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What you’ll learn from this module: 

 How to use a new and remarkably effective JV 
technique where successful businesses pay you to 
access their list and eagerly share the profits with 
you. 

 Step-by-step exactly how to write and send a letter 
that not only grabs the attention of top business 
leaders but gets them to call you and ask for your 
assistance marketing to his or her enormous list. 

 How to get them to accept your aggressive fee 
structure that creates another residual income 
stream for you. 

 How to collect a handsome retainer up-front before 
you do anything . 

 Email scripts that you can write in an hour to 
convince 10s of thousands of your JV partner’s past 
customers to return and make repeat purchases so 
you can take a generous portion of the profits. 
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Why Licensing Will Bring You Riches 
Do you have the perception that wealthy people are "lucky" or have 
inherited their money or just have circumstances that enable them to 
make money easier? Nothing could be further from the truth. 
Becoming wealthy or financially free is a formula that can be learned. 
It's about following a proven set of universal principles. 

Licensing products, both physical and informational can be an 
extremely profitable business model. Anything you can think of can 
be licensed. It can be a manufactured product, a service, a business 
idea, or a marketing campaign. 

But just because you can license something doesn’t always mean you 
can sell or rent the license. Hundreds of thousands of patents are 
issued every year and few become commercial successes. With that 
in mind, we will focus on low cost or no cost ways to earn profits 
through licensing and brokering deals. 

Residual Riches 
In this module, you are going to learn how to sell new products one 
time and have your JV Partner send paychecks time and time 
again. 

You already know that one very powerful business model is having 
multiple income streams. Now, you are about to learn how to combine 

that outstanding business model 
with another that is just as 
powerful if not more so. 

The wealthy learned long ago that 
the best business model is the 
residual income stream. Do you 
need to do some work to create a 
residual income stream? Yes, but 
you do it once or once in awhile 

and then you can watch the money roll in every single month from the 
comfort of your own home... or your vacation home.  

What could be better than having multiple income streams where you 
either don’t have to work at it ever again or only have to work at it 
occasionally? 
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Wealth Tip #1: The path to true wealth is having multiple income 
streams of residual income. 

 
Fundamentals of Licensing and Brokering JV Deals 
The first fundamental is similar to the common JV deal where you 
send out an email to your partners list and share the profits. The twist 
here is that you don’t need a product.  

Instead, you engage your JV partners in advanced business 
techniques that increase their own sales of their existing products in 
exchange for your licensing fee to use your advanced technique. 

Each of the techniques you will be learning can quickly be rolled out to 
several JV partners. Every time one of them uses your technique 
they pay your fee. In no time, you’ll have many JV partners using 
multiple advanced techniques and sending you money from each one. 

That’s your multiple income 
streams paying you residual 
income from multiple JV Partners!! 
Do you think that will catapult your 
income to a new level? I thought 
you’d agree.  

Despite it’s enormous potential, 
licensing and brokering are a 
seldom used business models. 
Sure, the mammoths like 
McDonald restaurants use the 
franchising version of licensing. But 
you don’t want to invest the 
$250,000 or whatever incredibly 
ridiculous amount it currently costs 
to purchase a franchise license. And you probably don’t want to be in 
the restaurant business anyway, with it’s terrible hours and dealing 
with picky customers. 

JV 

The end result is that you will have very little competition because 
hardly anyone has realized how easy it is to use the specific 
techniques you are about to learn and how very lucrative they can be. 
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Wouldn’t you rather have multiple residual income streams that cost 
you nothing but your effort – no capital outlay. 

And you can trademark them and reproduce them time and time again 
for any type of business! Once in place, you work as little as you want 
while collecting licensing fees every month. 

These techniques don’t require you to have much for resources at all. 
Not much more than a computer to surf the web looking for JV 
Partners and to send emails. You won’t need: 

 To spend your own money to get started. 
 No need for a website – you’ll be using your partners’. 
 You don’t need a customer list – again you’ll use your 
partners’. 

 No employees are required. 
 No product or service is necessary (well you’re going to learn 
a new service here but there’s no financial requirement to get 
started). 

 You won’t have advertising costs and you don’t need to drive 
thousands of visitors to a website to purchase a product. Your 
JV partner will do this but not you. 

Low Cost, High Profit 
JV Deals Although it costs you nothing 

and your JV partner will be 
paying you from his sales, 
they’ll do it and be asking 
you for more. And why not? 
You’ll show them ways they 
can easily and dramatically 
improve their profits for very 
little effort.  

And if you base your fee as a 
percentage of their increased 
sales, there is no risk to your 
JV partner. He or she only 
pays from increased sales. 

There is the option of charging a flat fee for your service but I strongly 
recommend against it. You’ll find it much more difficult to attract 
partners if you ask for a one time and up front fee of say $100,000. 
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On the other hand, if you license the process to them and charge 25% 
of increased profits, you’ll find many more attracted to your business 
model. And very possibly that $100,000 one time fee could become 
$400,000 over several months and years in the form of residual 
income. 

Since we’re on the subject of fees, lets look at the two models you 
have to choose from. 

Build It Once, Customers Buy Forever 
The first is a residual income stream that you build once and it pays 
you perpetually. 
 
To be paid continuously you search out a JV partner with a product 
they create once and people will continue buying for a long time.  
 
A few examples are: 

 Books 
 eBooks 
 Video series 
 Absolutely any physical product will work 
 Services work as well 

With these, you need a steady stream of new buyers each week, each 
month, and each year. It’s kind of a royalty system where you own the 
copyrights and people have to pay for every single copy. 

Personally, I prefer the second method. 

Sell it Once and They Pay Again and Again   
The other broad residual income stream is repeat buyers. 

With these, your partner makes the sale once and then keeps 
providing more of the product that buyers are happy to pay for 
repeatedly. 

A few examples are: 
 Chiropractor services 
 Hypnotist  
 Membership sites 
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 Monthly modules 
 Monthly email 
 Monthly coaching 
 Services that are needed on a recurring basis 
 Products that need to be replaced regularly 

As you can quickly grasp here, the object is to get the customer to 
come back again and again for repeat services. 

And it doesn’t have to be once a month. It can be weekly if you have 
the time and desire to put out that much energy. Or it can be quarterly 
if you are pursuing other interests. 

Compare the Two 
Now compare the two. The first model requires new customers to buy 
the same product over and over. That makes the work easier because 
the product has been found and not much more is needed than to 
keep an inventory of the product. 

The down side is there could easily be a finite number of customers. 
You might boost the sales volume temporarily but after a certain 
number of sales it becomes increasingly difficult to ramp sales back to 
historic levels. Not the best model to maximize residual income. 

The second model requires more work to create something or provide 
a service new every month or week so that repeat customers return. 
However, it is much more financially rewarding as a residual income 
because in addition to repeat customers you can further ramp up 
sales by seeking out more new customers to buy on a repeat basis. In 
this model your residual income is more likely to increase rather than 
decrease. 

You’re in control when you start prospecting for JV partners. You can 
choose to JV with those following either the Build it Once, Customers 
Buy It Forever method or Sell it Once and They Buy it Again and 
Again. 

Finding Prospects for Your Licensing Business When You’re 
Just Getting Started 
Here we are looking at something different from what you have 
become use to searching for. We’re not looking for end customers. 
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Your major goal won’t be search engine optimization to drive large 
numbers of customer to a website to buy products. 

But it’s not all brand new to you either. You’re going to need a subject 
to focus on and the best place to begin is with the niche market you 
already have. You have a readily available list of prospects that comes 
from this. 

If bicycle riding is your niche, you begin looking for prospects in any 
one of several places. Do you subscribe to a couple of bicycle 
magazines? Every advertiser in all of those magazines are prospects. 
And don’t forget to venture out of your own norm. If you’re into racing 
bicycles, also look for advertisers in mountain bike magazines and 
touring bike magazines. 

