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What you’ll learn from this module: 

 Exactly how to find the best JV Partner to work with 
you to make your next small fortune. 

 How to research your JV Partner’s website so that 
you quickly learn the best way to approach him/her 
and get them to answer “yes” to your JV request. 

 Every detail you need to write a flawless proposal 
that will get the “yes” you are looking for. 

 Time tested ways of building a business 
relationship with your JV Partner so that you 
continue making JV deals with them time and time 
again.  

 Exactly how to write the agreement after they say 
“yes” to your JV deal. 
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Finding Potentially Great JV Partners 

Finding Potentially Great JV Partners 
Your product is finished and ready to 
sell but your don’t have a big enough 
customer list –Yet! 

It’s time to put your JV knowledge to 
use hunting down the perfect JV 
partner. So how do you go about 
finding not just any JV partner but the 
right JV partner? 

It’s really a two step process.  

Step 1. Decide what you need from 
your joint venture partner. What expertise or resources do they 
need to posses to contribute to your project?  

If you are looking for someone to promote your membership site, it 
may be tempting to approach the internet marketers that own the 
largest mailing lists. However, it may be more productive to look for 
individuals that are experts in your niche subject, whose customer lists 
is precisely targeted to your project even if they are not as extensive. 

Step 2. Networking is the key to finding a great joint venture 
partnership.  Once you identify someone you would like to partner 
with, be careful about how you approach them. If you think they would 
make a good JV partner, the chances are many other internet 
marketers will have the same idea and they will get asked on a regular 
basis.    

Professional Tattoo Kit 

Start with a simple web 
search.   

In our ongoing pursuit for 
niche markets, this 
section we will 
investigate potential 
partners in the tattoo 
niche. That permanent 
body art that has grown 
into a considerably large 
and profitable niche.  
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Selling professional tattoo supplies has real possibilities. Everything 
from a starter kit that includes a home study course on how to get 
started to replacement supplies in the form of inks, needles, and 
sterilization products.  

A great way to get started can be giving away a book of top-notch 
tattoo designs.  

 
For our tattoo example we’ll start with a search of tattoo ezines that 
are likely to have a lists of both tattoo artists and fans. 

 
Our top search result is the ezine “Skin Deep”. Now we have a 
prospective partner website to begin researching. 

You know about Forums 
Forums are your friend. Now is your opportunity to put them to good 
use again. 

Forums are another great place to find and locate Joint Venture 
Partners simply because hundreds of thousands of people go to these 
forums everyday posting questions, looking for answers, etc. 
 
There are forums on any topic under the sun so you shouldn't have 
any trouble finding a few hundred of them related to your niche. 
 
Here's a quick way for you to use to find them through the search 
engines. 
 
Go to your favorite search engine and type this: forums + "your target 
keyword" 
 
That's it. This will save you tons of time, where as, if you were to type 
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just "forums" you would literally get thousands of unrelated results 
leaving you frustrated. 

Newsletters 
Do a simple search for newsletters on your chosen subject. A quick 
search using Google for tattoo newsletters came back with over 
594,000 results. Okay, there aren’t 594,000 newsletters about tattoos 
and you need to do a little work to sort through the results. Still, 
someone publishing a newsletter on your subject is going to be close 
to guru status on the subject. 

Trade Magazines 
Don’t forget to look at the ads in trade magazines. These are people 
that are already in the business.  

Banner Ads on Related Websites 
Even if your preferred partner isn’t ready to partner with you, take a 
look at other advertising on his or her website. Click on the banner ads 
and learn more about them. You might just find a good prospect there. 

A review of websites advertising on Skin Deep found exactly what 
would be expected. Mostly tattoo studios advertising with the intention 
of drawing paying customers to their store. 

Digging  a little deeper found an after tattoo care supplier running a 
banner ad. They are targeting two customer groups. First are the 
same people the tattoo studios are targeting – retail tattoo customer 
needing products that help new tattoos heal faster and special 
cleansing supplies that highlight tattoos.  

Their second targeted group is the tattoo studios themselves. 
Encouraging them to stock the after care products to retail to their 
customers. Hmmm…these are the people that we are targeting with 
tattoo supplies. And they are offering a complimentary product, not a 
competing product. Definitely want to put that one on the short list to 
research further. 
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Don’t Forget About Events 
If you don’t have to travel far or can afford to do some traveling, 
events and seminars are a great source to look for JV Partners. 
People in the industry often attend these events. 

A quick search for tattoo events found an 
up coming tattoo and arts festival that will 
last three days.  

Hundreds of tattoo artists from all over the 
world attended last year’s jam. Hmmm… 
wonder if we can JV with the event host 
and send an offer out to their email list. 
You should always be on the look out for 
new JV ideas. 

Secret #1: Getting Others to Ask to JV 
With You 
Turn the tables. Instead of asking others 
to JV with you, try this strategy that gets 
them to ask you to be their JV Partner. 

Once you are on their list, start a simple dialog with the list owner to 
build a relationship. Be sure to keep it 
simple so that he or she doesn’t 
become irritated answering your notes.  

The Greatest JV 
Partnership of All Time 

Start by complimenting themn on an 
insight you gained from one of their 
emails. Or if you buy a product from 
them, give them a glowing testimonial 
they can use on their website, 
newsletter, etc. 

Plan to spend several weeks 
developing the relationship. Don’t email 
them every single day. Every three days 
should be fine. You want to get to the 
point that they recognize your name in 
their email account and gladly open it 
because you always have nice things to 
say.  
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Another thing you can offer during the relationship building phase is 
ideas about their niche that they can write to their list about. Believe 
me, they’ll appreciate fresh ideas. By now you probably realize that 
coming up with “expert” quality ideas for articles and newsletters is a 
tough thing to do. Especially when you’ve been at it awhile and have 
covered everything under the sun about the subject. 

Before you send that first email, remember to get to know the person. 
Read their emails or newsletters carefully, learn their jargon and the 
style they communicate. Replicate it to some degree when you begin 
writing to them. You don’t want to be exactly like them but you need to 
show you have things in common. 

And it’s not all about the money. Find ways to become valuable to 
them. That’s the whole idea behind suggesting article subjects. You 
add value by: 

1. Offer to do something your potential partner cannot do.  
2. Offer to do something your potential partner will not do.  
3. Offer to do something your potential partner does not want to 

do. 

Okay, once you get that relationship established, move on to the next 
step in getting them to ask to JV with you. 

You need a great product for this step. Send the product to them (if it’s 
a physical product mail it them). Send a letter or email asking them if 
they would mind asking a few (maybe 20) of their readers to evaluate 
your product. Tell them you are getting ready to launch it and want a 
few testimonials from interested and knowledgeable people. 

If your product is top notch and matches the needs and wants of their 
audience, your potential partner will be thrilled to offer something of 
value free to their top fans.  

Essentially, you have just done a mini JV with him or her. This delivers 
a ‘’double-whammy’’ for both of you. You get much needed 
testimonials (possibly including one from someone who may be seen 
as an expert in your industry), as well as a potential JV partner. 

