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Hi there! Liz Tomey here along with my good friend 
Keith Lynch and thank you for grabbing the Ultimate 
List Of Money Getting Tactics! Keith and I have put 
this list together so that you have something that is 
simple and easy to use when deciding what tactics to 
use in your business to get more leads, customers, and 
sales. 
 
We have broken this down into two parts. Keith will 
explain the tactics that he uses in the first part and 
in the second part Liz will explain the tactics that 
she's using. 
 
We recommend reading this whole list, check out the 
resources that we give you, and then pick 1-2 tactics 
to start using in your business. Once you see results, 
come back and pick 1-2 more, until you have a "stack" 
of tactics that you're using to keep bringing in leads, 
customers, and sales into your business. 
 
Here's the thing though... 
 
We can educate you all day long, but it's up to YOU to 
actually USE what we're teaching you. Make sure that 
you are dedicating 1-2 hours a day to the marketing of 
your business. If you're not doing that you'll never 
meet the income goals of your business, and we don't 
want to see that happen! 
 
Okay, let's dive in! 
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Tactics From Keith: 
 
I currently use (or have used) ALL of the below 
strategies to market, advertise, brand, promote myself, 
and others’ products/services. I currently market and 
advertise to build my email list of prospective 
coaching clients and to book strategy sessions to grow 
my client base. 
 
Tactic #1: Facebook (paid advertising) - Whether I’m 
promoting my own product/service or an affiliate offer, 
Facebook advertising is my current “go to” traffic 
source. I began spending approximately $300/month and 
have since scaled to as high as $10k/month all with a 
positive ROI. The key to success with paid advertising 
campaigns on Facebook is to offer a high-value (actual 
or perceived) giveaway/freebie digital product as an 
incentive for the lead or prospect to opt-in to your 
email list along with a high converting product sales 
funnel and well-planned email follow-up sequence.  
 
Tactic #2: Facebook groups - Professional Facebook 
pages are a crucial element when it comes to branding 
and promoting you and/or your business. Your own 
Facebook group is an awesome tool for building and 
nurturing an audience (tribe) in your particular niche. 
Both of these strategies are available at no cost and 
only require time dedicated to management each day.  
 
Tactic #3: Facebook friends (networking - duh) - Seek 
out and “friend” others in your industry or niche. 
Networking (online and off) is the single most 
overlooked and underestimated strategy in any business. 
Like any other business, it really is all about who you 
know and not just what you know. So, get out there and 
be social. Connecting with colleagues in your industry 
can open all kinds of doors for you. You’ll have a 
tribe of friends who can help promote your 
products/services, give you feedback on a project, help 
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connect you with other marketers and they’ll probably 
even join your lists and buy your products! Remember, 
YOU are the average of the five people you spend the 
most time with. Now get out there and network!  
 
TIP: Surround yourself with experts and “never be the 
smartest person in the room.” In other words, you’ll 
only benefit by connecting with people who have 
experience (more than you) in your industry or other 
niches, as well.  
 
Tactic #4: Twitter advertising (paid) - Although an 
entirely different online advertising “animal”, Twitter 
is a healthy traffic source for me and a staple in my 
advertising arsenal. Twitter has become part of my 
overall online marketing strategy. However, I spend 
significantly less each month - approximately $300 to 
$500. 
 
Tactic #5: Twitter (organic = following/tweets) - 
Whether you’re paying to advertise on Twitter or not, 
you should absolutely be an active (daily) user on 
Twitter to further promote yourself and your business. 
Follow and mention colleagues in your niche and work on 
expanding your reach on a daily basis. Don’t forget to 
include hashtags with at least 50% of your tweets - 
#hashtagsfuelthetwittercommunity 
 
Tactic #6: Instagram (organic = following/posting) - 
Like most apps and social platforms, my kids jumped on 
Instagram long before I did. However, once I started, I 
was hooked. Instagram is a strangely simple yet fairly 
addictive photo social streaming app. Confused? Don't’ 
be. Just download and use the app, if you haven’t yet.  
 
