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广辟财源是致富关键　
英文



事实上，每个人都可以开辟额外的收入来源。你并不一定要有很好的人脉，也不需要特别聪明；只要你愿意多花点时间了解可能的选择──再多花一点时间和金钱去争取它们。

想要拥有富有的未来，关键是认真务实地增加收入，而不是担心如何投资。简单地说，你的收入愈多，就能愈快累积丰厚存款和投资，也就愈能做好理财。不要去追逐高报酬──像那些金融业要你做的事情──而是把你的力气集中投入低风险、可创造收入的投资。

如果你成功开辟了多元的收入来源，你可以靠一份收入生活，并把其他收入用于储蓄和投资。有愈多的额外收入来源，你就可以有更好的选择。


关键思维

“我是财务独立的强烈拥护者，不希望未来依赖任何人或机构来照顾我的家人或我自己。只有一个收入来源，会让我感到非常害怕。万一那笔现金收入枯竭了──不管是什么原因──我必须确保还有其他现金收入可用。这就是我写这本书帮助你和我一样实现财务独立的原因──逐次增加收入来源。当然，所有的来源最好能稳定成长。而且，在某些时候，每笔收入都能充分满足你的需求。到那时，即使遭遇2、3次财务挫败，你依旧能维持财务独立。”

──马克·福特





MAIN IDEA



Build wealth with multiple streams of income　
中文



The truth is that anyone can create extra income streams. You don't need well-placed connections. You don't even need to be especially smart. All you need is the willingness to invest a little extra time in learning about your options — and then invest a little more time and some money pursuing them.

The key to a great financial future is to focus realistically on increasing your income rather than worrying about how and where you invest. Simply put, the more income you have, the faster you build the amount of savings and investments you have and the better you will do financially. Instead of chasing high returns — like the financial industry wants you to do — focus all your energies on low-risk, income producing investments.

If you succeed in creating multiple streams of income, you can live on one and devote the others to savings and investments. The more additional streams of income you have, the better your options become.


Key Thoughts

"I'm a big believer in financial independence. I don't want to be dependent on anyone or any institution to take care of my family or me in the future. Having one source of income feels very scary to me. If that stream of cash dries up — for whatever reason — I want to know that I have other cash streams I can tap into. That's why I wrote this book: to help you achieve financial independence the way I did — one income stream at a time. Ideally, all of your streams will grow steadily. And, at some point, each will be sufficient to meet your needs. When that happens, you can have two or three financial setbacks and still be financially independent."

—Mark Ford





第1章　百万富翁的心态　
英文



拥有多元的收入来源，对多数人来说是个奇怪的想法，但却是致富的关键。有了多元的收入来源加总成为你的收入，便可以把这些钱分配到3个桶子：你的支出桶、储蓄桶和投资桶。收入才是致富的关键，而非投资。为自己开辟愈多额外的收入来源，就有更多钱可以放入储蓄和投资桶，你就会变得愈富有。
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事实上，每个人都可以开辟额外的收入来源。只要你愿意在空闲时花点时间了解可能的选择，然后照着去做，并投资一些创业资金和时间去实现它。不消几年，你便可以从几个来源获取现金，仅仅如此便能大大影响你未来的财务。

实现财务独立不必太复杂，实际上它非常简单──你唯一需要的致富策略就是3个桶子策略。要让这个策略在你的财务上行得通，你必须先理清“财务独立”对你的意义。这个字眼对不同的人有不同的意义，除非你明确知道它代表什么意义，否则你会像在黑暗中驾驶，完全不知道要往何处去。

要完全掌握未来的财务状况，你得算清楚3个数字：


	
生活开销
 ──你每个月需要多少钱才能保有你想要的生活方式。包括居住、食物、医疗保健、教育、旅游、娱乐、慈善捐款等等。

	
另起炉灶老本
 ──无论何种原因导致你失去一切，你会需要多少钱才能重新开始。这将是你每月生活开销的数倍。由你决定需要3、6、12、18个月或更长的时间才能重新起步，并将它设定为另起炉灶的老本。你要以现金、黄金、债券以及高度保守的房地产出租收入来保有这笔钱。

	
开除老板的代价
 ──简单说就是你要存多少钱去投资，才能让你觉得富有。用这样的方式替这笔钱命名是因为一旦你的投资到了这种层级，你就可以告诉你的老板“闪一边去”。你开除老板的代价大概是生活开销的13倍，因此如果你的退休金已做好投资，每年有7.5％的报酬，就能支付日常生活所需，而不致啃噬投资老本。



简单来说，把钱放进3个桶子：支出桶、储蓄桶和投资桶，用这种方式思考你的财务处境。财务独立就是：


	每月收入都能装满支出桶。

	储蓄桶的钱超过你另起炉灶的老本。

	投资桶的钱比开除老板的代价还多。



这3个数字应该能激发你好好努力赚钱。多数人误以为迎头赶上的关键是从投资中获取更高的回报，因而承接不必要的风险。这完全是本末倒置。不要尝试用投资桶来填满另外2个桶子，而是要努力开创各种来源增加现有收入。想要步上财务独立之路，得靠你的年收入，而不是你的投资。

除了努力增加收入，在生活支出上也要做出明智之举。如果你能把最大的财富支出项目如房屋、汽车、旅游和娱乐控制在最低限度，就很有可能以有限的预算，过得像个百万富翁。一辆2万美元的车子和10倍价钱的车子一样，能带你去想去的地方。住在50万美元的房子和住在贵10倍的房子也很可能一样快乐。生活开销愈低，就有更多钱转移到储蓄桶和投资桶。

切勿忽视一个事实，如果你目前的收入不足以实现你的致富目标，改进的方式是努力工作，创造更多收入。承接更多风险不会让你致富。重点应该放在每天尽力增加收入，让自己一天比一天富有。换言之，就是创造多方面的被动和主动收入来源。


关键思维

“如果你下定决心去做，这套简单的系统肯定可行。正如我所说的，我以这套系统打造超过5000万美元的净值。对我和其他我知道尝试过的人，也依然有效。你不必去试任何其他致富策略。它万无一失。而且你也知道它行得通，不是吗？你知道它行得通，因为它是如此简单。它根据2项致富的基本规则：永远、永远不赔钱；一天比一天更富有。”

“你可以让支出桶大到足以享受现在的生活，或让它小到让你可以快速装满储蓄桶和投资桶。因为等你装满那2个桶子时，你就不再需要为钱发愁。”

“我用来赚进5000多万美元的理财系统很简单。高深的理财方案就像复杂的玩具，放在货架上看起来绝妙无比。但是当你使用它们时，它们就坏了。而且一旦坏了，就没法修了。”

──马克·福特





Chapter 1　The millionaire mindset　
中文



Having multiple streams of income is an odd idea for most people but it's the key to building wealth. Once you have built multiple income streams which combine to form your income, you then allocate that money to three buckets: your spending bucket, your savings bucket and your investments bucket. Income, not investing, is the key to becoming wealthy. The more additional streams of income you generate for yourself, the more money you can put into your savings and investing buckets and the wealthier you will become.
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The truth is anyone can create extra income streams. All that's required is that you are willing to invest some of your spare time in learning about your options and that you then follow through and invest a little start-up capital and your time in actively pursuing them. Within a few years, you can have cash flow coming from several sources and this alone can significantly impact on your financial future.

Achieving financial independence doesn't need to be complex. In fact, it's very simple — the only wealth building strategy you will ever need is the three bucket strategy. For this strategy to make sense in your financial life, you first need to clarify what "financial independence" means to you. This term means different things to different people and until you get a firm idea of what this means, you're driving around in the dark without knowing what your destination is.

To take complete control of your financial future, there are three numbers you need to calculate:


	
Your lifestyle burn rate
 — how much money you want to have available every month to spend on the lifestyle you want. This includes housing, food, health care, education, travel, entertainment, charity donations, etc.

	
Your start-over-again fund
 — the amount of money you would need if for whatever reason you lost everything and had to start over. This will be a multiple of your monthly lifestyle burn rate. You decide whether you would need 3, 6, 12, 18 months or longer to get back on your feet and set that as your target for your start over-again fund. You keep this money in cash, gold coins, bonds and highly conservative rental real estate.

	
Your take-a-hike number
 — which is simply the amount of money you’d need to have socked away in investments to feel wealthy. This number is so named because once you have this level of investments in place, you can tell your boss to "take a hike." Your take-a-hike number will need to be about 13 times your lifestyle burn rate so if you have your retirement money safely invested and giving you an average return of 7.5% per year, you will be generating enough cash to cover your ongoing expenses without eating into your investments.



In simple terms, think of your financial position as having money in three buckets: a spending bucket, a savings bucket and an investments bucket. You become financially independent when:


	Your income consistently fills your spending bucket every month.

	Your savings bucket exceeds the amount you need for your start over again fund.

	Your investments bucket is greater than your take-a-hike number.



These three numbers should inspire you to work on your finances. Most people erroneously assume the key to getting ahead is to increase the amount of money they make from their investment activities and therefore take unnecessary risks. This is completely backwards. Instead of trying to make your investment bucket fill the other two buckets, work at increasing your income by adding multiple streams of income to what you already generate. It's your yearly income, not your investments, which will drive you towards financial independence.

