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27 Ways You Can Use Your Blog to 
Make Money Promoting Affiliate Offers 

 
 
If you’re an affiliate marketer, then one of your most powerful tools is your 
blog. That’s because your blog allows you to: 
 

1. Pull in traffic from the search engines. 
2. Establish yourself as a voice of authority in your niche. 
3. Cultivate relationships and build trust with your readers. 
4. Promote affiliate products and services in dozens of ways. 

 
The focus of this report is on that fourth (and last) point. 
 
That’s because so many beginning bloggers assume that putting ads around 
their blog or throwing a couple links into their content are the only ways to 
make money. 
 
Far from it! 
 
Indeed, you’re about to learn 27 ways you can use your blot to make money 
promoting affiliate offers. 
 
Let’s jump right in… 
 

1. Write a Content Post That Specifically 
Promotes an Offer 
Some of the articles you post on your blog serve the purpose of sharing good 
content as a way to earn your prospects’ trust. 
 
In other posts, you may create what amounts to an advertisement for a product 
(i.e. a direct pitch). 
 

Here I suggest that you combine the two, 
by sharing good content while also promoting an offer. 

 
Have you ever seen an “advertorial” in a magazine or newspaper? These are 
paid advertisements that look and read like articles. 
 
The reason they work so well is because:  
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 They DON’T look like ads, so people start reading them. 
 
 They contain useful information, so people keep reading them… right 

through to the advertisement (which is usually, but not always, at the 
end of the article). 

 
You can do the same thing on your blog by creating content posts that promote 
specific offers. 
 

Examples: 
 
 Create an article about how to cook a big meal for an 

event. Include affiliate links for cookware that’s designed 
for the purpose of cooking large amounts of food. 

 
 Post an article about how to teach a dog to come when 

called. Include affiliate link for a dog-training 
information product. 

 
 Write an article about different ways to style hair. Make 

sure all of these methods include the use of hair 
extensions – and then use an affiliate link to sell hair 
extensions. 

 
 Create an article about how to save for retirement. Include 

your affiliate link to a retirement savings book or ebook. 
 
 Put up an article on your blog about making money by buying 

and selling antiques on eBay. Include an affiliate link to 
eBay. 

 

2. Post a Review 
People are always looking for reviews about specific products. 
 
If you do your keyword research, you’ll see plenty of searches that look 
something like this: “[product name] review.” And that means you can pull in 
some traffic with your product reviews. 
 
But that’s NOT all. 
 

Your regular readers will also appreciate your product reviews. 
That’s because you’ve developed a relationship with these folks. 
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They trust you. And so they’re actually depending on you to give them a good 
review of products on the market. 
 
Here’s how to create a great review: 
 

Step 1: Read and use the product. 
 
This one is obvious, right? Yet some folks try to take a shortcut by 
extracting information from the sales letter and/or reading other affiliate’s 
reviews.   
 
But here’s the thing: Your potential customer could do the same thing. 
When he reads your blog, he’s NOT looking for a sales letter summary or 
a rehash of someone else’s opinion. 
 
He’s looking for YOUR opinion. And the only way you can offer it is by 
reading – and using – the product. 

 
Step 2: Craft an eye-catching title.  

 
A blog post titled “[Product Name] Review” is straight to the point… but 
it’s also boring. Instead, you can create a little mystery by using titles 
like: 

 
Example #1: The Truth About [Product Name] 
 
Example #2: What Every [Target Market Member] Ought to 
Know About [Product Name] 
 
Example #3: Seven Things You Didn’t Know About [Product 
Name] 

 
Step 3: Open your review with a summary. 

 
Some people won’t want to pick through a long review just to find out 
whether you recommend the product or not. That means you should open 
your review with a fast summary where you: 
 

 Tell the reader what the product is and what it does.  
 Share the top two or three good things about the product. 
 List one or two downsides. 
 And then close the first paragraph by letting the reader know 

whether you recommend it or not. 
 
However, just because some people want to skim the review doesn’t 
mean you should divulge everything in that first paragraph. You WANT 
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your readers to keep reading, because that gives you time to sell the 
product. 
 
Here’s how to keep them reading: Arouse curiosity in this first 
paragrap. For example, when you’re talking about a pro of the product, 
you can say something like,  
 
“This product shares something you won’t see ANYWHERE else 
(more on that in a moment).” 

 
Step 4: Provide details. 
 
Now you go on to provide a detailed, honest review – product flaws and 
all. Tell people what you liked and disliked about the product. If you used 
the product, share your results (along with any proof of your results). 
 

Tip: You’ll actually build credibility by mentioning the 
flaws and weaknesses. People will trust you more. And 
that means they’re more likely to buy from you. 

 
Step 5: Close strong. 
 
You’ve shared the good and the bad of the product. Now it’s time to once 
again restate your opinion about whether you recommend or don’t 
recommend the product. 
 
If you do recommend the product, quickly reiterate the reason(s) why, 
such as by reminding readers of the top benefits of the product. Then call 
your reader to action by specifically encouraging them to click on your 
link and buy the product. 

 
Tip: Text reviews are great – especially if you include 
screenshots or pictures of the product. But video 
reviews take it a step further since you can actually 
show someone the product in more detail, which helps 
people imagine owning the product. Once a person 
imagines owning a product, they’ve pretty much made the 
buying decision! 

 

3. Get a Guest Article From the Product Owner 
Imagine this: 
 
Someone else does all the work, and you get a cut of 50% (or more) of the 
profits. Sounds too easy, right? 
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Well, that’s exactly what happens when you ask 
a product owner to create an article for you. 

 
They write the article, but you get to include your affiliate link. And so you get a 
commission whenever someone buys through your link!  
 

Added Bonus: Your blog gets a boost in credibility when a 
well-known expert (maybe even a niche “celebrity”) blogs on 
your site. When you associate yourself with experts, people 
will assume you’re one too! It’s a great way to instantly 
establish yourself in any niche. 

 
Below is an email template you can swipe. (Note that this tactic works 
particularly well if you’ve already made some sales for this particular vendor, 
meaning he or she recognizes your name.) 
 

------------------- 
SUBJECT: [Name], I’d like to feature you on my [name of niche] 
blog… 

 
Dear [Name], 
 
My blog readers want to hear from you! If you have 15 minutes, 
then I’d like to introduce you to [number] potential 
prospects. 
 
