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EARNINGS AND INCOME LIABILITY DISCLAIMER: 
 
We make every effort to ensure that we accurately represent these products and services and their potential for 

income. Earning and Income statements made by our company and its customers are estimates of what we think 

you can possibly earn. There is no guarantee that you will make these levels of income and you accept the risk 

that the earnings and income statements differ by individual.  

 

As with any business, your results may vary, and will be based on your individual capacity, business experience, 

expertise, and level of desire. There are no guarantees concerning the level of success you may experience. The 

testimonials and examples used are exceptional results, which do not apply to the average purchaser, and are not 

intended to represent or guarantee that anyone will achieve the same or similar results. Each individual's success 

depends on his or her background, dedication, desire and motivation.  

 

There is no assurance that examples of past earnings can be duplicated in the future. We cannot guarantee your 

future results and/or success. There are some unknown risks in business and on the internet that we cannot 

foresee which can reduce results. We are not responsible for your actions.  

 

The use of our information, products and services should be based on your own due diligence and you agree that 

our company is not liable for any success or failure of your business that is directly or indirectly related to the 

purchase and use of our information, products and services. 

 

The advice and strategies contained herein may not be suitable for your situation.  It is not meant to give legal, 

financial, or accounting advice or recommendations. You should consult with an appropriate professional when 

necessary.  Neither the publisher nor authors or any affiliates, officers, representatives, or any related Companies 

shall be liable for any loss of profit or any commercial damages, including but not limited to special, incidental, 

consequential, or other damages. 
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With my Easy Marketing GPS - Guaranteed Profits System™ you will get step-by-step instructions 

to grow your business…even in a recession. See Bonus Sections to learn more! 

 

So you can Attract More Of Your Best Prospects, Make More Profits, 

Serve Your Community Better And Enjoy More Time Off! 
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Quick Note:  I use the word ‘customer’ interchangeably to also mean client, patient, 

member, whatever you refer to as your paying guests, your most valuable asset. 

 

I also use the word ‘business’, but also mean practice, office, your baby, organization, 

what keeps you up at night until you master these strategies! 

 

I caution you to NOT take this lightly, miss just one of these strategies and you are 

losing money like a hole in a bucket of water, two or more and you are a sinking ship, 

BUT get these right and you will grow your bottom line 50-150% in a very short time 

and have more profits, time and freedom than ever before in your life! 
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Introduction: The ONLY 3 Ways To Grow Your Business 
 

Consider The Facts: 

The economy is slowing and the competition for sales in small business is at an all 

time high. Combine this with the fact that over 75% of all small businesses fail within the first 

five years, credit is tightening (and so is your customer’s wallets), and you have a huge 

mountain to overcome. 

 

So, how is it that a lot businesses are failing and yet there are some businesses out 

there producing enormous amounts of profits and time off for their owners?  

 

How do they do it? How can you stack the odds in your favor like they do? 

 

And more importantly, what do YOU have to do to join those business owners who 

seem to have "Plenty" of time and money?  

 

You can join those same business owners who consistently earn hundreds of 

thousands of dollars, even millions a year while their businesses seem to operate on autopilot. 

I can show you how! 

 

The place to start is in what you have already been doing... 

...In the Hidden Marketing Assets already in your business! 

 

I want to focus for a minute on the numbers (there is a worksheet in Bonus 2 section).  

If you are going to grow your business [even in a recession], there are three numbers in your 

business that you need to be tracking like a hawk.  I mean at a minimum daily but depending 

on how busy your business is you might need to know these numbers hourly.  That’s how 

important they are to whether you succeed or you fail in business! 

 

Would you like to know what they are?  Do you think you know what they are?  Let’s 

check… 
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Well, if you said Assets, Liabilities, Owners Equity or Cash Flow, Expenses, Profit.  You 

are in for a big surprise.  Yes, all those things are very important and are important indicators 

of how your business is doing but these are all lagging indicators and unless you have an 

office full of accountants these numbers may not be very current and are difficult to 

manage your business by in real time! 

 

So I can hear you now saying, “Newhart what the heck are you talking about?”  Let 

me explain, there are 3 numbers that are more important to the health of your business on a 

day-to-day basis that you can manage and they are listed below as the only 3 ways to grow 

your business. 

 

The Only Three Ways To Grow Your Business: 

 

1) You can get more prospects and convert them into new clients, patients, 

or customers that pay you for services. 

 

2) You can increase the frequency each customer, old and new that buys from you. 

i.e. get them to buy more often. 

 

3) You can increase the value of your customer transactions, i.e. get them to buy    

     More per transaction.  

 

Everything you do in marketing and growing your business boils down to at least one 

of these three things.  The quandary is that most business owners spend most of their time 

and money focusing on #1 – Getting and Turning Prospects into Clients.  Sadly, even though 

most spend their time and money trying to acquire more new clients, they never set up a 

system to track results or communicate with them regularly or effectively.  They don’t know 

their numbers! 
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Can you imagine a professional sports team NOT having a 

scoreboard?  Let’s see how that might look.  The owner buys a few 

great players at a very high price, hires a great coach and staff and 

a new stadium and has a great investment. Fans are excited!  Except 

they forget the scoreboard.  The all-star team is on the field playing 

and apparently doing what they were supposed to but they aren’t 

quite sure as they have no scoreboard to guide them 

during the game. 

The coach can’t make necessary changes to motivate the 

team, or substitutions during the game to try and win.  There is 

chaos and they can only try to do what they were trained to do.   

Four hours later they decide to end the game not sure who 

won.  “We scored a couple of times, I think we did ok.” The coach 

says trying to sort out the results.  Can you imagine playing a 

professional sports game without a scoreboard or 

tracking results. 

Why would you spend a dime on advertising or other 

“prospecting” activities without tracking results? 

 

While I agree, we all could use more prospects, I would argue that unless we get better 

at converting those prospects into paying customers, getting them back to spend more often 

and also get better at increasing the value we deliver and hence the value of each of those 

customers we are throwing money away just trying to get more prospects. 

 

 Here is what I mean, let’s say you started measuring your conversion ratio (sometimes 

called closing ratio) regularly and found that out of every 10 prospects you were getting from 

your advertising efforts you got 3 new clients or a 30% closing ratio.  Most business owners I 

have met with would initially try to go out and get 10 more prospects if they wanted 3 new 

clients and would discard the 7 they couldn’t convert.  It’s a crazy cycle I know ‘get 10 

close 3, get 10 close 3”, but… 
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…What if you found a way to improve your message, connect the prospects to your 

WHY and were able to close 4 or 5 of the ten prospects right away without spending any more 

money on advertising or marketing?  Then keep your message in front of the 5 or 6 that got 

away so when they are ready for your message they come onboard, would that help your 

bottom line? 

 

What if you also found a way to get your new customers to come back twice a month 

instead of once every other month and then deliver more value to those 4 or 5 new customers 

and got them to spend more money with your business and they were excited because you 

saved them another trip or you found a way to compliment what they were purchasing.  

Would it help put more profit on the bottom line if you were able to help your 

new customers and your old customers spend more money and be happy that 

they did so?   

 

Do you think they might also begin telling their friends and family about 

the great service you provided? Do you think they would leave you great 

reviews? 

 

What if you began tracking these 3 very important numbers consistently and began 

improving on each in a small way each day?  How would that look on your bottom line? 

 

Let's look at some math that more carefully explains this, shall we? 

 

First, as a reminder, I will use the terms customers, clients, and patients 

interchangeably.  So when you see one of these references to the people who pay you for your 

services or products, use what works for your business, practice, or industry niche.  Also, 

business could also mean your practice or office, thanks! 

 

We'll look at a typical small business called XYZ Widgets (fictitious business) that 

currently generates:  $300,000 in annual sales with 3,000 customers (from 15,000 

prospects), averaging $100.00 per customer transaction and a 20% closing percentage.   
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So let's look at each of the ways we discussed earlier to grow XYZ Widgets business 

using some math and assuming they desire 25% growth on an annual basis: 

 

Scenario 1 - Get 25% more prospects... 

 

15,000 prospects times 1.25 (25% more prospects) = 18,750 prospects...which 

converts into 750 more NEW clients (18,750 x .20 - 3000 closing rate) times the average 

$100.00 per customer = $75,000 in increased sales (25% more).  Sales improved from 

$300,000 per year to $375, 000 a 25% increase! 

What if we also increased our closing rate from 20% to 25%?  (18,750 x .25 -3000) = 

1,687.5 x $100 = $168,750 in increased sales.  Sales now increased from $300,000 to 

$468,750 per year or a whopping 56.3% increase just by making 2 small changes! 

By the way, that is only 62 customers a month, or about three a day for this business 

if they are open only 5 days a week! Is it difficult to gain only three more customers a day? 

 

Scenario 2 - Increase your customers purchase frequency by 25%... 

 

By increasing XYZ Widgets frequency that each client buys from 1 times to 1.25 times 

(an increase of 25%) will result in 25% more sales. Here is how it works... 

 

If you take XYZ Widgets 3000 customers that currently buy an average of 1 time a year 

and we can get just 25% or 750 of them to come back 1 extra time per year we will increase 

by 25%.  That means we currently have 3000 annual purchases at $100 each and if we get 

750 of them to come back just 1 more time each on average we would have 3750 purchases at 

$100 then we would grow from $300,000 to $375, 000 in annual revenue a 25% increase in 

frequency of purchase.   
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Scenario 3 - Increase the value of each customer by 25%... 

 

3000 customers, with an increased value (average sale) of $125 per customer or 25% 

more per sale per customer = $375,000 in annual sales...or $75,000 in increased sales. 

 

What if you could then get just 10% of your 3000 customers to come back and buy 

again at least once at the increased rate? 300 repeat customer’s x $125 average per sale = 

$37,500 MORE in annual sales...What if they came back twice? Or, what if we could get 20%, 

30% of them to come back and buy $125 each? 

 

Are you beginning to see some light yet?  Just adding $25.00 per transaction 

for a business that already averages $100.00 per transaction gets you 25% more sales 

annually. Do you have a product or "added - value" service that could help you do this with 

your own average sale transaction? What are you doing to get them to come back and spend 

again? 

 

Each of these 3 scenarios assumed a 25% increase in each area of business growth 

independently.  What would it look like if we increased all three areas 25% at the 

same time?  

 

The illustration below shows what happens when we grow each one 25% 

at the same time using the information above: 

 

Area Current 25% Increase in each 

Increase New Clients 3,000                      3,750 

Increase Return Purchase 3,000 3,750 

Increase Value $100 $125 

Total $300,000 $562,500 

 

So let’s do some math and see exactly how much of an increase we achieved.  A straight 

25% increase would yield $375,000 based on the current total sales number of $300,000.  
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However, we got much higher results because we worked on all 3 ways you can grow your 

business simultaneously which leads to Exponential results. 

 

We added 750 (25%) new clients, we got 750 to come back a 2nd time and purchase 

and we got all 4500 (3000 clients plus 750 new clients plus 750 repeat) to buy at $125 = 

$562, 500 

 

So how much of an increase did we achieve by growing each area 25%?  Is it 75%?  NO, 

we achieved a whopping 87.5% increase!  (300000 x 1.875 = 562,500) 

 

Would you like to gain 87.5% this next year over last year in revenue and profits 

without spending another dime on advertising? And I do mean profits because when you use 

my easy Marketing GPS - Guaranteed Profits System™ and begin tracking daily and 

communicating your why in everything you do affecting each of these three areas of your 

business consistently you too will get exponential guaranteed results and profits in your 

business. It can happen in as little as 90 days! 
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What Business Are You In? 