In addition to working at increasing your income, make smart spending decisions about your lifestyle expenses. It's entirely possible for you to live like a millionaire on a modest budget if you keep your largest wealth-stealing expenses like houses, cars, travel and entertainment to a necessary minimum. Often a $20,000 car will get you to where you want to go just as well as a car that costs 10 times that amount. Chances are you'll be just as happy living in a $500,000 house as you will if you live in something that costs ten times as much. The lower you can keep your lifestyle burn rate, the more money you will have to divert to your savings and investing buckets.

Never lose sight of the fact if the income you are currently earning is insufficient to achieve your wealth-building goals, the way forward is to work hard to create more income. You won't get there by taking more risk. Focus on becoming wealthier every day by doing everything you can to increase your income. Or put another way, create multiple streams of passive and active income.


Key Thoughts

"This simple system can work for you if you commit yourself to it. As I said, it's the system I used to build a net worth of more than $50 million. And it's still working for me and everyone else I know who has tried it. You don't need to try any other wealth-building strategy. This one is infallible. And you already know that it will work, don't you? You know it will work because it is so simple. It is based on two fundamental rules for building wealth: Never, ever lose money. And become wealthier every day."

"Make your spending bucket big enough to allow you to enjoy your life now, but small enough to enable you to fill your savings and investing buckets quickly. Because the day you have both of those buckets filled, you will have no reason to worry about money ever again."

"The money-management system I've used to generate more than $50 million in wealth is quite simple. Sophisticated financial programs are like complicated toys. They look fantastic on the shelf. But when you use them, they break. And when they break, you can't fix them."

—Mark Ford





第2章　11个确实可以增加额外收入的机会　
英文
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机会1　购屋出租

由于2010年前后房地产市场崩盘，某些房地产交易价格可以谈到令人难以置信的地步。房产的销售价格只有4年前的60％至70％，价值正开始回升。


关键思维

“当别人害怕，要勇敢。当其他人勇敢，要害怕。”

──华伦·巴菲特



购屋出租增加收入的原则是：


	
总是在住家附近购屋
 ──你熟悉当地市场行情，并清楚不同地段的特色。不要舍近求远去找便宜货──附近就有很多购屋机会。

	
总是寻找优质或是最新崛起的房地产
 ──购买优质地段最便宜的房子，或新兴地段较新的建筑。更好的做法是，如果你可以找几个人合作，在新兴社区买下几处产业同步翻新，便能提升整个社区的外观并提高每个人的房产价值。



无可否认，房地产成功的关键在于买到理想的价格，但如果你与一群可靠的承包商经常合作并建立良好关系，也大有助益──老练的师傅、水管工、电工、空调技师、优秀的油漆匠、可靠的园艺师等。让他们因为未来还有更多合作机会，值得报个好价格给你。

购屋出租的通则是购屋总价（房价加上装修费用）不超过期待每年收取租金的9倍。到了该付财产税及维修费时，你投入的资金可以有约9％的回报，算是相当合理的回报。然后你坐等房价升值，当年报酬率来到13％或14％就会令人十分满意。如果你的买价更低，获利便会更好。

先做好功课，投资前先熟悉你的市场，但务必开始行动。


关键思维

“拥有房地产出租──如果你拥有不错的房子──是创造额外收入非常易于管理的方式。在我‘兼职’从事的事情中，房地产出租无疑是最好的一项。没有痛苦的经验且有利可图。（回想起来）好像没花多久时间，就从房地产出租获得足够的收入让我退休无虞。”

──马克·福特



机会2　购屋翻修转手出售

如果你能以低于市场的价格买到房子，通过购屋、翻修和快速转手，就可以赚到钱。想做到这件事，你最好先认识几个房仲业者或建商，当大好机会出现时，就可以通报你。

在此明智的做法通常是从廉价房屋做起，并做好快速转手的准备。同样的，有一组经常合作的承包商，会很有帮助。请记住：


	下手购屋之前，一定要先研究好地段。知道自己在做什么。

	寻找当地行情较低的房子。累积一些经验后，再着手高价位的房子。

	要有快速翻修房子的计划，让你尽快出售。动作要快。

	愿意且准备好把房子卖给第一位有意愿的买主。不要期待更好的价钱。如果有人表示兴趣，并想进一步交涉，就让它成交。



购屋翻修转手出售，提高获利的主要方法包括：


	
买卖房子瞻前顾后的人往往徒劳无功
 ──找出你喜欢的地段，即使不是全部，也要准备好多买几户。这样一来，只要你抬高其中一户价格，就能同时提高其他房产的价值。

	
尽可能把目标区域设定在更好地段的旁边
 ──然后试着让你的买主感觉好像是买在更好的地段。如此一来在你想要卖屋时，会有加分作用。



翻修后出售的成功关键是转手要迅速。因此，不要购买有重大结构问题的房子，因为那需要很长的时间才能解决。你要在90天或更短时间内完成买进与卖出。即使这意味着较小的利润，做好快速转售的计划。花些时间和金钱美化房子──如油漆、造景和铺设地毯。你会非常惊讶在这些事情上做简单的升级，可以让你的房产价值飙升许多。


关键思维

“我认识很多建商，其中很多人玩‘音乐房游戏’。玩法是：他们在高价地段购置相对便宜的房子。（好比说，在70万美元的社区买到一栋55万美元的房子。）他们搬进去并开始整修──通常为时6个月到一年的时间──他们并不是真的住得起这种高价房子。但所有东西都可以报帐抵销。再加上，他们是有计划的。当房子整修完毕，就会有买家上门。然后他们出售房子，获利15万美元。接着他们再以75万美元在95万美元的地段买下一栋房子。其中有人刚搬进我的社区。他砸下大约170万美元买下一栋房子，可以轻松卖到270万美元。他并没有告诉邻居他的房子要卖。但我知道有2位中介商私下带人来看房子。而这位仁兄10年前还住在6万5000美元的城市住宅。”

──马克·福特



机会3　租房子给第8条住房计划

1937年通过的美国住房法案第8条，帮助大约310万低收入家庭支付房租。它通过几种不同的方案进行，但最大宗是住房租屋券计划。实际上，此项计划就是指美国政府会支付第8条住户的一大部分租金和水电瓦斯费用。

也就是说，如果你供应第8条住房，每月租金的一大部分是由政府担保。你只要联系当地第8条住房权责机关，提供你的房子出租，其他工作就交由他们去做。更好的是，因为租户的特性，你可以收取高于市场行情的租金。政府将担负80％的租金，并替你向房客收取其余20％。他们也会定期检查房屋状况，确保屋况保持良好──为你省下付给物业经理6％至10％佣金。

让联邦政府替你管理物业听起来不错，而且只要有人搬走，他们还会帮你找到下一个房客。他们会从名单中找到填补空房的人。当你把第8条住房计划的好处加总起来，一年省下或多赚5000到7000美元的额外收入，并非不可能──如果你有10到20间房子加入这个计划，加起来就很可观。


关键思维

“屋主和租户必须遵循严格的规范，才有资格参与此项计划。想要有个起头，请与当地权责单位联系，它们会回答所有的疑问。这是我们第一次与第8条打交道，但你可以十分笃定这绝不会是最后一次。我只要看看名下的房产，就能找出20个可能符合资格的房产。当我试算这20个物业可能带来的收入，可是笔大数目。难怪我认得的一些最富有的人，在棕榈滩郡悄悄做了这档事很多年。”

──马克·福特



机会4　卖出股票选择权

虽然人们普遍认为靠买卖股票选择权来赚钱，是高风险的做法，但却有个非常低风险的方式可以做到。做法是：


	
找到一家非常牢靠的公司
 ──可以当之无愧地被称为“世界上最好的公司”。寻找有下列条件的公司：
	制作的产品永远不会过时。

	拥有强势品牌。

	发给丰厚股利。

	很少或没有债务。

	经营全球性业务。

	管理团队作风保守。

	每年可以创造数十亿美元额外现金收入。





	
以低于目前市价25％的价格卖出股票的卖权
 ──然后把卖掉该选择权赚来的钱放进口袋。



就这么简单！唯一的风险是，市场大幅起伏，股价跌到你必须购买该标的证券，但如果出现这种情况，你是以当时市价的75％买进。如果你为了安全这么做，现金充裕的公司会发放股利，你可以较低的价格挂出求售，应该很快就能卖掉。

这就是许多专业投资人使用多年，累积财富的交易策略。它相当安全，几乎就像吃定了系统。你冒最低的风险赚得现金，即使到了最后最坏的情况，你仍旧立于不败之地。


关键思维

“买入选择权通常非常危险……但卖出选择权则完全不同。几个世纪以来，深知内情的银行家和超级富豪菁英，一直利用这个秘密降低风险……就像我们一样。专业投资人使用选择权的方式，就是选择权该被使用的方式──当市场对他们不利时，一种保护自己投资组合的方式。”

──汤姆·戴森



那么，为什么一般投资人不使用这种策略，进而使它失效呢？嗯，一提到选择权，多数投资人认为，他们可以通过购买选择权赚钱。他们冒着巨大风险，希望得到巨大回报。芝加哥商品交易所最近的一项研究指出，购买选择权的投资人平均76％的时间在赔钱。而卖出选择权，则可以让你置身另一边。


关键思维

“在回报低、波动高的环境，﹝该策略﹞可以提高回报并降低风险。天下没有白吃的午餐，但就这件事，午餐的代价只不过是采取主动。”

──史蒂芬·萨维奇，掌管68亿美元资产的资产管理公司营运合伙人

“这种策略可以在任何市场创造收入，获取丰硕回报。”