Here’s the scoop… 
 
My readers are hungry to know more about [a solution to a 
niche problem]. Obviously, the best solution on the market is 
your [name of product]. 
 
If you check your records you’ll see I’m already actively 
promoting your product. But I think I can get you even more 
sales if you agree to write a guest blog post on [url of 
blog]. 
 
All you have to do is write a short article that answers the 
question, [pressing niche question]. Then I’ll post your 
article with your byline and my affiliate link. 
 
You should enjoy more sales within hours. 
 
Hit reply and let me know if you like the article topic or if 
you’d prefer to write on [another niche topic] instead.  
 
Thanks in advance! 
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Sincerely, 
 
[Your Name] 
[Your Link] 
------------------- 

 

4. Post an Excerpt from the Product You’re 
Recommending 
Let me make this clear right from the get-go: If you’re going to use this 
killer tip, you MUST get permission from the product owner. 
 
Do NOT try to interpret the “fair use” law and all of that. Just get permission 
and you won’t have to worry about stepping into any legal gray areas. 
 
With that out of the way, let’s move on the actual tip… 
 

The idea here is to post a teaser as a way to 
whet the prospect’s appetite for the information product. 

 
Remember earlier when I said that people are more likely to buy something 
once they’ve imagined themselves actually using the product? 
 
That applies here too, because reading an actual excerpt makes it easier to 
imagine ownership. 
 
With that in mind, let me give you a few ideas of how to make your excerpt 
more compelling: 
 

1) Use a screenshot (or video). Sure, you could just post a regular ol’ 
text excerpt on your blog – basically, it would look like any other 
article. But instead of doing that, instead you may consider posting a 
screenshot or a video of the excerpt. It’s that psychology of ownership 
thing again.  

 
2) Create a PDF file that mirrors the product. This one is POWERFUL. 

Instead of creating a screenshot, you create a PDF file that looks just 
like the actual product. You include the table of contents (with all but 
the excerpt chapter “grayed out” to indicate that the reader won’t be 
able to read all the chapters). You can also include the author’s page, 
copyrights, etc.  

Example: If you were excerpting something out of the 
first chapter, your table of contents might look like 
this: 
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Table of Contents 

 
Chapter 1: What Every Affiliate Should Know About 
Blogging 
 
Chapter 2: What Every Affiliate Should Know About 
Video Marketing 
 
Chapter 3: What every Affiliate Should Know About 
Social Media 

 
(And so on.) 

 
After your table of contents, you include the excerpt.  

 
However, here’s the key: You should end your excerpt in a cliffhanger 
moment! 
 

Example: If you’re excerpting out a list of 21 tips, then just 
include the first seven. In fact, you may even stop mid-
sentence! Then you include your affiliate link with a note 
telling readers to click on the link to read the rest of the 
chapter. 

 
Tip: You can include a page for each of the chapters. Except 
instead of including excerpts, you create a small ad for that 
chapter. In other words, you list the benefits and what the 
reader will discover. 
 
 

5. Interview the Product Owner 
Here’s another way to get the product owner to do almost all the work while 
you get the benefits of: 
 

 Sharing the profits. 
 Being associated with this niche expert.  

 
The only difference is that instead of having the product owner write an article, 
you interview the person. 
 

At the end of the interview you talk about 
the product (using YOUR affiliate link). 

 
Here’s how it works: 
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Step 1: You set up a teleconference bridge line (using a service like 
e-teleconferencing.com or similar). 

 
Step 2: You ask product owners to join you on a live teleconference.  

 
Tip: You can use the email template I gave you earlier, 
except modify it so that you’re asking the product owner 
to do an interview rather than write an article. Also, 
ask them for 30 minutes, 45 minutes or even an hour of 
their time. 

 
Step 3: Advertise the free (live) interview call on your blog and 
elsewhere. Also ask the product owner to tell his list and blog readers 
about the call. 

 
Step 4: Record the live call. Most teleconference bridge lines provide this 
feature and send you a MP3 file. If you have the equipment needed to 
record the call from home, you can make a backup recording as well. 

 
Step 5: Distribute the downloadable MP3 file on your site. Give it to the 
product owner to distribute on his or her site as well. 

 
One last tip… 
 
Be sure you get a lot of content during the call. 
 
DON’T turn this call into a pitch-fest, because no one likes dialing in to listen to 
ads. 
 

However, if you give your listeners good content 
that’s useful but incomplete, they’ll happily listen to your pitch 
at the end of the call (which tells them how to get more info). 

 
Example: Let’s suppose you were interviewing me about 
affiliate marketing. You could ask me questions about a 
handful of these affiliate marketing tips. 
 
We’d go over several of them in detail. And then at the end of 
the call we’d point listeners to your affiliate link for this 
report. 
 
 
 
 

http://www.e-teleconferencing.com/
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6. Use Text Ads 
Not every promotion you do needs to appear within your actual blog posts. You 
have plenty of space around your blog to insert ads. 
 
You can even use ad rotation scripts and plug-ins to find out which ads convert 
the best (so that you can show the best ads more frequently). 
 
If you want to get ad clicks, there are a few things you need to do: 
 

1) Post relevant, targeted ads. The more targeted and relevant your 
ads, the better response rate you’ll get. So that means you’ll likely do 
better if you post ads for copywriting books on copywriting blogs (as 
opposed to just posting ads for general “make money” books). 

 
Example: It’s better to post a “how to train a poodle” 
ad on a poodle blog instead of posting a general “how to 
train a dog” ad. 

 
Tip: If you’ve broken your blog up into various 
categories and subcategories, then show ads in those 
categories that are laser-targeted to the topics. 

 
2) Test the look of your ads. Many bloggers find that creating text ads 

that LOOK like content boosts their click-through rate. That’s because 
ads that look like ads are often ignored due to the reader’s “ad 
blindness.” 

 
Will it work for you? The only way to know for sure is to test it for 
yourself and see. 

 
3) Craft compelling ads. You have a targeted audience. You’re showing 

relevant, targeted ads. But you’re not going to get clicks (much less 
sales) if you’re not writing compelling ads. 

 
Here’s the key: If you’re writing a short ad, the goal of that ad is to 
GET A CLICK. 
 
Do NOT try to sell the product in that space, as you don’t have enough 
room. Instead, all your ad needs to do is persuade the reader to click 
on the ad. 
 
