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What you’ll learn from this module: 

 How to take a hugely successful marketing 
campaign from the past, rinse it off, and make those 
profits all over again with a new product. Rinse and 
repeat again and again. 

 Find a whole set of new customers for products 
your JV partner thought were all washed up. A little 
customization, some mix and match, and suddenly 
you have a brand new product line. 

 Probably the least work required JV strategy that 
delivers $8,000 of residual income each moth for 
three hours of work. Work 15 hours for the month 
and see that income leap to $40,000. 

 Several marketing secrets that will separate you 
from the pack when your potential JV Partners are 
being driven mad with too much information from 
others. 
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A Good Day to JV From the Beach 

A  Good Day to JV From the Beach 
Where are you be working 
from when module 7 
comes to you? Along with 
all of the riches to be 
made through joint 
venturing, there is the 
added allure of working 
from wherever you want.  

By now you’ve figured out 
that in order to make 
more money you have to 
do one very simple thing 
— you have to have 

someone else work who will give you a portion of the money they 
earn. Once you have done this, your income is no longer 
restricted to the number of hours in a week. 

And what better way to accomplish that than by recycling one of your 
successful marketing campaigns and sharing it with a JV partner that 
will run with – all the while depositing your commissions into your bank 
account. Go ahead, take another day off and don’t even bother 
working from the beach today! 

What’s in Module 7 
Winning big is par for the course with these low-cost/no risk JV 
licensing strategies that cash-in with proven techniques that are 
simple to implement.  

RIGHT FROM THE START Attract more JV Partners, make more 
money, and enjoy more time away from work doing what you want. 

This module brings you three powerful marketing strategies. Each with 
the potential to earn you thousands of dollars every month. Try one or 
all three to skyrocket your already substantial income. 

Module 7 again draws on the experience and knowledge you have 
gained in your home study course. In the easy to implement strategy, 
you don’t need to create anything. In this amazingly simple strategy, 
all you need is to pull out one of your previous marketing strategies 
that worked well and polish it up to be used by your JV partner.  
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A Good Day to JV From the Beach 

Choosing one of your most profitable strategies means both you and 
your partner can make big profits simply by applying a known 
strategy to a new product. 

Of course, you receive everything you need to implement it - right 
down to the letter and telephone script that gets you the JV partner 
that you want to work with. 

Turn the Old and Boring Into the New and Exciting 
The next strategy is almost as simple to implement as the last one. 
Get out in front of the new economy by personalizing products to 
improve sales.  

Personalization calls forth the quality behind the 
words or logos. It puts the power of the person in 
the product. It makes it truly personal. With 
personalization, you can make every gift a 
treasure and make every product unique. You 
gain the "royal touch" and you partake of the 
deep human need for expression and identity. 
You can make sure every product you sell has 

maximum appreciation by adding the value of personalization. 

Back to List Creation – High Value List Creation 
The final strategy brought to you in the JV Brokering and Licensing 
series is the high value client list strategy. 

In this strategy, you’ll learn to double verify the names on the list. 
You’ll sell the double verified list to a professional service provider that 
you JV with. They become your long term repeat clients. In exchange 
for these names, your JV Partner is willing to pay you up to $200 per 
name. You can provide 40 names each month by investing 3 hours of 
work and collect $8,000 or more. Use this JV strategy with five JV 
partners and you’ll be collecting $40,000 each month for 15 hours of 
work. 

 

Wealth Secret Revealed: As a joint venture broker, you are going
to have the unprecedented skills to create risk-free overnight cash 
flow for just about any business in any industry you can think of! And 
the clincher is... you get to keep the lion's share!!!

Intrigued with what Module 7 has to offer you? I thought so. Let’s jump 
right in….if you’re not enjoying the beach too much. 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

The Ultra Low Risk, Fantastically Successful 
Marketing Campaign for Your JV Partner 

This is one that you’re just going to love. It draws on the knowledge 
and experience that you’ve gained throughout your home study 
course up to this point. You don’t need to learn any more skills, only a 
new way to apply the skills you already have. 

Quick Review of Your Marketing Skills 
This may startle you in a pleasant way. Since you’re going to rely on 
marketing skills you’ve already acquired for this JV method, it seems 
sensible to begin with a brief review of the skills you have acquired 
through this course. 

1. Searching out niches and microniches. 
2. Establishing your expertise in a new niche market. 
3. Creating residual income through membership sites. 
4. Create opt in campaigns. 
5. Creating highly effective autoresponder campaigns. 
6. Pay Per Click advertising. 
7. Article and blog advertising. 
8. Branding anything. 
9. Marketing through rebranded eBooks, audios, and videos. 

10. Getting experts to promote your products. 
11. Viral marketing. 
12. Affiliate marketing. 
13. JVing with power list owners. 

When Excess Innovation is Risky Business   
There is some irony in this JV method. The vast majority of marketing 
executives are on the constant look out for the newest marketing 
techniques they can find, regardless that it is untested.  

They want a new gimmick, a fresh idea, something no one else has 
tried. They think the unknown is the best way to sell their product or 
service. 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

The truth is that only about 5% of new marketing campaigns are 
successful. 

So many businesses just allocate a 
certain mount of money to an 
advertising budget, spend the money 
every year…and they’ve only got a 
vague sense of whether the ads are 
working or not. This is crazy. If your 
ads are working, you want to roll them 
out on a larger scale. If they’re not, 
STOP and use the money on one of 
the dozens of other marketing 
strategies that can bring you a 100% 
or 200% or 300% return on your 
investments. 

Small business in particular are at great risk to a poorly conceived 
untested marketing campaign. With a small marketing budget tied to 
their entire success, a blunder can easily wipe out the business. 

Medium sized businesses have a larger marketing staff and probably 
a marketing manager. Still, they follow the same formula … looking for 
big innovation that will skyrocket sales with a single campaign. When 
what they really need is solid, reliable marketing that will 
significantly improve sales in a sustainable manner.  

Are there methods of ethically persuading a customer to respond and 
buy their particular product or service, that you are aware of? 

Or, does business depend on luck and an expensive gamble, as 
typical business result seems to suggest, rather than scientific 
methodology? 

The answer is clearly yes to both questions but it leads to another 
question. 

So tell me… 
Why is that these professionals never think to copy what has already 
proven highly successful in marketing? 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

Recycling Proven Marketing Campaigns 
Take a look at the chart of top 10 advertising campaigns and see if 
you still recognize any of them. McDonalds “You Deserve a Break 
Today” dates from 1971 – 38 years ago! And it’s still easily 
recognized. DeBeer’s “A Diamond is Forever dates all the way back to 
1948. Why in the world would you not recycle ads withy that kind of 
staying power? 
 

 
 
So you have a challenge that this JV method will solve. How to 
convince the small to medium business owner that you can increase 
sales 300% or more using last year’s tested and verified marketing 
campaign.  

