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Disclaimer: 
 

This report is educational in nature, and is not intended to be a substitute for 
professional, legal, business, financial and tax advice 
 
The authors and companies presenting this report do not accept any liability resulting 
from the use or application of the information contained in this report. 
 
This report is copyrighted - No part of this report may be reproduced without explicit 
written consent by the author.  We reserve the right to take legal action. 
 

 
 

What Is The Most Important  
Aspect Of Your Business? 

 

You may say the fantastic products or services you provide, the fabulous 

staff you employ or the nice shop or office that you have. 
 
But the fact is that although all of those things are important, the MOST 
important aspect of your business is Your Clients. 
 
“Well I know that” you say “that‟s obvious!”. Yes it is obvious, and although 
most business owners “know” this, they do not take the actions to show this.   
You see clients in a business are pure gold.  In very simple terms, the only 
way you make money in a business is from a client.   
 
Without any clients, whether they are a business client or an end-user client, 
you would have no money and no business.  Many business owners focus on 
their products or services so much to get them perfect that they forget they 
need the clients to buy them, and sadly with no cash coming in they have to 
close the business down. 
 
Have you ever worked out how much it costs you to procure (obtain) a client?  
This is a fantastic task to do, and if you are serious about running a 
successful business then I highly recommend you do this.  Because once you 
find out how much it costs to procure each client, you will value and respect 
each one of your clients so much more. 
 
Take your time to work this out, it doesn‟t have to be exact, just an estimate is 
fine, but you do want to take the task seriously and give it the time to work 
this out. 
 
Here is what you do:  Work out how much you spend in a year; take last year 
as your example, on procuring clients.  This includes advertising, marketing 
costs, signage, displays anything that you have spent on attracting clients to 
your business.  Also take consideration of the time spent too.  Then work out 
how many new clients you got from incurring those costs.  This is new clients 
only, not repeat clients.  Take the total cost figure and divide it by the number 
of new clients and you have how much it costs to attract just ONE client. 
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This exercise can be quite alarming as to how much you are actually 
spending on attracting just ONE client, and once you know this figure you will 
never look at your clients the same again! 
 
Am I saying to look at your clients with dollar signs in your eyes?  NO!  
Absolutely not, and by the way that is one of the fastest ways to lose clients!  
What I am saying is that if you value your clients, provide them with exactly 
what they want and need, and provide phenomenal service to them they 
will bring you the cash in your business that you need to grow and prosper. 
 
 
 

So How Do I Get More Clients  
Without Breaking the Bank? 

 
 

Marketing & Sales 
 

Don’t Do This If You Want To  
Work Hard And Struggle 

 
Marketing and sales is key to any business.  If you don‟t have clients then 
your business is going to get nowhere fast, and if you have the clients but 
they won‟t buy from you, then the cash will drain out of your business faster 
than you can believe. 
 
We are not going to cover sales in this report, but learn as much about sales 
as you can.  Most people have negative connotations around the words 
“Sales” and “Salesperson”, but every wealthy or successful person on this 
planet is a great salesperson.   
 
It doesn‟t mean they all use hard-ball, overbearing and unethical tactics, quite 
the opposite actually.  Mother Teresa, Ghandi, Nelson Mandela were and are 
great sales people, selling is really a key skill to have for a happy and 
successful life, whether you are in business or not.  So I urge you to learn as 
much as you can about sales, it will help you greatly in your business and in 
your life. 
 
International speaker and author, Brendan Nichols, has by far the best 
program on learning about sales that I have found.  It is called the Power 
Selling Formula and is a 6 CD set that reveals the art of persuasion, sales and 
influence WITHOUT manipulation. It's a step-by-step process that makes it 
easy for anyone to learn and use.  Unfortunately it is no longer available 
publicly for purchase. 
 
Right, back to marketing.  If you want more clients in your business then you 
need to be involved in constant marketing of your business.  This means at 
least once a week you should be doing some sort of marketing activity 
for your business, if not every single day! 
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To tell you the truth I really didn‟t get the true importance of this concept until 
recently.  We have always had enough clients for our business to get by and 
live comfortably, but that is not what I wanted anymore.  I now want this 
business to reach out and help as many people in business as possible and to 
become wealthy from doing so.    
 
