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POWRMISSION / EGOPROJEKT • APPRENTICE FIELD GUIDE

Mastering Udimi
Solo Ads
A practical, measured way to buy email traffic, learn from it, and build an owned
follow-up system.

The mission: turn a paid click into a relevant, permission-based lead - then earn trust
through useful follow-up.

The 30-second model
A solo ad is an email promotion sent by a seller to their list. On Udimi you buy a chosen number of
filtered visitors, supply a destination link or ad text, and review delivery data. Udimi is the traffic
marketplace; your EgoProjekt message, capture page, offer and Automatic Seller Machine do the
conversion work.

Traffic is an experiment, not a promise of leads or sales. Keep claims truthful, the offer specific, and the
next step simple. A click is only the start of the journey.

The route

1. Prepare the funnel → 2. Vet sellers → 3. Message before ordering → 4. Run small controlled tests →
5. Read the full funnel → 6. Improve or scale.

What this guide is
A decision system and copy kit. Dollar ranges and performance bands below are planning examples, not Udimi rules or
guaranteed results. Recheck platform options and pricing when ordering. Updated September 2026.
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01 / Be ready before buying a click
Minimum viable funnel

• One audience, one promise. Say exactly who the page helps and what they receive. Use a real
benefit, not income hype.

• One capture page. Fast on mobile, clear headline, concise bullets, visible form, privacy link and a
specific call to action.

• One useful lead magnet. Deliver it promptly after email confirmation and match the solo-ad promise.

• One thank-you page. Confirm the next step, set expectations for email, and optionally present a
relevant low-friction offer.

• One email sequence. Welcome, deliver, teach, show proof with context, answer objections, and invite
the next step. Include unsubscribe and honor consent rules that apply to your audience.

• One working measurement path. Test the link, form, tag, welcome email, thank-you page, and any
checkout on phone and desktop.

Preflight: submit a test lead yourself. If the promised resource or first email does not
arrive, do not order traffic yet.

Tracking map: label every order

Use a unique campaign URL or UTM for each seller and order, such as
utm_source=udimi&utm_medium=solo&utm_campaign=egoprojekt_guide&utm_content=sellerA_test1.
Record order ID, seller, date, niche, geography, device filter, copy version, page version, price and
delivered visitors. Store the same source tag in your email platform. Avoid exposing personal data in
URLs.

Udimi counts its filtered delivered visitors. Your analytics may count sessions differently because of load time, consent settings
and blockers. Diagnose large gaps; do not treat the two totals as identical.

Single versus double opt-in

Single opt-in adds a form submitter to the mailing list immediately. Double opt-in sends a confirmation
email and adds the person to the active subscriber list only after they click its verification link.
EgoProjekt uses double opt-in verified subscriber lists. Make the thank-you page say “check your inbox
and confirm,” send the promised resource after confirmation, and suppress unverified addresses from
marketing sequences. Track form submissions, confirmations and the confirmation rate separately; only
verified subscribers count as acquired EgoProjekt email leads.
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02 / Vet sellers with evidence
Udimi search includes filters for minimum visitors, positive ratings, Got Sales, maximum price, repeat
orders, last seen, niche and traffic origin. Seller profiles show ratings and average traffic statistics from
recent solos. Treat every score as a lead for investigation, not proof that your funnel will convert.

Look at Use it to ask Watch for

Niche + offer fit Has this list responded to education or opportunity
offers like mine?

Seller cannot describe audience or recent
campaigns.

Recent ratings Are reviews numerous, current and specific? Read
low ratings too.

A strong lifetime score with recent delivery
complaints.

Repeat orders Do buyers return after seeing results? No repeat pattern, or vague testimonial claims.

Got Sales Buyer-reported signal from recent orders; compare
context.

Treating the percentage as your expected sales
rate.

Origin + devices Will actual delivery match the countries and device
experience I need?

Mixed or unclear source, geo, or device profile.

Price + capacity Can this seller deliver the test size on schedule
within budget?

Pressure to buy a large package first.

Traffic choices

Choose countries for your offer language, currency, legal availability and support capacity. Udimi offers
an “Only top tier” filter; its listed examples include the US, Australia, Canada, UK, Netherlands and New
Zealand. Verify the current definition and added cost before checkout. Its mobile and no-mobile options
can isolate device traffic; tablets fall under non-mobile in Udimi’s help. If you can serve both devices
well, begin broad and segment the results.

Ask whether traffic is primarily from the seller’s own list, what niche that list expects, how recently
subscribers were engaged, and whether the seller can use your approved copy. A seller’s country is not
the same as the delivered visitors’ country.