You have something old to offer. When a campaign is successful you 
want to reuse what worked. 

But how do you convince the business owner this is not only a good 
approach but the BEST approach. 

Start with the benefits. A tested and reliable marketing strategy will: 
 Stretch their marketing dollars.  
 Optimizes customer value. 
 Leveraging cost-effective marketing materials.  
 Shorten campaign development time. 
 Reducing duplication of efforts by reusing successful aspects 
of previous campaigns, such as content, offers, and activities. 

 Reusing successful components enables you to reduce your 
campaign costs, and increase your prospect qualification 
rate.  
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

A recent five-year study of 1,850 companies yielded two major 
insights into the behavior of companies that find profit - time and time 
again expanding what already works for them. 

The numbers tell the story: The average company succeeds only 5% 
of the time in launching new marketing campaigns. Yet, companies 
that have hit upon a repeatable formula have success rates much 
higher than that. Some even attain rates of 80% or higher. 

Separate Yourself From the Pack 
While you’re offering something your JV partner probably hasn’t 
thought about, you are still up against stiff competition from other 
marketers vying to partner with them for marketing rights. Fortunately, 
you have several ways of improving your ability to been seen as 
offering the best answer and ultimately earning both them and yourself 
the most money. 

Your competition will 
follow the same formula 
that almost every 
marketer does. If they can 
get an appointment with 
the business owner, they 
will throw out every idea 
they ever had about 
attracting more 
customers. They hope 
any one of the ideas 
sticks without offering the 
business owner a properly 
thought out approach. They don’t care which approach he or she 
chooses as long as they pay his enormous retainer. And then they’re 
gone… on to the next prospect with little or no interest in how the 
campaign turns out. 

You on the other hand offer a different perspective that has vast 
appeal to the business owner. 

First, you aren’t throwing out a dozen ideas to see which catches her 
attention. As a true professional, you’ve researched her business and 
know exactly what will work. You offer a single idea that she can get 
her mind around. 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 
You stand out from the pack. You can 
demonstrate with numbers from past 
campaigns that your single idea will 
produce the results both you and your JV 
partner are looking for. 

As an added bonus, you won’t snatch the 
retainer and rush off looking for the next 
one. Instead, you take a small retainer only 
to assure your partner has a vested 
interest in completing the marketing campaign. You make your 
serious money the same way she does – earning it through sales 
profits. 

Once you prove successful with a recycled campaign, she’ll be sold. 
Your task of selling her on another will be much easier … one good 
idea after another but not all at the same time. 

You separate yourself from the crowd by: 
 Offering a single well researched marketing campaign. 
 Back it up with solid numbers that others can’t provide. 
 Prove you’re in for the long term by earning your money from 
profits. 

 Move to another tried and tested marketing campaign after 
proving your success. 

It Works for Every Industry 
Beginning with the JV licensing method of turning previous customers 
back into repeat buyers back in module 6, the three introduced here in 
module 7 follow the same general process to implement them. 

Go back to module 6 if you need ideas about finding business to 
become your JV partner. One of the best is looking at businesses 
advertising in trade journals. For instance, if your niche is ballet 
dancing, you’ll find advertisers for Ballet Barres, ballet shoes, ballet 
lessons, etc. Each of these of these is a potential partner and there is 
no competition between any of them.  
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

Since you’re offering a limited exclusive 
licensing arrangement, you need to be mindful 
not to partner with competitors. Still, the 
licensing technique works in most any industry. 

However, it is wise to stick with a single industry. 
For instance, you might start with ballet and 
expand out into other types of dance without risk 
of violating your limited exclusive licensing 
agreement. There is no direct competition 
between ballet and jazz dancing or hip-hop, or 
swing, or modern dance. 

If you expand into swing dance, 
you begin finding advertisers for 
restoring old phonograph 
players, wholesalers of 
phonograph needles, and vinyl 
record appraisers. Certainly, 
none of these business is a 
competitor with ballet shoes 
and Ballet Barres.  

So you can quickly see there 
are many potential JV Partners 
although you will be offering each an exclusive 
license within their competitive arena. 

Variation in the Implementation Process 
While the licensing process is very similar across each of the different 
strategies, there are a few notable differences. 

At the beginning of this chapter, is a list of many marketing techniques 
you now have in your arsenal. All of these have been proven to be 
very successful and warrant being touted as a reliable and tested 
marketing strategies. So, exactly how would you go about it? 

Let’s take a rebranded eBook on the subject of ballet that can be 
modified and given away to prospective customers to induce them to 
buy your JV Partner’s ballet shoes. Of course, strengthening the 
marketing campaign by adding audio and video components is a 
natural. An audio explaining and pronouncing unusual ballet 
terminology and a video demonstrating the steps.  
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 
Inside the book will be multiple 
advertisements for your JV Partner, 
Classic Dance Shoes Ltd.  

Since you’re giving it away as a 
promotion, people will expect it to be 
heavily weighted with advertisements. It 
can be a virtual catalogue of products.  

Now you can distribute it through many 
channels.  

 Create a website that it can be downloaded at and let anyone 
that wants have a free copy.  

 Write a few brief articles reviewing the book and release them 
through article directories.  

 Naturally make it available at Classic Dance Shoes own website. 
 Make it available to affiliates as a marketing tool and watch it 
show up all over the internet. 

 Send it out as a freebie in an email blast to Classic Dance 
Shoes’ list and invite everyone to share it with family and friends. 

Properly done this book can turn into a viral marketing piece, which of 
course is the best kind of marketing you can achieve – word of 
mouth advertising. 

Approaching Your JV Partner 
Now, the process becomes very similar to the module 6 chapter titled: 
Marketing Yourself to Your JV Partner. The beauty of brokering and 
licensing JV methods is they all follow the same basic process:  

 Your introduction and partial explanation letter. 
 Nondisclosure agreement 
 The first telephone call. 
 Selling your marketing strategy in a 30-minute conversation. 
 The JV agreement 

 
But there are little twists in each. So that you can clearly see the 
differences we’ll go through the specifics of the Recycling Proven 
Marketing Campaigns next. 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

The Nondisclosure Agreement 
The first change is the addition of a nondisclosure agreement as the 
second step in the process.  

Recall that your strategy of separating yourself from the crowd is to 
make the presentation with a single concept in mind. First, you 
research the company so that you know what will work. Instead of 
tossing everything you know about marketing on the table and asking 
the owner to choose one, you tell her that you know which is best 
for her company and that is the only one you’re presenting. 

That means you need to get into the details. In the module 6 strategy, 
you remained vague much of the time and even by the time you had a 
signed contract, you hadn’t yet produced the letter to bring back old 
customers. 