The same rules apply just like any other social media 
strategy:  join - follow relevant people - mention them 
when you can - post interesting things… rinse and 
repeat. Daily. * Instagram just recently opened their 
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advertising program and I’m looking forward to testing 
it very soon. 
 
Tactic #7: LinkedIn advertising (paid) - I’ll be the 
first to admit that LinkedIn kinda sucks, in my 
opinion. However, it is a very effective online 
marketing tool and should absolutely be part of your 
overall strategy to grow your business - assuming that 
your target market audience is actually ON LinkedIn. I 
choose to use LinkedIn paid ads in lieu of a primarily 
organic approach (posting) because I don’t spend much 
time on LinkedIn, personally. I’m far more comfortable 
with generating paid traffic via LinkedIn ads. With 
this social network, I prefer the “on demand” traffic & 
leads approach -vs- spending my time extending my 
social via organically promoting my products & 
services. My total monthly ad spend on LinkedIn is 
currently less than $100. 
 
Tactic #8: LinkedIn (organic = 
friends/posting/networking) - Although I do not post 
daily on LinkedIn, I do actively connect with 
colleagues, relevant people and influencers in my 
industry on a somewhat regular basis. Again, it’s not 
just WHAT you know! 
 
Tactic #9: WarriorForum/WSO - This is an older strategy 
but still very applicable, relevant and effective. If 
you’re involved with Internet Marketing and have been 
for at least a year, you’re probably familiar with the 
rise and fall of the popular site Warrior Forum. Some 
marketers (myself included) started there and have 
since abandoned this marketer’s forum. However, it is 
still very much alive and active.  
 
The Warrior Forum is an excellent place to grow your 
list and your business, assuming that you’re in the 
Internet Marketing or Make Money Online niche. There 
are dozens of strategies that I’ve used over the years 
to leverage this old school site. Too many to cover 

http://www.imwithliz.com/


Page 6 of 15 
(C)2022 IMWithLiz.com 

here, but the simplest thing to do here is launch a WSO 
(Warrior Special Offer), sell your product and grow 
your list at the same time!  
 
Tactic #10: Media buying (radio, print, outdoor) - I’ve 
made an insane amount of money over the years using 
this strategy! Although sort of an advanced strategy, 
this little ninja secret is worth the learning curve 
and once you crack the code, it’s easy to scale!  
 
Here’s how I did it: Research proven, high-converting 
digital products on networks like ClickBank and then 
put together your own squeeze page using your own 
domain.  
 
Example: Sign up to promote a bestselling weight loss 
offer on ClickBank, register a generic domain name like 
LoseWeightNow dot com, etc.. (Note: The domain name 
MUST be short and easy to spell! .com’s are always 
best!) This is the hardest part. Short URL’s with easy 
to spell words aren’t easy to come by.  
 
Ok, then build a squeeze page or landing page that 
redirects to the main offer’s sales page after opt-in 
(using your affiliate link, of course).  
 
Now, contact local/regional (popular) radio stations in 
your area to inquire about advertising rates. Most 
offer decent rates for long-term campaigns. Don’t start 
with a long-term contract, just begin with a multi-week 
test. You can extend the contract once you have 
revenue. Also, most radio stations offer the “talent” 
who record the commercials for you, etc. Here’s the 
best part: Request a net 30, 60 or 90 on the invoice. 
What’s that mean? Basically, it’s deferred billing on 
your ad costs! So, you advertising fees aren’t due for 
up to 90 days after the ads run. Listeners hear your 
ad, go to your URL, purchase the already proven HOT 
selling offer you’re promoting and… $$$$$.  
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Again, THIS is why we only select and promote PROVEN 
sellers. Don't’ get experimental. Your invoice is due 
whether the ads are profitable or not.  
 