ALERT: It’s Not What You Think! 

 

STRATEGY #1: Clearly define and understand what 

business you are in and the purpose of your business 

defined by your WHY. 

 

I know if you scanned ahead and saw my big headline below you are once again saying, 

“Newhart, what are you talking about?” because you are sitting there right now thinking, “I 

am a plumber, I am a Dentist, or we are a Spa, or we are in the business of import/export, 

or I own a retail store selling XX and that is what business we are in.”  You might even have 

an online business of some sort and be thinking that is your business and purpose. 

 

I am sorry to say, that is what you might do but to survive and thrive in this economy, 

this should not be your only focus and is not your business… 

…Marketing Your ‘WHY’ IS Your Business! 

"Because the purpose of business is to create a customer, the business 
enterprise has two--and only two--basic functions: marketing and 
innovation. Marketing and innovation produce results; all the rest are 
costs. Marketing is the distinguishing, unique function of the business." 
 
 Peter Drucker, the father of business consulting 

 
 

Innovation is the introduction and successful implementation of new creative 

ideas within a business or organization. As important, as innovation is; to succeed in 

business, you need to attract and retain customers. Your goal is not just one-time 

customers either, but those who continue to buy from you on a regular basis.  Lifetime 

customers! 

 

Realize that your paying “customers” are the ones who put you in business in the 

first place… and they are the ones that allow you keep your dream operating. Nothing 

else will force you out of business faster than a lack of loyal paying customers. 
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When I was first getting started my business partner at the time reminded me 

often, You DON’T have a “business” until you first have paying customers and have sold 

something. Sure, you can incorporate, register a company name, lease office space, buy 

equipment, develop or acquire a product to sell, even put up a website. But until the 

first sale… all you have are expenses. 

 

Not many businesses fail when they have a steady stream of prospects and 

customers willing to spend money in exchange for their products or services. 

Companies that establish marketing systems to consistently attract, cultivate and retain 

customers are those most likely to succeed long term. 

 

Customers are the greatest asset of any business. It is the loyal customer 

and prospect list, not the physical assets, that adds the most significant value to a 

business. 

 

Your customers are your revenues and profits. They are the very lifeblood of every 

business – large and small. Therefore, your main and only focus as a business owner 

should be the continuous building and nurturing of your own customer list. This is what 

sustains your business, gives you an income and enables you to consistently expand 

and earn even greater sales and profits year after year. 

 

Acquiring new customers and then keeping them for life is what it is 
all about. Ideally, it should be a matter of delivering superior 
products and service connected to your why that solves a major 
problem your prospect or client has, then renewing the sales 
relationship with each customer, so they buy over and over again 
and… are more than happy to do so. With this level of customer 
satisfaction, you’ll not only turn one-time buyers into lifetime 
customers, you’ll also automatically gain many more first-time 
customers by word-of- mouth referrals from your new “Raving 
Fans”. 

 

Obviously, a good portion of your business success begins with the first-time 

customer. Unless you already have a large list of customers…your initial focus should 

be in the area of attracting and converting more and more first-time customers, on a 

continuous basis with your primary focus on building that list of loyal on-going 
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returning customers and cultivating them and encouraging them to help you grow your 

business. 

So where do you begin when attracting more new customers is your goal? 

 

In a word…marketing your ‘why’.  

 

Realize this; digest it, sleep on it, live it.  No matter what service 

you offer or what products you sell, Marketing Your WHY IS 

your business! 

 

Effective marketing your why is what brings customers to you and keeps them 

coming back for more. A dependable, consistent marketing plan and 

implementation system (like the easy Marketing GPS – Guaranteed Profits 

System™) delivers customers efficiently, on a regular basis, and for a much lower 

investment than the hit-and-miss methods, many business owners attempt. 

 

No business can achieve optimum success without solid and consistent 

marketing. Without an effective marketing program in action that clearly tells 

your prospects why you do what you do not just what you do and how you 

do it, your growth and success in any business is unnecessarily handicapped and you 

are set up to lose or even worse close your doors for good. 

 

So, what is effective marketing? 

 

A simple definition of marketing would be anything that you do to get customers 

or to keep customers using your products or services for the rest of their life. Your 

reviews, reputations, social media sites, website, blog, articles, display ads, newsletters, 

sales letters, direct mail packages, brochures, Yellow Pages ads, classifieds, videos, etc., 

all represent part of the marketing picture. The same goes for your sales people, service 

staff, letterhead, business cards, website, as well as the sign on your office or shop. 
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Every representation of your company…every contact you have with prospects or 

customers… every perception a prospect or customer gathers… is in effect, marketing. 

Marketing is a never-ending function of business – you are always marketing 

whether you realize it or not. And every facet of marketing either helps your 

business prosper, or it hinders your growth and profitability. 

 

Marketing is everything and… Marketing is your business! 

 

If you want to expand in the most expedient, cost-efficient and proven way, you need 

to take a good look at your overall marketing strategy. When you realize that “marketing 

is everything” ... you begin to look at your business operation in a different light. You will 

see the obvious mistakes when you consider how your customer or prospect might view a 

particular situation, event, or marketing document. 

 

The best place to start is to identify your “thirsty” market first. Identify a market 

with “wants i.e. pain” and then figure out how your product and services can fulfill those 

wants. Next, decide on the media that will enable you to access this market segment and 

then prepare a strong sales message that incorporates your why and solves their pain.  I 

believe that effective videos of you telling your message and solving the pain of 

your prospects and customers is THE MOST EFFECTIVE delivery system. 

 

In order to attract first-time customers economically, you’ll need to 

develop an appealing marketing message —one that gives you a clear 

competitive advantage of WHY you do What you do and how you can get rid 

of the ‘pain’ your prospects are feeling— (your USP/WHY) and deliver it to 

the best prospects in the most effective and cost-efficient way.  More on this 

in next strategy! 
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Why Should I Buy From You? 

Get This Wrong and You’re Out Of Business! 

 

STRATEGY #2: Clearly define what makes you different; 

what is your Unique Sales Proposition?  What is your 

WHY? 

 

Why should your prospects do business with you? What is their advantage in doing 

business with you vs. any other competitor? What extra value can you deliver to them? 

What pain can you solve for them? Why do you do what you do? The answer to these 

questions should be carefully and consistently communicated to your market at every 

opportunity if you want to stand a chance at surviving and growing in these hard times. 

 

Your most unique and relevant advantage is your strongest ally in attracting first-

time buyers. This is what gives you differentiation and a strong competitive edge in the 

marketplace. Your Unique Sales Proposition (USP) or Extra Value Proposition (EVP) 

as it is also known, defined through your why is what sets you apart from everyone else 

— even if they happen to be marketing the exact same services to the exact same people 

in the same space, they will never have your why, which is what makes you unique. 

 

A USP/WHY gives your business a distinction in any competitive marketplace. 

Your WHY is unique and helps to position you favorably, in the eyes of your market. 

It helps them understand clearly “why” they should spend money with you, why they 

should trust you. 

 

But, just having a USP/WHY statement isn’t enough; it should be part of every 

communication you have with your market, your prospects, and your clients. In fact, 

it should also be a part of your business on a daily basis. In other words, you’ve got to 

live it. It can’t just be some dreamed-up concept that sounds interesting and 

appealing. It will not be effective or accomplish its task if it is just some catchy phrase.    



7 Easy Zero Cost Strategies You Can Use Today To Grow Your Business… 
And Get Your Phone Ringing Off The Hook 

www.RobertNewhartJr.com  
©2015 Robert Newhart Jr. All Rights Reserved 

16 

 

Your USP/WHY needs to be something original… something that gives you a 

special advantage over others, thereby minimizing the appeal of competing products 

and businesses. 

 

The key to having distinctive advantages is to make those advantages clearly and 

unmistakably evident to your prospects. You should deliver more value to your 

prospects. Let them know you can fix their pain. Describe it to them better than they 

can describe it themselves so they see you and say, “They get it, they know how I feel, 

they are the ones who can give me what I am looking for and get rid of my pain”. 

 

You simply must make it easy for people to understand your advantages. Create 

a “Trust Trigger”, something of value that you can give to them up front. That’s why 

free samples, test drives, and trial offers work so well; they give the prospect a “hands-

on” experience, essentially providing an actual demonstration of the advantages of your 

product or service.  Create an “irresistible offer” with incredible value up front and 

make it easy for your customer to buy the first time and if you treat them right for the 

rest of their lives they will keep coming back for more! 

 

Think of your Unique Sales Proposition as a twenty-second advertisement for 

your business. What can you say in twenty seconds that gives you superior positioning 

and differentiation in the eyes of your target prospects?  People connect with 

people; people connect with why! 

 

Communicate your why advantages everywhere. It’s your most compelling sales 

statement because it separates you favorably from everyone else. No one truly can have 

YOUR WHY!  Make your unique advantages known by placing them everywhere, 

including business cards, brochures, Yellow Pages ads, signs, name tags, direct mail 

packages, company vehicles, web sites, advertising specialties, packaging, etc. 

 

Actively promoting your unique distinct advantages gives you the 

most valuable exposure of all.  Most business owners simply push their own 

company name or brand, what they do or how they do it in their ads, unknowingly 

committing one of the biggest entrepreneurial blunders of all time. 
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Create more value, find a hole in the marketplace and fill it with your why and 

then begin to shout it from the mountaintops and watch your prospects pile in and your 

competitors crumble.  

 

Your USP/WHY actually means something to prospects and gives them a reason 

to contact you, first. Prospects relate and respond because a good ESP/WHY is 

created to appeal specifically to the innermost “wants”, “desires” and “pains” of those 

prospects. 

 

Your unique advantages tell the marketplace ‘why’ you do what you do and not just 

‘what’ you do like your competition.  It is about being different from everyone else and 

clearly and succinctly communicating why you do what you do for your customers. It is 

what they get that makes you the decisive choice over and above all other options — 

including doing nothing. 

 

“People do not buy what you do or how you do it, they buy why 

you do it and the what/how you do simply proves what you believe!” 

~Simon Sinek, Start With Why 

 

Developing a strong Unique Sales Proposition focused on your why requires a 

thorough understanding of what your competitors offer, as well as superior inside 

knowledge as to what your market really wants. What is their pain?  Taking the time 

to fully understand what your prospects desire is fundamental to supplying the 

“magic” solution. 

 

You must answer for everyone, “Why should I buy from you?”  Master this 

and you will command your marketplace!  Next…define who or what is 

your market. 
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Who Is Your Market? 

i.e. Your Target Market = Low Hanging Fruit! 

 

STRATEGY #3: Clearly define who is your target market, 

your niche.  The more specific you get the better your 

success! 