It’s different this time, you are going to the meeting with the marketing 
materials mostly complete. You are going to show them to her. You 
don’t want her thanking you politely and as soon as you are off the 
telephone, her giving directions to hers marketing staff to replicate 
what you just showed her.  

You need her to sign a nondisclosure agreement. A signed form 
stating that she will not share with anyone else what you provide her 
during the meeting. 

This subject came up before, back in module 3. It was in the general 
tips about approaching a JV Partner. The form is in the worksheet 
section of that module. Time to pull it out again. 

Now, a lot of people in the business world aren’t fond of signing 
nondisclosure agreements. There are a variety of reasons. One being 
that the business owner doesn’t want to get caught over a barrel. She 
doesn’t know what you are going to show her. For all she knows it 
could turn out to be something her business is currently doing or is 
about to start doing. After signing the nondisclosure agreement, she 
could have all kinds of legal headaches explaining that you didn’t 
show her something new. She was already doing it and doesn’t owe 
you any money. 

You can add a clause to the agreement that if this is the case the 
agreement is null and void. 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 
Another common concern is that she sees so many new concepts and 
considers many different ways of marketing (remember, others are 
unloading everything one her). She can’t be sure that she won’t see 
your idea presented again in two months by someone else and the 
timing will be perfect and she’ll agree to it then but with someone else. 

These are the types of things that go through the minds of business 
owners when you ask them to sign a nondisclosure agreement. 

You have three choices if she hesitates signing: 
1. Tell her you can’t make the presentation unless she agrees to 

the nondisclosure agreement. Try to get her to sign one more 
time and if she won’t, say thank you for her time and move 
on. 

2. Make modifications to the agreement that make her and you 
comfortable and proceed with the presentation. 

3. Back off on the need for the agreement, stress that you trust 
her to be an honest businesswomen and make the 
presentation without a signed agreement. 

I usually start the conversation by mentioning the fact that both she 
and you will be discussing sensitive business information during the 
meeting. It makes perfect sense that both of you sign a nondisclosure 
statement protecting the other’s interest. This often works if you both 
sign an agreement protecting the other one. 

In the end, I seldom allow this to be an issue that prevents the deal 
from going forward. I think of myself as being vital to the idea that I am 
presenting. The business owner might gain access to the marketing 
strategy but she really needs me to put the whole idea together. 
Besides, although I probably won’t take legal action if she steals my 
idea (too costly and too much work required), I certainly won’t be 
JVing with her in the future and all that I’m showing her at this meeting 
is one single idea. 

A Revised Introduction and Partial Explanation Letter 
The basic formula for your introduction letter remains unchanged. Yet, 
the need for the nondisclosure letter does make for a significant 
change to the letter.  

Another change is that you will get into the marketing campaign 
details much sooner this time. 

14 
Copyright © 2008 - 2009 Lazer Marketing All Rights Reserved. 



The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

Recall the basic letter formula is: 
 Writing to the decision maker. 
 Opening with benefits your JV partner will receive. 
 Evidence the marketing campaign will produce the desired 
results. 

 It’s a low cost/no risk strategy where you only make money 
when your partner does. 

 Industry limited exclusive offer. 
 Call to action. 

Recall from module 6 that your primary intention with the letter is to 
get your prospective JV partner to pick up the telephone and call you 
right after reading the letter. However, in the real world that doesn’t 
happen very often. More than likely you will need to call her on a 
specific date and time. 

Finding the Right Person 
You already know that it’s critical the letter arrives on the desk of the 
correct person – the one with the authority to make a marketing 
campaign decision. 

The best way of accomplishing this is looking up the business owner 
in the online directories. If it’s a larger company, there might well be a 
marketing director that reports to the business owner. It can be a 
tough call knowing if you should go right to the top or start with the 
director. 

Quite often, the director does not have final decision making authority. 
The director acts as an advisor to the owner and filters out marketing 
suggestions that are not appropriate for the buiseness. 

As much as I really like getting to the decision maker right from the 
beginning, in this scenario, I suggest you go through the director. The 
reason being is that you don’t want to start off wrong with either the 
director or the owner by being presumptive. 

The best way to handle this scenario is to call whatever name is listed 
in the online directory and ask who is in charge of marketing. 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 
Of course, the 
business’s web 
site is often a 
better place to 
find the owner’s 
name than a 
directory. Still, 
you’ll need to do 
some digging but 
that should be 
part of your 
preliminary 
research.  

Sometimes there will be some type of organization chart on the 
webpage but the information can come in many different ways. In the 
ballet shoe example above, the owners name is found on a page titled 
“Our Storey”. Another common place to find this information is on a 
page titled “About 
Us”. 

Once you find the 
name of the 
owner you need 
to find the address 
to mail it to. There 
is usually a 
“Contact Us” page 
with the 
information you need. If they don’t have a contact us page, look at the 
very bottom of the website’s home page. Sometimes that is where it 
can be found. But if nothing else works, look it up in the telephone 
book. 

Open the Letter With the Advantages They Will Gain 
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 and proven marketing 
strategy that can increase your sales by 100% or more. It stretches 
your marketing budget because basic materials are already developed 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

and only need to be customized to your business. Campaign 
development time can easily be reduced to 25% of the traditional 
amount required. The cost savings can be passed on to your 
customers or retained to maximize you profits.”  

After a paragraph or two that describing the benefits they will receive, 
you need to back it up with evidence supporting your claims. 

Since this is a recycled marketing campaign, you should have actual 
numbers you can quote here.  

You can also toss in a few testimonials from past JVs. Continue with:  

“I know those are big claims and I wouldn’t expect you to believe them 
without independent verification. Here is what past clients are saying 
about the results they received: 

 

 

“You have now been working on our behalf for over 4 months and I 
thought it was time to write and express our appreciation of your 
fantastic efforts on our company's behalf.  
 
Your flair and skills are clear to see in both your efforts and more 
importantly in the results we are getting in terms of ever-increasing 
sales that have completely exceeded our expectations.  
 
You are a credit to your business and we would willingly recommend 
your business’ services to anyone needing a new marketing 
approach.  
 
Keep up the good work.”  
 
Mike Dillon - Marketing Director - Multifacet Solutions Ltd. 

“As a party supply company it seemed risky switching marketing 
campaigns just before Halloween but we didn’t miss a beat. This year 
we will save $21,000 on advertising and the number of clients is 
growing faster than ever - sales have been phenomenal.” 
 
Sally James - The Party House (Owner) 
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The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 
Now, you’ve established trust. Next, make it appeal to her business 
sense by being low cost/no risk. 

 “This innovative marketing campaign not only delivers results but is 
also the low cost/no risk answer you have probably been looking for. 
You will not be asked to pay a large retainer to learn the details. The 
details will be provided in our first meeting. The ingenuity of this 
marketing approach assures that you earn a profit before marketing 
costs are owed.” 

