a mention of limitations to giveaways on Facebook in the group. Are there limitations of 

giveaways on Facebook? 

Brett 29:38 

Say that one more time. Oh basically there's been mentions of limitations on Facebook. Is there actually 

limitations? I read through all the terms of service before this. The only thing that I did not mention was 

that I should have that disclaimer. But if you guys follow this protocol, to my knowledge this is not out of 

any type of terms of service. So it's when you're trying to entice shares or you know the requirement is 

they post this on their personal profile based on manipulating the organic growth of it is what Facebook 

doesn't like. 

Robert 30:13 

If were trying to build an audience of business owners would we target them in this and the Merch 

model? 

Brett 30:22 

Business owners is tough. OK. So I don't know. For business owners as much as you can. I actually think 

phone and you know talking to them personally is better. It's... I have not, I mean it can work. But this 

type of a model for a business owner it doesn't make sense. This is more of a direct to consumer model 

on the giveaway site. 

Robert 30:52 

Eric would like you to speak a little bit more to the concept of the ads performing differently this time of 

year. 

Brett 30:52 

Sure - ads right now. So we talk we have access to a couple of different Facebook reps and what they are 

informing us is this is just such a high time of people sharing products, looking for products and also 

marketers wanting to get their products seen that it just does not behave like normal. Okay. So some of 

your ads might spread very, very quickly. Some of your ads might not even be seen. That's not 

necessarily because... uh, it's an exaggerated version of whatever your ad was going to do. So very 

similar to what Amazon does in this time of year is just an exaggerated version. So you know it just 

comes with different things. The main thing is you know if your ads not getting charged so let's say 

you're like hey I'm going to spend $10 dollars a day. And Facebook doesn't charge you? That's because 

they're just saying look there's other people who are willing to pay more money at this point in time for 

that space on their news feed. So you're going to have to wait. That's the main thing to look out for. 

Robert 32:18 

Just to confirm: Do you create the giveaway from the Amazon buying account that is associated to your 

Seller Central account? 

Brett 32:29 

Yeah you could do it from either one - wherever you are wherever you are buying accounts are it's safe 

to do. And look don't feel like you have to do it with your own product. That's my point here. Like maybe 

you have a private label product that not a lot of people know about. You don't have to, you know that's 

not the exact thing you have to give away. Use the brand names here. This is totally you know you're not 

interfering with anything at that point in time. 



Robert 32:57 

If they click the Amazon URL do they bypass our reference URL? 

Brett 33:07 

I don't I don't have a buy URL on here. I just have the Messenger reference URL up here. And if they did 

click the picture and go to the giveaway they will bypass it. But it's the best way that we've seen this 

work. 

Robert 33:21 

Could you do a giveaway for a business based business - example: dentist or chiropractor? 

Brett 33:31 

Say that one more time. 

Robert 33:32 

Could you do a giveaway for a service based business? An example would be a dentist or chiropractor. 

Brett 33:39 

But think about it this way. Don't give away if it's the chiropractor or dentist is a better example. OK. 

Don't give away like... you know Billy the Dentist private label towel, right? Something that no one's 

going to care about. Give away like an OralB toothbrush. Like that sort of thing you can leverage these 

big brands that people actually care about to build your audience for the local business. OK. That's the 

way you want to think through it. Nobody really cares about our private label products, they care about 

the brand names typically. And we can use that to bring them in to expose them eventually to our 

products or services or anything like that. 

Robert 34:28 

If you set that Web site URL to the ad and go to the Amazon won't they go to the Amazon by clicking on 

the image in the ad and bypass going to Messenger and losing the subscriber? 

Brett 34:43 

Yes, for sure that's a possibility. Most of them will stop on that link though. That's actually why oh I 

should've said that you do no *button*. So it's just the image and it has the link. You know most of the 

time they're going to click that because they're going to read through it. They want to understand what 

they're entering into. 

Robert 35:03 

Does the product and the giveaway have to be in your FBA inventory? 