Of course, there are plenty of websites dedicated to bicycles. Those 
with advertising provide you additional prospects. Be creative with 
your search techniques. You can search for: 

 Bicycle touring 
 Types of bicycles 
 Bicycle camping 
 Long distant bicycle riding 
 Family bicycling 
 Track bicycle racing 
 Mountain bicycle racing 

You get the idea, expand outside of your normal range of expertise. 

Looking for a popular new subject to base your business on? Go 
to Google Zeitgeist at: 
http://www.google.com/intl/en/press/zeitgeist2008/index.html

Here you can access lists of the most 
popular Google searches in multiple 
categories. 

You’ll find them compiled across the 
entire globe or you can narrow down to a 
particular country. There are other 
groupings that cover a vast number of 
subjects and possible subjects for your 
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next JV project.  

And you’ve already done your preliminary research! When you begin 
contacting prospective JV partners, you can mention that their area of 
interest is a 
top ten 
Google 
search 
subject.  

 

This throws 
the range of 
selections 
wide open. 
You probably want to use some good sense and pick one that you 
know something about. 
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Previous Customers Can Be Repeat Buyers Again 
Although your JV Profits course has shown you many low cost and no 
cost ways to acquire new customers, one rule of marketing still 
prevails. It simply costs less to sell to existing customers than it 
costs to acquire new customers. And that includes customers that 
have come and gone. Reacquiring them costs less than finding 
completely new customers. 

You’ll hear marketing people throw out statements about how it costs 
5X, 7X, or 10X more to acquire a new customer than retain an old 
customer. This bogus “fact” circulates widely. It originated from a 
Harvard Business Review article a couple of decades ago, which was 
the result of a general study of retention policies compared to 
acquisition policies across a range of businesses in different 
(consumer) categories. I think it was Earl Sasser, et. al., and the 
"service quality initiative" or something like that. However, if the 
academics who did this study had taken a different sample, or applied 
their calculations to different categories of businesses, then the 
numbers would obviously be different.  

Just ask yourself if there is a significant 
difference between acquiring a dentist that 
wants to buy a new X-ray machine or a 
consumer wanting to buy expensive 
chocolates. The X-Ray sale is probably 
going to require a lot of in-person selling. 
While the chocolate sale is just a PPC 
campaign encouraging a customer to click 
the product into a shopping cart. 

There are research and study techniques that can be used to 
determine the cost of new customer acquisition but a separate study 
needs to be conducted on individual businesses and individual 
marketing campaigns each business conducts. We’re not going to go 
into that at all. Instead, trust that intuitively it can be determined that 
returning customers are less expensive to sell to instead of going out 
and looking for new customers. 
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When it 
comes to old 
customers, 
you’ve over 
come the 
most difficult 
task in 
marketing, 
getting them 
to trust you 
enough to 
make a sale. 

Writing the 
Dormant Customer Reactivation Letter  

Which Customers to Keep Coming Back 

While you should always be looking for new customers, keep in mind 
there are proven customers out there that haven’t made a purchase in 
awhile. The steps to reacquiring them are simple and inexpensive: 

1. Write an email thanking the customer for buying from you in the 
past.  

2. Benefits, benefits, benefits – remind them of the benefits they 
receive when they purchase from you. These are general 
benefits about your JV partner’s products or services. You’ll get 
into specific benefits about the product or service you are now 
offering in step 4 below. 

3. You may have neglected them. Did you get busy with another 
project and neglect sending out a newsletter to this group for a 
period of time? If you neglected them, take accountability. Say 
you’re sorry and you still value them as customers. 

4. Create a special offer to make up to them for the neglect or to 
bring them back as an active customer. Here again, you focus 
on benefits to the customer. In step two the benefits were a little 
more vague, general benefits resulting from previously doing 
business with you. Here in step 4, talk about the specific benefits 
from exactly what you are offering. This can also carry over into 
step 5. 

5. Create a call to action. Your goal here is to pull previous 
customers back into making repeat purchases again. The first 
offer needs to be something they really want, make it a top of 
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the line item. And then sell it to them at a deep discount. Get 
them back as a repeat customer. But put a short time limit on it 
so they take action. “The new gizmo everyone wants at 30% 
off for those that purchase within 48 hours.” 

How deep of discount and how long or short the time limit is ultimately 
up to you and your specific circumstances. If you really did something 
wrong to damage the relationship, you might even want to consider 
giving something away free. 

The Call to Action and Limited Time Offer 
The call to action is critical to the letter as is the limited time offer. The 
call to action tells them exactly what you want them to do. Don’t be 
vague by leaving them wondering what their next step is. Something 
like: “Please call today to receive this exclusive one time offer.” 

 
The call to action is clear and to the point – “Call NOW to receive 
your deep discount today.” Make it easy for them to accomplish the 
action. Avoid long complicated order forms. And there should be a real 
person at the other end of the telephone. No difficult telephone trees 
or leaving a message and waiting for you to get back to them.  

Occasionally there is good reason to offer two different calls to action 
that the reader needs to decide between. Use this technique sparingly 
because it is almost always better to leave the customer with one 
clear call to action. But the customer may need more information 
before they can make a decision to take action.  

You may need to send them to a webpage for product specifications 
or something. I’d try to include the critical information in the letter so 
that this doesn’t happen but there are times that it will. Of course, 
you’ll have an easy to use shopping cart on the webpage and another 
call to action there as well. 

There are a couple of reasons you want to limit the time the offer is 
available. First, people procrastinate. They have every intention of 
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coming back in a day or two and completing the purchase but then it 
slips their mind and never gets done. Limiting the time greatly 
increases the probability they will take immediate action so they don’t 
forget.  

The other reason is because you are offering the product or service at 
a deep discount. You can’t be expected to leave this deep discount 
offer open indefinitely. Especially if you ask them to forward the offer 
to friends and family. Nothing wrong with asking them to forward the 
offer so that new customers come on board. But you don’t want 
people still asking for the deep discount 2 months from now when its 
selling at full price as fast as your JV partner can ship it. 

 $197.99

Another great 
closing technique 
is adding a 
“bonus” product 
or “premium” 
service. This can 
be used to 
enhance your call 
to action. There 
are  several 
different ways to 
accomplish your 
goal here:  

 Make the bonus available to only the first 200 people and 
couple that with the limited time to get customers taking 
action immediately. 

 Offering the bonus to everyone that purchases increases the 
perceived value of the offer. 

 Offering to let them keep the bonus even if they return the 
primary purchase gets more customers to make the initial 
purchase and most will like the product and decide to keep it. 

 One more powerful closing technique is to add a money back 
guarantee. Based on your product or service determine how 
long the guarantee is good for (e.g. 30 days, 90 days, 365 
days). 
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Sample Letter Reactivating Previous Customers 
Dear [enter your previous customer’s name], 

I am writing to thank you for being a valuable customer in the past. On the outside 
chance you don’t recall who I am, I’m [insert your name] with [insert business 
name]. I have a great offer for you today and I’m looking forward to reinvigorating 
the relationship we previously enjoyed. 

I trust you will recall many of the benefits that my hypnosis services provide. While 
hypnosis is often customized to individual needs, a few of the most common 
benefits are: 

 Overcome the fear of public 
speaking 

 Improve low self esteem  
 Cure or improve depression 
 Stop panic attacks 
 Build confidence 
 Cure fears, phobias & flashbacks 

 Release post traumatic stress 
 Smoking cessation 
 Weight loss 
 Stop obsessive and compulsive 

behavior 
 Improve concentration 
 And many, many more 

Our business has been truly busy over the last year. I am sorry to say I have 
neglected my valued clients from the past because of this. Certainly, you are a 
very valued client and deserve my full and sincere apology for not making time to 
keep you informed of developments in the field of hypnosis.  

If you want to improve the over all quality of your life through hypnosis therapy, 
this is your low cost opportunity. I’ll work with you to determine where the most 
improvement in the least amount of time will have the biggest positive impact on 
your life. In a few short sessions, you will achieve life-changing progress that goes 
beyond your immediate life to be noticed and appreciated by your family and 
friends.  