Your partner looks great in the eyes of his customers. He knows you 
are about to launch the product and may just approach you about 
partnering up for the launch. 
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Even if he doesn’t, you’ve proved again what a value your relationship 
is to him.  

If he doesn’t ask to JV with you, you’ve made a big move to break 
down any resistance he would have had when you do the asking. And 
you’re in a great position to ask him to JV with you now.  

When you put you’re proposal together, you include a few of the best 
testimonials from people on his list.  

How can he possibly refuse the JV now? You have a good 
relationship. You’ve proved several times how valuable you can be. 
And you’ve already demonstrated people on his list want your product.  

Your JV request will be a slam dunk. 

Secret #2: Create Your Own Master Mind Group 
There is synergy of energy, commitment, and excitement that 
participants bring to a Mastermind Group. The beauty of Mastermind 
Groups is that participants 
raise the bar by challenging 
each other to create and 
implement goals, 
brainstorm ideas, and 
support each other with 
total honesty, respect, and 
compassion. Mastermind 
participants act as catalysts 
for growth, devil’s 
advocates, and supportive 
colleagues. 

Start Your Own Mastermind Group Here are just a few of the 
benefits you will receive 
from a mastermind group: 

 More experience, skill, and confidence . 
 Real progress in your business and possibly your personal life.  
 An instant and valuable support network.  
 A sense of shared endeavor - there are others out there!  
 Design things to be the way you want them to be, not as you've 
been told they "should" be. 
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 Over time, you will have a great source of multiple JV partners. 
 You can select the cream of the crop from the group to be your 
JV partner. 

Mastermind Groups can meet in person, on the telephone, or via 
online message boards. For those groups that meet in person or on 
the phone, typically a once-a-month meeting is scheduled. Or you can 
create your own forum to invite others to join. There are several 
websites where you can set one up for free. 

As with all things in your business, seek quality people to join your 
mastermind group. 

What kind of people should you invite to join? 
 Clearly, those with a similar interest. 
 And those that have a similar skill and/or success level. 
 They need to have the desire and inspiration to succeed in their 
business.  

 They want to reach or exceed their goals. 
 They are ready to let their desire to be passionate about their 
work overcome their fear of change. 

Before agreeing to let any new applicants into your group, it’s 
important to screen them to make sure they’ll fit into the existing group 
and that their commitment level is high. Decide in advance how many 
people should be in your group (10-15 is recommended), and only 
allow new members into the group with the unanimous consent of 
everyone in the group. 

Here are a few screening questions you can ask new applicants: 
 Do they have a business mission or vision statement? 
 What are their five-year goals? 
 Where will they find time to participate in the Mastermind 
Group? 

 What is their commitment to moving forward in their business 
life? 

 Why should they be chosen to participate in this group?  
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In the end, there are plenty of ways and places to look for JV Partners. 
One of the best things is you only need to find one or two. It’s not 
anything like trying to build a list of thousands of loyal followers – you 
only need one. 

On to the research…. 
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Researching a Website 
Where you begin is often determined by what your original goal was. If 
your objective is to sell a product to your JV partner’s list, you 
probably want to begin by reviewing any products they sell to be sure 
you’re not in direct competition with them. Obviously, they’re not going 
to mail your promotional products to their list if it will cost them sales. 

In our case, we are looking to give their list a free book of tattoo 
designs as a way of building our own list. In this case, the first thing to 
look for is if the prospect has an opt-in page that indeed does build the 
list we are looking for. 

Skin Deep uses several ways to gather email addresses of interested 
people: 

 The primary subscription page. 
 Shopping cart to purchase current and back issues of the 
magazine. 

 Forum page that requires registration to view free. 
 Advertising in their tattoo services directory – a focused list of 
tattoo service providers we are seeking to get onto our tattoo 
suppliers list. 

 A magazine advertising page that will be another list of 
interest to us. 

 A page to subscribe to other magazines published by the 
publishing company. 

 A “contact us” feature that encourages readers to submit 
article ideas. 

Now we know they have at least seven ways of collecting email 
addresses and a couple are the type of very focused lists that clearly 
meet the needs of a tattoo supplies niche. 

But, we still don’t know how popular this magazine really is. 

Search Results 
A quick search on any of the search engines (preferably Google or 
Yahoo) for the domain name or company name, without the domain 
extension (leave out the .com or .net), reveals the popularity of the 
website with the search engines. It usually provides a key indicator of 
the number of page views the site receives.  
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 Researching a Website  

The number of search results should be considered with caution. If 
most of the results are from forum based websites, you should ignore 
these results. Many webmasters, who do not have enough money for 
website promotion, try to bomb free-to-link websites and forum pages 
with their comments and website links. These links do not reveal the 
actual popularity of the website. 

Stop and think about the name “Skin Deep” for a moment. It can apply 
to much more than just tattoos. It’s a great title for a beauty magazine, 
beauty products, and all things associated with beauty care. There is 
no reason to assume it will come up high in the organic search results. 

 
 

 

 

These are good results so far, the website has multiple methods of 
building its list and ranks high in the results for words used to brand it. 

Also search for keywords that best describes the website topic. So for 
our example you’d search “tattoos”. Entering the word “tattoo into 
Google results with the magazine showing up on the 4th page of 
search results. Not a great result but no tattoo magazine website 
shows up before the third page. Probably the websites showing up are 
better at SEO.  

Make sure the Website is Active 
In the Google snapshot above, you see the “cache” link highlighted. 
Click on that link to learn the last time the Google search spider visited 
the website.  
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Researching a Website 

This is a very important step because a website that has a recent 
cache is a website that search engines know about. If there is no 
cache, you then look for reasons why the site has no cache on the 
search engines.  

With the cache comes the cache date, which tells you the last day that 
search engine visited the website to take a quick snap shot of that 
page. If the date is older than 30 days, finding why the robots have 
stopped visiting the site is a must. 

What you can learn from the cache is: 
 If the results show nothing, it could be a result of a website that 
needs help being found or a site that is banned.  

 If the results show a listing or many listings, which includes the 
URL in question, a title, and description, then the site is a good 
site.  

 If the results show only a hyperlinked url with no title or 
description, this can usually be a sign of a penalized website. It’s 
not always the case, but this has always been a good indication 
of things to come. 

If the site has been banned or penalized, I’d stop my research right 
there and move on to another candidate. It almost always means the 
website is using black hat tricks to improve search results. You don’t 
want to do business with someone that uses underhanded tricks to 
deceive people. 

You can repeat the cache research with other search engines such as 
Yahoo! and MSN Live.  

The next step is checking the websites popularity with inbound links. 

Researching Inbound Links 
The sites linking in tell you a good bit about the site you are 
considering as your partner. If the inbound links are coming from link 
farms where there are hundreds of other links, you know it’s not a 
strong website. If there are 10’s of thousands of inbound links, you 
know it’s a very popular site. You’re looking for a site that is strong or 
popular because this tells you the search robots will visit often. 
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 Researching a Website  

There are a couple of 
techniques you can use to do 
this. A fast one is to type the 
URL of the homepage into a search engine preceded by the word 
“links:”. 

At the top of the list you should find a group of its own pages linking 
back to the homepage. That information isn’t particularly helpful to you 
but when you scroll down the list you will find what you are looking for. 