Brett 35:10 

No. It could be anything on the Amazon catalog. That 's why I'm saying like don't think of this from a 

seller perspective. This was very hard for me too. Think of this as all of Amazon's catalog is there for you 

to play with and you don't have to be restricted to your product. OK. So this is just anything on the 

Amazon catalog that is eligible for give away the way you see that as you scroll down and click set up 

give away. 

 

 



Robert 35:37 

Could you use this for a Kindle book? 

Brett 35:40 

I have never tried this on Kindle but even if it was for Kindle book this would be my way of explaining to 

you. No one probably cares about your Kindle book. I know that sounds really harsh. But that's the 

reality. No one cares about our laser tag. Does that make sense. But, you can use a product that people 

do care about to get their attention to expose them to your Kindle book. That's the way you want to 

think through it. So don't feel like man, no one cares about my Kindle book giveaway. That's a bummer. 

Well that's probably going to happen for most people. OK. But what you're going to do is you're going to 

use a product that people really care about that makes sense for your Kindle book. Say you do a Kindle 

cooking book? Do a giveaway of the top selling Kitchen Aide knives. Right. OK. Build that audience and 

go Hey by the way, I have one of the coolest Kindle books for you guys to check out. Here's a free 

chapter. All you're doing is you're using it to get their attention right. Put them in your area and then 

you can start to talk to them. 

Robert 36:43 

Why do you put the giveaway URL on the Facebook since it's part of the Manychat Growth Tool? 

Brett 36:52 

I don't know if I quite understand that one. 

Robert 36:54 

Why do you put the giveaway URL on Facebook, on the Facebook ad since it's already part of the 

Manychat Growth Tool? 

Brett 37:03 

You have to put a link there. You can't run that without putting a link there. 

Robert 37:08 

Since you are essentially purchasing the product to give away if you use your own product would that 

help your BSR? (Best Seller Rank) 

Brett 37:16 

Yes, it does help your bestseller rank for sure but again you run the risk of nobody really wanting your 

product for a giveaway. OK so that's that's a double-edged sword. But yes, we have seen it help. 

Robert 37:29 

Jenna and Heather have the same question. Does each Facebook page need its own paid Manychat 

account? 

Brett 37:40 

Yes. Each Facebook page needs ... well, you can have one Manychat account with multiple Facebook 

pages on it. But if you're running it as Pro which is the ten dollars a month? Each page needs its own pro 

version. So if you had 20 pages and you want to all have the Pro account you'd have to pay ten dollars a 

month for each page. 

 



Robert 38:02 

Robin asks do you tag them when they enter the contest inside of the Messenger URL? 

Brett 38:11 

Yes. That would be great to do them. 

Robert 38:14 

Can you do a more step-by-step on the flow of the mechanics of Manychat? Most of the time this week 

on PAF everyone was trying to understand that. 

Brett 38:26 

Yeah, we'll make a video going to next week it sounds like what everybody wants to know or what 

people are ... again, here's kind of the rule: Don't worry about what you're going to do with the 

audience. Worry about getting the audience first. If that's your problem what do I do with this 

audience? You're in a good situation but we will make a video walking you through the step by step of 

the Manychat build out. Because we already have other videos on building a Messenger reference URL - 

just go and check in the files section. But if you're wanting to know how do you build up the follow up 

process. That's what we're going to make as a video for you guys next week. 

Robert 38:26 

How do you keep the costs down on the Facebook ad clicks for these? 

Brett 38:26 

This should have, well at first it starts with the product you're giving away and the demographic you're 

sending it to. So like as an example you know golf balls for golfers. That in and of itself will keep the ad 

spend down. 

Robert 38:26 

Are there limitations on sharing images of trademark products? 

Brett 38:26 

I don't think so. I mean all you're doing is linking them to where it's available on Amazon on the 

giveaway sites. I don't think you're infringing on any stuff but again if that was really a big issue for you 

feel free to slightly change one of the giveaway pictures. 

Robert 39:47 

Will you be including information on how to create sequences with the videos you'll be doing for next 

week as part of the continued follow up? 