To show my appreciation for your past interest in hypnosis, I am making an 
exclusive offer of three hypnosis sessions at the low cost of $45. This is a $30 
savings compared to new client charges. Not only will you receive this huge 
savings but also each will be a private session where you receive my personal 
and undivided attention. I really am excited about serving returning clients, so I’ve 
decided to add a fourth session at no cost for the first 200 previous clients that 
make an appointment.  

Call 1-800-555-1234 to make your appointment today. Act now to be sure you are 
one of the first 200 that will receive the fourth session free. In fairness to current 
clients paying much more for the service, I have to limit the offer to those that 
make an appointment within the next week. Act now and you can again enjoy the 
tranquility and easier life that hypnosis therapy offers. 

Best regards, 

Colin C Smith - DHP MNSPH LNCP MANLP Adv. Dip.PSM GQHP GHR
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 What does the sample letter accomplish? The greeting makes it a 
personal letter. You’re writing to known customers. This makes it 
important to address them by name.  

In the second paragraph, you remind them of your past business 
relationship but assume they recall it. If you are using a list of previous 
customers that haven’t purchased in a year or two, they may not recall 
who your JV partner is. A reminder of this is included early in the 
letter. 

The next paragraph reminds them of all the benefits they can obtain, 
in this case from a hypnotist. As a past customer, they benefited from 
one or more of these services. If they completed one course of 
service, they very likely had an interest a few more. This paragraph 
serves to remind them of a benefit they were previously considering 
but might not have gotten around to. 

Immediately following the benefits is the apology for not staying in 
touch with them in the past. Here you will need to customize the letter 
to the amount of time your JV partner has been out of touch. The 
example assumes the clients were active a bout a year ago or the last 
contact was about a years ago. Adjust as needed. 

Then we come to the specific offer being made. This 
runs two paragraphs and goes into detail. This is 

the hook to bring the customer back. It 
needs to be generous. Here we 
offer 3 deeply discounted 
hypnotic sessions. The message 
that it is worth returning as a 
client is reinforced with a bonus 
that it is a private session rather 
than a group session.  

Urgency (call to action) is emphasized in two 
ways. First by adding another bonus of a 4th 
session free for only the first 200 returning clients. 
To assure they receive this additional benefit they 
need to act immediately.  

Deep 
Discount

Save  
a Full  
30%

The final paragraph is all about the call to action. 
The paragraph begins with the specific telephone 
number they need to call. The reader is then 

4th Session Free  
for First 200 Calls 

Call: 1-800-555-1234 Now

16 
Copyright © 2008 - 2009 Lazer Marketing All Rights Reserved. 



Previous Customers Can Be Repeat Buyers Again 

reminded they need to act immediately to be among the first 200. And 
it ends with a general deadline of one week. 

One last comment on the letter and discount. By all means, be sure 
your JV partner can deliver everything they are offering. The last thing 
you want to do is reactivate a past customer with big promises and 
then not deliver. You’ll loose their trust and business forever.  

Okay, now you know that previous customers can be brought back as 
paying customers much easier than bringing in new customers. You 
have the fact that trust has been established before and they have 
purchased before. 

But now, how do you convince someone to JV with you and let you 
put the letter together with their help? 
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Marketing Yourself to Your JV Partner 
You’re going to learn several unique and creative JV licensing 
strategies in this module and the next module. The process for each 
will be slightly different and you’ll be given details for each one. 

However, the process for contacting your JV partner prospects will 
change little as we move from one JV strategy to another. Here it is 
given in detail. As we move through the strategies, only notable 
changes in how you contact your JV prospects will be given. 

Earlier in this module, you learned how to find your prospective JV 
partners. Now you have a specific service to offer them - The previous 
customer reactivation marketing strategy. Now, you need to contact 
prospective JV partners and get a signed agreement with them to pay 
you a percentage of the profits they will earn by reactivating previous 
customers. There are five distinctive steps: 

1. Your introduction and partial explanation letter. 
2. A script that gets you scheduled for a telephone presentation. 
3. The telephone presentation. 
4. Highlights of what goes in the JV agreement. 
5. Signing the JV agreement. 

Your Introduction and Partial Explanation Letter 
The best response you can obtain from this letter is for 
your prospect to pick up the telephone and call you 
immediately wanting to discuss the details. But if they 
don’t call you, you’re going to call them and this letter 
increases your chances they will take the call. 

The right person to send the letter to is not always that simple to 
determine. But the internet is a wonderful thing for finding information 
and people. 

Online Directories are a good place to begin looking for the top person 
at a business you are interested. For small businesses, it is almost 
always the business owner. And if they have a website, the name is 
frequently listed there. 

Another good place to look is in directories. This works well for the 
subject of hypnosis that we are currently exploring. Simply type “” into 
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Google or any other search engine and you’ll receive a list of 
directories. Almost every trade group 
has several directories to choose some. 
It’s a good idea to spend a little time 
finding a good one. 
 
Once you find a list of businesses in a 
directory, its’ usually easy to find the 
business owner by visiting their website. 
Make a note of their telephone number 
as long as it’s in front of you. 

With the business owner’s name in 
hand, you’re ready to begin writing the 
all important letter. You are marketing 
your idea here and as with all marketing 
efforts the emphasis is on benefits. In this case, begin  with the 
benefits your JV Partner will receive. 

“I am writing to introduce you to an exceptional marketing strategy that 
can increase your bottom line 25% or more. It costs about as close to 
zero to implement as you will ever find. It can be implemented in a 
couple of hours and you will see immediate results.”  

It’s too soon to divulge what the strategy involves. If you give too 
much information away at this point, you may not have an opportunity 
to get a licensing agreement in place. 

That will be led up to but right now, it is about the benefits.  

Next, you need some form of proof that you can deliver what you just 
said you could. After you get a few of these JVs behind you, you’ll 
have actual numbers you can quote here.  

For now, the best support you probably have are testimonies from 
past JVs. Either from satisfied customers but better yet, a previous JV 
partner. Don’t be concerned about asking for this. Providing honest 
testimonials from a previous partner is an important JV benefit that 
you should now be able to call on. In fact, on a small scale 
prospecting level like this, your previous JV partner should have no 
trouble accepting calls or emails from your new prospects. It’s not like 
he or she is going to be inundated by thousands of customers asking 
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for personal verification. Only a few prospects until you find the right 
one to work with. 

Now, you’ve established trust. Next, make it appeal to his or her 
business by limiting who else will be participating. 

 “After careful review of your business and the industry in general, this 
offer is only being made to a few hand picked businesses. From this 
shortlist, a single company from the industry will be selected to 
participate. Another opportunity for this extremely low cost / no risk 
marketing strategy will not come along again soon.” 

This paragraph does several things. For one, it creates a pressing 
need to take action or possibly be left out of an opportunity to fatten 
the bottom line significantly. Also, if you’ve studied the industry and 
selected his particular company to participate, his competition has 
likely been sent the limited offer and he’s not going to want them to 
get the upper hand. And finally, if he doesn’t take action, the 
opportunity probably won’t come around anytime soon. 

The urgency to act is established but the action that needs to be taken 
has not been established. 

You want the prospect to pick up the telephone and call you or at least 
accept your call when you make it in a day or two. 

“To fully learn how you can benefit from this powerful marketing 
strategy, that can increase your profits by as much as 25%, please 
contact me at 1-800-555-1234.” 

“This strategy will be customized to the business adopting it and I’d 
like to personally discuss your specific needs. It will only take a few 
moments to establish if we can go forward together. If I don’t hear 
from you in two days, I’ll telephone you on March 16 at 10:30 to learn 
what other questions you have.” 

What you do in these last two paragraphs is remind him of the most 
powerful benefit he will receive at the same time you ask them to take 
the specific action of phoning. You emphasize the uniqueness of the 
strategy by letting them know that it will be customized to their 
business (bringing their old customers back as paying customers). 
And if they don’t call you, they will be expecting your call on a specific 
day and time. 
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Send the Letter By Courier 
This is one letter that I strongly urge you not to email. Busy people, 
like business owners, receive enormous amounts of spam and most 
use spam filters. Chances are good that your email will never reach 
their inbox. 