After studying marketing for more than 7 years from real world experts I 
definitely know how important marketing is for a business, and would put 
some time and energy into it, but not on a regular basis.  Then 3 years ago I 
made this shift and decided to crank up on the marketing concept to move the 
business forward. 
 
At the end of March I got to a point where I had to put marketing as a higher 
priority, because sadly even though it is one of the most important tasks in my 
business it always gets put off for more “urgent” jobs that would pop up.   
 
It was getting to the point where no marketing was getting done and of course 
we got very few new clients as a result.  Funny that!   
 
So I created the below sign.  Looks like a simple enough sign doesn‟t it?  But I 
can honestly say that this simple sign has had a profound effect on me.  Keep 
reading to find out how. 
 

 
 
At first it was actually annoying, cause every time I sat down to my computer 
to get work done I saw it and knew I had to do some work on marketing the 
business before I did anything else – this meant I couldn‟t even check my 
emails or get any urgent work done until I had done some work on marketing. 
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This got really frustrating cause of course I would want to get other things 
done first, but I stuck with my intention and would make sure I did it every day.  
For a couple of days I wouldn‟t get anything else done, because I was so 
focused on how annoying this sign was that it took me that long before I got 
the marketing finished.   
 
Today I LOVE this sign and embrace it every day.   
 
I really enjoy my marketing time when I start work and it is great to see the 
results and reap the rewards from it.  It has changed my whole outlook on 
business and helped me to become a lot clearer on what the high priority 
tasks in my business really are.   
 
So what marketing tasks can you do?  Well when most people think of 
marketing they usually think it is mostly advertising, but advertising is just a 
small part of the marketing pie.  Further in this report I go through just a few 
little marketing strategies that you can do to market your business, or your 
products and services, but there are just stacks more.  
 
 

Test and Measure 
 

A Must For Business 
 
You ABSOLUTELY must measure everything you do in terms of your 
clients in your business.  I know that this is not exactly the most appealing and 
exciting task to do in your business, but it may well be the most important, and 
if you want to have an extremely successful business where the business 
runs smoothly with little effort and work to get new clients then you need to do 
this.   
 
All of the successful business owners that I know that make millions in their 
businesses do this.  Once you see how powerful this is and how it works you 
will find it quite exciting!   
 
The process of testing and measuring is simple, test and measure the results 
of all your marketing campaigns, keep records and stats of everything that 
you can, and never delete any of this information as it can be so valuable to 
your business.   
 
The process of testing and measuring should never end; it is a continual 
cycle of making small changes and then retesting and assessing the results, 
and you should only change one aspect at a time.   
 
So for example if you are testing an ad you are running in the paper, you 
would first just test the headline, and just change the headline every time you 
run it.  Once you have a great working headline then test another aspect, say 
the price of the product you are selling or the offer you are giving. 
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Test every ad and marketing strategy that you do for your business.  You 
should be able to show how many people enquired from a particular ad, and 
then how many brought off you.  This is really important because if you are 
not measuring the results of your ads it is more than likely that you are 
throwing away unnecessary money on advertising that is not even getting you 
any more clients, and if you don‟t know how that ad went, then how can you 
improve on it? 
 
You may be asking, “Can‟t I just hire an expert to get it right the first time?”  
Well it is actually impossible to get marketing material right every time, 
no matter how much experience and knowledge someone has.   
 
Even really successful ad writers don‟t know exactly how effective their ads 
will be until they are run and have been tested.  It is a matter of testing the 
results, making a small change and then testing again. 
 
So how do you test and measure?  Well on your website it is really simple 
since you can make everything automated you just need to set it all up and 
then look at the results of the click through rate of your ads, how many visitors 
you are getting to your site, which pages they are visiting and the conversion 
rate of both leads and sales from those visitors.   
 
There are many powerful programs available now where you get all this 
information automated for you and some are even free!  It just takes a little 
time and effort to set up. 
 
For offline marketing it does take a little more work and effort, but since offline 
advertising can be even more expensive, it is imperative that you do it so you 
get the most bang for your buck and you don‟t waste money on advertising 
that doesn‟t work. 
 
Always try something in a small quantity and test it.  If you are doing a mail 
out, then do it in lots of 500 instead of going out to your whole database.  If 
you are doing ads in a paper or magazine then get a small ad that is cheaper 
to test with rather than going for the full page ad first time.  Record the results, 
and then change one aspect of the advert or marketing material and test 
again.   
 
