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	Marlon Sanders Product Finding System
	

	
	1
	Look in back issues of magazines for products that are no longer marketed.  Perhaps you can pick up rights for only the offer of a royalty
	The original marketer may have not known how to sell the product correctly

	
	2
	Run ads for products in newsletters, magazines, online forums and ezines.  Promote the fact you’re on the lookout for products just as publishers do
	

	
	3
	Anticipate what is next.  There is a line of logic in product development.  Ask “what’s next?”
	I call this tapping into the consciousness of the marketplace

	
	
	What are you interested in?  Look on overture.com and see what products are being sold about it.  Look on amazon.com and see any books on the topic
	Overture will tell you if anyone is selling products on this topic and what they are

	
	4
	Look at someone else’s product that is selling successfully.  What adjacent market should the product be sold to but it is not? 
	Create your own version of the product and exploit the hole

	
	5
	Find a successful product that should be marketed through other channels but is not.  
	Create and expand

	
	6
	Start with a channel or a pipeline. What is there a demand for that is not being sold through the channel? 
	In ufmdprofit.com, part of the CLC System, I explain pipelines 

	
	7
	Look for offline products that are not sold online.
	Create your own and sell it online or get an exclusive to sell it online

	
	8
	Take online products to offline channels such as catalogs or the Cossman 27.
	

	
	9
	Look for a front end product that begs a back end
	You create and sell the back end

	
	10
	Skip the front end and jump straight to selling the back end
	

	
	11
	In a middle-priced marketplace, flank price on the high or low end.  
	Prefer the high end

	
	12
	In a highly competitive marketplace, you need a sustainable competitive advantage or an attribute you own
	

	
	13
	Can you create a lead gen product that others package in with higher priced products as a premium
	This is very low cost lead gen.  Ex: Ted Ciuba’s book

	
	14
	Pay high commissions on the front end and keep the back end
	

	
	15
	Customize products for key endorsers or pipelines
	

	
	
	Tap suppliers for ideas.  Suppliers and vendors to a marketplace know it well.  See what new products they see a demand for. Tap their thinking
	On research project showed that new product ideas from suppliers were more successful than those from customers

	
	16
	Find existing products that are neglected and under marketed.  Obtain exclusive rights to market through a channel such as the Internet, mail order or catalogs.
	Or create your own version and market it properly

	
	
	Find the best customers in a category and talk to them about what their complaints are. What they want. Their wish list for new products
	

	
	
	When you’re starting out, avoid vast, long-term projects
	You need some successes under your belt before you tackle a big project

	
	
	Go to your potential affiliates or associates.  Ask them their complaints.  Wish list. What they know they could sell if they had it
	makelinks.com software can help you find the affiliates

	
	
	If you’re in the info product market, go on Amazon and look for books on topics of interest that you’ve never even heard of.
	Try to buy the reprint rights, existing stock or a separate publishing deal with a royalty

	
	
	Look for products in old catalogs that are no longer marketed.
	

	
	
	Look at the videos in amazon for info product ideas that have never been sold as CD’s, seminars or training courses.
	

	
	
	You could create a nice living just getting product ideas off the programming section of elance.com or rentacoder
	

	
	
	Are you good at getting publicity?  Or can you hire or find someone great at it?  You can revive dead products using publicity if you’re good at it
	

	
	
	You can sometimes find appealing products on ebay in the businesses for sale/websites section.
	Be careful. There are a lot of less-than-sterling deals available.  Look for gems

	
	
	Take desktop applications, convert them to php/mysql and sell a version online using recurring billing
	Of course, never, ever violate copyrights, patents or trademarks

	
	
	Take any target market, situation, or arena of buyers and sellers.  Ask yourself, “Where’s the opportunity?”  Keep a list of your brainstorms
	

	
	
	You can take any existing product and create uniqueness by changing the physical item, the branding, the packaging, the labeling, the service or the warranty.
	Ref: Developing Product Strategy ch 7 in Marketing Fundamentals by Husted, Varble and Lowry

	
	
	Find a person with a problem-solving solution and pay them to do a conference call on the topic.  Transcribe, edit and you have a product by an expert
	Of course, get a legal release. That’s part of the pay.

	
	
	Create a roundup product where a number of people contribute 1 chapter to your info product
	

	
	
	Create a product that contains interviews with all the people who you want to promote the product. They’ll promote it ‘cause they’re in it!
	You create your own distribution this way

	
	
	Read chapter two of Making it by E. Joseph Cossman where he gives you 38 ways to find new products or services.
	

	
	
	You can find old tooling, molds, and so forth complete with patents that you can buy for cash or a royalty
	

	
	
	65,000 agents, distributors and wholesalers

http://www.export-leads.com/.  Find a good product that matches a category then mail or email or fax to the list.
	http://www.export-leads.com


	
	
	http://www.usedmold.com
http://www.moldauction.com
http://www.zpatents.com
http://www.yet2.com
http://www.globaltechnoscan.com
http://www.pharmalicencsing.com
http://www.eurolicensing.com
http://www.patentauction.com
http://www.newideatrade.com
http://www.inventionregister.com
http://www.invedyne.com
http://www.patex.com
http://www.pl-x.com
http://www.thoughtstore.com
http://www.thelicensestore.com
http://www.plasticshotline.com
http://www.exporthotline.com/index.html
http://www.tradeport.org
http://www.foreign-trade.com
http://asian-manufacturers.com
http://www.toolanddiequotes.com
http://www.manufacturingquote.com

	

	
	
	Find a product that should be sold via direct response on the radio but isn’t.  Exploit the opportunity.  Resources:

http://www.promotion-index.com/links/radiopromotions.html
	

	
	
	Source products in Hong Kong.  Magazines:

http://www.tdctrade.com/prodmag/
	

	
	
	Find a product that should be private labeled to different companies but isn’t.  Get an exclusive to private label it or create your own version.
	

	
	
	Look at all the industry trade publications at http://www.tradepub.com.  Can you think of a product that could be marketed to one of those industries but isn’t?  There’s your opportunity.
	

	
	
	Good ideas at http://www.export.gov
	

	
	
	Connect to international buyers, distributors and agents:

http://www.buyusa.com
	

	
	
	Tons of links and contacts at:

http://gifts.tdctrade.com/
	

	
	
	Export America.  Giant master resource portal:

http://www.export.gov/exportamerica/

	

	
	
	Attend trade shows to find new products and ideas

http://www.tsnn.com/
http://www.tradeshowweek.com

	

	
	
	Taiwan product sources

http://www.taiwantrade.com.tw

	

	
	
	Look in old issues of Popular Mechanics and Popular Science magazines as well as industry trade pubs for new product announcements.
	You should be able to find these at a library in the U.S.

	
	
	USA Trade has export/import info on over 18,000 commodities worldwide

http://www.usatradeonline.gov
	

	
	
	http://www.made-in-china.com is a great resource for products from China
	