 
The inbound link above comes from a Wiki page and was almost 
certainly created by the magazine itself for promotional purposes. 
Good that they are promoting themselves but we are looking for 
independent inbound links. 

 
These inbound links are more relevant to our research. First is a BBC 
News article linking to the website. Good media coverage but it’s 
rather old, being from August, 2001.The next inbound link is from an 
independent directory style website. Someone’s personal webpage 
that created a list of links to tattoo websites of interest. The way to 
learn this is by clicking on the link and visiting the webpage. 
Something you want to do to is verify the links are of good quality and 
not just link farms. I’d qualify this particular one as mediocre. Nothing 
negative but not a great link either. 
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Researching a Website 

 
Continuing the research finds some high quality inbound links. A much 
more recent article in BBC News and another in Vanity Fair. 

Researching With Alexa 
I’m not going into detail here because Alexa was covered in detail 
back in module 3. Most if not all of the techniques you learned to 
research competitors can easily be applied to JV Partners – its all 
about uncovering information to learn how successful they are and 
how well they fit with your JV goals.

 
Just as a quick reminder, here is the type 
of information you can learn about your 
potential JV Partner by visiting Alexa. 
 
Of the more than 182 million websites on 
the internet (individual web pages total 
more than 1 trillion), Skin Deep ranks a 
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 Researching a Website  

respectable 550,527. On an average day, it has more than 360,000 
visitors. Rather large numbers.  

It’s been online for more than 10 years and could easily have 
accumulated an email list that exceeds 1 million names. Imagine if you 
could sell a product with a $25 profit to 15% of that list. You’d could 
make an astonishing $3,750,000 in a couple of weeks. Now I 
remember why I like JVs so much! 

Another piece of information we pick up here is there are a total of 81 
other sites linking in. We already researched this but an advantage 
using Alexa is not having to go through the tedium of counting the 
links in a search engine. 

And don’t forget to take a look 
at the Related Links 
information. Recall from 
Module 3 that these are the 
sites that people visiting Skin 
Deep also visited. Obviously, 
this information will help you 
understand if these people are 
closely targeted to your JV 
goals.  

Other Places to Research 
Potential JV Partners 
Go beyond just researching 
the website of your most 
serious potential JV Partners. 
Look for personal information 
on social website like 
Facebook and MySpace.  
 
Even large organizations such 
as Skindeep have social 
webpages where fans and 
readers gather to discuss their shared interest.   
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For instance, the S
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Writing a Flawless Proposal That Will Have Your 
JV Partner Begging to Do Business With You 

Joint ventures are an unorthodox business practice. As a result, many 
business owners are either unfamiliar with JV's or they're skeptical 
and apprehensive. But being unorthodox is exactly what makes joint 
ventures successful - and this is what makes it so lucrative. Once you 
find a major business owner that “gets it”, the two of you can corner a 
profitable segment of the market. 

Getting to "Yes" - Overcoming Their Uncertainty and Negotiating 
Your Way to Profits 
Without a doubt, the most difficult part of Joint Venture marketing is 
finding a willing partner 
that can deliver benefits to 
the JV.  

The first step in 
overcoming the 
apprehension is 
understanding it.  

Like most successful 
businesspeople, people 
you approach for a joint 
venture will first think you 
are trying to scam them 
when you offer to give 
them 50% or more of the 
profits for nothing other 
than sending an email to 
their list (or visa versa, 
offering to let them sell to your list, or any of the many other types of 
JVs). 

Getting to Yes 

Their belief system tells them profits are earned from blood sweat and 
tears. It’s about hard work. Many will not believe you when you say 
they can make big profits for little or no effort. 

But you already know how to get around this difficulty. You first need 
to develop a relationship with the person. Gain their trust.  
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to Do Business With You 
I'm not saying that you have to spend months "wining and dining" your 
potential partner before you pop the question. Instead, think of a 
"proposal" as a multi-step process - not simply a pitch about a money-
making deal. You’re much more likely to get a top JV partner that way. 

I can’t tell you exactly how long it will take to make them feel 
comfortable and begin trusting you. People are different. It could be a 
few short days or it could take weeks or longer.  

Your first clue that they are warming up to you is when they begin 
emailing you separate from their big list. When they perceive that you 
are a niche expert they might include on an exclusive list of people 
they send true insider information to or they might email independent 
of anyone else. 

Writing Your Killer Proposal 
With this in mind, let’s take a look at how to write your proposal so that 
it pushes your partner’s “buttons” – to the point where they’d have to 
be insane to turn down your offer... 

The last thing you want to do is write up a 10 page JV agreement and 
send that off as your proposal. Joint venture proposals are far more 
successful in obtaining partners if they are brief, and to the point.  

Make an offer they can’t refuse. If this is 
your first JV, you should bend over 
backwards to accommodate your potential 
partner and make it as profitable for him as 
possible. Remember that the clients you 
acquire from a joint venture will purchase 
from you again and again – and it’s 
usually the “backend profits”, after the 
JV, where the real money gets made. 

Make it easy for them to say “yes”. Many 
proposals are rejected simply because they seem too complicated – 
or it sounds like too much work to them. Simplify your proposal, and if 
necessary, take on the majority of the workload – remember that 
you’re sitting on a goldmine! 

Writing the Proposal 

Open early in the proposal by telling them how they will benefit.  
You’ve done your research and here is a key area to apply what you 
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 Writing a Flawless Proposal That Will Have Your JV Partner Begging 
to Do Business With You  

learned. It’s not always about the money for those that are already 
successful.  

If it is the money than tell them how much you estimate it to be. If it’s 
something different then make sure they understand every way they 
will benefit. And don’t be shy about it. 

You should be a recognized expert in the field. Maybe your JV Partner 
benefits by being the first to bring your insightful view on the subject 
exclusively to his list. Maybe you’re offering something free. His list 
will remain loyal for receiving free products that others have to pay for. 
Or maybe you’re willing to sell it at a deep discount that his list can’t 
get anywhere else. 

Whatever the benefits are for your JV partner, make sure they are all 
included and well explained. You might want to refer back to Module 1 
for the long inexhaustible list of JV benefits. You might be pleasantly 
surprised how many benefits you are offering.  

Show them the money. Be sure to include things like commission 
percentages, realistic projections based on factual data. Don’t 
exaggerate the amount of profits to be made and don’t underestimate 
them.  

Be factual but you can’t 
guarantee anything either. 
Remember, from a typical list 
you can expect about 3% to 
buy the product. And from a 
targeted list you can get that 
percentage up to about 10%. A 
highly targeted list can convert 
up to 30% of the readers into 
buyers if the product is widely 
sought after and difficult to 
obtain.    

You probably don’t know the exact size of their list so you’ll need to 
give examples of what you think will happen: 

“The product has been very well received in the test marketing I have 
completed. I’m excited to offer it to your list and truly believe it is a 
very good match. And while I can’t guarantee how much profit you will 
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Writing a Flawless Proposal That Will Have Your JV Partner Begging 
to Do Business With You 
make, I expect 10% of your list to buy. If your list is 20,000 names, 
doing the math on a $45 profit per sale means the total profit would be 
$90,000. Since you’re keeping 75% of the profit, you will walk away 
with $67,500.” 

