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Stop for a moment and think about all the ads you’ve 
seen over the past week.

How many of those actual ads can you name off? Researchers 
estimate that over the past seven days, you have been exposed 

to as many as 117,000 ads based 
on national averages. So out of 
117,000 ads, how many can you 
name? 

If you’re fairly attentive, you may 
be able to come up with 3 or 4 
specific ads... but I’ll bet that’s 
because you probably see those 
ads over and over... week in and 
week out. Let’s face the facts... 

repetition works. When you see any advertisement multiple times 
every day you’re bound to eventually begin to recall the ad. But 
now answer this question. 

What few ads you do remember, how many of their products or 
services have you bought? I’ll admit that I personally love the 
E*Trade baby commercials on TV and YouTube. I think they’re a 
scream. If I hear one of their ads come on the TV and I’m in the 
other room, I’ll actually stop what I’m doing and go watch it. But... 
I don’t have an E*Trade account. Never have, never will. Why 
should I? 

What benefits do they offer me as a buyer of online trading 
services that any of the hundreds of other stock trading services 
offer? See my point? Does a smart-aleck, wise-cracking baby 
have any relevance to online stock trading whatsoever? Of 
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step-by-step methods for generating more leads for your 

small business, then read every word in this revealing 
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course not. So why does E*Trade continue to make these 
commercials? Believe it or not, there is a reason... and by the 
end of this short presentation, you’ll fully understand what that 
reason is. 

Businesses today are led to believe that all they have to do to 
build a successful business is create some type of attention-
grabbing form of marketing and they will generate leads at will. 
Nothing could be further from the truth. And that’s just in the area 
of marketing. What about generating fast cash flow? 

EVERY small business needs to generate fast cash flow. So how 
do you do that as a small business owner? What about 
generating profits? Generating more cash flow is great... but not 
if you don’t get to put any of it in your pocket at the end of the 
day. How would you like the answers to all of these problems? 

How would you like it if I could cut through ALL the hype... 
eliminate the B.S... and give you our proven step-by-step 
roadmap for making your phone ring, herding prospects to your 
website and marketing your business successfully? 

If that would be useful to you, read this entire booklet, it very well 
may be the most important thing you read all year.

What I’m going to reveal to you is not theory or just my opinion, 
it’s been put to the test and proven to be massively effective in 
over 120 industries. Everything from service businesses to 
businesses that sell products and it also works for businesses 
from any size, start-ups to Fortune 500.

I encourage you to get in touch with me with any questions you 
may have as well. You can reach me at my website, 
www.marketing-Velocity.com 
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Mistake #1   they fail to get professional help.

Mistake #2   they don’t 
know the fundamentals 
required to successfully 
market their business and 
attract as many new clients 
as their business can 
handle.

Mistake #3  They have no 
idea how to use their 
marketing to generate 
immediate cash flow.

Let’s explore these three in depth, and show you how you can 
easily and systematically overcome them all. 

Mistake #1... small business owners fail to get professional help. 
Can you name me just one professional athlete who does NOT 
have a coach? There aren’t any. Tiger Woods has 9 coaches 
guiding him in everything from his golf game to his financial 
investments. But do small business owners really need 
professional help? 

Remember the TV ads we previously discussed? Those ads are 
created by “professionals.” Unfortunately, those professionals 
have no clue what they’re doing. Everything they’re doing in 
marketing and advertising today is wrong! But let me prove that 
to you right now. 

If you currently use any form of marketing such as a print ad, 
brochure, postcard, flyer... or for that matter... your company 
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website, take it out and look at it carefully. And if you don’t have 
any form of marketing right now, stop this presentation for a few 
minutes and take out a sheet of paper and sketch out what you 
think would make for an effective ad for your business. 

I t doesn ’ t have to be 
anything formal or fancy... 
just create a basic outline of 
the ad and where you would 
locate the various elements 
on the page. Do this right 
now. Now that you have 
your ad... or a mock up of 
your ad sitting in front of 
you... 