Tactic #11: Craigslist (CPA and pay-per-call - another 
older but lucrative strategy) - Craigslist is one of 
the most trafficked websites and all too often 
overlooked and disregarded by marketers.  
 
Warning: This strategy is effective yet requires a 
decent of amount of time, dedication and maintenance.  
 
If you’re familiar with CPA (cost per action) offers, 
Craigslist can be a great money maker when promoting 
these types of offers and campaigns. Another similar 
type of offer that works well on Craigslist is pay-per-
call. Again, both of these offer types are extremely 
lucrative but relatively high maintenance. The key to 
marketing on Craigslist is to NOT seem like you’re a 
marketer.  
 
TIP: Pay-per-call is significantly easier to market on 
Craigslist. If you’re careful and strategic, you can 
scale this into thousands of dollars each week, as I 
did.  
 
Issues to be aware of: Craigslist does everything in 
its power to prevent cross-city posts, multiple posts 
and any sort of mass marketing on its site. Unless you 
hire people to post on your behalf in multiple cities, 
Craigslist will win and you’ll end up very frustrated. 
Test some CPA and pay-per-call in your city and then 
scale slowly, hiring others to post for you in multiple 
categories and multiple cities. Also, (although an 
advanced model), I’ve made a ton of money buying and 
selling physical and digital products on Craigslist. I 
don't recommend attempting arbitrage unless you’re 
experienced.  
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Tactic #12: Email Marketing (Promos to your 
list/Engagement/Nurturing/Know, Like, And Trust, etc) - 
Email marketing is my PRIMARY source for monetization 
and overall business growth. However, my list grows as 
a result of my other online marketing strategies 
(listed above) and my bank account grows as a result of 
my list growth via my online marketing campaigns. See 
how that works? :)  
 
EVERYTHING you do online should ALWAYS direct people to 
join your main list, or one of your relevant lists. 
ALWAYS. No exceptions. Deploying any marketing campaign 
online without directing people to join your list, is a 
100% waste of time and money. Period. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.imwithliz.com/


Page 9 of 15 
(C)2022 IMWithLiz.com 

Tactics From Liz: 
 
Using the following strategies I’ve been able to build 
an empire of digital products with a constant flow of 
customers buying them. Like Keith many of these things 
have allowed to brand myself also which is a very 
important part of my business. 
  
Tactic #13: Affiliate Program (Getting others to sell 
your products.) - The very first thing I ever did 
online was to create a digital product and then I got 
affiliates to promote it for me. In two weeks I made 
over $37,000 because of using affiliates! If you don’t 
currently have an affiliate program I can’t recommend 
setting up one enough! To this day it’s still my top 
strategy (and there’s many strategies within the whole 
thing too) for getting tons of customers! 
 
Tactic #14: SEO (Search Engine Optimization) - There 
are many SEO tactics out there and I think it’s only 
for certain businesses and niches (and definitely not 
for sales pages), but if it’s something you’re going to 
use make sure you start with the basics which is on 
page optimization. This is where you do things ON your 
site to optimize it for the search engines.  
 
Tactic #15: Blogging (Educating your people into making 
the decisions you want.) - There are many strategies 
for blogging, but my favorite way is to use it into 
educating my people into buying, signing up for my 
list, etc.   
 
Example 1: I have a product that’s on list building. I 
create blog posts on the topic of list building and 
send them to my list, post them on Facebook, Tweet them 
out, etc. Each blog post of course promotes my product 
on list building. 
 
Example 2: I have a squeeze page where I want people to 
join to go through one of my funnels. Again I create 
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blog posts on the topic of my squeeze page and send 
them to my list, post them on Facebook, Tweet them out, 
etc. Each blog post promotes my squeeze page. 
 