Be personal when you write the proposal. You did all the research 
Right? Relate to your prospect and accentuate their values by 
validating their interests, ambition, and passions: 

 “Billy, your last newsletter raved about skin 
burning / scarification tattoos where scar 
tissue produced by the body forms designs, 
pictures, or words in the skin. I couldn’t 
agree with you more, this type of tattooing is 
not for the faint of heart but it is an awesome 
form of art work. The book of tattoo designs 
that I am offering your list will have several 
designs that work well for skin burning 
designs.” 

Emphasize the ease of the deal for them, 
and highlight the extent of your workload. 
Be honest, but make it sound like they're 
getting the best part of the deal. Because in 
reality, they are. 

“To make this happen, I’m willing to hire 6 of the best tattoo designers. 
Each will create 10 unique and highly sought after designs. Exactly 
what the tattoo shop owners on your list are always looking for. And 
they get it for nothing.”  

“The link to collect their tattoo designs will come back to a website that 
I am putting together especially for this offer. That way, I can package 
and ship the designs without you needing to take any action other 
than sending the offer out to your list. You’ll look like the guru you are 
without needing to do anything.”  

Add a real sense of their need to take action quickly without over 
doing it. You want to hear back from them quickly because if they say 
“no”, you’ll have to find someone else anyway. Word this in such a 
way that it compels them to take action either way.  
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“I trust that you now clearly understand the value of what you are 
being offered and will reply promptly. You are my top choice for this 
offer, which means it has been sent exclusively to you. I’d like to know 
if you are ready to go forward within the next 5 days. Or if you have 
questions needing answers, please get a hold of me soon.”  

Make your offer as alluring as possible. Do anything and everything 
possible to make the offer so good that it 
would be ridiculous not to take you up on 
it. 

Once it’s written, proofread, proofread 
again, and have it reviewed by a trusted 
friend or associate before sending it off 
and waiting for the answer. Don’t forget to 
send an example of the quality product 
you’re offering. 

Again send it by courier or FedEx express 
to be sure it catches their attention and 
gets read promptly. 

Dos and Don’ts of JV Proposal Writing 
 Don’t approach this with a negative attitude. Even if this is your first 
JV and you lack confidence, think positively. It will show in the 
proposal that you write. 

 Don’t brag about how much you’re going to make on the deal. Keep 
the benefits focused on your partner. There is no need to point out 
that you hope to double the size of your own email list and then 
make a pile of money with backend sales. Let him figure it out 
himself. 

 Don’t get over excited and send off the proposal before you are 
fully prepared. You need to get your product ready and complete 
your research before contacting your potential JV partner. Anything 
sooner will be premature and won’t get you the partner that you 
want. 

 Don’t expect an immediate answer to your proposal. Use a strong 
call to action and make it known that if you don’t receive an answer 
in a reasonable amount of time, you’ll need to move on to another 
prospect. But give them enough time to consider the idea and do a 
little research before being forced to make a decision. 
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to Do Business With You 
That’s it. Follow these simple rules and tips to get the perfect JV 
partner to say yes the first time and come back time and time again to 
do business with you. 
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Building Powerful Business Relationships 
Working on a solid business relationship is critical to joint ventures. It 
begins before you ever meet the person – during your research. It’s an 
on going process that will pay dividends for years to come. 

People like to do business with people they like. It is that simple. 
But it’s not that simple to build and maintain relationships. 

Risk Negotiation 
Joint ventures are by nature low risk but seldom is any business 
endeavor completely risk free. Unfortunately, risk is often over looked 
both when building business relationships and when negotiating the 
deal. 

Now that you are aware of that, you can take full advantage of the fact 
that negotiating risk can be a great trust builder with your new JV 
partner. Risk involves fear, which is something people shy away from. 
By getting the risks out on the negotiation table and confronting them, 
you demonstrate to your JV partner that you have both his and your 
best interests in mind.  

Never assume that you both rate or perceive risks the same. If you’ll 
be mailing to his list, his biggest risk might be that the quality of your 
product will offend his list.  

Start identifying and communicating your risks early in the relationship 
building phase. Get your partner to identify his own risks. Take it a 
step further by identifying other risks to him that you are aware of but 
he has not thought of. Showing you are looking out for him as much 
as for yourself is a great way of building trust.  

Every deal has different risks. Identify yours early. 

Common JV risks are: 
 The objectives of the venture are not 100 per cent clear and 
communicated to everyone involved. 

 The partners have different objectives for the joint venture. 
 There is an imbalance in levels of expertise, investment, or 
assets brought into the venture by the different partners. 

 Different cultures and management styles result in poor 
integration and co-operation. 
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 The partners don't provide sufficient leadership and support in 
the early stages. 

Building the Trust 
Of course, earning trust means not taking advantage of your JV 
partner, but it goes beyond that, it means keeping your promises and 
being willing to help and put effort in the partnership, treat your JV 
partner as an equal and not as a hired employee. 

It’s 
important 
to listen in 
order to 
maintain 
the trust 
between 
you and 
your JV 
partner. 
Listening 
well earns 
the trust of 
others. And 
remember 
that 
listening is the other half of communication. When you communicate 
with your JV partner, you have a relationship that involves trust. Be 
ready to be a good listener. 

$

How to Develop Trust

Ask questions. Show that you understand the issues communicated to 
you. Offer compliments. When you listen and understand your JV 
partner, you have also earned their respect. 

The joint venture partnership is a two way street. You must 
communicate effectively to help make it a success, but your ultimate 
test is the trust you put into each other. If you do not trust people, 
people will not trust you. Be willing to share and be vulnerable and you 
may be surprised at the positive response from your joint venture 
partner. So start the right way by communicating clearly and honestly 
before the proposal is sent. 

When you subscribe to his or her newsletter, send an email 
recommending their site to your friends and bcc your potential JV 
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partner. He’ll value your relationship more for it. This way, you'll gain 
his attention and he's probably more willing to hear your proposal.  

Sharing important information about yourself and your business is 
another way to build the trust. It shows you are willing to make 
yourself vulnerable to them because you trust them. Someone has to 
make the first move and it’s your role as the person moving towards a 
JV. 

And the final way is showing a willingness to be influenced. It’s a 
partnership, your potential JV partner will want a say in how business 
is conducted. 

In summary, to build good relationships, you have to be friendly and 
open. You must make it clear what you stand for. Always be fair in all 
interactions. One of the most underrated skills is listening but a key 
way of strengthening relationships is to take time to truly listen to 
people and learn what they really want.  

Try different approaches and make note of which ones work and 
which ones don’t. Practice and polish the ones that work. Put your 
ambitions and prejudices secondary to creating lasting relationships. 
Try to make all interactions win - win situations. Do not be afraid to try 
someone else’s approach or plan as they may produce better results 
than your own. Always be in a learning mode and build those 
relationships relentlessly. Your future is in the relationships you build 
and very possibly one of those relationships will make you into a 
millionaire or even a billionaire. 