This is a continuous cycle to see how successful you can make things, but if 
you get to a point that has a really successful ad that pulls in lots of people 
then don‟t change it until it stops working.  Why cause more work for yourself?   
 
Of course remember to continue to measure the results, because once you 
see the response is slipping then you can make changes and test a new ad 
again.  Remember the market does move and if your business doesn‟t move 
with it your business can be running out of money before you know it. 
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Direct Response Advertising 
 

Unusual Is Great! 
 
There are essentially two types of ads out there in the advertising world.  

1. Image Based ads 
2. Direct Response ads 

 
Most of the advertising that you will see around is Image based advertising, 
this is what all the big companies do to build up their brand, but unfortunately 
it is way less effective than the few Direct Response ads out there that you 
see.   
 
Any business with a limited advertising budget (less than a million dollars) 
should not even be considering to do image based ads.  Because for them to 
work you need to run them again and again and again, and most of those ads 
will get absolutely NO responses.   
 
With direct response advertising you know exactly how the ad is performing 
because your prospective clients will respond directly to that ad.  So you 
will know whether you should be running that ad again or not.  
 
So here are three key points to consider for a direct response ad. 
 
Good ads sell benefits not features! 
People buy because of the benefits they will get from buying, not because of 
all the technical features of the product.  A feature is basically something that 
the product or service does, say for example a blender, a feature of it will be 
that it is stainless steel and has a 700w motor.   
 
A benefit on the other hand is something that the product or service does for 
the client when they buy it.  So take the example of the blender again.  A 
benefit would be that the blender will look very sleek and stylish in their 
kitchen and will create a smooth and consistent mixture, perfect every time. 
 
Good ads extend a great offer to their target market 
The biggest difference between a direct response ad and an image-based ad 
is the presence or absence of an offer.  Image based ads do not usually have 
any sort of offer whatsoever, they simply display a product, service or 
business to their target, usually with a slogan to try to get the clients in and to 
build awareness for the product, service or business.   
 
Direct response ads always have an offer.  This gives the reader a reason to 
take action and respond directly to that ad.   
 
Goods ads are simple and easy to read and understand 
Forget being creative and “out there” with your ads.  Ads should be clear and 
easy to understand.  You only have a few seconds to convey the message of 
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your ad to the reader, after that if the message is too confusing or complicated 
they will most likely move their attention to somewhere else.   
 
So get rid of all the images and fluffy stuff in your ads.   Present a clear and 
simple offer filled with benefits to the prospective client.  Images can be used 
to draw attention, but as a general rule of thumb they don‟t persuade like 
words do. 
 
 

Give Big Discount or Great Offer For New Clients 
 

Make It Irresistible So They Can’t Refuse 
 
This is a very powerful way to get a tonne of new clients.  Quite simply you 
make an offer that is too hard to turn down so that people will come to you.  
Say a 50% discount, or a decent free gift, something that will get people to act 
and become a client of your business. 
 
You can also make it work to benefit you.  For example, say you are a 
hairdresser, and Tuesday‟s are your quiet day.  So offer all new clients a 60% 
discount off their cut on Tuesday‟s.   
 
Now most hairdressers and business owners will totally freak out at this 
prospect, but think about the long-term potential of that client.  If they like 
you, they will get their haircut every couple of months from you and pay for a 
full price cut.  If they stay with you for 2 years, then that initial discount 
definitely well and truly paid for itself!   
 
Furthermore, the Tuesday was their quiet day, so better to get some money 
from a client than sit around waiting for the possibility of someone to ring or 
come in.  Something to think about isn‟t it? 
 
Although most businesses can do this, there are a few that can‟t.  The ones 
that can‟t are those that only sell a one time purchase to their clients.  So they 
have no repeat business from their clients. 
 
So go out there and be bold, make a great offer to get those new clients in the 
door, because if you get them in and they like your business, it is likely they 
will stay with you for years to come and that one offer started it all. 
 
This can also be tied in to giving stuff away, which is detailed in the section 
below, after all free stuff is a pretty irresistible offer! 
 
 
 

Giving Stuff Away For FREE 
 

Guaranteed To Get Them In The Door 
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Nearly everyone loves free stuff and this follows the same principle as the 
previous section.  Once you have a client, their long-term value in terms of the 
gain to your business can be huge.  Try to think of your clients as a long-
term asset, rather than just a one-time sale.   
 