Tactic #16: Webinars (Selling, branding, and 
relationship building) - Webinars are another great 
marketing tactic for your business because of how many 
ways that you can use them and ONE webinar can be used 
in several different ways. For example… 
 
If I have a course on training your dog, I can do a 
webinar educating people about training their dogs and 
at the end offer my product. If you present good 
content during your presentation your webinar can be 
used as content which gets people to like, know, and 
trust you (which is the key to getting them to buy from 
you/get on your list), it can also make you be seen as 
an authority in your niche, and also allows you to 
brand yourself. 
 
Learning everything you can about webinars should be at 
the top of your list! 
 
Tactic #17: Video Marketing (Educating your people into 
making decisions you want, and for SEO.) - There are 
also many ways to use video marketing, and I’ll cover a 
few tactics here. You can create content related to 
your niche and direct people to your squeeze page, you 
can create viral videos and direct people to your 
squeeze page, and you can create videos for the sole 
purpose of SEO.  
 
Tactic #18: 3rd Party Content Sites (Spread your 
content everywhere.) - There are several sites online 
that you can post your content on. Now before I tell 
you about these sites if you want to get traffic by 
doing this your content better be good. REALLY good! 
You need to be creating (or paying someone to do it for 
you) the best content you possibly can to educate 
people in your niche.  

http://www.imwithliz.com/


Page 11 of 15 
(C)2022 IMWithLiz.com 

 
Why use sites like these? Because they have built in 
traffic! 
 
Tactic #19: Social Contests (Get people to spread the 
word about you.) - This is viral marketing at its best! 
Creating a contest to promote your business has proven 
over and over again to work. If you’ve got a great 
giveaway in can work in a BIG way. 
 
Basically the way this works is you hold some kind of 
contest and when people share, like, Tweet, etc a viral 
they are entered into your contest. The more people 
that enter your contest the more you get spread around 
the Internet. 
 
For example let’s say that I own an Amazon store that 
sells videos games. I could do a contest where once a 
week I give away a popular video game and to enter 
people have to share the contest on Facebook with their 
friends. I’d get tons of people sharing my post, 
driving traffic to my Amazon store, and all it will 
cost me is the price of a video game. Maybe $50?  
 
There are several options for having a social contest, 
several options for allowing people to participate, and 
several options to run your contest, but the work 
involved is totally worth it! 
 
Tactic #20: Banner Advertising - This is pretty self 
explanatory, but most people totally miss the boat on 
this tactic. The first thing you absolutely must do is 
have banners created by professionals. You need to have 
people who know the banner advertising world and know 
what kind of banners people click on.  
 
Once you have a banner you know will work it’s as easy 
as going to http://www.BuySellAds.com and using their 
directory to find sites related to your niche that you 
can advertise your banner on. 
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Just remember… Not letting the professionals create 
your banners for you WILL cost you a lot more money in 
the long run, so make sure you have a banner you know 
will work before throwing your money away! 
 
Tactic #21: Interviews (Networking and promoting your 
business.) - Interviewing people in your niche is a 
great strategy for networking with others and getting 
your business exposure. This isn’t for every niche or 
business out there, but I’ve used it in the Internet 
marketing niche MANY times and it always works for me. 
Here’s what you do… 
 
First you’ll need to find at the very least 3-5 experts 
in your niche. Once you’ve done that decide what your 
niche is dying to know about and get your interview 
questions together. Once you’ve done that reach out to 
the experts in your niche and ask if they’ll do an 
interview with you on the questions that you have. Once 
they do the interview you can send the interview to 
them and ask them to share it with their audience and 
you’ll of course do the same thing.  
 
Tip: If the person you’re interviewing has a 
product/service you can promote, make sure to get your 
affiliate link and plug their product during their 
interview.  
 
By doing all of this you’ll be building a relationship 
with the people you interview, you’ll be giving your 
people great content, and if you used the tip above you 
can even make some money selling the person’s 
product/service. 
 
