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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. 

 

 

©2015 by Robert Newhart Jr. 
All Rights reserved.  No part of this publication may be reproduced or transmitted 

In any form or by any means, electronic, or mechanical, including photocopying, 

Recording, or by any information storage or retrieval system, without 

Permission in writing from the publisher. 

 

Written in 2015 and Published by: 

Robert Newhart Jr. 

  
3900 Barrett Drive, Suite 311-E 

Raleigh, NC 27609 

 

Websites: www.RobertNewhartJr.com 

 

E-Mail: info@RobertNewhartJr.com 

 

 

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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Value Index 
 

 
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! 