Tips for Building Business Relationships 
1. Become a great listener. If you want to succeed at building 

business relationships, try listening 75 percent of the time. Active 
listening is a great way to gain trust. It is the best way to find out 
how you can be helpful to JV Partners.  

2. Be genuine. If you are a strong believer in slowing global warming, 
don't congratulate someone for purchasing a big luxury car.  

3. Avoid activities or conversations that do not feel comfortable or 
appropriate.  

4. Relationship building takes time and cannot be rushed or forced. 
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5. Find out about people's interests by asking open-ended questions. 
For example: "What do you do for fun?" "Where are you going for 
vacation?" or "What are you doing this weekend?"  

6. If you meet someone in their office, you can get a lot of clues about 
their interests. Just look at what they have on their walls. 

7. When reading articles, read with intention (is there anything in this 
article I can discuss with my partner)?  

8. Find out ways to be helpful by asking: "What’s keeping you up at 
night?" 

9. Get in the habit of following up on small things right away. Timely 
thank-you notes are much more meaningful than cards that arrive 
three months after the fact.  

39 Relationship-Building Activities 
The list below is intended to stimulate your own thinking about 
relationship building. Some of these ideas will work for you while 
others will not seem appropriate. Stick with what feels right. 
 
You will also realize that many of the items on the list below have 
nothing to do with business. While business relationships can be 
built on purely business interests, personal connections are likely to 
build stronger bonds.  

1. Send notes of congratulations. If you get in the habit of reading 
industry publications, you can become aware of when your JV 
partner accomplishes something noteworthy. 

2. If an opportunity arises, help a partner’s family member with a job 
search. If job notices come across your desk, forward them to 
people who might be interested. Introduce the family member to 
others you know. Even if the other person doesn’t have a job for the 
individual, they can help the individual by providing contacts and 
other useful information about their industry. 

3. Refer business to them at every opportunity. One of the best ways 
to generate business referrals is to make referrals yourself. Be sure 
that the referrals you make are "quality" referrals (quality as defined 
by the person who is getting the referral). 
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4. Introduce them to someone who can solve a problem they have. 
Perhaps they need a good computer consultant to help set up an 
office network or a good plumber to unclog their sewage line at 
home. Either way, referring good vendors to your partner shows 
that you are resourceful. 

5. Introduce them to someone who you think they should meet. Maybe 
you know someone who has dealt with a similar business issue and 
might be willing to share his experience. 

6. Participate in a charitable cause that is of interest to your JV 
partner. Only get involved on an ongoing basis if you care about 
the cause yourself. 

7. E-mail an article to them. Show an on-going interest in them. Many 
online publications make it very easy for you to forward articles by 
e-mail. If you take the time to track your JV partner’s interests in 
your contact manager, you are more likely to remember that person 
when something of interest does come across your desk or your 
computer desktop. 

8. Invite them to a sporting event. Make sure it is a sport that you like 
and a sport that your partner likes. 

9. Send holiday gifts. When possible, try to make the gift personal or 
at least choose something you think the individual will like. 

10. Ask about their spouse and children. If it feels appropriate, ask 
them what their spouse does. If you happen to be in their office, 
ask if the pictures on the walls are their kids. 

11. Lend them a book you enjoyed. 

12. Invite them to participate on an industry panel or committee with 
you. 

13. Teach them something about a subject that you know something 
about unrelated to your shared niche (e.g., how to use a piece of 
office technology, good places to vacation in South America, how 
to find a reputable dog breeder).  

14. Write a personal note on any formal forms or letters you send out. 
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15. Plan an activity with your children (if they have children the same 
age). 

16. Send acknowledgments if you see that they are mentioned in the 
press. 

17. Send congratulations on significant life events (e.g., births, 
weddings). 

18. Send condolence cards when you learn about a death in their 
family. Most people will really appreciate this. It is unlikely that you 
would offend someone. 

19. Recommend a good movie, book, play or other cultural activity. 

20. Introduce them to a hobby or activity that you are passionate 
about. 

21. Recruit them to participate in a nonprofit cause that interests you 
(make sure they seem genuinely interested). 

22. Take the time to learn about their interests. 

23. Mention their name as a source to a reporter. 

24. Send them a brochure for a seminar that might interest them. 

25. Tell them about a website that might be helpful or interesting to 
them. 

26. Respond to business announcements they send out. People 
generally appreciate feedback after they send out a mailing, 
particularly if it is marketing literature. If you liked something about 
the mailing, let them know.  

27. Send back comments about an article they have sent to you. 

28. Follow up on a referral you made and ask how it turned out, if you 
think your partner actually followed up. 

29. Let them know about your significant life events. 

30. When you refer your partner to another business, call them and 
ask if the business was able to help them. 
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31. Thank them for referrals and thank them again if the referral 
becomes a paying customer. 

32. If a family member of theirs is sick, call to ask how the family 
member is doing. 

33. Pay a condolence call if a parent dies and/or attend the funeral. 
Unless you have good reason to believe that the person does not 
want to see you, showing up is likely to be appreciated. 

34. Come to their functions when they invite you. 

35. If you are billing them or have to account for your time to them, put 
all of your time on your bills and show a discount (or indicate "no 
charge" for certain activities). 

36. Call or write to send compliments about something good you've 
seen or read about your partner. 

37. Start a discussion by e-mail about a common interest (e.g., 
politics, sports). 

38. Attend a presentation or online seminar your partner conducts and 
send a note or a comment about the presentation. 

39. Find out what organizations they are involved in and join one that 
interests you. 

If you make a point of trying to be helpful to the professionals in your 
JV network, your relationships will grow. Whether you use any of the 
suggestions above or find other ways to connect, relationship building 
will lead to business if you stick with it over a long period of time.  

Follow up, Follow up  
The simple act of following up with your JV Partner after the first time 
you meet or talk will make you stand out. Very few people use a 
consistent follow up method over time.  

Successful follow up actions include handwritten notes (they stand 
out), a simple card of thanks, a gift certificate, or an invitation to an 
event. Watch your network grow as you demonstrate an interest in 
building the relationship.  
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And on the subject of follow up, always make sure you can meet any 
commitments that you make. The last thing you want to do in the early 
stages is make a promise and not follow through. Even better, make 
a commitment, complete it early, and exceed the expectations 
originally agreed to. 

32 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



The Art of Crafting the Deal  

The Art of Crafting the Deal 
Everything is coming along 
astonishing well. You’ve found the 
perfect JV partner and established 
a relationship. You’ve even gotten 
past the difficult task of agreeing to 
a joint venture. But there’s one 
more major task that needs to be 
accomplished. It’s time to work out 
the details of the deal and get a 
final written agreement in place.

It's always frustrating when a deal that looks great on paper turns out 
to be a loser. Sometimes parties put all sorts of money, time, and 
energy into a deal, only to have it blow up at the closing table. Or, 
worse yet, a deal that looked great even at closing turns out to be a 
failure once the dust settles. 

It's true that some deals just aren't meant to be. As good as they 
looked at the beginning, in the end they were not going to work. But it 
turns out that a lot of these deals that fail are inadvertently torpedoed 
by the parties' negotiating strategies and tactics. Some of them could 
have been saved by better negotiating.  