Tactic #22: Be Mobile Friendly - This should be a no 
brainer, but with so many people (I’m not even going to 
try to pull a statistic out because it’s changing so 
fast) using their mobile devices to access the Internet 
you absolutely MUST have all your sites ready for them. 
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Make sure that all your pages of ALL of your sites are 
“responsive”. I have an iPhone and an Android tablet 
that I use to check all of my sites. I also am 
constantly asking my friends to check things for me on 
their devices too. There are services out there that 
are dedicated to helping you get all of your sites 
mobile friendly, so make sure that you’re either using 
them or doing the work yourself, but you’re going to 
miss out on a lot of business if you’re not mobile 
friendly! 
 
Tactic #23: Virtual Real Estate - Virtual real estate 
are the pages of your websites and you need to be 
utilizing all the space you can with optin forms, 
links, banners, etc.  
 
Now I don’t mean to make all of your pages “tacky” and 
post as many things as you can on them, but all of your 
pages (download pages, blog posts, content pages, etc) 
all need to have something on them that leads visitors 
to buy something from you or join your list. I 
recommend going through every page of your site and 
ensuring that it’s doing something that leads people to 
YOUR stuff. Never ever create a page and not have a 
goal for it. Use that virtual real estate! 
 
Tactic #24: Mobile Apps - Having a mobile app for your 
business isn’t for everyone, but it is a great way to 
keep in touch with your readers/customers/fans. You can 
create an app that has updated information about your 
niche or one that allows people to interact with you in 
various ways, or one that allows customers to buy your 
stuff, and about a million other different things. If 
you can come up with a useful idea that your people 
would benefit from using an app related to your 
business create it!  
 
The biggest benefit I see from having my app on the 
devices of my customers is the push notifications that 
I can send them. These are kind of like text messages 

http://www.imwithliz.com/


Page 14 of 15 
(C)2022 IMWithLiz.com 

you can send to your customers whenever you want. Have 
a new product? Have a new funnel? Have a special offer? 
Simply send your app users a notification and you’re 
instantly in contact with them! 
 
Tactic #25: Live Streaming - Live streaming on places 
like Facebook, YouTube, etc. is becoming VERY popular 
for many reasons. The biggest reason is these platforms 
have built in traffic that will watch your “live 
streams” and these people can become potential 
customers/subscribers. Not only that, but it allows you 
to create content (you can usually record whatever you 
talk about on your live stream), build relationships 
and more. 
 
Wow! That’s a lot of tactics, and we’re going to be 
adding more. However like I said… You need to pick 1-2 
of the tactics that we’ve covered here and start using 
them. See what works. Keep what does and drop what 
doesn’t. Then come back and pick up 1-2 more. This will 
allow you to start “stacking” marketing tactics in your 
business and keep a constant flow of new customers 
coming in, more sales from your existing customers, and 
so much more! 
 
But… It’s up to you to get started! 
 
We wish you much success, and look forward to providing 
you with even more knowledge in the future to help you 
get more leads, customers, and sales! 
 
Liz & Keith 
http://www.IMWithLiz.com  
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My lawyer made me do it. :)   
 
DISCLAIMER AND TERMS OF USE AGREEMENT 
 
The author and publisher of this Ebook and the accompanying materials have used their 
best efforts in preparing this Ebook. The author and publisher make no representation 
or warranties with respect to the accuracy, applicability, fitness, or completeness of 
the contents of this Ebook. The information contained in this Ebook is strictly for 
educational purposes. Therefore, if you wish to apply ideas contained in this Ebook, 
you are taking full responsibility for your actions. 
 