Brett 39:57 

We will show you what is what we highly recommend as a follow up process. Remember guys you can 

make this, and I talk to you about this all the time. You can make this as complicated as you want to 

make it or as simple as you want to make it. I am always about what is most effective not as what is 

most complicated. Again, my encouragement to you guys is look at the metrics that matter. Make sure 

you're getting people into your audience. Make sure that you're engaging with them. The bells and 

whistles of the mechanics are easy to work out. But you guys have those two things? Man you guys are 

into a sweet, sweet spot. So we'd be happy to show you guys that stuff. But, I mean I deal with this again 



on a daily basis. Don't get lost in all the different things you can do. Definitely focus on "Am I building an 

audience?" If you can define that and you see that happening you're in a great spot. 

Robert 40:51 

On the giveaway does it let you select how many products to give away? 

Brett 40:55 

I believe you can only do one but it lets you determine how what quantity you want to do of that one. 

Robert 41:05 

Do you have any case studies on how you or others have put this strategy to use and what kind of sales 

you've been able to generate with it? 

Brett 41:15 

Well my best case study is we literally did this from zero with Dynasty and we're heading into the season 

of doing multiple eight figures in sales on this. So guys think about it as, this is a refined... I always like to 

start things from scratch for you guys because I've noticed the more I talk about, I love talking about 

Dynasty. I'll talk to you guys about Dynasty all day long OK, but the Taco Yoga shirt from last week and 

this example from this week this is showing you that I literally can throw this stuff stuff up in five 

minutes and start to build an audience. So the most important thing for you guys to do is follow these 

steps take action with it and you'll really start to see like "oh my gosh" I'm working with something. For 

those of you who did the action steps last week with the Merch stuff and you started, you're starting to 

build an audience - that's amazing. When we got our first three text opt-ins for Dynasty I mean man I 

was beyond excited. So the fact that you guys can do this in five minutes, you know set up process? 

Really really take action on it. 

Robert 42:25 

How does the video on the Amazon give away page tie into the product you're giving away and or your 

audience? 

Brett 42:25 

You can make that video anything you want. OK. You don't have to focus on just the video had to be a 

specific way. You have a lot of leeway on that video. I always suggest make it something that is more of 

like an introduction or gets the people excited to potentially join your community whatever your 

community is. So you have again you have a lot of leeway what you can do with it. But I always like it to 

be something like: Hey you are about to join an awesome community here. You know again if we're 

talking about someone who goes into Wal-Mart - you know maybe it's Jermey James on that YouTube 

video? And he's going hey my name's Jeremy James, I go shop at Wal-Mart, I find the best deals. Make 

sure to follow me, you won't regret it. That's 30 seconds. Those people are going to are going to watch it 

and love it and that's your chance to kind of hook them and bring personality into what you're doing. 

Robert 43:28 

Now can you show the rough math on how 50 cents per entry equates to profit down the road? 

Brett 43:39 

Sure, I'll build that. Here's a, here I'll give you just real case studies OK. Oh the reason I laugh at this guys 

is it's not perfect. I know we want that thing to be perfect but it just doesn't function 100 percent like 

that, but I will give you real numbers on a case study. Our Dynasty list when we first started doing this 



we were getting opt-ins at around 10 cents per opt in on the giveaway side. Okay. So for every hundred 

dollars we would spend okay we'd get about a thousand opt-ins. Right, just as rough numbers, on the 

thousand opt-ins that came in? Well really only 10 percent of those people mattered... 100 of them. Ok, 

so we've spent a hundred dollars, we have a hundred now very qualified customers. We would send out 

you know the next launch of a certain laser tag or even expose them to your private label or Merch shirt. 

Brett 44:42 

Out of those 100 people the majority of them would buy. So, for us that's 100 people. Our average price 

point of our products is $100 dollars. Okay that's ten thousand dollars okay? For a $100-dollar ad spend. 

That's how the numbers roughly work out the profit but if you hit that audience too hard, too early and 

that's why we want to make those videos of the follow ups. If it just becomes about selling your product 

and it's not about them. Nobody likes being sold to repeatedly and that's their only function. Okay so 

that's how we feel that our Dynasty list at its core is the most valuable part and much bigger now. But 

really it was built around the first hundred valuable customers. But that's a huge ROI in profit on a 

thousand customers, really a hundred really qualified ones who are spending on average $100 dollars 

apiece on a $100-dollar ad spend! 