To do this, your ad must include a compelling, eye-catching headline 
and a persuasive body that includes a big benefit. 
Let me give you some examples… 
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----- 
Are You Poisoning Your Baby? 
New research reveals “safe” foods are actually toxic to 
your child. Click here now to find out if your baby is 
really safe… 
----- 

 
Obviously, the above ad works on shock and curiosity. But if you had a 
baby, would you click through? Probably. It’s a pretty emotionally 
charged ad.  

 
Tip: Just make sure if you use an emotionally charged ad 
that there’s a “payoff” when the reader clicks through. 
In other words, don’t use a misleading or deceptive ad. 

 
Another example: 
 
----- 
Former Waitress Strikes it Rich 
Waitress goes from $7.50 an hour to $750,000! Click here to 
get the free report that shows you how she did it – and how 
you can too! 
----- 

 
This particular ad would work well for an affiliate link that points to a 
squeeze page for a free report. 

 
 

7. Use Banners and Buttons 
You don’t have to limit yourself to plain text ads. 
 
You can also add banners, buttons and other graphical ads to your blog. 
 
Here again, the key is to test your graphical ads. 
 

Example: Some folks find that blinking and flashing banners 
are ignored due to ad blindness. Whether that’s true on your 
blog or not remains to be seen – so test it! (You can use an 
ad rotator to give your ads equal time.) 

 
In most cases, affiliate product vendors provide banners and buttons for 
affiliates. If your vendor doesn’t, just ask.  
Otherwise, you can create your own. Here’s how: 
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Step 1: Grab graphics at a cheap stock photo site like iStockphoto.com. 
Look for something eye-catching – faces, babies, money, cute animals, 
etc. (They tend to work because of the emotional reaction people get 
when they look at those sorts of photos.) Just make sure the photo is 
related to whatever it is you’re selling. 
 
Step 2: Use a graphics program like Photoshop™ or the free Gimp.org to 
create your actual banner.  
 

Note: Please note that standard banner and graphics 
sizes include 125 X 125 pixels, 120 X 24 pixels, 468 X 
60 pixels and so on. However, you don’t have to be so 
rigid. Indeed, you may find better results if you use 
nonstandard graphics, such as ovals instead of 
rectangles, octagons instead of squares and so on. Test 
it for yourself and see! 

 
Step 3: Craft compelling copy. Even though you’re creating a graphical 
banner or other ad, what will cause people to click (or not) largely 
depends on the actual words you use in the ad. Refer back to the 
previous tip to learn how to write a good ad.  

 
 

8. Give Away a Freebie 
Giving away a good freebie serves three purposes: 
 

1) You can use it to build a list (i.e., by offering the freebie in 
exchange for an email address). If you’re more interested in having 
your freebie go viral, however, then you can just freely give it away 
and ask that others do the same. Then you can include a link in the 
freebie to drive people to your newsletter sign up page. 

 
2) You can use it to build trust. People buy from those they know, like 

and trust. A good freebie that solves a problem gets people trust you – 
and that means more sales. 

 
3) You can use a good freebie to make money. Obviously, you can 

also make money with your freebie since you’ll include your affiliate 
links in the product.  

 
Here again, you can provide useful but incomplete information.  
 

http://www.istockphoto.com/
http://www.gimp.org/
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Example #1: If you’re selling product about how to train for a 
marathon, then give away a freebie that shows people what 
their first two weeks of training should look like. Then you 
direct them to the book for the complete training plan. 
 
Example #2: If you’re selling physical products that a 
marathon runner might buy (like good shoes), then you can 
offer a report with full training instructions… and your 
affiliate links to the best training products. 

 
Which brings us to the golden question: 
 
What kind of freebie should you give away? 
 

 First and foremost, your freebie needs to solve a problem in your 
niche. 

 
 Second, it must be something that people want. 

 
 And third, it must be valuable (e.g., something that people would 

buy). 
 

Tip: An easy way to find out what people want is to find out 
what they are already buying. For example, go to ClickBank.com 
and browse the relevant categories in your niche. Then create 
a “lite” version of one of the bestsellers and give it away to 
your visitors. You may even just take one topic from the table 
of contents of a bestseller and create your freebie around 
that topic. 

 
The next thing you need to take into consideration is the “format”. 
 
Here again, look to your market – what are they already buying? Whatever it is, 
deliver your solution in a similar format. 
 

For example: 
 

• Text freebies like ebooks, reports and so on. 
• Audio freebies such as downloadable interviews, audio 

books, etc. 
• Live access to teleseminars or webinars. 
• Videos. 
• Software and other tools (like WordPress plugins, keyword 

tools, spreadsheets, journals, calculators, etc). 
• And any other resources that your niche might appreciate. 
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9. Craft Appealing Titles for Important Posts 
No matter what you’re posting to your blog, you should always take time to 
craft good titles for your posts. But you need to toss in even more effort when 
you’re crafting titles for your most important posts. 
 
Here’s why… 
 

The title is the most important part of your post… 
 
The more eye-catching and compelling your title, the more people who’ll read 
your post… 
 
The more people who read your post, the more people you’ll have clicking on 
the links in your post… 
 
And the more eyeballs you get on those affiliate offers, the more money you’ll 
make! 
 
See what I mean? 
 
Plenty of your readers will just skim your post titles looking for something that 
catches their eye. That means that whether they actually read your post largely 
depends on how compelling they found your title. 
 
For example… 
 
Your prospects are skimming titles and they see a post called “Dog Training.” 
Does that send your readers scrambling to click on that link? 
 
Probably NOT. It’s more likely to send them scrambling to bed for a nap. 
 
Now consider some of these bland titles reworked into eye-catching titles: 
 

“Dog Training”  “The Seven Training Secrets Your Dog Trainer 
Doesn’t Want You to Know!” 
 
“Making Money”  “The Truth About Making Money Online!” 
 
“Overcoming a Fear of Heights”  “How a Guy Who Was Deathly 
Afraid of Heights Overcame His Fear to Become a Pilot!” 
 
“Save Grocery Money”  “The Secrets of Saving $247.89 On Your 
Grocery Bill Every Month!” 
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“Learn to Paint”  “How to Paint Masterpieces like Picasso… 
Even if You’re Colorblind!” 
 

 

10. Link to Your Strongest Blog Posts 
If you carefully track your posts, you’ll find that some have considerably higher 
response rates than others.  
 
Of course as you make more blog posts, your older posts will drop off your front 
page and eventually just get lost forever in the cemetery of your blog archives. 
 