Little known secrets to producing more leads 
than your business can handle
99% of all marketing professionals DON’T know the lead 
generation secrets I’m about to reveal to you. This information 
is so powerful and compelling, it will position you in the top 1% of 
all lead generation professionals today. This example will show 
you why every small business owner should acquire our step-by-
step roadmap as they start to generate leads for their business. 

Here’s what a true marketing professional will know... and help 
you implement into your marketing. It’s known as the 
“conversion equation.” Our conversion equation will make sure 
you NEVER have to compete on price. Instead, you will start 
selling your product or service for what it’s really worth. 

You’ll drive in more leads and increase your advertising response 
by 10 to more than 100 times. You will convert a higher 
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percentage of those leads and dramatically increase your 
number of sales. You will get a bigger bang for your marketing 
buck. The bottom line is this... you will literally create a profit 
faucet that you will have TOTAL control over. 

What Marketing Is SUPPOSED To Do!
First, you NEED to understand what marketing is supposed to 
do. It’s purpose actually consists of three things.
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✓ First and foremost, marketings job is to capture the 
attention of your target audience.

✓ Second, it has to give them the hope, reading, 
listening or watching your marketing message is 
going to give them the ability to make the best 
decision possible when they purchase your product 
or service. In other words, it has to educate them 
on exactly what the true value of your product or 
service is… and how to get the very best value (not 
price) when they make a purchase. And, ultimately 
it should make your business stand out as the clear 
choice versus your competitors.

✓ Third, your marketing should reduce or preferably 
remove any risk of taking the next step in the 
buying process with you. And, if they aren’t ready to 
purchase yet, continue to educate them on the 
value your business offers them.
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Marketing that accomplishes these three key objectives will 
result in generating more leads and bringing those leads to 
the conclusion… they would have to be a an absolute fool to 
do business with anyone other than you… no matter what 
the price.

It’s estimated that 96% of all small businesses fail within 5 years 
of their start date. The most common reason for this incredibly 
high failure rate is a lack of expertise when it comes to marketing, 
lead generation and making the phone ring.Most small 
businesses are great at providing the product or service they 
specialize in but very few know anything about the three items 
marketing is supposed to provide to their prospects. However, 
there’s also another problem to consider.

Most Businesses use A Tactical Marketing 
Approach Instead Of A Strategic Approach

Whether it’s running an ad in a magazine on social media, 
sending out an email or postcard, or even running an ad on TV or 
radio, they are all methods to deliver your marketing message 
and are all examples of tactical marketing. 

When I talk to most businesses and ask them what kind of 
marketing they do, it always comes back as one of the many 
delivery channels for a marketing message and invariably, the 
business owner will say, whatever tactical delivery method they 
used just doesn’t work for their business.

Now don’t get me wrong, not all channels will work for every 
business. If your target market is people in their 20’s, running an 
ad in the newspaper will be a tremendous waste of time, effort 
and money, no matter how powerful and compelling the 
message. But, that’s the problem, the message, which is the 
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strategic side of marketing is, most often all but completely 
neglected as the source of the problem, yet in 99% of the cases I 
see the whole problem.

The difference between tactical marketing and strategic 
marketing is huge and one you need to be very aware of any 
time you start to think about lead generation. Most small 
businesses mistakenly believe that when you begin talking about 
generating more leads, you’re automatically referring to tactical 
marketing, networking, direct mail, going to trade shows, running 
radio ads or nowadays, blasting out a message with social media 
or to every email address they have in their contact list.

What they fail to realize, and the advantage you’ll now have after 
reading this book is the strategic side of their marketing. What 
you say and how you say it in your marketing, is almost always 
much more important then whatever delivery method you choose 
to get that message to your prospects.

As we discussed before, most business owners believe certain 
types of tactical marketing methods won’t work for their business 
and eliminate them from their overall plan because they haven’t 
worked in the past.