Robert 45:42 

How many different audience niches do you currently maintain? As somebody who is learning this 

process should I limit the width of my audience? 

Brett 45:51 

That's a great question. I think you should limit it to like 1 right now to get the mechanics. We started 

with Dynasty we have about 3 to 4 now. Well, I guess that's not true because we run we have... Look, 3 

to 5 is plenty to manage. So really start with one and I'd focus on that one. 3 you're already starting to 

push the limit a little bit without a team unless you have a team helping you. So that's kind of a 

bandwidth answer to it. 

Robert 46:22 

Do you recommend using the giveaway strategy from the generic page like We Love Moms only or doing 

it from a brands page is also okay? 

Brett 46:35 

I like the more specific your page the better. 

Robert 46:40 

You said do this for only about two days. Why is that? 

Brett 46:49 

I recommend only a couple of days that way if you're giveaways not gaining traction. It will end and you 

can start a new giveaway. 

Robert 46:58 

Do we purchase the Amazon product up front with the giveaway? 

Brett 47:01 

Yes. Typically, they will charge you on the front side for the product. If no one enters your giveaway then 

it will refund you. 



Robert 47:11 

If you're having them watch a video for one of your products would you want the item you're giving 

away to be related to your product? 

Brett 47:20 

Definitely. 

Robert 47:21 

How would you handle finding a one-off type of product of a rare type of product? Could you use PAF to 

sell that product? 

Brett 47:33 

For sure, you could use that product as your give away a product if it's something that you think people 

would really like. But here's the way to think about it. When you have your audience guys. You can send 

them a broadcast that says hey look I found one of these at a great deal I only got one first one to buy it 

gets it. OK. You will have people clamoring for that. OK. That's the way to think through it is the 

audience becomes... it's the same way Amazon works. That's the that's the goal of Amazon. That's why 

Amazon protects that audience so much is that's exactly what you're doing with Amazon. Hey Amazon 

customers I found this at Wal-Mart do you want it? Yep. Cool. They buy it right. You're going to do the 

same thing but with your own audience. So if you build an audience of even a hundred and you go out 

to Wal-Mart and find a great deal on a one off product and your audience knows that your main focus is 

finding great deals at Wal-Mart right and you're like hey I found a great deal on toothpaste, I got two of 

them. Boom they will snatch it up like that. 

Robert 48:30 

If you do a giveaway of a product and you don't have your FBA inventory. Who and how ships that 

product to the winner of the giveaway. Does Amazon ship the product? And you just pay for it or you 

have to buy the product and ship it to the winner? 

Brett 48:48 

Say that one more time. 

Robert 48:49 

if you do a giveaway of a product and don't have your FBA inventory... 

Brett 48:55 

The only way that a product is eligible for a giveaway on Amazon is if it's up for FBA. 

Robert 49:05 

So, you don't need to own the listing, you can do this? 

Brett 49:08 

Yep, don't need to own it. It's completely expansive. 

Robert 49:13 

Let's say I'm one of several sellers on an Amazon listing but it's a slower selling item ASIN, and I am not 

the cheapest seller. How can I use PAF to drive traffic to that.? 



Brett 49:28 

So, it's the same concept. What you're going to do is, if you have an audience that is waiting to hear 

from you they trust you or they trust your page whatever it is. When you have a product like that you 

don't have to depend on Amazon for the traffic. You're just going to put it up for sale and tell them that 

it's available. That's the beauty of an audience. That's how that's how Dynasty is able to exist. If you look 

on Amazon right now we are the most expensive laser tag set. The most expensive. Everybody else has 

come in trying to annihilate us on price and they cannot figure it out. How we are able to sustain? Well 

because we have an audience. We have an audience that is continually buying from us because they 

trust ours and every time someone lowers the price more, guess what happens? They don't trust them. 