──杰夫·奥普戴克，财经记者

“选择权毫无疑问是世界上最受到误解……同时运用最糟的金融工具。”

──约瑟夫·胡珀，前券商和银行业主



注意，要让这种策略行得通，你一定得在市场波动、恐惧和贪婪刚好形成某种理想状况的市场区块卖出选择权。要让你卖出的选择权交易成功──进而为你带来收入──市场上其他投资人必须愿意付钱购买你远低于市场价格所带来的安全性。实际上，大约80％的时间，你喊出的低价不会成交。幸运的是，有另外20％的时间你会赚到够多的钱，成为一份稳当的收入来源。


关键思维

“世界愈是不确定，就有愈多投资人希望买进选择权。毕竟，选择权让你有权（选择权）买卖股权，而不必确实拥有股票本身。愈多人想买选择权，价格就会跟着上涨。这当然是基本的供需原理。对于买方，这不是一件好事。代表他们要付出更高代价买进这种权利。但对于卖方（也就是我们！），则代表你有机会一开始就赚到更多钱。”

──汤姆·戴森



机会5　从事个人出版

个人出版就是用自己选择的方式贩售信息产品，包括影音光盘、培训计划、电子报、小册子、食谱、日历、研究报告、教学课程、数位信息产品──几乎无所不包。信息市场仅在美国就是超过5兆美元的产业，也是成长最快的产业之一。

个人出版业者想要拥有每年20万到30万美元的平均收入，并非不可能的事；如果有办法提出畅销方案，还有突破百万美元大关的潜力。个人出版的优势在于：你可以靠之前出版的产品持续产生收入；你拥有工作上的弹性；还可以选择自己感兴趣的主题；如果你想投入更多时间和努力，还会有更多向上发展的潜力。

要开发一个成功的信息产品，你必须回答7个问题：


1．你的点子有趣吗？


如果你有个信息产品，能与生活某个层面息息相关，你就有了黏着度。如果你拥有流行产品，推广就更容易。


2．你的点子合乎道德和法律吗？


违背道德或触犯法律的信息产品一点用处都没有。你想到的点子必须在法律范围内运作，才能永续生存。


3．你的点子有吸引力吗？


除非你的点子能吸引首次购买者，否则你将无法建立任何动能。你需要一些东西，让潜在买家放下一切阅读你的推销信件并下单购买。


4．你卖的是可用的点子吗？


除非你的信息产品能让使用者派上用场并带来价值，否则将无法永续下去。你必须创造价值，而不仅只是带来娱乐。


5．你的点子容易理解吗？


最先购买产品的人必须了解你在提供什么，否则他们不会考虑再买。这是问题征结，因为重复购买是庞大利润所在，因为不必再花营销费用。


6．你的点子适时吗？


你提供的点子和信息必须是当前话题，并符合大众的想法和做法。你必须不断求新求变，保持产品新鲜度。


7．你的点子能卖钱吗？


营销是多数信息产品的成败关键。要做好营销，你得找到负担得起的方式联系到一小部分对你提供的东西感兴趣的人。你必须专注利基市场，以符合成本效益的方式联系到他们。

机会6　成为更有价值的员工

如果你只是一般员工，期待每年加薪3.5％并不为过。反之，如果你表现杰出，每年工资就有可能增加5％。把整个职业生涯加总起来，每年多出来的1.5个百分点，相当于把额外的120万美元装进口袋，差别可以是完美的退休生活，或是靠食物配给度日。拟出一套牢靠策略，让自己对雇主更有价值，并获得相对的回报。

事实上，你何不设定目标，在未来12个月加薪至少10％呢？你可以照着以下方式达成：


	
重整你的工作内容
 ──脱离每天的例行公事，做更多能让公司长期获利的事情。要能一眼看清，你做的事与公司如何赚钱之间的关系。做出承诺，6个月后你要成为部门内最有价值的员工。

	
列出清单
 ──条列目前你对老板具有价值的地方。

	
接着列出第2份清单
 ──把所有能带给老板更多价值但还没去做的事，逐一列出。把第2份清单放在手边，随时把想到可以强化个人价值的新方法加进去。

	
当你胜任新的职务，要求老板委派更多任务给你
 ──设定几个月后，你将提高责任层级。找出老板讨厌去做的事，请他交给你去做。每天提供老板最重视的报告。让自己成为不可或缺的人。

	
保持谦卑但接受应有的功劳
 ──务必让老板注意到你是使命必达的人。也用自己的方式嘉许一路上帮助你的人。

	
建立人脉网络
 ──在公司里和其他人建立关系，和业界人士也一样。与职位较高的人建立稳定的工作关系，并请他们指导和分享见解。主动帮助他们，即使可能要在下班后多做几小时的项目。试着建立一群人脉，让他们把你当作后起之秀。你也可能惊喜发现同业有其他人，准备高薪挖你过去替他们工作。他们可能愿意支付超过目前10％的薪资请你跳槽。

	
一旦你对公司拥有扎实的贡献纪录，并持续增加你的责任，就和老板碰个面
 ──直接提出加薪10％的要求。如果你对业务有明显贡献，老板要快速做出决定并不困难。




关键思维

“你现在养成替自己加薪10％的习惯，也是未来帮助你薪水涨2倍或3倍的习惯。超级明星员工并不是把100件事做得比一般同事或优秀员工好。他们通常只做几件事，并利用这些技能爬到事业顶端。”

──马克·福特



机会7　学会撰写文案

另一种增加收入的方式是成为文案高手──完成直效营销的素材，让公司用来推销产品或服务。直效营销是个每年全球有2.3兆美元的产业，如果你学会让人做出决定的秘诀，就可望有丰硕收入。

撰写文案的绝佳优点在于它的弹性：


	你可以专职接案或兼职。

	你可以在家或任何地方工作。

	你自己决定接受或拒绝哪项委托。

	你可以想住哪里就住哪里，想在哪儿工作就在哪儿工作。

	没有正式的学历经历要求。

	你只需要一台计算机和网络功能。



撰写文案的好处是即使景气衰退，公司行号仍要设法出售产品和服务。如果你擅长的是让潜在客户掏腰包购买，你的才能就十分抢手。公司请你当特约写手的花费，一定低于聘你为全职员工，所以总是会有很多案子等你去接。

要如何学会撰写文案呢？网络上有许多不错的培训课程（例如awaionline.com），但事实上，你只要做到5件事，就能学会撰写文案：


	
每天读一份直销广告
 ──设法把它改得更好。

	
有关营销的东西尽可能找来阅读
 ──尽量吸收。

	
一天到晚喂食大脑
 ──因为信息是所有创意之源。

	
开始模仿你喜欢的营销素材
 ──一开始是全面抄袭。有了信心后，开始调整并改善内容。

	
找一位导师
 ──帮助你避开陷阱并给你意见。联系直销协会，找到顶尖的文案高手，免费替他们工作以换取经验。你可能因此学到无价之宝。



机会8　成为社群媒体顾问

几乎各行各业每家公司都计划在未来加强运用社群媒体，但极少公司握有他们需要的工具。这个简单的状态，指出一项事实：社群媒体咨询是目前自由工作者最大的机会──而且很可能会持续好几年。

这个大好机会包括：


	指导企业如何为自己进行社群媒体营销，并协助他们开始。

	替各种规模的企业，开发可行的社群媒体策略。

	提供从头到尾完整服务，替一家公司维持社群媒体运作。



公司行号已经使用社群媒体来：


	吸引新客户。

	与既有客户保持联系。

	在市场制造话题。

	把影片和其他素材端到潜在客户面前。

	吸引流量到他们的网站。

	解决目前客户关注的问题。

	整合社群媒体宣传，形成完整营销组合。



社群媒体顾问目前每小时收费150美元到300美元，讨论社群媒体策略。如果你提供“替你做”服务，每个月可收取2500美元至1万2000美元的费用，视提供的服务水平而定。许多社群媒体顾问收取每天1万美元，进行现场指导和培训课程，因而大发利市。社群媒体广告已突破一年20亿美元大关，预测未来几年仍会强势成长。

总括来说，社群媒体已经壮大，未来也必然会发展得更大。几乎每个商业界人士都希望未来能使用社群媒体。如果你将自己定位成此领域的专家，肯定不会错。

机会9　出售图片库


关键思维

“对于多数人来说，度假是花钱的时候──往往花费还超过预算。但是，有个旅行兼赚钱的方法，却足以支付你的旅行费用，而且不牺牲旅游乐趣。雪莉·佩里以图片库摄影师的身分游遍世界各地，其中她最喜欢的地方就是巴黎。每次前往巴黎，她逗留咖啡馆、享受丰盛美食，并且总是花很长的时间步行穿梭这个美丽且史迹斑斑的城市。和多数游客一样，她在旅途中拍照。但是，她没有把它们发表到脸书或向亲友炫耀，而是一回家，就把照片卖给在线图片库网站。”

──贾森·贺兰，媒体记者



每年光是刊登在美国印刷媒体的照片就超过600万张，其中有一大部分是来自在线图片代理机构如iStockPhoto.com销售的图片库。每个人都可以将图片上传到自己的目录──不分业余爱好者和专业人士──每次有人购买使用你的图片，你就可以分得1到15美元的酬劳。

