
        
            
                
            
        

    
	

	 

	 

	 

	 

	 

	 

	 

	 

	 

	 

	 

	To my wife and our two amazing kids, the loves of my life -
this book is for you, because nothing in the world means more to me than you.
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Disclaimer

	This book provides insights and shares personal experiences and tips based on my own journey. While I believe that the ideas and methods shared here have the potential to bring value, I cannot guarantee the same results for every reader. The applicability and effectiveness of these ideas may vary depending on individual circumstances, and results may differ.

	By reading this book, you acknowledge that any use of the information is entirely at your own risk. I assume no responsibility or liability for any outcome, whether positive or negative, as a result of applying the concepts in this book. This book is intended for informational purposes only, and I disclaim any liability for losses or damages of any kind that may result from the use or application of the information provided herein.

	 


 

	 

	 

	 

	 

	 

	 

	The truth about how I – and hundreds before – made money
with a simple, yet powerful idea.

	 

	If we could do it, you can do it, too.
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Part One: The Truth
(About The Book That Made Me Money)
 

	 


Chapter One: Sharing The Secret Is The Secret Itself

	 

	 

	Let this sink in…

	 

	I’m on my way to become a millionaire by

	selling 100,000 copies of a book for a little more than 10 dollars each

	explaining how to become a millionaire

	namely by selling 100,000 copies of a book for a little more than 10 dollars each.

	 

	As sneaky as it sounds, it proves that anyone can make money by selling a lot of something simple, yet valuable and powerful, to someone who is curious enough to see how it works.

	 

	Let me invite you to a journey, where sharing the secret became the secret itself – and find yourself in a place, where you can directly relate to it, understand it and then turn it around to make it work for yourself!

	 


Part Two: Why You Have Bought This Book
(and How I Plan to Sell It to Even More Than 100,000 People)

	 


Preamble

	 

	You might have realized already that, before you bought the book, I had advertised only the contents of Part One of this book to you = to tell you the simple truth about how I – and hundreds before – made money with a simple, yet powerful idea.

	 

	Becoming a millionaire isn’t just selling 100,000 copies at $10 each - ads, fees, and taxes take a cut. To truly reach a million, you’ll need to sell a bit more. But that’s the beauty of this idea: the concept itself creates momentum, and with a solid plan, scaling beyond 100,000 copies is not just achievable - it’s inevitable.

	 

	So, with Part Two of this book, I would like to – as additional value for the money you spent to satisfy your curiosity – provide you with all the insights into why you have bought this book. For you to understand and be able to do the same. These insights are timeless and independent of current technologies.

	 

	Unlike many other books in the 'make easy money' or 'business success stories' genre, I’m revealing how I sold this book to you, allowing you to directly relate to your own buying experience and transition from being a buyer to becoming a seller yourself.

	 

	If I did this, you can do this, too!

	 


Chapter 1: The Power of Curiosity

	 

	 

	Introduction to Human Curiosity

	Why humans are naturally drawn to mysteries and simple, compelling ideas.

	 

	Humans are naturally drawn to mysteries and simple, compelling ideas due to their cognitive and emotional wiring. At the core of this attraction is curiosity, an intrinsic motivation that pushes people to explore the unknown and seek answers to unanswered questions. Mysteries engage this curiosity by presenting something incomplete or ambiguous, prompting the mind to fill in the gaps. The brain is essentially a problem-solving machine, and when it encounters a mystery, it goes into overdrive, trying to make sense of the information, resolve the tension, and bring closure. This sense of anticipation and the reward of figuring something out stimulates pleasure centers in the brain, which is why mysteries are so irresistible.

	 

	Simple ideas, on the other hand, appeal because they tap into our desire for clarity and efficiency. In a world that often feels overwhelming with complexity, people are drawn to messages that cut through the noise and offer direct, straightforward solutions. Simplicity resonates because it aligns with how the brain processes information: we prefer concepts that are easy to understand, retain, and recall. When an idea is simple yet powerful, it gives the sense that it can be easily adopted or implemented, making it feel accessible and actionable to a wide range of individuals.

	 

	Compelling ideas also activate emotional responses, which are a key driver in human decision-making. Ideas that are framed around relatable stories or familiar desires—like achieving success, solving problems, or fulfilling dreams—evoke emotional connections. Whether it’s a mystery that promises intrigue or a simple idea that offers hope or opportunity, both play into our natural inclination for cognitive ease and emotional satisfaction, making them profoundly attractive to people across cultures and contexts.

	 

	You did not buy the book, because I gave you a list of all the contents you could expect. No. You bought the book because you were curious about the truth I promised you to share.