This way you will serve your clients much better, they will be infinitely happier 
and will purchase from you more often, making you a much happier business 
owner! 
 
Now the biggest objective of giving free stuff away to prospective clients for 
your business is to get their details so you can then market to them.  Why?  
Well it is much more effective to market to a “warm market”, that is one filled 
with qualified buyers that know who you are, rather than marketing to a “cold 
market”. 
 
Here are a few great examples of free stuff you can give away to attract new 
clients: 
 

 Newsletters 
This is becoming increasingly popular and still works great.  You sign people 
up to your newsletter, which could be either an email newsletter or a paper 
one, then at regular intervals (could be weekly, fortnightly or monthly) you 
send them a useful newsletter that provides them with great benefits.   
 
It could be you give them some great information relevant to your industry, 
give them special subscriber discounts or let them know about this months 
specials in your store or on your website. 
 

 Free Reports 
Giving away information packed free reports (like this one) is a fantastic way 
to get new clients.  Nearly all businesses can use this, either write a report 
yourself or get permission to use someone else‟s report that would be of 
benefit to your target clients and is on a topic that they want to know about.   
 
Remember that even if information would be of benefit to your clients, it is not 
necessarily the case that they would sign up for a free report on it.  It does 
have to be something that they want. 
 
If you go to our website www.AmazingBusiness.com you will see that we 
employee this tactic.  We offer a hugely beneficial free report to anyone if they 
provide us with their details, and huge percentage of our online database has 
requested the report, so it is definitely working! 
 
There are many sites out there now that can help you to set up what is called 
an “opt-in box” to achieve this which then sends them the report automatically 
and adds them to your database, all automated so there is no work involved 
for you once it is set up.  1ShoppingCart is an example of this, and you can 
click here to find out more about them: http://tinyurl.com/4fkljp 
 

http://www.amazingbusiness.com/
http://www.1shoppingcart.com/app/?pr=1&id=127238
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 Free Information and Tools 
If you have free information and tools on your website, then you are likely to 
get more visitors to your site if they are useful for them.  If they then spend 
time reading the free information you provide or using the free tools you have, 
they are spending time on your site and you will have a greater potential for 
them to purchase from you. 
 

 Free Books 
This is a powerful technique, but it does involve a larger cost to you and 
generally you don‟t get the prospects details, although you can work this into it 
in some cases.  Basically, you give away free books that are relevant to your 
industry with a stamp or label inside with a great headline and your website or 
contact details.   
 
Say for an example you own a Veterinary clinic you could give away a book 
on pet care.  Then when you are out networking and find someone who may 
be interested and get benefit out of the “promotional book” you are giving 
away, give it to them for free. 
 
 
The great thing about giving people free stuff is that they love it and are more 
likely to willingly come on board and check out what you and your business is 
about.  It is a breath of fresh air, rather than a hard sales pitch.  It is still a 
sales pitch but one that has multiple levels, rather than just a straight sale.  
 
 It‟s a big icebreaker and people feel much more relaxed around you when 
they get something for free and don‟t feel that pressure of you selling 
anything. 
 
All of this builds a relationship with your prospective client, and once you have 
that relationship formed then you can market your products and services to 
them. 
 
 

Have a Website – One That Works 
 

Your Best Employee! 
 
In most businesses your website is your most powerful tool to gain a tonne 
of new clients and to further serve the clients you already have. 
 
The power of the Internet is that it is open 24 hours a day and you don‟t need 
to pay staff to run it!  You can create a very successful website that creates 
you new clients and makes you stacks of money, can work for you while you 
are sleeping, and is accessible from anywhere in the world – so you can 
reach a global audience.  There are 1.4 billion Internet users on the web today 
around the world and they spend billions a year online, do you want a piece of 
that pie? 
 



Copyright © 2007 - 2011 Amazing Business 

Another great thing about a website is people generally feel more comfortable 
browsing online as they don‟t feel pressured by a pushy salesperson trying to 
get a sale.  But don‟t be fooled, your website is one of your salespeople 
and a very important one in most businesses. 
 
First things first, you need to work out what you want your website to do for 
your business.  Is it there to just provide information?  Do you want it to 
create new clients for you?  Do you want to have an online shop and provide 
primary or extra income for your business?   
 