And if it reaches their inbox, it’ll never be read. 

 Want to make sure they 
read it? Print it on quality 
stock paper, place in a 
quality envelop and have 
it hand delivered by a 
courier service. That will 
get their attention and 
they will know you are 
very serious about the 
proposal. It’s also quite 
expensive and therefore 
might not be your first 
choice. 

More cost effective choices are USPS, Fed Ex, or UPS. Use their 
over night delivery. Don’t require the business owner to sign for it. 
That’s his assistance’s job if you think it needs to be done. But the 
assistant will bring the owners a attention to the important letter as 
soon as they return to the office. 

Since you’re going to spend a bit more to assure the letter comes to 
his attention, you might as well make sure it arrives on the most 
advantageous day of the week. Not Monday, the first day of the week 
often involves wrapping up important business from the week before 
and planning the coming week’s schedule. 

Having the letter arrive on Tuesday or Wednesday works best. 
Although you want them to call immediately, they often won’t. Having 
it arrive during the first half of the week gives them all week to make 
the call before starting to plan for next week. Also, they’ll be expecting 
your telephone call if they don’t call. You said you’d call on a specific 
day at a specific time. If it’s two days after the letter arrives, you’ll be 
calling the same week they read the letter. Might as well use 
everything available to you. 
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All that remains is to follow up perfectly with the telephone call. You’re 
building trust so don’t make a mistake here. Call exactly when you 
said you would. 

He may be in a meeting or out of town on business. At this point, he 
probably left instructions how he wants his assistant to handle your 
call. If your given a specific time and date to call back, write it down 
and follow through  - now you know you have an interested prospect. 

The First Telephone Call 
Keep this conversation brief unless they have time for your full 
presentation. These are busy people. If you want to do business with 
them, you need to show respect. 

Keep your telephone script handy by the telephone in case he calls 
you as you requested. If the call comes, you need to quickly determine 
how much time you are going to be able to talk to him. You want at 
least half an hour. If he doesn’t have the time, ask for an appointment 
to discuss it a few days later when he can schedule it.  

Again, be careful not to provide too much enough information or you 
may receive a premature “No Thanks”.  

Let’s assume a busy hypnotist named Keith Atkins calls in response to 
your letter. 

Here’s the way you want the conversation to go. 

You: “Hello Mr. Atkins, I’m very pleased you understood the 
importance of the marketing strategy I wish to discus with you. It 
truly will increase your profits noticeably and very likely by 25%. 
I’ll be glad to go through it right now if you have the time. It takes 
about 30 minutes to clearly explain the strategy. Can you do that 
now?” 

Mr. Atkins: “That’s more time than I can spare right now. Can you give 
me the short version?” 

You: “It really takes 30 minutes. Anything less can be confusing and I 
really want you to understand how powerful this marketing 
strategy is. Can we schedule 30 minutes when you have the 
time in a couple of days?” 
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Mr. Atkins: “I can do that. How does next Tuesday at 10 work for 
you?” 

You: “That works fine for me Mr. Atkins, I’ll be looking forward to it. 
Can I ask one more question now?” 

Mr. Atkins: “Go a head.” 

You: Is there anyone else at your business that should be part of this 
conversation? I’ll be glad to contact your assistant and have her 
arrange it. 

Mr. Atkins: “Yes, there is. I was thinking if this is as appealing as 
you’ve made it seem, I’d have Mrs. Clarke look into it 
further. No reason she shouldn’t be part of Tuesday’s 
conversation. I look forward to hearing from you then. 
Good day.” 

That would be almost the perfect scenario but we know things don’t 
always go as we would like them to. There’s a good chance you will 
be calling Mr. Atkins on the day and time you told him you would. 

That script should go something like this: 

Assistant: “Atkins’ Hypnosis Center how can I help you?” 

You: “Hello, this is [your name], Mr. Atkins received a marketing 
strategy letter from me and should be expecting my call this 
morning. Can you put me through please?” 

Assistant: “Certainly, he is expecting your call. I’ll put you straight 
through.” 

Mr. Atkins: “Atkins here, what can I do for you?” 

You: “Good morning Mr. Atkins, this is [your name], I sent the 
marketing strategy letter to you last week practically 
guaranteeing you can increase your profits 25% with minimal 
cost and no risk. Do you recall that letter?” 

Mr. Atkins: “Yes I certainly do. I’m glad you called me promptly. 
Please tell me how this works.” 
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You: “I’ll be very happy to do exactly that. Do you have about 30 
minutes to hear all of the important details?” 

Mr. Atkins: “That’s more time than I can spare right now. Can you give 
me the short version?” 

You: “It really takes 30 minutes. Anything less can be confusing and I 
really want you to understand how powerful this marketing 
strategy is. Can we schedule 30 minutes when you have the 
time in a couple of days?” 

Mr. Atkins: “I can do that. How does next Tuesday at 10 work for 
you?” 

You: “That works fine for me Mr. Atkins, I’ll be looking forward to it. 
Can I ask one more question now?” 

Mr. Atkins: “Go a head.” 

You: “Is there anyone else at your business that should be part of this 
conversation? I’ll be glad to contact your assistant and have  her 
arrange it.” 

Mr. Atkins: “Yes, there is. I was thinking if this is as appealing as 
you’ve made it seem, I’d have Mrs. Clarke look into it 
further. No reason she shouldn’t be part of Tuesday’s 
conversation. I look forward to hearing from you then. 
Good day.” 

That’s all you’re trying to get out of this short conversation. An 
appointment to have time to completely discuss it. Of course, you 
could be surprised and he says he has the time right now, so be 
prepared with the material if he does. 

On the other hand, he may decline from the very beginning. Remain 
respectful and politely accept the “No Thanks”. There are plenty of 
other opportunities out there and the practice doesn’t hurt you. 

Selling Your Marketing Strategy in a 30 Minute 
Conversation 
Unless your prospective JV partner is in your own city or close by, you 
will want to make your presentation by telephone. Picking your JV 
partner should be based on the best match rather than on location.  
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The internet has made telephone presentations perfectly acceptable. 
For that reason, this part of the process assumes the presentation will 
be made over the telephone.  

Some people are much more comfortable using presentation 
materials. Here is a website linking to several free web conferencing 
sites: http://www.voip-sol.com/6-best-free-video-conferencing-apps-
services-tools/ 

There are two issues about web conferencing you need to decide 
before going this route. First, using PowerPoint or another 
presentation software locks the agenda in. It does the opposite of 
keeping the meeting free flowing and answering the prospects 
questions. The second is the free conference services are low end 
and lack necessary features for a quality presentation. You should 
probably find a quality pay service. 

The key to any presentation is getting your audience involved. The 
last thing you want to do is lecture your prospect on what you can do 
for them or why they should partner with you. The easiest  and surest 
way to get to “Yes” is by letting them convince themselves that “Yes” 
is the best answer. You do that by engaging them in the conversation 
and making sure their questions and interests are fully addressed. 

Rapport and Introduction 
Keep the introductions simple. For yourself, give your name and a bit 
of business history that puts you in a good light. Keep it at less than 
30 seconds. 

Let your prospect and any others he has invited say something brief 
about themselves. Beside their name, most business people will tell 
you their position in the company and maybe the length of time they 
have been in the job or with the company. It’s a good idea to make a 
brief note of this information for future reference. 

Don’t play any silly game. I’ve been in business meetings where the 
person running the meeting asks everyone to introduce themselves 
with something unique or even embarrassing about themselves as an 
ice breaker. These people are professionals. They don’t enjoy this 
type of game playing and it will damage your first impression. 
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To establish rapport, after the introductions, 
you should have done some research on 
this company before you sent the first letter. 
Draw on this research to ask a question or 
make a comment about their business. A 
great way of doing this is making a comment 
about a recent press release. This shows 
that you are up-to-date on company 
activities.  

To find the business’ press releases take a 
look on their website. You should find a tab labeled “press releases” or 
“media”. If this isn’t available, simply ask the assistant that you 
contacted when arranging the meeting. 