 

The more closely you can define and pinpoint your target market, the more success 

you are likely to enjoy. Many businesses make the mistake of trying to be “all things to all 

people”.  Worse yet because they haven’t clearly defined who their target market is or how 

to reach them effectively, they use the “Pay and Pray” method which is buying some 

generalized advertising that goes out to a large marketplace, spending a lot of money 

(frequently) and then hoping and praying that it will work!  It is the greatest form of 

gambling known to man!  Have you ever done this? 

 

You are better off choosing the markets you want to target and then 

focus exclusively on serving these segments better than anyone else. 

Specialize — do not generalize. Choose niche markets that are both easily 

identifiable and accessible.  Carefully examine the results you have achieved up to this 

point. Chances are the 80/20 rule, also known as the ‘Pareto Principle’ comes into play 

here. This concept states that 80% of your business comes from just 20% of your 

customers. Run the numbers and see if this idea is accurate in your experience. In most 

cases, it is. 
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The next obvious step is to review those 20% of customers who account for 80% of 

your business. Do they fit into a particular niche that is identifiable and accessible? Perhaps 

the top 20% of your customers live in the same neighborhood, or shop at the same 

locations; a characteristic not shared by the other 80%. Or, it could be that the top 20% fit 

into specific occupational or special- interest groups.  It may be your top 20% consists of a 

variation of professional occupations like Architects, Dentists and Chiropractors, etc.  

 

In this case, each group could represent a specific niche, and each niche may require 

a separate marketing approach – one that “speaks” directly to them as special members of 

their own separate peer group.  Find out where they “hang out” and then go fish in 

that pond! 

 

In seeking a niche in which to focus your marketing effort, select a target group 

with an already established “want” for what you offer. Success is much faster and more 

of a sure thing wherever there is the likelihood of a strong desire for the benefits and 

advantages your product or service offers. 

 

Don’t try to create a desire for your product, 

find out where that desire and demand already 

exist, and then offer your superior solution in 

the most advantageous and appealing way. 

 

You will achieve greater success by concentrating on specific market niches that 

are currently under-served, improperly served or not served at all. In these markets, 

your products and services are wanted, appreciated and placed in high esteem. You are 

often seen as a “savior” of sorts, for providing much-wanted, helpful solutions. 

As an example, let’s say someone was a die-hard marathon runner.  They eat, 

sleep, and drink marathon running and races.  They buy everything marathon.  Shoes, 

shorts, water bottles, magazines etc.  They are fanatics!  They congregate together in 

certain places online and off-line.  Find out where they are, offer very specific items 

they are begging for and need and deliver more value to attract their business 

effortlessly. 
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If you owned a sporting goods store you would not have much success advertising 

your whole store to this group. You would have great success if you advertised running 

shoes, to them and when they arrived, you offered a compliment of running socks and 

shorts to go with their new shoes.  You could bring them in by hosting or sponsoring a 

local marathon or having a ‘customer appreciation’ night with a marathon winner as 

guest host or speaker.  See the concept? 

 

Get Specific and simple.  Look at what others are doing and do something 

different. Avoid the niches that most companies in your field cater to unless you see 

something missing and can do it better. Go after the markets that others consider “too 

small” or “too insignificant” to worry about. Just make sure that it is a large enough 

market to make your efforts profitable. 

 

You also need to target market segments that can be easily reached through your 

advertising and marketing strategies. Groups that do not have affordable and comfortable 

accessibility probably are not the best niches to approach; you are looking for your low 

hanging fruit.  To try and market successfully to a market that’s difficult to reach can be 

a frustrating, draining and costly experience. 

 

Where might you find your low-hanging fruit? The best place to start is where you 

are.  Current clients, referrals from current clients, past clients, friends, relatives, people 

you do business with, neighbors, trade associations, networking groups, to name a few. 
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Be adaptable and flexible. Markets and opportunities are constantly changing. 

Nothing remains the same, indefinitely. Change is happening all around you, whether you 

choose to accept it or not. Be prepared to refocus your target markets, whenever it 

becomes necessary.  

 

Your flexibility and adaptability is what enables you to expand and grow 

with a changing and constantly evolving marketplace. 

 

When seeking target market niches, look for markets that: 

 

• Share common problems and have similar “wants” so that you can, in effect, “package” 

solutions that serve many, rather than customizing solutions to individual, specific 

requirements. 

 

• You know and understand, or those you can gather relevant information about, 

that will help you to understand the best marketing appeals to use. 

 

• You can reach easily and affordably that are easily identifiable as those who are 

under-served by others in the market. 

 

• Can easily pay for your products or services and show a past history of buying related 

products or services in the recent past, where the dollar volume of each purchase is 

close to or more than the cost of your product. 

 

Using these ideas will help you determine the most lucrative and productive 

‘niche’ areas in which to concentrate your marketing operations. Your target 

niche market is like low-hanging fruit on a tree. 
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Do You Know The Lifetime Value Of Your Customers? 

Understanding The “Real” Numbers 

 

STRATEGY #4: Clearly define the Lifetime value of your 

customers. 

 

Customers, clients, patients mean everything to your business. The degree of success 

you enjoy in business today is directly related to your ability to continually attract new 

prospects and customers but your ability to grow and thrive in this economy and 

in the future will depend on how well you keep existing customers buying 

from you, again and again.  Remember the 3 ways to grow your business? 

  

Whether you have 10 or 1,000 customers; in order to cultivate the maximum value 

from your greatest asset, you will need to market to these customers repeatedly delivering 

more and more value. 

 

Your best strategy is to continue efforts to attract first-time buyers…and to 

consistently stimulate sales from those who have purchased from you before. 

 

Marketing is not just about finding new customers, but keeping those you have 

already won over and encouraging them to buy from you repeatedly, for years. That is 

where the real profits can be harvested and where the term “lifetime value” comes 

from which I will explain more in a minute. 

 

As we learned earlier, there are only 3 ways to grow any business: 

 

1.    Increase the number of new clients… 

2.    Increase the customers repeat purchases… 

3.    Increase the value of purchases each customer makes… 
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The easiest and least-costly sale you will ever make is to an existing 

customer. These folks have already trusted you to deliver a product or service. You do 

not have to sell them again on the merits of doing business with you, instead of your 

competitor down the street.  Unless you messed up, they already trust you. 

 

Existing customers are high-probability prospects for your next related 

product or service. Trust has already been established. When customers are 

satisfied with their purchases, they are more likely to buy again and with much less 

scrutiny than the first time around. 

 

To capitalize on the true value of your customer list, you need to be aware of 

product life cycles, individual buying frequency patterns and the value of typical 

purchases.  You also need to clearly understand the dynamic changes in the marketplace 

and your customer’s wants and desires. 

 

To fully illustrate the Lifetime value of your customer list, lets look at an example: 

 

Let us suppose that an average single purchase is $100. If that is all “customer A” 

ever spends with you, the actual value of “Customer A”, in terms of lifetime 

revenue or value, is just that — $100. 

 

Now, let us say that ‘Customer B’ also makes this $100-dollar purchase, which is a 

consumable product and it lasts about a year’s time.  ‘Customer B’ needs to replace 

this product every year in order to continually experience the same kind of benefit. 

When ‘Customer B’ purchases from you regularly over a period of say, ten years, 

that customer is now worth $1000… or ten times as much as the single-item 

buyer!   Their Lifetime Value is $1000. 

 

Taking this one step further…since ‘Customer B’ is very satisfied with her 

purchases, she gives you great reviews online and tells 3 of her friends about your 

superb products and outstanding service.  As a result, these 3 friends also become 
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10-year customers. Now our original $100-dollar customer is actually worth 

$4,000… over the same ten-year period! If those 3 newly acquired customers 

also referred others, the cash-generation picture gets even brighter. And it all 

started with a single, $100 purchase.  Are you beginning to see the power 

and value of Lifetime Customers and knowing what this number is so 

you can influence it in your business? 

 

Your job is to know how much the Lifetime Value is of your customers and keep 

inviting them back for more!  Both customers spent an initial $100 but ‘Customer B’ has 

a much higher Lifetime value to your business.  Which customer would you rather have 

A or B? 

 

This is how a fitness club can offer 30 days of complete services for $10, or how book 

clubs initially promise “5 books for just $5”. They may not make any money on the first 

transaction. In fact, they often lose money on the front end. But they also know that the 

value of a customer who purchases repeatedly is well worth the comparatively 

small up-front costs. That is why they create initial “Irresistible Offers” and 

“Trust Triggers” followed by an easy “Segmentation Sale”. (See Bonus 1) 

 

These companies are banking on building long-term relationships with 

customers. That’s the key! Successful marketing is about building positive, 

long-term relationships with people. Never forget that simple fact and it will serve 

you well in any business. 

 

Repeat business is where the true fortune lies.  That is why honesty and 

integrity are so important to the business that wants to grow and flourish. Real profit is 

generated from subsequent sales, well beyond the initial purchase. 

 

The first sale often absorbs most of the costs associated with customer acquisition. 

Therefore, each subsequent sale has a higher percentage of built-in profit, than the one 

before. It does not take long before it is all profit, less of course, the cost of goods sold and 

any overhead. 
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Take a close look at your own customer list. Segment your list into groups to make it easy 

to measure results and decisions.  These are the “Real” Numbers you need to be 

looking at daily.  Take care of these numbers and grow them and those 

“accounting” numbers will take care of themselves. 

 

How many of your past customers have come back to purchase again? How many 

have made purchases on numerous occasions? Do you know?  Are you even tracking 

this information? What dollar value has each customer been worth to date? Then, start 

to think about ways to enhance that value by renewing the buying relationship. 

 

Seeing the potential Lifetime value of loyal repeat customers can help you 

determine how much you’re willing to spend to acquire each new customer. Newer 

businesses that do not yet have a sizable customer list yet may need to spend more 

initially, in order to establish a customer base of some kind.  However, it is an 

investment [not a cost] if you know your Lifetime value of each valued customer. 

 

Once you have customers, it’s always in your best interest 

to continually serve… communicate with… make offers to… 

and ‘over deliver’ to those who have already bought from you. 

 

Keep in mind that satisfied customer’s welcome frequent contact from 

businesses that have delivered superior overall satisfaction in the recent past. Often, your 

frequent communications simply renew good feelings — something everyone likes to 

experience. 

 

 Before you begin a session of ‘stinking thinking’ and that you do not want to 

bother your customers or feel pushy, consider this.  The Small Business Administration 

(SBA) conducted a study of why customers leave one company in favor of another.  Want 

to take a stab at what was the #1 reason customers leave a business?  
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Indifference, not feeling wanted was the number one reason and accounted 

for 68% of why customers left one business to frequent another.  Do your customers 

feel wanted?  Do you educate them? Do you invite them back and make them 

feel special?? 

 
 

Following are a few ideas for maintaining contact with your customers: 

• Put in place a system of regular contact where you can mention additional 

products and services that might be of interest to your customers. 

• Consider using tools of communication like invitations, postcards, 

newsletters, thank-you cards and sales letters. 

• Keep customers and prospects informed and up-to-date with any changes 

in your business. 

• Let them know first about new products and services, as well as new 

applications for existing products. 

• Keep the lines of communication open so customers can easily have their 

problems solved – regular contact makes you more seem more accessible to 

customers. 

• Do whatever it takes to make customers happy without undue delay. 

• Ask them to direct other people to you or if someone they know would like to 

receive your free newsletter, sample, catalogue, etc. 