Buy value, not the lowest price

The cheapest seller is usually a poor default choice: a low click price can become expensive when few
visitors confirm the EgoProjekt double opt-in or engage afterward. Pay more when a seller shows a
stronger match to your audience, recent credible reviews, repeat buyers, suitable countries, clear traffic
sourcing and a thoughtful reply to your pre-order questions. Compare cost per verified, qualified lead
and later customer value - not price per click alone. A higher price is justified by better downstream
results, not by a premium-looking profile.
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03 / Message first, then place the order
Messaging creates a written fit check before money is committed. It reveals whether the seller
understands your audience, will accept your page and copy, can meet geography and timing needs,
and will flag restrictions. Udimi provides a Message button on seller profiles. A good response is specific
and unhurried.

Copy / pre-order message

Hi [name], I am testing a free [specific resource] for [audience]. The page is [URL]. Can
you confirm your list is a fit, where recent clicks mainly come from, and whether you can
send my approved ad text? I am considering [100-200] filtered visitors with [geo/device]
preferences on [date]. Please tell me any concerns with the page or offer before I order.
Thank you, [name].

Copy / clarification after reply

Thanks. For this first test I need the agreed countries, [device preference], my approved
link/copy, and a start date of [date]. Please confirm the current per-visitor price and any
filter charges. I will assess opt-ins and downstream engagement, so I am keeping the first
order small.

Copy / after delivery

Thanks for the delivery. I am reviewing clicks, qualified opt-ins and follow-up engagement
over the next [7-14] days. I will share a concise outcome and discuss a repeat order if the
audience fit holds.

If the seller ignores fit questions, promises guaranteed sales, asks you to misstate results, or pushes an
immediate large purchase, move on. Keep all claims and opt-in wording consistent with your actual
offer.
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04 / Test in stages
Budget is a cap, not a target. Plan the full amount you can afford to lose while learning. A practical first
learning cycle is 2-3 sellers x 100-200 filtered visitors each. If delivered visitors cost $0.50-$1.00, traffic
alone is roughly $100-$600; allow extra for selected filters and do not assume these prices are current
Udimi prices. A smaller budget can run one pilot, but conclusions will be less reliable.

Reserve part of that budget for a well-vetted seller who costs more per visitor. A cheap test may teach
less if the audience is a poor fit; a quality test gives you a fairer reading of your page, confirmation flow
and follow-up. Stay within your loss limit and let verified-lead economics determine the repeat order.

Stage Run Decision

0 / Dry run Submit test leads; verify mobile load, tags and
email delivery.

Fix defects before ordering.

1 / Pilot 100-200 visitors from one vetted seller. Hold page
and offer constant.

Check delivery quality and that the tracking chain
works.

2 / Compare Repeat with 1-2 other sellers using the same
page, copy, geo and time window where possible.

Compare cost per qualified lead and engagement.

3 / Confirm Reorder a promising seller once with one planned
change or same setup.

Look for repeatability before increasing spend.

The control rule

Change one major variable at a time: seller, page, promise or follow-up. Record the version. Split small
tests cautiously; a handful of leads or one sale can be noise. Avoid judging a seller from click volume
alone.

Before checkout

Check quantity, total price including filters, date, destination and ad text. Udimi’s order form accepts a
direct link or ad text. If using ad text, Udimi says it must contain at least one link and all links must point
to the same web page. It also tracks clicks on-platform; your own source tags are for the downstream
funnel. Seller acceptance and delivery timing appear in the order flow, so review the current terms at
checkout.

Which delivery days? A starting estimate

For a first general-interest test, request Tuesday-Thursday delivery during the audience’s daytime,
when possible. Monday can be crowded; Friday and weekends may suit consumer or side-project
audiences, so test them later. This is a planning hypothesis drawn from broad email-campaign
research, not an Udimi-specific performance guarantee. Ask the seller when their list usually responds
and record the actual delivery date. Compare day-of-week only after enough similar orders, holding
seller, offer and funnel steady.



6

05 / Read the entire funnel
Measure Formula What it tells you

Landing sessions Your analytics count Did visitors actually load the page?

Form opt-in rate Form submits / landing sessions Does promise + page convert?

Confirmation rate Verified / form submits Do people confirm the double opt-in?

Cost per verified lead Total order cost / verified Can you buy real subscribers sustainably?

Qualified lead rate Qualified / verified leads Is the audience relevant?

Email engagement Engaged / delivered emails Does the promise carry into follow-up?

Sales + payback Revenue and margin / spend Is the economics improving over time?

Example: $150 total cost, 150 delivered visitors, 138 landing sessions, 35 form submissions, 25
confirmed subscribers, 21 qualified leads and 1 sale. Form opt-in = 35/138 = 25%; confirmation = 25/35
= 71%; cost per verified lead = $6; cost per qualified lead = $7.14. The sale alone does not prove
profitability; compare margin, refunds and later conversions.

Interpret signals in order

• Delivered visitors high, sessions low: inspect load time, redirects, broken links, analytics consent and
device issues.

• Sessions high, form submits low: sharpen message match, headline, perceived value and form
friction.

• Submits high, confirmations low: make the confirmation step obvious, check inbox placement and test
the verification email.

• Verified leads high, engagement low: inspect lead quality, expectation setting, email placement and
first-email relevance.