You should be in charge of the meeting. Allow 5 minutes or less to 
establish rapport and then move the meeting onto the primary subject 
that you are presenting. 

Short Overview 
Shift the conversation with a brief recap of why you are there and what 
was in the original letter and expand on it.  

“As the letter brought to your attention, I am here to discuss a proven 
but seldom used marketing strategy that can improve your profits by 
as much as 25%. And it is very low cost along with being risk free.” 

Now ask a question to get the others involved. 

“I would venture to say every business has past customers that are no 
longer active customers. Would you agree your business fits this 
general assumption and how many customers do you think have 
stopped buying from you over the last two years?” 

Pause for answers and listen closely. 

Acknowledge their answers and maybe comment about the numbers 
they speculated with. If several people are participating, there could 
be a big variation in the numbers. It doesn’t matter right now.  

You want to continue building interest in your marketing strategy. 

“Right now I can’t speak to the exact number of past customers this 
represents but at least we agree they are out there. From my 
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experience, the number one reason they are no longer buying is 
because they haven’t been invited to recently. Something else caught 
their attention and they moved on. It’s very similar to what probably 
happened within your marketing efforts. Once you acquired these 
customers, your efforts shift back to acquiring new customers and 
your existing customers were neglected. Do you think there is some 
accuracy to this analogy?” 

Notice that the last statement ends with a question to engage your 
audience again. You want to make sure they are tracking correctly 
and take every opportunity to learn more information about their 
operations. 

Listen to their answers. They may have some different thoughts that 
you need to address but this seldom happens. Your next comment 
begins connecting the past customer reactivation strategy with the 
analogy. 

“The marketing strategy that I am here to discuss intends to turn these 
previous customers into repeat buyers once again if it is implemented 
correctly. Every professional marketer that I know easily 
acknowledges that it is much less costly to retain an existing customer 
than to acquire a new customer. This strategy will bring many of your 
past customers back for far less than it costs to acquire the same 
number of new customers – far less. Hence, the low cost of the 
marketing strategy. That’s reinforced by the fact that these people are 
no longer buying but they have shown loyalty in the past. And what is 
the risk? Marketed to incorrectly they are the same as trying to acquire 
new customers. Maybe you’ll reconvert 1 in 10 into a paying customer. 
Marketed to correctly, you can convert 25% and I know of company’s 
that have had conversion rates as high as 50%. Do you see the great 
advantage of properly marketing to this highly prized group of previous 
customers?” 

This part of the presentation is very powerful. Try to stick as close to 
the script as you can. First, you’ve inferred or stated several times that 
it is important that the marketing strategy be implemented correctly. 
This is key to bringing you in as a JV partner. You know you are 
going to have to reveal the full strategy sooner or later and you’re 
getting close to that point. You don’t want them to just take your ideas 
and do it themselves. Here you are establishing yourself as the expert 
they need to have onboard to maximize the profits they now clearly 
see they have been missing. 
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Second, you have used the commonly held marketing rule that 
existing customers are less costly to retain then acquiring new ones. 
This adds strong creditability that 25% can be achieved, although a 
larger number is logically obtainable. Thirdly, you dangle another 
carrot that it is not unreasonable to expect even higher profits if the 
strategy is properly implemented. 

And you ended the statement with a pregnant question to bring them 
back into the conversation. Pause and listen closely. 

Once this conversation wraps up, move on to another subject that 
begins setting your prospect to selling themselves on your proposal as 
the solution to their problem. 

“I’ve prepared a brief presentation on how this is best implemented but 
before we get to that, can you tell me what your current marketing 
efforts are focused on?”  

Now let them talk. What you are looking for is a problem that your 
marketing strategy clearly solves. A key to selling to 
businesspeople is solving a problem. Almost universally, they will 
initiate a new project to solve a serious problem quicker than they will 
take advantage of an opportunity. You’re trying to get into the great 
position of doing both with a single swipe of the blade.  

Listening carefully to what they tell you, expect to hear the marketing 
efforts are two or three fold. 

1. Acquiring new customers. 
2. Doing battle with a strong competitor. 
3. Introducing a new product. 

The problem you want to hit on is doing battle with a competitor. Your 
next script should go like this. 

“What I think I heard is that much of your effort is trying to acquire new 
customers. Well my marketing strategy doesn’t really address this but 
I also heard you are always trying to stay ahead of (or catch up with) 
your competitor. I see this as a great opportunity to do just that. You 
are not currently trying to reactivate past customers and I highly doubt 
your competitor is either. I think you understand the huge profit 
potential locked up in this targeted group. But the fact is, there is only 
one chance to unlock that huge potential. Some of these past 
customers have likely migrated over to buy from your competitor. 
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What if you can pull some of them back as your customers? The first 
to properly implement the strategy will clearly reap this huge reward - 
by far. This will put distance between you and your competitor and 
keep it that way going into the future. Do you agree it’s important to 
correctly implement this strategy and quickly?” 

Now let the conversation flow. You’ve identified a problem that you are 
proposing a solution to. This should spark plenty of conversation. 

Gradually bring the conversation around to the dollar value of both 
solving the problem and your strategy of bringing past customers back 
as buying customers. 

“In rough dollars, how much do you think your top tier competitors are 
benefitting by selling to your past customers?” 

Your prospect should come up with a number that is significant. 
Obviously the higher the better because you just received a strong 
indication to how much this JV partnership could be worth to you. 
Take their answer seriously. 

“That sounds very serious to me. We already discussed that part of 
your current marketing strategy is to acquire established buyers from 
your competitor. It’s a common marketing strategy that your 
competitor is surely pursuing also. What do you think the long term 
implications are?” 

Your prospects answer can be wide-ranging from status quo to 
eventual destruction of his business. What’s important is he or she 
acknowledges you may have a better solution than they have been 
able to come up with and at a lower cost. 

Here, you want them to continue to solve their own problem with your 
solution but they need to come to the conclusion themselves. You 
can’t force it on them. 

“It seems you have a good understanding of your problem. How would 
it help you if you can substantially increase profits while at the same 
time reclaiming many of the customers that have migrated to your 
competitors?” 

However they answer this become the benefits your prospect is 
looking for.  
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Now you need to improvise a bit and work those comments into the 
strategy you are offering. 

“So from our brief conversation you’ve already identified that this 
marketing strategy will: 

1. Bring a major boost to your profits at a time when customers 
have been drifting off to both big and small competitors alike. 
Your profit margin has actually been slipping. 

2. Your current marketing initiatives don’t address what is actually 
a serious problem for you.  

3. You had several conversations about this but the budget 
doesn’t allow for it. 

4. A low cost, no risk strategy to return past customer to repeat 
buyers solves more than one critical problem you have been 
looking for answers to. 

Would you like to look over my short presentation now?” 

The Presentation Timing is Perfect  
There can be little doubt that your prospect will be interested in your 
presentation by this time. Keep in mind that a key goal is to make 
yourself a critical cog in this business deal. You’ve set it up well and 
now you’re going to give them the details. 

Still, keep it short. There is a lot more information you can gather once 
they are onboard that will let you flush out exactly how you can best 
write the email or letter bringing past customers back as repeat paying 
customers. 

Maybe you can learn the details of how the business alienated a 
bunch of customers and can develop a well-worded apology to bring 
them back. 

Maybe you’ll learn something that clearly indicates what deep 
discounted product will be the most effective bringing a large 
percentage of past customers back.  

For now, keep it short and broad but give them the highlights. 

“As we’ve well established, this marketing strategy will bring past 
customer back as repeat buyers again. Generally, the targeted 
customer’s haven’t made a purchase in the past 6 to 24 months. 
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These are the most likely to return, However, it’s also good to include 
a sample control group of past customers that haven’t purchased in 24 
to 36 or even 48 months. Before spending time or money you’ll be 
able to determine if the sample response, for those gone longer, is 
high enough to be worth pursuing.” 

“This strategy is so surprisingly simple that it’s amazing that more 
businesses don’t use it. Especially considering how effective and 
profitable it is.” 