If your prospect has any doubt remaining this eradicates it. She now 
sees a big chance to increase profits, there is proof that it has been 
accomplished before and now she learned there is no risk. 

Next comes the limited exclusivity. 

 “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 any time soon.” 

This paragraph remains the same as the one used in the module 6 
example. But it is a powerful paragraph. 

The 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 her particular company to participate, her competition has 
likely been sent the limited offer and she’s not going to want them to 
get the upper hand. And finally, if she doesn’t take action, the 
opportunity won’t back come around. 

The urgency to act is established but the action that needs to be taken 
hasn’t 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.” 

18 
Copyright © 2008 - 2009 Lazer Marketing All Rights Reserved. 



The Ultra Low Risk, Fantastically Successful Marketing Campaign for 
Your JV Partner 

“This strategy will be customized to the business adopting it and I’d 
like to personally discuss your specific needs. It only takes a few 
moments to establish if we can go forward together. If I don’t here 
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 her of the most 
powerful benefit she will receive at the same time you ask her to take 
the specific action of telephoning. You emphasize the uniqueness of 
the strategy by letting her know that it will be customized to her 
business. And if she doesn’t call you, she will be expecting your call 
on a specific day and time. 

Send the Letter By Courier 
Remember, you need to get the attention of a busy businessperson. 

 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 her 
attention and she 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.  

Remember the best day of the week to have the letter arrive is 
Tuesday. That way if she doesn’t pick up the telephone, you can wait 
two days and still call the same week she received the letter. 
Improving the chances that she’ll have the information fresh on her 
mind and accept your call. 

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. 

She may be in a meeting or out of town on business. At this point, she 
probably left instructions how she wants her 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. 
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The First Telephone Call 
For the example, the business owner is Anna Gabriel of Classic 
Dance Shoes Ltd. 

Keep this conversation brief unless she has 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 she calls 
you as requested. If the call comes, you need to quickly determine 
how much time you’re going to be able to talk to her. You want at least 
half an hour. If she doesn’t have the time, ask for an appointment to 
discuss it a few days later when she can schedule it.  

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

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

You: “Hello Ms. Gabriel, I’m very pleased you understood the 
importance of the marketing strategy I wish to discus with you. It 
truly will increase your sales noticeably and very likely by 100% 
or more. 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?” 

Ms. Gabriel: “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?” 

Ms. Gabriel: “I can do that. How does next Wednesday at 2 work for 
you?” 

You: “That works fine for me Ms. Gabriel, I’ll be looking forward to it. 
Can I ask another question now?” 

Ms. Gabriel: “Go ahead.” 

You: “At the meeting both you and I will be disclosing sensitive 
business information about each of our businesses. I am willing 
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to sign a nondisclosure agreement to give you piece of mind and 
to make you comfortable revealing information that will make the 
meeting as productive as possible. I’m wondering if you are 
willing to do the same? 

Ms. Gabriel: “Normally, I’m reluctant to sign those but in this case I’m 
sure the information you will be discussing is completely 
new to me. Go ahead and fax a copy of the agreement 
and I’ll sign it and return. I’d also appreciate if you would 
fax a copy you have signed too. Is there anything else 
today?” 

You: “One more thing. 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.” 

Ms. Gabriel: “Yes, there is. I was thinking if this is as appealing as 
you’ve made it seem, I’d have Mr. Bonham look into it 
further. No reason he 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 Ms. Gabriel on the day and time you told her you would. 

That script should go something like this: 

Assistant: “Classic Dance Shoes, how can I help you?” 

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

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

Ms. Gabriel: “Anna Gabriel here, what can I do for you?” 

You: “Good morning Ms. Gabriel, this is [your name], I sent the 
marketing strategy letter to you last week practically 
guaranteeing you can increase your sales by 100% or more with 
minimal cost and no risk. Do you recall that letter?” 
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Ms. Gabriel: “Yes I certainly do. I’m glad you called me promptly. 

Please tell me how this works.” 

You: “I’ll be very happy to do exactly that. Do you have about 30 
minutes to hear all of the important details?” 

Ms. Gabriel: “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?” 

Ms. Gabriel: “I can do that. How does next Wednesday at 2 work for 
you?” 

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

Ms. Gabriel: “Go ahead.” 

You: “At the meeting both you and I will be disclosing sensitive 
business information about each of our businesses. I am willing 
to sign a nondisclosure agreement to give you piece of mind and 
to make you comfortable revealing information that will make the 
meeting as productive as possible. I’m wondering if you are 
willing to do the same? 

Ms. Gabriel: “Normally, I’m reluctant to sign those but in this case I’m 
sure the information you will be discussing is completely 
new to me. Go a head and fax a copy of the agreement 
and I’ll sign it and return. I’d also appreciate if you would 
fax a copy you have signed too. Is there anything else 
today?” 

You:  “One more thing. 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.” 

Ms. Gabriel: “Yes, there is. I was thinking if this is as appealing as 
you’ve made it seem, I’d have Mr. Bonham look into it 
further. No reason she shouldn’t be part of Tuesday’s 
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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 the marketing 
strategy. Of course, you could be surprised and she says she has the 
time right now, so be prepared with the material if she does. 

On the other hand, she 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 
Remember, 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 she 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. 

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. Besides press releases, many businesses have a media kit 
or press kit on their website. 
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Typical media kits contain the kind 
of information you can use to 
establish rapport. It can come from 
the company overview, something 
about the management team, 
current press coverage they might 
have received; you can find unique 
information about their products or 
maybe something from the 
frequently asked questions section. 

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. Classic Dance Shoes 

Media Kit 
 Company overview 
 Management 
 Press coverage 
 Product information 
 FAQ 

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 sales by 
100% or more. And it is very low cost along with being risk free.” 

Now ask a question to get the others involved. 

“A marketing strategy used by other companies has proven to be very 
successful and after studying your industry, I am sure your company 
can reap great rewards by duplicating it. Have you ever asked 
yourselves why you keep spending large amounts on your marketing 
budget creating brand new and unproven campaigns when there are 
many tried and true campaigns that can be quickly implemented for 
little cost? How much did your last few campaigns cost and did they 
double your sales?” 

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.  
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You want to continue building interest in your marketing strategy. 

“You’re in the dance shoe business and more specifically the ballet 
dance shoe business. I’m sure you know there are important 
characteristics about your customers that need to be taken into 
account in a good marketing campaign. There are two characteristics 
the marketing campaign I’m about to describe that should be take into 
account. First, ballet dancers spend years and years training and 
auditioning for production roles. Few achieve great fame. Most remain 
financially struggling dancers. Second, they are educated and literate 
people. They enjoy reading books, especially books on the subject 
they are passionate about – Ballet Dancing. What do you think of a 
marketing campaign where these financially struggling dancers are 
given a free book on the subject that exclusively contains advertising 
for your products along with a great story they will tremendously enjoy 
reading?”  

