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Jaime: Welcome to Eventual Millionaire Builders. I’m excited to have Tim back on the 
show to tell us all his secrets. Thanks so much for coming on today, Tim.

Tim: Thanks for having me.

Jaime: In the interview we just did you were talking about this YouTube thing – any 
tips and tricks on Upsellonomics or something like that, that we can implement 
now, in the next 10 minutes.

Tim: The biggest thing with YouTube that just increased our convergence rate was 
that, before, if you wanted people to go to your website you could put a link to your 
website a the bottom and if people liked the video enough they would like on the 
link. YouTube recently instituted this new thing, I think it’s called annotations, 
where you make the video, and this makes the video creation process slower, but 
you can put an end slide at the end of every video with an action button. So now, at 
the end of every single one of my new YouTube videos, there’s a 20 second thing 
with a picture of me with my mansion and there’s a button that says ‘Click here to 
apply to be Tim’s student,’ and there’s also two videos that I show on the left hand 
side that link to those other two videos where I show two great stock trades so 
people can get those examples. So instead of just having a link at the bottom, the 
video itself is actually actionable – and that nearly doubled our conversions, 
because people aren’t used to looking underneath the video, they want the visual 
stuff.

Jaime: I use annotations but I haven’t implemented that. I know what you’re talking 
about, when at the end you have the different videos that you can actually click on.

Tim: I think it’s 20 seconds where you can put the audio of the two videos in. you 
could use 50 videos if you want, I just have two. So there’s five seconds of audio 
from each video and there’s also me saying ‘Click here to apply to be my student,’ 
so you have three options at the end of watching a video and, for whatever reason, 
those three worked the best. We tried five, we tried two, but three increases 
convergence 72%.

Jaime: And you actually sell right from there? So do you send them to a squeeze 
page after that?

Tim: Exactly – so they click ‘Apply to be my student’ and they go to a sales page, 
basically.

Jaime: That’s awesome. Can you track numbers on that? Do you know how many 
people went to each video?

Tim: If you use a special link – we use Optimizely to track all our A/B tests, so we 
have different squeeze pages and that way we can see exactly which ones worked 



the best. You can see the opt-ins coming in and it’s fantastic, so thank you, 
YouTube, and I think YouTube’s only getting better with this stuff.

Jaime: Do you send them to a squeeze page where they sign up for the application? 
Tell me the whole process that they walk through.

Tim: They go to a page where there’s a video of me saying why you should want to 
be a stock trader.

Jaime: ‘My mansion…’

Tim: Exactly, that’s what it is. I’ve done videos where I was in a beard and I had a 
hoody, my classic blogging, I’m sitting on the sofa, but this poses me nicely shaved, 
tanned, with my Lamborghini and my mansion, and it’s quadrupled the conversions. 
It’s the same, exact money you can make, but people need visual motivation so 
that’s what we give them. I don’t care – it’s not like it’s tough for me to have this 
Lamborghini and this mansion – I’m suffering here, someone has to do it, it’s a 
tough job, but we’ve got to get people to see that video. It’s a 40 minute video of 
me making 30% on a trade in an hour, which is a lot. People want to make 30% over 
the course of a year – I make it literally in an hour. So I show people how to do that 
and, at the end of the video, it’s ‘Do you believe me? Do you want to be my 
student?’ I have 20 of these videos where i make this kind of money – it’s the same 
pattern, we just need to get people to opt-in, we need people to raise their hands.

Jaime: That seems like a pretty quick sales funnel – so you go from YouTube to sign 
up to be a student?

Tim: Well we ask them to fill out a form and then we contact them. The cool thing 
about being a successful stock trading coach is that I don’t just accept anybody, 
that’s not in my own best interest. I don’t want to accept little old women who have 
nothing to do – I don’t want to get them into the stock market when they don’t have 
any business in the stock market.

Jaime: What do you have against little old women?