Getting into the details…. The single biggest reason these past buyers 
are not longer buying is because they haven’t been asked to make a 
purchase recently. After you made the first sale, there was no follow 
on effort to make a second and additional sales. All of the effort is on 
the first sale. This is a truly neglected market segment considering 
they have already proven their willingness to buy from you and you 
have already established the very difficult trust relationship.” 

What could be lower cost than contacting these customers and asking 
them to return as paying customers. In exchange for coming back they 
will be offered a highly desirable product at a deep discount. Now you 
might object to offering a high profit product at a deep discount but 
keep in mind that these are sales you never would have made without 
this marketing strategy. As long as the discount price still results in a 
profit, it is just an additional sale that otherwise never would have 
happened.” 

“Is this making sense to you so far?” 

Let your prospect catch up with you and ask any questions they have 
before moving on.  

“Now, there is a proven formula to making this contact. First, you want 
to thank them for doing business with you in the past and recognize 
them as a valued customer. Second, acknowledge and apologize for 
anything you did wrong in the past that might have caused them to 
stop doing business with you. Third, offer them the deep discount 
product we discussed and possibly add a second bonus if they return 
within a predetermined time frame.” 

“Experience shows that if they are still active buyers of your type of 
products a large percentage will begin making purchases again based 
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on this simple formula. In fact you can plan on at least a 25% 
response rate and results have been known to be as high as 70%.” 

“I think you’ll agree this is an effective strategy to return past 
customers to repeat buyers again. Can I answer any other questions?” 

The questions should still be general in nature but by now they are 
going to start becoming more detailed and specific to the business you 
are working with.  

Discussing Your Fees 
After you answer the questions it’s time to begin a discussion about 
money. The best place to begin is by demonstrating how much the 
deal will be worth to them (you got it – always talk about their 
benefits). 

“If that’s all of the immediate questions, maybe we can look at what 
this means to your bottom line.” 

“It’ll probably be a rough number but how many customers do you 
think made a purchase 6 to 24 months ago but not in the last 6 
months?” 

You’ll get an answer and it’ll probably be to your benefit to have a 
piece of paper handy to right the numbers down and a calculator to do 
the math with. So for our example we’ll say the estimate of past 
customers is 20,000. Next you’ll want to ask what the average sale 
per customer is. This is a number that they should know with some 
accuracy. Write it down. For the example we’ll use the round number 
of $100 per order 

Now do a little math. A 25% past customer return rate based on 
20,000 past customers means they can expect 5,000 returning 
customers.  

5,000 returning customers making a £100 purchase means they will 
increase sales revenue by $500,000 (5,000 X $100).  Your script goes 
something like this. 

“Using the low end estimate of a 25% return rate and your estimate 
that 20,000 past customers exist and your $100 average purchase, we 
see that 5,000 customers will likely return and spend a total of 
$500,000. Do you agree that’s a good starting place, you can expect 
your sales to increase $500,000?” 
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“That seems to be a good return in exchange for writing a letter and 
sending it out free in email. And I’m not asking for much that will eat 
into that. My fee is quite reasonable at $5,000 (or whatever your 
actual fee is) to get started and 10% of the increased profits (again 
use your own numbers).” 

There are several judgment calls you need to make when setting your 
fee structure. With a little experience and strong testimonials they can 
check, there is no reason the upfront fee shouldn’t be $15,000 and the 
percentage of profits 15% or 20%. I’ve seen the percentage of profits 
go as high as 50% which is common in JV deals. Often it depends on 
how much profit there is in the sale of each product. If the profit 
margin is up around 100% then you receiving 50% becomes more 
reasonable. If the profit margin is down below 50% then your high 
percentage isn’t going to leave the business with enough incentive to 
follow through. 

The upfront fee is different. If you fall below $5,000, their motivation to 
follow through worth their obligations is reduced. If their initial 
investment is only $1,500, next week something might divert their 
attention and they’ll never complete the project. All of your money is 
tied up in the increased profits that never materialize. 

If they are making 100% profit on the $500,000 increase in sales, the 
profits are $250,000. At 10%, your portion of this is $25,000. With 
experience, your percentage can go up to 30% or $75,000 on this 
particular deal. So although you’re not making the majority of your 
money on the up front fee, you need it to be high enough to motivate 
them to follow through with the project so you can collect the bulk of 
your money.  

Your script goes like this. 

“I structure my fee this way for a couple of reasons. First and 
foremost, you can see that I only receive the majority of my fee after 
you receive your own profits. Unlike other marketing agents, I don’t 
charge a huge up front fee and leave you to sweat whether you will 
recover your costs and make a profit. I only make money when you 
do.” 

“Second, you know I’m going to be working hard to follow through with 
this strategy and I’m going to be working hard to maximize the profit. 
The more you make the more I make. It’s a win-win for both.” 
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“Considering everything we’ve discussed here today, making a big 
impact to your bottom line, recovering customers lost to your 
competition, and stemming the flow of customer migrating to 
competitors, can you see it being the right decision to invest $5,000 to 
bring all of this about?” 

That’s the end of your presentation. Now you wait for their answer. 

Their Answer to Your Presentation  
Once you leave them with the question about investing $5,000 to go 
forward, you are likely to receive one of four different answers: 

1. No, this doesn’t appear to be anything we are interested in at 
this time.  

2. We might be interested but need some time to discuss it and 
come to a final decision. 

3. We might be interested but your fee structure seems a bit high. 
4. Yes, we accept and are prepared to go forward immediately. 

Scenario 1 – No, Not At This Time 
Don’t expect to receive this answer very often. If you do your 
homework and follow the script this just isn’t the result you get. 

Still it does happen occasionally because you couldn’t uncover a piece 
of vital information or the business owner is just not in the mood today 
to commit. 

The best you can do here is ask for feedback about why he made that 
decision. Let him know you’re always looking to improve your services 
and would appreciate if he can share his reason(s) for not accepting. 

After that, thank him for his time and serious consideration and close 
the call. 

Scenario 2 – Need More Time to Decide 
This is more typical and very common with large businesses. You may 
not have dug out the true decision maker here and they need to go 
back and discuss it with him. Your lesson is to do a better job of 
finding the decision maker. 

The more likely answer is that they really do need more time to make 
a decision. A lot of big businesses make decisions by committee. Now 
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they have the information and need to hold a committee meeting to 
make a decision. 

Your response to this answer is to offer to provide more information. 
Ask them what else they need to make the decision. If it’s reasonable 
tell them that you’ll have the information to them in a day or two (or 
whatever amount of time you will need). 

Take notes and get the information to them on time. Better yet, proof 
you can deliver by getting it to them early. 

Ask them when they expect to make a decision. Let the team lead 
know that you will contact him or her shortly after that date if you 
haven’t heard an answer back. 

Thank them for taking the time to hear you out and wish them the best 
with their business regardless what decision they make. 

Scenario 3 – They Want to Negotiate Your Fee Structure 
This is the most difficult depending on the exact fee structure you’ve 
given them.  

If you’ve already given them a great fee structure. Like the £5,000 up 
front and 10% of profits used in the example, you really don’t have 
much room to negotiate. Ask them what they have in mind.

Once you have their information, you can: 
 Either make a yes/no decision on the spot.  
 Give them a counter offer on the spot.  
 Ask for time to think about it and come back with a counteroffer. 
 Say no and pass on the deal.  

I’ve already given you the logic to the price structure provided. Now 
you have to make a decision. 

The last advice I’ll give on this subject is to remember this is about 
business. Don’t make a fast irrational decision. Don’t give an angry 
“no”. Always end a business meeting by thanking the others. You 
never know when they’ll call back in 6 months wanting the original 
deal.
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If what they propose sounds like something you want to consider 
further, then ask if you can consider it and get back to them. Give 
them a firm date when you will get back to them and meet your 
obligation, even if you are turning the offer down. 

This is a time that you can make a counteroffer after thinking about. 
One counteroffer is probably fine. But don’t get into the habit of 
multiple counteroffers. You’re trying to form a JV partnership with 
them. They’re not making a one time vehicle purchase. You don’t want 
a partnership where every decision needs to be negotiated.