It’s common and understandable to blame the marketing medium 
when like the newspaper of mail piece the ad ran in then results 
are less than desirable. They blame the tactical part of their 
marketing plan. There are tons of companies, using every tactical 
marketing method available with great success. They’ve figured 
out the right message to compel their prospects to take action. 
Don’t assume just because a particular method hasn’t worked in 
the past, that it will never work.
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How To Evaluate poor Marketing Results 
From Poor Strategy Or Poor Tactical 

Execution.
This is where our step-by-step roadmap has the ability to 
generate all the leads your business can handle. Most small 
businesses marketing rely heavily on platitudes. They’ll say 
things like:

Take a look at your own marketing and your website. how many 
platitudes are you using?

This Is NOT Your Fault!
Most of us have been conditioned to believe this is the best and 
proper way to market our businesses… because, we see the 
Fortune 500 type companies doing this all the time. It’s working 
for them, that must be the best way to do it, right? Wrong.

As people, we’re all out for just one thing when we’re in the 
market to buy something. The best deal! And, here’s the problem. 
When your marketing and all your competitors is using platitudes, 
there’s just no way to determine which company is offering the 
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“We have the lowest prices” “The best service”
“We’re family owned and operated” “We offer convenient hours”                                                               
“Best value in town” “Old world craftsmanship”
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best deal in terms of value. When everyone is saying the have 
the best prices, quality and service, who do you believe? 

There’s only one real way to know, research every single 
business that sells what it is you want to buy. In this fast paced 
world, none of us has time to do that. So, most people will 
typically assume that you and your competitors are all pretty 
evenly matched and resort to determining who they should buy 
from based on who’s offering the lowest price.

If You Don’t Communicate Your 
Businesses True Value, You’re Doomed To 

Competing On Price!
Our 4 step conversion equation will change that for you forever. It 
will become the backbone of your strategic marketing plan, the 
rock solid foundation of everything you build. I’ll give you a quick 
overview and then get into more detail on each of the 4 steps.

The 4 step conversion equation.
1. Interrupt your prospect

You have to get your prospects to pay attention to your 
lead generating marketing. Easy to say, but a little more 
difficult to pull off unless you understand what your going 
to learn here. The interrupt is done through your headline 
if you’re using print advertising or is the first thing you say 
if your ad is through TV or radio. This should refer to a 
problem prospects have when purchasing your product or 
service.

2. Engage your prospect
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Once you’ve interrupted your prospect, it is critical to 
promise them there is information on the way that will help 
them make the best buying decision possible. 

In other words, it has to educate them on why you offer the 
best value and based on that information choose you to 
buy from over anyone else. This is the job of your sub-
headline, and offers them a solution to the problem 
mentioned in the headline.

3. Educate your prospect

Once you’ve successfully interrupted and engaged your 
prospect, you have to give them the information necessary 
to understand why they face the problem and why you’re 
best equipped to solve that problem for them. This is done 
by giving, valuable, specific and revealing information. 
This is the important and relevant information your 
prospect needs to know to make the best buying decision, 
and why it’s your business alone that provides it to them. 

This is the logical information they need to justify to 
themselves picking up the phone and calling you.

4. Your offer

Now that you’ve interrupted your prospect based on a 
problem that is important to them, engaged them by 
promising a solution to that problem, and given them the 
educational information that makes your solution real and 
believable to them, the last step is to offer them a low risk 
or preferable no risk next step to take in your sales 
process. This is best done with a free report, brochure, 
video or something similar that offers to continue to 
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educate them on receiving the bast value for their 
purchase. 

This allows your prospect to feel in complete control as 
well as allows them to prequalify themselves to do 
business with you and make the decision to call and buy 
from you.

Combining the conversion equation - 
Interrupt, engage, educate and offer together 

will allow you to dominate your market.
Being aware that most marketing today only contains two of 
these components gives you a huge advantage over everyone 
else in your market. 

Most businesses will interrupt their prospects by putting 
something that’s familiar like Tiger Woods… or unusual like a 
monkey or talking animals, like a Gecko.

