
BUILD YOUR BUYERS LIST

How to get people to pay you to be on your list…
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With David Perdew & Jen Perdew-Houlk, NAMS, Inc.



MODULE 4: BUYERS LIST 
STRATEGIES AND TECHNIQUES

How to get started building a Buyers List
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ACRONYM
S

• AOV: average order 
value

• B2B: business to business

• B2C: business to 
consumer

• CAC: customer 
acquisition cost

• CPA: cost per action

• CPC: cost per click

• CR: conversion rate

• CTR: click-through rate

• LTV: lifetime value
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• CV: customer value

• ROAS: return on 
advertising spending

• ROI: return on investment

• SEM: search engine 
marketing

• SEO: search engine 
optimization

• SERP: search engine 
results page

• TOS: terms of service

• UV: unique visitor
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WHY NUMBERS?

Copyright © All Rights Reserved, NAMS, Inc. 5

6,366 buyers

5.7% on a recurring plan

$84.45 per customer 
value

12,829 purchases

$522,741 in sales

KEY



DO YOU CARE 
WHERE THE 
BUYERS AND THE 
MONEY COME 
FROM?

Option 1: Leverage 
other people’s 

products?

Option 2: Build your 
own products?
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BUILDING A 
BUYERS LIST 

FUNDAMENTALS

Shopping for products to 
sell?
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HOW TO SELL OTHER PEOPLES’ 
PRODUCTS AND BUILD A BUYERS LIST?

• Front End

• Bridge page (list building for free – higher percentage of buyers, not all)

• Gatekeeper (pay for a convenience product to sell a licensed product)

• Lead in product (create a template or a checklist that leads to affiliate funnel)

• Back End

• Proprietary bonus (collect the buyer's info AFTER the sale)

• Integration marketing (put your offer on the thank you page)

• Shipping information (get information to deliver physical products)
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SAMPLE FUNNEL
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Your front
$1

Offer 1 Offer 2 Offer 3
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YOUR PRODUCTS

Digital or Physical?
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MORE SELLING TECHNIQUES

UP NEXT