As always, thank them at the end of the call. 

Scenario 4 – They Accept and are Prepared to Go 
Forward 
Certainly, this is the easiest one to deal with and the one you want to 
hear. With smaller businesses, it is also the one you will receive the 
most often if you have done your research and followed the script. 

You have one short script and the meeting is over. 

“I’m pleased we see it the same way and I’m excited to get started. I’d 
like to put together a summary of the highlights we discussed today. I 
can do this in the next day or two and email it to you. As soon as we 
are sure we agree on the highlights, I’ll have a contract drawn up and 
sent for your review.” 

Again thank them at the end of the meeting and let them know you’ll 
be back in touch shortly. 

Congratulations! You have another highly profitable JV venture 
without a product or list.  

36 
Copyright © 2008 - 2009 Lazer Marketing All Rights Reserved. 



The JV Licensing Agreement 
 

The JV Licensing Agreement 
Module 3 gave you a comprehensive checklist for drawing up JV 
agreements. It is much more complex than any joint venture you are 
likely to engage in but you are able to choose the parts needed for any 
joint venture you do choose.  

Well, almost any JV.  

As you’ll recall, these licensing types of JV arrangements are new to 
the industry and have unique qualities compared to the more 
traditional ones that you have learned about in previous modules. 

The information you are finding here supplements the checklist 
provided in module 3. This is information needed to create a fair and 
equitable JV licensing arrangement between you and your partner. 

  

Word of caution: I am not an attorney. Nor do I have any formal 
legal training. What is presented here is not legal advice and is not 
intended to be legal advice. Always seek the counsel of a 
competent attorney experienced in the specific laws meeting your 
needs before entering into any business contract.

The Deal’s Summary Sheet 
The presentation covered in the previous chapter concluded with you 
obligating yourself to send your new partner a summary sheet of the 
JV licensing deal you both agreed to. 

There are four reasons you want to do this and a specific way you 
want to structure the summary sheet. 

What the summary sheet accomplishes: 
1. It makes sure you and your partner are clear about the key 

points you have agreed to. 
2. It becomes a quick reference sheet for responsibilities. 
3. It becomes a guide to writing the full agreement. 
4. It’s much easier to understand than the full agreement if 

attorneys are involved drawing that up.   
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How to Structure the Summary Sheet 
The key points of the summary sheet list your responsibilities first. And 
the way you do this is to write your responsibilities to read as benefits 
your partner will receive. You also want to write it in a manner that 
makes it appear you have more responsibilities and yours are more 
intricate.  

Next, come the responsibilities of your partner. Keep these simple but 
clear. This is where the deal has the biggest possibility of coming 
apart. You need your partner to perform these responsibilities in a 
timely manner. If they don’t complete their actions, you have no way of 
making the venture go forward. Keep the list simple, clear, and 
complete. But make it appear to be less responsibility than you have 
by making it shorter.

The last section defines your licensing fees. This is the other part that 
has the possibility of being heavily questioned be your new partner. 
You want to keep it simple in the summary sheet – not much more 
than what you said during the presentation. There are some special 
previsions that need to go into your licensing fee structure that will be 
dealt with in the formal terms of agreement. 

Sample Summary Sheet 
Here is a sample of the summary sheet demonstrating the structure 
described above: 

Your responsibilities 
1. Significantly increase profits by returning 25% of the estimated 

20,000 past customers back to repeat buyers. 
2. This is anticipated to increase sales revenue by $500,000. 
3. Accomplish this with a very low cost and no risk marketing 

process that maximizes the increase in profits. 
4. Aggressively pursue this strategy to obtain these results before 

the competition does. 
5. Include a tactic to target the subgroup of customers that have 

migrated to the competition. 
6. Specifically target customers that have not made a purchase in 

the past 6 to 24 months. 
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7. Include a small sampling of those not purchasing for 24 to 48 
months to determine if another targeted campaign will be 
successful. 

8. Reestablish the “Trust Relationship” that once existed, 
recognizing this is key to repeat sales. 

9. Effectively apologize for any neglect or wrongdoing that 
occurred to drive these customers away. 

10. Be prepared to begin the campaign in four weeks. 

Your JV Partner’s responsibilities 
1. Provide any known information where they were responsible for 

driving the customers away. 
2. Identify possible products to be sold at a deep discount based 

on a high probability these targeted past customers want the 
product. Identify a bonus product to be given away under special 
conditions. 

3. Identify the estimated 20,000 past customers and email the 
marketing material. 

4. Fulfill the incoming orders through your normal process. 
5. Measure the effectiveness of the marketing campaign. 

Your fee structure 
1. A one time retainer fee of $5,000 to be paid before the project 

begins. 
2. 10% of the profit made from sales to these specific customers 

during the next 24 months. Monthly payments to be made by the 
15th of the month for the previous month’s sales. 

That’s it. You hit the high points and leave the details for the formal 
agreement. 

Now, you attach this to a short email and send it off on or before the 
date you agreed to. The email needs to inform them that the summary 
sheet is attached. Ask them to look it over and recommend any 
changes they think are needed (seldom do they ask for changes). It 
should also convey your professional excitement to move forward 
quickly and mention the date you will be sending a draft of the formal 
agreement for their review. 
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The Agreement 
Of course you are getting close to closing the deal and do in fact have 
a verbal agreement. But the deal is never sealed until the formal 
agreement is signed by both parties. 

Keep the agreement as simple as possible but expect they will have 
their legal office review it. This is especially true of larger businesses. 

This is a simple business transaction and there is no reason to create 
a long complicated legal contract.  

The agreement is very similar to the summary sheet except it goes 
into more detail. It should be structured the same way as the summary 
sheet. It’s always a good idea to start out by reminding your JV 
partner the benefits they are receiving by listing your responsibilities 
first. 

Defining Your Fee Structure 
Probably the most important part of the agreement is defining how 
your fee structure will be calculated. It boils down to defining 
profits.  

In the traditional JVs that we’ve discussed in earlier modules, splitting 
the profits is generally straight forward. Both partners put in 
approximately 50% of the effort and split the revenue 50% - 50% 
without regard to anything else. 

In this joint venture, the profit has to be calculated so that your 
percentage of the profit can be determined. If you’re familiar with 
business accounting, you know there are many ways to calculate 
profits. There’s profit before taxes, there’s profit after taxes, there is 
profit after cost of operations is taken out and another version after 
over head and fixed costs are taken out. Clearly, you want a simple 
way of calculating the profits. 

My way of thinking is profit is income (also known as revenue) less the 
cost of the product. If your JV partner manufacturers the product, 
these are his direct operating costs to manufacture the product. If he 
buys the product this is his price to acquire it. 

Often your JV partner will want to allocate a portion of his overhead to 
be subtracted out of the revenue. You should strongly resist this. You 
have no control over his overhead and he was incurring that as a 
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normal part of business long before this marketing campaign came 
along. Everything he is making here is a bonus. If you hadn’t come 
along, he would have incurred those same overhead costs without the 
added income you showed him could be easily obtained. 

If he persists wanting to add in overhead costs, you should insist your 
percentage of the profits be increased since you are now paying a 
portion of his overhead. That normally ends the conversation to your 
satisfaction. 

Another point that might come up is applying your retainer against 
your share of the profits. It’s not an unreasonable request. You 
promised a low cost marketing campaign and under highly profitable 
conditions, you might want to concede on this point. I’d only consider 
this if my retainer fee was high (above $15,000), which in the example 
it isn’t. And if your share of the profits to be made were very high 
(more than $100,000 per year). Those numbers are not rules, only my 
own standard. You need to decide what is right for you. 

Paying you is much the same as paying any vendor they buy from 
with the exception that you don’t send them an invoice, they need to 
calculate how much you are owed. This can lead to them asking to 
pay you quarterly rather than monthly. I’ve never seen a business that 
didn’t calculate sales and profits on a monthly basis. In fact, sales are 
more frequently calculated on a weekly basis. There’s no real reason 
they can’t pay you monthly. 