And then your income from that post dries up faster than rain in the desert. 
 
The solution? 
 

Promote your high-converting posts! 
 
One of the best ways to do that is to write related posts that promote your 
high-converting post. 
 
Your related post can link directly to your high-converting post (e.g., you 
include a specific call to action where you tell readers to click through and read 
the other post).  
 
You can also include a “resources” section at the bottom of your new post that 
points to the high-response posts. 
 

Example #1: Let’s suppose one of your highest-converting posts 
on a diet blog details a simple nutrition plan. You can write 
related posts on topics such as: Why sugar is evil; the 
importance of water; how many calories to eat in a day, etc. 
Then link to the original nutrition plan from within these 
posts. 
 
Example #2: Your homeschooling blog has a high-converting post 
that’s all about how to make a good lesson plan. You can 
create related posts such as how to create a good earth 
science lesson plan, how to create a good math lesson plan and 
so on. Then send people to your original lesson plan post for 
more tips and tricks. 

 
Note: Don’t just link to the high-converting post. Instead, give your readers a 
REASON to follow the link. To do that, create a mini-ad at the end of your post.  
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Example: Click here to discover what the best homeschooling 
mom’s know about creating good lesson plans. 
 

 

11. Create an Evergreen Tip of the Week List 
Earlier I mentioned that you should create posts that promote specific offers. 
Here’s something that’s related to it: 
 

You can create a list of weekly evergreen tips that promote specific 
offers. 

 
Not only does a weekly tip give you the chance to promote a new offer every 
week, it also makes your site “sticky” (since readers will regularly return to see 
what tip you’re offering this week). 
 
First, a definition: Just as the word implies, evergreen means that that tip 
doesn’t get old, stale and outdated. It’s time tested and proven. It will work just 
as well a year from now as it does today. 

Example: Telling people to use a new and controversial 
supplement as a diet aid isn’t an evergreen tip. That’s 
because the supplement may later be proven to be ineffective 
or even dangerous.  

 
However, you can offer tips on nutrition and exercise instead. 
For instance, cutting calories by skipping dessert is an 
evergreen tip since it will always be sound advice. It works 
today, it worked last year and it will work next year. 

 
Note: Even if the product you’re promoting is new, don’t call it “brand new” or 
make mention of it being released “this week.” That sort of language dates your 
post, which means your tip isn’t evergreen. If someone comes to your blog and 
reads about a three-year-old product being “new,” they’ll get the impression 
that your weekly tips are stale. 
 
All you have to do is create space on the front page of your blog that advertises 
your weekly evergreen tips. You may choose to just create a category on your 
blog (e.g., “Weekly Weight Loss Tips”). 
 
Either way, make sure the list is easy to spot. 
Then add an evergreen tip each week. You can either provide useful but 
incomplete information or you can provide “how to” information that requires 
the reader to buy a specific product in order to truly use the information. (We’ll 
talk about this more just a little later in this report.) 
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12. Offer Free Ad Space to Your Buyers 
One way to instantly boost your affiliate income is by adding value to your offer. 
 

That means you might create a bonus report, video, audio, software 
or other tool and offer it to anyone who buys through your link. 

 
Now if you look around your niche, you’ll notice that this idea is catching on. 
 
More affiliates are realizing they need to add a bonus in order to entice 
customers to use their affiliate links. This is especially true in the “make money” 
markets, where bonus-competition can be particularly fierce (especially around 
the launch date). 
 

Here’s an idea: If you have a busy blog and/or one with high Google 
Page Rank (especially a business or marketing blog), offer ad space to 
anyone who buys through your affiliate link. 
Obviously, you can’t offer this to hundreds of people without diluting your 
offer. However, it’s this scarcity that will make your offer even more 
compelling. 
 

Example: “Order now through this link and you’ll get FREE 
advertising on the [name of blog] blog! Get your offer in 
front of thousands of cash-in-hand prospects. But hurry, 
this offer is only good to the next 15 9 people who act 
now!” 
 
 

13. Create a Featured Space for a High-
Converting Post 
Just a few minutes ago you discovered that one way to get more eyeballs on 
your high-converting posts is by promoting those posts using other posts. 
Here’s another way: 
 

Make a permanent, featured spot for your highest-converting post. 
There are a few ways to do this. If you’re using WordPress you can try the 
following three methods: 
 

 Turn your high converting post into a “page” on WordPress. 
Then create a teaser and link to this page from the front of your blog. 
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 Some theme layouts allow you to make certain posts 
permanent, meaning they’ll always appear on your front page. This is 
the preferred method, since it puts the post right in front of your 
readers. 

 
 Create a teaser paragraph and place it in your sidebar, along 

with a link to the high-converting post. (Note: By teaser 
paragraph, I mean post the first few lines of the post and/or a reason 
why the person should click through to read the test of the post.) 

 
Tip: You can use a rotator plugin to rotate between a 
few of your highest-converting posts. You can do a 
search at WordPress.org “Plugin Directory” as “rotate” 
to find some useful and free plugins. 
 

 

14. List Resources at the Bottom of Your Posts 
If you’re selling information products, then each and every blog post you make 
gives you a perfect promotional opportunity. 
 

All you have to do is list two or three 
“recommended resources” at the bottom of every post. 

 
These recommended resources are, of course, your affiliate links to related 
products. 
 

Tip: Instead of posting a list of recommended products, you 
can also post links to previous articles – especially your 
high-converting posts. 

 
Also, instead of “Recommended Resources,” you can also test out other phrases 
such as: 
 

 “Further Reading” 
 “For Further Reading” 
 “Recommended Books” 
 “Resource Suggestions” 
 “Product Recommendations” 
 “More [topic] Solutions” 
 “My Favorite Solutions” 
 “My Favorite Related Books” 
 “Here are the products I use and recommend…” 

 

http://wordpress.org/extend/plugins/search.php?q=rotate
http://wordpress.org/extend/plugins/search.php?q=rotate
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15. Exchange Guests Posts With a Blogger In 
Your Niche 
Earlier you found out that you can get free content and more sales by asking 
the product owner to be a guest blogger. 
 
Here’s a related idea: Ask other bloggers in your niche if they’d be interested in 
swapping content.  
 
In other words –  
 

You become guest bloggers on each others’ respective blogs. 
 
Not only do you get fresh content from each other, you also get traffic and links 
from the other person’s blog. 
 
Wait, hang on, back the joint-venture freight train up – am I suggesting that 
you swap content with a competitor? 
 