• Engagement healthy, sales low: inspect offer fit, sales page, timing, objections and follow-up
sequence.

For a first diagnostic, a form-submit rate around 20-40% may be a useful hypothesis for a relevant free resource, but it is not a
Udimi benchmark or a verified-subscriber target. Your qualified-lead cost and downstream value decide success. Open rates
are imperfect; favor replies, clicks, attendance and purchases when available.
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06 / Decide, improve, repeat
Practical decision rules

Pause Improve and retest Scale carefully

Broken page, wrong geo, clear
mismatch, unusable lead quality, or
lead cost above a pre-set ceiling.

Traffic fits but one funnel step is weak;
fix that step and retest the same seller.

Two comparable orders deliver
acceptable qualified-lead cost and
engagement; increase volume in small
steps.

Set your ceiling before launch: allowable cost per qualified lead = expected contribution margin per
customer x realistic lead-to-customer rate. Example: $200 margin x 5% = $10 per qualified lead. Use
conservative inputs and cash-flow limits. If you lack reliable conversion data, treat the first cycle as
research and cap the spend accordingly.

Post-test optimization

• Audit the exact ad text against the landing headline. Remove any promise the page does not fulfill.

• Review mobile speed, form completion, thank-you page and delivery email before changing design.

• Tag by seller, order and offer. Compare engagement cohorts after 7, 14 and 30 days; avoid judging
late sales on delivery day.

• Ask the best-fit seller about a repeat only after review. Keep the same creative for a confirmation
order, then test a new angle separately.

• Increase order size gradually, watch frequency and lead quality, and stop when incremental cost rises
beyond your ceiling.

Common mistakes

Buying before the funnel works; picking only the cheapest seller; reading Got Sales as a guarantee;
changing seller, page and offer at once; calling every opt-in qualified; ignoring email follow-up; using
misleading income claims; and scaling after one lucky sale.
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07 / Approved copy kit
These are adaptable starting points, not user-supplied copy. Replace bracketed details, verify each
claim and align the seller email with the actual landing page. Use one destination URL per ad text on
Udimi.

Swipe A / clear learning promise

Subject: A simpler way to test your next growth idea

If you are building an online project and want a more deliberate way to attract the right
people, start with this free [guide/checklist]. It shows [specific practical outcome] without
skipping the setup and measurement steps.

Get the free [resource]: [SINGLE URL]

You will learn [benefit 1], [benefit 2] and what to measure before spending more.

Swipe B / problem-solution

Subject: Before you buy another click

Traffic cannot fix a confusing offer. The free [resource] helps [audience] check the
capture page, welcome email and numbers that matter before the next campaign.

See the checklist: [SINGLE URL]

Useful if you want a clear next step and a small, measurable test.

Swipe C / curiosity with specificity

Subject: What happens after the click?

A visitor, a lead and a customer are three different outcomes. This free [resource] maps
the path from first click to useful follow-up for [audience].

Download it here: [SINGLE URL]

You will leave with a simple scorecard for your next test.

Copy review: one audience • one concrete promise • one URL • no guaranteed earnings or results • no invented testimonials •
clear opt-in expectations. Let the seller suggest a subject-line refinement, then approve the final text before sending.
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08 / The one-page operating checklist
Before During After

□ Define audience and honest offer
□ Test page, form, delivery and mobile
□ Add order-specific URL and tags
□ Set budget and lead-cost ceiling
□ Shortlist sellers from recent evidence
□ Message each seller and confirm fit

□ Check final copy, URL and filters
□ Record order ID, cost and start date
□ Monitor delivery and page access
□ Note discrepancies; keep
screenshots
□ Avoid changing the funnel mid-test

□ Reconcile delivered visitors and
sessions
□ Count leads and qualified leads
□ Review email engagement and sales
□ Diagnose the weakest stage
□ Pause, retest or confirm with reorder
□ Record 7-, 14- and 30-day outcomes

The scorecard to keep for every order

Seller | order ID | date | audience/niche | country/device | copy/page version | total spend | delivered
visitors | sessions | form submits | verified leads | qualified leads | email engagement | sales | refunds |
decision | next change.

Apprentice rule: earn the next spend. A second order is justified by evidence from the
whole journey, not by the excitement of a full click counter.

Platform notes and sources
Udimi: buying and order options, ratings, and click filtering. Wix explains the opt-in distinction. Campaign Monitor and
Omnisend provide broad send-day context. Check current platform settings. All budgets, rate ranges and day estimates here
are POWRMission / EgoProjekt recommendations, not Udimi claims.

https://udimi.com/help/a/how-to-buy
https://udimi.com/help/a/rating
https://udimi.com/help/a/how-udimi-click-filter-works
https://support.wix.com/en/article/wix-forms-enabling-double-opt-in-for-subscribers
https://www.campaignmonitor.com/resources/knowledge-base/how-often-should-you-send-out-a-newsletter/
https://www.omnisend.com/blog/best-time-to-send-email/