原则上，多数摄影师每张图片每个月平均赚到1美元。这代表如果你每周上传10张照片，一年就能获得6000美元的被动收入。每周持续上传20张图片，每年就会有大约1万2000美元的进帐。只需2个步骤就能开始：


	
查看iStockphoto目录，了解目前哪类图片卖得不错
 ──找出常见主题以及有趣主题。

	
拿出相机出去拍照
 ──拍摄许多照片，再把最好的图像上传到iStockPhoto.com。采用不同背景拍摄相同主题也可以。只要记住把相机设定在最高分辨率或尽可能拍摄最大尺寸。持续拍摄更多照片。拍出人们想要的影像。



机会10　撰写企业对企业的推广文宣

每年，美国的公司行号大概花费850亿美元向其他企业促销它们的产品和服务。大约超过500万家公司，专门开发企业对企业的推广文宣，通常包括漂亮的图案、产品说明，以及促销文案。如果你懂得如何说服企业的采购，并了解如何以精确、内容充实和具说服力的方式解释产品，你永远不缺工作。

常有人误以为要把企业对企业的推广文宣写好，你必须是“技术人员”，事实并非如此。即使你对技术领域不够熟悉，你仍可以做出广告页、网站文案和电视广告脚本。大多数企业对企业的产品和服务也并非高科技。只要你知道如何说服别人，撰写和开发企业对企业素材，可以带给你非常高的报酬。

会聘请文案高手帮他们开发营销素材的公司类别，可说横跨所有产业，包括：


	金融服务业

	顾问公司

	活动规划

	法律服务

	高级主管人力公司

	商务旅行服务

	研讨会承办公司

	专业及贸易刊物

	专业业务代理商

	广告及营销公司

	办公用品供应商和家具公司




关键思维

“许多文案写手开创了令人称羡的事业，而且撰写内容和科技一点关系都没有。我认识某位写手，专长是替专业服务公司如律师事务所、顾问公司和高级主管培训，撰写电子报。他在企业对企业的市场发展顺利──在利基市场确实是独占鳌头──而且，即使碰到，也很少看到他把技术用语词典拿出来查！”

──史蒂夫·史朗怀特，营销教练



机会11　打造网络事业

如果你能拥有一份小巧但利润丰厚的网络事业，便可以带给你额外收入──如果你运气好──甚至可能高于白天的正职收入，同时替你开创一些不错的选择。方法如下：


	
打开计算机
 ──根据你感兴趣且有概念的主题，寻找销售相关书籍、提供电子报和在线研究报告的商家。大约花30分钟。

	
找出其中约莫10家左右正在迅速成长的商家
 ──大概不超过30分钟。

	
查看这些成长公司的网站
 ──选出你最喜欢的一家。大概需要3到4小时。

	
列出文案工作者名单，寻找擅长产业与你设定的目标公司相同的文案高手
 ──和他们达成交易，请他们写份该领域的完整信息报告，以及推销这份报告的文案。大约要1小时。

	
当你聘请的文案高手在忙的同时，自行上网寻找吸引潜在客户的最佳地点
 ──利用免费和易于上手的软件，很容易做到这件事。同样地，大约花30分钟。

	
广告文案完成后，让你的文案手替你的免费报告制作6个小广告
 ──吸引潜在买家上你的网站查询信息。

	
使用这些广告吸引流量到你的网站
 ──当访客登录索取免费报告时，争取他们的许可，直接向他们推销其他产品。这项程序可以自动处理，几乎不花时间。

	
开始替完整报告和免费提供的信息做广告
 ──静候被免费内容吸引来的名单，把他们转换成付费顾客提供更深入的素材。



关键是在4到5天之内，你可以准备好展开网络业务的运作。大约30到60天左右，你就可以全面运作开始赚钱。在这之后，业务几乎可以自行成长，你只要在正职工作之外拨出一点时间投入即可。


关键思维

“按此计划，你拥有自由、目标，以及当老板的乐趣。除了现有的收入，你还可以创造第二份收入──足以让你在1年或2年后退休。感谢网络，它是最简单（也最便宜）开启兼职业务的方式。”

──马克·福特



如果你每天投入约1小时，为你的网上业务编写和制作更多素材来销售，你的收入将继续增长。还有许多方法可以让你利用网站带进收入。主要4种是：
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	你可以在网站上加进谷歌AdSense广告，当人们点击这些广告，你就可以赚钱。

	你可以卖广告给其他公司，他们想要接触你的网站访客。

	你可以销售其他人的产品赚取佣金。

	你可以销售自己的产品──也许是一本电子书，内容包含网站主题的详细资料。



所有这些收入来源加在一起，便可以为你创造可观的收入。



Chapter 2　11 tried, true and tested income booster opportunities　
中文



[image: no470-19E]


Opportunity 1　Buy and own rental real estate

Since the real estate market meltdown that happened around 2010, there are some incredible real estate bargains to be had. Properties are selling for 60%-70% of what they were four years ago and values are on the way back up.


Key Thoughts

"Be brave when others are afraid. And be afraid when others are brave."

—Warren Buffett



The rules for generating income by buying and then renting real estate are:


	
Always buy properties in your local area
 — where you know the market and how different neighborhoods are viewed. Don't go afar seeking bargains — there will be plenty just around the corner.

	
Always look to invest in either good or up-and-coming properties
 — the least-expensive property in a good neighborhood or a newer building in an up-and-coming neighborhood. Even better, see if you can work with others to buy a cluster of properties in an up-and-coming area and renovate in sync. That will upgrade the look of the whole area and boost everyone's property values.



Admittedly the key to success in real estate is to buy at the right price but it also helps if you develop a network of reliable contractors you work with all the time — a savvy handyman, a plumber, an electrician, an air conditioner guy, a good painter, a reliable landscaper, etc. Make it worth their while to give you good prices because of the opportunity for more business in the future.

A general rule-of-thumb with buying rental real estate is you try and buy properties for which the total costs (sales price plus fix-up expenses) don't exceed nine times the rent you expect to get. By the time you pay your property taxes and upkeep, that will give you around a 9% return on your capital which is quite reasonable. You then are in a position to have the appreciation in property value bump up your annual return to 13% or 14% which is quite acceptable. If you can get a bargain when you buy, you'll do even better than that.

Do your homework first and get to know your market before you invest but get started.


Key Thoughts

"Owning rental properties — if you own good ones — can be a very manageable way to make a lot of extra money on the side. Of all the things I've done "on the side," rental real estate has definitely been among the very best. It has been a painless experience. And a profitable one. In what seems (in retrospect) like no time at all, I've acquired enough income from my real-estate rental properties to retire on."

—Mark Ford



Opportunity 2　Do fix-and-flip real estate deals

You can make money by buying, renovating and then quickly selling houses if you are able to buy them at below market prices. To pull this off, you've probably got to know someone in the real estate or construction businesses who can alert you to exceptional opportunities when they arise.

The smart approach here is usually to start with inexpensive homes and be prepared to move quickly. Again, you will benefit by having a crew of contractors you work with on a regular basis. Keep in mind:


	You should always study a neighborhood before you buy into it. Know what you're getting yourself into here.

	Look for houses which are cheap by local standards. You can work up to the bigger ticket houses later on once you get some experience under your belt.

	Have the plan to fix houses up fast so you can sell them ASAP. Work at a great pace.

	Be willing and prepared to sell your house to the first person who wants to buy it. Don't wait for a better deal. If someone shows interest and is in a position to move forward, make the sale happen.



The main ways you can boost the profitability of your fix-and-flip activities are:


	
It generally doesn't pay to hunt-and-peck for houses
 — identify an area you like and then be prepared to buy many if not most of the homes in that area. That way each time you upgrade the value of one of your properties, you'll also be enhancing the value of your other properties as well.

	
If at all possible, target an area which borders on a better neighborhood
 — and then try to give your buyers the feeling they are buying into that better neighborhood. This will be a plus when you try and sell your property.



The key to success in fix-and-flip is to move quickly. For that reason, you don't want to buy anything with significant structural problems that will take a long time to sort out. You want to be able to get in and out in 90-days or less. Even if that means taking a smaller profit, plan on moving quickly. Spend your time and money on aesthetics — like painting, landscaping and carpeting. You'll be amazed at how simple upgrades in those areas can make the value of your property soar.


Key Thoughts

"I know a lot of builders. And many of them play the "musical homes game". It goes like this: They buy a relatively inexpensive home in a pricey neighborhood. (Say, a $550,000 home in a $700,000 neighborhood.) They move in and fix it up over a period of time — usually six months to a year. They can't really afford to live in such an expensive home. But everything is a write-off. Plus, they have plans. Soon after the home is finished, along comes a buyer. And they sell the home for a $150,000 profit. They invest that money in their next home — a $750,000 home in a $950,000 neighborhood. One of these guys just moved into my neighborhood. He has put about $1.7 million into a house that could easily fetch $2.7 million. He hasn't told his neighbors that it's up for sale. But I know two brokers who are showing it privately. This is a guy who was living in a $65,000 townhouse 10 years ago."

—Mark Ford



Opportunity 3　Rent Section 8 housing

Section 8 of the United States Housing Act of 1937 helps about 3.1 million low-income families pay their rent. It operates through several different programs but the largest of these is the Housing Choice Voucher program. In practice, this program means the United States government will pay a portion of the rents and utilities of Section 8 tenants.