Of course, you end 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 bringing the whole strategy together. 

“The marketing strategy that I am here to discuss starts with your 
current customers but will quickly spread to all of their dance 
associates, friends, and family. All of them will be exposed to your 
tasteful advertising in a free eBook. It will be posted for everyone to 
read on MySpace and FaceBook pages. Anyone looking for 
information about ballet dance will be exposed to it sooner or later. It’s 
true Viral Marketing. How much do you think your sales will grow, 
100%, 200%, 300%, more?” 

Now, you’ve delivered more than they expected. They assumed the 
100% growth in sales was a big stretch but the concept of Viral 
Marketing or word of mouth marketing is very powerful. They will 
understand that if vast amounts of the ballet dance community 
become heavily exposed to their advertisement and are talking about 
the company in a very positive way, sales would indeed take off the 
way you have described. 
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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 a marketing opportunity. You’re trying to get into the 
great position of doing both (solving a problem and introducing a great 
marketing strategy) with a single swing 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 acquiring new customers. Your next 
script should go like this. 

“What I think I heard is that much of your current effort is trying to 
acquire new customers. That’s exactly what this marketing strategy 
addresses. And while this strategy has been used with great success 
in other industries, it really can only be used by a single company in 
any given industry. The first to implement is well received and seen as 
innovative. That doesn’t spill over to competitors that copy you. 
Instead they are seen as lacking imagination. The first to properly 
implement the strategy will clearly reap this huge reward - by far. This 
will attract new customers that are immediately deeply loyal to your 
business. 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. 
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Gradually bring the conversation around to the dollar value of both 
solving the problem and your strategy of using a marketing strategy 
successfully used in another industry. 

“I realize that up to a 300% increase in sales from a single marketing 
campaign is difficult to comprehend. And I said it would be low cost. 
Let’s talk about how low cost it can be. All you really need is to 
purchase the rights to very good eBook that you will have full rights to 
give away. By hiring a freelance writer this can be accomplished for 
about $1,200 or less.  

Once the book is written, it needs to be marketed by: 
 Creating a website where it can be downloaded from and let 
anyone that wants have a free copy. Very low cost, maybe $10 
per month for a website. 

 Write a few brief articles reviewing the book and release them 
through article directories.  

 Naturally make it available at Classic Dance Shoes’ website. 
 Make it available to affiliates as a marketing tool and watch it 
show up all over the internet. 

 Send it out as a freebie in an email blast to Classic Dance 
Shoes’ list and invite everyone to share it with family and friends. 

So that’s your marketing strategy, the bulk of the money is $750 to 
have a freelancer to write the book and a little time getting people to 
notice it on the internet. 

In exchange for that cost, how much will you bring in if your sales go 
up 200%?” 

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. 

Their conversation should go something like: 

“Last year our ballet shoe sales were $1.9 million. If we just doubled 
that it would be phenomenal at $3.8 million and thinking at 200% it 
could reach $5.7 million from a marketing campaign that costs less 
than one thousand to implement. It’s just unbelievable.” 
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Your response. 

“That sounds a very good return on investment to me. We already 
discussed that your current marketing strategy is to acquire new 
customers. It’s a common marketing strategy that your competitors 
are surely pursuing also. What do you think the long term implications 
are if you continue running unproven but expensive marketing 
campaigns?” 

Your prospects answer can be wide-ranging from status quo to 
eventual destruction of her business. What’s important is she 
acknowledges you may have a better solution than they have been 
able to come up with and at a much 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 sales and have your new 
customers instantly become fiercely loyal to your product?” 

However, they answer this becomes the benefits your prospect is 
looking for.  

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 sales at a time that your competitors 
are going after the same buyers with unproven marketing 
campaigns. 

2. Your current marketing initiatives don’t deliver the results that 
you want.  

3. A low cost/no risk strategy solves more than one critical 
problem that you have been looking for answers to.” 

You’ve completed your presentation without your prospective JV 
partner knowing you even gave it. All you did was have a 
conversation with them, identify their problem, and demonstrate how 
your marketing strategy solves the problems. 
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After reaffirming the benefits, you conclude with the assumption that 
the deal is going forward.  

“Well, that’s my presentation in a nut shell. This marketing strategy is 
not new. It has work dramatically well for many retailers and it’s 
incredibly inexpensive to accomplish. I can have the eBook created in 
about two months and we’ll be ready to see your sales skyrocket. 

Your own sales forecasts showing sales as high as $5.7 million are 
also encouraging to me. I’m an adamant believer that just because I 
bring you a proven marketing strategy doesn’t entitle me to a big 
retainer fee and just leaving you sitting here hoping that I was correct 
with my financial projections.” 

Discussing Your Fees 
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 what do you anticipate your 
profits will be if sales increase 200%?” 

Let’s keep this simple and assume the average retail price for ballet 
slippers is $60. The markup is 100% meaning the profit on each pair is 
$30.  

Current sales are $1.9 million and projected to increase 200% to $5.7 
million. Half of the current sales of $1.9 million brings in a profit of 
$950,000. The greatly improved profit will be half of $5.7 million or 
$2.85 million. Your part of the conversation goes something like this. 

“We’ve discussed sales increases of 100%, 200%, and 300%. Let’s do 
a few calculations using the middle estimate of 200%. Your current 
sales are $1.9 million, which means your current profits are $950,000. 
Good money but in a few short months when this marketing campaign 
kicks in, your profits will soar to $2.85 million ” 

“That seems to be a good return in exchange for writing a book 
packed with your advertising and distributing it free so that it goes viral 
to dramatically increase the number of paying customers that you 
have. And I’m not asking for much that will eat into that. My retainer is 
quite reasonable at $5,000 (or whatever your actual fee is) to get 
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started and 30% of the increased profits (again use your own 
numbers).” 

This means you are going to make a lot of money from the increased 
profits. Profits increased $1,900,000 ($2.85 million less the $950,000 
they were already earning). Your 30% commission will be $570,000. 

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 30%. 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 with 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. 

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.” 

“Considering everything we’ve discussed here today, making a big 
impact to your bottom line, bringing in many new customers including 
from your competition, and stemming any flow of customers 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. 
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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. 

If this is the answer you receive, keep it short and get off the 
telephone. Ask for feedback and thank her for her 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. Or they really do need more 
time to make a decision. A lot of big businesses make decisions by 
committee. Now 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). 

Ask them when they expect to make a decision. Let the team lead 
know that you will contact 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. Ask them what they have in mind. 

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

 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. 

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.  

You will need to do the summary sheet and agreement. Refer back to 
module 6 on how this is best accomplished. 
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Take an Old Boring Product and Turn it Into a New 

Exciting Best Seller 
This is the age of personalization. With most products and services 
mass produced and more businesses offering one size fits all 
services, more people are starting to crave the personal touch. 

