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If you purchased or received this from anyone other than directly from  

Jim Edwards please notify us immediately at www.ebookfiresupport.com .  
 

Limits of Liability / Disclaimer of Warranty: 
The authors and publisher of this book and the accompanying materials have used their 
best efforts in preparing this program. The authors and publisher make no representation 
or warranties with respect to the accuracy, applicability, fitness, or completeness of the 
contents of this program. They disclaim any warranties (expressed or implied), 
merchantability, or fitness for any particular purpose. The authors and publisher shall in 
no event be held liable for any loss or other damages, including but not limited to special, 
incidental, consequential, or other damages. As always, the advice of a competent legal, 
tax, accounting or other professional should be sought. The authors and publisher don’t 
warrant the performance, effectiveness or applicability of any sites listed in this book. All 
links are for information purposes only and are not warranted for content, accuracy or any 
other implied or explicit purpose. 
 
This manual contains material protected under International and Federal Copyright Laws 
and Treaties. Any unauthorized reprint or use of this material is prohibited. 
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Introduction 
The following are questions asked by high-dollar coaching students who had access to a 
private training with me about doing interviews to create original content FAST! 
Enjoy 
 

 
Jim 
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Q&A: Small List and Getting Started 
 
STEVE: I have a very small list. So, I would interview somebody who is an expert in 
this area and be basically selling the product on a sales page, 
would be my primary number one goal?  
 
JIM: Yeah, the whole reason that you're doing an interview 
like what we're talking about here is to create a product that 
you would sell with a one- page sales letter. 
 
STEVE: Could I also do an interview where it’s part of a 
bonus or part of a book? 
 
JIM: Yeah, absolutely. 
 
I mean, it’s all information. It’s whether you want to make this the part that you sell or 
the part that you give away, or this the part that’s the bonus, the bait, whatever, to get 
people to do whatever.  
 
It really doesn’t matter.  
 
What you're doing here is creating content, using either your own expertise or somebody 
else’s expertise. But in the interview format, the asking and the answering of questions, 
whether you’re actually doing the interview of someone else or somebody else is 
interviewing you, this asking and answering of questions is the fastest way to create 
content, especially when somebody has a subconscious level of competence about a 
subject.  
 
Does that make sense? 
 
STEVE: Yes, absolutely! 
 
JIM: That’s the reason why I had Jeanette Cates interview me about mini sites when I 
did the very first teleconference, when I started promoting Mini-Site Creator.  
 
It wasn’t because I didn’t know the information and couldn’t have done it, but it was 
because I knew by having somebody else ask me the questions, that format is more 
pleasing to the ear when people are listening to a recording.  
 
And, number two, I knew it would be a way to take the pressure off of me as having to 
carry the whole show on my own; that she could ask me questions, I could answer them, 
and I didn’t have to remember where I was in the actual interview.  
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Do you see what I am saying? 
 
STEVE: Makes perfect sense to me. 
 
JIM: I think one of the other things that's important to remember is that when you first 
get started doing these, sometimes it’s pretty complex to try and keep track of where you 
are and do the recording and make sure you’re asking good questions, and stuff like that.  
 
So, the more notes you have, the more you’ve written down the more you’ve kind of 

rehearsed ahead of time, the better off you’re going 
to be.  
 
So, that’s one of the real advantages to interviewing 
somebody else, particularly when you’re getting 
started, instead of trying to carry the whole thing 
yourself, is that you then have somebody else that 
you can kind of bounce things off of to make it 
more interesting, and also to keep you on track. 
 
It really becomes a one plus one equals three most 
of the time, when it comes to an interview, because 
you hearing someone else talking about stuff when 
you're the interviewer, when you’re Howard Cosell, 

it will - “Oh, yeah, what about this?”  
 
An interview, when it’s done correctly, will cause more information to come out than was 
originally intended. And you want to remove as many of the technical hurdles as 
possible, especially when you’re first getting started doing this. 
 
The easiest way to do an interview is to sit down in the same room with somebody with a 
tape recorder with a good microphone that you pass back and forth.  
 
A better way of doing that is sitting down with a digital recorder, where you’re both 
wearing headset microphones so that there’s no variance passing the microphone back 
and forth.  
 
Does that make sense?  
 
Ideally, you’re both wearing either headsets or Lavalier microphones. But just keep it 
simple. 
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Q&A: Reading Interview More Enjoyable 
 
PATSY: Jim, this is Patsy. 
 
JIM: Hey, Patsy. 
 
PATSY: Another point, too, I feel, personally, that to read an interview is a lot better 
than reading somebody just lecturing. That way I can scan through it and say, “Oh, I need 
the answer to this question. Yeah, I like the answer to this question.” 
 