Having a website that is not providing what you want is a fat lot of rubbish, it is 
just costing you time and money and in some cases, you would be better off 
without one. 
 
Sadly, most website designers have one focus when designing a website and 
that is to create a fancy site that looks good.  I used to be one of those web 
designers so I know this first hand, it is great fun creating a snazzy website 
that has the functionality and looks great, but that does not usually do what 
you want, which is to get new clients for your business and get them to 
purchase from you.   
 
A flash site might get more traffic to your site, but it is unlikely to persuade 
your visitors to take the action that you want them to take.  Also a badly 
designed website that is hard to read, looks awful and is hard to navigate and 
make sense of, can actually lose you clients and get prospects annoyed at 
you so they won‟t even consider to purchase from you. 
 
So what makes a great website?  Well quite simply, it is one that persuades 
the visitors to your site to do what you want them to do.   
 
The two keys to a massively successful website are: 

1. How many visitors you get to your site; and 
2. How persuasive your site is in getting your clients and prospects to do 

what you want them to do 
 
First work on getting your site to persuade the visitors do what you want them 
to do.  Whether this is to call up for an appointment, come into your store, 
purchase off your site, or sign up for your newsletter.  Then work on the 
promotion of your site to get more visitors to come in droves. 
 
Not sure how to create a website that gets results?  You can read more about 
it on our website here http://amazingbusiness.com/services/online-results/ 
 
 
 

Provide Guarantees 
 

A Safety Net For Your Clients  
Pays Massive Rewards For You 

http://amazingbusiness.com/services/online-results/
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Having a guarantee that you actively promote can actually skyrocket your 
sales in no time at all.  Why?  Well more and more people are getting taken 
advantage of and quite simply people are sceptical of nearly everything they 
hear.  This makes it harder for a business like yours to survive. 
 
You see reversing the risk of the client is a very powerful way to make your 
client feel comfortable in their choice to purchase from you.  Having a 
guarantee will hugely increase your ratio of whether a prospect will purchase 
your product or not.  People want to feel that they have that safety net in place 
where they can return something and not be out of pocket if they don‟t like it. 
 
But as strong a case as this may be most business owners are way too 
scared to offer a guarantee to their clients!   
 
So does that mean they are providing crap products and services to their 
clients so they don‟t want to offer a guarantee?  Nope!  It is because they are 
afraid of getting taken advantage of themselves!  Quite Ironic, wouldn‟t you 
say?   
 
So the answer to this is, yes you will have the odd client that will take 
advantage of you, but if you are actually providing great quality products and 
services then more people are going to give you business because of the 
guarantee.  So you will be way better off for having one than for not. 
 
Now before you say, well that can‟t be done in my business, think creatively 
on this.  Here are a few “out of the box” examples.  Here is one that a 
hairdresser could use: 
 

“We guarantee you‟ll love your new hair cut, 
otherwise we‟ll fix it absolutely FREE” 

 
Now I can tell you that I hate going to the hairdresser because very few know 
how to work with my thick wavy hair, so this would get me in the door for sure!  
Here‟s another one for a restaurant.  Now you know if there is something 
wrong with your meal at most restaurants and you ask they will replace it, but 
no restaurant I know actually promotes that!  
 

“Our food is SO good that if you are not left 
with a taste explosion in you mouth then 

we‟ll replace it for FREE” 
 
So work out how you can provide a guarantee in your business and promote 
it!  Your clients don‟t want to be ripped off, so give them that safety net to help 
them feel comfortable. 
 
 

Build Credibility 
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Are You Trustable? 
 
Sadly, very few people these days are willing to trust someone they don‟t 
know.  It is a fact and just something that us business owners need to work 
with. 
 
Thankfully, there are techniques we can use to build our credibility and make 
people feel trusting enough to become our client. 
 
Testimonials really work a treat and are so important to have; they are one of 
the most powerful ways to build credibility.  Get as many testimonials from 
people as possible, you can never have enough, and use the best ones in 
ALL of your marketing material and advertising.   
 
A testimonial from a happy client is infinitely more powerful than anything you 
can claim to do or give them.  But make sure you get a well-written testimonial 
and the more specific it is the better.  Something like “They have great 
service” is not that exciting, if you have someone that is happy to give you a 
testimonial then get them to be specific, get them to tell their story, and state a 
clear result or benefit like: 
 

“After being overweight for 10 years and trying all sort of diets, 
I have now lost 15 kilos in 2 months through working with them, 

and have kept it off”. 
 