This means if you offer Section 8 housing, a large proportion of your rent payments every month are government guaranteed. All you have to do is contact your local Section 8 housing authorities and offer them your rental and they will do the rest. What's even better, you can charge above-market-rate rentals because of the nature of the tenants. The government will guarantee 80% of the rent and help you collect the other 20% from the tenant. They will also inspect the house on a regular basis and make sure it stays in good shape — saving you the 6%-10% of the rent that you would otherwise pay to a property manager.

If the idea of having the federal government act as your property manager sounds good, they will also find another tenant to replace any that leave. They will just fill the house with someone else from the pool. When you add up all the benefits of the Section 8 program, it's not unrealistic to make an additional $5,000 to $7,000 a year in savings and/or extra income — which can mount up if you've got 10-20 properties in the program.


Key Thoughts

"There are strict guidelines that owners and tenants must follow to be eligible to participate in this program. To get started, call your local housing authority. They can answer all your questions. This has been our first experience with Section 8. You can bet it won't be the last. I just looked at our holdings and I identified 20 properties that might qualify. When I run the numbers on income generated by 20 properties, it adds up. It's no wonder that some of the wealthiest people I know have been quietly doing this for years in Palm Beach County."

—Mark Ford



Opportunity 4　Sell stock market options

While it is generally accepted making money by buying and selling stock market options is a high-risk activity, there is a very low-risk way to do this as well. Here's how it works:


	
You identify a very solid company
 — one which can legitimately be termed one of the "best companies in the world." Look for a company which:
	Makes products which never go out of fashion.

	Has a strong brand name.

	Pays huge dividends.

	Has little or no debt.

	Does business globally.

	Has a conservative management team.

	Generates billions in extra cash each year.





	
You sell an option to buy shares in that company at 25% below their current market value
 — and then pocket the fee you collect for selling that option.



And that's it! The only risk you take is that the market will be so volatile the price will drop to the point at which you have to buy the underlying stock but if that happens, you're getting stock at 75% of its market value. If you're doing this for safe, cash-rich companies which pay a dividend, you'll be able to list that stock for sale at the reduced price and chances are good it will get snapped up reasonably quickly.

This is the trading strategy many professional investors have used for years to acquire wealth. It's so fail-safe it's almost like gaming the system. You receive cash for taking minimal risks and even if the worst case scenario eventuates, you're still very well placed.


Key Thoughts

"Buying options is usually very risky… but selling options is an entirely different story. For centuries, in-the-know bankers and ultra-wealthy elite have capitalized on this secret to reduce risk…just like we're doing. Professional investors use options the way they're meant to be used — as a way to protect their portfolios when the market moves against them."

—Tom Dyson



Why don't regular investors use this strategy and thereby make it less effective? Well, when it comes to options, most investors think they can make money by buying options. They take big risks in the hope of getting big rewards. A recent study by the Chicago Mercantile Exchange showed investors who buy options lose money on average 76% of the time. By selling options, you're placing yourself on the other side of the table.


Key Thoughts

"In a low-return, high-volatility environment, [this strategy] can boost returns and lower risk. There is no such thing as a free lunch, but in this case all the lunch costs is a little initiative."

—Steven Savage, managing partner at an asset management firm with $6.8 billion in assets

"This strategy generates income and can juice returns in any market."

—Jeff Opdyke, financial journalist

"Options are without doubt the most misunderstood… and poorly implemented financial tool in the world."

—Joseph Hooper, former broker and bank owner



Note that for this strategy to work, you've got to be selling options in market segments where there is the right mix of volatility, fear and greed. For your option offer to be accepted — thereby generating an income for you — other investors in the market must be willing to pay for the security your low-ball offer pays. Realistically, about 80% of the time, your low-ball offers will fail. Fortunately, you'll make enough money the other 20% of the time for this to be a viable income stream for you.


Key Thoughts

"The more uncertainty there is in the world, the more investors want to buy options. After all, options give you the right (the option) to buy or sell shares without the obligation of actually having to own the stock itself. And the more people want to buy options, the higher their prices rise. Of course that's basic supply and demand. For buyers of options, that's not a good thing. That means they have to pay more for that right. But for sellers (that's us!), it means you have the opportunity to collect MORE income up-front."

—Tom Dyson



Opportunity 5　Do some self-publishing

Self-publishing is where you sell information products in the formats of your choice. It can include DVDs, training programs, newsletters, pamphlets, cookbooks, calendars, reports, how-to-programs, digital information products — pretty much anything and everything. Information marketing is today a $5 trillion + industry in the United States alone and is one of the biggest growth industries around.

It's not at all unusual for self-publishers to make $200,000-$300,000 annual incomes on average with the potential to break the million-dollar mark if they bring together a hit program. The advantages are selfpublishing generates an ongoing income stream around products you previously published, you get the flexibility of working for yourself, you can choose topics you're interested in and there is loads of upside potential if you want to invest more time and effort.

The seven questions you have to answer in order to develop a successful information products are:


1. Is your idea interesting?


If you have an information product which connects with a fundamental aspect of life, then you will have stickability. It will also be easier to promote if you have something which is in vogue.


2. Is your idea ethical and legal?


There's no use basing your information product on an idea or practice which is unethical or breaks the law. You have to offer an idea which operates within the law for it to be sustainable.


3. Is your idea attractive?


Unless your idea attracts first-time buyers, you won't be able to build any momentum. You need something which compels potential buyers to drop everything, read your sales letter and buy.


4. Are you selling a usable idea?


Unless your information product works for its readers and adds value, it won't be sustainable. You need to add value and not just entertain.


5. Is your idea understandable?


Those who buy your first product must understand what you deliver, or they won't consider a repeat purchase. That's a problem because those repeat purchases can be hugely profitable because there are no marketing expenses incurred.


6. Is your idea timely?


You have to offer ideas and bits of information which are topical and aligned with public thought and practices. You have to keep changing and updating to keep your product fresh.


7. Is your idea sellable?


Marketing is the make-or-break for most information products. To do well, you need to find affordable ways to reach the small percentage of people who will be interested in what you have to offer. You must focus on a niche market and find a cost-effective way to reach them.

Opportunity 6　Become a more valuable employee

If you're an average employee, it's not unreasonable to expect that most years your salary will go up by 3.5%. If you are a high performer, by contrast, you could be in line for a 5% average wage rise each year. When compounded over the course of a career, that extra one-and-ahalf percent per year could put an extra $1.2 million in your pocket and mean the difference between a great retirement and living on food stamps. Have a solid strategy to make yourself worth more to your employer and then to get what you're worth.

In fact, why don't you set a goal to increase your salary by at least 10% in the next 12 months. Here's how you can pull that off:


	
Reframe the job you do
 — away from a list of your day-to-day responsibilities and more towards the things you do to produce long-term profits for your company. Create a direct line of sight between what you do and how your company makes money. Make a commitment that you are going to be the most valuable employee in your department six months from now.

	
Make a list
 — of all the ways you are valuable to your boss at the present time.

	
Now make a second list
 — of all the things you can do to increase your value to your boss but have never got around to. Keep this second list handy and add to it from time to time as new ways to enhance your value come to mind.

	
As you become competent in new areas, ask your boss to delegate more of his tasks to you
 — with the goal that over a matter of months you will upgrade your responsibilities. Look for tasks your boss hates to do and get him to delegate them to you. Get your boss his most important reports each day. Make yourself indispensable.

	
Stay humble but take credit where it's due
 — make sure your boss notices that you're a go-getter type. Go out of your way to credit others who help you along the way.

	
Build a network
 — develop relationships with others in your company and also with other people in your industry. Establish solid working relationships with other employees who have a higher rank and ask them for guidance and insight. Volunteer to help them even if that involves doing after hours projects with them. Try and develop a network of people who view you as an upand-comer. You may also be pleasantly surprised to find others in your industry are prepared to pay a premium to get you to come and work for them. They may offer you far more than a 10% premium over your current pay to switch jobs.

	
Once you have a solid track record of contributing to the business and consistently increasing your responsibilities, meet with your boss
 — and ask directly for a 10% pay raise. If it's clear you've been contributing more to the business, this shouldn't be hard for your boss to decide quickly.




Key Thoughts

"The habits you establish now to get yourself that 10% raise will be the same habits that will help you double or triple your salary in the future. Superstar employees don't do a hundred things better than ordinary, good employees. They usually do just a handful, and use those skills to go all the way to the top."

—Mark Ford



Opportunity 7　Learn how to do copywriting

Another way to boost your income is to become a copywriter — someone who puts together the direct response marketing materials which companies use to sell their products or services. Direct response marketing is a $2.3 trillion a year industry worldwide and if you learn the art of getting people to take action, you can make very good money.

The great thing about copywriting is its flexibility:


	You can freelance full-time or part-time.

	You can work from home or anywhere else.

	You decide which assignments you accept or reject.

	You can live where you want and work when you want.

	No formal qualifications are required.

	All you need is a computer and an Internet connection.



The great thing about copywriting is even in a recession, companies are still looking to sell their products and services. If you're skilled at getting prospective customers to buy, your talents will be in strong demand. It will always cost companies less to hire you as a freelancer than to make you a full-time employee so there will always be lots of freelance work available.

How do you learn copywriting? There are loads of good training programs available online (for example awaionline.com) but the reality is you will master copywriting if you do five things:


	
Read one piece of direct mail every day
 — and figure out what you would do to improve it.

	
Read everything you can lay your hands on about marketing
 — soak it all in.

	
Feed your brain from morning till night
 — because information is food for creative minds.