Sometimes you’ll see these used together like in the case of the 
E-Trade baby. Once they grab your attention with this interrupt, 
they’ll immediately make you an offer, like “call now for 
something”. They’ve left out the engage and educate steps of the 
conversion equation. And, marketing almost never makes any 
money with this strategy, unless the company running the ads 
has millions of dollars to put this offer in front of you every 15 
minutes or so each day. (eTrade’s marketing budget in 2004 was 
more than 90 million!)

But how can a small business owner like you, who doesn’t have 
90 million dollars a year to market your business compete? The 
answer… you can’t… UNLESS you follow the 4 step marketing 
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equation you now know. Still skeptical? Here’s an example that 
should prove to you our conversion equation works.

- Moving Company Case Study - 
Some years ago there was a moving company that was on the 
bring of going bankrupt. They were paying $3000 per month for a 
full page ad in their local Yellow Pages. They averages 70 calls 
per month and had a sales conversion rate of only 16%. So, they 
were averaging 11 moving jobs per month. Is it any wonder they 
were going bankrupt?

The reason their ad wasn’t working for them is that it didn’t follow 
the step by step process of the conversion equation. In fact the 
only step they had in their ad was the offer, which was “call us” 
and then they listed a phone number. No interrupting headline at 
the top, instead, they had the company name listed at the top. 
And then they listed all the same generic “me too” information 
everyone else was saying in their ads. They hadn’t set 
themselves apart in anyway. You can see their ad below.

๏ local and long distance

๏ residential and commercial

๏ reliable and careful

๏ fully licensed and insured

๏ free estimates

๏ quality service and reasonable rates

๏ complete packing services

๏ local, regional, national

�13 …And How To Overcome Them All



The Three Biggest Lead Generation Mistake Small 
Businesses Make… & How To Fix Them All

Then at the bottom was their phone number.

Take a look at your own marketing, do you see any similarities? 
Does it look a lot like this moving companies ad? Is your 
business name at the top? Products and services listed in the 
platitudes we discussed earlier? (Lowest prices, highest quality, 
best rates?)

99% Of Small Businesses Follow This Formula 
Exactly,

And Wonder Why The Leads Aren’t Pouring In

If you want your phone to start ringing, you have to change your 
marketing to follow our conversion equation. (Interrupt, engage, 
educate, offer). When this moving company followed our 
conversion equation and changed their ad to a lead generation 
ad, here’s what happened.

1. They had to determine what the biggest problem 
customers had when moving.  This was easy, it was 
damage! 72% of all moves wind up resulting in items being 
damaged. That was the area they needed to focus on, and 
then create what we refer to as a market dominating position 
around that hot button issue. 

It turns out, because of all this damage taking place, moving 
companies are required to be “fully insured”. So why the 
problem? unknown to the general public being “fully insured” is 
less than adequate most of the time. Most of us would assume 
that “fully insured” means if your $5000 hi def, ultra thin, wi-fi, 
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cool gadget television was damaged you’d be reimbursed… 
$ 5 0 0 0 , r i g h t ? I 
certainly did.

Well, in the moving 
business, a moving 
company can claim to 
be fully insure all of 
the valuable contents 
of your home while 
they’re speeding down 
t h e h i g h w a y a n d 
they’re only liable to 
pay you the national 
average of .40 cents 
per pound. So, if the 
movers happen to 
destroy your $5000 

100 pound TV… they are only required to pay you $40. 
Unfortunately, most of the time, as a customer you find this out 
after the damage to your TV has already happened, and you’re 
left with a $40 dollar check in it’s place. Not a good time to find 
out that important piece of information.

But, for this moving company, claims had never been an issue, 
because they didn’t agree with the deceptive practice being 
utilized by most of the industry, they actually provided their 
customers with what’s called “full replacement value” insurance. 
In other words, if they break your $5000 TV, you get reimbursed 
the full $5000 it costs to replace it, no questions asked.