Yes, I am. (In some cases.)  
 
Obviously, if you’ve built a blog that promotes just one product and you ask 
another blogger who primarily promotes the same product to swap articles, he’ll 
probably refuse. But if you’re just two bloggers in the same niche, he’ll probably 
jump at the chance to get an influx of new, targeted readers to his blog.  
 

Tip: In addition to swapping content with someone who has a 
highly related blog (e.g., you both have affiliate marketing 
blogs or homeschooling blogs), you can also swap content with 
complimentary blogs.  

 
Example #1: A jeweler and a florist may serve the same 
niche (e.g., people getting married)… but they compliment 
one another rather than compete against each other. 
 
Example #2: Roofers and electricians both serve people 
who are building houses, but these two people don’t 
compete. 

 
Here’s how to do it in three easy steps: 
 

Step 1: Search for related or complimentary bloggers in your niche.  
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You probably already know many of the bloggers in your niche. But to 
find those you don’t yet know about, simply go to Google and enter your 
niche keywords alongside the word “blog.” 

 
Example: 
 
• Sunday School Blog 
• Organic gardening blog 
• Marathon training blog 

 
Note: If you’re just getting started with your blog, do note that the 
owners of the biggest and busiest blogs in your niche may not be as 
receptive to your offer, since swapping articles isn’t a fair trade. 

 
If you’re dealing with someone who has a busier blog than you, there are 
a few things you can do: 

 
a) Focus on blogs that are similar to your blog in terms of size and 

traffic. That way you’re making fair trades. As your blog gets bigger 
and busier, you can start trading articles with other bigger and busier 
blogs. In other words, work your way up. 

 
b) Offer something else to the blog owner. If merely swapping 

content isn’t a fair trade, then add something to your offer to sweeten 
the pot.  

 
Examples: 

 
• Create a guest post that includes an affiliate link to a 

two-tier affiliate program. Have the other blogger sign 
up for the affiliate program using your link. Then 
promote the product using his affiliate link. He gets the 
first tier commission and you get the second tier 
commission. 

• Create a guest post that includes a link to an affiliate 
product in the body of the article and a link to your 
blog in the byline. Let the blog owner use his affiliate 
link in the body of the article (while you still get the 
byline).  

 
Step 2: Do your due diligence. 

 
You don’t want to associate your name with someone who’s shady, as 
people will assume you’re shady too. So plug this person’s name, blog 
name, and any other links, products and email addresses into Google to 
see if you’re dealing with someone with a good reputation. 
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Once you’re satisfied that you’re dealing with someone with a good 
history, then you can make your offer… 

 
Step 3: Send your proposal. 
 
Here’s an email template you can swipe, modify and use: 

 
------------------- 
SUBJECT: I’d like to feature you on my blog, [Name] 
 
Dear [Name], 
 
[Your Name] here from [your blog link]. I’m writing to 
propose an easy way for us to both get more blog traffic 
and sales: Namely, by swapping guest articles on our 
blogs. 
 
Here’s what you can expect in terms of traffic… 
 
I have [number] people subscribed to my RSS feed and 
[number] of unique visitors each day to my blog. If you 
become a guest article, you can expect at least [number] 
people to read your post – and if you create a good 
byline, a good number of those should click through to 
[name of blogger’s blog]. 
 
All you have to do to get this traffic is agree to write 
a unique article for my blog (and let me post a unique 
article to your blog).  
 
Hit reply and let me know if you prefer to write an 
article about [topic suggestion 1] or [topic suggestion 
2]. 
 
Thanks in advance! 
 
Sincerely, 
 
[Your Name] 
[Your Blog Link] 
 
P.S. Since you’re an expert on [topic], I know my 
readers will be thrilled to hear from you! I’m looking 
forward to it too… 
------------------- 
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16. Share a Case Study 
If you’ve built up a good relationship with your potential buyers, then they trust 
you. And that means that your product reviews and pitches will be warmly 
received and turn out high conversion rates. 
 
But here’s the thing… 
 
If you don’t actually try the product, then you’re left with a fairly weak review. 
At worst, your review for a book reads something like, “Great book! Fast read! 
Awesome ideas! Can’t wait to try it!” 
 
Really, that’s a non-review. 
 

------------------- 
Side Note: If you’re an expert in the field, then you’re in a 
position to evaluate a product better (even without trying 
it). 
 
As an example, an expert copywriter will know whether a 
copywriting book provides good information on writing 
headlines or whether it’s just fluff and theory. The expert 
has experience to back up his opinions and reviews. 
------------------- 

 
However, if you’re promoting nonfiction information products, then you can bet 
your readers aren’t all that interested in whether the product reads like a 
Steven King novel. 
 
Instead, they want to know if the information works. 
 
They want to know if the information will solve their problems. And even though 
you and the vendor say it solves their problems, they want PROOF. 

That’s where a good case study can come in. Instead of 
merely offering a review, you use the product and track your results. 

 
If it’s something that takes a while (like losing weight, getting ranked in Google 
or learning a complex skill), then you can create a special place on your blog 
where you regularly update readers on your progress. 
 
If you’re doing something that just takes a few hours or a few days (like 
following making candles), then you need only write one blog post that explains 
your experience and shows the results. 
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Tip: Instead of merely giving a description of your results 
and the process, show proof. Provide pictures, videos, 
measurements and so on. 

 
Here are a few ideas of case studies: 
 

 Selling a recipe book? Hold a dinner party and make the 
meal using a couple of the recipes. You’ll talk about how 
easy or hard it was to make the meal. You can include 
videos and other testimonials from guests raving about the 
food (recipes). 

 
 Selling an affiliate marketing book? Track your progress 

for 30 days, checking in daily to show your readers what 
you’re doing and what results you’re seeing. Build 
curiosity by saying things like, “Today I’m using the 
strategy described on page 39.” 

 
 Selling poodle grooming video? Show the before and after 

pictures of the poodle you groomed. Here you can also sell 
accessories such as clippers, clipper oil, combs and 
similar. 

 
 

17. Create a Resource List 
Earlier I mentioned that you could include a short list of two or three 
“recommended resources” at the end of your posts. Here’s another idea: 
 

Create a spot on your blog for a resource list. 
 
If you’re simply posting a list of resources (such as a list of books), then you 
can post this list in a permanent place on your blog, such as on your sidebar. 
If, however, you’re adding more information – such as reviews or comments on 
the resources – then you’ll want to create a regular post. 
 