	
Start copying marketing pieces you like
 — word for word at first. As you gain confidence, start tweaking and improving what's there.

	
Get a mentor
 — someone who will help you avoid the pitfalls and give you feedback. Contact the Direct Mail Association, find a top-notch copywriter and offer to work for them for free for the experience. What you learn may turn out to be invaluable.



Opportunity 8　Become a social media consultant

Just about every company in business plans on using social media more in the future but very few have the tools they need in place yet. This simple dynamic points to the fact social media consulting is the biggest freelance opportunity that currently exists — and will likely continue to be so for years to come.

The big opportunities here are:


	Teaching companies how to go about doing their own social media marketing for themselves and helping them to get started.

	Developing viable social media strategies for businesses of all sizes.

	Offering complete soup-to-nuts services where you maintain a company's social media presence for them.



Companies are already using social media to:


	Attract new customers.

	Stay in touch with existing customers.

	Build buzz in the marketplace.

	Get videos and other materials in front of prospects.

	Drive traffic to their websites.

	Address current customer concerns.

	Integrate social media promos into marketing mixes.



Social media consultants are currently charging around $150 to $300 an hour for social media strategy sessions. If you offer "Do it for you" services, you will be able to charge retainers in the $2,500 to $12,000 a month price range, depending on the level of service you provide. Many social media consultants charge $10,000 a day for on-site instruction and training sessions so the money is good. Social media advertising has passed the $2 billion a year threshold and is forecast to grow strongly in the years ahead.

In all, social media is already big and will unquestionably grow much bigger again in the future. Nearly everyone in business today expects to use social media in the future. If you position yourself as an expert in this field, you won't go wrong.

Opportunity 9　Sell stock photography


Key Thoughts

"For most people, vacation is a time to spend money — usually more than they planned. But, there is a way to make money during your travels, enough to cover your trip. Without sacrificing any of the fun. Shelly Perry travels all over the world as a stock photographer, and one of her favorite places to visit is Paris. Each time she goes, she spends time in cafes, enjoys lavish meals, and always makes time for long walks through this beautiful and history-filled city. Like most tourists, she snaps pictures throughout her trip. But, instead of posting them to Facebook or showing them off to family and friends, she sells them to an online stock photo website when she gets home."

—Jason Holland



Every year, more than six million photographs are published in the U.S. print media alone and a large number of these are stock photos sold through online agencies like iStockPhoto.com. Anyone can upload pictures to their catalog — there's no distinction between amateurs and pros — and you then get paid between $1 to $15 every time someone purchases the use of your picture.

As a rule-of-thumb, most photographers earn an average of $1 per image per month. That means if you upload 10 photos per week, you should earn $6,000 per year in passive income. Upload 20 pictures per week consistently and you'll generate around $12,000 a year in earnings. To get started, only two steps are required:


	
Look at the iStockPhoto catalog for the types of pictures which are selling well at present
 — and identify common themes and subjects of interest.

	
Take your camera and get shooting
 — take loads of photos and upload your best images to iStockPhoto.com. Multiple shots of the same subject with different backgrounds are fine. Just remember to set your camera at the highest quality or largest size possible and keep taking more pictures. Create images people want.



Opportunity 10　Do business-to-business writing

Every years, companies in the United States of America spend approx. $85 billion to promote their goods and services to other businesses. There are more than 5 million companies which specialize in developing business-to-business (B2B) promotional pieces which typically incorporate nice graphics, product descriptions and a call to action. If you understand how to persuade business buyers and can learn how to explain products in an accurate, informative and compelling manner, you'll never be short of work.

There is a misperception that success in B2B writing requires that you be a "techie." This is not true. You can develop the sell sheets, the website copy and the scripts for television commercials even if you're relatively unskilled in the technology arena. The majority of business-to-business products and services aren't high tech at all. If you know how to persuade, you can get paid exceptionally well to write and develop B2B materials.

The types of companies who hire copywriters to help them develop their marketing materials are right across the spectrum and include:


	Financial services providers

	Consulting firms

	Event planners

	Legal service providers

	Executive search firms

	Business travel services

	Seminar producers

	Professional and trade publications

	Specialized business service providers

	Advertising and marketing firms

	Office supply and furnishing companies




Key Thoughts

"Many copywriters build enviable careers without coming even close to anything that resembles technical writing. I know one writer who specializes in e-newsletters for professional service companies, such as law firms, consultancies, and executive coaches. He's thriving in the business-to-business market — really one of the tops in his niche — and rarely, if ever, does he have to pull out his dictionary of technology terms!"

—Steve Slaunwhite



Opportunity 11　Build an Internet based business

If you can become the owner of a small but lucrative Internet business, you can generate a second income that may — if you're lucky — outpace your day job and create some great options for you. Here's how to do it:


	
Get on your computer
 — and find businesses that are selling books, newsletters and online reports about subjects you're interested in and know about. This should take you about 30 minutes.

	
Identify about a dozen of those business which are growing rapidly
 — which should also take no more than 30 minutes.

	
Check the websites of those growing companies
 — and select the one you like best. This will take about 3-4 hours.

	
Get a list of copywriters and find one who specializes in the same industry as your target company
 — and make a deal to have them write you an information-packed report in that field and a promotion to sell that report. This should take about an hour or so.

	
While your copywriter is busy, get online yourself and identify the best places to attract potential customers
 — which will be easy to do using free and easy-to-use software which is widely available. Again, about 30 minutes of work.

	
As soon as your promotion is ready, have your copywriter create a half-dozen small ads for your free report
 — which will entice potential buyers to come to your website for more information.

	
Use those ads to drive traffic to your website
 — and when people sign up for the free report, get their permission to market other products to them directly. This can be done automatically and will take practically no time at all.

	
Now start sending out a promotion for your full report with your free information
 — and sit back and wait for the people who are exposed to your free stuff to convert themselves into paying customers for your in-depth materials.



The whole point is within the space of four to five days, you can be up and running with an Internet-based business. Within 30-60 days more or less, you can be fully operational and making money. After that, the business can continue to pretty much grow itself with just part-time input from you while you continue to work your day job.


Key Thoughts

"With this plan, you get the freedom, sense of purpose, and fun that comes from being your own boss. You can create a second income stream above and beyond what you're making now — enough to essentially retire in a year or two. And thanks to the Internet, it's the easiest (and cheapest) part-time business to start."

—Mark Ford



If you invest about one hour a day writing and developing more material for your online business to sell, your income will continue to grow. There are loads of potential ways you can generate revenue from a website. The top four are:
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	You can run Google AdSense ads on your website and earn money whenever people click on any of those ads.

	You can sell advertising to other companies who want to reach your website visitors.

	You can earn a commission by selling other people's products.

	You can sell your own products — maybe an e-book which has more detailed information about your website's topic.



All of these revenue sources, when combined, can generate sizable income for you.



第3章　如何马上采取行动　
英文



要让额外收入成真，不必等到胸有成竹才动手──这种状况可能永远不会发生。只要有心做到2件简单的事，你就会成功：
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有些人认为，你若不是拥有与生俱来的天赋，能在事业上大展鸿图，否则做什么都没用。尽管这个想法听起来有点道理，但事实上没有任何事情可以不劳而获。如果你有心比任何竞争对手更努力工作，并不断模仿成功者的行为，你就会出人头地。

记住几件事，可以一路协助你：


1．永远把失败当作学习机会
 ──允许自己和工作伙伴失败，特别是在学习阶段。高明的公司会鼓励员工拿出点子在市场上进行快速而低成本的测试。它们知道尽早失败就能加速获得最后的成功。这个道理对个人事业也同样适用。如果你想达成非凡的成就，必须愿意接受一次又一次的失败。失败速度愈快，就能愈快找到可行的新点子。把早期的失败当作一开始最重要的学习经验。


关键思维

“失败是好事，可以当作肥料。我在教练上学到的一切，都是从犯错中学来的。”

──里克·平托，篮球教练




2．脑袋里随时要有备案
 ──指事情发展不如预期时，会采取的做法。备案不会影响结果，但会让你在负面情况发生时，在心理上做好准备去面对。如果你的备案依旧积极地迈往正确的方向，你会觉得更加自信，对一切少点担忧。


3．提醒自己事物的价值和人们愿意为它付出的代价，经常不成正比
 ──但这不过是人类天生怪癖。谨记别花太多时间追求只有短暂价值的目标。与其花钱追逐热门股票的小道消息，不如花时间认识历久不衰的致胜策略。用正确观点看待你的生活和事业。


4．不要尝试靠追逐下一波趋势来致富
 ──而是设法了解影响社会的更大商业趋势。观察成功致富人士如何跟上那些趋势获利，用同样的方式运用你的时间和金钱。这要比设法获取内线消息更加有效。


5．请记住，所有事业的发展进程大致相同
 ──每个阶段都少不了。每个阶段也都有特定的问题、挑战和机遇。如果你有一份渴望扩展的事业，就要花点时间去了解你目前的挑战，以及如何充分利用这些挑战，进入下一个阶段。


6．做你懂的事
 ──永远不要投资你不了解的事业或产业。不论机会看起来多棒，就是不要碰。如果你对某个产业没有实务经验，就很有可能做出错误决定。


关键思维

“如果过去的历史可以决定股市的下一步，那么世界上最富有的投资人应该是史学家、资料处理员和图书馆员。但事实并非如此。”

