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Lesson Four: Implementation (Stage 1) 
 

by Dan Thies 

(Co-Founder and CEO of the Marketer’s Braintrust, Author of SEO Fast Start and The 
Search Marketing Kit, Internet Marketer Since 19941.)  

                                            
1 And after 22 years, I am, finally, all out of “old internet guy” jokes. Maybe. For now. 



It’s about time to get some campaigns running, don’t you think? 

One step at a time. 

The UTE Growth Plan 
The Universal Traffic Engine strategy is easy to operate, but does require some setup.  

In order to get the fastest possible results, we want to begin work with our Outer 
campaigns – you have to feed the funnel - and then work inward. 

It typically takes 2-3 weeks to get through the first stage of implementation, begin 
producing content, and start funneling people into your Middle campaigns. 

 Stage One – Feeding the Funnel – Outer Campaigns 

ü Accounts & Credentials 
ü Blog & Venues 
ü Stories & Feeds  
ü Content & Promotion 

This document will focus on Stage One of your implementation – getting you up and 
running. The companion video goes into more detail on what happens in Stage Two 
and Three. 

It may be tempting to skip the video, and that won’t stop you from getting up and 
running, but I’ve always found that I do better work when I can see the big picture.  

Stage Two – Optimizing the Funnel – Middle Campaigns 

ü Email List & Newsletter 
ü Remarketing Groups & Campaigns 
ü Customer & Prospect Promotions 
ü Creating Feedback Loops 

Once you have the Outer campaigns up and running, they can pretty much run on their 
own – it doesn’t require a lot of brainpower to manage it – and that allows you to shift 
your focus into the Middle campaigns, where the selling happens. 

The “standard operation” we use with our clients includes setting up an email 
newsletter, adding email optins and optin campaigns, and driving sales via email at 
least once per week. 

We also like to set up several different Remarketing “groups” – these are audiences 
who will see different campaigns depending on what they do on your website. This 
allows you to deliver the right messages to the right people at the right time.  



Stage Three – The Mad Scientist Phase 

There is no “bright line” between Stage Two and Stage Three – just a 
recognition that everything we “always” do in the Universal Traffic Engine 
system is already being done, but there is always room for improvement. 
 
This might mean experimenting with different types of content, creating “epic” 
(or at least higher-effort) content, running different kinds of campaigns, playing 
around with the frequency of your emailing, the timing of campaigns, … 

Once your selling machine is working, you can expect it to grow steadily, as 
your audience grows. What you do with the time you aren’t spending trying to 
“get traffic” is up to you. 

Two Kinds of Implementation 
I’m not going to lie to you.  

The Universal Traffic Engine training is based on the same traffic strategies that our 
clients and students have been using – and not every student who has been successful 
has used the ResultFlow software to achieve that success. 

ResultFlow is not a requirement, but unless you have a bunch of employees sitting 
around with nothing to do, it’s much easier to just use the software.  

Even if you don’t enjoy dealing with technology – ResultFlow is technology that relieves 
you of having to deal with a bunch of other technology that’s harder to use. 

However, I do recognize that some people are just flat broke and have to do everything 
by hand. I can’t promise that you’ll enjoy it, but this implementation guide will at least 
let you know what needs to get done. 

Let’s Do This! 
Stage One breaks down into 4 steps: 

1) Accounts & Credentials 
2) Blog & Venues 
3) Stories & Feeds  
4) Content & Promotion 

Altogether, this should take 2-3 weeks for most folks. You can go faster (we have had 
clients up and running in under a week) but don’t rush it – this is one of those times 
when doing the whole job is more important than doing half of it fast. 



Step	  1:	  Accounts	  &	  Credentials	  	  
In order to operate your campaigns, you will need to have some accounts with various 
services to get the job done. Nothing we need actually costs anything, and you 
probably have most of them already. 

❑ Google: You will need at least one Google Account, connected to Google 
Analytics and Webmaster Tools. If you want to publish content to Google+, 
you will need to set up a Google+ business page or profile to publish from. 