You can then link to this post from your front page (e.g., from your sidebar). 
 

Example: 
 
• The Top Five Ways to Build a List 
• The Seven Business-Building Tools I Couldn’t Live Without 
• The Ten Books Every Copywriter Ought to Know About 
• The Three Keyword Tools Your Competition Doesn’t Want You 

to Know About 
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• My Top Five Income Generators 
 
 

18. Create an Interesting Category That 
References Offers 
Here the idea is to create a category where you can make posts (such as “how 
to” posts) that reference offers.  
 

Tip: The bonus of creating a category is that if you post 
regularly, then you’ll get people visiting your blog regularly 
in order to read your weekly posts. In other words, it becomes 
a feature on your blog that people look forward to. 

 
Let me explain… 
 
I have a “How Would You Do It” category on my blog, where I take hypothetical 
situations and give my response. One of the posts is how to make $20,000 in 
45 days.  
 
I lead the reader step by step through my plan. At the end of the post, I include 
three resources they’ll need to make the plan work. 
 
Here are three other ideas to get you thinking about how you can use this tip on 
your own blog: 
 

• You’re selling the George Foreman Grill. You create a “Will 
It Cook It?” category, where you cook something on your 
grill and post the results (and the video) on your blog. In 
addition to selling the grill, you can also sell things 
like mail-order meats (think OmahaSteaks.com), seasonings, 
recipes, etc. 

  
• You run a dog trick-training blog. You create a “What Fido 

Learned This Month” category, where you teach your dog Fido 
a new trick and post the results (and the video) on your 
blog. 

 
• You run a “Do It Yourself” home repair blog. Every week you 

post a question such as “How Would You Fix a Squeaky 
Floorboard?” along with your answer. You sell “do it 
yourself” information products as well as the tools needed 
to accomplish the task. 

http://www.jimmybrown.com/20000-in-45-days-from-scratch/
http://www.jimmybrown.com/20000-in-45-days-from-scratch/
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19. Share Something Without Telling Too Much 
I’ve touched on this tactic elsewhere in this report, as it works really well for 
selling information products. Basically, the idea is to give useful but incomplete 
information.  
 
You share… but you don’t tell too much. You leave a little mystery and stir up a 
little curiosity. You leave a few missing pieces.  
 
And the only way for the person to satisfy their curiosity and/or get the 

complete workable plan is by purchasing the product. 
 
One way to do this is to create an article that tells the reader what to do, but 
not how to do it. 
 

Example: 
 
• An article on dog training references “crate training” as a 

means of housebreaking, but it doesn’t explain in detail 
how to crate train the dog. 

 
• You create a post on search engine optimization, with one 

of the tips being that they need to get one-way incoming 
links to improve their rankings. However, you don’t tell 
people exactly where or how to get those links. 

 
• You run a bodybuilding blog. You give people a complete 

weekly training schedule, that includes how many reps and 
sets they need to do for each exercise. The only thing you 
don’t tell them is HOW to perform the exercise (e.g. the 
safe way to perform a squat). They need to buy a 
bodybuilding video to learn that part. 

In other cases, you can tell the reader what to do and tell them how to do it as 
well – but you don’t provide the complete instructions (useful but incomplete). 
 
Let’s go back to the search engine optimization example of how to get one-way 
incoming links…  
 
Now you’d tell people what to do (get links) and you’d give them some 
information about how to do it. 
 

Example #1: You might offer readers five different ways to get 
links. But then you’d point to a resource that shows them 15 
different ways to get links (and how to get links from sites 
with high Google Page Rank). 
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Example #2: Let’s suppose you write an organic gardening 
article about using beneficial insects to prey on the harmful 
insects. You’d tell the reader how to attract or introduce 
various beneficial insects to their garden. 
 
However, the part you’d leave out is WHICH beneficial insects 
kill which pests… so the reader doesn’t know what they should 
focus on attracting. The only way they can find out is by 
purchasing an organic pest control ebook.  
 

 

20. Comment On Product News 
Usually when you link to a product, you’re doing so through a “how to” article, a 
product review or comparison, a case study or even via a direct product pitch. 
 
In other words, most of the time you’re linking with the clear intent of wanting 
the reader to purchase the product. 
 
There’s nothing wrong with that. 
 
However, you can keep things “fresh” on your blog by introducing different 
types of posts. In this case –  
 

You may comment on niche news – and in particular, 
you can comment on the specific product you’re promoting 

(or even the news about the product owner). 
 
Let me give you a few examples of “sneaky” ways to slip your affiliate links into 
your news/commenting posts… 
 

 You sell marketing products. Right before a big launch, you 
tell your blog readers to join the marketer’s product 
launch list “just to watch the marketing process.” While 
you’re posing it as an educational process (and you can 
comment on this process on your blog as it unfolds), some 
people will go on to buy the product. 

 
 You’re selling a book about how to write good sales 

letters. You analyze the sales letter for this product to 
point out all the good copywriting elements the author used 
to create his own sales letter. Some of your prospects will 
buy the book as a result of reading the sales letter in 
such detail. 

 The product you’re promoting just won some type of industry 
award or other honor (such as hitting the top of a 
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bestseller list). You can comment on this news by telling 
your reader why this particular product deserves this honor 
– and in doing so, you’ll get a chance to share more 
product benefits with your prospects. 

 
 A product owner is upgrading and re-launching an older 

product. You can tell your readers why the old version was 
good and why the new version is even better. 

 
 Two marketers with competing products start “dueling” 

publicly to outdo each other. You can do a product 
comparison to let your readers know which product you think 
is better (and why). 

 
 

21. Create an About Page With Links 
Typically your posts should be about your readers, their problems and how to 
solve their problems. If you talk about yourself, it should mainly be to the 
extent that it helps your reader’s solve their problems (and/or to the extent that 
it helps you build credibility so that your readers start trusting you).  
 

Tip: You can talk about your accomplishments if it helps prove 
to your readers why they should listen to you. But keep it 
relevant. For example, your marketing blog readers probably 
don’t care if you won a track and field trophy when you were 
in eighth grade. 

 
You may also speak briefly about your personal life, such as 
marital status, kids, where you live, etc. But keep it short. 
 
You only mention this a way to help your readers get to know 
you (which helps spur sales). But you don’t actually want to 
make this the focus of your About page. 