How Long Will You be Paid? 
The last thing to be sure is clearly defined about your fee structure is 
how long you will be paid. Your going to be paid based on all 
purchases being made by customers you return to your JV partner. 
Should this go on forever? Probably not. At some point you have to 
concede your partner is providing all of the service to these customers 
and he is again entitled to all of the profits.  

The bulk of the money will be made in the first few months after the 
campaign is launched. After that, there will be repeat orders but they 
won’t be as robust as the first couple of months. 

Now that they know how easy and important it is to remind existing 
customers to make another purchase, you can bet they will want to do 
this on a regular basis in the future. Do you deserve to get paid for 
future campaigns they run? A case can be made that you do but 
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insisting on it could very well kill the whole deal if they think you’ll be 
receiving large payments from them forever. 

Here’s how I handle the question about how long to collect the 
licensing fee. Generally, I allow it to lapse (written into the agreement) 
after 24 months. Two years of payments for returning past customers 
seems fair. 

And when they want to run future customer retention programs, I don’t 
object to them or expect to be paid a share of the profits from 
customers that never left. I do expect to be paid my share for the 
customers that I returned, even if the sales were generated through a 
new retention campaign. Of course, this only lasts for the 24 months 
of the contract. 

Instead of taking my share of profits from the sales to existing 
customers, I insist that my retainer be paid again whenever a retention 
program is run over the 24 month contract period. This seems fair 
since they are using the business process that I brought to them. 

Two Things to Leave Out of the Agreement 
Throughout this module, this joint venture process has been described 
as a licensing agreement. But I never use that phrase in the terms of 
agreement. And never around their legal people and seldom with any 
one from my JV partner’s business. The term licensing agreement 
sends shivers up the backs of the legal types. They see it as a way for 
you to force the business to pay you into eternity for every sale made 
to the returned customers.  

Leave the term “licensing agreement” out of the terms of agreement. 
Spell out each party’s responsibilities and your fee structure and 
everything will be fine. 

Also, don’t allow the term “exclusive” or anything similar to it to be 
included. You are not giving your JV partner exclusive rights to use 
your process. You may have to agree not to divulge to their 
competition for a period of 5 or 10 years but that is as far as you can 
go with granting anything that resembles “exclusivity”. 

Those are the common hurdles that need to be agreed to in the terms 
of agreement for this type of JV. You may run into your own unique 
hurdles but there are few that can’t be overcome when there is a good 
profit to be made by both JV partners. 
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Still, you should have a knowledgeable attorney review any business 
agreement before you sign it. Remember, I’m not an attorney, nor do I 
play one on television. What you have read hear is my own common 
sense and cannot be construed as legal advice. 

You now have the full process to make killer profits by turning 
previous customer back into repeat buyers.  

GO DO IT NOW. 
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Coming Soon…… 
It’s been 
another 
sensational JV 
Profits module 
with truly new 
and unique JV 
secrets!! 

Your new 
lifestyle should 
be looking like 
the chart on the 
right!. 

As enterprising 
and 
innovational as the past customer reactivation technique is… it will 
continue to get better when your next module brings you several new 
licensing and brokering techniques proven to generate top money 
without you needing your own products or lists. 

In Your Next Module 
It continues… Learn More Stunning Ways to obtain and declare your 
family’s financial 
independence. 
It’s as if you can 
print your own 
money!  

Your next module 
brings you more 
break through 
techniques that cost nothing from your pocket…instead the brokering 
and licensing models continue bringing in the cash without risk and 
without you investing any cash.   

Until next time … Enjoy Your Prosperity 
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$100K $2M $15M 
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Your reactivation letter will be customized based on the needs and list 
of your JV Partner. Therefore, you need to identify your partner and 
obtain detailed information about the list before writing the letter. 

1. Source of niche subject: 

1.1. A niche subject you are an expert in – no research 
required. 

1.2. New niche subject from trade magazines or other 
source. Research required. Specific areas to be 
researched: 

 1.2.1. _____________________________________ 
 1.2.2. _____________________________________ 

1.2.3. _____________________________________ 
1.3. Most popular Google searches: _________________ 

2. JV Partner’s Name: ________________________________ 

3. Contact Information: 
Email: _______________________ 
Tel: _________________________ 

4. Niche subject: ____________________________________ 

5. Benefits past customers have received: 
5.1. ___________________________________________ 
5.2. ___________________________________________ 
5.3. ___________________________________________ 
5.4. ___________________________________________ 
5.5. ___________________________________________ 

 
 



Reactivating Past Customers - Worksheet 

6. Discounts and bonuses to be offered. 
6.1. ___________________________________________ 
6.2. ___________________________________________ 
6.3. ___________________________________________ 

7.  Writing the letter. 
7.1. Thank customers for past purchases. 
7.2. Explain benefits of doing business with JV partner. 
7.3. Apologize for past neglect or anything your JV partner 

did wrong. 
7.4. Create a deep discount offer and bonus offer. 
7.5. Create a call to action. 
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Checklist for Marketing Yourself  
to Your JV Partners 

 

1.0. Your prospective JV partners. 

1.1. Find the decision maker (often the business owner). 

1.1.1. Name: _____________________________ 
Email: _____________________________ 
Telephone: _________________________ 
Address: ___________________________ 
    ___________________________ 
    ___________________________ 

1.1.2. Name: _____________________________ 
Email: _____________________________ 
Telephone: _________________________ 
Address: ___________________________ 
    ____________________________ 
    ____________________________ 

1.1.3. Name: _____________________________ 
Email: _____________________________ 
Telephone: _________________________ 
Address: ___________________________ 
    ___________________________ 
    ___________________________ 
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2.0. Writing your customized letter to each prospect. 

2.1. Send the letter by courier. 

2.2. Letters completed for each prospect: 
#1 Name: _______________________  
#2 Name: _______________________ 
#3 Name: _______________________ 

2.3. Benefits for prospect included in the letter. 

2.4. Prospect informed they were hand picked. 

2.5. Call to action included. 

2.6. Informed which day you will call them if they don’t call 
first. 

3.0. The first telephone call. 

3.1. Prepare your script with the goal of making a future 
telephone presentation. 

4.0. The telephone presentation. 

4.1. Research the business to gain information to create a 
rapport conversation at the beginning of the 
presentation. 

4.2. Script a short overview of the past customer reactivation 
strategy. 

4.3. Gain concurrence that established customers are the 
less costly to retain than it is to acquire new customers. 

4.4. Include questions at key points to gain critical 
information. 

4.4.1. Specifically gear the conversation to get them to 
identify that customers migrating to competitors is a 
significant problem. 

4.4.2. Use questions to get them to identify or estimate how 
much this is costing them. 
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5.0. Now, begin the actual presentation. 

5.1. Keep it short but provide key details. 

5.1.1. Identify time range for past customers at 6 to 24 
months with the possibility of extending to 48 
months. 

5.1.2. Identify the most common reason for no repeat 
sales as simply being the lack of asking for more 
sales. 

5.1.3. Emphasize low cost/no risk. 

5.1.4. Emphasize the need to include a deep discount 
product and bonus. 

5.1.5. Walk through the formula. 
 Thank the customer for past business. 
 Remind them of the benefits they receive from 
doing business with your JV partner. 

 Apologize for neglect or past mistakes. 
 Offer a deep-discount and bonus. 
 Include a call to action. 

6.0. Discuss your fee structure. 

6.1. Use their numbers to show the significant amount of 
money they will earn. 

6.2. Explain your fee structure. 

6.3. Explain most of the money you earn is only when they 
make money by sharing the profits. 

6.4. Recap the benefits they will receive. 
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7.0. Be prepared for any of the 4 possible answers to your 
proposal. 

7.1. No, not at this time. 
 Notes: _______________________________________ 

7.2. Need more time to decide. 
Notes: _______________________________________ 

7.3. They want to negotiate your fee structure. 
 Notes: _______________________________________ 

7.4. They accept and want to go forward. 
 Notes: _______________________________________ 
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