But how could they afford to provide their customers with this 
much more expensive full replacement value insurance? They 
had a 3 step packing process that ONLY they offered, and 
because of this process their breakage totals ran below 3%.
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And when damage did occur, it was typically a plate or a glass. 
Items that didn’t cost a lot to replace and didn’t carry and 
sentimental value that would cause their customers any 
emotional distress. Because of their impeccable track record, 
they were able to carry a $5,000 insurance deductible, and their 
premiums still ran below what their competitors were paying for 
the blatantly deceptive insurance policy’s.

So, their 3-step process plus their full replacement value 
insurance coverage, became their market dominating 
position.

All that was left was to put that information in their ad and follow 
our conversion equation. First, let’s create an interrupting style 
headline for the top of their Yellow Page ad. Remember, this has 
to address the main hot button issue your prospects are looking 
to solve. In this case, Damage! So, how about this for a 
headline?

“Last Year, more Than 4,000 Damage And Negligent 
Lawsuits Were Filed Against Moving Companies By 

Outraged Homeowners!”

Do you think that headline would grab the attention of anyone 
who’s getting ready to move? Of course it will.

Now that we have the prospects attention we need to engage 
them with a sub-headline that promises a solution to the problem 
we gave them in the headline. How about this?

Ask Any Mover These 2 Questions To Insure You Won’t Be 
Victimized Or “Ripped Off” By Deceptive Industry Practices.
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When any prospect reads that sub-headline, do you think they 
are going to immediately want to know what those two questions 
are? You guessed it, they sure will.

Now it’s time to educate them as to what the two questions are 
that they can ask any mover they decide to contact. What about 
these…

1. Do you follow a minimum 3 step packing process for every 
item you place in your truck?

2. Do you carry full replacement value insurance?

We already know their competitions answers to both of these 
questions is no. This ad educates.
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This ad educates consumers of the practices that are common in 
the moving industry, and also highlights what makes this 
company different. Their market dominating position, which 
makes them the obvious choice of moving companies for anyone 
getting ready to move. 

Their offer was a free moving company comparison checklist that 
highlights a survey they did of all the moving companies in town, 
which showed the prospect, they were the only moving company 
in town that offered all of these much desired benefits.

This made them the obvious choice in the moving industry, 
and the results they generated from their new Yellow Page 
ad were nothing short of amazing.

Take a look at their results:

‣ Instead of averaging 70 calls per month, their new ad 
generated 955 calls per month.

‣ Instead of a 16% sales conversion, they jumped to a 68% 
conversion.

‣ This ad generated so many new clients, they had to partner 
with 4 of their competitors to handle the increased volume.

‣ 9 months later, those 4 competitors bought out this company 
for $2.3 million dollars.

All of this by simply changing the strategic message in their 
Yellow Page ad. And, they didn’t have to spend one more cent on 
marketing or advertising.
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This Is Why Every Small Business Owner 
Should Seek Out Professional Help

But, finding qualified professional help is 
often, very frustrating… and many times, 
a crapshoot at best. That is why I 
thought you our conversion equation of 
interrupt, engage, educate and offer.

Just like the moving company educated 
their prospects of the important issues to 
know when hiring a professional moving 

company. Now you know to ask any professional marketing 
companies or business coaches if their process follows the 
conversion equation.

A true marketing professional is going to know this 
marketing equation, if they don’t run away as fast as you 
can!

And, did you notice the, in the information we’ve just discussed 
we sort of covertly covered mistakes #2 and #3?

Earlier I told you the second biggest mistake small business 
owners make involved the fact that they don’t know the 
fundamentals required to successfully market their business 
and attract as many new clients as their business can 
handle.

Well, now YOU do know the fundamentals… and you begin using 
them right now to out-market and out-sell your competition.

1. Create a market dominating position for your business
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2. Insert that message into your marketing by following the 
conversion equation to the letter.

And the third biggest mistake small business owners make 
focused on the fact, they have no idea how to create 
immediate cash flow.