 
You see, just because your “About” page is supposedly about you doesn’t mean 
that it should be ALL about you. 
 
If you write a bio that’s mainly a back-patting ego massage for you, you’re not 
serving your readers. 
 
You’re NOT helping them. (And you’re not making any money, so you’re not 
helping yourself either.) 
 
Instead, you can use your About page to: 
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1) Tell readers who you are and why they should listen to you.  
 

Example: A search engine optimization expert might tell readers 
how many pages they have in the search engines that rank #1 for 
competitive keywords. A cooking expert might talk about studying 
under a famous chef. A person with a “how to write a book” blog 
might talk about how many books they’ve had on the bestseller 
lists. 

 
2) Give readers a small glimpse into your person life so they feel 

like they can get to know you. 
 

This is where you briefly mention personal facts such as where you 
live, marital status, kids, pets, etc. 

 
Tip: If any of these personal facts are associated with 
your blog, emphasize it. For example, a person running a 
dog training blog should post pictures of his or her 
dogs. 

 
3) And then promote something that will help them. 
 

Here you can post something such as your personal story to overcome 
a problem, and which product helped you overcome that problem. Or 
you can post something like “what I learned from my mentor,” along 
with links to your mentor’s product. 
 

 

22. Create a Recommended Resources Page 
So far you’ve discovered that you can promote products by listing resources at 
the bottom of posts and by creating a “top ten” resource list in your sidebar. 
 
Here’s another idea: 
 

Create a recommended resources page. 
 
In order to get the most visibility, the link to this page should sit right at the top 
of your blog alongside the link to your “About” page. 
 
In addition, you should promote this page in your other posts.  

Example: The end of your articles may close by saying 
something like, “Check out the recommended resources page to 



www.PLRContentSource.com  Page 28  

see which tools I suggest you use to get the job done right.” 
Naturally, you should include direct link to the page. 

 
Here you don’t have to limit yourself to two or three resources or to a “top 
seven” or “top ten” list. Instead, you can categorize various tools and resources 
and list them ALL on this one page. 
 

Here are three examples: 
 
• An online marketing blog could include a “tools and 

resources” section, with the resources listed under 
categories such as domain registration, web hosting, 
keyword research, graphics, web design, PDF conversion, 
blog software… and so on. 

 
• A tennis blog’s resources section might include categories 

such as equipment, clothing, books, videos, etc. The 
information products may be further categorized by topics 
such as serving, the mental side of the game, etc. 

 
• A blog about collecting antique pocket watches might 

include resources such as where to find these antiques 
online, how to preserver them, how to identify them and so 
on. 

 
 

23. Break Up Your Post With an Ad 
Earlier I told you about how you can surround your blog with text ads, banners, 
buttons and similar. 
 
That means you can place ads in your sidebar, at the top of your blog as well as 
at the bottom of your blog. 
 
But there’s another place you can put ads – namely, by breaking up a post and 
putting your ad into that space… 
 

----- 
Here’s how to start making more money from EVERY blog post you 
write! Get more readers, more subscribers and more sales… 
fast! Click here to get your free report… 
----- 

 
Wait, did you see what I just did above? 
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That’s an example of how you might break up a post on your blog by inserting 
an ad. Note how the fictional ad I just posted was highly relevant to the content 
of this tip. 
 
Here are five other things you should know about this strategy: 
 

1) DO need to test this to see what types of ads bring you the best 
results. Many marketers find that putting ads that “blend in” with the 
content turn out the best results (since some readers have ad 
blindness). Test it for yourself and see. 

 
2) DO use this tactic with long posts. See, breaking up a 250 word 

post works as well since the post is so short. Use this technique when 
you’re dealing with longer posts, such as those that are 600 words or 
more. 

 
3) DO make sure you’re inserting ads that are highly relevant 

(targeted) to the content. 
 

4) DON’T insert ads for one product if you’re trying to sell a 
different product within the actual post. Doing so will just distract 
the readers. And for sure don’t insert Google AdWords ads into a post 
where you’re trying to sell something else.  

 
5) DON’T solve your reader’s problem entirely with your post. If 

you solve the reader’s problem, she has no reason to click on the ad. 
Remember, provide useful but incomplete information. 

 
 

24. Pitch Your Products and Offers Directly 
So far you’ve discovered nearly two dozen ways to promote your affiliate links 
on your own blog. Some of these methods have you putting an ad directly on 
your site (such as listing resources on your sidebar). Some of them have you 
writing content posts that include recommendations for resources. And while 
these are all good tactics, sometimes you can write a direct pitch and post it. 
 

In other words, on occasion you can and should post a direct ad. 
 
The key phrase here is “on occasion.” 
 
You see, if you posted all ads on your blog, hardly anyone would read your blog. 
It would be like subscribing to a newspaper just to read the classified ads. Some 
people would – but a majority would want content wrapped around those ads. 
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However, an occasional product pitch can be quite powerful. And if you truly use 
this tactic sparingly, you’ll likely find that you get a high response rate.  
 

Tip: Your job is to help your readers – and if pitching a paid 
solution helps them, then there’s nothing wrong with posting 
these pitches directly into your blog. In other words, don’t 
be afraid to offer a solution to your readers just because the 
solution comes with a price tag! 

 
If you’re pitching affiliate products, the product owner probably provides ads 
that you can use. In most cases, however, you shouldn’t use these ads “as is.” 
 
You may use these ads as the basis for your ad, but you should rewrite it into 
your own words, offer a review and give your readers reasons they should buy. 
Your readers will respond much better to it when it’s written in your “voice.” 
 
Then (as mentioned in a previous tip) attach an eye-catching title to your pitch. 
 

Examples: 
 

• The Top Five Reasons You Need to Get Your Hands on [Product 
Name] 

• How to Turn $10 into $1000 In Just 30 Days 
• Should You Buy [Product Name]? 
• Thinking of Buying [Product Name]? Read This First… 
• The Truth About [Product Name] Might Shock You… 
 

 

25. Use a Survey or Quiz That Redirects to Offers 
One way to make your blog “sticky” (meaning your visitors return again and 
again) is to add interactive features to your blog. 
 
Obviously, your comments section is one of your main interactive features. 
 

However, another way to get your readers is involved is by posting 
surveys. 

 
Tip: Another bonus of offering surveys is that you get a 
chance to collect useful information from your prospects. 
Doing so will help you create more targeted posts and offers. 
Keep in mind, however, that you may get biased answers, as 
only a subset of your niche will actually answer a survey.  
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In addition, you’ll get biased answers if you create “leading 
questions.”  
 