──艾利斯·葛兰，牛津俱乐部投资总监




7．把自己当作百万富翁
 ──像史上最伟大的致富者一样看待一切：


	不懂别装懂。不断提问。谦卑学习，因为知识就是力量。

	看到新事物，不要先想“我要怎么得到它？”而是问：“我要怎么做出类似甚至更好的东西？”

	不要成天奢望，要脚踏实地。

	面对挑战时，不要列出所有可能失败的理由。努力从各种角度去检视，直到清楚看见可能的成功之道。

	拥抱而不是抗拒改变，并期待变革带来的机会。

	不要安于现状。下定决心帮助大家找到改善的方法。

	对外部事件不要只是被动回应，要主动出击。

	不要把成功人士的成就归功于“运气”。设法了解他们做对了什么，你要如何做到同样的事。

	乐于生活像个百万富翁，快乐享受时不必亏待自己。




关键思维

“如果你能采取行动并且不断犯错，你就可以累积经验。这些经验最后会带给你能耐，同时让你减少犯错。因为犯错减少，你不再因恐惧显得无力。但总括来说……过程还是要从行动开始。”

──约翰·麦斯威尔，知名领导学专家

“有人看到路边的常青树，觉得很漂亮。另一人看到相同的树却心想：‘这些树在圣诞节时摆在人们家中看起来肯定很不错，不知道他们愿意花多少钱买？’前者是一般人的想法；后者则是生财致富的脑袋。”

──马克·福特





Chapter 3　How to take action now　
中文



To make generating a second income a reality, you don't have to wait until you have the mindset of a champion in place — it might never come. You'll be successful if you're prepared to do two simple things:
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Some people believe that you're either born with the innate natural talents you need to be a great success in business or you're not and there's nothing you can do about it. As alluring as that idea may sound, the reality is nothing comes easy. If you're prepared to work harder than everyone you compete against and keep imitating the actions of successful people, you will excel.

There are a few things to remember which can help you along the way:


1. Always view failure as an opportunity to learn
 — and give yourself and those you work with permission to fail, especially when learning. Savvy companies encourage their employees to take their ideas and test them in the marketplace quickly and inexpensively. They know if they can accelerate their failures, they will also end up accelerating their successes. This is a good philosophy to have in your own career as well. If you aspire to accomplish impressive things, you must be willing to fail and then fail again. The faster you fail, the sooner you can move on to a fresh idea which may work. View those early failures as learning experiences first and foremost.


Key Thoughts

"Failure is good. It's fertilizer. Everything I've learned about coaching I've learned from making mistakes."

—Basketball coach Rick Pinto




2. Always have a Plan B in the back of your mind
 — a course of action you'll take if things don't turn out the way you hope. Having a backup plan in place won't affect the outcome but it will mentally prepare you to deal with negative results if they do arise. If your Plan B is still positive and heading in the right direction, you'll feel more confident and less anxious about everything.


3. Remind yourself there is often an inverse relationship between what is valuable and how much people will pay for it
 — this is just a quirk of human nature. Watch that you don't spend too much of your time pursuing goals that have only temporary value. Instead of spending your money on getting hot stock tips, take the time to understand the enduring strategies of success. Have the right perspective on your life and your career.


4. Don't try to get rich by forever chasing the next big thing
 — but instead understand the larger business trends which are impacting on society. Look at how wealth builders have profited by aligning with those trends and then do the same with your time and your money. This will be far more successful than trying to get insider tips.


5. Keep in mind all businesses develop in much the same way
 — they go through stages. Each stage has its own set of specific problems, challenges and opportunities. If you have a business that you aspire to grow and expand, take the time to understand the challenges of your current level and what you need to do to take advantage of these challenges to grow to the next level.


6. Stay with what you know
 — never invest in a business or make an investment in an industry which you don't understand. It doesn't matter how great the opportunity looks, don't do it. If you don't have hands-on experience with an industry, you will inevitably end up making bad decisions.


Key Thoughts

"If history could determine what the stock market is going to do next, the world's richest investors would be historians, data processors, and librarians. And that's not the case."

—Alex Green, investment director, Oxford Club




7. Have a millionaire mindset
 — look at things like the greatest wealth builders in history have done:


	Don't pretend when you don't understand something. Ask questions incessantly. Have no ego about learning because knowledge is power.

	Whenever you look at something new, don't think "How can I get one of these?" Instead, ask: "How can I produce something similar or even better?"

	Don't be wish-focused. Be reality based.

	When challenged, don't list all the reasons why you will fail. Keep looking at all the angles until you get a clear vision of how you might succeed.

	Embrace change rather than resisting it and look for the opportunities change generates.

	Don't accept the status quo. Commit to looking for ways to make things better for everyone.

	Don't react to external events. Be proactive.

	Never look at successful people and put their achievements down to "luck." Figure out what they're doing right and how you can do that too.

	Like living like a millionaire and don't shortchange yourself when it comes to comfort and luxury.




Key Thoughts

"If you can take action and keep making mistakes, you gain experience. That experience eventually brings competence, and you make fewer mistakes. As a result of making fewer mistakes, your fear becomes less paralyzing. But the whole… process starts with action."

— John C. Maxwell

"A man observes evergreens growing along the road and thinks they look pretty. Another man sees the same trees and thinks, "These trees would look good in people's homes at Christmas. I wonder what they would pay for them?" The first man has an ordinary mind. The second, the mind of a moneymaker."

— Mark Ford




专家解读

创造“薪”外收入，财富提早达阵

投资不是通往财富唯一的道路，增加收入才是致富的关键。不断从寻找多元收入中，持续开发自己的无限潜能，为自己创造不一样的人生，才是脱离财富焦虑症最有效的药方。

台湾社会近期正陷入集体焦虑中，年轻人陷入22K的困境，空有高学历、却看不到未来的就业机会；中年人则担心劳保、劳退破产，不仅担心中年失业，更担心微薄的退休金拿不到。

再加上全球2008年受金融海啸袭击，至今欧洲重伤未愈，美国用印钞票撑住落魄豪门，被视为明日之星的中国，也被过度投资拖累。不管是富翁还是升斗小民，每个人的财富都受到冲击、大幅缩水，人生似乎充满了灰暗的色彩。

在此时刻，本期《生财有术》作者，还是乐观地告诉大家，只要用对方法，每个人都可以打败财富焦虑症，赢得富足人生。

“摆脱财富焦虑、提早达成财务自由”，这是许多人心中的梦。我长期在财经媒体工作，主要任务就是寻找成功案例，为芸芸众生找出可学习的成功之路。过去，我们总鼓励上班族认真工作、创造职场价值，自然可以创造收入成长空间，但面对目前环境，光只是这样好像不够。其次，我们鼓励大家要重视理财，妥善规划收支、做好资产配置，但兢兢业业地储蓄，也敌不过一次金融海啸席卷，投资理财也有相当高的不确定性与风险。

解读1　薪水之外，应该创造多元收入

本书作者则提出第3种方向：创造更多元的收入。他主张投资不是通往财富唯一的道路，增加收入才是致富的关键。他说，每个人的收入都会分成3个桶子，分别是支出桶、储蓄桶、投资桶。唯有为自己创造更多收入来源，才能让储蓄与投资的桶子变大，才有机会提早致富。

一般人熟知的收支公式是：收入－支出＝储蓄。但是，生活中总有各种花费需求，在支出优先之下，储蓄总是难以为继，这也是大部分上班族总是存不了钱的现况。

过去几年在投资理财教育推动下，提出一个新主张：收入－储蓄＝支出。建议上班族从薪水中先进行固定储蓄与投资，剩下的才是可以花费的部分。通过强迫储蓄、降低消费，可有效累积财富，只是在执行过程中，总要经历控制欲望的天人交战。

但本书作者提出更为积极的做法：扩大收入＋控制支出＝增加储蓄和投资。他认为，不断地为自己开发各种收入的可能，让投资桶与储蓄桶持续变大，才是创造财富更有效的方法。在本书中，他提出11种创造财富的方法，也列出具体的做法，可提供薪水成长有限，或想尝试多元发展的上班族，另一个思考与行动的方向。

例如，他在书中主张，可以撰写文案、钻研社群营销、投资房地产、选择权、销售自己创作的各种文字、图片……，及网络创业等，也许很多平常看似不起眼的想法或是产品，通过认真的研究开发，有机会成为另一个创造收入的机会。

解读2　从个人兴趣或专长找收入来源

其实，像这样的收入机会是无所不在的，只看个人是否愿意用心发掘。我有一个朋友，因为很喜欢做纸黏土玩偶，每天下班后就钻进自己的黏土世界中玩得不亦乐乎，有朋友生日时，她很开心地捏一个独家产品送给朋友，每个收到礼物的人都很喜欢。后来不断有朋友问她，为什么不销售这些独一无二的产品，也有一些人问她是否愿意开班授徒。通过朋友的推动，她不仅在网络上开了一个小小的商店，周末还在社区美术教室教小朋友捏纸黏土。目前兴趣创造的收入，几乎可达上班收入的一半。

另外，有一个朋友的英文说写能力很强，本来只是帮忙朋友处理工作上遇到的英文书信内容，后来被聘为特约英文撰写，只要有相关的英文文书都请他处理。经过一些朋友辗转介绍，目前他已经跟几家企业固定合作，有稳定的业外收入。此外，他还主动向出版社争取翻译机会，先试着翻译了几本书，后来也成为固定的合作对象。英文能力成为他创造第二份收入的利器。