Consumers are Demanding More Customization All of 
the Time 
Today more consumers want to pick their own price for hotels and 
airline tickets. They want to build there own burger. They even want to 
mix there own soft drinks. Finding little ways to personalize your 
product or service is a quick and easy way to separate yourself from 
your competitors. You can separate yourself by simply offering 
personalized products and services to your target market that your 
competition isn’t offering. 

Motorcycles make a great example here. Customization begins at the 
factory when the motorcycle is ordered with certain features but these 
individualists want more. There are shops everywhere offering both 
accessories and custom replacement parts ranging from handlebars 
to gas tanks to 
entire new 
suspension 
systems.  

The huge back 
wheels take serious 
modification of the 
motorcycle and is 
often accomplished 
by specialized 
mechanic shops that make these types of changes for hire.  

The point is, you take one product and have three different 
customization streams for it, the original factory, bolts on accessories, 
and full customization shops. 

Shame on the business that refuses to meet the individual needs of 
the customer. They’ll be forced to step aside to make room for the 
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business, product, or service that meets a customers every growing 
personal needs. 

Have you seen the kids today who spend a lot of money "tweaking" 
their Hondas until they have four exhaust pipes, gold tire rims, fancy 
trim, black windows, and neon lights underneath? They're still driving 
Hondas, kind of.  

Customization is Coming to Mass Producers 
Mass customization of products will revolutionize the way goods will 
be bought and sold. It already has. The future of mass customization 
seems clear: Big brands will jump on the bandwagon once they realize 
personalized products form an even closer bond between the 
consumer, the product, the brand, and the company. No-brand mass 
customizers will realize their biggest revenues will come from bigger 
brand names. They'll act as fulfillment houses, not front-end retailers. 
Consumers will benefit by combining name-brand reputation with 
personalized comfort. 

Customization has been around for a long time. People have been 
custom ordering cars for decades. And businesses long ago learned 
to give away promotional items like pens 
and cups with the business name 
embossed on it.  

Today’s high technology production 
methods make custom manufacturing 
almost anything cost effective and fast. 

How difficult is it to customize a crock 
with someone’s name or photo? Not 
difficult at all and you can charge a 
premium price for the simple service. 

Products With Good 
Customization Possibilities: 

 Custom built bicycles 
 Children’s wear 
 Motorcycles 
 Business gifts and awards 
 Pet accessories 
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 Golf and other sport products 
 Doormats 
 Residence signs 
 Leather goods like 
wallets and belts 

 Gifts of all kinds 
The list really does go on and on and on. You won’t have any trouble 
creating a list of businesses this marketing strategy applies to. 

Mix and Match Alternative 
Another version is to mix and match components to create a unique 
product the buyer designs. This is common 
with stereo systems, home entertainment 
systems, computers, and security systems. 
Where else can this concept be applied? 

A little research found a gazebo 
manufacturer that encourages consumers 
to select a roof type, spandrel, and rails. 
Optional accessories include shingles, 
benches, weathervanes, and insect 
screens. 

Other mix and match ideas: 
 Food products like trail mix 
 Jewelry collections 
 Clothing collections 
 Home décor 
 Gourmet samplers 

One more customization approach is like brokering a JV deal between 
two businesses. Find two compatible products made by separate firms 
and broker a deal for them to package and sell them together.  

Your assignment is to now take these customization concepts and 
develop a strategy specific to your niche interest. 
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Selling Your Marketing Strategy in a 30 Minute 
Conversation 
As with the other licensing strategies you’re going to follow the same 7 
step process. 

1. Find the right person. 
2. Write a benefit laden letter. 
3. Send the letter by courier. 
4. First telephone call. 
5. Sell the strategy in a 30 minute conversation. 
6. Summarize highlights. 
7. JV agreement. 

Instead of repeating the whole process and scripts, you can refer back 
to the detailed process earlier in this module and I’ll deal only with 
what is different. 

Differences Implementing This Strategy 
This is another strategy that works best if you protect yourself with a 
non-disclosure agreement. You’ll only hold your prospective JV 
partners attention if you get into the details of your customization 
strategy early in the conversation. They need to know that you have a 
creditable strategy and you do that by describing it with some detail. 
The nondisclosure agreement is how you protect yourself from the 
business taking your idea and running with it without compensating 
you. 

As you steer the conversation towards learning their specific 
marketing problem, your goal is to discover they need more 
customers. Of course, the customization strategy will solve this 
problem.  

The customization strategy also solves a different marketing problem, 
by creating the ability to raise the sales price of products. Most any 
consumer is willing to pay more for a customized or personalized 
product.  

Demonstrating the value of customized products will present a 
problem for you. First, prospective partners can’t be expected to have 
any idea how much customized products will increase sales by 
bringing in more customers.  

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



Take an Old Boring Product and Turn it Into a New Exciting Best 
Seller 

The best you can do is get them to provide current sales for the 
product and then do a few math scenarios to demonstrate the 
potential increase. 

If current product sales are $1 million, you can estimate customized 
sales will increase 25%, 50%, and 75%. Respectively, sales increase 
to $1.25 million, $1.5 million, and $1.75 million. 

Your commission will be based on the profit gained from increased 
sales. If sales reach $1.75 million and the profit margin is 100%, your 
30% commission will be $112,500. It is calculated by subtracting the 
current sales of $1,000,000 from the increase total sales of 
$1,750,000 ($1,750,000 - $1,000,000 = $750,000). Then subtract out 
the wholesale cost of the product, which at 100% profit is exactly half 
the selling price ($750,000 – $375,000 = $375,000). The $375,000 is 
now multiplied by your 30% commission to arrive at your $112,500 
fee.  

Not bad for a little brainstorming to find a profitable way for your JV 
partner to increase sales and profits by customizing their product. 
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Delivering High Value Clients to Your JV Partner 
This is another fantastic strategy where you don’t need a product to 
JV with. You will however be creating a high value list of very probable 
clients for your JV partner. This list is so valuable that your partner will 
pay up to $100 or even $200 for each name on the list. 

The 200% Verified Prospect List 
The name of the business game is growth. Unfortunately, this is where 
many business struggle the most – attracting a steady flow of new 
customers. We’ve looked at how you can earn a generous income 
introducing other businesses to marketing strategies that do exactly 
this. 

In the “Delivering High Value Customers” strategy, 
you’ll learn to do this with another twist. This 
strategy targets professional service providers as 
your JV Partner. This works well because just a 
few new clients each month adds high value to 
their bottom line. 

There’s no need to mass market to consumers. Instead, you find a few 
new clients to purchase high cost services such as information 
technology or financial advice. 