Here’s an example of a leading question: “Cesar Milan just 
released his best dog training book yet. How would you rate 
this product?” 
 
Another example of leading question: “If you could only have 
one book on search engine optimization, would you rather read 
John Doe’s book or get high rankings using Joe Blow’s 
product?” 

 
While the information you collect may be useful, here’s how to make this tip 
super-profitable: Redirect the user to a specific product based on their 
quiz score or based on their answers to a particular survey question. 
 
Let’s suppose you’re selling online marketing information. You could create a 
marketing quiz that gives you an idea what level of information the prospect 
needs.  
 

Example: You create a ten point quiz where the prospects score 
one point for each correct answer. Those scoring nine and 
above are experts, those who score five to eight are at the 
intermediate level, and those who get less than five answers 
correct are beginners. Depending on their score, the survey-
takers are then redirected to a beginner, intermediate or 
expert level product. 

 
Alternatively, you can create a survey where you’re simply collecting 
information about your readers’ problems and needs. 
 
In continuing with the above example, you might ask your online marketers to 
tell about their most pressing problems and needs. Your choices might include 
copywriting, SEO, PPC, blogging… and so on. Then you: 
 
• Redirect those who answered “SEO” to a product that will teach them about 

SEO. 
 
• Send those who answered “PPC” to a pay per click product. 
 
• Show those who answered “copywriting” a copywriting product. 
 
• And show a blogging product to those who chose “blogging” as their answer. 
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Here’s a script that allows you to show different messages to your prospects 
depending on their survey score: 
http://www.prezzatech.com/land/featurelist.aspx.  
 
You can use SurveyMonkey.com to redirect users to a specific product 
depending on their answer to a specific question. 
 
 

26. Make a “Today’s Featured Resource” Section 
Here’s another way to make money with your sidebar: 
 

Create a section that displays “Today’s Featured Resource.” 
 
Instead of just leaving a link, you should include a headline, an ecover graphic 
and a short description that entices people to click on the link.  
 
Here’s an example: 
 

------------------- 
 
Today’s Featured Resource 
 
Who Else Wants to Make More Money? 
[ecover graphic] 
 
 
See how this former pig farmer made $13,764 in his first 30 
days of blogging – and how you can too! Click here for the 
surprising details… 
------------------- 

 
In order to make this feature of your blog sticky so that reader’s eagerly come 
back regularly, you can create a sense of urgency. 
 
Instead of just having a featured resource, you can offer this resource 
with a discount or bonus offer that’s only good for the next 24 hours. 

 
If you choose to offer a discount, email the vendor and ask them if they’d be 
willing to give your readers an exclusive discount for 24 hours. If the vendor 
uses a payment system that accepts coupons, he can give you a coupon code. 
Otherwise, he can set up a special link for you with the discount price. 
 
If you’ve made sales for this vendor before, he may be willing to offer the 
discount price while keeping your commission level intact. If he doesn’t accept 

http://www.prezzatech.com/land/featurelist.aspx
http://www.surveymonkey.com/
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that, then negotiate – ask for the discount price while also slashing your 
commission rate (in effect, you’re giving part of your commission to the 
customer).  
 

Example: Let’s say it’s a $100 product, and usually you get a 
$50 commission. You can split this $50 with the customer, so 
that they get the product for $75… and you get a $25 
commission. Most vendors will accept this offer because they 
get the same amount of money. 

 
If instead you’d rather offer a bonus to your customers, then create a 
complimentary product. 
 

Examples: 
 

• If you’re selling a search engine optimization book, you 
can include a bonus report that shows your prospects how to 
write engaging articles that suck in traffic from Google. 

 
• If you’re selling software, you can include a free report 

on how to unleash the full power of that software. (And if 
the installation instructions are poor, you can offer free 
installation and/or installation videos.) 

 
• If you’re selling a book about “going green” (saving 

energy), then you can include a bonus report on hypermiling 
(which is adjusting your driving habits to increase your 
car’s miles per gallon). 

 
 

27. Give Away a Kit to Your Readers 
Two or three times a year you can create a free kit that you give to your 
readers and subscribers. This kit should include several ebooks, reports, videos, 
software scripts and other resources that your prospects need and want. 
 

And every product in your kit should include 
your affiliate links to related products. 

 
Note: Private label content is content that you can modify in just about anyway 
you’d like (as long as you follow the PLR license terms that come with the 
product). So if you don’t want to create this kit yourself, simple search in 
Google for your niche keywords alongside the term “private label rights” or 
“PLR.”  
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Example search terms: affiliate marketing PLR or health and fitness PLR. 
 
Let me give you two examples of kits you can put together: 
 

Example #1: A copywriting kit might include: 
 
• A book about how to write killer sales letters. 
• A report about how to write a great headlines. 
• A swipe file collection. 
• A sales letter dissection on video. 
• An interview with a known copywriting expert. 
 
Example #2: A blogging kit might include: 
 
• A video that shows people how to set up a WordPress blog. 
• A collection of free WordPress themes. 
• A list of the best WordPress plugins. 
• A book that teaches people how to write a blog that 

everyone wants to read. 
• An interview with a blogging expert that tells people the 

top seven ways to monetize their blog. 
 
 

Conclusion 
Congratulations – you now know 27 ways to rake in affiliate commissions using 
your blog. And –  
 

That puts you in a very elite minority of affiliates 
who REALLY know how to unleash the full power of their blog! 

 
As I told you before, may beginning affiliates just post articles with affiliate links 
and post ads in their blog sidebar – and that’s it. But as you now know, those 
two steps should be just a tiny part of your overall strategy.  
 
Indeed, you should incorporate as many of these methods as possible. 
Each of these methods when applied individually will drop extra cash into your 
bank account.  
 
But when used together, these methods will turn an income stream into a 
raging flood! 
 
However, this strategy won’t put money into your account automagically. Just 
knowing about these methods won’t increase your income this year. 
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No, you need to put this strategy to work. 
 
And that means you need to start applying these tips one by one until your blog 
is a lean, mean, selling machine! 
 
One last thing: The best time to start is right now… because the sooner you 
unleash the full power of your blog, the sooner you’ll start enjoying a bigger 
income! 
 
 
 
 

 

http://www.plrcontentsource.com/
http://www.plrcontentsource.com/�
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