JIM: And that’s a really good point. And you know what else 
it helps you do is it helps you write your sales copy a lot 
quicker, at least, for that portion of your information product. 
Or if your information product is all interviews or it’s all an 
interview of you, then those questions become bullets on your 
sales letter. “Here are some of the questions that have been 
answered.”  
 
When we created Affiliate Business Blueprint, a big part of 
that product was Rosalind Gardner and me answering 
questions that people ask. And on the sales letter – I don't 
remember exactly how many – but when we wrote the sales copy for that particular part, 
we picked the juiciest questions that people asked. And what we found is that the people 
who had that question, who wanted the answer, ended up buying just to get the answer to 
that question. So, that’s a great point. 
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Q&A: Making Questions More Valuable for the Audience 
 
PETER: Hey, Jim, it’s Peter. 
 
JIM: Hey, Peter.  
 
PETER: I’m actually doing an interview on that Friday, or, at least, I’m being 
interviewed, and it’s to do with my seminar in February.  
 
JIM: Oh, cool. 
 
PETER: Any advice on how I can make the questions more valuable for the audience? 
 

JIM: What you need to keep in mind is that the 
questions and the answers need to be formulated. 
Well, the questions need to be formulated, and the 
answers need to be formulated also with a filter of, 
“How is this going to help the target audience reach 
the conclusion that I want them to reach or to get the 
information that I want them to get?” if that makes 
sense.  
 
So, what I like to do is pretend. When I’m answering 
questions I pretend like I’ve got one or two or three 
of the most ideal prospects, or the ideal members of 

the target audience sitting in front of me and I’m answering the question just for them, 
and that kind of helps, too. 
 
PETER: Yeah, just as you would write a sales copy letter? 
 
JIM: Exactly. 
 
PETER: Good. 
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Q&A: Who Creates and Sends the Questions? 
 
JEANETTE: Jim, do you specifically think that it’s better for the person who is being 
interviewed to send the questions or for you as the interviewer to send the questions, or 
does it matter? 
 
JIM: I think it really just depends. In a lot of cases, on the Internet and stuff people have 
pre-prepared interviews that they’re doing over and over and over, in which case you just 
want them to go ahead and send you the questions.  
 
If the person has never done an interview before, 
which as soon as you get outside the make money 
and the Internet marketing world, many people 
you’re going to interview have never been 
interviewed before. So, you really don’t want to make 
them think any more or any sooner than you need to. 
 
So, you send them a list of questions and then you 
always ask, “Well, hey, what else should I be asking 
you?” But, normally, you should be sending them the 
list of questions to them first. That’s what I have 
found. I’m talking from my experience, writing for 
the newspaper, and doing a lot of things like that. 
 
As soon as you put any kind of onus or responsibility on the person who is actually being 
interviewed, the more time and the less chance of you have of actually getting anything 
done. The less they have to do anything other than just show up and answer questions, the 
better off you are.  
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Q&A: Best Bet for Creating a Product Fast? 
 
JEANETTE: So this is our best bet for creating a product fast… doing an interview? 
 
JIM: Yes! If you want to create a product fast, the interview format is the absolute fastest 
way I know. 

 
If you’re the expert, then you have somebody 
else interview you. I know right off the top of 
my head that you can either hire somebody to 
interview you, or you find somebody who’s got 
a list who would be interested in hearing the 
interview, listening to, or reading the transcript 
and have them interview you.  
 

If you want to interview an expert, even if you don’t already have the list, like I said, as 
soon as you get outside the Internet marketing realm and you tell somebody, “Hey, it’s 
going to be part of a bigger product. It’s going to get a lot of exposure. I’ve got some 
very aggressive promotion that’s going on. It’ll only take a couple hours of your time, 
and you’re going to end up with a finished product in your hand that you can do whatever 
you want with.”  
 
You’ve got some real good leverage there. 
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Q&A: Price Points for Audio Products? 
 
PETER: What kind of price points would you put on an audio product? 
 
JIM: How good’s the information? 
 
PETER: Well, give me a range? 
 
JIM: What’s the promise?  
 
PETER: What’s the what? 
 
JIM: What’s the promise?  
 
How good’s the promise?  
 
I can tell you right now you're going to get a lot more money for 
a product that’s about how to make money. You’re going to get 
about half as much money for a “soft” product, like mental 
health, self-improvement, potty train your dog, make crafts 
from home, unless you can put a moneymaking coefficient with 
it. 
 
PETER: Right. Well, as you know, I have a stock market 
package. Now, I’ve done an interview and the audio of that 
interview is actually part of the package. But should I want to 
sell that interview separately, what would be a good price point? 
 