Out With the Old 
The ultimate implementation of the deal is often where the value lies, 
and how a deal is negotiated can be critical to its ultimate success. 
Ironically, many traditional negotiation techniques can damage 
relationships and lead to all sorts of problems for the partners after the 
detailed agreement is reached. Those problems, of course, detract 
from the value of the deal. 

Old-school negotiators are reluctant to share information and believe 
that by keeping the other side off balance there is an advantage to be 
gained. Negotiators work to maintain their poker faces and seek 
leverage whenever possible. Old-school negotiators prefer a 
controlled process and like to limit the negotiation participants to those 
with the most direct interest in the transaction. Old-school negotiators 
want to close the deal, sometimes at any cost. 
 
It’s not about reaching a deal. Negotiating as if implementation 
matters requires that the partners recognize that the real purpose of 
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the negotiation is not to sign a deal but to accomplish 
something. 

Negotiators must recognize that the way they deal with each other 
impacts their behavior when it comes to working together, when the 
deal is being implemented. You must confront the hard issues and not 
suppress or avoid them in the name of getting the deal signed. 

This all seems to make sense, doesn't it? After all, if you're negotiating 
something that has value, shouldn't the negotiators focus be on 
maximizing that value? What good is the deal if it closes, the partners 
walk away, and a pile of problems are left that must be overcome to 
implement the deal? 

Believe it or not, there are an awful lot of negotiators out there who 
remain caught up in the "win at all costs" culture of deal-making. 

The point is that smart negotiators begin with the end in mind. 
Negotiators must ask how the deal will look after it closes. 

Setting the Priorities 
The priority of your concerns when negotiating should first be the 
relationship, followed by risk, and lastly value. And they should always 
be balanced evenly for both you and your partner. Always seek a win-
win outcome.  

So begin negotiations by crossing these three important mental 
bridges together with your JV partner.  

1. Clarify the relationship - Simply put, what is the current real 
and perceived business and personal relationship and its true 
value to your JV future. 
All too often we hold on 
to the past, not 
realizing that often we 
must be willing to let go 
of what we have in 
hand, if we are to be 
free to reach out for 
something better.  

We must cautiously 
determine what could 
be lost in this 
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negotiation, but alternatively look for new doors that may open 
before us, given the new found freedom we would gain without 
the existing relationship. As business leaders, we frequently 
continue to pursue existing relationships beyond their prime, 
simply because it is easier and more comfortable than striking 
out to develop a new relationship that better suits our future. 
Thus, we must place a well focused thought on value in 
continuing the relationship, and be mindful of the pending 
negotiations.  

2. Clearly Structure the Outcome Desired by Both Parties – 
You’ll often find that parties start negotiating with a win or even 
win-win spirit, but they have never formalized their desired 
outcome by writing it on paper or even discussing it. They 
may have a general idea, i.e., to place the contract at the best 
price or cost. However, they have not defined what is the optimal 
combination of price/cost and all other terms that reflect both 
parties' best long-term interests. What is that magic package 
that permits everyone involved to believe they have been dealt 
with fairly and therefore, the relationship blossoms? Try 
beginning with a written scenario that outlines what each party 
should view as a "great deal." This is the optimum "win-win" 
agreement. 

  
3. Determine Your "Walk-Away" Point - This is sometimes the 

hardest, but always the most important pre-negotiation decision 
you must reach. It is not a decision to be considered later, in the 
heat of the negotiation. It must be approached calmly and with 
the prior two points in mind, for you truly must understand what 
each side needs to make it a "great win-win" agreement. Then, if 
the other side becomes unreasonable and prevents it from 
occurring, you must weigh the predetermined value you placed 
on the relationship as well as ask the question, do you really 
have a mutual relationship or merely one party taking undue 
advantage of the other?  

With well thought out answers to those three questions in mind, you’re 
prepared to start negotiating.  

The next important issue is Truth when negotiating, as in all 
interpersonal affairs. Truth and candor are of paramount importance in 
developing trust between the parties. This does not mean, however, 
that you should necessarily show all your cards at once. After all, 

35 
Copyright © 2008 - 2009 Lazer Marketing. All Rights Reserved. 



The Art of Crafting the Deal 

negotiating is merely a more formalized variation of common 
marketplace bargaining.  

It is all about give and take and each party's perceptions of value. You 
offer; they counter. You reply and so it goes. This is why it is so 
important that before the play begins, you clearly understand the 
structure of what that "great deal" looks like from both perspectives. 
But what if there are mutually exclusive components to achieving that 
"great deal" for both parties? You will have already thought about this 
in your earlier analysis and concluded what give-and-take is required 
on both sides to arrive at the best possible compromise, something 
slightly less than a "great deal," now maybe only a "good deal."  

Furthermore, if your counterpart has not arrived at this determination 
beforehand, you can gradually educate him to this conclusion through 
the bartering process. Knowledge is indeed power.  

Most importantly, you clearly know when you are approaching the 
point of no return, or that point where you have already concluded in 
the quiet calm preceding the storm of collapsing negotiations, and 
when you will walk-away. Thus, you have the opportunity to steer the 
negotiations away from falling unnecessarily into a lose-lose 
downward spiral where relationships deteriorate and from which it is 
virtually impossible for the parties to recover.  

Don’t Do All of the Talking 
Resist the temptation to fill silent time during conversations with 
unneeded comments. Often this leads to giving away information 
prematurely and works against you in negotiations. If the other party 
perpetuates a long silence, wait, that's right, just simply w-a-i-t. Let 
them break the silence. If it is truly a relationship, they will. Remain 
steadfast and wait. Hold out firmly for your high priority/risk issues.  

Move on From a Lost Cause 
Holding out for a lost cause is not only against your best interest, but it 
also makes you seem stubborn and difficult to get along with. Know 
when to give in on a point. If it’s not a "walk-away" issue, then 
concede graciously and move on to another point. Remember, you’re 
striving for a win-win deal and that means letting your partner have his 
way some times. 

Know When to Walk Away 
When a deal can’t be reached without going against your prior walk-
away decision, then walk-away, but just walk. Clearly express your 
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position and reasons and give your 
partner one last chance to find a 
meeting of the minds. 

If it doesn’t happen, leave courteously. 
Let the other party know that you mean 
what you say but are still leaving the 
door open for them to reopen the 
discussion if they can find a way to 
accommodate your walk-away issue.  

Never, never re-evaluate your "walk-
away" decision when actively in a 
negotiation session. In almost all circumstances, you would only re-
evaluate your walk away decision if something significant changed. If 
your desired outcome changes, your walk away point might change.  

This is a major change in circumstances and you need time to 
properly evaluate it away from the negotiation discussion. Once you 
come to a new decision, it’s time to begin over by clarifying the joint 
desired outcome of the deal.  

This is a time where unless the other party reconsiders, you will be far 
better served strategically in the future by building a new relationship 
or looking for another way of accomplishing your goal.  

If you can’t reach a new mutual goal, face the fact promptly that the 
relationship is no longer mutually beneficial and move on.  

Know When to Run 
Run? Yes, run, when the other party demonstrates bad faith or a lack 
of regard for the truth. No business relationship is worth the risk and 
the inevitable pain that results from dealing with disreputable people.  