You will build a monthly referral list of between 35 to 40 prospects. 
The conversion rate from your list needs to exceed 80% but growing 
professional businesses will pay $100 for each name on the list. You 
have another income stream that can earn you $3,200 to $4,000 each 
month for a few hours work. 

Suggested Professional Services 
The types of JV partners that will benefit from your 200% verified list 
are those that want to add 35 to 40 new clients each month. These 
are businesses with repeat clients. Once a client begins the service 
they use it repeatedly and for long periods of time. 

A small to medium business can manage sustainable growth by 
adding about 35 new clients each month. The higher the cost for the 
service the more your JV partner will be willing to pay for each referral. 
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The types of professional businesses you are looking for include:  
 Information technology 
services for small to 
medium sized businesses 

 Financial advisors 
 Accountants 
 Legal services 
 Insurance agents 
 Architectural services 

 Engineering services 
 Carpet and upholstery 
cleaning services 

 Collection agencies 
 Employment agencies 
 Janitorial services 
 Tax preparation services 
 Wholesalers 

You might notice that none of the medical professions are on the list. 
Doctors, dentists, physical therapists, and related health service 
providers would benefit from this marketing strategy. However, almost 
universally, they have a closed mind to most marketing strategies. 

You can find exceptions where medical practitioners are looking for a 
reliable marketing strategy to bring in new patients each month. The 
place I recommend looking if you want to pursue these are private 
medical clinics. Especially those owned and operated by a large Ltd. 
Those opening new clinics on a routine basis are the best candidate 
for being in search of a constant stream of new clients.  

How to Create a 200% Verified Prospects List  
Once you have identified the service that you can partner with, you 
are ready to begin creating the hot prospect list, even before you 
contact your future JV Partner. 

The idea is getting the hot prospect to come to you. It’s much 
easier if they stand up and say “the service you are offering is one that 
I am looking for”. You do this by running small display ads in local 
newspapers. You need to be sure there are a few service providers in 
the same region. No point in rounding up prospects if there’s no 
professional service provider to sell the list to. 

You’ll have people responding to the ad by requesting a free report 
regarding the subject of the business you are working with.  

After you get 35 or 40 people to request the report through the ad, you 
call a hand full of them and ask a few verification questions. This is 
why it’s known as a 200% Verified Prospect List.  
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The first verification occurred when they requested the report. The 
second occurs when they respond to the telephone questions you ask 
in the manner you expect them to. 

Creating the Report 
Before you can post the ad, you’ll need a report to deliver to the 
prospects. The format of the report is critically important. 

You’ll be using the problem solving approach again. The entire report 
is very important and must be accurately written. But the most 
important part is the headline if you want anyone to read it the ad. 

These are the types of headlines you want to use: 
Learn the 7 Investment Secrets That Few Advisors Have Ever 
Heard Of 
5 Technology Secrets That Will Double Your Businesses Profits 
6 Warning Signs Your Personal Insurance Doesn’t Protect You 
Adequately 
10 Reasons You’re Probably Paying Too Much Tax 

Next, you write a two or three page report explaining the solution. The 
solution needs to require the ongoing services of your JV partner. 

Every person that contacts you for the report passes through the first 
verification that they are a highly valued prospect for your JV Partner. 

Creating the Display Ad 
Here is an example of how your ad should appear.  

Learn the 7 Investment Secrets 
That Most Advisors Never Heard Of 

Do you wonder why some people do much  
better than others with their investments? 

Order a free special report that reveals the 7 investment secrets that 
less than 5% of Investment Advisors know about. 

Order it today by sending a request letter to: 
Att: Investment Secrets 

3883 Telegraph Road, Suite 100 
Bloomfield Hills, MI 48302 

Letter must contain your name, address, and telephone number. 
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There are two sections of the local newspaper that you should run the 
ad. Primarily, you are seeking small business owners. The most read 
section of the newspaper for businessmen is the sports section. For 
businesswomen it’s the Life & Style section. 

If you’re on a tight budget, you can limit the advertisement to the 
sports section for men. By far, more men own small businesses than 
women. 

There are four sections to the ad. First is the title. This is specifically 
written to grab the readers attention by offering to solve a problem 
they have. Be sure to use the same title format given in the examples. 

The second section elaborates on the title to continue peaking the  
reader’s interest. The third section is the call to action that gives the 
reader specific instructions about what you want them to do. The last 
section gives the reader specific instructions to provide their name, 
address and telephone number.  

The name, address, and telephone number are critical for two 
reasons. First, people are reluctant to give this information to 
strangers. The fact that they will is a big verification qualifier. They 
want the information enough to do something they are normally 
reluctant to do. 

Secondly, you need the name and address to send them the report. 
You need their telephone number to contact them in the future to 
encourage them to become a client of your JV Partner. 

The example instructs the reader to mail a letter to an address, either 
your home or business address. An alternative is to send them to a 
website where they can download an electronic copy of the report. If 
you go that way, use a op-in list builder to gather their name, address, 
and telephone number. 

The Second Verification 
Very good, you’re receiving requests for the report. Be sure you 
dispatch the report promptly. 

Now, wait about a week after sending the report. Give your prospects 
a chance to receive the report and read it. Once they’ve had time to 
read the report you want to telephone about 10 or 12 of the people 
that sent you their personal information. 
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As always, you want to respect their busy schedules when you 
telephone. Keep it short and to the point. 

All you are trying to accomplish is verify for a second time that this 
person is likely to become a client of your JV Partner. 

Here is a sample script of the telephone call. 

You: “Hello, this is [your name] from [your business]. I would like to 
talk to [prospects name] about a report he or she requested from 
me about a week ago.  

Prospect: “That’s me. Thank you for the report, it was very informative. 
What can I do for you today?” 

You: “I’m glad you found the report interesting. I’ll be brief if you can 
give me about two minutes of your time. I’m following up to learn 
if your investment approach has changed as a result of reading 
the report?” 

Prospect: “Well, it definitely has me thinking differently but I haven’t 
made any changes yet. Quite honestly, I talked to my 
advisor about it and he told me that he’s never looked into it 
before.” 

You: “Exactly, that’s why most investment advisors don’t know about 
it. The required information is available but only advisors willing 
to make the extra effort become knowledgeable about how 
important it is when making investment decisions. Would you be 
interested in talking to an investment advisor that regularly 
accesses this information?” 

The last question is your second verification. You’re asking the 
prospect if they want to be called by your future JV Partner. If they say 
“yes”, you have verified they are very likely to be converted into a high 
value client for your JV Partner. 

Prospect: “Well, I’ve been with my advisor for many years and I do 
trust him. But I guess it won’t hurt to talk to someone else 
and see what different investment advice they offer.” 

You: “Good, is this the best time and number to contact you next 
Wednesday? The conversation will take about 15 minutes of 
your time.” 
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Prospect: “Yes, that will be fine. I’m pleased you followed up on the 
report. Otherwise, I probably would have filed the 
information away without taking any action. I’ll look forward 
to the call.” 