Or 
 

“I have had chronic back pain for the last seven years and have  
not been able to walk longer than 5 minutes at a time.  In less  

than three visits with John my back was fixed and I can now go  
walking for over an hour at a time!” 

 
Be warned though, don‟t ever fake testimonials, it is easy to get testimonials 
and is not worth faking them. 
 
Other great sources of credibility are 

 Qualifications you have gained 

 Noting or reprinting of press articles 

 Awards or certificates you have received 

 Endorsements by high profile people 

 Before and after photos if they are relevant to your business 

 Books you have written or been part of creating 

 Television, radio or other interviews or appearances you have done 

 Scientific evidence supporting your claims 
 
 

Forum And Blog Posts 
 

A Hidden Secret The Top Internet Marketers 
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Don’t Want You To Know! 
 
Now this is a fantastic technique that few people know about.  It has just 
recently been made known by some of the top Internet marketers that have 
been doing this for years!   
 
I have personally done this technique and continue to do it on a regular basis.  
It has got us over 15% of our online database and the best part is that this is 
absolutely free!  It does take time to search for the right kind of forum or blog 
to post on and then time to write your comments and posts, but I have found 
the time to conversion ratio to be very rewarding. 
 
Basically you find a few relevant forum and blogs on the Internet that are 
relevant to your particular industry or even just relevant to your hobbies and 
interests.  Then help people out and answer questions that they post up.  
Give them helpful advice and information to solve their problem, and at the 
bottom of your post you have a sign off with your business name and a nice 
tag line to create some interest (say a free report you have on your site) and 
your website address. 
 
If people like your advice, even if your business is not helping with that 
particular problem they are likely to still go look at your site. 
 
It is also a great way to find out what people in your industry are needing and 
wanting to know.  So you can reply to their post, help them straight away and 
then create a free report that you can use to get people to your site and sign 
up to your prospect client list.  Just brilliant! 
 
The other fantastic thing about forum and blog posts is that they stay around 
on the Internet for ages!  So even if you are only doing one or two posts a 
week you have a whole lot of ads out there working for you for a long time. 
 
 

Personal Delivery 
 

The Personal Touch Rules The Kingdom 
 
If you really want to get the response rate of a mail out piece to skyrocket, you 
can hand deliver it and make it look like a personal letter addressed to 
them.   So hand write the envelope and with no stamp or any clues as to who 
it is from, you will almost guarantee that every letter will be opened and it will 
increase the response rate too.  The more personal looking you can make the 
envelope and the mail out the better. 
 
 

Referral Systems 
 

An Active One Verses A Passive One 
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Most people know that word of mouth is a very effective and fast way to grow 
your business and get new clients.  Word of mouth is essentially just getting 
referrals, but there is a huge problem with it, it is way too passive and can 
take too long to actually get some decent results.   
 
The key is to actively seek referrals, rather than hoping and wishing it would 
happen through word of mouth. 
 
Set up an active referral system in your business.  There are two types of 
systems you can have in place here. 
 

 Have a reward system that rewards your clients when that client refers 
a new client to your business.  Say a discount voucher or a store credit 
with you. 

 The second is to ask your current clients for details of people that they 
can refer you to, and then you contact the referrals.  

 
Obviously the second option is a lot more confronting, but you have the most 
control and are likely to get a better result with that one. 
 
 

Joint Ventures (JV) and Strategic Alliances 
 

This Is A Goldmine! 
 
A hugely hidden treasure that extremely wealthy business owners know and 
use all the time.  If you are just starting out in business and want to get a 
stack of new clients really fast, then this is how you do it. 
 
There are many forms of JV‟s and Strategic Alliances, but the easiest and 
fastest form of this is to find a business that has your target client, but not 
usually your competitor.    
 
So say you own a business in wedding photography.  You could then find 
another business to do a joint venture with that has your ideal client as their 
client, say a jeweller or a florist or a cake designer, the list goes on.  Then you 
can get them to send an email or mail-out to their client base 
recommending your business.   You don‟t get their list, but a 
recommendation from them to use you, which is much more powerful than 
just advertising to people that don‟t know your business.    
 