❑ Facebook: You will need a Facebook login, and you will need to connect 
that login to a FB Business Manager account to run ads for your Page. 

❑ Twitter: You don’t “need” a Twitter account, but you should have one. It’s 
free. Even if you don’t actively work on building your Twitter audience, it will 
grow anyway, because of your Outer campaign activity. 

❑ INOReader (feed reader) & Delicious (bookmarking): These aren’t 
required, but they are very useful and easy to link up to ResultFlow. You can 
also use other tools, but don’t do that just to be different. J 

❑ ResultFlow: I couldn’t resist – but since it takes 2-3 days to get your 
ResultFlow server built out and configured, you should probably sign up 
today. If not today, you’ll want do it before the “hands on help” offer ends. 

❑ Amazon / MTurk: If you will be using Amazon MTurk workers to create 
content, rather than your own workers, you need an Amazon login. 

Step	  2:	  Blogs	  &	  Venues	  
At a minimum, you will be publishing content to a blog on your website, and to 
Facebook.  

❑ Blog (ResultFlow Users): If you are a ResultFlow 
user, install the Universal Traffic Engine blog 
template.  If you are migrating existing content, 
make a full backup and follow all instructions 
carefully – when in doubt, ask for help. 
 

❑ Blog (others): Refer to the Lesson 3 PDF for a 
larger image of the post template.  
 
You will also need plugins to manage Facebook 
“og-image” tags, Twitter Cards, social sharing, 
and if you don’t like manually adding an image to 
every post, ever, a plugin to assign images to 
your posts automatically.2 
 

                                            
2 The UTE blog template is built on the Genesis theme, and includes several paid 
plugins to handle all this stuff, which we have licensed for our users.  



❑ Facebook Page: If you don’t already have a Facebook page for your business – or 
are creating a new Page for a specific campaign – set up the Facebook page, and 
add it to your Business Manager. 
 
The easiest way is to just create the page for your business as a “Website” – but if 
there is a more specific category (a local business, for example) there are good 
reasons to use it. 
 

❑ ResultFlow Setup: Following the instructions in the Setup Guide, create a new 
campaign (Persona) by using the pre-built workflow templates.  
 

1) Add your login credentials for the blog, Facebook, Twitter, and any other 
venues to the Credentials tab.  

2) Add the RSS feeds for your blog’s features and commentary categories. If 
you have existing “evergreen” content, add the feed for your “classics” tag. 

3) If you will be using MTurk, set up your Mechanical Turk credentials in RF. 

ResultFlow Users – we are leaving these workflows inactive for now – we will turn them 
on as we complete the remaining steps. 

Step	  3:	  Stories	  &	  Feeds	  
Now that you’re all set up to publish stories, it’s time to go find some. 

❑ Complete the “Avatar and Message” worksheet: this is found in the first 
lesson of the UTE training. If you have some variation of this tool already, 
don’t do the job twice, use what you have. 

❑ Perform “Audience Recon”: spend some time researching your Avatar on 
Facebook and the web, in order to learn where to find them, and what 
content sources are available3. 

❑ Select 15-20 stories to share: your first round of testing will need 15-20 
stories from around the web. They can be Youtube videos, news articles, 
blog posts, infographics – it doesn’t matter, as long as you can link to it. 

❑ ResultFlow Users - Bookmark (Delicious) or Tag (INOReader) selected 
stories: this will give you RSS feeds that you can bring into ResultFlow for 
content creation, distribution, and promotion. 

My rules for selecting stories to share are simple. If it’s interesting or important to my 
Avatar, it’s probably important to me. If it helps to get my Avatar interested in or 
thinking about a problem, want, or need that I can fulfill with what I sell, it’s even more 
important. 

                                            
3 I haven’t spent much time on this during the free training, because we’ve already 
recorded a training on it that you can watch on YouTube at: 
https://www.youtube.com/watch?v=YvhFSOzmNo4 



 

One of my students compiled a list of questions to use – which he copied down during 
one of our conference calls: 

• Does the headline say something that I wish my prospect would say or 
think? 