When you follow our conversion equation in every piece of 
marketing you do, from your business card to your website, the 
financial results are instantaneous and immediate. Consider this 
next example.

- Child Psychologist Case Study -
Here’s a situation involving Dr. John Smith… A child psychologist 
who specializes in helping out parents with out of control kids. 
You know the one’s I’m talking about too. The ones that are in the 
store yelling, screaming and throwing tantrums and are 
completely out of control.
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The only thing on this website even remotely resembling what we 
could call a headline is: “Parenting Advice & Resources from Dr. 
John Smith”. 

Is this headline really going to get the attention of Dr. Smith’s 
target clients? Will it grab them and compel them to do business 
with him? Does it hit their emotional hot button issues? 

If your child were yelling, screaming and throwing tantrums, 
would you be at all interested in advice and resources, or would 
you be simply looking for a solution to getting your kid under 
control?

Remember, always starting your marketing with an 
interrupting headline that focused specifically on the exact 
problem your is having or experiencing is the critical first 
step to a successful ad.

Then, the very next step is a sub-headline that engages your 
prospect by promising a solution to the problem.

So, Dr Smith’s website headline “Parenting Advice & Resources 
From Dr. John Smith doesn’t address the problems frustrated 
parents are experiencing. And, there’s no sub-headline at all, so 
it gives no way at all to engage his prospects, keep them 
interested in learning more.

It’s doubtful that any prospect visiting this website would stay 
there for more than just a few seconds, which is how much time 
you have to capture a prospects attention. This website didn’t 
accomplish that so, his prospects will leave and leave for good.
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The third component of our Conversion Equation is to 
educate the prospect.

This just means you have to educate them as to what it is that 
makes your product or service better than your competitors.

On your website you can do this with typed words, audio or 
video. It Dr. Smith’s case it was a video. Keeping this first contact 
short and to the point is important. You can offer them much more 
information when they are compelled to want to know more about 
what you do.

The final step in our Conversion Equation is to make your 
offer.

Here’s where all your work and what you now know about 
marketing begins to pay off. 

A low risk, or if at all possible a NO RISK offer should get them to 
take a specific action of, requesting more information, registering 
for a free trial, admission to an educational presentation or similar 
offer.

The key is to make the offer so compelling that it irresistible to the 
prospect and impossible for them to turn it down. In fact, you 
want them to be thinking they’d have to an absolute fool NOT to 
take your offer.

Dr. Smith’s offer was a white paper titled, The Secret for 
Parents: a special report on how you can learn the secrets of 
nurturing well behaved children. Can you see the problem with 
this title?  His prospects don’t have well behaved children.

Dr. Smith’s prospects have, yelling, screaming cussing, 
belligerent back-talking completely out of control kids. Nurturing a 
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well behaved child is NOT the solution to their problem. Getting 
the i r k id under cont ro l RIGHT NOW and avoid ing 
embarrassment, and shame are what they’re looking for.

Can you see why Dr. Smith’s website failed to produce leads 
for him? his site wasn’t building his business. It wasn’t 
generating leads, attracting new clients or adding any additional 
revenue to his practice. It didn’t follow the Conversion Equation 
and just wasn’t working.

Dr. Smith changed his website so that it did follow our step-by-
step proven conversion equation roadmap. 

He put a headline at the top that read…”Are You Sick And Tired 
Of The Yelling, Screaming and Belligerent Attitude Of your 
Child?”
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Do you agree that this headline addresses a the major hot button 
issue his prospects are experiencing? You bet it does. The 
moment a parent with an out of control kid reads that headline 
they’re going to know immediately, they are in the right place to 
find a solution to their problem.

Next he engaged his prospects with a promise to fix their 
problem in the form of a sub-headline.

It says: “Now You Can Discover The Secrets To Controlling 
Your Child And Instantly Restore Peace And Quiet In Your 
Home.”

Isn’t that what his prospects are looking for? And, will do nearly 
anything to get? Absolutely. See how the headline and sub-
headline work closely with each other? And will interrupt and 
engage every prospect that visits this website?