EVERY EFFORT HAS BEEN MADE TO ACCURATELY REPRESENT THIS PRODUCT AND IT'S POTENTIAL.  
EVEN THOUGH THIS INDUSTRY IS ONE OF THE FEW WHERE ONE CAN WRITE THEIR OWN CHECK IN 
TERMS OF EARNINGS, THERE IS NO GUARANTEE THAT YOU WILL EARN ANY MONEY USING THE 
TECHNIQUES AND IDEAS IN THESE MATERIALS.  EXAMPLES IN THESE MATERIALS ARE NOT TO BE 
INTERPRETED AS A PROMISE OR GUARANTEE OF EARNINGS.  EARNING POTENTIAL IS 
ENTIRELYDEPENDENT ON THE PERSON USING OUR PRODUCT, IDEAS AND TECHNIQUES.  WE DO NOT 
PURPORT THIS AS A “GET RICH SCHEME.”   
 
ANY CLAIMS MADE OF ACTUAL EARNINGS OR EXAMPLES OF ACTUAL RESULTS CAN BE VERIFIED UPON 
REQUEST.  YOUR LEVEL OF SUCCESS IN ATTAINING THE RESULTS CLAIMED IN OUR MATERIALS 
DEPENDS ON THE TIME YOU DEVOTE TO THE PROGRAM, IDEAS AND TECHNIQUES MENTIONED, YOUR 
FINANCES, KNOWLEDGE AND VARIOUS SKILLS.  SINCE THESE FACTORS DIFFER ACCORDING TO 
INDIVIDUALS, WE CANNOT GUARANTEE YOUR SUCCESS OR INCOME LEVEL.  NOR ARE WE RESPONSIBLE 
FOR ANY OF YOUR ACTIONS.   
 
MATERIALS IN OUR PRODUCT AND OUR WEBSITE MAY CONTAIN INFORMATION THAT INCLUDES OR IS 
BASED UPON FORWARD-LOOKING STATEMENTS WITHIN THE MEANING OF THE SECURITIES LITIGATION 
REFORM ACT OF 1995.  FORWARD-LOOKING STATEMENTS GIVE OUR EXPECTATIONS OR FORECASTS OF 
FUTURE EVENTS.  YOU CAN IDENTIFY THESE STATEMENTS BY THE FACT THAT THEY DO NOT RELATE 
STRICTLY TO HISTORICAL OR CURRENT FACTS.  THEY USE WORDS SUCH AS “ANTICIPATE,” 
“ESTIMATE,” “EXPECT,” “PROJECT,” “INTEND,” “PLAN,” “BELIEVE,” AND OTHER WORDS AND 
TERMS OF SIMILAR MEANING IN CONNECTION WITH A DESCRIPTION OF POTENTIAL EARNINGS OR 
FINANCIAL PERFORMANCE.  
 
ANY AND ALL FORWARD LOOKING STATEMENTS HERE OR ON ANY OF OUR SALES MATERIAL ARE 
INTENDED TO EXPRESS OUR OPINION OF EARNINGS POTENTIAL.  MANY FACTORS WILL BE IMPORTANT 
IN DETERMINING YOUR ACTUAL RESULTS AND NO GUARANTEES ARE MADE THAT YOU WILL ACHIEVE 
RESULTS SIMILAR TO OURS OR ANYBODY ELSES, IN FACT NO GUARANTEES ARE MADE THAT YOU WILL 
ACHIEVE ANY RESULTS FROM OUR IDEAS AND TECHNIQUES IN OUR MATERIAL. 
 
The author and publisher disclaim any warranties (express or implied), 
merchantability, or fitness for any particular purpose. The author and publisher shall 
in no event be held liable to any party for any direct, indirect, punitive, special, 
incidental or other consequential damages arising directly or indirectly from any use 
of this material, which is provided “as is”, and without warranties. 
 
As always, the advice of a competent legal, tax, accounting or other professional 
should be sought.  
 
The author and publisher do not warrant the performance, effectiveness or 
applicability of any sites listed or linked to in this Ebook.  
 
All links are for information purposes only and are not warranted for content, 
accuracy or any other implied or explicit purpose. 
 
This Ebook is © copyrighted by BrainsGoneWild.com. No part of this may be copied, or 
changed in any format, sold, or used in any way other than what is outlined within 
this Ebook under any circumstances. 
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