Run! Don’t walk, and don’t leave the door open behind you. Make 
them understand that you have no time or interest in doing business 
with those who do not understand the meaning of the words Truth 
and Integrity.  

Negotiating No-Nos 
Never talk openly about how much you’ll profit from the deal and 
never, never declare triumph over the terms of the agreement 
afterward. Both show nothing but bad taste and actually demonstrate 
a failed win-win negotiation.  
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On the other hand, celebrate together when you reach an agreement 
where you will both achieve your desired outcomes. Go out together 
to lunch, dinner, or whatever. In doing so, you celebrate the success 
of everyone involved and reinforce the relationship for the future!  

Get the Conversion Rate Information  
Ask to see your partner’s conversion rate data or have him explain it 
to you. For the financial side of the deal, this is critical. 

This is how you set the financial goal. If his conversion rate is normally 
12%, you might want a clause in the contract that says JV sales must 
come within 1% of this number. 

When he explains it to you, you want to learn what the key attributes 
he attributes to his success. Now, make sure those key attributes are 
included in the agreement. 

Listen up. You could have tried to sell your product by yourself. If you 
had written a good sales letter... and tried to sell to his list without a 
recommendation... you may have gotten a 1% to 3% response rate. 
But you knew that by using the trust that your partners' clients have for 
him, you can boost your sales beyond anything you could have done 
alone...  

In fact, some business owners, like yourself, have increased their 
conversions to 10% - 30% and more - by getting the JV partner to 
endorse them. That's a 1,100% to 3,300% bump in profits (assuming 
they had a 1% to 3% response rate).  

JV Risk Management Process 

With numbers like that, you 
can take your business to 
the next level. 

Risk Management  
Granted that joint ventures 
are some of the lowest risk 
business arrangements but 
no business deal is risk 
free. Your business 
reputation could be 
damaged. Or you could 
loose the little bit of money 
invested in your JV. 
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It’s more than just luck when a highly profitable business deals come 
together. Besides using good negotiating strategies, business risk 
management sets the stage for a full victory.  

Now the safest thing would be to not enter the race at all…you would 
never lose. But, at the same time, you would never win. You have to 
be in the race to win. And you have to take some risk to win. 

In the end, however, it's not just how much risk you take but how well 
you prepare so you can win even in risky situations. The business 
race today is won or lost based on how well you manage risk. 

Partner selection is critical and you should only work with companies 
that have compatible business strategies, are financially strong, and 
share the same perspective on business ethics. 

Start by setting minimum standards and performance requirements. If 
it’s a long term joint venture you should set periodic reviews to 
determine if both partners are adhering to the agreed standards and 
performance requirements. 

How do we measure the performance of a joint venture? There are 
several formulas that can be used. Begin by setting standards for:  

 Achieving the desired outcome 
 Increasing profits  
 Sharing product development expenses  
 Extending market share  
 Improving distribution channels  
 Reducing overall costs  
 Developing new technology  
 Diversifying product offerings  
 Reducing competition  
 Spreading risk on investments 

Get It In Writing 
Finally, JV’s should be comfortable, fun, profitable, and very clearly 
communicated, which means IN WRITING. After a meeting, send the 
agreement in writing and make sure everyone understands the terms 
and conditions. 
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Months down the line, people get selective memory and amnesia. 
Each party is solely responsible for themselves, and the “blame 
game” can be avoided if these responsibilities are clearly defined 
– in writing.

You have millions of options in the world of Joint Ventures – be 
selective, because you can afford to be. An ounce of discipline is 
better than tons of pain down the line. 
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Coming Soon…… 
You’re well on your way to making one Great JV Deal after another!! 

The sooner you put this new knowledge from module 9 into practice, 
the sooner you will double and even triple what you are already 
earning by joint venturing. 

Only the select few that take their JV Profits Home Study Course 
completely to heart unlock the full potential of running a tremendously 
successful home business. 

In Your Next Module 
You’ll want your next module as soon as it comes off the printing 
press. From it you’ll learn precisely how to keep your ideal JV 

Partner coming back time 
and again for long-term 
enormously profitable JV 
Deals. 

You’ll Want To Keep Your 
Profits Soaring into the Sky 
With What You’ll Learn in 

Module 10 

Only in the next module, will 
you find the true secrets and 
amazing strategies that get the 
big boys turning to you when 
they want to make another JV 
Deal.  

Also, you’ll gain the knowledge 
you need to run multiple high 
paying JV deals at the same 
time. The only limitation to how 
much you earn is how much 
time and effort you want to 
dedicate from your leisure life 
to your successful part time 
home business.   

You’ve already learned almost all the insider information that the 
gurus use to earn insane amounts of Money with Joint Ventures! 
Module 10 keeps them coming to you!  

Until next time … Use your time and wealth to in the way you find 
best. 
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Checklist for Writing Your Flawless Proposal  
The proposal is one of the most important tasks for establishing a JV. 
Use this checklist to be sure you cover all of the issues your 
prospective JV partner will want to know about. 
 
Phase 1 - The Concept 

1.1 What is the concept proposed? 
If complex, can you list all the parts? 
Can these parts be introduced separately? 

1.2 What is the source of the idea?  
Who, where, when and why? 

1.3 What factors contribute to the viability of this concept? 

1.4 What events precipitate this concept at this time? 

1.5 What needs are unfilled?  
Can the needs be quantified or qualified? 

1.6 Where and how can this idea be validated?  
Are specific measurements available? 

1.7 Is time of the essence?  
What are the time frames for initiation and completion? 

1.8 What are the current industry conditions? 

Phase 2 - Existing Resources 
2.1 How does it match existing resources?  

Does it complement or compete? 

2.2 How does it match existing image?  
Does it add to the mix of existing offerings? 

2.3. Is there sufficient space available? 
Does it require additional staff?  
Additional training required? 

2.4 Does it add greater utilization of existing equipment? 
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2.5 Is there a need for additional equipment?  
Cost, financing, and availability? 

2.6 What is the burden upon existing infrastructure, computer 
systems, etc.? 

2.7 What additional supplies are required?  
Initial cost of stocking? 
Replenishment costs? 

2.8 What is the overhead burden on administration?  
Does this include supervision? 
Is additional security required? 

2.9 Are there transportation requirements? 

Phase 3 - Financial Considerations 
3.1 Has a pro-forma statement been prepared? 

3.2 What is the anticipated gross revenue? 

3.3 What are the anticipated profit margins? 

3.4 What is the break-even point? 

3.5 Is there a need for additional financing? 

3.6 Will the financing be provided by capital investment?  
Debt financing? 
Portion provided by operational revenues? 
What amount is realized in projected time periods? 

3.7 What is the expected return on investment? 

3.8 What is the expected payback (time investment is recovered) 
period? 

3.9 What are the risk considerations?  

Phase 4 - Operations 
4.1 Fixed costs?  

Incremental increases? 
Variable by volume? 
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4.2 What are the quality considerations?  
Regulatory 
Industry standards 
Competitive 

Phase 5 - Marketing 
5.1 Has any marketing (strategies, industry conditions, economic 

conditions, etc.) research been conducted?  
What is the target audience? 
What is the positioning strategy? 