	 

	 

	The "What If?" Question

	How presenting something as a curiosity-driven challenge taps into an irresistible urge to know the answer.

	 

	The "What if" question used in the title has a powerful and immediate impact on potential buyers by tapping into one of the most fundamental aspects of human psychology: curiosity. When someone sees the phrase "What if?" it triggers an internal dialogue, sparking a mental process of imagining possibilities. The question invites the reader to consider a scenario that is unknown but filled with potential, encouraging them to explore further. In the context of the title, "What if this really works?" the phrase is deliberately provocative, hinting at a tantalizing opportunity that could change their lives, yet withholding just enough information to make them crave answers.

	 

	This open-ended question also activates the reader's sense of possibility and hope. It allows potential buyers to imagine themselves as part of the success story being hinted at. The idea of potentially becoming a millionaire through a simple, yet undisclosed, method is an enticing prospect, and the "What if?" phrase pushes them to visualize how this could happen for them. This process of mentally placing themselves in the situation creates an emotional connection with the idea, making the book more personally relevant. By framing it as a question, the title removes the pressure of certainty and instead opens up a space for readers to explore their own dreams and aspirations.

	 

	In marketing terms, the "What if" question also serves as a powerful call to action. It creates a sense of anticipation and pulls the buyer towards the unknown, making them feel like they’re on the verge of discovering something potentially life-changing. The curiosity it stirs is hard to ignore, and the more they ponder the question, the more they feel compelled to find out the answer. It taps into the fear of missing out (FOMO), where potential buyers don't want to pass up a simple opportunity that could make them wealthy. This emotional tug is what often leads to spontaneous purchasing decisions.

	 

	Ultimately, the "What if" question works because it leverages curiosity, hope, and the potential for transformation. It offers a promise without fully revealing the details, making it nearly irresistible to those who want to explore what’s behind the mystery. For potential buyers, it’s not just about buying a book—it’s about investing in the possibility that this simple idea could indeed be the one that changes everything.

	You did not buy the book, because I told you on the cover that there is a 100% proof that this really works. No. You have bought the book, because I have left the question open, did not give you the answer, but instead urged you to find it out yourself.

	 

	 

	Creating Curiosity in Marketing

	How this natural human trait was leveraged in the book’s title and marketing to attract readers.

	 

	Curiosity is a powerful tool in marketing because it taps into the human desire to seek answers and explore the unknown. By leaving gaps in information, marketers can create a sense of mystery that compels consumers to engage further. The key to leveraging curiosity in marketing is to provide just enough detail to spark interest but not so much that it satisfies the consumer’s need for answers. This technique can be seen in everything from teaser campaigns to product launches, where incomplete or cryptic messages are used to generate buzz and anticipation. When potential buyers are curious, they are more likely to follow a marketing funnel, clicking on links, visiting websites, and engaging with content in their search for answers.

	 

	One of the most effective ways curiosity is used in marketing is through open-ended questions or challenges, like "What if?" or "Could this be the solution you've been waiting for?" Such questions invite the audience to imagine the possibilities and place themselves in the scenario. It triggers an internal dialogue that is hard to ignore, as people feel the need to resolve the uncertainty created by the question. In many cases, this curiosity-driven engagement leads to higher interaction rates, as people are naturally drawn to uncover the missing pieces of information.

	 

	Curiosity also works well in teaser campaigns, where the goal is to build excitement before a product or service is fully revealed. By hinting at features or benefits without fully explaining them, marketers create a sense of anticipation that keeps the audience engaged over time. This strategy builds emotional investment as the consumer becomes more curious with each new piece of information, leading up to a big reveal. Apple, for instance, has mastered the use of curiosity by keeping product details secret before launch events, creating massive interest and media coverage based on speculation alone.

	 

	Another powerful aspect of curiosity in marketing is its ability to create FOMO (Fear of Missing Out). When consumers are presented with limited-time offers or exclusive previews that only a few can access, their curiosity about what they might be missing out on drives them to take action. The sense that there’s something valuable to be discovered or unlocked compels people to engage, often pushing them to make spontaneous purchase decisions or sign up for early access.

	 

	Ultimately, curiosity in marketing is about creating a mental itch that can only be scratched by further engagement. Whether it's through a provocative question, a teaser campaign, or the fear of missing out, curiosity can drive consumers to seek out more information, interact with content, and, most importantly, take action. By leveraging this powerful psychological motivator, marketers can guide consumers through the buying process, making them feel like they are discovering something exciting and valuable along the way.
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~sharing the secret~
became the secret itself.?”

by Matthew K. Jonas
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