每个人的才能与专长不同，不需要受限于作者提出的11种方法，仔细想想看，自己的特长与资源，总有机会找出创造收入的好方法。

解读3　网络时代来临，个人化商机百花齐放

早期台湾仰赖少数企业创造就业机会，但未来是网络世界，人人都有机会通过网络平台，创造自己的价值或是销售商品，网络时代反而提供了让个人发光、创造收入的舞台。

例如在书中，作者举例可以从事个人出版事业，举凡书籍、食谱、研究报告、教学课程、培训计划、数位信息产品……等，只要点子够新鲜、有趣，对别人有帮助，都有可能通过网络的宣传与销售，获得一些商机。

例如，在投资理财领域内，台湾有几位非金融本业的部落客，因为长期在部落格上写作、累积人气，后来作品出版成为畅销书籍，为自己与出版社创造了商机。

除了经营内容、开设网络商店之外，网络营销、社群营销也是一个趋势商机。目前在台湾有几位长期钻研网络营销的部落客，转进提供专业顾问服务，也相当符合本书作者提出的观点。

解读4　金融资产收入，需要较高资金与技术门槛

作者提出的方法中有3项与房地产有关，一是当包租公，赚取稳定的房租收入，二是当投资客，买入房地产经过适度的整理之后再卖出获利，三是善用美国对于低收入户的房租补贴政策，赚取房租收入。

随着一个国家经济发展，房地产长期价值水涨船高，因此，不管在全球哪个角落，房地产一直是富豪的最爱。不过，房地产也有景气循环，当房市过热、房地产供给过剩时，也会有价格修正的压力，以美国2008年发生的次贷风暴为例，就可证明房地产投资也是有风险的。

台湾这波房地产从2003年起涨，过去几年如果采取方法二，买进房地产经过整理、或只是转手卖出，几乎都可创造至少2到3成以上的获利，堪称是累积财富最好的方法。不过，目前在政府强力打房政策下，投资客已纷纷退场，想靠转手获利更为困难。另外，因为房价过高，台湾房地产的租金报酬率长期偏低，想当包租公必须资金雄厚、口袋深，非一般上班族能力所及。

另外，书中提到以投资“卖出选择权”，来赚取权利金收入的方式，此属于金融投资的一环，需要相当的专业能力，由于选择权有到期日，而且价格上下波动剧烈，一般上班族较不容易操作。即使专业法人，大多也用于避险或套利交易，需要较高的专业技术门槛，投资人要花时间去做深入了解。

实战锦囊　不只创造收入，更要创造附加价值

我相当认同作者所言，每个人应该为自己创造多元收入。以我个人为例，因为工作所需，经常在外演讲，或参加录像、访谈，此外，也从事写作、出书，这些经验累积不仅创造收入，也成为持续的收入来源。另外，因为长期从事理财教育与信息分享，对于投资理财的专业知识持续吸收与关注，因此，金融投资收益也成为长期收入来源之一。

我鼓励年轻人与每位上班族，都应该认真思考，如何创造薪水之外的另一份收入。不仅为增加收入，更为提高个人附加价值，不管是个人专长发挥还是兴趣延伸，或是另一个专业知识的学习或投资理财技能精进，不断从寻找多元收入中，持续开发自己的无限潜能，为自己创造不一样的人生，才是脱离财富焦虑症最有效的药方。


专家简介


林奇芬



《Money 钱》杂志顾问、理财作家


历任《Money 钱》杂志社长、《Smart 智富》月刊社长、总编辑，长期推动理财知识普及化。她的名言是“理财是人生必学第二专长”，希望用简单易学的语言，让每个人学会管理自己的财富人生。有多元丰富的媒体经验，并曾在世新大学财务金融系担任讲师。目前在巨亨网部落新世界、基智网理财达人部落格、雅虎奇摩理财专家专栏、网络家庭基金名家专栏均有专栏写作。著作有《治富》、《藏富》。毕业于政治大学EMBA、新闻研究所，中兴大学经济系。


延伸阅读

真心要致富，为时永不晚！

如果你只是少花钱、多存钱，晚起步应该也能致富，但如果你少花钱、多存钱而且又多赚钱，就再也没有什么能阻碍你达成财务自由的目标了。

人生所有的成就，包括累积的每一份财富，都是从一个想法开始的。如果你发自内心强烈渴望财富，这份渴望就会变成一种迷恋，而想象自己握有财富的感觉，更会加深你达成目标的决心。

一念致富——《一念致富》

人一旦到了懂得财富用途的年纪，就会祈愿拥有更多财富。若想要招来财富，就要以着魔般的心态迷恋财富、计划出致富的明确途径与方法，然后以绝不服输的毅力来支持计划。以下是将致富欲望转换为等值财富的方法：


	在心中设定你确切渴望拥有多少财富，不要只抓一个笼统数目，要订出明确金额。

	想清楚你愿意为了换取这笔财富而付出什么代价（记得，天下没有白吃的午餐）。

	定出预备拥有这笔财富的确切日期。

	拟定实现梦想的明确计划，而且立刻付诸行动（不论你准备好了没有）。

	写下一份明确扼要的声明书，上面载明你预备拥有的财富金额、获得的时限，以及付诸行动的计划。

	每天大声朗诵声明书──早上起床、午休时间，以及晚上睡觉前。一边朗读，一边想象自己已达成目标的光景。



真心要致富，为时永不晚！——《理财不怕马后炮！》

即使你在30、40、50或60岁前，一直没做好退休规划，还是可能把自己的钱财打理好，追求富裕的退休生活。说得明确些，你现在可以用以下5个简单策略来回到正轨，不必再担心往后的财务状况：
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策略1　放轻松

替自己开一个名为“告别马后炮”的派对，拿一张白纸，写下所有你想到的“如果我当初这么做……”的告白。要绝对坦诚，把这些年来始终无法释怀的每件事写下来。列完清单后，请一位或几位朋友来，把清单给烧了。

朝着美好的未来向前走。别管过去的人生是否公平，从现在的立足点，专心前进。忘掉所有“本来要、本来能、本来应该”的假想，为拥有更美好的未来而努力。

策略2　少花钱

几乎每个人一生中，都可以赚进足以致富的钱，但问题不在赚多少，而是花掉跟存下的各占多少比例。先别在意多赚钱这件事，用几个务实的做法，把已经入袋的钱多存点下来。


	压缩你的“拿铁因子”──就是每天花在无谓小东西上的钱。

	把信用卡债转变为财富──找到以低利率或零利率做促销的信用卡公司，把还没付的信用卡帐款转过去，接下来确定每次都能准时缴款，就不会产生任何滞纳金或罚金。

	一面还债，一面付钱给自己──在你降低信用卡债的同时，也应该付钱给自己，开始累积财富，同时搞定信用卡债。

	小心号称能“快速搞定”的人──找值得信赖的信用顾问。



策略3　多储蓄

多数人每年只存下可支配所得的2％。如果你起步晚但又渴望致富，这点储蓄是不够的。事实上，你必须设法存下所得的25％才行。或许要存下25％的所得必须花几年的功夫才办得到，刚开始这样想的时候，那样的目标似乎遥不可及，但是为了替退休计划筹措财源，你必须下定决心把更多所得存起来：


	永远先付给自己。

	把储蓄计划自动化。

	投资很单调乏味的标的。

	买房子，而且尽快付清。



策略4　辟财源

如果能一面提升自己赚钱的能力，同时提高储蓄能力，则你致富的机率，将大大增加。多赚钱的关键，通常不是更努力工作或更长时间工作，而是寻找更好的方式，把自己的经验、性格和想法发挥到极致。说得明确些，提高赚钱能力应该做到以下3件重要的事：


	请现任雇主帮你加薪。

	做自己的老板──同时保有现职。

	利用周末投资房地产。



策略5　勤付出

有钱很赞，但若想要真正的快乐并感觉自我圆满，还得过有意义的生活才行。想要获得更多的真正目的，是为了让自己能够对最在意的人多付出一些。因此，想真正成为富有的人，必须打算对亲友付出更多的关照。从务实面，你可以做4件事，借由付出更多来丰富人生：


	开始固定拨出所得的一定比例用来助人。

	拨出固定时间反馈社会。

	学会过富足的生活──你现在的生活要跟目前的价值观一致，不要等到真正致富后才调整自己的生活态度。

	教养聪明的下一代──帮助他们避免很晚才开始迈向致富的目标。



成为致富达人——《达人致富学》

每个人都有专精的领域，人人都可以是专业达人，但有些人却懂得将自己的经验与心得，通过包装及营销策略，转变为商品或服务与世人分享，借此享富人生。你的专业知识在市场上的价值，可能远超过你的想象。端视你如何运用网络商业时代的各种工具，让自己成为名利双收的领域专家！具体来说有以下几点：


	你的知识以及你亲身体会到的经验，在市场上的价值其实远高于你现在的认定。

	你来到这个世上，是要让世界变得更好——要做到这一点，最好的办法就是将你懂的东西分享给众人，并帮助其他人成功。

	分享你亲身经历所学到的经验，真的可以带来优渥的收入。



要成为致富达人，就是要把你懂的东西加以包装，然后转变为收入。这不需要正式的资格认证——只要你选择这么做，就可以取得“专业达人”的地位，然后运用网络商业时代的各种工具，将自己的专长快速转换成百万美金的年收入。
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