Tim: I don’t have anything against them. Actually one of my top students is this 
little old lady, she has nothing else to do, but by and large we don’t want that. So 
we have them fill out an application, then my team contacts them and we interview 
them. Now we have a few different products – maybe they want in-person coaching, 
maybe they want my weekly webinars, maybe they just want the daily watch list and 
access to the chat room. We have a variety of products and we like to choose the 
best so that they’re happy. That’s why our refund rates are less than 1%.

Jaime: Really?

Tim: Yeah, because everyone’s happy. I’m trying to do this for the long term, I’m 
not just trying to get as much money as I can now and then it’s over in five years. 
The cool thing about teaching something that’s real is that it can last decades or 
even centuries. Human cloning will happen!



Jaime: I know, I agree! That’s why I need so much money.

Tim: I feel like some South American country is working on it.

Jaime: We’re all going to live forever, it’ll be fun. Hence the reason why I’m doing 
this. So tell me about your sales process – because most online businesses are all 
about being online and not actually calling up customers on the phone. Tell me 
about that sales process.

Tim: I have a team of 12 people now and the leads come in and we contact them 
and we basically interview them and see their suitability and see which products are 
best for them and see if they even want it – some people we just have to reject 
because they have the worst attitudes. Again, it’s not just about making the most 
money – I think most online internet marketers make this mistake, they just take 
anybody, they just want the $97 a month, they don’t screen them, they don’t do any 
of that. We reject quite a few.

Jaime: What is your rate of making people every single month? Because a lot of 
people online last about three months and then they’re done, but you’re actually 
taking the time to chat with people ahead of time – do you know how long people 
normally last in your programs?

Tim: No. We have a good setup, it’s not perfect yet. We really have to refine that. I 
know one of my programs, it’s $99.95 a month, and that’s video lessons and that’s 
all automated, the team doesn’t contact them for that. For that one we made a 
change and before the average person lasted around 4.5 months, now it’s 7.5 
months. What we did was we introduced a 60 day video lesson series – so they get 
video lessons, one a day for two months, so they have to watch the videos over two 
months and they get initiated with the basics. I have this video lesson of over 1200 
videos but they’re only five minutes each so it’s not that much, but they need the 
basics first. It’s not organized – it’s all chronological and by tags and people don’t 
know which videos to watch, they don’t want to watch it all. It’s only 100 hours, it’s 
really not that crazy, but people think ‘100 hours of studying! That’s terrible!’ What 
about the ‘study 10,000 hours and you’ll become a master’? So I think 100 hours is 
a good deal. But the 60 video lessons has nearly doubled our rates. We like 
doubling – that’s always a good thing. If we can double or go up by 50%, we do 
more and more tests like that, that’s fantastic. And it’s no work – I just had to pick 
the 60 basic videos and put them in an automated sequence.

Jaime: So they were already done?

Tim: They were already done, I just had to figure out ‘This one goes here.’

Jaime: How did you find out that that was going to work?

Tim: We’ve had tests that haven’t worked – we created a whole syllabus with ‘Week 
One – do this. Week Two – do this,’ and no one paid attention to it. So we learned 
that they need automated e-mails – I teach degenerate traders, so they’re lazy and 



they need to be told what to do. That’s fine, I can do that. It was just a little 
programming wizardry and we did it.

Jaime: Did you find out that they’re lazy by surveying them or just by what they 
actually did?

Tim: Both. By their comments, by their actions, by these tests. I look at everything, I 
read every single e-mail, we look at all these A/B tests. I’ve lost track of how many 
A/B tests we have. We’re constantly refining – we just starting doing all these tests 
in the last two years. Before that it was just building the business and not realizing 
that we had something really sustainable or growing.

Jaime: Nice. I’m going to have to check out Upsellonomics, because this kind of 
content is in Upsellonomics, right?

Tim: Exactly. We just show step by step, because now revenue is basically doubling 
eveyr single year so we’re definitely on the right track. We’ll see.

Jaime: Sounds good to me. Thank you so much, Tim, I really, really appreciate it. 
What we’re going to be doing is creating an action guide based on everything you 
said so everyone can fill it out, go through YouTube and make sure we have the 
same process so that we can double, just like you.

Tim: Yeah, do it. Everyone’s doubling.

Jaime: Thanks so much, I really appreciate it.