It's kind of like it's working against them. So it's just a whole different paradigm than selling on Amazon. 

You have an audience that trusts you that believes you and can't wait for you to offer them a product. 

Robert 50:36 

What is a minimum dollar value of the product for the giveaway in order for the ad to be effective? 

Brett 50:43 

I've seen it work with you know, below $10 dollar products or you know for us its products that are 

more than $150 dollars. It really depends on the audience and the product that you're matching with it. 

So you don't feel like you have to go to a certain price point for it to be effective. 

Robert 51:03 

So, Valerie just would like some clarification on some terms. When you see Amazon buyers account you 

mean the account you buy stuff on Amazon from? 

Brett 51:13 

Yes. 

Robert 51:13 

Versus the count you sell stuff on? 

Brett 51:15 

Correct. 

Robert 51:18 

So, can I offer a giveaway of a well-known product on Facebook which I may be looking to bundle and 

offer my product to the audience built? 

Brett 51:18 

It's a great idea. 

Robert 51:15 

What do you focus on in the video and the giveaway? How long can you make the video on the 

giveaway? 

Brett 51:36 

Most people are only going to watch it to 30 seconds, so whatever you're going to do on it, again I like it 

to be an introduction. I like it to be something that adds value for them. So for us a lot of times exposing 



them to you know, what Dynasty is, right? Something that's fun to watch. I like it to be something that's 

very, very highly engaging. 

Robert 51:57 

This is in regard to the mechanics of Facebook. Do you recommend a specific type of Facebook page: 

Band, Product category, Cause or a Community? 

Brett 52:08 

We've only used and man it's been forever since I set up a Facebook page. But you guys would actually 

know more. What which one do we normally use. 

Robert 52:16 

We would... Just for Fun is used quite often. There's depending on what the actual product is would 

make sense. Each particular page within Facebook will help with different resources. So if you were 

actually trying to sell a product just naturally choose the most logical page that would fit for you. 

Brett 52:41 

Yeah, there's not one that functions better than the other on it. Yeah you guys actually know more 

about that... I set up Dynasty a year ago and really haven't touched much. All right. 

Robert 52:49 

How could this apply to a wellness MLM multilevel marketing giveaway product. 

Brett 53:00 

Do not do this with multi-level marketing that's my answer for that. I think it's actually against Facebook 

Terms of Service. 

Robert 53:07 

Is your audience structured and organized in Manychat or another tool? 

Brett 53:12 

Audience structure and organized in Manychat. 

Robert 53:17 

Is a majority of your list for Dynasty Messenger or do you have a large traditional email list and are you 

finding the Messenger list is more effective as an email list would be or even better? 

Brett 53:30 

Or biggest list is actually on easy texting because we're on SMS or Easy Texting. The reason for that is we 

didn't know Messenger existed till this year. So then the second biggest list of ours is on Facebook 

Messenger. We do have an e-mail list we use it, we don't use it as much. It's just not really where our 

audience likes to have a conversation. So it's much more effective for us on Messenger and Easy Texting 

we see about a 90 percent open rate on Messenger. 

Robert 54:03 

How often do you need to update content on your Facebook page and do you even need content on 

your Facebook page? 

 



Brett 54:03 

Don't really need to. I mean once you have an audience and they're expecting that from you, but most 

people aren't coming to the Facebook page to be entertained. So that's the good news. You don't have 

to worry about that especially on the first build out. 

Brett 54:03 

That it? Cool well awesome guys again next week we do not have a class or a session. We will make a 

video about the follow up to the audience. Okay different ways that you can have continued 

conversations with them and then we'll continue to be active in the group. I am planning on in two 

weeks being live again here, but I always like to adjust according to your guys needs. So we are here to 

serve you guys and let us know anything else in the Facebook group that you think would be a really 

valuable video. I know we have local business questions coming up. We're already working on some case 

studies fresh case studies for you guys because I always like to go you know hey look we're not talking 

about what once was we're talking about like we did this just before PAF and it's working. I feel like 

that's a lot more relevant. So thank you guys. Thanks for tuning in. Appreciate it and we will chat soon. 

 