Now that the prospect is engaged, the video can spend a couple 
of minutes educating the prospect on the solution Dr. Smith has 
that they are so desperately looking for. And, his offer has been 
changed so that it’s more relevant to his prospects and virtually 
irresistible for them to turn down. 

It says: “Learn The Secrets To Gaining and Maintaining 
Complete Control Of Your Child In Less Than 60 Seconds.”

If your kid was out of control wouldn’t you download that report? 
Of course you would, and so will every other person with an out 
of control kid. And, when they do, Dr. Smith get’s their contact 
information so he can continue educating his prospects until they 
are ready to buy his services.

So what were Dr. Smith’s results from the changes he made?
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His revised website exploded his business to unprecedented 
levels.

And best of all, our Conversion Equation can work the exact 
same way for your business, producing immediate results. So, 
let’s do a quick recap.

The three biggest lead generation mistakes small business 
owners make are:

1. They fail to get professional help

2. They don’t know the fundamentals required to successfully 
market their business and attract as many new clients as their 
business can handle

3. They have no idea how to use their marketing to generate 
immediate cash flow

Our Conversion Equation gives you the fundamental components 
you need to ensure your business is successful from today on. 
Our conversion equation will make your phone start ringing and 
give you a market dominating position wherever it is you do 
business.

It provides you the fundamental marketing information that will 
allow you to generate immediate cash flow. And, when you’re 
looking for professional help for your business you can use this to 
make sure you’re getting a true professional who know’s what 
they’re doing and can really help you get more leads, close more 
sales and make more money.

When You Can Overcome These Three Biggest Lead 
Generation Mistakes, You Will Generate All The Leads Your 
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Business Can Handle…And Turn Your Dreams Of Owning A 
Successful Business A Reality.

Would you like me to help you come up with a custom plan 
to Double your customers for FREE?

During our conversation I’ll show you 5 ways you can use to 
increase your net profit by 61% or more. How to find new 
customers, what to say to them and how to say it so that they 
come to the conclusion they’d have to be an absolute fool to do 
business with anyone other than you, and, they’ll be willing to pay 
you more money than your competitors.

Right now, you may be wondering, why I’d do this for free?

There are actually two reasons:

1. Because I truly enjoy helping small businesses become 
stronger, providing you the owner the ability to have the life 
you once dreamed of and for you to be able to provide your 
employees with a stable, above average life as well.

2. Some people who have this conversation with me might 
become clients. 

But, please understand, our conversation will in no way be a 
sales pitch in disguise, I will not pressure you to become a client 
in any way.

As a matter of fact, I’m so confident you will find this conversation 
extremely valuable regardless of whether or not you become a 
client that, in the event you tell me I wasted your time, I will give 
you 52 weeks (one year) completely free access to our weekly 
online group coaching calls that we typically charge $500 per 
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month ($6000 value) for as compensation for the time we spent 
together.

However, there’s a catch and I have to be up front with you. I 
can’t help everyone, the only people I can really be of genuine 
benefit to are small businesses who:

1. are willing and able to spend a little money advertising
2. have a database of clients or prospects
3. have been in business for 1 year or more

It’s going to take you to a short questionnaire that will gather a 
little bit of information about your situation so that I can make 
sure I’m best prepared to help you prior to our conversation.

Once I receive your questionnaire, I will email you a link to the 
times I have available to get together with you for our 
conversation. From there, you’ll choose which date and time 
works best for you and you’ll be set.

To your success!

David Hawke

P.S. Thank you for reading my book, I hope you enjoyed it’s 
contents as much as I enjoyed writing it.

�27 …And How To Overcome Them All

So, if that sounds good to you, I want you to 
get online and go to the following web page: 

LeadsIn30Days.com/get-leads

http://LeadsIn30Days.com/get-leads
http://LeadsIn30Days.com/get-leads
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Also, I hope you’ll take advantage of your free call with me. I 
promise, you won’t be disappointed.
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