JIM: It really just depends.  
 
Where it’s just basically the whole thing is an interview or a series of interviews, 
specifically, the Web Law Clinic and the Affiliate Business Blueprint, and those sell for, 
like, $49 in downloadable form.  
 
But the question you need to ask yourself is, “Okay, if I want to get $97 for it, what 
would I need to add, or how would I need to present it in order to get $97?  
 
Would it need to have a workbook with it? Would it need to have a quick-start guide in a 
laminated sheet?  
 
Would it need to be on two audio CDs and a DVD case?  
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Then it can be shrink-wrapped, so all of a sudden, it’s costing me seven or eight bucks to 
produce, but I can get $97 for it because it looks like it’s worth $97?”  
 
You see what I mean? 
 
PETER: Yep. 
 
JIM: So, it depends on the promise; it depends on the packaging. That’s really what it 
depends on. 
 
PETER: Okay. 
 
JIM: And, ultimately, it’s whatever the market’s willing to pay.  
 

But I would say a good place to start, especially if it’s a really 
good interview with a really good promise, I’d start at $49 and 
work my way up. Or down, depending on how the market 
responds.  
 
I’d also position it so that there was a product right behind it that 
could either be an upsell or, you know when you ship it, it’s got 
a bounce-back offer. 
 
You know, another way you can use an interview is to do a self-
liquidating advertising model. Let’s say you interview an expert 
on a topic. I don’t know, any topic. And then you sell the 
interview basically for free on CD. All they pay is shipping and 
handling, which it then comes with a direct mail piece, which is 
nothing more than a long form, one-page sales letter printed out. 
It comes with that direct mail piece, so people are paying to 
receive your advertising. So, that’s another way you can use an 
interview. 

 
PETER: Or you can direct them to a website. 
 
JIM: Yes.  
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Q&A: Should I be Interviewed? 
 
PATSY: I have a question about the interview. 
 
JIM: Sure. 
 
PATSY: This is Patsy. This has to do with me, specifically. It would seem to me that it 
would not behoove me at this point to have somebody interview me, for example. 
 
JIM: Why? 
 
PATSY: Because would it go along with the sale of the book, or would it be in addition 
to, or would it be a separate sales page?  
 
JIM: With your book, an interview would be a way for you to get the information out of 
your head and into a physical form. 
 
PATSY: That I understand. So, that’s just 
the interview like to write the book, but 
not to put it out as an audio? 
 
JIM: Yeah, maybe it wouldn’t be 
appropriate to do as an audio, which is 
fine. I mean, that’s why I kept saying 
throughout “readers or listeners.” Let me 
give you an example, Turn Words Into 
Traffic. 
 
PATSY: Um-huh? 
 
JIM: That entire ebook was written as an interview. But it doesn’t look like an interview, 
does it? 
 
PATSY: No. 
 
JIM: Because it’s me interviewing myself.  
 
I just had a list of questions and I answered all the questions and created the book. And I 
transcribed it, or actually had it transcribed.  
 
I just recorded it right through the phone straight to I Dictate. It cost me a lot of money, 
but the reason that I ended up doing it that way was because the ghostwriter that I hired 
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was a complete and total fiasco, and I had like a week to get the ebook done. So, that was 
born out of desperation, but that was basically just me interviewing myself. 
 
PATSY: Okay. Gotcha. 
 
JIM: And if you look at Ebook Secrets Exposed, that’s David Garfinkel interviewing me. 
So that’s a good example of an information product where it was transcribed. There’s no 
audio of that available. 
 
PATSY: Okay. 
 
JIM: And if you look through that, that’s nothing but one big interview. 
 
PATSY: Thank you. 
 
JIM: Sure. 
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Q&A: Should I Include the Audio of the 
Interview? 
 
JEANETTE: Jim, isn’t there an advantage also to 
providing an interview along with the book, because I 
think a lot of people prefer listening, while other people 
prefer reading?  
 
JIM: You mean the audio of the interview? 
 
JEANETTE: Right. 

 
JIM: Sure. If possible, you want to do both, but sometimes you’ve got somebody who’s 
humming and hawing too much. I mean, all of us have enough intelligence to tell that the 
interview wouldn’t fly as an audio because it’s like listening to chalk come across a 
blackboard. But, yeah, ideally you would want to be able to provide both. Absolutely.  
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For more information on how YOU can do amazing 
interviews using my latest “Expert Interview Wizard” 
and get my “Expert Interview Secrets” training as a 
free bonus, check out 
www.ExpertInterviewWizard.com right now. 
 
Enjoy 
 

 
Jim 
 

 
 
 

http://www.expertinterviewwizard.com/
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