So what is in it for your JV partner?  Well you need to make it worthwhile for 
them to agree to do it, so you could write up an agreement that they get a 
percentage of the sales from their clients that buy from you.  The longer term 
potential of the clients (if they are likely to purchase from you more than 
once), the higher the percentage can be since you will have long term 
potential from those clients. 
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Networking 
 

Blow Them Away By Making An  
Awesome First Impression 

 
Face to face encounters with people is a powerful way to make a great lasting 
impression and to get new clients and/or business connections to help you in 
your business.  There are massive opportunities in networking with people 
that can make you some serious money, if you know what you are doing.  
 
Sadly, most people don‟t make the most of networking opportunities and don‟t 
make a big enough impression to utilize these great opportunities. 
 
So how do you stand out and make that awesome impression that will blow 
them away?  Well quite simply you need to stand out from what “the norm” 
say and do at such opportunities. 
 
What is the first thing, after your name that people ask you?  “What do you 
do?”   Now here is the key opportunity to make that impression to blow them 
away, but what do most people say?  “I‟m a plumber” or “I‟m an accountant” 
or “I‟m a massage therapist” or in my industry, “I‟m a business consultant”.  
Now is that really very interesting?  Is it going to blow them away and make 
that crucial first impression you want?  Well, in most cases no. 
 
So here is what you do.  Don‟t tell them what you do, tell them the BENEFIT 
of what you do.  Because people buy from benefits, not features. 
 
Lets take the massage therapist as an example.  Instead of saying, “I‟m a 
massage therapist”, you could say, “I eliminate all pain, tension and stress for 
my clients so they are completely relaxed and in a state of bliss for days”.  
Now how many people want that!  I am getting excited about that now just 
reading it!  Sounds much more appealing and exciting than the “Massage 
therapist” answer doesn‟t it? 
 
When I am out networking my line is “I create businesses more clients and get 
them more cash profits in their hands”.  It works wonders, I have got new 
clients using this and it leads on to a much more exciting conversation than 
the small talk that usually happens. 
 
So go out there and be bold, and make the most of this usually missed 
opportunity. 
 
 
 
 
 
 

Business Cards 
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The Little Card That  
Pays Huge Rewards 

 
A business card is an extremely important marketing tool for your business, 
but it is often a missed opportunity to build a relationship and create business.  
Meeting a person face to face is a great way to make a lasting impression for 
your business and impress people to enquire about your business.   
 
Many long-term clients and great business connections can be made by 
an exchange of business cards, and this is an important part of the 
networking process. 
 
Also business cards can hang around for a while, people will usually file them 
away and go back to them down the track, so they can have long term 
benefits too.  I know I still have business cards from people I met at least 9 
years ago. 
 
With today‟s printing costs, you can get a set of professional looking business 
cards at some great prices, making them very cost effective.   
 
It is a fantastic idea to get other people‟s business cards too, as you never 
know what you may need help with in the future.  
 
A great technique that I use when I receive a business card is to write where I 
meet the person on their card, and any other important notes I want to keep 
about them or their business.  That way you are more likely to remember who 
they are if you want to contact them years later and they will be very 
impressed that you remembered! 
 
Always remember to have plenty of cards with you at all times.  There is 
nothing more embarrassing and wasteful than not having a business card if 
someone asks for one. 
 
And finally have a well-designed card that will create the results that you want 
– to get your prospective client to contact you. 
 
 

Powerful Advertising That Works 
 

Stop Throwing Money Away  
And Create Ads That Get  

A Huge Response 
 
Writing powerful copy is absolute key to getting new clients through 
advertising.  Unfortunately 98% of the advertisements that you see on TV, 
billboards and in newspapers and magazines are totally useless and have 
no effect whatsoever.  It is shocking to think, isn‟t it?   
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But, sadly most people turn to marketing agencies to create their ads and 
most marketing agencies are only concerned with one thing and that is pretty 
ads to create brand awareness.   
 
Do you know the problem with this?  It sounds logical right?  But it is totally 
not.  Because most small to medium businesses do not have the budget to 
run ads over and over again to create the required “brand awareness” that 
these marketing agencies are trying to create. 
 
You see, most marketing agencies are filled with university graduates that 
have learnt the “theory” of marketing but do not know what actually works in 
the real world for real world businesses. 
 
