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A Business Problem

Competing Against Amazon:  Imagine having to sell 
products that are also sold on Amazon. They’re sold for the 
same price on Amazon that they’re sold on your website.

Why would the customer ever buy from your website?

It’s a difficult question to answer accurately, to answer in a 
way that meaningfully gives you a competitive advantage. 
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You Can’t Just Pay Somebody Money

Thirty years of e-commerce taught us to become lazy 
marketers.

Yes, it did.

We learned that if we pay somebody money (Google, 
Facebook), we get customers. We don’t have to work hard. 
We just need to spend money. 
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If You Don’t Spend Money?

There’s one thorny little problem with spending money.

What happens if you choose to not spend money? If you 
are dependent on Google/Facebook for business, and you 
choose to stop spending money with them, what happens 
to your business?

If the answer is “we stop generating sales”, you have a 
problem. This is the problem with marketing channels.
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The Next Big Thing

At a conference pre-COVID, a Marketing Executive asked 
me a question.

“What is the next big thing? If I knew what the next big thing 
was, I could start spending money there and I’d be ahead 
of the curve. That’s what I’m looking for. I want to know 
what the next big thing is.”

That, right there, is the problem with marketing.
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I Know You Don’t Want To Hear This

Most weeks, somebody asks me “what is next”?

If I told you that “hustle” is what’s next, how would you 
respond?

I know how many of you would respond. You’d get 
frustrated. “Hustle? That’ll never work. I need something 
that scales. Give me something that scales.”
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Living And Breathing Who You Are

It’s awfully hard to beat a brand that “achieved scale” by 
trying to do something that “scales”. Also, I hate the word 
“scale”. It’s a lazy word. A buzzword bingo word.

It’s almost necessary to do the opposite of “scale” … to live 
and breathe who we are. We must hustle. If somebody is 
paying Facebook for customers, we must create something 
that is so useful and interesting that Facebook or Google or 
YouTube or TikTok does the work for us.
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Don’t Do This
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Can you imagine a worse business model than a business 
that, no matter what marketing you do, causes a customer 
to visit Amazon and buy the product you are selling?

For Headphones.com, the answer to success cannot 
possibly be “let’s pay Facebook and Google to give us 
customers that we send to Amazon”. I don’t need an 
accountant to tell me that the math does not work.
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You Can Stop Paying Attention Here

If you don’t want to hustle and work hard, you can leave the 
presentation here. In fact, I’ll give you an out. Follow this 
link and learn 10 tips to improve the performance of 
product listing ads: https://foghornlabs.com/10-tips-to-
improve-the-performance-of-google-product-listing-ads/

If you want to hustle and work hard, turn the page and 
follow me into the world of headphones and hustle.
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This Is What You’re Going To Talk About?
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These People Retarget, That’s Not Hustle!
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They Signal FOMO To The Customer
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Oh Oh, Here Comes The Hard Work
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120,000 Subs, 675 Videos. Lots of Hustle
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This is Where You Tell Me That Videos Don’t 
Work, That You Tried To Create Four Videos 
And Nobody Watched Them

This is where I tell you that yes, your four videos didn’t 
work.

Did your videos work when you got to the 675th video? Or 
the 1,449th video? Did you quit too soon?

Everybody quits too soon, before finding their rhythm. 16



They Created or Hired Their Own Influencers
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Their In-House Influencers Have A Following
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They Rank Headphones, Best to Worst
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Analysis of Products
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They Let Their Competition Run Their Show
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They Interact With Fans … Even Angry Fans!
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They Run Their Own Forum
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They Host Old-School Blog-Style Reviews
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They Host Live Streams With Fans
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They Perform Scientific Measurements
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They Have Competition
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If They Don’t Copy You, You’re Doing it Wrong
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Interview With The Founder
https://www.youtube.com/watch?v=zTclWUrAtto
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A Quote

“Stores think of content as a medium to get people to buy 
stuff, disguised as reviews, and people can see through 
that. We’re going to do content, and it is going to be 
designed to earn trust.”   

Andrew Lissimore, Headphones.com

They lost brands who did not appreciate the fact that 
Headphones.com criticized their headphones.
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Does Hustle Work?

If you sell products that are readily available on Amazon at 
the SAME PRICE, your annual net sales should be exactly 
$0.

Yeah, $0. Why would anybody bother to buy the same 
product on your website when it could be ordered on 
Amazon and delivered to your home by an electric vehicle 
in less than 24 hours? 
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Does Hustle Work?
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Does Hustle Work?

An estimated $36,000,000 in net sales in an 
$18,000,000,000 industry (from $0 eight years ago). It’s 
nothing. And yet, it’s something if you are the $36,000,000 
brand, isn’t it? $36,000,000 that should go to Amazon goes 
to somebody doing the hard work, day in and day out (that 
doesn’t mean Amazon isn’t working hard – they are – it’s a 
different form of hard work).

So, yes, hustle works. Trust works. 
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Hustle:  A Different Business Model

You can pay Google/Facebook for customers. And keep 
paying them. Forever. They like that.

Or, you can create your own world, with your own experts, 
serving your own community. Is it risky? Yeah. Will it work? 
Not immediately, maybe not ever. Is it a superior 
alternative to constantly having to pay third parties money 
for customers? Absolutely!

34



A Pool of Prospects

If you made it to Slide #35, maybe you believe you can 
leverage hustle to grow a community. Think of the 
community as being a large pool of qualified prospects. 
You do the hard work, the hustle, to build a pool of 
prospects … when the prospect is ready to purchase, they 
trust you. The “hustle” business model is different.

Are you ready to try something different?
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Need Me To Analyze Something?

Kevin Hillstrom
Twitter:  @minethatdata

Blog:  blog.minethatdata.com
206-853-8278
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