5.2 Has any market (supply and demand, demographics, profiling, 
segmentation, etc.) research been conducted? 

5.3 Is there a clear description of the product or service?  
Is the product different? 

5.4 Is there a set unit price or a range of prices?  
What determines the range? 
What are the price dimensions? 
Is the price competitive? 
Will the price provide the anticipated profit margin mentioned 
above? 

5.5 What are the general place requirements?  
Will the product be delivered from one or more locations? 
What are the distribution channels? 
What are the distribution methods? 
What are the distribution costs? 

5.6 How will the product be promoted?  
Who will prepare the message contents? 

5.7 How will the message be delivered?  
What media selection is planned? 
What is the planned media mix? 
Is there a plan for reach, continuity, pulsing, frequency and 
other advertising techniques? 

5.8 Is there to be direct or indirect advertising or both? 

5.9 What are the selling methods? 

5.10 What are the sales forecasts for the short and long terms? 
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5.11 How will the competition respond? 

Phase 6 - Implementation 
6.1 What are the requirement for raw materials? 

6.2 What production facilities are required?  
What are the costs and availability? 

6.3What is the earliest and latest start date? 

6.4 Is a critical path chart required? 

Phase 7 - Evaluation, Decision Making, and Planning 
7.1 Is there a plan for evaluating outcomes?  

Are there some benchmarks available? 
Do these benchmarks provide for reasonable ratio analysis? 
Will the results be measurable? 

7.2 How will decisions be made?  
Is there a go/no-go decision point with well-defined criteria? 
Is there a pullout decision point or scenario? 

7.3 Is there a business plan?  
Is the business plan weighted for essential, important, and 
dispensable? 
Does the plan cover all the management functions applicable to 
the project and in a balanced manner?  

7.4 What action plan is proposed? 
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Pre-Joint Venture Checklist 
Use this checklist to work through preparations before signing a JV 
contract with a partner. 

1. Are you Committed? Joint ventures are a big deal. Whether 
you have a power-list to market your partner’s product to or 
the other way around, you are sitting on a powder keg of 
money. If you aren’t ready or can’t fully commit pulling off a 
successful JV - then do everyone a favor and call it off until 
you're in a better position. 

2. Is your Partner committed? The same thing applies to your 
partner. You should be communicating regularly and have 
clear expectations of each other. If you don’t, consider finding 
another partner even if this one seems to have the perfect list 
or product. You’re better off with a fully dedicated partner – 
especially if you are offering his product to your list, Never do 
something that will disappoint your list. 

3. Does your partner's product or power-list targeted your 
offer beyond a doubt? Every time you or your partner 
promote to your list it is about improving the relationship. Let 
them down once and you run the risk of loosing them forever. 
That could mean having to start all over in a new niche. 

4. Will the product or service be well received and highly 
sought after? The importance of satisfying your lists can’t be 
over emphasized. Be sure the product is top notch and those 
on the list will be scrambling to buy it. Testing to a small 
sample of the list is a good idea.

5. Which one of you is the niche guru? If you are still new to 
JV projects, be sure you sought out a partner with a history of 
success. If you are the leader, be sure you are mentoring and 
guiding your partner closely. 

6. How have you tested your marketing material to assure 
maximum results? You’ve seen the numbers in the course 
materials, even a small difference of 1% in sale makes a 
huge difference in your bottom line. If ad copy, sale letters, 
and other marketing materials just aren’t your thing, strongly 
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consider hiring an experienced and proven copywriter to 
create these materials. It will pay for itself many times over. 

7. Are you and your partner fully communicating and 
understanding each other? This is always important but 
doubly so if you’re working with a person in a foreign country. 
With all the low cost international calling options, it makes 
sense to talk directly with your partner about critical issues 
such as your contract and project plan. No excuse for 
something falling through the cracks. 

8. Do you have a long-term plan in place? There’s nothing 
wrong with doing a one time JV but if the match between 
product and list is so good, it really makes sense to have a 
long term plan in place. Even if it’s a one time deal, you 
should never leave money on the table by failing to work 
back-end offers. If the primary product doesn’t appeal to part 
of the list, what else are you offering that they do want? Or 
what else goes along with what you are offering? 
Accessories? Upgrades? Downgrades? Repeat purchases? 

9. Is it a Fair Deal? Granted, this is aimed at the power-
list/product JV rather than one of the other many options like 
swapping ads in newsletters. The partner with the power-list 
deserves a higher percentage of the profits than the partner 
offering the product for sale. The list owner will only benefit 
from the one time sale. The product owner will enhance his 
list and make repeat and backend sales along with his 
percentage from the one time sale. 

10. Is the Joint Venture a seasonal event? If the 
offer/promotion is tied to seasonal events or news events, is 
your offer truly unique? What are your competitors offering? 
Set yourself apart from them with not just a well targeted 
offering but a unique one that the list can’t get any where 
else. That’s why you’re in a niche market.  

11. Is the offer optimally priced? Price points can have a 
significant impact on the marketability and sales of any 
product. Price it too low and it will be perceived as low 
quality or low value. Price it too high and it will become out 
of reach of many potential buyers. When you run your test 
marketing to a portion of the list, consider subdividing that 
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list into a couple of price points. Generally, the price should 
reflect the value of the product and be within the price 
range of other products the list typically buys. 

12. Does the endorser have a strong relationship with their 
"List"? There should be no question about this. You should 
have researched your partner and have a strong sense of 
their relationship with their list. Are they truly a niche guru 
constantly in contact with their list? Or are they an affiliate 
marketer that cobbled a list together from random product 
sales they have made over time? 

13. How does your partner treat his customers. Check into 
this thoroughly. Besides joining his list (you did this a long 
time ago right?). Use an email account or alternative 
telephone number to make inquiries about an offering he is 
currently making. Does he interact with customers in the way 
you expect him to? Is he timely? Are his communications 
honest, to the point, and clear. You may want to take this 
one step further and make a purchase from him. And then 
return it. Does he closely adhere to his return policy?  

14. Has your partner done other JV deals? Will he willingly let 
you contact a previous partner? If they discourage this, best 
to ask yourself why. Were previous deals successful? A 
"win/win"?  

If they have they have never done a JV deal, have you taken 
the time to properly educate them? 

15. Are the small details in order? Who collects the money? 
When does each partner get paid? How? How are refunds 
taken care of? What rights to the list does the non-list owner 
have? Who is responsible for what? Who pays for what 
marketing? How ships the product if it is a physical product? 
What if you actually lose money? What else needs to be 
accounted for? 

16. What is the Exit Strategy? Does the JV Partnership end 
with this one deal? Is there a general agreement that if it is 
successful another deal will take place? If so, when? What’s 
the definition of success? If the project goes sour before the 
product launch, who’s responsible for what expenses? Is 
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there a clause in place that provides a way for both parties 
to stay protected in case of a bad deal? 

17. Does your contract really protect you? Many 
entrepreneurs make “cocktail napkin” agreements that won’t 
hold up to legal scrutiny. Make sure to obtain legal advice 
before you sign. 
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