• Inform customers first about all upcoming events, new product 

releases, publicity excerpts, changes in product selection, etc. 

• Remind customers before it’s time to renew or replenish their supply.  Set up 

a system to make it easy for them to buy again. 
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• Provide helpful tips or pass along related information customers may 

find useful. 

• Turn them into raving fans, get them to give you reviews online.  Set up a 

system to collect feedback from them as well. 

The quality of your on-going relationships with customers is the 

primary underlying value of your business. Customers are your business and 

should be treated as good friends or family. 

 

Do whatever is necessary to stay in your customer’s thoughts. The 

ultimate pinnacle is to be “top of mind” … that is to be the first (and perhaps only) source 

your customer thinks of, whenever she needs what you provide. This gives you a 

tremendous competitive edge over others and adds considerably to the true value of your 

business.  Become a resource for your customers and they will come to you often. 

 

Your task is to maximize the value of your customer list by continually renewing the 

sales relationship with those people who have already purchased from you.  Become a 

valuable resource to and for them and they will become ‘raving fans’ and come to you 

instead of you having to chase after them. 

 

You have already invested capital and energy to win over customers the first 

time. Once you have a customer, it is up to you to keep them.  Don’t take them 

for granted and keep inviting them back to gain the real lifetime value. 
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Value vs. Price 

Which One Are You Focused On? 

 

STRATEGY #5: Clearly define how to deliver more value 

to your marketplace and price will never be an issue. 

 

No one buys ANYTHING until the perceived value is at least equal  

to the price being asked for it. 

 

This is the classic sales/buying equation:  value => price = sale 

 So many business owners get this wrong.  There can only be one price leader for 

any given product in any given market and unless you can afford to be that person, 

stop trying to chase him by matching his prices!  You will lose this game unless you 

stop advertising and chasing customers based on your price and start to deliver more 

value. 

 

Whether it is a first purchase or the thirty-first, the key to gaining an 

advantage in any market is to offer superior value. Creating extra value is 

about giving more in perceived use- value to your customers, than they get anywhere 

else. It is not the actual price of your product or service that matters most; it is the value 

buyers feel they get in return that makes it worthy of the price. 

 

Give more in actual use value, than you ask for in cash value. Offer more than 

competitors do and the perceived value of your product increases accordingly. You 

could be selling identical name-brand products as others. What makes you 

different and gives you a clear and distinct advantage over competitors is 

the added value that you include.  
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This should be spelled out in your USP/WHY mentioned earlier as well as 

integrated into everything you do and say so that your prospects and customers know 

early and often why you are different and why you deliver more value for the price 

asked. 

Added value could mean free delivery, installation, 24-hour service, or a lifetime 

local warranty.  It could be the bonus manual that you supply with a software product, 

or a full year guarantee, instead of the industry standard of three months. Perhaps it’s 

the monthly call to remind the customer to reorder another 30-day supply. There are 

plenty of ways to add value to whatever you sell.  The best way is to ask your 

customers and see what they want and then give it to them! 

 

Here are a few value-added ideas to illustrate the concept further: 

 Free gift-wrapping 

 Helpful, informative articles or reports 

 Exclusive multiple-use packaging 

 Information sheets 

 Maintenance or set-up tips provided for each model offered 

 Offering a greater quantity than is considered standard practice 

 24-hour help line for technical support 

 Accessibility to private, information-based web sites 

 Premiums or small bonus gifts 

 Free consultations 

It is important to offer extras that customers want and place a high 

value on. It does not do much good to offer something that is not desired by your 

prospects or to offer something that is readily available elsewhere. However, it does not 

have to cost a lot to create an offer that is highly desired. Often these value-added 

premiums can be acquired at an extremely low cost, but the perceived value they add 

to the purchase can be worth a hundred times the cost or more. 

Make sure you remain focused on the extra value you deliver and not on 

the price you ask and watch both your profits and customer loyalty go up! 
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Make it Easy For Your Prospects To Buy 

Create the “Irresistible Offer”! 

 

STRATEGY #6: Clearly define how to make it easy to buy 

with an irresistible offer and never have to sell again. 

 

 Customers like to buy but hate to be sold.  Customers like to buy but 

hate to be sold.  Yes, I said it twice because it is that important. 

 

 Your prospects and customers are tuned to 1 radio station and it never changes. 

WIIFM – What’s In It For Me?  If you do not play their tune on their station they will 

not become and remain your customer. 

 

 Just having a great USP/WHY is important but will not by itself make someone 

buy your product or service; it merely acts as a filter for them to know with whom they 

might do business with.  They are looking for the greatest advantage for themselves; they 

are looking for the highest Return On Investment (ROI) or value their hard earned dollars 

will bring them. 

 

 There are three pieces to a great Irresistible Offer and all 3 must be present for 

it to have an immediate “buy” effect on your prospects and customers.   Below you 

will find the 3 elements that make up your Offer. 

1. A high customer ROI and real value above asking price. 

2. A Clear, defined message ‘hook’ – tied to USP/WHY – with ease of entry to 

purchase. (Tripwire to Segmentation Sale – See Bonus 1) 

3. A believable reason to trust you and buy from you. A big promise. Your WHY 

should answer this tied to answering their pain you are solving. 
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Now let’s look at each of these in a little more detail.  First I want to discuss the 

high ROI offer or Value offer.  I call this the Segmentation Sale (see BONUS 1 for 

more info).  Some others call it a ‘tripwire’.  We discussed it in the previous section and 

concluded that you must deliver more value than what the price is you are asking.  If not 

your customers will think you are trying to cheat them and it will leave a bad taste in their 

mouth.  Try to make it really easy for first-time customers to buy from you. You do not 

have to sell new customers on the whole package or deluxe version of your product or 

service. Instead, offer something as an introductory level purchase and give them more 

than they expected. Allow these new customers an easy, lower-cost way to become your 

customers and to begin developing a relationship to increase the lifetime value. 

 

Your mission is to facilitate the buying process by eliminating all possible obstacles 

that could interfere with the sale. Some businesses make the mistake of going for the 

biggest sale at the first opportunity. The problem is… prospects are leery in the beginning 

— you need to earn their trust first. A better choice is to make a small, initial sale to a 

customer, and develop a customer/ supplier relationship – one that hopefully blossoms 

into a life-long partnership. 

 

Since the first sale to a customer is the most difficult (and costly) one to close, it 

makes good sense to ease them into the buying experience, until they are totally 

comfortable and anxious to spend money, again and again.  Make sure you tie your 

USP/WHY into a clearly defined message hook (LEAD MAGNET) that answers their 

questions and doubts quickly.  Your customers are wondering and you must answer 

quickly these four questions: 

• What are you selling?  Or, can you help me? 

• What’s in it for me? Or, what benefit will I receive? 

• How much is the cost? 

• Why should I trust you? 

The key is to get them on board as customers. All the prospects in the world 

are still an expense until you convert them into a customer and they become 

revenue.  Make it easy. Give them a “baby step” to let them experience the total benefits 
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of your product, without fear and without risking a lot of money. Give people the 

opportunity to put your products and services to the test. Let them experience your 

customer service first-hand. Make a big promise.  Have an industry-leading 

guarantee – Remove all their risk and do all you can to ensure their satisfaction on 

this small purchase. Take good care of these people — they are the essence of your 

business and future. 

 

Do whatever it takes to get them to take your Lead Magnet and then your initial sale 

(Segmentation Sale). Additional sales can come repeatedly, even automatically, but only 

after you have earned your customer’s complete trust, confidence and satisfaction. 

 

Most people have a set figure that they are willing to spend without hesitation, on 

something of interest. Anything above that figure and prospects could take days, or even 

weeks to make a buying decision. Make it easy for new customers to try your products and 

services with some sort of introductory “risk-free” offer and satisfaction guarantee. 

 

Since it is easier to ease people into a buying relationship with lower-cost items, 

you can welcome more folks into the fold that way. You can always up-sell and cross-sell 

them complimentary items at the initial sale or at a later date. Grow your customer list 

secure, using a great lead magnet, in the knowledge that each customer can become a 

lifelong revenue stream for your business. When you keep in mind the potential value of 

a lifetime customer, the initial sales value pales in comparison. 

 

The more appealing the initial offer (the greater the value and ease of purchase), the 

easier it is to acquire first-time customers. The secret to building a large list in a short 

period of time is to create a tremendous lead magnet offer that is a simply 

irresistible risk free high value ROI to your target market. Then spend all your 

time and resources getting people to take you up on the lead magnet which will 

then lead them to the segmentation sale. Then the magic has begun! 
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Putting Your Business Marketing on Auto-Pilot 

Create a 6 step System for success! 

 

STRATEGY #7: Create a system to reach out and carry 

your message to your prospects consistently. 
 

The ultimate formula for business success is really quite simple. See BONUS 1 for the 

complete process.  All you have to do to ensure long-term success is having a system to: 

1. Attract your best qualified prospects consistently and economically. Lead 

Magnet. 

2. Convert as many of those prospects as possible into customers and sales. 

Segmentation Sale 

3. Ensure that you deliver more value to your customers than they paid for so 

they will be pre-disposed to buy more from you again and to recommend 

your company to others. Main Sale 

4. Consistently keep in touch with your prospects and customers to offer more 

value and repeat purchases, replacements and other products to your family 

of existing customers. Get them come back again, naturally.  Profit Sale 

5. Consistently ask customers to refer you to others who may want the same 

benefits, and to give you feedback and a review. Customer Retention 

6. Keep going back to step #1 and repeat the pattern again. 

Follow these six steps and your success is virtually assured. Of course, 

you’ll need a good product or service and a readily accessible, “hungry” niche market 

to begin with which we discussed in a previous section. 

A marketing system [like my easy Marketing GPS – Guaranteed Profits 

System™] is a process to continually attract new business and to continue serving 

existing customers. A system automates the process, making it easier to consistently 

and reliably attract qualified prospects and convert more of them into very satisfied 
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paying customers and then to consistently keep in touch with them making more 

valuable offers again and again.  

A Marketing System saves you time because everything is prepared and planned 

in advance.  Once you have your message clear (USP/WHY & Irresistible Offer) and 

you have defined your “niche” market you will need to create a simple system to 

accomplish two tasks. 

1. To identify and reach out to your ‘hungry’ niche market and deliver your 

message and convert them into satisfied customers. 

2. To keep in touch with your prospects and customers inviting them back over 

and over again. 

It does not make sense to waste your time and financial resources on those who 

for whatever reason are not likely to buy from you now, or in the near future.  This is 

why I had you identify your niche market so you can reach out to highly qualified 

prospects that will have a high degree of needing your product or service. 

 

With that being said, I do not want you to EVER ignore those prospects who are 

not ready to day to buy your product or services.  When defining your niche make sure 

you keep it wide enough to include all those who could potentially needs your services 

someday.  Then get them to take your lead magnet and keep in touch with them as well 

so that when they do need your services you are top of mind! 
 

You want to grow your business in the most cost-efficient and productive way. 

Essentially, you want to establish a formula for acquiring customers regularly. You 

want something that can work over a period of time… something that is affordable… 

something that efficiently delivers plenty of qualified prospects that you can convert 

into ‘lifetime’ customers. In addition, you want a system that can be implemented at 

any time, whenever your business needs a fresh new crop of prospective buyers. 
 