Don‟t get me wrong, brand marketing does work, just look at Coca Cola, but 
do you have a multimillion-dollar advertising budget to create brand 
awareness to get new clients for your business? 
 
Luckily you don‟t need to.  The answer is powerful copywriting. 
 
Powerful copywriting does not involve lots of flash pictures and funky ideas to 
sell your products.  It simply uses words to persuade your clients to take the 
action you want them to take by giving them benefits and creating an 
emotional picture in their mind. 
 
We have a great manual that gives you a step-by-step guide on how to write 
powerful copy for your business.  This is by far the best product that we have 
found after 7 years of research, and it is written by one of Australia‟s leading 
copywriters who has made his clients millions of dollars through his 
copywriting skills.  It will teach you everything you need to know about 
advertising and writing an outstanding advertisement that WILL get you the 
results you desire, absolutely guaranteed! 
 
To find out more about this amazing product, click here now. 
http://as.amazingbusiness.com/ 
 
 
 

Building A Database And Selling To A Warm Market 
 

Key To A Healthy, Wealthy Business 
 
Finally, once you get your new clients, make sure you are keeping track of the 
clients that you have.  I have met so many business owners that don‟t have a 
database of their clients and prospective clients.  Do you know that is just like 
throwing money down the drain? 
 
You see, the easiest way to sell your product or service is to sell them to 
someone who has already purchased from you before!  Over 50% of your 
marketing budget should actually be spent on selling to your existing prospect 
and client databases, which are called your “warm market” as they are 

http://as.amazingbusiness.com/
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qualified to buy from you, meaning they are in your target market and have 
some knowledge of who you are.   
 
It is so much easier to sell to someone you already have a relationship with 
than a complete stranger that knows nothing about you or your business. 
 
There are some businesses out there that cannot do this as they only sell one 
product or service that people are likely to only purchase once  - what is 
called a one-time purchase.  You can make money in business this way, but it 
is a hard road to go down, as you constantly have to find new clients to 
purchase off you.   
 
I would recommend if you are in this type of business, try to figure out a way 
to add a new product or service that either involves a repeat purchase of the 
same product or multiple products that you can then market to your existing 
clients.  This will be much smoother ride for you and your business. 
 
Use your database to build a relationship with your clients.  The more your 
clients know you and the more of a relationship they have with you, the more 
likely they will think of you to buy from when they need what you sell. 
 
A great way to utilize your database and build a relationship with people is to 
create a regular newsletter that you can send to your database.  This can 
be used in almost any business, and can contain a wide variety of content.  
From information to help your clients, bonus offers just for the database, this 
month‟s specials in store and so on.  
 
However, people hate to feel that they are being sold something all the time, 
so make sure you are giving your clients benefits for being part of your 
database.  Don‟t bombard them with constant sales calls and mail-outs 
expecting a sale, as most people will run a mile.  
 
If you do not keep in regular contact with your clients, it is more likely that 
they will not even think about you next time they need the type of product or 
service you provide, and furthermore if you have regular contact with them 
then it is more likely they will purchase off you more often than if you didn‟t 
have regular contact with them. 
 
There are heaps of email marketing tools on the Internet to help you with 
database management and marketing, ranging in cost and functions to suit 
your budget and needs.  Just do a search or ask someone you know for a 
recommendation of one they use. 
 
Here at Amazing Business we use „1ShoppingCart‟ and would highly 
recommend them if you want a completely integrated system.  They have 
different levels of their system to suit your business needs and budget.  Click 
here to find out more about them: http://tinyurl.com/4fkljp 
 
 
 

http://www.1shoppingcart.com/app/?pr=1&id=127238
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*  *  *  *  *  * 
 
So remember that your clients are the “Gold” in your business.  Respect 
them, value them and serve them, after all that is what will ultimately make or 
break your business. 
 
If you found this report worthwhile reading and valuable to your business, we 
would love to hear from you.  Email us at service@amazingbusiness.co.nz 
and tell us what you got out of this report and what you loved about it.   
 
Alternatively, if you have constructive feedback on what could be improved 
then email us too, we are continuously improving our products and services 
and your feedback is vital to this process. 
 
From the Amazing Business team, we wish you all the best with your 
prospering business. 
 
 
Warm Regards, 
 
 

 
 
 

 
 
Andrew Baird and Kim Baird 
 
http://www.AmazingBusiness.com/ 
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