• Does the article (story) give them any ideas that I want them to have, or make 
them want something I can offer? 

• Does the article (story) get them thinking about something I want them to 
think about? 

• Would clicking on the story tell me that the person clicking is more qualified, 
more interested, or more likely to buy? 

That last one is really close to the “dog whistle” concept we talked about earlier.  

Building an audience requires a stream of content that is relevant to your target 
audience’s interests – so anything that they find interesting or important will work – but 
stories that do fit your business objectives don’t have to be any less interesting. 

My advice, in the early stages, is to focus on “interesting or important” – and worry 
about dog whistles and messages after your machine is up and running.  

We usually spend 2-3 weeks testing different content for our clients – and we always 
learn things during that process that wouldn’t have found out without testing. The 
fastest way to get it right is to get it up and running. 

Step	  4:	  Content	  &	  Promotion	  
This “step” is only step-by-step, if you’re running some sort of marketing automation 
software that lets you automate the process, but the ResultFlow users can use the 
Setup Guide for that, so instead, let’s talk about the process. 

1) Share Every Story to Twitter. 
 
The simplest template for this tweet is just a 
quick intro, the title, and the link, with a hashtag 
if you have a reason to use one. 
 
The tweet you see here was created by 
ResultFlow – all I did was tap a couple buttons 
on my phone, and the rest happened 
automatically. 
 
Once you get the rest of your machine up and 
running, it’s worth revisiting this – a tweet about 
the story, rather than just using the title, will 



perform better, and it doesn’t cost a lot to get them written. 
 

2) Re-Share Every Story on Twitter Multiple Times 

If you can, share the story several times – over the course of days – and 
keep your Twitter feed active for all the hours that your audience is active. 
 
Sorry – but there is no way around this. Twitter is a broadcast medium now. 
 
People don’t go on there to talk to each other as much as they once did… but 
they DO go on Twitter to find out what’s happening, and what people are talking 
about. 

But when they do log in, they aren’t scouring the whole river of stories on Twitter 
for the past several days looking for something interesting – their attention will 
be captured by the most recent stories. 

Twitter is a great channel – but it requires high frequency. 

3) Write a Blog Post for Selected Stories (20-30% of stories) 
 
Seriously. Write up a summary of the story. If it’s a video or infographic that you 
can embed, do that too. If not, link to the story from your blog post. 
 
ResultFlow users are getting these done for around 60 cents on the low end, 
and $2 or so on the high end. You don’t need to create five of these a day, but 
you do want at least one a day, because you want to drive traffic every day. 
 
Writing these posts is essential to the operation of your Middle campaigns – and 
creating the kind of Organic Amplification that you need, but don’t let it slow you 
down in the beginning. 
 
It is far better to start building an audience – even if all you do is share links – 
but as quickly as possible, you want to start leveraging your audience to get 
people into your funnel. 
 
Watch the companion video if you need to understand this further.  
 

4) Share the Story to Facebook  
 
The way Facebook works is pretty much the opposite of Twitter. 
 
That doesn’t mean we’ll never share stuff twice – but the way that you interact 
with your audience on Facebook is different. 
 
The simplest template is more or less the same as Twitter, but you can write 



more into your message. This is important, because you CAN embed a direct 
selling message into it, if it fits the story. 
 
Writing a description –we call them Abstracts – is such a huge performance 
booster, that the 30-60 cents that we pay to get them written is small potatoes 
compared to the impact they have. 
 
Of course, if you’ve written a blog post, you can just pull the introduction out of 
the blog post, and use that when you post to Facebook. 
 
One of our clients even came up with a way to “assign” a specific pre-written 
message to each story, just by tapping a couple buttons on their phone.  
 
He just looks for stories that are related to one of the free reports he gives away, 
and sends those out with a pre-written introduction and a call to action to get 
his free report. These can also get shared like crazy – if the copy is good4. 
 