The best systems are those that you control, 100%. When you surrender control, 

or a portion of it, you lose your ability to directly monitor and adapt the system as you 

choose. A proven system lets you automate your marketing, so your time is freed 

up for the daily challenges and obligations of running a business like yours. 
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A marketing system can include any method of reaching your target market. Any 

kind of proven advertising or promotional material can be worked into a system that 

can bring you a steady stream of high-quality new prospects, whenever you want. 

 

In today’s digital world, email is the best and cheapest way to consistently reach 

out to your tribe.  Use a great lead magnet and segment your list, then be consistent in 

contacting them with various messages, not just sales so you build and maintain a great 

relationship. 

As an example, let’s take a closer look at a simple viable marketing system to 

generate more new qualified prospects. 

For this example, we will use as our product, a manual for retailers titled, How 

To Sell More Widgets From Your Retail Store. This manual was written for the 

independent store owner who wants to increase sales, without adding more to their 

overhead costs. 

A.   This particular marketing system begins with classified ads and small display 

ads, banner ads placed in specialty trade magazines, newsletters, blogs, 

interest groups online that retail owners regularly read. The ad is designed 

to get interested retailers to request additional details about the manual 

using your USP and Irresistible offer. This is step one. 

B.   As inquiries come in, the direct sales package is sent out. It includes a sales 

letter that clearly talks about our USP and makes an irresistible offer backed 

by a risk-free trial, order form, brochure and some kind of free sample or 

premium. (the irresistible offer that was promised in the ads) 

C.   A certain percentage of these packages should come back as product orders. 

Those who ordered, are sent their shipments immediately. Along with the 

product purchased goes another advertising piece for a related ‘back-end’ 

product. This is known as a “ride along” since there is no additional cost to 

mail out the ad itself but will ultimately increase the ‘lifetime value’ of your 

customers. You will put these new customers into a database and contact 



7 Easy Zero Cost Strategies You Can Use Today To Grow Your Business… 
And Get Your Phone Ringing Off The Hook 

www.RobertNewhartJr.com  
©2015 Robert Newhart Jr. All Rights Reserved 

36 

 

them regularly becoming a resource, an obvious expert related to their niche 

and offer them more and higher value options turning them into raving 

fans of your business. 

D. Those who did not buy, are sent subsequent follow-up emails, letters, 

postcards, invitations, and the like over a period of time… in an attempt to 

convert as many as possible into buyers. 

E. Again, a percentage of follow-ups should result in additional sales. You 

determine how many times you want to reach individual groups of prospects, 

before moving on. The point is…if you only contact them only once, 

you’ll probably miss a lot of new customers who for unknown 

reasons, failed to respond favorably the first time around. 

There you have it: a simple — yet very effective — marketing system example. There are 

several advantages to implementing such a basic system: 

1. It is generally a less-expensive, more profitable and more direct 

alternative to the shotgun pay & pray method. 

2. It allows you to test different offers and appeals to find the right offer to your 

target market. 

3. It gets qualified prospects to COME TO YOU rather than you chasing 

them or sending your material to them, without a previous request for it.   

4. You can approach these qualified prospects repeatedly, in an effort to 

convert them into customers, something you usually are not able to do 

with rented mailing lists or with generic general advertising. 

5. You can start small and expand your efforts as you gain experience and 

success. 

6. Once your system is producing consistently profitable results, you put it on 

autopilot and continue to reap the rewards. 

A strong marketing system allows you to predict with some degree of accuracy, 

how many new prospects or new customers are gained daily, weekly or monthly. It 
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helps you predict and track the number of new prospects or new sales you get, based 

on the amount and type of marketing and advertising you place. 

Systems allow you to test your ideas on a small scale, before rolling out 

with a major campaign. This is marketing with intelligence. Test small and smart and 

adapt accordingly… based on results. Once you have your own system working, you can 

then multiply your returns by expanding your marketing and advertising efforts to 

larger niche markets that also appear to be good target markets for your products and 

services. 

There are 4 keys to creating a winning marketing system: 

1. You need to create a USP/WHY that gets attention and stimulates desire 

with a call to action using a lead magnet. 

2. You need to create compelling marketing messages that interested, qualified 

prospects find difficult to resist with your irresistible offer. 

3. You need a method of accessing the best possible qualified prospective 

customers in your niche in order to make your offer available to them. 

4. You need to find the most effective and most relevant form of marketing, a 

system, to get your compelling messages in front of those most likely to buy 

over and over again. 

Whatever your business… whatever products or services you sell… 

your ability to consistently and affordably attract a steady stream of new 

prospects and customers, particularly in the early stages, will prove to be 

the most critical factor in your ultimate success no matter what the 

economy is like.  You now have a system to succeed that is not dependent 

on the economy! 

A marketing system, as simple, or as complex as you want it to be, is the 

most effective strategy for business growth because it’s always geared towards 

maximum, measurable results, at the least possible expense. 
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How To Use Leverage For Exponential Growth 

Create an Avalanche of Qualified Traffic! 

 

STRATEGY #8: Create Strategic Alliances to grow your 

business exponentially! Ultimate Leverage! 

 

The ancient Greek scientist  

Archimedes said, in 230 BC: “Give 

me a lever long enough and a place to 

stand, and I will move the world.” 

 

Using the principle of leverage to grow your business is about gaining the most 

in terms of sales, cash flow and profits for the least amount of time, effort and money 

invested. It is about effectively using small amounts of energy and capital resources to 

produce huge sometimes-exponential results. 

  

Leverage is about multiplying the power of your advertising and marketing 

efforts so you gain a far greater return for your investment. It is about using 

your time, energy and marketing strategy, to get fifteen or thirty times the result in less 

time and for one quarter the effort. 

 

One of the greatest strategies I have found yet to use leverage to your advantage 

is by creating “Strategic Alliances” with non-competing businesses who also serve 

your target niche market. 

 

If you are once again scratching your head and saying, “Newhart, what the heck 

are you talking about now? An alliance with someone who also serves my 

customers?”  I will explain.   
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If you have been in business for even a short time you understand the power of 

referrals and visiting groups that are based on passing referrals amongst each other to 

help each grow their business.  There is some leverage here in that you will get a warm 

referral versus chasing after a cold lead however, this is still just a one-to-one, one at a 

time way to grow your business. 

 

What we are really looking for is a bigger lever, a one-to-many relationship 

that will drive masses of traffic to your business with the least amount of work.  This 

will allow you to get the exponential results I spoke of. 

 

Here is the basics of how it works.   

 

Step 1. Look inside your current customer base (if you are new or just 

starting you will need to identify someone outside) who might 

already be a raving fan of yours or at the very least a consistent 

customer who has access to or also already services your target niche 

market. 

Step 2. Contact them and explain that you wish to form an alliance by 

seeking an endorsement of you and your service or product that they 

would be willing to send to their “trusted” customer base.  In 

exchange you will reciprocate with and endorsement of them to your 

base or reward them for each new customer you get from the alliance 

letter.  

Step 3. Once agreed upon create the letters and get them out in the mail and 

watch the new customers start rolling in. 

 

NOTE: If you do not have a probable alliance partner in your current customer base 

don’t worry.  This will still work you just need to identify business owners in the 

community who also serve your target market and develop a relationship to gain an 

endorsement, cross-promotion, co-op advertising or some other method that will 

benefit both people in the alliance and help them grow their business. 
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Now I can see you now really scratching your head, possibly shouting explicatives at me 

as you read it but trust me this process works!  Here is why it works.   

 

 Let’s use an example here to show why.  Say you own a business as a pet groomer.  

You do everything grooming when it comes to pets.  You have been in business for 10 

years, you even have a mobile unit that can go right to the customer’s house if need be.  

Your customers Love You! They rave every time they pick up their pet after you have 

groomed it and they even send you a new customer now and then but business is flat 

and your plan is to grow. 

 

 You decide to take my advice and begin looking inside your current customer base 

and remember that you have a Dog Trainer [the largest dog trainer] in town as your 

customer and they send you a referral now and then.  They do such a great job at training 

dogs they get written up in the newspaper and their clients just love them to death like 

your customers love you! They are not your competitor, but they still serve your 

potential customer base, people that have dogs!  Can you see where I am going 

with this?  Wheels turning? 

 

 Maybe you just never thought about creating an alliance to promote your 

businesses or co-op your message to your target market but now you know there is 

power, exponential power in creating a strong strategic alliance so you both win because 

you both have a customer base that opens your mail, or email.  They beg for your 

newsletter and love your services so when you recommend something to them anyone 

who needs that product or service will most likely try it out based on your 

recommendation.  Now you have a many-to-one relationship, a strategic 

alliance to drive exponential growth to your business. 

 

 The real power comes when you begin to look for many of these relationships and 

alliances and you begin to wonder why you ever spent any advertising money on 

anything else! 
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 Once you apply this method to grow your business after you have 

done some of the other things mentioned earlier you will be able to grow 

your business in any marketplace under any conditions at will. 

 

Using leverage to your advantage is a matter of increasing your success 

through your intelligence or innovation. Remember in Strategy #1 I gave you a quote 

by Peter Drucker that mentioned that the, “Only two functions of a business that 

produces results are Marketing and Innovation…” everything else is a cost. 

 

Creating leverage for your business by employing proven strategies is one method 

to boost your odds and give you a greater probability for success. Leverage is a way of 

hedging your chances to position yourself for better results without spending a fortune. 

 

Leverage is really a strategy for establishing superior “field positioning”, before the 

game even begins. 

 

 

Essentially, leverage is about: 

 

 

• Creating the highest likelihood for successful results… 

 

 

• Providing the lowest possibility of failure… 

 

 

• Utilizing the least amount of resources (time, energy, money)… 

 

…In order to gain the greatest possible return on your investment. 

 

So how else can you use leverage so you can improve upon your current results? 
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Here are 7 more ways to get more for less in your marketing efforts (leverage): 
 

o Use videos with you answering the questions your prospects ask you so 

they can see you answering these in advance and see you as the natural 

choice to do business with. 
 

o Make sure everyone in your local marketplace knows who you are, your 

story, and why you are there doing what you do.  Make sure you expose 

them to your Lead Magnet and then your “irresistible offer” segmentation 

sale. 
 

o Take advantage of low-cost marketing options such as web 2.0 properties, 

blog posts, social media posts, Facebook/Twitter ads, co-op advertising, 

Internet and publicity, lunch & learns, customer appreciation days, loyalty 

plans, service bundles, teach and reward your customers for referrals. 

 

o Renew the sales relationship with inactive or past customers using email 

and SMS.  Are you even collecting these items? 
 

o Create superior advertising that promotes your USP/WHY and gets more 

people to respond.  Drive all new traffic to a Lead Magnet and then your 

Segmentation Sale. 

 

o Rework your follow-up material so recipients are literally compelled to 

buy from you again and again because not doing so would actually cost 

them dearly due to all the benefits they’ll miss out on. 

 
o Be a guest on podcasts or online radio shows. Write a book, a report, get 

your face and your story out to the marketplace. 
 

o Once your system is working, expand your marketing reach and put it on 

autopilot so you can free up more of your time for other activities. 
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Successful marketing really boils down to this: 

 

1. Find your best source of new niche prospects and customers…[Don’t be 

everything to everybody] and determine the most viable, cost effective, 

productive, and expedient way to reach out to them… 

2. Convert as many prospects into customers for life – delighted customers 

who happily tell others all about your products and services. 