You: “Very, good. Thank you for your time and someone will be in 
touch with you next Wednesday. Good bye.” 

That’s all there is too it.  
1. Write a short report. 
2. Place the ad and let it run two days. 
3. Send the report to those requesting it. 
4. Follow up with a short telephone call to about 10 or 12 people a 

week after the report is sent.  

Getting Paid For Your High Value Contacts 
If 8 out of 10 people agree to be called by your JV Partner, you have a 
high value contact list that many professional business owners will pay 
up to $200 for each name on the list. 

Your alternative pricing method is to only be paid for those that your 
partner converts into clients. This method is more in line with joint 
venture profit sharing schemes. You know it - you only get paid when 
your partner makes a profit.  

Only taking a commission for those that actually become clients 
means you should receive a higher commission. The size of your 
commission depends on how much your JV Partner earns on average 
from new clients. An information technology service provider is going 
to earn more from a new monthly contract than a carpet cleaner that 
only gets business every six months. However, keep in mind that once 
these clients are in place, they are likely to remain clients for the long 
term. The contacts you provide are worth much, much more than if the 
business just started cold calling for new clients. 

Selling Your Marketing Strategy in a 30 Minute 
Conversation 
As with the other licensing strategies you’re going to follow the same 7 
step process. 

1. Find the right person. 
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2. Right a benefit laden letter. 
3. Send the letter by courier. 
4. First telephone call. 
5. Sell the strategy in a 30 minute conversation. 
6. Summarize highlights. 
7. JV agreement. 

Instead of repeating the whole process and scripts, you can refer back 
to the detailed process earlier in this module and I’ll deal only with 
what is different. 

Differences Implementing This Strategy 
Both the benefit laden letter and the 30-minute conversation change 
significantly for this marketing strategy. But it’s much easier to 
convince a prospective JV Partner of the value of this strategy than it 
is for any of the others. 

First, with the benefit laden letter you follow the same basic formula 
except immediately after listing the benefits, you tell them exactly what 
you are offering. A high value prospective client list. Be sure to tell 
them that the list is 200% verified. But you don’t need to go into detail 
about your process in the letter. Save that for the 30-minute 
conversation. 

The other change you will make to both the letter and in the telephone 
conversation is to offer a free trial of 8 or 10 names on the list. 
Preferably those that you have personally verified with the telephone 
follow up. This is what makes it much easier to convince your JV 
Partner the true value you are offering. Every single call they make will 
respond positively. 

In the 30-minute telephone call you need to tell them how you created 
the list. The reason they need to know is because you need to share 
the report with them. When your partner calls the prospects, he or she 
needs to address the information in the report. 

One final change needs to be made to the exclusivity offer. It wouldn’t 
be fair to offer this strategy to your JV Partner’s direct competitor or 
you might start pulling his clients to the competitor. Make sure you 
inform your partner that no competitors in his geographic region will be 
offered this marketing strategy. Generally, the geographic region is an 
entire city.  
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Getting the Most  From This Marketing Strategy 
That’s it, you repeat the process once a month to create another 
$8,000 residual income stream. Use the same report and the same 
ad.  

You can expand this arm of your business in several ways. First, you 
can run the ad in trade journals. Plan ahead, it takes a month or two to 
get an ad into a trade journal. 

Clearly, you can use this same strategy in multiple industries. Even in 
the same city, there is no reason that you can’t provide a monthly high 
value client prospect list to one business in each industry. You could 
be providing 10 lists to 10 businesses in different industries. That 
would bring in $80,000 or more each month. The only extra effort you 
need to put forward is writing a different report and ad for each 
industry. 

And then there are the different regions of the country. Nothing stops 
you from using this marketing strategy in a city several hundred miles 
away. All you need to do is look up the local newspaper to run the ad 
in and use the telephone book to locate prospective JV Partners in 
that city that can benefit from a monthly high value prospective client 
list. 

In just a few months you could have a $200,000 a month income 
stream using this single licensing JV strategy by itself.  
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Coming Soon…… 
It’s been another sensational JV Profits module with truly new and 
unique JV marketing 
secrets!! 

By the time you complete 
implementing Module 7, you 
should be able to write your 
own check for most any 
anything you choose. 

As enterprising and 
innovational as these 
licensing and brokering JV 
marketing strategies have 
been… it will continue to get 
better when your next 
module moves you towards a life of leisure. 

Write Your Own Check 

In Your Next Module 
The next time we meet, there will be a new subject… You have 

learned many many ways to become 
wealthy through JVs. Now it’s time for 
play. 

Unlock Your Wealth 
Through Automated 

Joint Ventures Your next module teaches you to 
automate your business.  

Once your business is automated, the 
business can "run itself" to a great 
degree, allowing you to concentrate on 
marketing and sales, improving 
processes, new product development 
or to simply to take a "real" vacation! 
Automation is key! 

 

Until next time … The greatest wealth in life is the ability to learn. 
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As you plan your ultra low risk and successful marketing campaign for 
your JV Partner, ask yourself these questions to assure you prepare 
the best of the best marketing campaigns.  
 
 

Have you analyzed the market for your product or service? Do 
you know which features of your product or service will appeal to 
different market segments? 
Notes: _____________________________________________ 
           _____________________________________________ 
 
In forming your marketing message, have you described how 
your product or service will benefit your clients and their 
customers? 
Notes: _____________________________________________ 
   _____________________________________________ 
 
Have you prepared a pricing schedule? What kinds of discounts 
do you offer, and to whom do you offer them? 
Notes: _____________________________________________ 
    _____________________________________________ 
 
Have you prepared a sales forecast? 
Notes: _____________________________________________ 
   _____________________________________________ 
 
What type of media will you use in your marketing campaign? 
Notes: _____________________________________________ 
   _____________________________________________ 
 
Have you planned any sales promotions? 
Notes: _____________________________________________ 
   _____________________________________________ 
 
Have you planned a publicity campaign? 
Notes: _____________________________________________ 
   _____________________________________________ 
 

 
 



Marketing Campaign Checklist 

Do your marketing materials mention any optional accessories 
or added services that consumers might want to purchase? 
Notes: _____________________________________________ 
   _____________________________________________ 
 
Is your style of packaging likely to appeal to your target market? 
Notes: _____________________________________________ 
   _____________________________________________ 
 
 
How will you distribute your product? 
Notes: _____________________________________________ 
   _____________________________________________ 
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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: ___________________________ 
    ___________________________ 
    ___________________________ 

 
 



Checklist for Marketing Yourself to Your JV Partners 

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 marketing 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. Emphasize low cost/no risk. 

5.1.3. Emphasize the exclusivity 

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. 

 

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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