5) “Boost” Selected Posts on Facebook (1-3x per week) 
 
Damaging admission time – ResultFlow cannot launch Facebook ad campaigns. 
Most of our users are only boosting a few stories per week, so connecting to the 
Facebook advertising API is not something we expect to do any time soon. 
 
However, if you want to boost posts automatically, Adespresso (a 3rd party FB 
ads tool that we use) can do that – with something as simple as a keyword in 
the post, or a specific domain in the link. 
 
During the first stage, when you’re just getting your campaigns up and running, 
automation isn’t really going to help you, but as you start to see more action in 
your Middle campaigns, you’ll probably want to look at solutions like 
Adespresso. 
 
Start with small budgets during testing - $30 a week to boost three stories is 
pretty good – but even $10 a week will have a noticeable impact on the size of 
your audience, your organic amplification, and the amount of traffic, from week 
to week. 
 
If you don’t already have a good idea of how to target the people you want 
on Facebook – watch the companion video. 

                                            
4 All of our users are wonderful people, but there does seem to be a little bit of rivalry 
between the people who are creating lots of content with the software, and people who 
mainly use ResultFlow to get out of writing content. I do both. 



How To Get All This Done 
The Universal Traffic Engine is the best way I know of to turn a small business or 
startup into a growing enterprise – because it represents the best practices and 
successful marketing strategies of businesses that have already made that leap. 

If you’ve gotten this far, I’m going to assume that you either want to use the Universal 
Traffic Engine in your business, or you’re leaning toward using it, if you just knew how 
you’d get it all done. 

Maybe I can help you with that decision. 

❑ Agencies & Consultants: 
 
If you are a consultant – if you provide marketing help to other businesses – 
your decision is easy. If you want to use the Universal Traffic Engine, or just 
ResultFlow, to help your clients, then sign up now. 
 
For monthly subscriptions, at a special rate, go to http://seobt.co/resultflow - 
if you got this the day I sent it to you, you only have a couple days left to 
save 40% off our regular monthly fee. 
 
To save 70% off, and get access to our RF Inner Circle mastermind group at 
no extra charge, sign up for an annual plan at http://seobt.co/resultflow2  
 
After you sign up, email support@marketersbraintrust.com and ask to be 
added to the consultants’ working group, which will meet next week. 
 

❑ Business Owners & Team Members: 
 
If you are the owner of a business, or working on marketing for one business 
only, this is a slightly harder decision – because it depends on who you want 
to do the work. 
 
If you are the sort of person who likes to get knee deep in the technology, 
maybe it’s not all that hard of a decision – just monthly 
(http://seobt.co/resultflow) or annual (http://seobt.co/resultflow2). 
 
If, on the other hand, you’d like to get some help… help with implementation, 
or with strategy, or just making a decision, let’s talk - http://seobt.co/gethelp. 
 
Managed services are available starting at under $500 per month including 
the software, but even if you decide to do it all yourself, you’ll be a lot more 
confident in your decision to do that. 



Got Questions? 
If you have questions about the Universal Traffic Engine training, please join us on 
Facebook in the “Universal Traffic Engine Practitioners” group. 

If you would like to talk with me about anything else, please contact me via 
support@marketersbraintrust.com - or if you’re feeling extra bold, you can try sending 
me a message on Facebook Messenger.  

We’re easy to reach, and happy to talk, so don’t be afraid to ask. 

If you got this from a friend: 
This document is part of a larger training program, designed to help small 
businesses and startups “last the distance” and grow into 7 and 8 figure 
businesses. 

The Universal Traffic Engine training costs absolutely nothing – and it’s already 
working for a lot of people just like you. 

To get signed up, visit  http://marketersbraintrust.com/free-training-ute-2016/ 
and register. All we need is an email address, and you can unsubscribe at any 
time by clicking a link in any of our emails. 

Thanks for reading – and I look forward to working with you! 