3. Keep inviting your loyal customers back for a 2nd or 3rd helping to increase 

their lifetime value. 

 

Leveraging your marketing efforts through Strategic Alliances helps you find 

more first-time customers. You can then turn that new one-time sale into a continued 

relationship that can last for many years and bring you thousands upon thousands of 

dollars. 

 

Using the principle of leveraging allows you to exponentially grow your business 

by multiplying the effectiveness of every marketing initiative. It is like profiting from 

the results of 60 salespeople instead of 3, and it’s like having a full-page ad instead of a 

one-line directory listing.  

 

Imagine being at a convention with a room full of your niche customers listening 

to your every word as you tell them about a new product that they are seeking and that 

you are the only place to get it and that you have a truck full outside at a great price just 

for them.  Imagine the boost you would get if a prominent figure in your niche got up 

there behind you and endorsed you to the “hungry” crowd.  That’s leverage!  That’s 

the power of a Strategic Alliance! 

 

Leverage through Strategic Alliances allows you to duplicate your 

efforts and produce many times greater results – at a much lower expense.  

Leverage produces exponential results for the same or less effort! 
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Leveraging through Strategic Alliances Allows you to use their “trust” 

and thus get their clients attention to look at or try your product or service 

especially since the Strategic Alliance Partner is recommending you! 

 

 

NOTES: 
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BONUS #BONUS #BONUS #BONUS #1111:::: 

The 5 Pillar Strategic Market Domination Prospect Funnel Builder  

A sneak peek at one of the systems I install in my Clients business 

 

It has been said that, “he who controls the eyes of the prospects, controls the 

market”. 

 

The Five Pillars 
 

The 5 Pillar Strategic Market Domination Prospect Funnel Builder is what we 

essentially install once a business has become a client of ours. 

We’ve found that almost all businesses leave out at least one of these pillars.  The 

ones who are using all 5 pillars are taking over their respective industries 

(think Amazon, Starbucks, McDonalds). 

By implementing the 5 Pillars into your business you will see an instant increase 

in revenue, lead generation, and of course, PROFIT! 

My #1 goal is to “Bring you more customers that actually PAY YOU to grow your 

profits substantially and free up your time if you like.” 

The SEO guys out there just want to show you traffic or some search result on 

Google. 

We don’t care about any of that.  Our ONLY goal is to increase your bottom 

line! 

Here’s how I do it… 
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Lead Magnet 

A lead magnet is something that is used to capture the contact information of 

people who shown an IOI (Indication of Interest) in whatever it is that you are offering. 

Most small business do not offer any sort of lead magnet and those that think they 

are offering a lead magnet usually aren’t. 

For example, you will see lawyers, doctors, and other professionals offering a free 

consultation and they will claim that as their lead magnet.  This is not a lead magnet 

because… 

1. Everyone else is offering the same thing 

2. They have to come to you for the value 

3. The value takes too long to be realized 

For a good example of a lead magnet let’s take a look at one of the most successful 

direct response marketing campaigns ever. 

 

 

(Example on Next Page) 
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As indicated by the orange arrows, SunSetter® Awnings has 2 lead magnets above 

the fold on their website.  They are giving away a free idea kit, DVD, and a $200 savings. 

When you click on one of the two links you will be taken to a page that looks like 

this… 

 

 

 

 

 

(Example on Next Page) 
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As you can see, the reason for giving away the idea kit, DVD and savings is to 

capture the name and contact information of the visitor. 

But having a Lead Magnet like this on your website is only one very small part of 

the process.  If you’ve ever seen a SunSetter® commercial, the only thing they are 

focusing on is giving away the kit, DVD and savings.   

 

Key Point 

All Marketing and Advertising Efforts Must Be 

Focused On Getting Prospects To Your Lead Magnet! 
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Most businesses lead their marketing efforts to a website or a telephone number.  

That is a HUGE mistake.  All marketing efforts must solely focus on getting the “free 

thing” in the hands of the prospect instead of trying to make a sale. The 1st step in the 

funnel. 

 

The Numbers 

When done correctly, about 30-40% of the people who come to your website will 

take you up on your lead magnet offer.  This is from cold traffic (search, social, etc.).  

When all of your marketing efforts are focused on the lead magnet, about 70+% of the 

traffic will take you up on the offer. 

Currently, based on what our clients tell us, without a lead magnet only about 2% 

of their traffic engage their business. 

With the lead magnet, this number can go up to as high as 70%. 

What’s A Good Lead Magnet? 

We create all of the lead magnets for our clients because a lead magnet should 

have a strong subliminal sales message inside of it.  It should be designed to do three 

things… 

1) Build trust with the audience (turn a cold contact into a warm lead) 

2) WOW the prospect (if they are giving this away for free the paid stuff must be 

amazing) 

3) Subliminally sell your product or service 

Lead magnets are usually either in video or PDF format and they are usually 

focused on moving away from some sort of pain. 

As an example, this book is my personal business Lead Magnet.  Hopefully I have 

built some trust, given you a lot of value to fix some of your marketing pains (without 

spending any extra money), and I have introduced you briefly to my Easy Marketing GPS- 

Guaranteed Profits System™. 
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Another example, a plumbing company with 21 locations in 4 states created a lead 

magnet that was a PDF and the title looks a little something like this… 

 

=================================================== 

Stop Getting Ripped Off! 

“Free Report Reveals The Top 5 Things 

 You MUST Know Before Hiring A 

Plumber!” 
=================================================== 

The 20-page PDF then goes on to build trust with the audience, WOW them with 

the information that is revealed, and subliminally sell the clients plumbing services. 

 

Key Point 

After The Prospect Takes Your Lead Magnet You 

Are Then Able To Market To Them As Much As You 

Want 
 

Email marketing is extremely cheap and when it’s done correctly it works better 

than direct mail.  When the prospect takes the lead magnet they are also giving you 

permission to email them legally without violating CAN-SPAM laws. 

So now that we’ve created a lead magnet, built a little trust, and captured the 

contact information of the prospect, let’s move on to pillar number 2, the Segmentation 

Sale. 
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Segmentation Sale 

Ever hear of Columbia House Records? 

They were in the back of every magazine on the planet giving away 15 CDs for a 

dollar. 

People thought they were crazy.  15 CDs for a Dollar?  How could they ever make 

money doing that? 

By 1996 they controlled 16% of the entire music market and had a membership 

base of over 16 MILLION people! 

They understood that if they offered 1 CD for $15 like everyone else was doing 

they’d never be able to compete.  But by making an “irresistible offer” to first time buyers 

(15 CDs for $1) they were able to segment the buyers from the “free” prospects. 

Once they were able to segment the list of prospects (those who bought the dollar 

offer and those who didn’t), they just played the numbers game which led to their main 

sale and their profit sales. 

They knew exactly how many people converted from $1 buyers into full price 

buyers.  Once they knew those numbers they just bought as much ad space as they could 

afford while still making a profit. 

A segmentation sale is an instantaneous and irresistible offer that converts people 

into paying customers.  If done correctly, you should expect up to 60% of the prospects to 

take you up on your segmentation sale. 

Using the same plumber as an example, his segmentation sale is… 

“We’ll Unclog A Drain Or Toilet For $5” 
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The prospect prepays the $5 and gets a printable coupon.  At any time from that 

point forward the customer can call and redeem the coupon. 

Key Point 

The Segmentation Sale Must Be The BEST 

Service You Offer!  Just Because You Aren’t Making 

A Profit Doesn’t Mean You Can Be Cheap On The 

Work! 
 

This happens more often than you’d think.  Companies offer an irresistible offer to 

suck in new business and they go cheap on the service.  This is why so many companies 

have a problem when they do a Groupon.   

For example, let’s say Joe’s Pizza does a Groupon that offers a large pie for $5.  By 

doing this, Joe’s Pizza breaks even on the sale.  1,000 people buy the Groupon and Joe’s 

Pizza is swamped with people coming through the door.  The lines are long, service is 

slow, and the atmosphere is terrible. 

The Groupon worked just like it was supposed to work.  The problem is that Joe’s 

Pizza will not get any new long term customers out of it because the initial customer 

experience was terrible and will always expect a discount.  Effectively you cheapened your 

product or service. 

 

Key Point 

Treat Those Who Buy Your Segmentation Sale 

Like They Are Your Biggest and Best Customers And 

They Will Be Customers For LIFE! 



7 Easy Zero Cost Strategies You Can Use Today To Grow Your Business… 
And Get Your Phone Ringing Off The Hook 

www.RobertNewhartJr.com  
©2015 Robert Newhart Jr. All Rights Reserved 

53 

 

Main Sale 

Very few companies have a lead magnet.  Even fewer use a 

segmentation sale.  But every company in the world has their ‘Main Sale.’ 

Obviously this is the product or service that you are looking to sell to your audience.  

It’s the main offer.  For example, if you own a roofing company the main sale would be 

putting on a new roof. 

Since we are all familiar with what the main sale is, there is really no reason to go 

into it in great detail.  What you need to focus on though is where the main sale is in 

relation to the overall sales process. 

Almost every company in the world has focused their marketing material on the 

main sale.  Car dealers try to sell cars through the mail.  Roofers talk about being the 

“most affordable”.  Accounting services offer a discounted price as April 15th nears.   

This is one of the main reasons why 80% of small businesses don’t 

survive the first 5 years.  They are only picking up the 3% ‘NOW’ customers. 

When you move your main sale into the third pillar of your sales process it allows 

you to pick up the ‘maybe’ prospects or what I like to call the ‘testers’ or 70% of the Market.  

Testers will look at your free offer because, well, it’s free.  But 99% of testers would 

not have purchased your main sale when they opted to take your lead magnet 

but they will take your segmentation sale and later when the trust is there 

they will buy your main sale items.  This is how you begin to take the “lions 

share” of your marketplace and dominate. 
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Profit Center 

The ‘Profit Center’ is where almost 90% of your profit will come from.  

The Profit Center is the extra services or add-ons that you offer in addition to the main 

sale. 

For example, when you buy a computer at Best Buy, 100% of the profit comes from 

the Geek Squad protection and the warranty.  If you don’t buy a protection plan and/or a 

warrantee Best Buy breaks even. 

Amazon loses money on every Kindle sold but they make a killing on the books. 

McDonalds loses money if you just buy a burger but they make Billions on the 

meal. 

I could go on for hours with example after example of how the biggest and the best 

companies in the world lose money or break even on their main sale. 

The only reason they are able to do this is because they know that they are able to 

convert a certain number of customers in the ‘Profit Center’. 

One of the main things we do when we are working with a client is we develop the 

profit center.  Most companies either don’t have them or they aren’t using certain 

products or services in the correct way. 

For example, a pizza franchise had no profit center at all.  All of their profits came 

from selling slices or pies of pizza.   

Then they developed a profit center and started offering a plan where the customer 

would pay $19.95 a month and would get 3 pies, a dozen garlic knots and 3 bottles of soda 

a month. 
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Originally they thought it was crazy for even suggesting this but within 3 months 

of launching it they had just about 5500 people on the plan across all the stores.   

