TUESDAY NIGHT TECH — RESELL CIRCLE
Notes — August 18, 2026
Main Message
Technology changes, but human psychology and the principles of marketing remain largely the same. The goal is not simply to collect tools, but to understand people and use technology intentionally. Growth takes time; avoid measuring your progress against someone else's results.
Linktree Updates
Resell Circle's Linktree is developing into a central business hub rather than only a page of links.
Platinum Plus members can choose whether visitors initially land on Links or Shop/Products, and visitors can toggle between the two.
Products can be displayed directly in the Linktree, reducing unnecessary redirects.
Product images should be sized carefully because rectangular covers may crop in the product grid.
The new grid layout allows links to appear side-by-side and automatically adjusts for mobile.
Above the Fold
The most valuable space is what visitors see before they scroll. Put the most important offer, link, product, or call to action near the top and avoid overcrowding the first screen.
Lead Forms & Lead Capture
Lead-generation forms can be placed directly on the Linktree.
Forms can collect first name, email address, mobile number, and other useful prospect information.
Lead forms can support free resources, workshops, courses, services, product information, and other offers.
The purpose is to turn a social-media visitor into a lead you can continue communicating with.
Understanding the Funnel
Content → Interest → Linktree/Lead Page → Offer or Registration → Contact Captured → Follow-Up → Customer
“Comment INFO” or “Comment AVATAR” is not the entire funnel. It is the doorway into the funnel. The system that follows the initial response is what moves the prospect toward a workshop, service, product, or other paid offer.
Mobile Marketing & Link Tracking
Resell Circle has already been collecting mobile numbers; texting functionality is planned as a future follow-up channel.
When someone clicks a Resell Circle link, a cookie is set to help preserve the connection/referral relationship between the visitor and the member who brought them in.
Business Structure & Expenses
The session emphasized separating personal activity from legitimate business activity.
Mixed-use expenses, such as vehicles, gas, or phones, may require separating the qualifying business portion from personal use.
Members earning online income were encouraged to investigate whether an LLC or another business structure makes sense for them.
An LLC does not automatically make expenses deductible or automatically reduce taxes. Deductibility and taxation depend on applicable tax rules and entity structure; professional tax guidance is appropriate.
Key quote: “Information is free. Service is a fee.”
Webinar System + Zoom
The upcoming Resell Circle webinar system is intended to work with Zoom while allowing Resell Circle to capture the prospect and referral relationship before the attendee is sent to the webinar.
Social Content/Live → Resell Circle Lead or Registration Page → Prospect Captured → Webinar/Zoom → Offer
Avoid sending prospects directly to Zoom when the Resell Circle registration process is available.
Capturing the lead first can preserve attribution and create an opportunity for future follow-up even when the person does not buy immediately.
Re-Engaging Inactive Members
New platform features create a natural reason to reconnect with inactive members. The message should focus on what has changed and what is now available rather than questioning why they stopped participating.
Potential updates to highlight: QR codes and analytics, improved link pages, grid layouts, lead forms, webinar tools, products, affiliate opportunities, and community improvements.
Inactivity does not always mean permanent lack of interest; some members may simply need a new reason to return.
Practical Pancake Visuals Funnel
ATTRACT — Use avatar videos to demonstrate what can be created.
CAPTURE — Invite viewers to comment AVATAR or complete a lead form.
TEACH — Offer a focused free AI Avatar Beginner Workshop.
DEMONSTRATE — Create something during the workshop instead of only talking about AI.
OFFER — Give attendees one clear paid next step: creation service, class, or coaching.
FOLLOW UP — Continue educating leads who do not purchase immediately.
Key Strategy
Do not build a large collection of products and systems before proving what people actually want. Start with one audience, one avatar problem, one lead form, one workshop, and one paid offer. Then use analytics and customer behavior to decide what deserves expansion.
Bottom Line
The tool is not the strategy. The strategy is knowing who you want to reach, where you want them to go, what you want them to do next, and how you will follow up.