After a year they had just over 15000 people on the plan and the 

average customer on the plan would actually take full advantage of it only 

once every 3 months.  What’s even better is that those who took full 

advantage of the plan ended up buying more than the plan offered. 

For example, someone would redeem their 3 pies, knots, and soda, but they’d also 

buy an extra pie, more soda, a few sandwiches, etc. 

The plan added about 3 MILLION DOLLARS in revenue to the franchise 

in the first year with a profit margin of about 60%.   

It literally took 20 minutes to think of this profit center and another hour or so to 

set it up! 

This is a real profit center and we can come up with something similar 

for any company on earth regardless of what your services or products are. 

The Pizza Franchise now simply focuses on working the pillars.  They have a lead 

magnet, segmentation sale ($5 pie), main offer ($12 pie), then the profit center ($19.95 

bundle). 

The sale of the profit center is simple because the pie is $12 and about 62% of the 

people who buy a pie buy something else.  So the pitch is simply “You are spending $17 

on this pie, knots and soda.  For $19.95 we have a monthly plan where you get 3 pies, 

knots, and 3 sodas.  So for $2 more you’ll get all of that.” 

The conversion rate on people who spend over $12 (a pie) is right around 30%.  

This means that for every 100 pies sold 30 new people get on the plan!  
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Customer Retention 

We usually try our best to combine the profit center and customer retention into 

one offer but sometimes it’s hard to do that. 

For the pizza franchise, customer retention is built in to the profit center because 

of the recurring revenue.  The customer continues to pay so they continue to come back. 

Another example of customer retention would be a referral or loyalty program.  

This is used a lot with car dealers.  If someone buys a car they get 10 business cards with 

their name on them.  They send a friend back and the friend presents the card.  Whoever’s 

name is on the card get a check for $250.   

This model works in three ways.   

1) In brings in super warm leads that close at a very high rate.   

2) It also almost guarantees that the person doing the referring will be buying a 

new car from you again in the future. 

3) It makes closing the car deal easier (send 1 friend to use a month and we’ll pay 

half your car payment…send 2 and your car is free) 

This form of customer retention (like everything we do) can be used in any business 

if it’s structured correctly. 

Key Point 

Your Current Customers Are Your Number 1 

Source For Revenue Generation.  They Are Also Your 

Number 1 Source For NEW BUSINESS. 
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Now you’ve got the plan.  The exact plan that Amazon uses to take over the 

retail world.  The exact plan that Best Buy uses to take over the electronics retail world.  

The exact plan that McDonalds uses to own fast food. 

And the exact model we use for every one of our clients. 

Remember we believe in providing results before asking you for anything at all.  

Because of this we are willing to start working with you and increasing your revenue for 

FREE! 

LOOK FOR BONUS 3 BELOW (page 70) and then BONUS GIFT #2 

which is a BONUS ZERO COST STRATEGY We can do for you today! 

Even my Segmentation Sale is FREE!  What do you have to lose? 

Give us a call now at 984-204-6200 and we’ll answer any questions you have and 

if all goes well, we’ll get started helping you for free with some results in 

advance! 

Be aware though, we do not work with everyone that comes along.  

I look forward to helping you grow your business and making this year 

your best year ever! 
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BONUS #BONUS #BONUS #BONUS #2222:::: 

Tying It All Together  

What Do Your Numbers Look Like? 

It has been said that, “you cannot manage or grow what you cannot or do not 

measure”. 

 

 Before we look at your numbers and tie everything that we learned together, let’s 

quickly recap some important points that are vital to your success. 

• In the beginning, we learned that there are Only 3 ways to grow your business and 

if you are trying any other way your effort is futile. 

• Strategy 1 helped us realize that marketing our Why is everything and that is where 

we should be focusing our time to grow our bottom line. 

• Strategy 2 helped us realize that we must get our message clear so that our prospects 

and customers can understand our uniqueness and why they should be spending 

money with us.  Get your USP/WHY clear, concise and begin talking about it 

everywhere. 

• Strategy 3 helped us realize we cannot be everything to everyone.  We must identify 

our ‘niche’ market and then target them with our benefits. 

• Strategy 4 showed us the value of cultivating lifetime relationships with our 

customers by understanding and calculating their lifetime value. 

• Strategy 5 helped us identify how to deliver more value to our niche marketplace and 

stop playing the price game and deliver more value. 

• Strategy 6 talked about making it easy for your customer to buy with an irresistible 

offer or segmentation sale by removing all risks and turning them into lifetime 

customers. 

• Strategy 7 showed us the value of having a system to put our marketing and business 

on autopilot by reaching out to our prospects and customers often. 

• Strategy 8 identified one of the most potent levers you can pull to drive more 

qualified ‘red-hot’ traffic to your business with Strategic Alliances. 
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So now that we have recapped the eight strategies presented, it is time to begin an 

action plan and work on using the information today, right away to grow your 

business…yes, even in this recession! 

 

Just as we cannot run a business or win a game without a scoreboard, we cannot 

build a map or a marketing plan on where we want to go without first knowing where 

we are.  

 

So what will follow will be a short lesson to tie everything together by getting some 

starting numbers by which you will track and measure against going forward.  Below 

you will find a short list of things we will need to begin plotting your course. 

 

 Your current annual Gross Sales: $______________ 

 Your average total customer value: $_____________ 

o i.e. if you sold $1000 and you had 10 customers then your average annual 

customer worth is $100 

 Your total number of customers: ___________ 

o Same period as gross sales - either actual or (gross sales/customer value) 

 Your current closing ratio of prospects to customers: ________% 

o i.e. if you got 3 customers from 10 prospects you have a 30% close ratio. 

 Your total number of prospects: ___________ 

o Same period as gross sales - either actual or (# of customer’s/closing ratio) 

 Lifetime value of each of your customers: $__________ 

o Use to figure: avg. cust. value $______   X    total # of purchases in lifetime 

________ 

 Desired annual growth: ________%     $____________ 

 Expected Return on Investment of Marketing Dollars: __________% 

Note: If you are new or just starting and do not have good information, use your business 

plan information or just be creative!  This is just a start.  This is your business and you are 

the captain!



7 Easy Zero Cost Strategies You Can Use Today To Grow Your Business… 
And Get Your Phone Ringing Off The Hook 

www.RobertNewhartJr.com  
©2015 Robert Newhart Jr. All Rights Reserved 

60 

 

     What we will do now is plot the information you gathered to see what a modest 

increase might look like for you!  Plot your numbers from previous page into the 

corresponding space in the orange column and then multiply each of your numbers in orange 

by 1. ___ and put the number in the green column to compare results. 

Area of Increase Current Situation ____% Increase in ea. 

Increase Prospects   

Increase # of Purchases   

# of Customers   

Increase initial Value   

Increase Lifetime Value   

Gross Sales   

 

To calculate ROI (Return On Investment) you need to take your Gross Profit, 

subtract your investment.  Divide that number by your investment and multiply by 100.  

In this case, take your increased gross sales and subtract your current gross sales.  Then 

divide that number by what you expect to pay to get the increase and multiply by 100. 

 

How do your numbers look?  Wouldn’t this next year or quarter feel so much better 

if you actually were achieving a 25% -100% guaranteed increase without having to spend 

a fortune to do it? 

 

Which one of those areas is your current biggest headache?  Which one is keeping 

you up at night?  It could be more than one.  I can assure you this, if you are not daily 

tracking these numbers and executing a plan of action that will affect these numbers, you 

cannot grow your business in any marketplace or situation. 

 

If there was a guaranteed way to affect these numbers and grow your 

business, would you be interested in learning more?  Keep reading as the 

next section will introduce you to my Easy Marketing GPS - Guaranteed 

Profits System™ that can help you Attract more business, make more money, 

help your community better and enjoy more time off! 
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BONUS #BONUS #BONUS #BONUS #3333:  Two FREE Gifts:  Two FREE Gifts:  Two FREE Gifts:  Two FREE Gifts    

ONLY If you act ONLY If you act ONLY If you act ONLY If you act SoonSoonSoonSoon    –    Limited Time OfferLimited Time OfferLimited Time OfferLimited Time Offer!!!!    

    

FIRST, FIRST, FIRST, FIRST, IntroducingIntroducingIntroducingIntroducing…………    

The Easy Marketing GPS - Guaranteed Profits System™ 

What if you had an easy Marketing GPS™ to guide you to  

double digit ROI’s…even in a recession? 

 

“In order for any business to work it must become a 

System so that the business works exactly the 

Same way every time down to the last detail!” 

~Michael Gerber, Consultant & Author “e-myth” 

 

Is your business a System?  Do you have a marketing Plan that will 

Guarantee you a “double or triple digit” return on your investment? 

 

What will you do differently this year to get different results?  Einstein 

defined insanity as “doing the same thing over and over and expecting 

different results”.  Is this you?  Are you looking for something different? 
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Before we go any further I want to make a few things clear.  The Easy 

Marketing GPS - Guaranteed Profits System™ is not for everyone and that’s 

ok.  We will not be a good fit for every business and we might bump heads if: 

� You are currently satisfied with the current growth of your business. 

� Your current plan will guarantee you 25%-150% increase in profits this year 

or quarter and next year as well with little effort. 

� You are currently attracting more prospects that you can handle and are 

doing it without spending an extra dime on advertising. 

� You are currently converting over 2/3 of your prospects into customers. 

� Your average and lifetime value of your customers is through the roof and 

you could not handle another dollar increase. 

� You regularly have to call your customers and ask them to stop giving you 

referrals because you cannot handle the growth. 

� You have an abundance of money and spend more time off than you do 

working. 

� You are grumpy, grouchy, unwilling to learn, and love negative stress. 

 

If you are experiencing any of the above symptoms, then go ahead and 

stop reading!!  You are not a good fit for the Easy Marketing GPS - 

Guaranteed Profits System™ and I thank you for reading this far and wish 

you continued success in your business. 

 

If you do not have any of the symptoms above but would like to have 

every one of them, except the last one, then… 

 

I have some GREAT news for You!! 
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The Easy Marketing GPS - Guaranteed Profits System™ will help you 

leverage your marketing efforts to help you Attract more business, make 

more money, serve your community better and enjoy more time off! Easily! 

 

Remember in the introduction we discussed the only three ways you 

could grow your business?  I will re-state them here for you: 

 

The only three ways to grow a business: 

 

1) You can acquire more prospects and convert them into new clients. 
2) You can increase the number of purchases your customers make. 
3) You can increase the value of your customer transactions  
 

Easy Marketing GPS – Guaranteed Profits System™ will help you exponentially 

grow your business…even in a recession by easily affecting these 3 key areas and teaching 

you how to do it without additional advertising, or expense.  As you saw in the last 

chapter, when you affect all three at the same time the results are incredible! 

 

The best part of the Easy Marketing GPS – Guaranteed Profits System™ is that it 

will systemize your marketing and you will not be alone.  I will not just give you 

some marketing books and leave you alone to figure it out. I will guide you 

through the process step-by-step! 

 

Hi, my name is Robert Newhart Jr. and I hope you 

have enjoyed my 7 Easy ZERO COST Strategies You Can Use 

Today To Grow Your Business… book.  I hope that you will register 

for one of my live webinars or tele-seminars when they are 

available on these 7 easy Strategies that will take you through each 

strategy in detail so you can easily grow your business in any 

market, even in a recession.  If you would like to sign up or learn 

more surf on over to my website and look for “Webinars”. If it is 

not in the menu, check back as I update it often but take it down when I am overbooked. 

But First… 
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If you are serious about your business, I mean you really want to grow it and make some 

changes, you are going to have to go outside of your comfort zone just a little bit.  Doing things 

differently sometimes makes us uneasy.  We sometimes resist change even if it is good for 

us and we know it because we feel funny about it.  Here is a small example: 

 

Take your hands and place them together locking or 

clasping the fingers together almost like you are 

praying. Notice which thumb you put over the other.  

Now do the opposite.  Lock your hands together but 

put the other thumb on top.  How does that feel? 

Different I bet, right? 

 

We get used to doing things a certain way [without realizing it] 

and we just keep doing it over and over.  Anything different is 

difficult – but it doesn’t mean it is bad.  Just different.  If we 

practice it gets easier and stops feeling foreign to us. 

 

The favor I am going to ask you to help me with is this, “if I could show you how 

you can get a triple digit ROI, attract more business, make more money, help 

your Community better and enjoy more time off  just by spending a little 

time with me (so I can help you how to grow your business and give you a 

100% Money Back Guarantee with a minimum double digit ROI) would you 

take the next step with me?  Will you step outside your comfort zone and let 

me guide and coach you to get the results you so desperately seek?”   

  

Computer Hardware Store - "It’s this simple...before the 
Marketing Workshop, $1,000 a week in new computer sales. After the 

Marketing Workshop $8,000 a week in new sales."  
~Molineux Computers~ 

 

CAN I ASK YOU A FAVOR?CAN I ASK YOU A FAVOR?CAN I ASK YOU A FAVOR?CAN I ASK YOU A FAVOR?    
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I have made it easy for every business of any size to get results! 

My Easy Marketing GPS - Guaranteed Profits System™ Do It Yourself Course 

will help you achieve your business goals.  I am confident that it will: 

 

� Help you create a plan that will guarantee you 25%-150% increase in 

profits this year or quarter, next year and every year after as well with little 

effort. 

� Teach you how to attract more prospects than you can handle and do it 

without spending an extra dime on advertising. 

� Coach you to convert over 2/3 of your prospects into lifetime customers. 

� Show you how to increase your average and lifetime value of your 

customers on a consistent basis. 

� Get your customers to give you “red-hot” referrals consistently because 

they are your biggest fans. 

� Finally, give you a guaranteed return on your marketing 

investment. When is the last time that has happened? 

� Help you to have an abundance of money and spend more time off than you 

do working (if you so desire). 

 

I am so confident that I can help you do this that I am putting my reputation on the 

line and I am backing it up with a LIFETIME 100% Money Back Satisfaction 

Guarantee and I’ll let you keep the course!  You can’t beat that! When was the last time 

you had someone guarantee marketing results or more pertinent to today’s world guarantee 

your investment? 

 
  

 

 

 

 

Retail Clothier - "These marketing techniques and marketing systems 
coupled with great sales training doubled our store's average sales from 
$25 to $50! The concepts are sound and now we generate more sales 

each month through learning how to work customer base effectively. We 
now invite our customers to come back regularly and buy from us more 
often. Sales have increased from 500,000 to over $750,000 in 1 year."  

~D. J., Owner~ 
Cedar Creek Clothing 
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One of the greatest benefits of the Easy Marketing GPS – Guaranteed Profits 

System™ DIY Course is that you will also get 10 hours of one-on-one time with me 

via the phone or skype guiding and coaching you to focus on the most important steps you 

can take to get immediate lasting exponential growth results in your business! 

So you will not be alone during this process.  You will also get unlimited email and 

skype/chat support as needed. 

 

Remember when there was a time that we had to ask for directions to get somewhere 

and now we have GPS in our cars, in our phones, or we can just google the directions and 

take them with us.  Now you can have a GPS for your business – The Easy 

Marketing GPS - Guaranteed Profits System™ DIY Course! 

 

You can try to do everything by yourself [like you do now] but why would you 

when you can have a Coach with 30+ years of small business experience guide you directly 

and easily to your goals using a 37-year-old marketing system that has been adapted to 

meet the challenges we are now faced with in the digital world today. 

 

The difference would be like trying to get from Raleigh, NC to a specific address in 
Los Angeles, CA without a map or directions in 36 hours by car.  You know you need to 
head West… probably.  You might get on a highway…but which one and where do you get 
off?  You would spend a lot of time (our most valuable asset) getting directions and 
heading down the wrong roads. 

 

OR 
 

I could give you a GPS that will guide you turn by turn without much effort or 
wasted time and you could be sure you would reach your destination on time guaranteed! 

 

I am offering you the GPS for your business or practice – My Easy 

Marketing GPS - Guaranteed Profits System™ –DIY Course. All you need to 

do is take the next step and call or email me today for details! 984-204-6200 

or info@robertnewhartjr.com  Put ‘GPS DIY’ in the subject line. 

You can also schedule a 15 min. call with me here: http://goo.gl/o9v8Om  

 

BE SURE TO LOOK FOR BONUS GIFT #3 ON THE LAST PAGE, YOU 

WONT WANT TO MISS OUT! ☺☺☺☺ 
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However, before I entice you with an “irresistible offer” I want to 

challenge you with a fun riddle of which the correct answer will help us with 

the next step! 

 

 

Now for the Riddle! 

 

There were 4 frogs sitting on a log in the middle of the pond, 

 

3 frogs decide to jump off the log… 

 

How many frogs are left sitting on the log? 

 

I can hear you now, “obviously only one frog, Newhart”, “wait a minute, this is a 

trick too obvious”, Newhart is at it again, what is he looking for?” 

 

If you would like to know the answer and why, before you pull your hair out, 

Turn to the next page if you give up… 
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Answer: 

 

4 frogs are still sitting on the log! 

 

See, 3 only decided to jump off, but I did not say they actually 

jumped! 

 

You can decide anything you like but until and only when 

you take action and actually do something will you ever get 

results!   

 

So are you actually going to decide and then take action (my irresistible 

offers below) or will you still be sitting on the log or taking a vacation on the 

island “someday I’ll”?  The choice is yours and yours alone! 

 

 

 

    

I have I have I have I have twotwotwotwo    Irresistible OfferIrresistible OfferIrresistible OfferIrresistible Offerssss    (my (my (my (my FREE Segmentation SaleFREE Segmentation SaleFREE Segmentation SaleFREE Segmentation Sale    ☺☺☺☺) ) ) ) 

for you on the next page but it is limited because I can for you on the next page but it is limited because I can for you on the next page but it is limited because I can for you on the next page but it is limited because I can onlyonlyonlyonly    help help help help 

25252525 ----    30303030    people at any given time! So Do Notpeople at any given time! So Do Notpeople at any given time! So Do Notpeople at any given time! So Do Not take too long take too long take too long take too long 

deciddeciddeciddeciding!ing!ing!ing!  The last thing you want is your competition getting The last thing you want is your competition getting The last thing you want is your competition getting The last thing you want is your competition getting 

and acting onand acting onand acting onand acting on this before you do! this before you do! this before you do! this before you do! Take actionTake actionTake actionTake action todaytodaytodaytoday, it, it, it, it’s easy!s easy!s easy!s easy!    

LIMITED TIME OFFER!LIMITED TIME OFFER!LIMITED TIME OFFER!LIMITED TIME OFFER!    
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I will give the next 20 people who are serious about changing and growing 

their business a choice. Both are worth $1000 in value and will be 

Free to the NEXT 20 people who send me an email!  

 

BONUS GIFT #1: Be one of the next 20 people to email me at 

info@RobertNewhartJr.com and choose your free bonus: Just 

put “Free Bonus #1 from Book” in subject line. With your choice 

and contact information in the body of the email. 

 

You can choose: 

1) A 60-minute $1000 Strategy Session, where I will be on a 

call with you and helping you take action on the 7 Zero 

Cost Strategies in your business or practice.  You can learn 

more Here   I call this the $1000 Strategy Session because If I 

cannot find at least $1000 in LOST Profits in your business while 

we are on the phone, I will pay you for your time! Maybe you have 

already done this so #2 might be better. 

OR 

2) A 30-minute radio interview on the phone that will be 

edited and syndicated on Business Innovators Radio 

online which can also be heard on iHeart Radio, Spreaker, 

Stitcher, iTunes, and YouTube among others.  It will be 

similar to this one I did a while ago.  Listen here  You will 

get a link to your interview to use in your marketing efforts.  I will 

interview you about your WHY, how you got started doing what you 

do, who you can help, and a few other tips for the listeners. 
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Ok, I’ll make this even easier for you to not only decide, but to TAKE ACTION 

Immediately, like right now!!!   

 

TAKE DIFFERENT ACTIONS to Get Different Results! 

BONUS GIFT#2 - BONUS ZERO COST STRATEGY:   

 

Don’t Delay, ONLY THE NEXT SEVEN (7) people that sends an 

email to me at  info@RobertNewhartJr.com with “Easy Marketing 

GPS™ Email Deal” in the Subject line will also get this bonus like 

no other!  This Bonus is what I call, “Results In Advance” and has a 

$5,000 - $10,000+ potential of pure profit in the next 2 weeks or so 

and requires NO money, time, or anything from you, if you qualify! 

 

Here is what I am offering in this Bonus.  I have developed a system for 

business owners that have an email list.  By sending 1 short email to your list 

with an offer that they will love and when they take advantage of the offer, you 

get paid!  Works every time! 

 

TO QUALIFY YOU MUST:  

• Have a list in digital format of emails that you have collected from your 

patients or clients. 

• Be one of the next 7 people who email me as directed above. 

That’s it!  Don’t delay and make sure you send me your contact 

information and your best phone number so we can discuss the 

details. 

 

The plan you have right now will not get you where you want to go! 

You must do something different if you want different results! 

I can help you but you must decide and then Act on that decision! 
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NOTE: I can Only work with 10 more business owners at this time on the Easy 

Marketing GPS – Guaranteed Profits System™ DIY Course and then it may 

be shut down!  You May have to wait for it to open up again or be left out! 

 

BONUS GIFT #3: Mention This Book and get $500 off the DIY Course or ANY 

GOLD LEVEL or Higher ‘Done For You’ Services! 

 

The 1st Step is to Schedule Your FREE $1000 Strategy Session if you 
have not done so yet where we will work together on the strategies 
in this book and discuss the DIY Course for your business! 
 

Call: 919-204-6200 

Or email me at: info@RobertNewhartJr.com  

You can also schedule a 15 min. call with me here: http://goo.gl/o9v8Om 
 

Perhaps you are busy and would prefer ‘Done For 

You’ Services, No Worries!  I can do that too!  Just 

head over to my website to learn more about my 

Services and then set up a time to call to discuss, 

THANK YOU!! 

 

Thank you for reading my book! Hopefully I have 

given you some value to help you grow your 

business. I’d love to hear your thoughts and success 

stories! 
 

Sincerely, 

Robert Newhart Jr. 


